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AAs I write this article, I’m on a fl ight to the California 
Accounting & Business Show & Conference — the venue 
for announcing this year’s Innovation Award winners. In 
addition to the awards presentation, we will also be 
recording a series of interviews with soft ware executives 
and industry thought leaders.

Our team has been working hard the past few months 
to launch both this issue and our new site. If you haven’t 
already, visit us at www.CPAPracticeAdvisor.com, and look 
around. We should have some of our new video interviews 
up by the time you read this. So check out our videos, sign 
up for an upcoming webcast and read all the great articles. 
Be sure to also send us feedback or comment directly on 
our website. And while you’re at it, stay connected with us 
on Facebook (www.facebook.com/cpapracticeadvisor) 
and Twitt er (@cpapracadvisor).

All the work we’ve done to make the magazine and 
website a premier resource for the profession is a good 
example of staying ahead of the curve. Th at is, staying ahead 
of change and making sure we are always providing current, 
relevant information and tools to you. I hope that each of 
you is also working to keep your fi rm ahead of the curve. I 
know that running a professional accounting services fi rm 
is no easy task; it requires a lot of eff ort. And that is why 
we strive to share as much information as we can on 
technology, best practices, the Cloud and more — to help 
make your job a bit easier.

I speak at numerous events across the country, and what 
I’ve seen is a big divide between fi rms that manage to stay 
ahead of the curve and those severely falling behind. What 
I mean by falling behind has nothing to do with technical 
skills, but rather falling behind in the best uses of technology 
… or falling behind in building services that current and 
future generations are interested in buying.

Th ink about technology and services for a minute. Many 
of the services accountants provide today are those that the 

profession has been off ering for decades. How services are 
delivered has not changed much either; far too many fi rms 
are still doing things manually. It’s time to challenge 
yourself and really think about providing and delivering 
services that clients want. Client expectations have changed. 
Th ey don’t want paper anymore. Th ey want 24/7 online 
access to their documents. Th ey want to communicate in 
real-time via the web. Th ey want products and services that 
are visually appealing, like advanced, personalized portals 
(see www.CPAPracticeAdvisor.com/10248304 for an 
excellent article on establishing an eff ective portal strategy). 
It’s time to identify these needs and make changes to your 
technology infrastructure and services accordingly.

I was recently informed of an alarming statistic. One of 
the large tax soft ware vendors informed me that prior to 
the 2010 fi ling season, 50% of its customers (fi rms) had 
not purchased their e-fi ling product before. It astounded 
me that as many as 50% of our colleagues have waited until 
the eleventh hour to adopt electronic fi ling. It’s stats like 
this that date our 
profession and 
make me think that 
there are far more 
firms behind the 
curve than in front 
of it. It’s time to get 
moving.

As always, this 
issue is full of great 
articles, packed 
with current and 
helpful tips and 
information. Take 
some time to review 
and digest each of 
them. Make sure 
you also check out 
our new website 
and connect with us 
on Tw itter and 
Fa c e b o o k .  It ’s 
shaping up to be an 
exciting year. I wish 
you all the best in 
staying ahead of the 
curve!  
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Reprints - To purchase article reprints, please contact Foster 
Printing, Attn: Rhonda Brown, 4295 Ohio Street, Michigan City, 
IN 46360, 1-800-875-3251 or email sales@fosterprinting.com

IT’S TIME TO CHALLENGE YOURSELF 

AND REALLY THINK ABOUT PROVIDING 

AND DELIVERING SERVICES THAT 

CLIENTS WANT.

E D I T I O N

E D I T I O N
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FROM THE TRENCHES

Are You Ready for a Smoother Running Firm?
How managing ESI can help

EElectronically Stored Information (ESI) has become 
critical to delivering good client service, higher realization, 
eff ective procedures or workfl ow, and bett er effi  ciency. 
Managing ESI is also critical for controlling risk. If your 
fi rm tries to work with ESI the same way you worked in 
paper, you can expect problems, issues and frustration. 
If you are working with paper because you believe it is 
more effi  cient, you need to ask yourself, “Is that really 
true?” It is oft en comfortable not to press forward with 
change and continue to do things the same way, but is 
this in your client’s best interest or in yours? Creating and 
eff ectively managing ESI can help your fi rm run smoother 
and bett er than it is today, but it will take some thought 
and eff ort on your part. Are you ready? Are you willing 
to commit to the eff ort?

ESI consists of all documents that are stored elec-
tronically. Th e need to understand ESI has come from 
security breach reporting laws, as well as eDiscovery. ESI 
includes all writings, drawings, graphs, charts, photographs, 
sound recordings, images, and other data or data compi-
lations – stored in any medium from which information 
can be obtained either directly or, if necessary, aft er 
translation into a reasonably usable form. Said another 
way, data or documents stored on computers, PDAs or 
cell phones, fl ash drives, removable drives, web pages, 
MP3 Players, computer databases, cameras and devices 
with self-contained memory like copiers and scanners 
all contain discoverable information. All of these devices 
should be protected and, where it is practical, encrypted.

From a practical point of view, we want to store all 
types of documents 
— email, Microsoft 
Office documents, 
output from our 
accounting systems, 
tax returns, audits, 
invoices, business 
correspondence and 
so on — in a readily 
accessible format that 
makes it easy to fi nd 
and retrieve.

If you could describe 
your ideal document 
retrieval, what would it 
be? For me, it’s easy: 
Think about a docu-
ment and it appears. We 
are probably a few years 
away from that, but 
what are the opportuni-
ties right now?

What are the opportunities?
Th e current opportunities to improve handling of ESI 
include content management (sometimes called 
paperless or document management), engagement 
managers, portals, encryption, secured email, collabora-
tion tools (including things like SharePoint, Offi  ce 365 
or Google Docs), and workfl ow.

Th roughout this issue and at www.CPAPracticeAdvisor.
com/10281536 and www.CPAPracticeAdvisor.
com/10271301, you will see coverage of soft ware tools 
that help with document management. For paperless 
systems, you can 1) build a do-it-yourself system 2) use 
a fi le cabinet/storage system 3) step up to document 
management, or 4) increase your capabilities with a 
content management system. Th e more sophisticated 
your needs become, the higher level system you need. 
Products that work well in tax and accounting fi rms from 
most sophisticated to least include the following: 
Autonomy iManage Worksite, Conarc iChannel, CCH 
ProSystem fx Document, Th omson Reuters GoFileRoom, 
DOC.IT, eFileCabinet, Th omson Reuters FileCabinet 
CS and Intuit DMS. We list many more for you at www.
totallypaperless.com, and additional ones are reviewed 

in this issue as well as at the links above. Soft ware vendors 
work to make these products effi  cient and eff ective, as 
well as on their integration to other products. Engagement 
managers such as CCH ProSystem fx Engagement, 
Th omson Reuters Engagement CS, CaseWare and AverQ 
assist in organizing working papers for compilations, 
reviews and audits. Some fi rms try to use engagement 
managers as content management systems, but that’s not 
what they are. Engagement managers are useful for working 
with active, live documents. Content management systems 
(read paperless, if you’d like) are good for storing published 
and archived data. Content management systems can 
also store files from systems like QuickBooks or 
Microsoft  Offi  ce to control versions.

If you are just now considering the implementation 
of a paperless system, you are a late adopter. If you have 
any paperless system in place, review the workflow 
processes used with your systems. Understand what goes 
in and what comes out and why. Optimize the workfl ow. 

Manage the ESI. Th is review process should be done 
annually for maximum benefi t. Manual workfl ow processes 
may work fi ne for you, but innovation in workfl ow tools 
can help with fi rm profi tability and improved client 
service. Products that work well for accountants include 
XCM, Metastorm, Th omson Reuters FirmFlow, CCH 
Workstream, and Orglow. For many, this 10 year old 
workfl ow technology for fi rms still feels like the frontier 
since they have not understood the benefi ts enough to 
make this a high priority. Both Th omson Reuters and 
CCH believe that workfl ow and training are the most 
important things that tax and accounting fi rms can focus 
on in 2011. Based on our consulting in fi rms, we agree 
… IF other fundamentals like hardware and soft ware 
infrastructure have been completed properly.

Due to space limitations, discussions of portals, 
encryption, secured email and collaboration tools have 
to be covered in the future. Th e opportunities and ben-
efi ts in each of these techniques to manage ESI lead me 
to suggest that all are required to run a fi rm in the best 
way possible today.

What to do?
Consider your current position as a fi rm. Assess the level 
of your team member’s skills (include yourself!), the level 
of your technology, and your client needs. Make sure you 
have the fundamentals of hardware and soft ware right. 
If you can’t assess yourself, consider scheduling a tech 
assessment or join an association that is proactive in 
technology like the Boomer Technology Circles, Root-
Works or Th e Sleeter Group. Develop a budget that 
includes training and technology. Implement projects 
for specifi c needs.

It is possible to cure many technology ills with money. 
In 2010, and again in 2011, we are seeing fi rms replace 
hardware and soft ware aft er not spending through the 
economic downturn. Unfortunately, we are seeing 
“heart-att ack” replacements again for the fi rst time since 
the late 80s or early 90s. Forklift  replacements of everything 
being replaced at once: fi rewalls/switches/cabling, servers, 
workstations, Microsoft  Offi  ce, and Adobe are common. 
Th is can lead to a great new platform for products from 
leading vendors like CCH, Th omson Reuters or Intuit. 
However, the result may be like gett ing a new, high-
performance sports car without ever having a driving 
lesson. It is easy to wreck a great car because of lack of 
driving skill. Make sure that you schedule training along 
with your new tools. In general, all of us know less about 
our tools than we should, and we waste more time and 
eff ort by doing what we know instead of what we should. 
Can you make the wiser choice?   
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Randy Johnston 

Mr. Johnston is executive vice president 

and partner of K2 Enterprises and Network 

Management Group, Inc. 
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consultant and writer with over 30 years’ 

experience. He can be contacted at randy.

johnston@CPAPracticeAdvisor.com. 

MANUAL WORKFLOW PROCESSES

MAY WORK FINE FOR YOU, BUT

INNOVATION IN WORKFLOW TOOLS

CAN HELP WITH FIRM PROFITABILITY

AND IMPROVED CLIENT SERVICE.
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Sometimes, things need mixing up. Chris 
Farmand, who grew up in a Florida family centered 
around the accounting practice led by his father and 
two uncles, was destined for a career in accounting. 
His parents knew it, the rest of his family knew it, 
and his teachers knew it. But even though he’d been 
in college and majoring in business fi nance for a couple 
of years, he wasn’t quite sure he wanted to admit it 
to himself.

Aft er all, having lived most of his early life in the 
midst of spreadsheets, 10 keys and timesheets, it just 
didn’t seem all that exciting, and he had a few other 

ideas he wanted to try out. Surely there was something 
more entertaining, more interesting and, perhaps, 
further away from home.

Enter stage left .
Chris had been involved with acting and an 

improv comedy troupe, and emceed at a local comedy 
club while away at college in Gainesville, Fla. Real-
izing a degree in food and resource economics was 
going to land him on a farm in Ocala, he decided to 
take his show on the road, and headed to New York.

Ahh, the good life. Th e improv life with no script. 
He att ended acting classes at the Upright Citizens 
Brigade and worked occasional gigs way off  Broadway. 
To perfect the stereotype of an actor in New York 
City, he also worked as a waiter in a few notable 
Manhatt an restaurants, including Molyvous and at 
RM, one of Rick Moonen’s establishments.

Exit stage right.
Well, it was the good life when there were gigs, 

during the right spending season and when he could 

hold a waiting position. Unfortunately, those three 
variables would conspire to motivate Chris to move 
back to Florida to fi nish his degree, to which he added 
an additional BA in accounting and an MBA. He 
soon added the CPA and CITP credentials to his 
accomplishments.

“It didn’t take very long for me to realize that I 
couldn’t help but be a bett er accountant than I was 
a waiter/actor,” Chris notes.

So it was back to the family fi rm. But while Chris 
had fi nally accepted his fate as an accountant, he 
hadn’t completely shaken that creativity bug. Aft er 

seven years, he decided to hit the road again, 
but this time to start his own practice. Chris 
saw an opportunity with the changing business 
world to start a fi rm that would welcome new 
technology and workfl ow ideas, so in October 2010, 
he started Chris Farmand + Company PLLC in 
Jacksonville (www.cfarmand.com), with his father 
as a partner.

“Aft er 35 years in the profession, I think my dad 
was really looking for an exit strategy, and also so he 
could spend more time being a grandpa,” said Chris. 
But things weren’t always smooth, either before or 
immediately aft er the move. He says that one of the 
areas of the traditional fi rm he never understood was 
relying on the billable hour.

“Every Monday morning, I called it ‘Bloody 
Monday,’ because my dad and I would take between 
9 a.m. and noon to go through the WIP report, and 
that set the tone for a disastrous week.” Th is became 
one of the driving factors in him implementing a 

“value pricing” model, which uses fi xed fees for 
services instead of hourly rates that can vary and 
confuse clients.

Th ey spent several months establishing their 
pricing structure, he says, including interviewing 

clients and gauging their interest and reaction 
to the change. He found inspiration in “Th e 

Firm of the Future,” and other books by 
Ron Baker, founder of the VeraSage 

Institute (www.verasage.com), a think tank 
that promotes value pricing structures. Since 

changing many of these business processes, 
especially the pricing paradigm, Chris says 
that not only has business been bett er, but 

his relationship with father has improved.
“Our clients have been ecstatic about 

the change. Now that they know what 
their accounting and consulting bill is 
going to cost throughout the year, they 
can budget it bett er. It’s also helped 
clean up our AR, which used to be a 
real headache. (You can see Chris 
talking about his transition to value 

pricing in a video interview with Bill 
Sheridan from the Maryland Association 

of CPAs at htt p://www.youtube.com/watch?v= 
Oa5Pf2ZSIG8 or by searching YouTube for “Value 
Billing, One Firm’s Journey.”

Chris has also transitioned to a more streamlined 
workfl ow, centered on a single suite of professional 
tax and accounting programs, the integration between 
modules helping reduce redundant data entry. Th e 
three-person, full-service practice specializes in tax 
and virtual bookkeeping services, as well as imple-
mentation and training of small business technology. 
As one of the most experienced auditors in the area, 
Chris’ father also continues to provide client services 
from both fi rms.

PRODUCTIVITY in PRACTICE
How Value Pricing Built a Practice & 
Saved a Father-Son Relationship

BY ISAAC M. O’BANNON, TECHNOLOGY EDITOR

Chris Farmand, CPA.CITP, MBA

Managing Shareholder – Chris Farmand + Company PLLC

LOCATION: Jacksonville, FL
WEBSITE: www.cfarmand.com
PRACTICE SPECIALTIES: Virtual bookkeeping; 
Business and individual taxation;
IRS representation; SMB tech consulting
EDUCATION: BS, Business Management; BA, Accounting; MBA; 
North Florida University and University of Florida
Professional Associations: AICPA, FICPA, THRIVEal+ CPA Network
MOST RECENT CONFERENCE: AICPA TECH+ Las Vegas
SOCIAL NETWORKING:
       Twitter: www.twitter.com/cfarmand_cpa

Facebook: http://www.facebook.com/cfarmand.cpa
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Chris’ practice scored a 335 on the Productivity 
Survey, a free web-based tool (www.CPAPractice 
Advisor.com/Productivity) that helps fi rms assess their 
workfl ow and technology usage, and provides bench-
marking against similarly sized practices.

As his fi rm has evolved and started to grow, Chris’ 
clients have trended younger and more tech savvy, like 
himself, which makes the technology consulting side 
of his practice more successful. Th is lends to more 
cordial and interpersonal relationships with some, such 
as the family that runs the travel services company 
(www.iwantacruise.com), and slow-food enthusiast 
and brew master Ben Davis, who also owns Intuition 
AleWorks (www.intuitionaleworks.com).

Chris is increasingly active in the profession and is 
a member of the THRIVEal+ CPA Network (www.
thriveal.com), an online community of “new-age CPAs” 
founded by Jason Blumer. He also belongs to the AICPA 
and FICPA, and has a blog at www.Apr16.com.

But Chris is far from being an “all work” kind of 
guy. Although he has remote access capabilities that 
allow him to work from virtually anywhere, he manages 
to mostly leave work at work, and spends the rest of his 
time with his wife Razan and two year-old son Rami.

Th e Farmands, part of a large community of 
Christian Palestinians in the Jacksonville area, also 
keep close to their heritage, visiting Ramallah annually. 
And Chris is the treasurer of the non-political and 
nonprofi t group Ramallah American Club of Jackson-
ville (www.ramallahclubjax.com).

Th ough having achieved a good measure of success 
in a short time, his overall philosophy hasn’t changed 
dramatically since his days doing improv. “Let’s laugh 
together,” is his mantra, whether he’s talking to a friend, 
a client or an IRS agent. (And by the way, he claims to 
have actually heard one laugh back.)  

Take the productivity survey today at 
www.CPAPracticeAdvisor.com/productivity

PRODUCTIVITY.
The Productivity Survey.v2 
includes a series of updated 
questions to measure your 
firm’s productivity and 
adoption of technology. 

PERFORMANCE.
Each firm completing the 
Productivity Survey.v2 
receives its own individualized 
report with correlations 
between overall productivity 
and acceptance of efficient 
processes and technology 
solutions. 

PROFITABILITY.
Each individual report includes 
suggestions for improving the 
productivity in your firm. With 
increased productivity, your 
firm can meet today’s demands 
of producing more with less. 

WHERE DOES 
YOUR FIRM 
STAND?
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“OUR CLIENTS HAVE BEEN ECSTATIC 

ABOUT THE CHANGE. NOW THAT THEY KNOW 

WHAT THEIR ACCOUNTING AND CONSULTING 

BILL IS GOING TO COST THROUGHOUT THE 

YEAR, THEY CAN BUDGET IT BETTER. IT’S 

ALSO HELPED CLEAN UP OUR AR, WHICH 

USED TO BE A REAL HEADACHE.
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M
ost professionals who 
rely on technology to 
perform their jobs and 
provide client service 
(isn’t this everyone?) 

would likely agree that we’re in an age 
of constant technological evolution. 
Here at CPA Practice Advisor, we’ve 
chronicled many of these changes 
during the past 20 years, not only 
noting their passing, but also evaluating 
and advising on the most benefi cial 
developments.

When we started the Tax and 
Accounting Technology Innovation 
Awards in 2004, the profession was 
in the middle of the process of going 
paperless, and since has moved toward 
integrating more advanced workfl ow 
tools, enhancing their client collabo-
ration capabilities, broadening their 

service off erings and continuing to 
streamline their processes.

One of the greatest continuing 
advances in technology developed for 
tax and accounting professionals is 
the adoption of web-based and mobile 
tools and applications. The 2011 
Innovation Awards, announced at a 
special reception at the California 
Accounting & Business Show & 
Conference in June, refl ected many 
of these trends, with honors going to 
an online receivables management 
system, a mobile app for practice 
management, a portable mini-scanner, 
a cloud-based solution for managing 
IRS responses, and an audit workfl ow 
system.

“Modern tax and accounting 
practices must continue to drive their 
fi rms toward greater effi  ciency and 
productivity in order to succeed in an 
increasingly competitive environment,” 
said CPA Practice Advisor Executive 
Editor, M. Darren Root, CPA.CITP. 
Root is also the managing partner of 
the Bloomington, Indiana, accounting 
firm Root & Associates, LLC, and 
CEO of his technology consultancy 
RootWorks, LLC.

“At the heart of this mission must 
be a focus on implementing not only 
the most eff ective resources and 
technologies, but also a redevelop-
ment of best practices and 
workfl ow strategies that enable 
firms to achieve the greatest 
results. CPA Practice Advisor will 
continue to provide information, 
advice and other resources that 
help firm decision makers 
realize a greater level of suc-
cess.”

In addition to the award 
winners that follow, Honorable 
Mentions were also extended to 
FreshBooks and to CCH, a Wolters 
Kluwer business for its CCH Mobile 
app.

2011 Innovation Award 
Winners

Bill.com Accounts Receivable
www.bill.com
Well-known for its self-named accounts 
payable solution, Bill.com recently 
introduced its completely web-based 

Receivables system, 
which can work with the 
payables side to off er all the features 
small businesses need for managing 
cash fl ow and billing.

Features include an intuitive 
dashboard overview of all payables 
and receivables customers and 
activities, a cash fl ow calendar that 
shows money going out and coming 
in, and data synching for customers, 
items and invoices with QuickBooks.

Bill.com off ers an easy way for small 
businesses to send invoices and 
reminders, track their responses and, 
most importantly, an easy way for 

2011 INNOVATION AWARDS

The Future is Mobility, 
Collaboration & SaaS
2011 Awards Honor Advances in Technology

CONTINUED ON PAGE 12 

Rene Lacerte, Bill.com & Eric 

Asgeirsson, CPA2Biz

Kasey Bayne, Accounting Ambassador 

for FreshBooks talks about their 

Honorable Mention at the Awards 

Reception

New River Innovations CEO Alan Neely 

talks about Beyond415, which received 

a 2011 Innovation Award
Melody Steelman, Rene Lacerte, Doug Sleeter, Darren Root, Penny Lam & Grant 

Wickes
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Now more than ever, your advice on expense management is critical to your 

small business clients’ success. As a member of the Concur Advisor Program, 

you can provide an online and mobile solution that will help reduce your clients’ 

risk of fraud and error while trimming up to 80% of the time it takes them to 

process expense reports manually. Being a Concur Advisor also provides access 

to a free subscription for you, discounts for your clients, and educational resources that will not only 

expand your capabilities, but include up to four hours of CPE credit.

To learn more about enrolling in the Concur Advisor Program, go to concur.com/advisor.
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those customers to make their pay-
ments electronically using the ePay-
ments feature, which also supports 
recurring and automatic payments.

Businesses report receiving customer 
payments two to three times faster 
when using Bill.com, which makes it 
automatically appealing. Plus, that 
helps reduce trips to the bank, elimi-
nates lost checks and enhances 
accountability since payment data is 
automatically entered into QuickBooks.

CCH, a Wolters Kluwer business 
– Knowledge Coach
tax.cchgroup.com/knowledgecoach

Rather than spending time managing 
workpapers, checklists and administra-
tion, CCH’s Knowledge-Based Audit 
(KBA) software streamlines the 
process, saves valuable time, and gives 
auditors the opportunity to get back 
to the investigative work of auditing. 
It has received a positive peer review 
by the AICPA Peer Review Committ ee.

Among its features, Knowledge 
Coach provides dynamic planning tools 
that increase audit effi  ciency, as well as 
built-in risk management functions, 

such as expert guidance to help tailor 
plans and ensure program steps are 
addressed. The program also links 
procedures to identifi ed risks, and off ers 
extensive drilldowns, workfl ow links 
and real-time messaging. Knowledge 
Coach’s extensive diagnostics ensure 
accuracy and thoroughness.

Fujitsu – ScanSnap S1100
scansnap.fujitsu.com/america.html

Scanning is a critical part of the 
paperless office paradigm, but for 
frequently mobile professionals, this 
can pose a challenge. Fortunately, the 
new ScanSnap S1100 is the most 
portable professional scanner on the 
market, packing powerful features into 
its ruler-sized, 12-ounce frame that 
can easily fi t in a computer bag.

The S1100 is a mobile marvel, 
drawing power from a USB cable 
att ached to a laptop or desktop. Its 
OCR capabilities create searchable 
content, and users can even highlight 
documents, with the system then 
automatically creating keywords. When 
scanning business cards (or even plastic 
ID cards), it fi nds and pulls the contact 
information and can sync with Out-

look. It’s PC and Mac friendly, and 
includes the ability to scan directly to 
a fi le or an email, to be printed or sent 
to the cloud.

New River Innovation – Beyond415
www.newriverinnovation.com

Beyond415, is a completely web-
based technology that promises to 
change how fi rms handle IRS issues 
and notices aft er the April 15 deadline. 
Designed to help professionals quickly 
address IRS issues and respond to 
notices for clients, Beyond415 auto-
mates post-fi ling IRS issues from start 
to fi nish, helping practitioners save 
time, get it right on the fi rst att empt, 
and bett er serve their clients.

In 2009, the IRS issued 201 million 
notices to taxpayers, a six-fold increase, 
and proof that fi rms will need a new, 
automated way to handle these pro-
cesses, which can oft en be frustrating, 
time consuming and even confusing. 
Th e system is comprehensive, providing 
expert guidance for analyzing a client’s 
situation, options for client IRS account 
research, and tools for solution evalu-
ation and comparison. Th e technology 
is built so practitioners or a member 
of their staff can easily select and 
customize a response to an IRS issue. 

Th e system then pre-populates the 
necessary documents, including IRS 
forms, customized cover letters, 
worksheets, cover sheets, and docu-
ment request forms — all in the IRS’s 
accepted formats.

Th omson Reuters – Mobile CS
cs.thomsonreuters.com/mobilecs

Mobile CS is an accounting app for 
the iPhone/iPad/iPod Touch that lets 
professionals access the data they need 
to make decisions and run their 
practice every day. With this mobility, 
the information is always available, 
from anywhere. Currently, Mobile CS 
lets users access Practice CS content 
but will soon expand to include other 
CS Professional Suite and Enterprise 
Suite product data.

On-the-go information, including 
helpful client and staff  data, as well as 
key fi rm data such as WIP and AR, 
empowers users to review client 
interactions before an important 
meeting, to check staff availability 
while they’re out of the offi  ce, or to 
quickly see the status of a project. A 
free, fully functional trial version of 
Mobile CS, which includes sample 
data, is available in the iPhone App 
Store and on iTunes. In order to access 
Practice CS data, the user must be 
licensed for Practice CS.    

CONTINUED FROM PAGE 10

Executive Editor 

Darren Root 

presents a 2011 

Innovation 

Award to Kim 

Hogan, Business 

Development 

Manager, Fujitsu, 

for the 

ScanSnap S1100

Paul Whitmore, CPA2Biz & Joe 

Gramegna, AccountantsWorld

2011 INNOVATION AWARDS

Isaac M. 
O’Bannon, 
Technology 
Editor

Jon Baron & Scott Fleszar from 

Thomson Reuters

Brian Austin, SpeedTax visits with Rich 

Walker, Intuit

Alan Neely, New River Innovations & 

Biren Shukla, Level Cloud

Sam High & Nicole Farrell from CCH, a 

Wolters Kluwer business

Sherrill Sleeter, Greg LaFollette, David 

Pollak & Eric Asgeirsson
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Launched in January 2011, Bill.com Receivables 
works with Bill.com’s payables system to 
streamline the entire process of managing cash, 
paying vendors and getting paid. Simply put, it 
was created to help small and mid-sized 
businesses, and public accounting fi rms, pay 
smarter and get paid faster!

Bill.com offers a SaaS solution that combines 
all the features needed for managing cash fl ow 
and billing:

•  A dashboard of all client payables and 
receivables activities

•  A calendar showing money going out and 
money going in, all synced with the 
QuickBooks book balance, so accountants 
can help their clients manage cash fl ow

•  Automatic synchronization of customers, 
items and invoices from QuickBooks

•  An easy way to send invoices and reminders 
to customers and track responses

•  An easy way for accountants and their 
clients to collaborate with customers, all 

logged in an audit trail
•  An easy way for their clients’ customers to 

pay electronically via Bill.com ePayments 
and by credit card, including recurring and 
automatic payments through an automatically 
generated customer payment portal

•  Automatic payment synchronization and 
invoice matching with QuickBooks

Small businesses report receiving customer 
payments two to three times faster when using 
Bill.com Receivables and collecting via the 
ePayments feature. This helps reduce trips to 
the bank, eliminates lost checks and enhances 
accountability since payment data is auto-
matically entered into QuickBooks.

About Bill.com
Since 2007, Bill.com has been a leader in 
helping accounting fi rms of all sizes deliver 
vendor bill payment services to their clients. 
Through its Payables and Receivables services, 
small businesses and accounting fi rms can 
operate more efficiently, enforce controls, 
collaborate with customers, and offer value-add 
services to their clients that were previously 
impractical. This leads to greater effi ciency, 
improved revenue and happier clients.

Bill.com Accountant Program 
CPA2Biz, through its AICPA Trusted Business 
AdvisorSM Solutions program, has partnered 
with Bill.com to design the Accountant 
Program specifi cally for the needs of 
accounting and book-keeping fi rms. As part 
of the program, accountants get many 
benefi ts such as discounted pricing, get to 
trial Bill.com for 60 days risk-free, use of Bill.
com for their fi rms with no user fee, an 
Accountant Console to help manage clients 
through the Bill.com platform, training, 

support and more. For more information, visit 
www.cpa2biz.com/Bill

CPA2Biz, through its Trusted Business 
AdvisorSM Solutions program, offers innova-
tive, best-of- breed solutions that accoun-
tants can use in their practice and with 
clients to increase profi tability and produc-
tivity. These solutions help maintain a fi rm’s 
competitive edge by enabling them to 
collaborate better with clients, and foster 
growth and profi tability long into the future. 
These  cloud-based business solutions 
include accounting services, bill manage-
ment, fi rm-wide and tax workfl ow, payroll 
processing, HR services, email and more. 
To learn more, visit www.cpa2biz.com/
businesssolutions

Previous Innovation Awards Won:
2009 – Bill.com (Flagship payables system)

To learn more about the 
Bill.com Accountant program, visit 

www.cpa2biz.com/Bill or call
1.855.855.5CPA

BILL.COM

American Institute of CPAs

A D V E R T O R I A L

Bill.com — Bill.com Receivables

Executive Editor Darren Root presents an 
Innovation Award to Rene Lacerte, CEO, Bill.com

Bill.com CEO Rene Lacerte talks about Bill.com 
Receivables
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Knowledge Coach lets auditors get back to 
auditing, which is why they got into the fi eld 
in the fi rst place! It combines the industry-
specific guidance from our world-class 
Knowledge-Based Audit (KBA) tools and 
content titles with a powerful and dynamic 
audit workfl ow engine that guides auditors 
through the entire audit — from planning to 
fi nal sign-off — in a thorough, dynamic and 
effi cient manner. Key features include:

•  Multiple levels of tailoring questions that 
dynamically identify and create recom-
mended tailored audit procedures and 
workpapers.

•  Financial and assertion level risks can 
be identified and entered from any 
workpaper, and the system consolidates 
them into an engagement risk summary.

•  Audit program steps can be added on-
the-fl y from a Program Step Library and 
directly linked to any identifi ed risks.

•  Extensive diagnostics help auditors 
identify any missing steps, incomplete 
workpapers, or unaddressed risks 
throughout the audit.

•  Enter data once and watch it fl ow within 

and across workpapers in all appropriate 
locations, ensuring accuracy and effi -
ciency.

•  Drilldowns, links and answer guidance 
provide transparency into actions and 
recommendations.

•  A Tips pane provides contextual guidance 
based on what is selected in the 
workpaper.

•  Hyperlinks to our Accounting Research 
Manager product provide instant access 
to additional guidance and interpretations 
from expert practicing CPAs.

•  Answers to questions, custom program 
steps and risks can be saved as templates 
and re-used for other clients and similar 
engagements.

•  Powerful roll-forward capabilities allow 
you to keep your information from prior 
year audits, creating dramatic effi ciency 
improvements in subsequent years.

•  Incorporates all workfl ow features of 
ProSystem fx Engagement, including 
binder sharing and synchronization, 
sign-off references, reports and more.

•  Utilizes the same powerful, industry-
specifi c Knowledge Based Audit (KBA) 
methodology incorporated into ProSystem 
fx Knowledge Tools and Accounting 
Research Manager.

About CCH, a Wolters Kluwer 
business
CCH, a Wolters Kluwer business (CCHGroup.
com) is a leading global provider of tax, 
accounting and audit information, software 
and services. It has served tax, accounting 
and business professionals since 1913. Among 
its market-leading solutions are The Pro-
System fx® Suite, CorpSystem®, CCH® 

IntelliConnect®, Accounting Research 
Manager® and the U.S. Master Tax Guide®. 
CCH is based in Riverwoods, Ill. Wolters 
Kluwer is a market-leading global informa-
tion services company. Wolters Kluwer is 
headquartered in Alphen aan den Rijn, the 
Netherlands. Its shares are quoted on Euronext 
Amsterdam (WKL) and are included in the 
AEX and Euronext 100 indices.

Previous Innovation Awards Won:
2010 –  ProSystem fx SaaS, CCH Knowledge-

Connect
2009 – CCH IntelliConnect
2008 –  ProSystem fx Document with Email 

Management
2006 – ProSystem fx Scan
2005 – CCH@Hand
2004 – ProSystem fx Engagement

CCH, a Wolters Kluwer business
CCHGroup.com/knowledgecoach

800-PFX-9998

CCH, a Wolters Kluwer business

ProSystem fx Knowledge Coach 

Executive Editor Darren Root presents an 
Innovation Award to Sam High, VP & General 
Manager, Accounting, Audit & Workfl ow, CCH, a 
Wolters Kluwer business

Sam High VP & General Manager, Accounting, 
Audit & Workfl ow CCH, a Wolters Kluwer business, 
talks about ProSystem fx Knowledge Coach

A D V E R T O R I A L
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THOMSON REUTERS
A D V E R T O R I A L

Mobile CS is a dynamic practice management  
app for mobile devices that lets you access 
the software data you use to make timely 
decisions and run your firm every day. 
Convenient and powerful, it delivers 
important fi rm information to your Apple 
iPhone®, iPad® or iPod touch®. And it’s always  
available, from anywhere. Currently, Mobile 
CS lets you access your Practice CS content, 
but it will soon expand to include other CS 
Professional Suite® and Enterprise Suite™ 
data sets.

On-the-go information — like helpful client 
and staff information, as well as key fi rm 
data such as WIP and AR — lets you review 
client interactions before an important 
meeting, check staff availability while you’re 
out of the offi ce, view the status of a project, 
and much more.

A free, fully functional trial version of Mobile 
CS, which includes sample data, is available 
in the iPhone App Store and on iTunes®. In 
order to access your Practice CS data, the 
fi rm must be licensed for Mobile CS.

About Thomson Reuters
Thomson Reuters is the world’s leading 
source of intelligent information for businesses 
and professionals. We combine industry 
expertise with innovative technology to 
deliver critical information to leading 
decision makers in the fi nancial, legal, tax 
and accounting, healthcare, science and 
media markets, powered by the world’s 
most trusted news organization. With 
headquarters in New York and major 

operations in London and Eagan, Minnesota, 
Thomson Reuters employs more than 55,000 
people and operates in over 100 countries. 
Thomson Reuters shares are listed on the 
Toronto and New York Stock Exchanges 
(symbol: TRI).

Previous Innovation Awards Won
2010 – Practice CS Staff Management Module
2008 – Engagement CS
2008 –  PPC Smart e-Practice Aids – Risk 

Management
2007 – Practice CS
2005 – UltraTax/1040 Portals
2004 – NetClient CS

Thomson Reuters
CS.ThomsonReuters.com

Dexter, MI
800.968.8900

Thomson Reuters – Mobile CS™

Manage 
information 
specifi c to you 
and your 
workload, 
including the 
status of 
projects and 
tasks with the 
Projects screen.

Executive Editor Darren Root talks with Jon 
Baron, President, Professional, Tax & 
Accounting, Thomson Reuters

Scott Fleszar, VP Strategic Marketing, Tax & 
Accounting, Thomson Reuters talks about 
Mobile CS

Review project, 
adjusted, 
invoiced, and 
collected 
amounts for 
today, period-
to-date, and 
year-to-date 
including pie 
charts using the 
Firm Key Totals 
screen.
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TIPS & TRICKS

CPA Practice Advisor Turns 20

16      July 2011  •  www.CPAPra

Isaac M. O’Bannon, 
Technology Editor

Isaac is the Technology Editor for CPA Practice 

Advisor, having joined the publication in June 

2002. Through his experience in the areas 

of consumer and professional-level software 

and peripherals, as well as knowledge of the 

public accounting fi eld, he provides reviews 

of technologies used by accountants and 

their business clients as well as contributing 

a regular column that provides helpful 

information that ranges from improving search 

techniques, when to upgrade a computer and 

computing security issues.

WWhat were you doing 20 years ago? 
Personally, I was a 21 year-old in the 
Navy, serving as a construction equipment 
operator (Navy SeaBee). I was about as 
far away from the tax and accounting 
community as possible, although since 
I was fortunate enough to have access 
to GPS back then, I guess I was already 
advancing into the technology space.

Just as my professional and personal 
lives have changed considerably since 
July 1991, so too has CPA Practice Advisor. 
It was that month and year that a 
tech-savvy CPA in Shawnee, Oklahoma, 
had the idea to produce a newslett er/
magazine called Th e CPA Soft ware News, 
providing technology insight for similar 
small-practice professionals in Oklahoma 
and Texas.

The Early Years 
(1991-1993)
At the time, only about a year aft er the 
introduction of Microsoft ’s Windows 
3.0 and with the continued dominance 
of the DOS platform, the PC was quickly 
fi nding a home on the desktops of tax 
professionals. As a result, many compa-
nies that had thrived as service bureaus 
during the previous decade turned 
toward developing soft ware for use by 
practitioners.

It was a natural evolution, as many of 
these companies had already developed 
the programs they used to process returns 
for fi rms. It was now a matt er of making 
the programs work on a PC and making 
them easy enough to use for the masses 
of new computer users. Soon, programs 
from CCH, CompuTax, Creative 
Solutions, TaxSlayer and others were 
on the market, to be followed quickly 
by tax research libraries on CD-ROMs 
instead of hundreds of books.

Outside of the professional space, 
consumers and business owners were 
also joining in the computer revolution, 
which would, in turn, further drive 
professionals toward adopting technology 
that could work with data from the 
programs their customers were using.

The Internet Age Begins 
(1994-1999)
This seemingly never-ending cycle of 
development would really gain traction 
in 1994, when the internet became the 
newest driving force for innovation, soon 
changing the way the profession and our 
society does virtually everything. By 1998, 
Th e CPA Soft ware News had started posting 
select articles, columns and parts of its 
soft ware reviews on its website.

By 2000, the publication had expanded 
its circulation to more than 50,000 tax 
and accounting professionals in all 50 
states, and had partnered with the AICPA 
and the National Society of Accountants 
to provide the publication as a benefi t to 
sections of their membership. Th e CPA 
Soft ware News had grown to a 10-person 
staff, with the founder still serving as 
publisher, a lead managing editor, editor, 
in-house art direction, ad sales and support 
staff. In 2001, it was sold to Cygnus 
Business Media, a business to business 
publishing company based in Wisconsin, 
although all staff  of the publication remained 
in Oklahoma.

Th e new publisher, Shari Dodgen, had 
been managing advertising for the maga-
zine for several years. Although the edito-
rial advisory board, made up of tax and 
accounting professionals from around 
the country, provided insight, Shari knew 
that the publication and its readers needed 
a practicing professional to more closely 
guide the editorial focus on a day-to-day, 
issue-to-issue basis.

Professional Direction 
(2004-2010)
In 2004, Dodgen turned to Gregory L. 
LaFollette, CPA.CITP, a seasoned 
professional and technology expert who 
had been in private practice for more 
than 20 years and had also been an 
executive with a large technology vendor. 
Th is gave him an exceptional background 
to lead the publication as its Executive 
Editor. Greg, who is now Director of 
Product Strategy for CPA2Biz, led the 
publication through its rebranding as 
Th e CPA Technology Advisor. Addition-

ally, his presence as a speaker at more 
than 50 tradeshows, conferences and 
other events each year, positioned him 
as one of the profession’s most notable 
and recognizable voices.

What Greg had in mind was much more 
than a simple name change, however. 
Th rough his vision and tech savvy, he 
helped reshape The CPA Technology 
Advisor’s digital off erings, adding mobile 
technology resources, social media 
interaction and the fi rst regular webcasts 
and podcasts specifi cally designed for tax 
and accounting professionals. Since they 
debuted, our webcasts have provided more 
than 100,000 hours of free CPE credit to 
accountants.

In 2009, Darren Root, CPA.CITP, took 
over the Executive Editor helm. The 
managing partner of a public practice in 
Bloomington, Indiana, Darren is also 
widely respected for his RootWorks 
consultancy, which helps other small and 
mid-sized practices develop and implement 
workfl ow strategies and technologies.

Continuing The Evolution 
(2011- )
Under Darren’s editorial leadership as 
well the direction of new publisher, Jim 
Baker, the publication and its online tools 
and resources continue to evolve, refl ecting 
the changing needs of the profession, as 
well as the changes that technology has 
had upon how professionals do their work 
in the modern fi rm. Th is sharpened focus 
on helping practices with their own 
productivity and effi  ciency is refl ected in 
the changing of the publication’s name 
to CPA Practice Advisor in April 2011.

Th e tax and accounting profession has 
undergone incredible change in the past 
20 years, including many things at CPA 
Practice Advisor. Having grown from a 
small offi  ce in Shawnee, Oklahoma, to a 
national publication and digital informa-
tion resource with staff in Oklahoma, 
Illinois, Wisconsin, Tennessee and Arizona, 
and contributors across the country, we 
remain dedicated to helping professionals, 
and their practices work smoother, smarter 
and more profi tably.   

SCAN THIS CODE WITH 
YOUR SMARTPHONE’S 

QR READER TO SEE 
WHAT SEVERAL 

THOUGHT LEADERS 
HAVE TO SAY ABOUT 

20 YEARS AGO.
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DOCUMENT STORAGE
Reviews For Your Firm

10 Products to Investigate 
for Document Storage

I
n last month’s issue, we provided 
the 2011 edition of the docu-
ment management systems 
review (www.CPAPractice 
Advisor.com/10271301). Th is 
month, we are focusing on the 
2011 review of document 
storage systems. One of the 

challenges in writing these reviews is 
to explain the delineation between 
document management and docu-
ment storage solutions. I don’t think 
it is worth dwelling on this too much 
because the distinction will become 
apparent as you dig deeper into the 
diff erent solutions in both categories. 
At the end of the day, it really comes 
down to an issue of scope of function-
ality. The document management 
systems provide a very broad set of 
features and functions that enable 
them to be deployed throughout your 
fi rm or business. And they oft en have 
enough confi guration features that 
allow them to be deployed in many 
types of organizations. Th e exceptions 
are the “CPA centric” solutions that are 
clearly designed to be integrated with 
a suite of tax and accounting soft ware 
applications. Th e document storage 
systems are more likely to be narrower 
in their scope of features and functions. 
And as in the group reviewed here, they 
are oft en focused on their direct inte-
gration with a particular tax prepara-
tion system. But there are exceptions 
so please read each product review and 
evaluate the individual solutions on 
their own merits.

Th e most important point I would 
like you to take away from these 
reviews is that you should be investi-
gating solutions from both categories. 
Th is will help you to become a more 
educated buyer, and you will develop 
a much bett er understanding of the 
range of features available in diff erent 
solutions. Th is will enable you to make 
the best selection to fi t your needs.

Th e ratings system for this review 
fine tunes the evaluation criteria to 
focus on the features that you will 
leverage the most as you integrate the 
document storage soft ware into your 
workfl ows. Th e ratings are organized 
into the following three categories: 
core product functions/features, 
integration and advanced functionality.

Core Product Functions/Features 
– First and foremost, we review the 
system’s interface to assess its intuitive-
ness and ease of use. In addition, we 
determine if there is a print driver 
available that allows you to publish 
documents from any application into 
the system. Flexibility in sett ing up 
your folder organization model is 
addressed, as well. Th e other important 
att ribute here is the capability to search 
and retrieve documents quickly.

Integration – One of the keys to 
successful deployment of a document 
storage system is your ability to inte-
grate it into your workflows as 
seamlessly as possible. In order to 

achieve this, you need a system that 
integrates with your core software 
applications as much as possible. In 
this category, we evaluate integration 
with tax and accounting applications, 
MS Offi  ce and Outlook, as well as 
scanning tools to bring paper docu-
ments into the system effi  ciently.

Advanced Functionality – Th is 
category covers a lot of territory. In 
essence, it is a catch-all to evaluate any 
special features that make a particular 
vendor off ering stand out from the 
others. We also look at the document 
security features, archival capabilities, 
and whether or not it is available in 
the cloud (SaaS).

On the following pages, we provide 
the best firm fit, some strengths, 
potential limitations and an executive 
summary of the application. If you visit 
us online at www.CPAPracticeAdvisor.
com/10281536, you will fi nd a compre-
hensive review of each product that 
supports the ratings provided here.●

REVIEW SECTIONS
CORE PRODUCT FUNCTIONS/
FEATURES

• Ease of Use/Navigation

• Print Driver

• Folder Creation

• Search/Index

INTEGRATION
• Email

• MS Offi ce

• Tax & Accounting

• Scanning/OCR

ADVANCED FUNCTIONALITY
• Document Security

• Archival Capabilities

• Hosting Option

• Bonus Features

SUMMARY & PRICING

By John Higgins, 
CPA.CITP
Mr. Higgins is co-founder of CPA Crossings, LLC, an organization dedicated to 
providing practicing public accountants with innovative strategies for success by 
serving as a CIO advisor to help fi rms transition to a digital e-practice model. He 
can be reached at john.higgins@cpapracticeadvisor.com.

For the full-length 
reviews of the products 
on the following pages, 

as well as additional 
reviews of the products 
listed below, scan this 
code with your phone’s 

QR reader or go to 
www.CPAPractice 

Advisor.com/10281536.
• ViewWise from 

Computhink
• ImagineTime Offi ce 

Manager
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BEST FIRM FIT:
CyberCabinet is best suited for sole 
practitioners and small fi rms who 
provide accounting, payroll and 
tax services. If your practice can 
use the Accounting Relief and 
Payroll Relief applications, you can 
have a solid online platform for 
running your practice without the 
hassle of managing your own fi le 
server and storage.

STRENGTHS:
•  Integrated payroll & accounting 

applications
•  100% browser-based & web hosted
•  Integrated client portal for docu-

ment access & fi le uploads
• Customized folder structure

POTENTIAL LIMITATIONS:
• No integrated tax application
•  No direct integration with MS 

Offi  ce

EXECUTIVE SUMMARY & PRICING
AccountantsWorld offers a nice 
bundle of applications for small to 
mid-size accounting practices via 
the increasingly popular cloud 
computing model and the benefi ts 
associated with this delivery method. 
Th e soft ware is priced very com-
petitively at $49 per month or $495 
annually.

888-999-1366 www.accountantsworld.com

888-455-0183 - www.atxinc.com 888-455-0182 - www.taxwise.com

713-479-5400 www.smartvault.com

AccountantsWorld — CyberCabinet
2011 OVERALL RATING 

CCH Small Firm Services — ATX & TaxWise Document Manager
2011 OVERALL RATING 

SmartVault Corporation — SmartVault
2011 OVERALL RATING 

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281511

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281438

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281437

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

DOCUMENT STORAGE
Reviews For Your Firm

BEST FIRM FIT:
If you are using either the ATX or 
TaxWise tax and/or accounting 
software applications, then the 
Document Manager is a natural 
choice simply because of the direct 
integration with those applications.

STRENGTHS:
•  Integrated suite of small fi rm tax 

& accounting applications
• Integrated fi le archiving feature

•  Companion Scan&Fill applica-
tion for automating the 1040 
scanning process

POTENTIAL LIMITATIONS:
•  On ly ava i lable as an “on-

premise” solution w ith no 
hosting option available

•  No direct integration with MS 
Offi  ce, other than Outlook for 
e-mail

EXECUTIVE SUMMARY & PRICING
Th e ATX & TaxWise Document 
Manager is a natural solution for 
fi rms that are using the respective 
tax preparation packages. When 
you bundle it with the Scan&Fill 
application to automate your 
scanning and data-entry process, 
the value proposition becomes 
even more compelling. At a price 
of $490, the return on investment 
comes prett y quickly.

BEST FIRM FIT:
Th e nature of the SmartVault model 
positions it as a solution that can 
be utilized in any organization. Th e 
existing integration with Quick-
Books increases its value in fi rms 
that use QuickBooks.

STRENGTHS:
•  Cloud solution providing any-

t i me, a ny where access & 
redundant data backup

•  Encr y pted transmission & 
secure storage of fi les

•  Ability to map SmartVault folder 
as a driver for access via Win-
dows Explorer

•  Integrated toolbar & SDK to 
develop integrations with virtu-
ally any application

POTENTIAL LIMITATIONS:
•  Utilizes traditional folder model 

instead of metadata to organize 
fi les

EXECUTIVE SUMMARY & 
PRICING:
Th e SmartVault model enables the 
system to serve as a useful file 
storage and sharing application. 
Th e process of enabling the sharing 
of external fi les is simple with this 
system. Th e ease of gett ing fi les 

into and out of SmartVault, along 
with the data protection services 
that are provided, make the value 
proposition easy to establish. Pricing 
starts with a free version of 
SmartVault Lite for a single user 
to have 25MB of storage and fi le 
sharing for 10 guests. Th e Profes-
sional plan is $69 per month for 
fi ve users and includes unlimited 
“guests” to share fi les with, ability 
to custom brand the web portal, 
and includes 30GB of storage. 
Additional users and storage can 
be added to the plan at any time.

PRODUCT DELIVERY METHODS:
■  On-Premises
■✔    SaaS
■  Hosted by Vendor

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

PRODUCT DELIVERY METHODS:
■  On-Premises
■✔    SaaS
■  Hosted by Vendor
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BEST FIRM FIT:
Drake Document Manager is designed 
to serve as an extension of the Drake tax 
and write-up applications and will, 
therefore, be a natural solution with great 
value for fi rms that are using these systems.

STRENGTHS:
•  Direct integration with Drake tax 

preparation, planning & write-up 
applications

•  Confi gurable document folder structure
•  Pricing, since it is included in the price 

of the Drake tax soft ware at no addi-
tional charge

POTENTIAL LIMITATIONS:
• No SaaS/hosted option available

EXECUTIVE SUMMARY & PRICING
As with most of the solutions in this review 
group, the Drake Document Manager derives 
its value from the direct integration with 

the vendor’s tax and accounting applications. 
Beyond that, the feature set for managing 
all documents across your fi rm is limited. 
Document Manager is included in the Drake 
software bundle for the single price of 
$1,495, which is available for as low as 
$1,095 with early season discounts.

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

866-670-8471 www.DrakeSoftware.com

Drake Software — Drake Document Manager
2011 OVERALL RATING 

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281548

 CORE PRODUCT
 FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED 
 FUNCTIONALITY

SPONSORED BY:PRESENTED BY:

FREE LIVE WEBCAST
Wednesday, July 13 — 2 PM EDT

CPA Practice Advisor is registered with the National Association of State Boards of Accountancy (NASBA) as a sponsor of continuing 
professional education on the National Registry of CPE Sponsors. State boards of accountancy have final authority on the acceptance of 
individual courses for CPE credit. Complaints regarding registered sponsors may be addressed to the National Registry of CPE Sponsors,  
150 Fourth Avenue North, Suite 700, Nashville, TN, 37219-2417.  Web site: www.nasba.org. There are no prerequisites on advance preparation 
required for this basic level internet-based group program. For more information regarding refund, complaint and program cancellation 
policies, please contact our offices at 800-456-0864.

FREE 
DRAWING!

How totally integrated software improves 
profitability in difficult times

{                                   }Register at  
www.CPAPracticeAdvisor.com/webcast/OTP

EARN 
1 HOUR
OF CPE 
CREDIT!

Join Darren and Mike for this free webinar where you will:
Learn why efficient design in software is instrumental to firm productivity

All webinar attendees of this 
LIVE webcast will be entered in a 
random drawing to 
win an DYMO 450 
Label Printer.

M. Darren Root, CPA.CITP
Executive Editor of  
CPA Practice Advisor

Mike Giardina
CEO, Office Tools  

Professional

Scan this 
tag with 
your smart-
phone to 
register for 
this event. 
See page 4  
for details.

BEST FIRM FIT
Due to the scope of features and functions, 
ArkWorks can be deployed in both small 
and medium size fi rms to serve as an 
enterprise document management system. 
If you use the TaxWorks tax preparation 
soft ware, ArkWorks is a natural fi rst choice.

STRENGTHS
•  Intuitive & easy to navigate interface
• SQL database platform
•  E-mail integration & document dis-

tribution control
• Document security

POTENTIAL LIMITATIONS
•  Lack of an integrated portal solution
• Lack of a hosted option

EXECUTIVE SUMMARY & PRICING
ArkWorks provides a comprehensive 
solution that can eff ectively manage the 
storage of documents and fi les in every 

part of a fi rm. A legitimate case can be 
made that this belongs in the review of 
the more robust document management 
systems. Pricing starts at $595 for the fi rst 
user, $995 for fi ve users, $1,495 for 10 
users and $1,995 for 15 users. Additional 
user licenses are priced at $150 each.

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

800-230-2322 www.arkworkspro.com

RedGear Technologies — ArkWorks
2011 OVERALL RATING 

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281982

 CORE PRODUCT
 FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED 
 FUNCTIONALITY
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DOCUMENT STORAGE
Reviews For Your Firm

BEST FIRM FIT
Practice Management 2011 is best 
suited for fi rms with fi ve to 10 users. 
Offi  ce Tools Professional also serves 
more than 100 offi  ces with 15 to 
60 users.

STRENGTHS
•  Integrated suite of offi  ce produc-

tivity tools (document storage, 
contact management, time & 
billing, project management, 
scheduling)

• Reporting tools

•  Central dashboard for one-click 
access to all applications

•  DropFolder.net fi le sharing portal 
application

• Host ing opt ions avai lable 
through InSync, Right Networks, 
Cloud 9 and more

POTENTIAL LIMITATIONS
•  No direct integration with tax 

soft ware/only indirect integra-
tion

EXECUTIVE SUMMARY & PRICING

Practice Management 2011 off ers an 
efficient solution for managing 
multiple offi  ce productivity applica-
tions from a single integrated interface. 
Th e best value is derived by fi rms 
who standardize their practice 
management system with the vendor’s 
Practice Management 2011. The 
one-click access to each of the inte-
grated applications is compelling. 
Pricing starts at $500 for a single user, 
$1,500 for a 5-user license. Additional 
users can be added for $300.

BEST FIRM FIT:
If your fi rm is using either the Intuit 
ProSeries or Lacerte tax preparation 
systems, then DMS is the natural 
first choice. It provides some 
functionality that can legitimately 
facilitate its use to manage the 
storage of all of your fi rm’s electronic 
documents.

STRENGTHS:
•  Pre-defined, but customizable 

folder structure to streamline 
client setup

•  Direct upload of client lists from 
the ProSeries & Lacerte tax sys-
tems

•  Ability to manage the storage of 
non-client fi les

•  Granular permission sett ing rules 
at the individual user level

POTENTIAL LIMITATIONS:
•  Not available as a web hosted 

solution
•  Lack of an integrated document 

portal

EXECUTIVE SUMMARY & PRICING
Intuit continues its march towards 
being a single source of applications 
for running a small accounting and 
tax practice. If you are satisfi ed with 
the ProSeries or Lacerte tax programs, 
then you should be pleasantly sur-
prised by the scope of features and 
functions in the integrated DMS at 
a price of $450 per year for ProSeries 
users and for $249 as part of the 
Lacerte productivity plus bundle 
that includes the Lacerte Tax Analyzer, 
Tax Planner and DMS.

BEST FIRM FIT
SourceLink is designed specifi cally 
for use by fi rms that work primarily 
in QuickBooks. Th erefore, the more 
time you spend in QuickBooks, the 
more valuable SourceLink becomes 
as your document storage solution.

STRENGTHS
•  Direct integration with 26 dif-

ferent transaction & record types 
in QuickBooks

•  Workf low tool for rules-based 
routing of documents

•  ScanWriter utility to convert 
credit card & bank statement data 

into QuickBooks transactions
•  I nteg rat ion w it h Out look 

inbound & outbound e-mails
•  Optional hosting solution from 

Personable

POTENTIAL LIMITATIONS
•  Limited functionality beyond 

QuickBooks integration
•  No direct integration with tax 

preparation soft ware

EXECUTIVE SUMMARY & PRICING 
It is prett y easy to identify the value 
in SourceLink for QuickBooks users. 
Th e simplicity of tagging documents 

directly to QuickBooks transactions 
and records is compelling. Th e new 
ScanWriter application for converting 
credit card and bank statement forms 
into QuickBooks transactions may 
be even more valuable for businesses 
that flow the majority of their 
transactions through credit and debit 
cards.

Pricing for SourceLink ranges 
from $100 to $299 for a single user. 
An additional 5-user licensing 
package is available for $999, and 
10 users are priced at $1,699 for 
the Management edition.

661-951-9200 www.offi cetoolspro.com

800-765-7777 http://lacerte.intuit.com/products/tax/document-management-system • http://proseries.intuit.com/products/dms

800-688-4281 www.personable.com

Offi ce Tools Professional — Practice Management 2011
2011 OVERALL RATING 

Intuit — Lacerte/ProSeries Document Management System
2011 OVERALL RATING 

Personable Inc. — ScanWriter & SourceLink 2011
2011 OVERALL RATING 

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281746

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281504

Read the full review of this product 
exclusively online at

www.CPAPracticeAdvisor.com/10281968

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

 CORE PRODUCT FUNCTIONS/FEATURES

 INTEGRATION

 ADVANCED FUNCTIONALITY

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■✔    SaaS (DropFolder.net)
■✔    Hosted by Vendor

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■✔    Hosted by Vendor
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TAX DOCUMENT AUTOMATION
Reviews For Your Firm

Tax Document Automation 
Tools Come of Age

T
his is our fi rst annual review of tax 
document automation tools. While 
we have presented feature articles 
on this topic in the past, this cat-
egory is rapidly maturing to include 
some common feature sets. Internal 
estimates from vendors based on 
data provided to CPA Practice 

Advisor suggest that around 1% of all individual 
income tax returns will use some kind of tax 
document automation tool to assist the preparer 
with the organization of the documents associ-
ated with a tax return. Some vendors report 
that they scanned and organized millions of 
pages for their customers in the most recent 
tax season, and many fi rms report signifi cant 
time savings by junior staff  members. Th e strong 
capabilities of the current crop of tools, along 
with the variety of pricing plans (including 
per-return pricing for some tools), make it 
possible for firms to try tools before they 
implement them across all clients. If your fi rm 
has not evaluated any of these tools in the past, 
we strongly recommend that you perform your 
own due diligence. Th e tools have truly evolved 
to a new level in the last few years.

Th e reviewed products can be used in a 
variety of methods. Th e four major product 
types are as follows:
• Scan & Organize – Th e product uses Optical 
Character Recognition (OCR) to create an 
organized and bookmarked PDF fi le, and data 
is keyed in by a preparer or administrative team 
member.
• Scan, Organize & Populate – Th e product 
creates a bookmarked PDF, as in Scan & 
Organize above, but also extracts the data 
needed for return preparation. Th e data can 
then be imported into the tax application, 
although some applications require the data to 
be validated by a person before it is available 
for import.
• Scan, Organize & Extract Trades – Th ese 
solutions will Scan & Organize taxpayer data, 
but will also create a Microsoft  Excel fi le listing 
securities trades reported on Form 1099-B, 
which can be imported into most tax applications.
• Indirect Download – Clients are asked either 
in person or via e-mail to enter their passwords 
to their investment accounts from a secure 
website operated by the tax document automa-
tion vendor. Th e vendor takes this information 
and securely gathers investment information 

from investment fi rms and downloads it directly 
into the tax application. Only two tax document 
automation products off er this service (Copanion 
GruntWorx Gather and Intuit’s ProLine Tax 
Import), but anecdotal evidence indicates that 
most of the providers are considering off ering 
this service in the future.

Most of the products can be used as 
standalone tools for scanning and organizing 
documents, and almost all will extract data on 
securities trades from consolidated 1099 
statements and put these transactions into an 
importable Microsoft  Excel fi le. Data other 
than 1099-B information, however, can only 
be imported into a single or, at most, three or 
four tax packages. 

While the indirect import of investment 
information approach used by GruntWorx 
Gather and Intuit’s 1099DropOff .com appears 
to off er signifi cantly more accurate results than 
those extracted using OCR, some products 
support fewer than 15 investment fi rms, which 
represents, by their own estimate, approximately 
70% of the individual investment accounts held 
by taxpayers.

Other providers recommend that practitio-
ners ask their clients to download their 
investment transactions from their online 
brokerage accounts and upload them to the 
practitioner’s client portal solution. Although 
this can be done by technologically savvy clients, 
some clients may call the practitioner asking 
for help with investment fi rm websites and 
client portal solutions. Th e demand for tech 
support may cause client and practitioner 
frustration, and for a client with a small number 
of securities trades, it may actually take longer 
to facilitate this download than would be 

required to manually input the information on 
the trades.

Pricing plans vary widely, with multiple 
off erings within product lines. Because of the 
signifi cant variations in how each product is 
priced, users shopping primarily based on the 
price of an off ering should be very careful to 
understand the nuances of the pricing structure 
of each off ering. Each vendor may also off er 
disclosed or undisclosed discount plans to prior 
tax year customers who renew early, those who 
make multi-year future purchase commitments, 
or those who purchase a large number of 
processing units. As with any purchase, it is 
important to read the fi ne print associated with 
each offering in this evolving competitive 
marketplace.

Finally, there is no substitute for performing 
your own due diligence before selecting a 
solution for your fi rm. A wide range of issues, 
from the hardware sett ings selected all the way 
to the types of forms processed, can have a 
material impact on the eff ectiveness of each of 
these tools. Some have significantly better 
integration with outsourcing products, and 
others are tightly linked to client portals. Th e 
client dashboard listings are contained in a web 
page for some products, requiring additional 
work to upload and download fi les from the 
processing service, while other solutions place 
completed jobs directly into the document 
management and tax applications. Given the 
wide variety of forms, the diff erent services 
provided to clients and the varying needs of 
each client, there is simply no substitute for 
personally testing the solutions you are con-
sidering. Any product can work in a laboratory 
environment with very simple documents. 
Practitioners should take their hardest, most 
complex returns and compare the real-world 
results for their specifi c needs, using the tools 
they have today. We think you will be pleasantly 
surprised how well the category has evolved 
over the last fi ve years.

If you have any comments (good, bad or 
ugly) about how your fi rm’s tax document 
automation eff orts are working out, please drop 
me a line (brian@bft cpa.com). I’d like to know 
how your fi rm is using these tools to become 
more effi  cient and profi table, and would like 
to use some of this input for future research 
about how the profession is adapting to the 
advances in technology.  ●

REVIEW SECTIONS
CORE PRODUCT FUNCTIONS/
FEATURES

•  Scan/Organize or Scan/Organize/Import

•  Forms supported/recognition routine

• File formats supported/created

•  Ease of use in changing resolution, type 

of fi le, etc.

• Brokerage statements support

•  Import support of data from fi nancial 

institutions (direct/indirect)

• Input location process for forms

•  Errors/data verifi cation before imported

• Scanning

PAPERLESS WORKFLOW
•  Best practices doc for scanner setup

•  Clear & easy to understand roadmap

•  How do organizers fi t into the process

•  Process for last-minute documents

• Output options

•  Ability to reconfi gure organization structure

• Process for retail tax situations

INTEGRATION
• DMS integration

• Portals integration

• Tax Application integration

•  Auto input/fi eld population consistency

• Locally installed or hosted

•  Turnaround times during tax season

•  Outsourced data correction/prep offering

HELP/SUPPORT/TRAINING
• Online resource center

•  Tech assistance availability/diagnostics 

for improving output

• Consulting services available

• Training options

SUMMARY & PRICING

Brian 
Tankersley, 
CPA.CITP, 
Technical 
Editor

IF YOUR FIRM HAS NOT 

EVALUATED ANY OF THESE 

TOOLS IN THE PAST, WE 

STRONGLY RECOMMEND THAT 

YOU PERFORM YOUR OWN DUE 

DILIGENCE. THE TOOLS HAVE 

TRULY EVOLVED TO A NEW 

LEVEL IN THE LAST FEW YEARS.
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BEST FIT
•  Firms who use the related Th omson 

Reuters applications (FileCabinet 
CS and UltraTax CS). 

•  UltraTax CS users who have clients 
with signifi cant securities trades 
or source documents.

STRENGTHS
•  Th e least expensive scan, organize 

and populate tool reviewed here, 

at $6/return.
•  Strong integration throughout 

the CS Professional Suite applica-
tions, including automatic search 
and import of tax data from the 
payroll, write-up and fl ow-through 
entity tax preparation applications.

POTENTIAL LIMITATIONS
•  Requires fi rms to use FileCabinet CS, 

which must be used instead of Adobe 

Acrobat to annotate and reference 
source documents.

•  Unlike many of its competitors, 
Thomson Reuters does not sell an 
Adobe Acrobat extension to assist 
practitioners with creation of work-
papers.

•  Th e application does not support any 
third-party solutions for document 
management or tax preparation.

BEST FIT
•  Firms where more than one person 

is involved in the return prepara-
tion process.

•  Organizations willing to use 
SurePrep’s proprietary SPBinder 
documentation tool.

•  Practitioners who are comfortable 
using paraprofessionals to handle 
the majority of the data input 
associated with a client.

STRENGTHS
•  Guides and certifi cation process 

designed to help users optimize 
the quality of scanned images are 
the best in the industry.

•  SurePrep’s outsourcing operations 
prepare tens of thousands of 
returns each year using these tools, 
and this experience gives them 
immediate, direct feedback on 
how screen changes impact the 
data-entry process.

• Variety of product offerings 
(1040SCAN Organize, 1040SCAN-
TRA DES and 1040SSCAN Pro) for 
the individual needs of each return.

POTENTIAL LIMITATIONS
•  Data-entry interface used to 

validate data extracted from 
scanned images is proprietary to 
1040SCAN, and is diff erent from 
the tax applications.

   

TAX DOCUMENT AUTOMATION
Reviews For Your Firm

800-968-8900 CS.ThomsonReuters.com

800-805-8582 www.sureprep.com

Thomson Reuters — Source Document Processing
2011 OVERALL RATING 

SurePrep — 1040SCAN PRO, 1040SCAN Organize
2011 OVERALL RATING 

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10282174

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281850

 CORE PRODUCT FUNCTIONS/FEATURES

 PAPERLESS WORKFLOW

 INTEGRATION

 HELP/SUPPORT/TRAINING

 CORE PRODUCT FUNCTIONS/FEATURES

 PAPERLESS WORKFLOW

 INTEGRATION

 HELP/SUPPORT/TRAINING

EXECUTIVE SUMMARY & PRICING
Th e UltraTax CS Source Document Processing Service 

is the CS Professional Suite application from Th omson 
Reuters for scanning, organizing and populating data from 
tax forms into UltraTax CS. At $6 per return per year, the 
UltraTax CS Source Document Processing Service is one 
of the least expensive tools reviewed. 

EXECUTIVE SUMMARY & PRICING
SurePrep was one of the earliest entrants into the tax 
document automation fi eld, and has evolved and extended 
its offerings to meet the demands of practitioners. 
SurePrep’s 1040SCAN application is focused on reorganizing 
the workfl ow inside of tax and accounting fi rms. Suggested 
retail pricing is as follows:

1040SCAN Organize - $10/return • 1040SCAN TRA DES 
- $20/return (regardless of the number of trades) • 
1040SCAN Pro - S30/return

Signifi cant discounts to these rates are available to users 
based on transaction volume and multi-year purchase 
commitments. A list of SurePrep’s 1040SCAN Supported 
Forms can be found at htt p://corp.sureprep.com/SUP-
PORT/FAQ.aspx.

BEST FIT
•  TaxWise and ATX customers who 

would like to implement automated 
tax document fi ling.

•  Tax & accounting fi rms, especially 
those with high-volume, that need 
a solution housed entirely on 
premises.

STRENGTHS
•  Automated sorting & filing of 

documents in the document 

management system is impressive.
•  Application is locally installed, 

and can be used in conjunction 
with tax interviews. Th is product 
is the only one reviewed that 
supports the Topaz electronic 
signature pad integration.

•  Audit trail tracking of all docu-
ments and file & folder level 
security sett ings provide additional 
controls over especially sensitive 
items stored in the Document 

Manager.

POTENTIAL LIMITATIONS
•  No automated solution for 

importing data on stock sales 
(Schedule D)

•  Application does not support 
extraction & population of source 
data beyond W-2s and 1099s into 
the tax prep application.

888-455-0183 - www.atxinc.com 888-455-0182 - www.taxwise.com

CCH Small Firm Services Scan&Fill
2011 OVERALL RATING 

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10282211

 CORE PRODUCT FUNCTIONS/FEATURES

 PAPERLESS WORKFLOW

 INTEGRATION

 HELP/SUPPORT/TRAINING

EXECUTIVE SUMMARY & PRICING
CCH Small Firm Services’ Scan&Fill is slightly diff erent 
from the other off erings in this review in that it is designed 
primarily to automate the fi ling of scanned documents into 
folders within the Document Manager within a tax practice. 
Scan&Fill is priced for unlimited usage at $790 for a single 
user, and $1,130 for fi ve users. Th e product is not off ered 
on a “pay per use” model.
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BEST FIT
Lacerte Tax and ProSeries Tax Profes-
sional users who would like to reduce 
time spent entering data into the tax 
application.

STRENGTHS
•  Innovative 1099DropOff.com 

website is easy to remember & 

facilitates direct download of tax 
information from fi nancial institu-
tions.

•  Client application integration into 
the tax soft ware installation requires 
no additional installation or hardware.

•  Easy to use & low cost single-use and 
bundle pricing makes tax document 
automation very aff ordable.

POTENTIAL LIMITATIONS
•  Turnaround times for return pro-

cessing may not be fast enough for 
those providing retail tax services.

•  Only Intuit tax & document manage-
ment application are supported.

•  Lack of a supported Intuit add-in for 
Adobe Acrobat may hinder produc-
tivity for some.

BEST FIT
W hile the GruntWorx Gather, 
GruntWorx Organize, and GruntWorx 
Trades services create fi les that are 
compatible with almost any tax 
application or document management 
tool, the GruntWorx Populate tool 
integrates fully with GoSystem Tax 
RS, ProSystem fx Tax or UltraTax CS.

STRENGTHS
•  Firms can process as few or as many 

returns as they like, and pay as they 
use the services. No large up-front 
costs associated with this off ering.

•  Th e GruntWorx web portal is easy 
to use and makes uploading & 
downloading documents very easy, 

even for novice computer users.
•  GruntWorx Gather is one of two 

off erings in this review that facilitates 
indirect download of data from 
fi nancial institutions.

•  GruntWorx is one of two off erings 
in this review that allows import of 
information into most major advanced 
workfl ow tax preparation applications.

•  Since GruntWorx is a SaaS application, 
there is no need to purchase and set 
up a separate server to run the OCR 
applications needed to extract data 
from scanned documents.

POTENTIAL LIMITATIONS
•  Th e service level agreement (SLA) 

for Copanion GruntWorx Organize 

indicates that it may take as much as 
four hours for GruntWorx to organize 
& bookmark batches of source 
documents. Th is may prevent fi rms 
built around the traditional “one-hour 
interview” model of retail tax prepa-
ration from adopting this technology.

•  Firms using document management 
systems with built-in PDF printers 
may need to follow specialized pro-
cedures to retain bookmarks created 
by GruntWorx applications.

•  GruntWorx portal does not integrate 
with other client portal products, nor 
does it provide tools for client submis-
sion of images into the GruntWorx 
system.

BEST FIT
•  Firms who want to control all 

aspects of the tax document 
automation process

•  Organizations who use other 
ProSystem fx applications in their 
individual tax preparation process

•  Firms who process more than 300 
individual tax returns using 
ProSystem fx Tax

STRENGTHS
•  One of two products in this review 

where none of the data is processed 
outside the fi rm’s data center.

•  CCH’s proprietary PDFlyer add-in 
for Adobe Acrobat supports 
bookmarking & repagination of 
scanned forms.

POTENTIAL LIMITATIONS
•  While Scan can be used to organize 

documents for use with any tax 

soft ware, the Autofl ow wizard only 
supports importing of extracted 
forms data into ProSystem fx Tax.

•  Importing data using the Autofl ow 
wizard requires the use of processing 
units, which have a current list 
price of $12 per tax return.

•  Investment in hardware and 
soft ware to initially deploy this 
application may not make sense 
for fi rms who process fewer than 
300 returns

800-200-7599 http://lacerte.intuit.com/products/tax-import/ • http://proseries.intuit.com/products/tax-import/

800-291-2136 www.copanion.com

800-739-9998 CCHGroup.com

Intuit, Inc. — Tax Import for Lacerte & ProSeries
2011 OVERALL RATING 

Copanion Inc. — GruntWorx Populate
2011 OVERALL RATING 

CCH, a Wolters Kluwer business — ProSystem fx Scan
2011 OVERALL RATING 

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10282014

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281750

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10282230
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EXECUTIVE SUMMARY & PRICING
Th e Lacerte version of Tax Import has a list price of $9.99 
per return. Volume discounts are available, and unlimited 
imported 1040 returns are $1,499. Th e ProSeries version 
of the application has a list price of $8.99 per return, and 
unlimited 1040 returns are $999. Th ese prices are very 
reasonable, and with the most expensive unlimited return 
plan costing $1,499 for an entire fi rm, this application 
represents an excellent value for small and mid-sized fi rms.

EXECUTIVE SUMMARY & PRICING
Copanion’s GruntWorx is one of the two independent providers 
of tax document automation tools reviewed here. Unlike many 
competitors who license optical character recognition (OCR) 
engines to convert images to text, Copanion took a more basic 
approach and wrote its own OCR engine to serve as the backbone 
of GruntWorx. Th e list prices for GruntWorx return processing 
(before early renewal and volume discounts) are as follows:

GruntWorx Organize: $5 per return
GruntWorx Trades: $5 for each 50 trades extracted
GruntWorx Populate: $30 per return
GruntWorx Gather: $10 per return

EXECUTIVE SUMMARY & PRICING
ProSystem fx Scan diff ers from most of the competing 
products because it is one of only two products reviewed 
here that is installed locally on a fi rm’s servers. Scan does 
not require information to be sent to a secure data center 
for batch-based processing. However, the fi rm may need 
to invest in additional hardware to support processing large 
volumes of documents. Th e ProSystem fx Scan application 
starts at $4,200, and the Autofl ow (OCR/import) feature 
has a list price of $12 per return processed.
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SUCCESSFUL SMALL BUSINESS CONSULTING
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Doug Sleeter

Mr. Sleeter is the founder of The Sleeter 

Group, a national group of QuickBooks and 

accounting software consultants who serve 

small and medium-sized businesses. He is 

the author of several books including the 

QuickBooks Consultant’s Reference Guide, 

and the market leading college textbook 

“Learning QuickBooks Step by Step.” For 

more information, call 888-484-5484 or 

visit www.sleeter.com.   

Paradigm Shifts in Accounting Technology
How the Cloud Disrupts & Revolutionizes Small Business Processes

RRegardless of how disruptive new innovations are, 
they are an inevitable characteristic of our evolving 
business environment, just as innovation is fundamental 
to human evolution. And it’s smart business to seize 
opportunities created by these new innovations.

Twenty-fi ve years ago, it was a revolutionary idea 
for a small business owner to purchase a computer 
and software to manage their own bookkeeping 
records. New products in the 1980s provided freedom 
for clients and were adopted by millions of businesses. 
But new technologies oft en come with some unintended 
drawbacks. For example, with the new “distributed” 
computing model, accountants started to lose control 
of the general ledger because they could no longer 
be the gatekeepers of entries to the general ledger. 
And as client-based accounting soft ware has fl ourished, 
tax preparers continue to receive even bigger messes 
from clients than in the old shoe-box days. Th is “bigger 
messes from clients” issue is a good example of how 
innovative, technological revolutions present us with 
useful and productive new tools, but at the same time, 
they disrupt our tried-and-true business processes, 
oft en in ways that seem to produce the opposite results 
than intended. And these experiences lead many 
accountants to resist new technologies “until they 
work the bugs out.” To add fuel to the fi re, we all know 

that implementing 
new systems often 
causes painful orga-
nizational changes, 
forcing everyone to 
rethink and modify 
their processes. It 
means installing new 
systems, retraining 
staff , shutt ing down 
old systems, and 
“opting in” to the new 
ways of working.

In the past few 
years, a new world has 
emerged that forces 
us to rethink our 
standard ways of 
working. It’s no sur-
prise that this new 
world centers on cloud 
co m p u t i ng  a n d 
web-based soft ware 
and ser vices. Of 
course, some or per-

haps many people resist these new innovations, seeing 
no need for changing systems and processes that 
“work just fi ne.” So let’s take a look at just what’s 
wrong with the old world, and why the new world is 
so compelling for accountants and small businesses.

Since the rise of personal computers, state-of-the-
art technologies have been dominated by desktop, 
premise-based accounting packages, where clients 
and accountants purchased their own LANs, desktops 
and servers. You can see from Figure 1 how the 
special nature of the accountant/client relationship 
is not well-served by this architecture.

Figure 1: Th e Old World
Th e key issue is that accountants and clients need 

to “collaborate” in order to work eff ectively together. 
Th e client has a business in which transactions occur, 
data is captured, management decisions are made, 
budgets are set and monitored, etc. But when the 
accountant needs access to these records in order to 
provide consulting services, issue fi nancial statements 
and prepare tax returns, there is a problem. In the old 
world, collaboration meant taking copies of the data, 
or traveling to the client site or remotely logging in 
to the client’s computers (thereby taking over one of 
the computers at the client site). All of these options 
are suboptimal at best, but for sure they are expensive, 
complex, ineffi  cient and full of security risks.

Today, powerful web-based services have created 
entirely new ways of thinking about capturing 
fi nancial data, managing workfl ow, storing documents, 
presenting invoices, paying bills, and even how 
products are ordered and delivered.

In this new world, cloud computing provides the 
perfect platform for both accountants and clients to 
“collaboratively” work on the same data at the same 
time from anywhere in the world. By centralizing the 
client’s data in the cloud, surrounded by robust 
security measures (both physical and network 
security), we can provide clients with the same features 

and capabilities they used to get from their premise-
based systems, and in addition, clients can work 
collaboratively with their accountant and other 
consultants to manage their business information.

Figure 2: Th e New World
Recently, several tipping points have combined to 

create a marketplace of robust applications and services 
that make this new world concept into real solutions 
we can buy and use. Th ese “tipping points” include 
the following:

• Internet Access – We have reached a point where 
high-speed Internet access is now ubiquitous in the 
developed world, and in most places we can access 
the Internet via a broadband cellular connection.

• SaaS is Here – QuickBooks Online (now with 
over 250,000 users), NetSuite, Intacct, Bill.com, and 
a newcomer, Xero, have developed robust SaaS 
applications that can scale from the smallest to the 
largest businesses, providing complete accounting 
systems in the cloud.

• Collaboration Technologies are Exploding 
– Facebook, Twitt er, LinkedIn, Yammer, Google 
Apps, Office 365, all have matured and are now 
mainstream platforms on which people “collaborate.”

YOUR SUCCESS NO LONGER DEPENDS 

ON YOUR ABILITY TO LEARN BETTER 

TRICKS FOR USING OLD WORLD 

ACCOUNTING SYSTEMS, BUT INSTEAD 

DEPENDS ON YOUR AGILITY IN USING A 

BROAD RANGE OF NEW AND EMERGING 

TOOLS IN THE NEW WORLD.
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• Online Banking – Nearly every bank in the world 
now provides online access for customers. Technologies 
like Yodlee and Intuit’s Digital Insights provide banking 
and other fi nancial account “feeds” to SaaS applications 
on the Web.

• Portals – File sharing portals like ShareFile, Box.
net, Dropbox and others provide secure portals for fi le 
transfer and “publishing” of information such as 
fi nancial statements, tax returns, and other sensitive 
data.

• Mobile Devices – Cell phones are now a realistic 
delivery platform for all fi nancial data and services. Th e 
operative phrase is, “Th ere’s an app for that.”

In addition to these tipping points, or perhaps because 
of them, we’re seeing whole paradigm shift s in how small 
businesses can use technology to change the way they 
manage their business information. Th e chart at the 
right provides a list of several every-day business processes 
for which new innovations have dramatically changed 
how businesses manage information.

If your clients are just beginning to consider these 
new paradigms, it may not work to suddenly switch all 
of their business processes to the cloud at the same 
time. Instead, choose some key business processes such 
as online banking, online payroll, online bill payments, 
application hosting, online document management 
systems, and online backup systems to bring your clients 
and your fi rm closer to this new world.

As products and services in this new world mature, 
and as the Gen X and Y kids become business owners 
who select professional advisors who embrace these 
technologies, your success will no longer depend on 

your ability to learn bett er tricks for using old world 
accounting systems, but instead will depend on your 
agility in using a broad range of new and emerging tools 
in the new world.   

Here is a list of several every-day business processes for which new innovations have 
dramatically changed how businesses manage information.

CPA Practice Advisor is registered with the National Association of State Boards of Accountancy (NASBA) as a sponsor of continuing 
professional education on the National Registry of CPE Sponsors. State boards of accountancy have final authority on the acceptance of 
individual courses for CPE credit. Complaints regarding registered sponsors may be addressed to the National Registry of CPE Sponsors,  
150 Fourth Avenue North, Suite 700, Nashville, TN, 37219-2417.  Web site: www.nasba.org. There are no prerequisites on advance preparation 
required for this basic level internet-based group program. For more information regarding refund, complaint and program cancellation 
policies, please contact our offices at 800-456-0864.

Join Darren and Bob as they explain how you can develop knowledge that will 
benefit your clients and add value to their business, create a new add-on rev-
enue stream in your practice, and help your clients stay organized so expenses 
are complete with digital receipt details at year-end. They will outline how your 
clients can save up to 80% of the time tracking and managing employee spend-
ing, reduce their risk of fraud and reduce wasteful spending, and how they can 
stay organized by capturing expenses with smartphones and tablet devices.

The event will help you:

spend

area

PAPERLESS RECEIPTS & EXPENSE REPORT MANAGEMENT:
How you can help yourself and your clients

{                                         }Register at www.CPAPracticeAdvisor.com/concur

M. Darren Root, CPA.CITP
Executive Editor of  
CPA Practice Advisor

Bob Lewis 
Senior Director Business 

Development, SMB Group, 
Concur

All webinar attendees of 

will be entered in 
a random drawing 
to win an iPad. The 
winner of the iPad 
will be announced at 
the conclusion of the 
webinar.

FREE DRAWING!
Scan this 
tag with 
your smart-
phone to 
register for 
this event. 
See page 4  
for details.

PRESENTED BY:SPONSORED BY:

Free Tuesday, August 9  —  2 pm edt

EARN 
1 HOUR
OF CPE 
CREDIT!
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From Finding Their Legs 
to Finding a Distinct 
Niche
Jennifer Katrulya, CPA, and owner of 
BMRG admits that there was a harsh 
learning curve to get her fi rm where 
it is today. And where is that exactly? 
Th e bright lights of Supa-Successville!

Katrulya, like many fi rm owners, 
did her time in the world of public 
accounting and corporate offi  ces. “I 
left  my last fi rm in 2004 to start my 
own practice,” she recalled. “Th ankful 
for the generous support I received 
from the fi rm I was leaving, I set up 
shop in my two-bedroom condo, using 
my home LAN line and a lot of long 
extension cords.”

Starting out as a QuickBooks fi rm, 
Katrulya off ered remote bookkeeping 
services to small business clients.

“Our main focus was general 
bookkeeping and maintenance of 
clients’ QuickBooks fi les,” Katrulya 
stated. “We eventually moved from 
supporting clients via a terminal server 
to a hosted version of the soft ware. It 
was more effi  cient, but we were still 
essentially a bookkeeping-only fi rm.”

‘Finding their legs’ was how Jennifer 
Katrulya described the years of trial 

and error while she grew her fi rm. 
From installing a sufficient phone 
system to building staff  and a proper 
technology infrastructure, she admits 
that at times it was painful.

“We had to get the technology right 
fi rst. From there we could defi ne our 
service off erings and start to standardize 
our pricing,” Katrulya said.

Th e fi rst few years were dedicated 
to searching for the right technologies 
and testing key solutions within her 
fi rm. Some applications worked, while 
others failed miserably. In the end, 
Katrulya found the right mix of 
technologies that could not only 
support internal processes, but also 
provided a turnkey solution to support 
a defi ned client niche.

“We had to get it right. Our ability 
to transition from a bookkeeping fi rm 
to one that off ers advanced outsourced 
accounting and advisory services 
depended on it,” stated Katrulya.

A New Breed of Out-
sourced Accounting 
Service Defi nes BMRG’s 
Client Niche
Using today’s smartest cloud-based 
solutions, like SmartVault for the fi rm’s 
online document management system, 
Katrulya accelerated her fi rm from a 
basic remote bookkeeping boutique 
to a premier outsourced accounting 
provider. She has also grown out of 
her condo-based office, setting up 
shop in Danbury, Connecticut and 
supporting remote staff  offi  ces in New 

York, California, and Iowa. BMRG 
also serves clients in 13 countries and 
across the United States.

“Our client base is comprised of 
businesses that range from $1 million 
to $50 million in revenue,” Katrulya 
shared. “All of them are highly mobile 
businesses that want to be even more 
mobile. What this means is that they 
are looking to outsource activity that 
is traditionally facilitated on premise.”

With an advanced platform in place, 
BMRG is well positioned to serve this 
premium niche.

GREAT PRACTICES

Cornering the Market on Premium 
Outsourced Accounting Services
Katrulya harnesses the power of SaaS to support 

on-demand client services

JENNIFER KATRULYA, CPA, BMRG

“SAAS MAKES IT SIMPLE 
ALL THE WAY AROUND.”

Jennifer Katrulya, CPA, Owner, BMRG

STATS AT A GLANCE
Year founded: 2004

Total employees: 12 F/T

Offi ces: Main offi ce in Connecticut. Remote staff offi ces in IA, NY 
and CA

Firm website: www.bmrg.net

Firm description: Specializing in premium outsourced accounting 
services for highly mobile businesses.

Accounting applications of choice: Leading cloud-based 
solutions, such as SmartVault, Method, SpringAhead (formerly 
Virtual Software) and others.
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“Our client solution is turnkey,” 
Katrulya explained. “Once imple-
mented, clients are up and running in 
a matt er of hours because the tech-
nology is incredibly intuitive. Th ere 
is virtually no learning curve. And 
because it’s SaaS-based, clients can 
remain mobile.”

With clients in 13 countries and in 
multiple U.S. states, BMRG also had 
to be thoughtful of vast diff erences in 
time zones. Th e 24/7 access off ered 
by a true SaaS system allows the fi rm 
to operate round the clock and provides 
clients with up-to-the-minute data no 
matt er where the client is located.

Outsourced accounting is certainly 
not a new idea. However, where BMRG 
diff erentiates itself from its peer fi rms 
is in the technology. Running on an 
end-to-end hosted and SaaS-based 
platform allows Katrulya and staff  to 
provide outsourced accounting that 
is two-way, on-demand and scalable.

For most practitioners, “outsourced 
accounting” is handled within the 
walls of the fi rm, and information is 

pushed out to clients on a scheduled 
basis. BMRG opens the back door to 
its accounting solution, enabling clients 
to access and view their data whenever 
needed and pull fi nancials and reports 
on-the-fl y.

“We service very large clients who 
can’t wait for end-of-month to receive 
reports and fi nancial statements. Th ey 
need access to data on-demand, and 
that is what our solution off ers,” said 
Katrulya. “Th ese clients have to feel 
that we are a part of their business and 
working on their schedule ... that we 
are their personal accounting depart-
ment. Our advanced solution allows 
us to become a part of the client’s 
business — without being onsite.”

Since launching the fi rm in 2004, 
the average BMRG client continued 
to grow in size. Today, many of BMRG’s 
clients are multi-million dollar com-
panies that require an outsourced 
accounting service that is scalable.

“Because our platform is completely 
hosted and SaaS-based, scalability is 
not a problem. Our clients can easily 

accommodate for growth by extending 
the number of ‘seats’ per application 
without having to deal with licensing 
hassles,” Katrulya explained. “SaaS 
makes it simple all the way around.”

Navigating the Not-So-
Confusing SaaS Waters
Katrulya admits to struggles with 
technology up front. But once past 
the testing phase, the productivity 
gains experienced made it well worth 
the eff ort. Not only did she have her 
fi rm running at peak effi  ciency, she 
was also able to develop a turnkey 
outsourced client accounting system 
comprised of the same powerful 
technologies.

“It was a linear process, albeit a long 
one,” Katrulya stated. “We started by 
identifying the right technologies to 
create our internal system. From there, 
we were able to define our client 
services and adopt a standardized 
pricing model.”

Katrulya makes a point to mention 
that SaaS applications and services, 
while they may still be a “new” concept 
to some fi rms, off er some of the most 
intuitive and powerful innovations 
available to the profession. She 
encourages practitioners to get their 
feet a litt le wet and try out a few of 
these technologies.

“SaaS is not that confusing. Th e 
technology is simple and straightfor-
ward, and it seems like most applica-
tions seamlessly integrate, making easy 
work of building your own custom 
system,” Katrulya said.

Jennifer Katrulya is a good example 
of a small fi rm owner that has hit the 
big time. Having defi ned a lucrative 
client niche and operating a highly 
effi  cient practice, BMRG is the epitome 
of a Great Practice.   

Kristy Short, Ed.D

Kristy Short, Ed.D, is partner and Chief Marketing Offi cer 

in RootWorks LLC (RootWorks.com) and president of SAS 

Communications 360 (SAScommunications360.com) — fi rms 

dedicated to providing practice management education, branding, 

marketing and public relations services to the accounting profession. 

She is also a professor of English and marketing. She can be 

contacted at Kristy.Short@CPAPracticeAdvisor.com.

Helping CPA Firms And Their 

Clients  Succeed Using 

Today’s Leading Technology 

Solutions And Best Practices

CPA FIRM ADVISORY SERVICES
Business Management Resource Group, LLC 

(BMRG) is a rapidly growing national provider of 

advisory and mentoring services for growing and 

large CPA fi rms seeking to successfully establish 

Best Practices, educate and motivate management 

and staff during periods of change, and stream-

line integrated processes in a hosted and SaaS 

environment.  Through our standardized advisory 

solutions we assist clients with a wide variety of 

fi rm management and technology issues, some of 

which include:

  Outsourced Accounting Services

Bundled Pricing Strategies

  Paperless workfl ow management for fi rms 

using applications such as Bill.com, SmartVault, 

Virtual Time+Expense, ShareFile and many 

others

  Staffi ng and Compensation for the High Perfor-

mance Firm

  Marketing and Selling Outsourced 

Accounting Services

  Client Communications and Fulfi llment

 Strategic Planning

 Disaster Recovery Planning

 Software Selection and Implementation 

 Much more!

OUTSOURCED ACCOUNTING SERVICES
BMRG serves a diverse client base through 

virtual/remote outsourced accounting services, 

QuickBooks and integrated software training, 

business coaching services and special projects. 

As Advanced Certifi ed QuickBooks ProAdvisors®, 

participants in Intuit’s Solution Provider Program 

and as a RAN ONE Advisory Firm, BMRG consultants 

also provide superior QuickBooks installation, 

training and support services. All services are 

supervised by BMRG’s Certifi ed Public Accountants 

and Business Consultants to ensure the highest 

level of quality and client service. 

An ongoing commitment to technology and to staff 

development has allowed BMRG to maintain a 

nearly paperless, standardized workfl ow process. 

Client sizes range from startups with 1-2 employ-

ees to growing mid-sized companies with 70-80 

employees and revenues in excess of $20 million 

dollars per year. Clients have access to BMRG ser-

vices and staff for as little as 5-7 hours month, or 

up to 25-30 hours per week. This scalable approach 

gives businesses a competitive edge by providing 

them with levels of expertise and availability of staff 

that are easily adjusted to meet the changing needs 

of the client at fees they can afford.

“WE HAD TO GET THE 
TECHNOLOGY RIGHT FIRST. 

FROM THERE WE COULD 
DEFINE OUR SERVICE OFFER-
INGS AND START TO STAN-

DARDIZE OUR PRICING.”
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Professional Well-being

and learn more about
how we can help you reach your 

personal and business goals.
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SAGE PEACHTREE PERSPECTIVE

The Right Tool for the Right Job

OOne of the things that is hard to get across in tough times is that a well-timed 
investment in the right tool for a tough job makes all the diff erence between 
struggling and thriving. During the summers in college, I always had jobs that 
involved gett ing very dirty using my hands and tools to get something done. I 
remember trying for hours to get the data cabling for an electronic time clock 
through existing holes in the 36-inch walls of a 100 year old textile mill before 
fi nally admitt ing it was time to spend a litt le money to rent the tool needed to 
drill a hole exactly where one was needed. While the tool was not cheap, the 
long-term cost of running cables through existing holes all over the place created 
more problems in the short term, and even more in the long term. Th e right tool 
for the job made all of the diff erence.

Too many times in the accounting world, we try to cut corners to solve our 
challenges, and don’t get the right tool for a job. While we should be good 
stewards of our resources (and our clients’), tax and accounting professionals 
don’t always have to stand for “cheapest price available.” Th e investment for 
buying and implementing a business management application pales in com-
parison to the ongoing cost of using outdated systems that don’t meet your 
business needs. I see this when I travel around the country consulting and 
speaking to accountants at seminars and conferences. Successful organizations 
are continually investing in the systems, tools and training needed to be market 
leaders in their niche fi elds, and are responding to the increasingly competitive 
environment by competing with the best people, tools and training they can 
fi nd. Other organizations who are struggling have stopped making investments, 

and are drift ing without purpose, hoping for “good 
luck” to save them.

An example of this is how companies who have 
specialized accounting 
and reporting needs, 
such as manufacturers, 
nonprofi ts and local 
governments, continue 
to  u s e  o u td ate d 
applications from a 
generation ago. We 
oft en ignore the pay-
roll costs of the addi-
tional work it takes to 
manually accumulate 
the data needed to run 
the business. Those 
systems were designed 
for a world that had 
just graduated from storing manual books, and 
integration of information between business 
processes and CRM applications was still a long 
way from reality. Modern tools free us from these 
spreadsheets, reconciliations and manual tracking 
lists, and allow us to focus on listening and 
responding to customer needs instead of patching 
broken systems.

Specialized industries like manufacturing and 

nonprofi ts have operational processes and reporting needs that are diff erent 
from many generic service businesses. Many times, we understate the importance 
of those operational requirements and end up spending more money in payroll 
costs because we have to track so many things manually. Management ends up 
spending too much time working with spreadsheets because the information 
they need simply isn’t available in their old solution, and the business suff ers.

Sage off ers a number of specialized vertical industry applications, including a 
high-performance version of Sage Peachtree called Sage Peachtree Quantum. 
Peachtree Quantum supports up to 40 named users, and has specialized versions 
for accountants as well as industry customizations for the specialized needs of those 

in manufacturing, distribution, nonprofi t and construc-
tion. These applications were designed to provide 
integrated features like workfl ow management, shipment 
tracking, payment processing and e-mail marketing for 
the business needs of these specialized industries.

For public accountants and consultants, Sage recently 
announced the Sage Nonprofi t Solutions package for 
the Sage Accountants Network. Th is package provides 
popular nonprofi t fundraising and fi nancial management 
tools like Sage Fund Accounting, Sage Fundraising 
Online and Sage Grant Management at a very reasonable 
cost. Members receive discounts on training, technical 
support and other tools to help them understand and 
implement bett er business solutions. For accounting 
professionals who would like to expand their services 
to the nonprofi t and government sectors, this package 

provides a wide array of tools and connected services at a minimal cost.
Th ere is a bett er way to use technology to serve clients, and it involves spending 

less time doing back offi  ce tasks and more time face to face with customers 
solving business problems. Are you and your clients investing in your processes 
and people so you can be dominant in the future, or are you trying to work the 
same way you did a generation ago? Your approach to this challenge says a lot 
about the reality you will create for your organization. Will you invest so your 
fi rm can lead, will you aspire to work for a follower, or will you just close up 
shop and get out of the way?  
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Brian Tankersley, CPA.CITP,
Technology Editor

Brian Tankersley is a Knoxville, Tennessee 

CPA and consultant whose practice is 

focused on technology consulting and 

training for accountants. Brian is a nationally 

recognized speaker with K2 Enterprises (k2e.

com), and blogs on accounting technology at 

CPATechBlog.com. Comments, suggestions, 

and errata are always welcome, and 

should be e-mailed to brian.tankersley@

cpapracticeadvisor.com.

THERE IS A BETTER WAY TO USE 

TECHNOLOGY TO SERVE CLIENTS, AND 

IT INVOLVES SPENDING LESS TIME 

DOING BACK OFFICE TASKS AND MORE 

TIME FACE TO FACE WITH CUSTOMERS 

SOLVING BUSINESS PROBLEMS.
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August 23-24, 2011
Donald E. Stephens Convention Center

Rosemont, Illinois

Accounting 
& Finance

M I D W E S T

S H O W C A S E

16 Hours of Quality CPE for Only $285 
including 7.5 CLE Credits, 2 CFP Credits and
2 Ethics Credits

FREE Access to Over 80 Exhibitors
and Sponsors including:
Harris®                               

Elite/Diamond Sponsor

Garelli Wong and Jackson Wabash
Elite/Gold Sponsor

AlliantSM                 Warehouse Direct®
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ADP®, BNA®, CCH®, CPA2Biz®, Intuit®, SageTM

and Thomson Reuters®

Expert Presenters including 
Rick Richardson, Albert Grasso, 
Jack Ablin and Jill Ward

Clear Focus
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Financial Staffing
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Partners

To register or for more information, please call 800.993.0393 or visit www.icpas.org
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CONTRACTOR/CONSTRUCTION
Reviews For Your Clients

Construction Vendors Turn to 
Mobile Communications & Tools

I
t’s no secret that the construction 
industry is one of the industries 
hardest hit by the past recession. 
Th e U.S. Department of Com-
merce states that residential 
construction in March of 2011 
is down 8% from March of 2010. 
Non-residential and commercial 

construction is even worse, with a 
10% decrease in new construction. 
Th e good news is that construction-
related activity increased from February 
to March of 2011. Even so, many 
experts agree that with the glut of 
existing homes on the market, and 

vacant commercial construction 
haunting several cities throughout 
the United States, the industry is still 
hurting.

This puts construction-related 
soft ware vendors in a bind. Just a few 
years ago, construction was a hot 
industry, with many companies 
experiencing untold growth in just a 
few years. Th ey were the perfect cus-
tomer; oft en with rudimentary soft ware 
that no longer worked with their growing 
company. Construction and contracting 
companies needed many of the features 
that these software products were 
off ering — more in-depth job costing 
functionality, a bett er payroll module, 
scheduling and servicing modules, and 
estimating/project management 
capability.

So now where do we go? Several of 
the products reviewed here have turned 
to mobile communications and devices, 

a logical choice in an industry where 
the majority of employees are seldom 
in an offi  ce. Being able to remotely 
communicate with fi eld offi  ces, service 
technicians and even customers, is 
rapidly becoming a necessity, particu-
larly in the construction industry. And 
while the core products may remain 
basically the same, the increase in 
mobile communication capability and 
remote access offered by software 
vendors makes complete sense.

In this review, the products vary 
widely, from out-of-the box entry-level 
construction products to top-line, 

comprehensive construction and 
contractor products that off er everything 
from in-depth fi nancial capability to 
the ability to access the system from 
anywhere, to color-coded service boards 
that track service calls and technicians 
in the fi eld.

Th e following sections and criteria 
were used for this product review:

Basic System Functions, such as 
ease of use, customization capability, 
multi-location and remote access 
capability, as well as the platform(s) 
supported.

Core Accounting Capabilities 
takes a look at four main core modules: 
GL, AP, AR and Payroll, along with 
the availability of additional accounting 
modules, as well as audit trail func-
tionality and user security.

Construction/Contractor-Specifi c 
Features include the availability of 
staples such as estimating, project 

management, change order processing, 
and inventory and purchasing tools. It 
also focuses on features specifi cally 
related to contractors such as dispatch 
and scheduling, equipment management 
and integration with GPS devices.

Reporting and Management Tools
looks at various reporting options, 
alerts and dashboards, document 
management integration and time 
tracking for employees and contractors.

Integration/Import/Export
considers how easy (or not) it is to 
import or export data from other 
applications, the availability of add-on 
modules, and integration with industry 
necessities such as estimating tools.

Help/Support evaluates the Help 
options available, accessibility of system 
updates, and training and support 
options.

While each product is rated based 
on these criteria, the fi nal rating is not 
necessarily indicative of the quality of 
the product. It’s true that a small 
construction company with less than 
fi ve employees may not need a fi ve-star 
product loaded with a lot of features 
that likely will never be used. Th e needs 
of your client take precedence over the 
features available in the products 
reviewed. But in certain circumstances, 
a top-line product may be exactly what 
they need. Only you and you client 
can determine that.  ●
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REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

•  General Navigation & Ease of Use

•  Customization Features/

Dashboards/Overviews

• Multi-location Support

•  Platform Support

CORE ACCOUNTING 
CAPABILITIES

• GL/AP/AR/Payroll Functionality

•  Additional Accounting Modules

 (fi xed assets, warehousing, 

inventory, etc.)

• Audit Trail

• Security Features/Users Roles

CONSTRUCTION/CONTRACTOR-
SPECIFIC FEATURES

• Estimating

•  Project Management w/

Job Costing & Tracking

• Change Order Processing

•  Customer/Vendor/Employee/

Subcontractor Management

• Inventory/Purchasing

• Scheduling/Dispatch

• Equipment Management

REPORTING & MGMT TOOLS
•  Business & Project Detail 

& Summary

• Invoicing (AIA Compliant)

• Client Communication Templates

• Document Management

•  Mobile Management Tools/

Remote Access

INTEGRATION/IMPORT/
EXPORT

• Data Transfer/Import

•  External Integration (add-on 

programs & modules)

HELP/SUPPORT
• Built-in Support Features

•  System Updates

• Support Website/Documentation

• U.S.-Based Live Support

SUMMARY & PRICING

Mary Girsch-Bock
Mary began her career as an 
accountant in the prop-
erty management industry, 
later moving into the healthcare 
industry. She is now a freelance 
writer specializing in business 
and technology issues and is 
the author of her fi rst book, 
several HR handbooks, training 
manuals, and other in-house 
publications. She can be 
reached at mary.girschbock@
cpapracticeadvisor.com.

For the full reviews of the products on the following pages, as well as 
additional reviews of the products listed below, scan this code with your 
phone’s QR reader or go to www.CPAPracticeAdvisor.com/10281745.
• A-Systems JobView
• Contractor Essentials from CUC Soft ware
• Peachtree Premium Construction Accounting 2012
• QuickBooks 2011 Premier – Construction Edition
• Sage Master Builder
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CONTRACTOR/CONSTRUCTION
Reviews For Your Clients

BEST FIT:

Foundation contains a laundry 
list of features well suited for 
construction businesses of varying 
sizes and trades, particularly those 
a step up from small mom and pop 
contractors with 1-10 employees 
and less than a million in annual 
revenues. Anything above that 
would benefi t from this system.

 
STRENGTHS:
•  QuickLinks allow users to locate 

& store frequently used program 
functions, data-entry screens & 
websites

•  Remote access for technicians, fi eld 
employees & project managers

•  Excellent payroll offering with 
bonus union-specifi c features

•  Document Imaging & Routing 
module

•  Excellent Service Dispatch module 
utilizes color-coded dispatch board

•  Numerous third-party add-ons 
available

•  Executive Dashboards available 
for Job Cost, AP & AR, GL & 
change order reporting

POTENTIAL LIMITATIONS:
•  Cost can be prohibitive for 

smaller companies
•  Range of features may be beyond 

the scope of smaller contractors

EXECUTIVE SUMMARY & PRICING 

Foundation for Windows is an 
excellent product for construction-
related industries that need a solid job 
cost accounting package along with 
scheduling and project management. 
Foundation is currently priced at 
$7,000 to $15,000 for a one- to fi ve-
user system.

BEST FIT:
All editions off er construction and 
contracting businesses a fully inte-
grated modular system that is suit-
able for businesses small and large.

STRENGTHS:
• Scalable with four editions
•  Remote access capability a plus 

for Enterprise edition
•  My Jobs dashboard provides 

excellent recap of all system jobs
•  Handles multiple companies & 

departments

•  Strong Equipment Management 
functionality

• Extensive reporting
•  Document Link & Imaging 

module allows for bett er manage-
ment of paperwork associated 
with construction companies and 
provides templates for commu-
nication with vendors, employees 
and customers

POTENTIAL LIMITATIONS:
•  Does not off er time tracking for 

subcontractors

•  No native estimating function-
ality; data must be imported

• Lack of dispatcher module

EXECUTIVE SUMMARY & PRICING 
With four editions now available, 
BIS is an extremely scalable 
product suitable for construction 
companies of all sizes. Pricing for 
the system starts at $1,895, with 
actual cost dependant on Edition, 
user requirements and modules 
purchased.

800-246-0800 www.foundationsoft.com

800-838-6427 www.bissoftware.com

Foundation Software — Foundation for Windows
2011 OVERALL RATING 

Management Information Control Systems (MICS) 

— Builder Information System (BIS)
2011 OVERALL RATING  

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281729

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281739

 BASIC SYSTEM FUNCTIONS

 CORE ACCOUNTING CAPABILITIES

 CONSTRUCTION/CONTACTOR-SPECIFIC FUNCTIONS

 REPORTING & MANAGEMENT TOOLS

 INTEGRATION/IMPORT/EXPORT

 HELP/SUPPORT

 BASIC SYSTEM FUNCTIONS

 CORE ACCOUNTING CAPABILITIES

 CONSTRUCTION/CONTACTOR-SPECIFIC FUNCTIONS

 REPORTING & MANAGEMENT TOOLS

 INTEGRATION/IMPORT/EXPORT

 HELP/SUPPORT

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■✔    SaaS
■✔    Hosted by Vendor

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

BEST FIT
Sage Timberline Offi  ce is designed 
to meet the needs of mid-sized to 
large contractors and construc-
tion-related businesses.

STRENGTHS
• Extensive list of add-on modules
•  Integrates with the Sage CRM 

product
•  Provides 250 user-defi ned data 

fi elds for more comprehensive 
data tracking

•  Comprehensive selection of 
estimating modules

•  Strong industry-specific func-
tionality fi ts a variety of construc-
tion-related niches

• Solid reporting
•  Document Management module 

aids in records retention & workfl ow
•  Remote Time Entry for field 

personnel

POTENTIAL LIMITATIONS
• No SaaS off ering

• Product installation is complex
•  Cost could be prohibitive to 

smaller operations

EXECUTIVE SUMMARY & PRICING
Sage Timberline Offi  ce starts at 
around $10,000. Although the 
price tag is on the high end, the 
investment is worth it for larger 
construction/contractor offi  ces 
that process a large number of 
estimates and needs solid equip-
ment management capability.

800-628-6583 www.sagecre.com

Sage Software — Sage Timberline Offi ce
2011 OVERALL RATING 

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10282064

 BASIC SYSTEM FUNCTIONS

 CORE ACCOUNTING CAPABILITIES

 CONSTRUCTION/CONTACTOR-SPECIFIC FUNCTIONS 

 REPORTING & MANAGEMENT TOOLS

 INTEGRATION/IMPORT/EXPORT

 HELP/SUPPORT

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor
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BEST FIT
Well-suited for mid-sized general 
construction companies who 
require solid job cost functionality 
and tracking without specialized 
contractor features like equipment 
management or dispatch.

STRENGTHS
• Scalable, modular design
•  Customizable eDesk interface for 

central navigation
• Strong job cost functionality

• System automated billings
•  A llows any document to be 

att ached to jobs
•  Ability to add on strong Inven-

tory/Wholesale/Distribution 
modules

•  Numerous third-party integra-
tions available

POTENTIAL LIMITATIONS
• No SaaS functionality
•  Lacks document management 

features

EXECUTIVE SUMMARY & PRICING
Starting at $645 per module, 
CYMA is a good fi t for mid-sized 
contractors that do not require 
subset features such as equipment 
management and service call 
tracking. Scalable, CYMA’s 
modular structure allows users to 
purchase the modules they need 
today and add to them at a later 
date.

BEST FIT:
eTEK is scalable and an excellent 
choice for smaller construction 
companies in need of good job cost 
functionality that need to upgrade 
from entry-level products.

STRENGTHS:
• Designed for Microsoft  2010
• Solid core fi nancial suite
•   Excellent equipment manage-

ment functions
• Th e Job Cost Master Editor is an 

excellent feature that provides 

management with the necessary 
detail for each job entered in the 
system

•  Provides good tracking detail for 
c u s tome r s ,  ve ndor s  a nd 
employees

• High quality of standard reports

POTENTIAL LIMITATIONS:
•  Does not provide alerts or dash-

boards
•  Lacks scheduling/dispatch features
•  Does not off er document man-

agement functionality

EXECUTIVE SUMMARY & PRICING:
While eTEK is much more than a 
construction product, it does off er 
construction-related businesses a 
solid product that off ers fl exibility 
and aff ordability. Currently priced 
at $3,856 for a single user system, 
the price includes core accounting 
modules (GL, AP, AR, PR) along 
with both Job Cost and Supply 
Chain Management with fi rst-year 
product support and training.

CONTRACTOR/CONSTRUCTION
Reviews For Your Clients

800-292-2962 www.cyma.com

800-888-6894 www.etek.net

CYMA Job Cost Accounting
2011 OVERALL RATING 

eTEK International Inc. — eTEK for Microsoft Offi ce 2010
2011 OVERALL RATING 

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281741

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281731
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 BASIC SYSTEM FUNCTIONS

 CORE ACCOUNTING CAPABILITIES

 CONSTRUCTION/CONTACTOR-SPECIFIC FUNCTIONS

 REPORTING & MANAGEMENT TOOLS

 INTEGRATION/IMPORT/EXPORT

 HELP/SUPPORT

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■✔    SaaS
■  Hosted by Vendor

BEST FIT:
Well-suited for small to mid-sized 
construction companies, Con-
struction Manager contains solid 
fi nancial capability along with an 
excellent array of job management 
features.

STRENGTHS:
•  Cost Management module 

maintains job leads, tracks all 
types of client contact & maintains 
detailed history on all clients

•  Historical estimating option pulls 
detail from previous jobs to create 
a quick job budget for a new job

•  Wide range of optional industry-
specifi c modules

•  Contact management module 
pulls information into one com-
prehensive database

•  Job material lists can be sent 
directly to suppliers to help ensure 
more competitive pricing

•  Document Management module 
available

POTENTIAL LIMITATIONS:
•  No SaaS option (but remote access 

is available via third party, i.e. PC 
Anywhere, gotomypc.com, etc.)

•  Product does not off er dashboards

•  Lack of mobile tools for fi eld techs 
to utilize

EXECUTIVE SUMMARY & PRICING:
Construction Manager is an excel-
lent product for small to mid-sized 
contractors, off ering solid job cost 
accounting, subcontractor manage-
ment and change order capability. 
Affordably priced at $945 for a 
single-user system to $5,795 for a 
network version of the product, ISS 
also off ers Construction Manager 
on a leasing option with costs 
ranging from $75 to $225 a month.

800-735-6176 www.iss-software.com

Industry Specifi c Software — Construction Manager
2011 OVERALL RATING  

Read the full review of this product exclusively online at
www.CPAPracticeAdvisor.com/10281792

 BASIC SYSTEM FUNCTIONS

 CORE ACCOUNTING CAPABILITIES

 CONSTRUCTION/CONTACTOR-SPECIFIC FUNCTIONS

 REPORTING & MANAGEMENT TOOLS

 INTEGRATION/IMPORT/EXPORT

 HELP/SUPPORT

PRODUCT DELIVERY METHODS:
■✔    On-Premises
■  SaaS
■  Hosted by Vendor
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AME Payroll
4Easy to use payroll for all 50 states.
4State and federal reports, W2, 1099, 
    MICR, direct deposit.
4Networkable, unlimited companies 
    and employees.
41 year unlimited tech support included.

1-800-263-9455 
www.amesoft.com
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10 Questions Every Partner Should Ask Their IT Team
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Roman H. Kepczyk, CPA.CITP

Roman H. Kepczyk, CPA.CITP is Director of 

Consulting for Xcentric and works exclusively 

with accounting fi rms to optimize their internal 

production processes within their tax, audit, 

client services and administrative areas. He 

recently updated his Quantum of Paperless 

Guide (Amazon.com), which outlines 32 digital 

best practices for accounting fi rms.

Th e majority of tax and accounting fi rm partners spent 
the last few months focused on tax, audit and accounting 
production, but with the busy season behind us, there is an 
opportunity to take a look at how processes can be improved 
during the slower summer months. Partners should use this 
time to meet with IT and production personnel to ascertain 
what opportunities lie before the fi rm and can be implemented 
before the October fi lings. Here are 10 questions partners 
should pose to their IT personnel along with some notes on 
the direction some fi rms are going in these areas.

• When was the last time we re-evaluated internet 
connectivity? All fi rms need redundant internet con-
nectivity. New providers for broadband service are constantly 
entering the marketplace and upgrading their services or 
decreasing costs, so fi rms should schedule a review of 
providers every 18 to 24 months. Th is can lead to substan-
tial cost savings and/or enhanced performance with 
minimal eff ort on the part of the fi rm. Also, there is a shake 
up in the digital cellular providers with the new 4G systems, 
which allow connectivity for remote users through USB 
air cards, smartphones and other mobile devices.

• Do our personnel know how to securely transfer 
data to and from our clients? As fi rms promote the use 
of digital technology and request information in an electronic 
format, do your people know the most eff ective options in 
the fi rm’s tool set to direct clients to use? Th e use of encrypted 
email and portal technology with clients is on the increase 
with more concern about security, so fi rms should direct 
a solution that best meets the client’s individual requirements. 
For the one-time transfer of a fi le, encrypted email through 
a third party can off er a solution that is easy for the client 

to use. For business 
clients where there 
w i l l  be ongoi ng 
two-way transfers of 
fi les, portal solutions 
(particularly web-
based products that 
l ink to the f irm’s 
document manage-
ment system) are the 
most eff ective.

• Has the f irm 
planned its virtual-
ization strategy for 
the IT infrastruc-
ture? Server virtual-
i z a t i o n ,  w h e r e 
accou nt i ng f i r m 
applications run in 
their own “instance” 
on a beefed up server 
has proven to be more 
s t a ble  a nd c o s t 

eff ective, with easier recovery (in the event of a disaster), 
but we still see fi rms implementing traditional fi le servers 
for each application. Firms need to plan their transition as 
they replace servers and then monitor the profession’s 
adoption of virtualized workstations, which could be the 
next big wave on the desktop.

• What mobile access tools are we targeting this year? 
Smartphones and air cards, particularly the mobile hot 
spot devices like MiFi, have been eff ective at providing 
internet access for remote workers in the fi eld. With the 
roll out of 4G systems, there is a new round of very fast 
mobile internet tools that can improve performance up to 
10 times faster than 3G systems, so fi rms should pilot these 
tools, including some of the new tablet devices. Th e iPad 
has taken mobility of applications to the next level because 
of the incredible ease of use and features, and competitive 
products running the Android operating system promise 
to make it even easier for accounting firms to take 
advantage of these tools. 

• Are there applications and services in the “cloud” 
that we should be evaluating? When an application is 
more stable, secure and less expensive to operate in the 
cloud, fi rms should transition to those products. Most fi rms 
are already using web-based applications for their research, 
forms, banking and payroll. Firms are increasingly using 
cloud-based document management, portals, tax document 
organization, return processing, and hosted email in the 
cloud, as well. And some fi rms are outsourcing their entire 
IT infrastructure to “private cloud” hosting companies that 
support products from diff erent vendors the fi rm has selected.

• What tools should we be evaluating to streamline 
tax production? While triple monitors and high-speed 
scanners have become staple technologies within the 
accounting profession, not all fi rms have transitioned to 
the digital workfl ow and data management tools available 
today. Workfl ow tools that track the status of every return 
through a central dashboard are part of many document 
management systems as well as dedicated web-based 
products from XCM, SurePrep and Copanion. Most fi rms 
are also using scanning tools to organize the scanned images 
of client source documents, and the next generation of 
products that automatically transfer optically recognized 
data into the tax return (to save keying time) are on the 
upswing.

• What are current audit bott lenecks and what tools 
are available to improve production? Taking a second 
monitor into the fi eld has shown marked improvements in 
the fi eld productivity so the next opportunity is to eff ectively 
capture audit data digitally and manage audit workfl ow. 
Th e transition to Offi  ce 2007/2010 signifi cantly increased 
the Excel Grid, and most accounting applications can export 
to Excel. Audit staff  should be trained to promote this with 
clients, including data extraction with tools such as 
ActiveData. Teaching audit staff to work better with 

web-based audit confi rmations (Confi rmation.com, Audit 
Confi rmations), analytics (RMA, iLumen, Profi tCents, 
BizBench) and even automated workfl ow tools (Xpitax, 
AverQ , Conexxus) will streamline production. With all 
the problems fi rms have synchronizing audit binders and 
making backups in the fi eld, expect to see the emergence 
of cloud-based audit program providers in the near future 
that integrate audit programs with Microsoft Office 
applications (Excel, Word, Outlook).

• What is our transition plan for workstations the 
next few years? Firms that are still on Windows XP need 
to move to Windows 7 aft er confi rming their tax and audit 
vendors can support it. For tax personnel with triple or 
quad monitors, going to the 64-bit versions with at least 
6GB of RA M makes the most sense. For users of dual 
monitors such as administrative or audit personnel, 
Windows 7 32-bit version on a workstation with 4GB of 
RA M is usually adequate. Firms should also have a solid 
plan to transition their version of Microsoft  Offi  ce. For 
fi rms running Offi  ce 2003, XP or older, the jump to Offi  ce 
2010 is recommended this summer. For those fi rms already 
on Offi  ce 2007, this would be an expensive upgrade (unless 
your fi rm is on Soft ware Assurance), so IT people should 
be planning to skip to the “next” Offi  ce version. Firms must 
also evaluate whether a laptop/smartphone or a desktop/
tablet combination makes the most sense. 

• What tools are available to bett er manage and access 
the information in our systems today? Many consultants 
regard Information Management as the last sustainable 
competitive advantage for fi rms today. Between webinars, 
conferences and articles, we are all exposed to best practices 
faster than ever. Th e diff erence between fi rms in the future 
will be their ability to proactively identify and implement 
best practices technologies faster than their competitors, 
so fi rms should work to formally codify their information 
and the ways that they can deliver it to users via document 
management programs, intranets and dashboards.

• Where is training needed? If you ask your IT personnel 
what percentage of their day they spend on IT matt ers 
versus answering application questions that should have 
been covered in training, most of them say the majority of 
their day is spent on the training issues. In the vast majority 
of fi rms, IT people are usually not the best suited to provide 
technical training on these accounting applications, so 
fi rms should proactively identify “power users” to not only 
provide training, but to document best practices in such a 
way that they can be made available to fi rm personnel when 
and where they need this training.

To make the most of the slower summer months, fi rm 
partners should schedule team meetings with their IT personnel 
to go through these 10 questions, as well as to discuss them 
with peer partners in other fi rms and at conferences. 
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CCH® delivers 100% of your daily tax 
workflow requirements to make you  

more efficient and profitable

Does your current tax software do the same?

Call a CCH Tax Workflow Expert today at 800-PFX-9998 
(800-739-9998) to learn more about why a majority of the 

nation’s leading accounting firms use ProSystem fx® Tax. 

Visit CCHGroup.com/TaxEfficiency  
to register for a complimentary  

webinar that details what a  

profitable and efficient tax  

preparation workflow looks like.

cy  

FREE
Webinar

Scan this code to learn 
 how ProSystem fx® Tax 
 can work for you.
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