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GIVE YOUR CLIENTS 
OUR NEW NUMBER.

Introducing Sage 50 Accounting, the new era of Sage Peachtree.

Your clients look to you for expert guidance and we can help you deliver right on 
the money. With your recommendation of Sage 50, you can help clients simplify 
their fi nances and make better decisions. Sage backs up your recommendation 
with on-screen Sage Advisor Technology, so clients work effi ciently and get more 
out of their software. Have questions? You have our number. 

» Get the free guide to recommending Sage 50 and our full portfolio of business 
 management solutions at SageToday.com/accountants
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Sage One  •  Sage 50  •  Sage 100  •  Sage 300  •  Sage 500 •  Sage ERP X3

Enabling Sage businesses of any size to achieve their ambitions. 
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Having tackled the single data-
base, it’s now on to the next big 
thing…except that “the next big 
thing” is already here. And that big 
thing is mobi le. Mobi le is how 
society runs these days. It’s all about 
instant access to information, col-
laboration, and the ability to work in 
real time, any time, from anywhere 
and any device. Data is at our finger-
tips at every turn and we need to be 
taking advantage of this.

Just consider the 
information that we 
can easily obtain at 
any time on a day-to-
d ay ba s i s — hot e l 
information, flights, 
maps, banking data, 
and so much more. 
We  r e l y  o n  t h i s 
information and the 
ability to access it 
immediately…when W E need it. 
Our clients are no different. They 
want their information right now, 
too. With mobile innovations, we can 
now offer this level of convenience 
and service to clients. The question 
is…are you?

There are many apps available 
today that al low your cl ients to 
instantly link to your website and 
access their financial documents and 
data. It’s up to practitioners to make 

clients aware of these technologies. 
Imagine your clients accessing their 
private portal from your site in one 
click of an app. Now that’s service!

And just think about your firm in 
terms of mobile and the value it 
offers. Using advanced apps you can 
view projects, tasks, client demo-
graphics, track time, and monitor 
client expenses. Heck, you can have 
your entire research library on your 
mobi le dev ice! T h is is not t he 

future…this is now. 
Mobile is where it’s 
at. It’s a fast moving 
t ra i n a nd profes-
sionals are advised 
t o  g e t  o n  b o a r d 
immediately.

This is indeed big 
stuff, and it is great 
for firms, staff, and 
cl ients, but these 

new capabilities require a new way 
of thinking for firms. Ask yourself: 
Is your firm ready to deliver informa-
tion on mobile devices? If not, what 
does your firm have to do get ready 
to deliver information this way? Has 
your firm advanced your paperless 
initiative to the point that informa-
tion can easily flow from your docu-
ment management system to mobile 
devices?

I truly believe that mobile is the 

end game for strategies we’ve been 
developing over the past several 
yea rs .  W het her it ’s  doc u ment 
d e l i v e r y  o r  r e mo t e  a c c e s s  t o 
accounting applications, the ability 
to access and use data when we need 
it, from wherever we are, and using 
any device is the ultimate in effi-
ciency.

If you are not ready to go mobile, 
consider what you need to do to get 
ready. Mobile is not the next big 
thing…it is THE thing. It’s here. Get 
to know it. Fast.     

For reprints and licensing please contact Nick Iademarco at 
Wright’s Media 877-652-5295 ext. 102 or  
niademarco@wrightsmedia.com. Darren is the Executive Editor of 

CPA Practice Advisor. He remains 
in public practice as the principal of 
Root & Associates, LLC, in Bloom-
ington, Indiana, and is president of 
his consulting practice, RootWorks. 
He formerly served on the Board of 
the AICPA’s CITP Credentials Com-
mittee and is a former member of the 
Board of Directors for the Indiana 
CPA Society. He speaks at dozens 
of professional organizations each 
year and frequently serves as a guest 
lecturer at Indiana University’s Kelley 
School of Business.

By M. Darren Root, CPA.CITP, Executive Editor

O
 
ver the years, I’ve worked to pro-
gressively improve efficiency 
within my firm. It’s been more than 
13 years since we started our transi-
tion to paperless, and today we are 

still paper free. Over the past five years, the focus 
has been on implementing a single client database—
our goal being to create a system where client 
information is entered only once and is updated 
across applications (including smartphones).

MOBILE IS NOT THE 

NEXT BIG THING…IT 

IS THE THING.
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COVER STORY

Jon 
Baron’s 
Ongoing 
Quest for 
Technology 
Innovation
By M. Darren Root, CPA.CITP,  

Executive Editor

CONTINUED ON PAGE 8

T
 
aking the time 
t o  s i t  d o w n 
and speak with 
today ’s tech-
nology leaders 

is always a great learning 
experience for me. I enjoy 
hearing about career paths, 
backgrounds, obstacles, 
and ultimately, the vision. 
Jo n  B a r o n ,  m a n a g i n g 
director of the Professional 
Segment for the Tax & 
Accounting business of 
Thomson Reuters, is one of 
those thought leaders in 
the tax and accounting 
profession that has a great 
stor y, complete with a 
grand vision.
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COVER STORY

CONTINUED FROM PAGE 6

I was able to secure some one-on-
one time with Jon during the 2012 
Thomson Reuters SYNERGY Users’ 
Conference in early November. 
Based on our conversation, I was 
reminded of Jon’s visionary status 
and was impressed with how he has 
led Thomson Reuters consistently 
forward in the area of technology 
innovation. I began the conversation 
by asking Jon for a quick run down 
of his professional background. And 
here it is…

Jon star ted his career in the 
accounting niche after graduating 
from Siena College in Albany, New 
York. Shortly after graduating, he 
joined a major tax and accounting 
software vendor, starting in service 
bureau tax processing and then on 
to outside sales for a few years. With 
a k nack for t a x ,  Jon w a s soon 
heading up tax 1040 development, 
and eventually he took over develop-
ment of the vendor’s entire product 
line. Along his career path with this 
vendor, Jon also ran the training 
organization and headed up devel-
opment and western regional sup-
port.

Despite Jon’s expansive experi-
ence across multiple departments 
and functions, he maintained an eye 
on tax. In the early 1990’s, he saw the 
writing on the wall—understanding 
that outsourced service bureau tax 
was on its way out. His vision at that 
time was to develop a powerful new 
tax product for the profession. So 
when the opportunity to join a fast 
moving, forward-thinking organiza-
tion opened up, he jumped on board. 
That organization was of course 
Thomson Reuters (branded Creative 
Solutions at the time).

Jon saw that micro-computers 
were the future, so he focused on 
building a tax product that would 
support f irms in processing tax 
returns in house with speed and 
accuracy. By 1995, Jon was running 
the entire development group. In 
1996, under Jon’s development 
leadersh ip, Creat ive Solut ions 
released their tax product to run in 
Windows. Then in 1997, Creative 

Solutions became part of Thomson 
and Jon was named president and 
CEO.

Fast forward to today, and Jon is 
still at the helm. With over 30 years 
of experience in the profession, Jon 
truly embodies technolog y and 
innovation leadership. My goal in 
speaking with Jon was to understand 
how his grander vision paved his 
professional path and how it has 
changed the profession.

DARREN ROOT: Jon, you are obvi-
ously a visionary and have proved to 
be a force in how technology has 
evolved in the accounting profession. 
Can you explain to me when your 
vision became clear?

JON BARON: In the late 1990’s, I 
began to see the true power of the 
web and started to focus on how 
firms could harness being online to 
better serve clients. What I envi-
sioned were private client portals. I 
also saw a need for an advanced 
document management system to 
help firms achieve paperless status 
and deliver documents to their cli-
ents over the web. An easy to use 
website bui ld ing tool was a lso 
needed to provide a vehicle for cli-
ents to access their information 
quickly and engage the accounting 
firm online.

DARREN: Thomson Reuters has 
always been focused on the accounting 
firm market. What ’s the rationale 
behind this strategy?

JON: We’ve always been in the 
business of ser v ing accounting 
firms. Our goal is to help practitio-
ners be the best they can be in the 
eyes of their clients and prospects. 
If we help firms accomplish this, 
we’ve done our job.

DARREN: Where do you see mobile 
as it affects accounting firms and the 
transition forward?

JON: Mobile allows firms to col-
laborate much more effectively and 
efficiently with staff, colleagues and 
most importantly, clients. It’s all 
about getting information in real 
time…instantaneously. With mobile 
apps, practitioners can serve their 
clients 24/7 from any where and 
from any device. There are no more 
tethers. This is the way society 

communicates today. We need to 
make sure f irms have that same 
ability.

DARREN: You released NetClient 
CS Mobile at your annual SYNERGY 
Users’ Conference. Tell me more about 
this new product.

JON: NetClient CS mobile is an 
extension of NetClient CS portals. 
It offers accounting f irm clients 
on-the-go access to services and 
content from the firm. What’s more, 
we have enabled firm branding in 
the app so that the client experiences 
the firm’s name and logo while using 
the app. NetClient CS Mobile offers 
clients access to tax returns, finan-
cial statements, and other docu-
ments, as well as online accounting 
and payroll services, payroll data, 
and more. NetClient CS Mobile 
makes it easier for firms to connect 

with their clients and do business 
anytime, anywhere. Helping firms 
offer a rich client experience every 
time is a core goal for Thomson 
Reuters.

DARREN: Often times practitioners 
are slow to move their firms forward. 
Where do you see Thomson Reuters’ 
role in helping firms adopt change and 
move forward?

JON:  We a re a lways look i ng 
downstream to determine what is 
coming and what firms will need to 
succeed moving forward. We view 
our role as a partner to our cus-
tomers, helping lead them in the 
d i r e c t ion t he m a r k e t pl a c e  i s  
moving. It’s tough to maintain a 
balance between leading firms into 
the future while also helping them 
where they are currently, but we are 
dedicated to doing just that.

I CAN’T THINK OF A PRODUCT WE ARE BUILDING THAT DOESN’T 

HAVE CLIENT/FIRM COLLABORATION AT ITS CORE AND MOBILE 

TECHNOLOGY AT THE FOREFRONT. 

cpa_6-9_CoverStory.indd   8 12/11/12   4:26 PM
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DARREN: Many of the products you 
are building seem to be collaborative 
in nature. Can you tell me what your 
thoughts are here?

JON: I can’t think of a product we 
are building that doesn’t have client/
firm collaboration at its core and 
mobile technology at the forefront. 
Take for example our Accounting 
CS offering. Our objective is to 
support a single database to support 
client/firm collaboration. In refer-
ence to bu i ld i ng produc t s for 
accounting firms, we also want to 
design our products so that the 
accounting firm remains squarely in 
control of the relationship. This is 
critical and a main focus.

DARREN: What do you see as some 
of the biggest challenges firms are 
struggling with in the adoption of new 
technology.

JON: I see so many mainstream 
companies that are becoming less 

relevant today in the marketplace—
such as Blackberry or Kodak. These 
are businesses that had very strong 
business models, but failed to adjust 
quickly enough to market changes 
and changing customer needs. The 
accounting profession is no dif-
ferent. The profession as a whole 
needs to better adapt to change and 
see change as opporunity We see 
one of our main roles as helping 
firms by serving as their technology 
partner and by of fering unique 
consulting and thought leadership 
offerings. We work with our clients 
to help them understand the neces-
sity of change and the goals associ-
ated with adopting the right tech-
nologies and digital workflow tools 
to succeed.

DARREN: W hy do you think so 
many firms can’t or refuse to change?

JON: Many firms are so immersed 
in their day-to-day activity that they 

are not able to step back and look at 
their businesses. They are incredibly 
busy. They are also fearful. Tech-
nology does not always come natu-
rally to the profession, and fear of 
the unknown can stagnate some 
individuals.

Final Thoughts
Jon Baron is clear on one thing: 
Thomson Reuters is a partner to 
their clients. From launching the 
first tax product to the company’s 
advanced mobile apps, Thomson 
Reuters maintains a laser focus on 
how its innovations can help firms 
better serve clients. Baron is not a 
“technology for technology’s sake” 
kind of leader, but rather he is a 
visionary—always looking ahead to 
develop applications that will sup-
port firms in running at peak effi-
ciency and support a rich client 
experience.

Baron understands that you can’t 
force practitioners into adopting 
technology just because it’s new and 
exciting. “We build solutions that 
help, and we take the time to guide 
our clients on the changes required 
to move their firms forward,” Baron 
stated.

Not one to rest on his laurels, 
Baron will continue to look down-
s t r e a m  a n d  w o r k  w i t h  o t h e r 
Thomson Reuters’ leaders to predict 
the next big trends and needs of the 
profession. His quest for technology 
innovation is indeed ongoing.   

Sales tax is hard. That’s where we come in. 
There’s no doubt that businesses look to their accountants to guide them through the financial complexities 
of business. More and more accountants are looking to Avalara to guide them – and their clients   – through the 
complexities of sales tax. AvaTax by Avalara – an automated and affordable solution to the sales tax headache.www.avalara.com/aasp

It’s not a question of if sales 
tax laws will change, but 
when. You need to be ready, 
and Avalara will get you there.

— Sylvia F. Dion
MPA, CPA  
Founder & Managing Partner
Dion2 Consulting LLC
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FROM THE TRENCHES By Randy Johnston  

Doing Less May be More

Benjamin Franklin once said, “If 
you want something done, ask a busy 
person.” This was later paraphrased 
by Luci l le Bal l to, “I f you want 
something done, ask a busy person to 
do it. The more things you do, the more 
you can do.”

This may be efficient, but perhaps 
not an effective way of delivering client 
service. Perhaps David Henry Thoreau 
was correct when he said: “Success 
usually comes to those who are too 
busy to be looking for it.” Can we 
provide great client service by focusing 
on doing less, but doing it better? 

The Idea
Most of us have one or two core 
competencies. Our clients frequently 

ask us to stretch in a direction that 
seems attractive and interesting, but 
is beyond our core competency or 
interest. Certainly we want you to 
grow and expand your expertise. 
Entering completely new lines of 
business while maintaining old lines 
of business can be distracting.

 Consider the offerings you have 
today in your practice. Most firms 
perform tax services for both business 
and individuals, although many would 
prefer exclusively doing business tax. 
Larger firms offer audit services, but 
many smaller firms have concluded 
that the regulatory requirements are 
excessive for the return on this service.

Specialized services like litigation 
support, wealth management, DCAA 
compliance or an expatriate tax 
practice can be highly attractive ser-
vices. Bookkeeping services have come 
back into vogue because technology 
can help make the service easier to 
deliver.

Examples of technologies that have 
improved this offering include: 
SmartVault for document manage-
ment, ShareFile for file transfers, Bill.
com for Accounts Payable processing, 
Payroll Services from ADP, PayChex, 
Intuit and others, online accounting 
with products like  QuickBooks 
Online, Accounting Relief, Xero, 
Monchilla, Wave, Freshbooks and 
SageOne.

Hosting of QuickBooks and Sage 
50 allow the traditional desktop 
products to be run in data centers 
giving real-time access by both the 
client and the accountant.

But just because you CAN do it all, 

do you want to? What areas of business 
and the practice of accounting are your 
strengths? Where do the strengths of 
your team lie? Do you have a vision of 
what you want your 
firm to be? Note that 
t he fol low i ng a re 
examples, not sugges-
tions of what your firm 
could look like. Only 
you, your partners, 
and your team can do 
that.
• Add one value added 

service per client per 
year, until there are at least four 
services being used by all clients.

• Provide all services on tablet tech-
nology.

• Integrate all services on your web 
site.

• Respond to all client requests in less 
than five minutes through automated 
response and within four business 
hours.

• Perform interactive financial reviews 
monthly. Schedule face-to-face client 
visits at least quarterly.

• Maintain reasonable work hours 
during tax season and throughout 
the year, typically less than 50 hours/
week total.

• Compensate partners and team 
members 20 percent above the going 
rate in your area.

• Provide the ability to work from any 
location to all team members.

• Allow ample vacation time for all 
team members.

• Schedule all ta x returns at the 
beginning of the season, f iling 
extensions where needed.

• Create relationships that allow for 
fixed fee billing, increasing revenue 
in the process.

The Execution
Spend some time considering how 
you’d like the practice to evolve. 
Schedule times to listen to your clients. 
Understand the technologies that it 
takes to deliver those services. Create 
client service documents that explain 
the services you provide and the value 

of those services.
It is wise to discuss services of the 

past year, and proposed services of the 
coming year. Have a plan for each 

client that responds to 
their needs. Consider 
monthly payments 
f rom c l ient s  t h at 
flatten out cash flow 
and reduce collection 
efforts. Recognize 
that some good, long-
term clients may not 
fit your definition of 
the new, good clients. 

You can use the 80/20 rule to under-
stand the value of much of your client 
base and the value your expertise.

Remember that there are three basic 
technology strategies: on-premise, 
hosted in the cloud and SaaS. You can 
mix all three of these options making 
a hybrid choice.

Educate your team on the client 
service strategy, the technology and 
the culture of the firm you are trying 
to achieve. Bring your team along with 
you on this journey. You have to 
communicate well to be successful.

The Results
W hile results vary based on the 
people, clients and locale, these 
strategies work globally. You can 
expect to provide higher client satisfac-
tion, work less, make more and have 
overall better team and client satisfac-
tion.

Use technology as the lever that 
makes all of this happen. Less complex 
and fewer pieces of technology can 
run smoother and with less cost. Be 
cautious of vendor’s promises of what 
they can do. Even if a vendor can do 
what they say, it may not be what you 
need and want. Go with teams that 
have proven track records and that 
understand your business model. 
These teams may give you even more 
ideas of services that add more value 
to your clients.  

Mr. Johnston is executive vice president 
and partner of K2 Enterprises and  
Network Management Group, Inc. 
He is a nationally recognized educator, 
consultant and writer with over  
30 years’ experience. He can be  
contacted at  
randy.johnston@cpapracticeadvisor.com. 

T
 
he demands from clients, team mem-
bers, and all of those around us con-
tinue to increase. In the name of great 
client service we often try to expand 
services to cover these demands, but 

is that the right strategy? Because technology has 
been a great enabler, we have been able to do more 
with less, but is that the right strategy?

 JUST BECAUSE YOU 

CAN DO IT ALL, 

DO YOU WANT TO?
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TIPS & TRICKS

Yes, that’s a pretty wide range of 

gifts ideas, with some geared much 

more for play than for any kind of 

work. But that’s just fine with me. 

The only problem - there’s just never 

enough room for me to showcase all 

of the things that have caught my 

eye. I just can’t get enough tech!

Fortunately, as the editor, I’ve 

found a way to remedy that situa-

tion. How? By continuing the gift 

guide into this January issue which, 

conveniently, prints and goes online 

about two weeks before the end of 

the year… just in time for some last 

minute ideas.

From everyone at CPA Practice 

Advisor, a toast to holidays of family 

cheer and a New Year of health and 

prosperity!

GET YOUR BLACK-
BERRY FIX IN TABLET 
FORMAT
If you don’t have a tablet yet, you 
don’t know what you’re missing. The 
best news is, the pricing has come 
down on even trusted brands like 
the Black Berry Playbook . The 
PlayBook has an awesome high-
resolution touch screen for perfect 
ga m i ng a nd mov ies, dua l-side 
cameras for video calls, up to 64GB 
of memory, built-in wi-fi, optional 
4G data connectivity and Bluetooth 
support. Unlike the iPad, it also fully 
supports Flash for the tons of games 
and work apps that are available. The 
7” tablet is lightweight and light on 
the pocketbook, and even comes 
with a free case. (http://us.black-
berry.com/playbook-tablet; From 
$149. Also at major retailers.)

 
SMARTER, SIMPLER 
SODA… MAKE IT AT 
HOME
If you love soda and sparkling water, 
but have a distaste for the increasing 
prices and potential new soda taxes, 
check out the SodaStream. The 
almost magical devices lets you turn 
ordinar y water into carbonated 
water in 30 seconds, and has more 
than 60 available flavors that rival 
and even beat the leading regular 
and diet brands. With dishwasher-
safe bottles, the SodaStream can 
also help reduce the waste involved 
with cans and plastic containers. It’s 
av a i lable i n severa l  s t y les for 
matching home décor and quantity. 
(www.sodastreamusa.com; Starting 
at $79.95)

ELEGANT  
ACCESSORIES FOR 
THE FASHIONABLE 
TECHIE
Fo r  t h e  m a n  o f 
s t y l e  a n d  t e c h -
nology, these Ravi 
R atan USB cuff 
links may just be 
t h e  p e r f e c t  f i t . 
A v a i l a b l e  i n 
numerous st yles 
a n d  m e t a l s  f o r 
ever y taste, each 
cuff link includes a 2GB or 4GB USB 
flash drive, providing the gentleman 
with the convenience of mobile 
technology storage, but as a stylish 
accessory. (www.Cuff Links.com; 
www.RaviRatan.com; From $100.)

KEEP YOUR IPAD 
COZY, COMFORTABLE 
AND FASHIONABLE
iPad and tablet cases don’t have to 
be boring. As evidence, I present Art 
Bird Cozy Sleeves, a collection of 
u n i q u e  a n d 
artful cases in 
s t y l e s  t h a t 
i n c l u d e  b i r d 
d e s i g n s  (o f 
course), as well 
as flowers, retro 
phones, travel 
t h e m e s ,  c o l -
l a g e s  a n d 
others. A l l of 
the cases are made with thick neo-
prene lining with cozy cotton flannel 
that will make your iPad or tablet the 
most comfortable and best-dressed, 
while sporting the awesome, retro-
style art. Fits all iPad models and 
most other tablets. (www.ArtBird.
com; From $29.95)
 
KEEP YOUR IPAD AND 
KEYBOARD 
TOGETHER
I f  y o u r  i P a d  i s 
becoming almost a 
replacement for your 
computer, then you’ve 
probably added the 
wireless Apple Blue-
tooth keyboard for 
better functionality. 

Isaac is the Editor for CPA Practice 
Advisor, having joined the publication in 
September 2002. Through his experience 
in the areas of consumer and professional-
level software and peripherals, as well as 
knowledge of the public accounting field, 
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 to when 
to upgrade a computer to computing 
security issues. He can be reached at isaac.
obannon@cpapracticeadvisor.com.

By Isaac M. O’Bannon, Editor

Gadgets 
& Gifts 
2012, Part II
Keep the Gadget Giving  
Going… Last Minute Tech 
Ideas for the Holidays

I
 
n the December issue (www.CPAPracticeAd-
visor.com/10823599), I wrote about more than 
a dozen tech gadgets that would make great 
presents or stocking stuffers. They ranged from 
high-end audio devices to smart phone and 

tablet cases, remote controlled cars and even a 
mobile device-enabled bar-b-que controller. There 
was even the decidedly non-tech, but tasty, gourmet 
designer marshmallows.
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Unfortunately, most iPad cases ignore 
that the user might also have that 
keyboard. The Touchtype, however, 
was designed with both the iPad and 
keyboard in mind. Available in slate 
gray and a beautiful tooled leather 
portfolio style cases, the Touchtype 
can hold any iPad model in either 
landscape or portrait positions, and 
includes a pouch for the keyboard, 
helping you keep it just as protected as 
the tablet. (www.touchtypecase.com; 
From $37.)

CONQUER THE COLD
For winter sports enthusiasts, or 
those who face the extreme cold for 
work, keeping your hands warm is 
not just an issue of comfort, it’s a 
matter of safety. The new Chaval 
Response-XRT gloves include a 
built-in rechargeable heating ele-
ment that ’s as simple to use as 
charging a phone, and includes 
“a lpha H E AT tech nolog y t hat 
automatically adjusts glove tem-
perature to any specified heat level. 
The charge lasts all day, up to three 
times longer than other brands. 
These may be high tech, but make 
no mistake, they’re ready for serious 
work, and are hand-stitched from 
high quality, durable leather. (www.
ChavalUSA.com; $389)

PLUG YOUR GADGETS 
INTO THE SUN
If you’re on the road for work or an 
outdoor enthusiast, the batteries on 
your mobile devices are probably 
often in the red zone. Fortunately, 
there is a plug-in in the great out-
doors… it’s called the sun. The Solio 

Bolt  Sola r C ha rger & Bat ter y 
Backup can be charged via a regular 
electrical outlet or by using the 
built-in small solar panels, which 
include a sundial feature that follows 
the sun. It can be used to charge all 
USB -gadgets, including iPads, 
i Phones a nd ot her tablets a nd 
smartphones. (www.solio.com; $70)

KEEP IT  
SIMPLE  
AND NEAT
Professionals are more mobile than 
ever, and keeping track of receipts, 
business cards and other documents 
is a challenge on the road. NeatRe-
ceipts can save the day. The mini 
mobile scanner weighs about 10 
ounces, can scan up to four sheets a 
minute and comes with a digital 
filing system that lets users quickly 
create PDF files, expense reports 
and contact lists. It supports Mac 
a nd P C , c a n e x por t  to E x c e l , 
Quick Books, Quicken and Tur-
boTax, and syncs contact informa-
tion from business cards with Out-
look. (www.neat.com; $199)

HANDS-FREE COM-
MUNICATION ON TWO 
WHEELS
T h e r e ’ s  t h e 
mobi le profes-
sional l i fe, and 
then there’s the 
active personal 
life. Both types of 
people still need 
to stay in contact 
while on the go. 
For active cycl ists, the UClear 
Helmet Communicator HBC 130 
is the ultimate on-bike communica-
tion system, providing hands-free 
access to the user’s mobile device for 
music, calls, GPS and intercom with 
other cyclists. The weather resistant 
system connects to the rider’s helmet 
and pairs instantly with most Blue-
tooth phones and other devices, and 
has a boomless, high quality micro-
phone that includes extreme wind 
and noise cancellation. Also available 
in versions for motorcycle and snow 
helmets. (www.uclear-digital.com; 
From $179)

ADD A LITTLE ZING TO 
YOUR DAY
Whether life gives you lemons or 
limes, or any other citrus, now you 
can quickly turn it into a healthy 
drink. The Citrus Zinger combines 
a juicer/extractor, with an eco-
friendly reusable water bottle, let-
ting the on-the-go professional take 
it to the office, golfing, around town 
or anywhere else. The Citrus Zinger 
holds 28 ounces, is dishwasher safe, 
and is made from safe materials. 
There are several other Zinger 
products, too. (www.ZingAnything.
com; $16.95)

 
MOBILE STORAGE IS 
COOL AGAIN
I’ve written about Seagate’s GoFlex 
Satellite before, but the latest gen-
eration of the portable 
h a rd d r i ve s h ave 
m a d e e v e r y-
t h i n g  e v e n 
more mobile. 
It’s better to 
think of the 
new Mobile 
Wireless version as a portable 
media l ibrar y, a l low ing you to 
massively increase the number of 
movies, music and other files than 
your mobile devices can hold. The 
500GB version can hold 300 or 
more movies, and users on multiple 
iPads, iPhones, Androids and other 
devices and tablets can wirelessly 
access the media. Now mom, dad 
and the kids can all watch different 
movies at the same time. (www.
Seagate.com; $199)

THE PERFECT IPAD 
COMPANION
There are dozens or more iPad cases 
on the market, but if you’re looking 
for one that combines real function-
ality with style, check out the iLuv 

CEOFolio. Much more than just a 
case, the CEOFolio provides several 
pockets for business cards, ID, credits 
cards, pens and other items, plus a slot 
for a legal note pad. The case also has 
a strap and built-in stand for propping 
up the tablet. Fits Most tablets, but 
designed primarily for iPad 2 and 
New iPad (Retina). (www.iLuv.com; 
$79.99)

CLEAN UP A  
SMOKER’S HABIT 
We a l l  k now t h at  s mok i n g i s 
unhealthy and stinks, and yet millions 
of Americans still do it. Even smokers 
know this, and try to be conscientious 
about it. Now there’s a way to be even 
more polite, and get rid of the smoke, 
ash and smell, without quitting. 
EverSmoke eCigarettes are a USB 
rechargeable electronic cigarette. The 
smoker gets their nicotine, but none 
of the tar, ammonia, carbon monoxide 
and other toxic additives. And for 
everyone around them, there’s no 
smell, no flame and no smoke, only a 
water vapor mist. They also cost about 
50 percent of what regular cigarettes 
cost. (www.EverSmoke.com; Avail-
able in various strengths and flavors; 
Prices as low as $2.66 per pack-
equivalent cartridge.)

 
EXTRA 
POWER ON 
THE GO
Whether you use 
an iPhone, 
Android, 
BlackBerry or 
other mobile 
device, it seems like power supply is 
always an issue. But with the 
Duracell Rechargeable Instant 
USB charger, you can have hours of 
extra battery life always on-hand. 
The rechargeable power system 
works with any device, including 
phones and tablets, that have a mini 
USB port that allows charging, 
giving devices between three and 35 
hours of extra life. It comes with a 
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universal charging cable and is 
about one third the size of an 
iPhone, making it an easy bring 
along item when exploring the 
outdoors, or to keep in the car just 
in case. (www.duracell.com; Also 
at major retailers from $30) 

PROTECT YOUR ID 
FROM RFID 
RFID is everywhere. That’s the 
technology that helps scan items 
at the checkout, aids in inventory, 
is used on ID cards and allows key 
fob credit cards to work. Unfortu-
nately, it also means that data on 
your credit cards could be vulner-
able, even when they are in your 
pocket. Identit y Stronghold 
Wallets were designed to protect 
you r c a rd s f rom u nwelcome 
scanning, using the best R FID 
shielding in the industry. Each 
pocket on the wallets are entirely 
protected. Available in various 
men’s and women’s designs and 
styles. (www.IDstronghold.com; 
From $15.95)

 STAY ON TOP OF 
YOUR MENTAL 
GAME 
Stop choking on key shots. Profes-
sional athletes not only have the 

time to devote hours 
per day to their game, 
b u t  t h e y  a l s o  h a v e 
access to expert sports 
psychologists, who help 
them understand build 
confidence and focus. 
Now there’s a way for 
t he rest of us to get 

those benefits, too. The Neuroac-
tive Pro Mental Coach program 
for golfers was created by physi-
cians and brain experts, providing 
a mental gym that helps workout, 
speed up and strengthen the entire 

mind. Comes with a money-back 
guarantee. 
(www.ProMentalCoach.com; $139)

SHRED LIKE YOU 
MEAN IT 
Financial and security profes-
sionals know 
h o w  i m p o r -
t a n t  i t  i s  t o 
never t h row 
away sensitive 
d o c u m e n t s , 
b u t  e v e n 
t h i n g s  l i k e 
j u n k  m a i l 
could poten-
t i a l l y  g i v e 
away informa-
tion. So shred 
them and do it 
with the most 
durable shredder on the planet, 
the Fellowes PowerShred 69CB 
Cross-Cut. It has jam blocking 
technolog y, is ultra quiet can 
destroy 10 sheets of paper per 
touch and has a 5 gallon waste bin. 
The PowerShred also has Safe-
Sense Technology, which is a fea-
ture that automatically stops the 
shredder blades when fingers are 
near the paper opening. (www.
fel lowes .com; A l so at major 
retailers from $209)

SHADES WITH A 
UNIQUE VIEW
Whether racing down the slopes 
or burning rubber on the track, 
everybody loves sharing video of 
the action. That used to require 
c a r r y i ng a bu l k y c a mcorder 
around, then came better mobile 
video tech that allowed a small 
camera to be mounted. But even 
that’s old school now that Pivot-
head Eyewear is here.

Combining sleek sunglasses 
with a built-in HD video camera, 
the shades give a perfect f irst-
person perspective, with hands-

free video and audio. The most 
advanced imaging device for its 
size, the Pivothead comes in four 
models and 17 hip to chic styles. 
It’s also available for users with 
prescr iption lenses. With the 
opt iona l A ir Pivothead Wi Fi 
Drive, users can also wirelessly 
upload, download and stream 
vidoes, photos and music. (www.
Pivothead.com; $299)

 
MAKE SECURITY 
MORE CONVENIENT
Wish it was as easy to unlock your 
front door as it is to just click to 
unlock your car? Whether you’re 
in a hurry or your hands are full of 
groceries, sometimes digging for 
the door key is a hassle. The Sim-
pliciKey gives the convenience of 
a clicker for your deadbolt, pro-
v id i ng people w it h mu lt iple 
options to easily lock and unlock 
their homes with the push of a 
button.

The key fob works from up to 50 
feet away, allowing you to click it 
while still in your car or walking 
up, and also allows you to give 
remote access to service profes-
sionals, friends or neighbors when 
you can’t be there. It also has a 
wireless keypad that can store up 
to 16 dif ferent user codes. Of 
course, it also can use a traditional 
key. (w w w. Simpl iciKey.com; 
$249)

Be sure to check out the first part 

of the gift guide, which appeared 

in the December 2012  issue. From 

everyone at CPA Practice Advisor, 

We w ish you the Happiest of 

Holidays and a prosperous New 

Year.   
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Technology has changed rather 
dramatically since we started the 
Readers Choice Awards seven years 
ago, and certainly since this publica-
tion was initially started in 1991. 
Perhaps not as dramatic as the 
invention of the printing press, but 
when it comes to workflow processes 
and always-available access to per-
sonal and client data, there has been 
a significant transition. 

In 2006, the f irst year of the 
Awards, there was no iPhone. iPad 
or tablet? Not a chance. The word 
smart phone wasn’t in our vocabu-
lary. Most software was designed to 
be installed on a firm’s file server or 
desktop computers. For tax and 
accounting professionals, paperless 

was the “next big thing.”
Fast forward, and it seems like 

ever ybody has a smartphone or 
tablet or both, in addition to their 
laptop or ultrabook. Almost every 
software program is being designed 
in a version for the web, or only for 
the web. Online collaboration is the 
norm. Paperless is now only a com-
ponent of the broader picture of firm 
workflow and automation.

Those are but a few of the changes 
that have affected the profession, 
and they’ve all been chronicled in 
our yearly survey, where we give 
readers the chance to tell everybody 
else which technologies, services 
and companies they love and trust. 
Whether programs that help them 

provide service to clients, or tools 
for running back office functions in 
their firm. 

Technology and vendors succeed 
in these awards by helping firms and 
small businesses in real-work situa-
tions, helping professionals be more 
productive, efficient and profitable. 
With 2013 about to get underway, 
and the 2012 tax season a few weeks 
after that, now’s a good time to do a 
more measured assessment of your 
own practice and technologies by 
taking the free Productivity Survey 
(www.CPAPracticeAdvisor.com/
productivity). It helps measure a 
firm’s workflow practices and use of 
technology, provides benchmarks to 
see how you do against your peers 

based on firm size and location, and 
also offers suggestions for improve-
ment.

Thank you to the more than 2,000 
tax and accounting professionals 
who voted in this year’s Awards. And 
thank you to the readers of CPA 
Practice Advisor and NSA Practice 
Advisor.  Here’s wishing you a won-
der f u l  hol id ay se a son a nd a n 
increasingly productive and profit-
able new year.   

CONTINUED ON PAGE 16

2013 
READERS’ 
CHOICE 
AWARDS The Votes are In!

IN-FIRM TECHNOLOGIES

Specialty Systems & Tax 
Prep Tools

 ◆ SurePrep 1040SCAN
 ◆ New River Innovation Beyond415
 ◆ Bloomberg BNA 709 and 706 
Preparer

Tax Planning Systems
 ◆ Drake Tax Planner
 ◆ Thomson Reuters Planner CS
 ◆ Intuit Lacerte Tax Planner

Tax & Accounting Research 
Systems

 ◆ Tax Materials Inc – TheTaxBook
 ◆ Thomson Reuters Checkpoint & 
QuickFinder

 ◆ CCH IntelliConnect, TRN & ARM

Estate Planning Systems
 ◆ Thomson Reuters ONESOURCE
 ◆ Bloomberg BNA Estate Planner & 
Gift Tax Planner

 ◆ CCH ViewPlan Advanced

Sales & Use Tax Exemption 
Certificate Management

 ◆ Avalara – AvaTax Certs
 ◆ Thomson Reuters – ONESource 
Exemption Certificate Mgmt. 

 ◆ Vertex Inc. – Exemption Certificate 
Manager

Write-Up
 ◆ Intuit QuickBooks Accountant
 ◆ Thomson Reuters Accounting CS
 ◆ PCSAI Client Write-Up 

Trial Balance
 ◆ Thomson Reuters Trial Balance CS
 ◆ CCH ProSystem fx Trial Balance
 ◆ CCH Small Firm Services ATX & 
TaxWise 

Audit/Engagement Tools
 ◆ Thomson Reuters PPC SMART 
Audit Suite

 ◆ Capital Confirmation Confirmation.
com

 ◆ CCH Knowledge-Based Audit tools/
Knowledge Coach

Drake - 20%
Thomson UltraTax CS - 17.5%
Intuit ProSeries - 16%
CCH ProSystem fx - 15.5%
Intuit Lacerte - 10.5%
CCH SFS ATX - 5%
Red Gear TaxWorks - 4% 
CCH SFS TaxWise - 3.5%
Others - 8%

FEDERAL/STATE 
INCOME TAX COMPLIANCE

AMS 1099-Etc - 55%
Avalara AvaTax 1099 - 17%
CFS Tax Software - 11%
CCH SFS ATX & TaxWise 
   Payroll Compliance - 4%
Greatland Complete W-2 
   & 1099 Reporting - 3.5%
1099 Express & W-2 Express - 3.5%
AccountantsWorld - 3%
Others Combined - 3%

1099/W-2 COMPLIANCE

Vertex Indirect Tax - ●
Avalara AvaTax - ●
Individual State Agency Websites - ●
Avalara TrustFile - ●
eFileSalesTax - ●
CFS Tax Software - ●
Others Combined - ●

SALES & USE TAX

Thomson Reuters Engagement CS - 49%
CCH ProSystem fx Engagement - 29%
CaseWare Working Papers - 12%
Others - 10%

ENGAGEMENT MANAGEMENT

You can see more charts and 
results at  

www.CPAPracticeAdvisor.com/ 
10835345
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TIME & INVOICING

Time Tracking & 
Attendance Tools

 ◆ QuickBooks Time Tracker
 ◆ SwipeClock
 ◆ WaspTime

Client Portals
 ◆ Thomson Reuters NetClient CS 
Portals

 ◆ eFileCabinet Secure Drawer
 ◆ ShareFile

Document Management & 
Document Storage

 ◆ Drake Document Manager
 ◆ Thomson Reuters FileCabinet CS 
& GoFileRoom

 ◆ Intuit ProSeries & Lacerte

Document Management 
Utilities

 ◆ Fujitsu
 ◆ HP
 ◆ Canon

Tax Document Automation
 ◆ Intuit Tax Import for Lacerte & 
ProSeries

 ◆ SurePrep 1040Scan Pro, 
1040Scan Organize

 ◆ Thomson Reuters Source 
Document Processing

Budgeting/Forecasting & 
Business Intelligence Tools

 ◆ Thomson Reuters Financial 
Analysis CS

 ◆ SageWorks ProfitCents
 ◆ Sage Business Intelligence and 
Active Planner 

Business Valuation
 ◆ Thomson Reuters PPC Business 
Valuation Specialist 

 ◆ ValuSource Express Business Valuation
 ◆ NACVA Business Valuation 
Manager Pro

AMS 1099-Etc A-T-F Payroll - 11%
Intuit QuickBooks Enhanced Payroll 
for Accountants - 22%
Thomson Reuters
Accounting CS Payroll - 9%
Intuit Online Payroll - 7.5%
PayChex - 6%
ADP RUN Powered by
ADP Payroll for Accountants - 5%
Others Combined - 9.5%

PAYROLL

Thomson Reuters Practice CS - ●
CCH ProSystem fx 
Practice Management - ●
AccountantsWorld
Practice Relief - ●
Commercial Logic APS - ●
CaseWare - ●
Others - ●

PRACTICE MANAGEMENT

BQE BillQuick - ●
Timeslips - ●
Office Tools 
Professional - ●
ImagineTime - ●
TPS Software - ●
Others Combined - ●

TIME & BILLING

Bill.com - 33.5%
Intuit Payments - 33.5%
Sage Billing Boss - 11%
FreshBooks - 7.5%

ONLINE INVOICING/
BILL PAYMENT SOLUTIONS

Xero - 6%
Bill & Pay - 2.5%
Others - 6%

WORKFLOW MANAGEMENT SYSTEMS
Comprehensive Workflow

 ◆ Office Tools Professional
 ◆ XCM Solutions
 ◆ Thomson Reuters FirmFlow

Other Workflow Tools
 ◆ eFileCabinet
 ◆ Thomson Reuters Practice CS & 
GoFileRoom

 ◆ Drake Software Document 
Manager

Website Builders & 
Services for Accounting 
Firms

 ◆ Emochila Websites for Accountants
 ◆ Drake 1040.com Preparer Sites
 ◆ RootWorks

CLIENT SIDE ACCOUNTING SYSTEMS
Small Business Accounting 
- Installed Programs

 ◆ Intuit QuickBooks Simple Start, Pro 
or Premier

 ◆ Sage 50, 100 or 300
 ◆ AccountantsWorld

Small Business Accounting 
– Web-Based

 ◆ QuickBooks Online
 ◆ Thomson Reuters Client CS
 ◆ Sage One

Construction/Contractor 
Accounting

 ◆ Intuit QuickBooks Premier 
Construction Edition

 ◆ Sage Construction & Real Estate 
50/100/300

 ◆ Microsoft Dynamics

QuickBooks/Small Business 
Paperless Add-Ons

 ◆ Bill.com
 ◆ SmartVault
 ◆ Papersave.com

CONTINUED ON PAGE 18

Thomson Reuters Fixed Assets CS - 36.5%
Intuit ProSeries FAM - 28%
Sage Fixed Assets - 10.5%
Pro-Ware Asset Keeper - 6.5%
BNA Software BNA Fixed Assets - 4.5%
CCH ProSystem fx Fixed Assets - 4%
CCH SFS TaxWise & 
ATX Fixed Assets - 3.5%
Others Combined - 6.5%

FIXED ASSET MANAGEMENT
Intuit QuickBooks 
Premier: Nonprofit Edition - 65%
Sage Nonprofit Solutions - 14.5%
Epicor for Non-Profit - 7.5%
Blackbaud Financial Edge & FundWare - 6%
Serenic Navigator - 3.5%
Others Combined - 3.5%

NOT-FOR-PROFIT ACCOUNTING

Intuit QuickBooks Point-of-Sale - 65%
Wasp Barcode QuickStore POS - 10.5%
Microsoft Dynamics POS - 9%
Epicor Retail Store - 6%
AccuPOS Retail POS - 4%
Others Combined - 5.5%

RETAIL ACCOUNTING/
POINT OF SALE

You can see more charts and 
results at  

www.CPAPracticeAdvisor.com/ 
10835345
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NEW TECHNOLOGIES FOR  
PROFESSIONAL FIRMS

GENERAL BUSINESS TECHNOLOGIES
ASP/Hosted Solution 
Providers

 ◆ Right Networks
 ◆ Cloud9RealTime
 ◆ CPAASP/InsynQ

Laptop and Desktop 
Computers

 ◆ Dell
 ◆ HP
 ◆ Apple

Printers & Scanners
 ◆ HP
 ◆ Brother
 ◆ Fujitsu

Apple iPhone - 42.5%
Android - 37%
BlackBerry - 10%
Windows Mobile - 5.5%
Others - 5%

SMARTPHONE Apple iPad - 56%
Kindle - 21%
Samsung - 10%
Lenovo - 5%
Motorola - 3%
Sony - 2.5%
Others - 2.5%

TABLET COMPUTERS/DEVICES

Staples - 26%
Office Depot - 21%
OfficeMax - 13%
Costco - 11%
Sam’s Club - 9%
Quill - 8.5%
BestBuy - 8%
Others Combined - 3.5%

OFFICE SUPPLY STORE

OUT-OF-OFFICE
Favorite Form of 
Physical Exercise
1) Who has time to exercise?
2) Jogging/Running
3) Aerobics
4) Weightlifting
5) Jumping to Conclusions

Technology continues to 

shape the modern ta x and 

accounting professional, and 

certainly is helping firms be 

more productive and profit-

able, as they can get more done 

and ser ve more cl ients, on 

more profitable engagements.

Thank you to the more than 

2,000 voters who took the time 

to share their views in the 2013 

Readers Choice Awards. As 

always, let us know if there are 

any additional programs or 

technologies you think would 

be a fit for the awards.

Here’s to a successful new 

year in 2013!

Yes - 16.26%
No - 83.74%

DO YOU USE SMARTPHONE OR 
TABLET APPS DESIGNED 
SPECIFICALLY FOR TAX AND 
ACCOUNTING PROFESSIONALS?

Less than 1 hour - 36%
Between 1-4 hours - 28%
Between 5-8 hours - 16%
Between 9-12 hours - 7%
Between 13-16 hours - 4%
More than 17 hours - 9%

HOW MANY HOURS PER WEEK DO 
YOU WORK ON CLIENT 
ENGAGEMENTS OR FIRM
BUSINESS WHILE AWAY FROM 
THE OFFICE (AT A CLIENT, 
AT HOME OR ANYWHERE ELSE)?

Right Networks - ●
eFax - ●
CPA2Biz Email Solutions - ●
CPAASP/InsynQ - ●
Network Management Group - ●
Postini - ●
Others Combined - ●

OUTSOURCED 
TECHNOLOGY SERVICES

You can see more charts and results at  
www.CPAPracticeAdvisor.com/10835345

Connect with CPA Practice Advisor

Facebook:  
www.facebook.com/cpapracticeadvisor

Twitter: 
www.twitter.com/cpapracadvisor

LinkedIn: 
www.linkedin/in/cpapracticeadvisor

“It’s simple. Build the right 

business model, and from there 

you can develop your Next 

Generation Accounting Firm.”

Next Generation 
Strategic Partner 
Retreats

Discover the power of working on your business, rather than in 
your business. Learn concepts that have already transformed 

Announcing CPA Practice Advisor’s 

Learn from a team of the profession’s most respected 
thought leaders, led by Darren Root, CEO of RootWorks, 
president of Root & Associates, Executive Editor of  
CPA Practice Advisor and co-author of  
The E-Myth Accountant. 

These events are designed for small accounting practices looking to take  
their firms to the Next Generation:

 ■ Experience Darren’s acclaimed Next Generation Accounting Firm™ 
presentation—ideas that have revolutionized practice management!

 ■ Learn how to build the right business model and how to successfully 
market your practice. 

 ■ Understand the strategy behind collaborative client  
accounting online.

 ■ Learn how to build paperless, mobile and workflow solutions.

SAVE THE DATE NOW—
Only 50 seats are available! 
Registration opens February 1, 2013

—Darren Root, CPA.CITP

Similar events have sold out in just 
hours—Don’t Miss Your Chance!

Visit CPAPracticeAdvisor.com/Events 
for more details
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ConvEniEnt. 
Up-to-DatE.
Take CPA Practice Advisor with you wherever you go. It’s Today’s Technology for 
Tomorrow’s Firm. Registration is free, and exclusive benefits include: 

• Access to premium content and whitepapers 
• One-click product and company information requests 
• More Columnists than any other accounting site
• Read about new technology and the tools you need to be more productive
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MARKETING IN PRACTICE

For Marketing Success, 
Channel Your Inner Journalist

Marketing works the same way. It’s 
all about telling a story. Too many 
marketers make the mistake of getting 
caught up explaining features and 
functions of a product or service. One 
word: BORING. Following the 
“boring” formula, rest assured that 
after the third or fourth feature/
function bullet your abort rate will 

soar and/or you’ll incite nothing more 
than a big snooze fest.

Marketing is meant to get the 
attention of your audience and 
eventually incite them to action. 
However, it’s difficult to get your 
reader to the take-action point if your 
initial communications fail to garner 
enough interest to even finish reading. 
So, take the advice of this journalist 
and adopt a few proven journalistic 
guidelines to enhance your marketing 
communications.

Keep it Simple—There is no 
guideline simpler than this. Don’t drag 
out your story with long over-
whelming paragraphs packed full of 
detailed information. Keep your 
message simple and to the point. You 
can always direct your reader to 
detailed content on your website if 
you want them to learn more. You 
only need enough copy to engage your 
audience and tell them where to go to 
find more information.

Create Balance—While you want 
to market your services, don’t spend 
all your time “selling.” Be sure to 
balance your story with some “telling.” 
Tell your readers the value the service 
offers them and how it will make their 
lives better. Explaining that you 
understand the readers’ unique 
challenges and that you have the 
solution to resolve their issues helps 
you create a real connection with 

them. You can also support value 
propositions with client testimonials 
to offer more credibility.

Stay on Point—While some like 
the twisting, turning plot of a good 
novel, too many twists in your mar-
keting communication will get your 

reader lost. Your communication 
should start and end with a clear 
point. For example, if you begin your 
message by identifying the issue of 
drastically rising IRS notices, con-
tinue by explaining how this trend 
affects your audience, and then end 
your story with a resolution for the 
issue (i.e., IRS Representation ser-
vices). A clear and concise message is 
the best message.

Stay In tune with What’s Going 
On Around You—Keep up with 

current news and industry trends to 
create educational, informed content. 
For firms that send client newsletters 
(a great component of any marketing 
program), your news needs to be 
timely and helpful to your readers. 
Current content will keep your clients 
coming back to your newsletter, which 
helps build client loyalty and a strong 
brand.

Be Truthful—Don’t exaggerate 
the facts. Most people can smell 
b#llsh!t a mile away. Your readers, 
whether prospects or clients, will 
appreciate the truth. Don’t you? Tell 
them what you offer and how it can 
help them. The plain, simple truth is 
where it’s at…so keep your content 
honest.

Everyone has a little bit of writer in 
them. Follow these tips and channel 
your inner journalist to create mar-
keting content that will help you 
engage new leads, enhance existing 
client relationships, and make you 
sound like a storytelling pro. Pretty 
soon you’ll be creating content with 
some real BA-Ziiiing!   

By Kristy Short, Ed.D  

Kristy Short, Ed.D, is partner and 
Chief Marketing Officer in RootWorks 
LLC (RootWorks.com) and president 
of rwc360, LLC (rwc360.com)—
firms 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. Reach her at kristy.short@
cpapracticeadvisor.com.

T
 
op journalists engage their 
readers because they know how 
to tell a good story. Tried and 
true journalistic skills are the 
key to developing an article that 

is both informative and engaging—keeping 
the reader on the hook until the very last 
sentence.

MARKETING IS MEANT TO 

GET THE ATTENTION OF YOUR 

AUDIENCE AND EVENTUALLY 

INCITE THEM TO ACTION. 
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TAX DOCUMENT AUTOMATION
Reviews For Your Firm

Streamline Your 1040 Tax 
Prep with Automation

F
orget the recent new idiom 
that “less is more.” More is 
more, and less is less. When it 
comes to revenue, we all want 
to be on the first side of that 
phrase, even if we strive to 
have our workload be in the 
second half. Your firm can, 

however, do more with less, especially 
when it comes to 1040 tax compliance.

For many professional accounting 
practices, tax services can account for 50 
percent or more of annual revenues. 
While that includes compliance and 
planning for other entities that are slightly 
distributed throughout the year, it’s 
mostly 1040 compliance that pays the 
bills and the retirement accounts. This is 
especially so for firms who focus almost 
entirely on tax preparation. That makes 
for a busy “busy season,” which can feel 
like a mixed blessing in the final weeks 
before April 15.

Let’s face it, if you’re a tax professional, 
you are one of a strange category of 
people that finds enjoyment in some-
thing that most Americans, by far, loathe 
the thought of. If you didn’t find some 
gratification from the job, you wouldn’t 
have stayed in the profession, or kept 
your sanity, for this long. But that doesn’t 
mean that you enjoy the tedious, mind-

less, administrative processes that are a 
necessary part of tax engagements.

From compiling client source docu-
ments (and reminding clients that they 
still need to provide X, Y and Z), to data 
entry, to verifying data compared to 
source documents, these are steps that 
are neither enjoyable nor challenging, 
they simply must be done. And they must 
be done, regardless of how many staff 
your firm has, which often means that 
senior staff may end up doing these 
tedious, mindless, administrative pro-
cesses instead of more profitable 
engagements, or simply more engage-
ments.

Tax document automation programs 
have surfaced over the past half decade 
as the means by which tax professionals 
are doing more, even with less. Whether 
a sole practitioner or an office of dozens, 
the time-saving and accuracy-enhancing 
tools found in these systems reduce much 

of the grunt work involved in tax prep, 
and make it possible for junior or para-
professional staff to handle initial 
engagement tasks.

For firms with large client bases who often 
have numerous tax documents, tax document 
automation can significantly reduce the 
amount of time it takes to perform the basic 

tasks of an engagement. This means that a firm 
can do the same amount of work with less 
manpower. That’s a win, whether you use this 
saved time so that you can take on more cli-
ents, or so that you spend less time in the office 
during tax season.  ●

REVIEW SECTIONS
CORE PRODUCT FUNCTIONS

•  Scan/Organize or Scan/Organize/Import
•  Forms supported/recognition routine
•  File formats supported/created
•  Ease of use 
•  Direct import of data from financial 

institutions
•  Best input location
•  How are errors handled & data verified 

before import?
•  Scanning support for barcoding

PAPERLESS WORKFLOW
•  Best practices for scanner setup
• Clear & easy to understand roadmap
• How do organizers fit into the process?
•  How are last minute documents pro-

cessed/handled?
• Output options
•  Can organization structure be reconfig-

ured?
•  Used w/retail tax where return is 

prepared during review & delivered im-
mediately after in-person interview?

INTEGRATION
•  Is DMS integrated into process? What 

DMS are supported?
•  Integration w/portals
•  How does tool integrate w/tax applica-

tion? 
•  Locally installed or hosted?  Max & min 

turnaround times during tax season? 
•  Interface or service to facilitate out-

sourced data correction or outsourced 
preparation?

HELP/SUPPORT/TRAINING
•  Online resource center
•  Tech assistance availability/diagnostics 

for improving output?
•  Consulting services available to optimize 

transition to new process?
•  Training to help firm mgmt. w/new 

model?

STAR RATING EXPLANATION
Each technology reviewed by CPA Practice Advisor is rated on core areas 
and also by subcategories unique to that type of system. For the products 
reviewed here, those areas are listed on the left side of this page. In 
addition to the overall ratings on the following review pages, you can view 
the detailed scores that each product received by viewing the reviews 
online at www.CPAPracticeAdvisor.com/10832718 .

BEST FIT
Tax professionals who want a user-
friendly way to quickly create organized 
and bookmarked PDF workpapers 
generated from source documents, 
and that can be used alongside any 
professional tax system. The optional 
auto-populate functions only work 
with specific systems, however.

STRENGTHS
• Completely web-based means nothing 

to install and easy access from com-
puter or mobile device with user-
friendly interface

• Expanded management features enable 
detailed security access controls

• Saves time by organizing source 
documents into one pdf to prepare 
from; or importing the tax information 
into the tax software, eliminating data 
entry time.

• Auto-populate feature works with 
Drake, GoSystem Tax RS, ProSystem 
fx Tax and UltraTax CS.

• Integration with Tic, Tie & Calculate 
workpaper tool

POTENTIAL LIMITATIONS
• Average turnaround time for a 

completed organized PDF created 
from client source documents is two 
to four hours, but license allows for 
up to 24 hours. Therefore, it is not 

suited to high volumes of simple 
returns or retail kiosk type preparers.

SUMMARY & PRICING
GruntWorx Organize, Populate, and 
Trades are each designed to provide 
streamlined workflow for tax firms, 
allowing them to focus on more 
profitable tax engagements and review 
processes, not on the often tedious 
paper-pushing functions of putting 
together client workpapers. The 
web-based system provides book-
marked digital workpaper PDFs that 
can be edited and annotated, and with 
the GruntWorx Populate system, data 
can automatically be extracted from 

source documents and entered into 
client returns for firms using Drake 
Tax, GoSystem Tax RS, ProSystem fx 
Tax or UltraTax CS.

Pricing GruntWorx is on a per-use 
basis, allowing firms to easily test it or 
use it on a limited, as-needed basis if 
they only have a few clients with high 
complexity. The Organize system costs 
$5 per use (regardless of the number 
of source documents). The Populate 
system costs $30 per use. A high 
volume discount is available for firms 
with a commitment of 100 or more 
uses.

800-291-2136 
www.gruntworx.com

GruntWorx - Tax Document Automation Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10832729

4.75

2012 
OVERALL 
RATING
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TAX DOCUMENT AUTOMATION
Reviews For Your Firm

BEST FIT
Professionals using UltraTax CS and 
other programs in the CS Professional 
Suite, who want an integrated option 
for creating digital workpapers from 
client source documents and automatic 
population of returns from the data 
on those forms.

STRENGTHS
• Thorough integration with other 

programs in the CS Professional Suite

• Automatic labeling and organization 
of source documents with FileCabinet 
CS

• Auto-population of client returns with 
data from scanned source documents

• Low cost-per-client for workpaper 
creation

POTENTIAL LIMITATIONS
• Key features require license of File-

Cabinet CS and UltraTax CS
• Does not integrate with third-party 

document management or tax pro-
grams

SUMMARY & PRICING
Source Document Processing is very 
streamlined and easy to use, and will 
be intuitive to current users of UltraTax 
CS and FileCabinet CS. The service 
has robust form identification and 
OCR technologies, and data flows 
effortlessly to verification processes 
and then to a client’s 1040 return. The 

service costs $6 per client, return 
regardless of the number of source 
documents uploaded, and even if 
additional documents need to be added 
later. For firms with higher client 
volume, an unlimited license is available 
for $1,500.

800-968-8900
CS.ThomsonReuters.com

Thomson Reuters — Source Document Processing Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10832715

4.5

2013 
OVERALL 
RATING

BEST FIT
Professional firms seeking an auto-
mated workpaper solution, who have 
complex clients, or clients who often 
have large numbers of source docu-
ments, and where there may be multiple 
professionals involved in preparation, 
review and final sign-off.

STRENGTHS
• The SPbinder tool has strong features 

for organizing and annotating PDFs, 
Word documents, Excel files and 
Outlook emails

• Multiple options for firms with varying 

client complexity, allowing them to 
use 10 4 0SC A N ORG A N I Z E , 
1040SCAN TRADES or 1040SCAN 
PRO, as necessary

• System allows firm customization to 
fit its workflow practices

• Fastest turnaround time compared to 
web-based systems for creating 
automated PDF workpapers (last tax 
season, it averaged under 25 minutes)

POTENTIAL LIMITATIONS
• Multiple options and extensive 

workflow features are positives, but 
may require additional time to grow 

familiar with
• The organized PDF workpapers the 

system creates are in a proprietary 
format that does not allow modified 
using other PDF editing applications, 
but users can also create a traditional 
PDF.

SUMMARY & PRICING
The four SurePrep workflow programs 
are available in a tiered structure, with 
the PRO version including all products. 
Pricing for SPbinder is $5 per eng 
agement, regardless of the number of 
client source documents. 1040SCAN 

ORGANIZE costs $10 per engagement 
and includes SPbinder. 1040SCAN 
TRADES is $20 per engagement and 
includes the SPbinder and ORGA-
NIZE programs. The comprehensive 
1040SCAN PRO system, which 
includes the other three, costs $30 per 
engagement. SurePrep offers dis-
counted rates to firms that make 
early-season or multi-year purchase 
commitments.

800-805-8582
www.sureprep.com

SurePrep — 1040SCAN Pro; 1040SCAN Organize Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10832739

4.75

2013 
OVERALL 
RATING

BEST FIT
Tax-focused practices using Lacerte or 
ProSeries, who want an automated 
method of creating organized PDF 
workpapers from client source documents, 
as well as direct download of W-2 and 
1099 data from financial institutions.

STRENGTHS
• Dual optical character recognition 

process increases reliability of data 
imports

• Pre-Import Review feature simplifies 
data verification, providing side-by-

side view of extracted data and scanned 
source documents

• Direct download from financial 
institutions provides even greater data 
accuracy and speeds up process of 
getting clients to provide source 
documents

• Per-return, bundled and unlimited 
pricing options enable firms to use it 
as needed.

POTENTIAL LIMITATIONS
• Directly integrates only with Lacerte 

and ProSeries tax (and their respective 

document management systems)

SUMMARY & PRICING
Tax Import provides good PDF work-
paper generation and has the fasted 
reported turn-around times for completed 
documents. The Direct Download feature 
also has good potential for saving firms 
time, by speeding up the time it takes to 
get client documents.

Pricing is based on the number of 
client returns the system is used for. For 
Lacerte users, pricing for up to 25 returns 
is $199 (about $8 per return). Up to 50 

returns is $399; 150 returns is $999; and 
an unlimited use license is $1,499. For 
ProSeries users, pricing is: $149 for 25 
returns; $299 for 50 returns; $499 for 
100 returns and $999 for unlimited 
returns.

800-200-7599
accountants.intuit.com/tax/ 

lacerte/add-ons/tax-import.jsp

accountants.intuit.com/tax/pros-
eries/add-ons/tax-import.jsp

Intuit Tax Import for Lacerte and ProSeries Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10832809

4.5

2013 
OVERALL 
RATING

BEST FIT
Firms wanting to integrate automated 
workpaper and form preparation into 
the larger suite of tax and practice 
management programs in the Pro-
System fx Suite.

STRENGTHS
• Optical character recognit ion 

(OCR) is streamlined and fast
• The AutoFlow Wizard feature helps 

provide data validation
• User customization options
• Side-by-side views of forms and 

source documents during review
• Options for annotating, managing 

bookmarks and repaginating PDF 
documents

POTENTIAL LIMITATIONS
• Scan and organize functions work 

with any tax software, but Auto-

Flow Wizard only imports data into 
ProSystem fx Tax.

• Best suited to f irms with larger 
volumes of individual returns

SUMMARY & PRICING
Available in both installed and SaaS 
versions, ProSystem fx Scan provides 
a more user-controlled document 
automation system, with highly 
accurate OCR, strong data validation 

and PDF annotation, bookmarking 
and pagination options. Pricing for the 
ProSystem fx Scan application varies, 
with a starting price around $4,200. 
The Autoflow component is priced at 
$12 per return. The SaaS version is 
sold in bundled quantities.

800-739-9998
CCHGroup.com

CCH ProSystem fx Scan Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10832734

4.5

2013 
OVERALL 
RATING
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The Journey from the 
Desktop to the New World
QuickBooks 2013, Plus Ten New-World Tips  
for Your Firm and Your Clients

It’s not that there is anything wrong with this 
old world, except the old-world product 

designers never anticipated most of the 
technologies that today’s businesses must 

address. For example, Ecommerce, 
mobile, and paperless. The emergence 

of “chunkification of business pro-
cesses,” zero-data-entry, and col-

laborative accounting services, 
has driven the accounting 

profession to focus on how it 
changes virtually everything 
about how we will run our 
practices in the coming 
years.

But before we get into 
my new-world tips, here 
are a few comments about 
QuickBooks 2013. For a 
deep dive into the features, 
see The Sleeter Group’s 
blog QuickBooks and 

Beyond, where Charlie 
Russell has posted a 17-part 

series of in-depth articles 
on QuickBooks 2013.

The most significant 
changes in QuickBooks 2013 

include a completely redesigned 
interface, including new layouts, 

ribbons, customizable toolbars, a 
new color scheme, and several new 

Mr. Sleeter is the founder of The 
Sleeter Group, a national group of 
accounting software consultants who 
serve small and medium-sized busi-
nesses. He is the host of the Account-
ing Solutions Conference and the 
author of several books including the 
QuickBooks Consultant’s Reference 
Guide, and the leading market college 
textbooks “QuickBooks Fundamentals 
and QuickBooks Complete.” For more 
information visit www.sleeter.com. 
Doug can also be reached at Doug.
Sleeter@CPAPracticeAdvisor.com.

SUCCESSFUL SMALL BUSINESS CONSULTING By Doug Sleeter

2
 
012 was quite a 
y e a r  f o r  t h e 
“maturing ” of 
new world tech-
nologies in small 

business accounting, but to be 
clear, the “new world” is still in 
the future for most firms and 
clients. If you’re trying to 
straddle both worlds, you still 
have to keep abreast of prod-
ucts used by current clients 
while looking ahead to navi-
gate your firm to success.

2
 
012 was quite a 
y e a r  f o r  t h e 
“maturing ” of 
new world tech-
nologies in small 

business accounting, but to be 
clear, the “new world” is still in 
the future for most firms and 
clients. If you’re trying to 
straddle both worlds, you still 
have to keep abreast of prod-
ucts used by current clients 
while looking ahead to navi-
gate your firm to success.
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SUCCESSFUL SMALL BUSINESS CONSULTING

features in the customer and vendor 
lists. Also, the QuickBooks Accountant 
version now allows accountants to 
electronically “send” journal entries to 
clients and import batches of data from 
Excel.

Overall, QuickBooks 2013 is a great 
improvement, not so much for the 
features, but for the new design that 
presents a consistent look and feel across 
the whole product. For people familiar 
with previous versions, there will be 
some adjusting to do at first, but in the 
long run, we believe those users will 
adapt and even prefer the new interface.

So, as QuickBooks Desktop editions 
(including Pro, Premier, Accountant, 
and Enterprise), continue to dominate 
today’s marketplace, the new world is 
drawing more attention of small business 
every day. Intuit sees this reality and is 
making even larger investments in the 
growing popularity of QuickBooks 
Online. At the same time, relatively new 
companies such as Xero are quickly 
grabbing new customers at the low end 
of the market, and building an impressive 
reputation in the global accounting 
community.

For some entertaining reading on the 
journey into the new world, check out 
the recent post by my good friend Chuck 
Vigeant. In his post, Election Results 
and the Pro-Advisor Community, Chuck 
pontificates about how the Intuit Pro-
Advisor community, Cloud Computing, 
and the change demographics of the US 
Electorate are intertwined in interesting 
ways. He talks about the emergences of 
“The New Entrepreneur,” who has a 
much shorter-term focus on building a 
business than in previous generations.

Anyway, on to the new 
world….
Imagine you could start your firm all 
over again.

•   Would you buy servers, LANs, 
firewalls, and expensive software 
that only runs on Windows PCs? 
Would you buy dozens of file cabi-
nets to store paper-based records? 
Would you buy high-volume copy 
machines, and high-speed printers?

•  What about the phone system? 
Would you buy long-distance plans, 
or use hosted VOIP systems with 
forwarding to cell phones, speech 
to text messaging, and voicemail 
forwarding by email?

•  Would you invest in a large client 
reception area? If you do, is it because 
you assume your clients will bring 
in their records, meet you in person, 
and pick up their printed financial 
statements and tax returns?

I find it amazing how many of my 
answers to the questions above are 
different today than they were even five 
years ago.

The firm that is just starting out has 
many advantages over established firms 
because there are no legacy systems and 
processes to maintain or support. So 
those of us who do have legacy systems 
should urgently focus on how we can 
upgrade our practices and processes to 
thrive in the new world.

Although you may not be able to start 
all over again, here are 10 things that 
will help you in the new world of Internet, 
mobile, and collaborative client 
accounting.

1Go Paperless and get your 
clients paperless. My fellow 
columnist, Randy Johnston and 
Dr. Bob Spencer run a web site 
called www.totallypaperless.com 

that is filled with education and recom-
mendations for taking your firm and 
your clients to a paperless environment.

2Use online meetings with 
clients including recording 
client consulting sessions. 
G oTo M e e t i n g . c o m , 
Google+ Hangouts. Online 

meetings will dramatically enhance the 
client/accountant relationship. If you’re 
not doing them yet, make it a priority 
to begin meeting with your clients using 
these technologies.

3Get your clients’ Quick-
Books hosted, or convert 
t h e m  t o  a n  o n l i n e 
accounting program such 
as QuickBooks Online, 

Xero, Wave Accounting or Intacct. 
The key is to get the client’s data central-
ized in a secure cloud-based data center, 
where both accountant and client can 
have anytime/anywhere access to the 
same data. And storing client data in the 
cloud is paradoxically MUCH SAFER 
than storing in your client’s servers and 
desktops. That may raise the hairs on 
the back of your neck at first, but if you 
choose a reputable cloud provider, you 
can increase the security of client data.

4Use Google Docs for 
collaborative document 
creation with clients and 
colleagues. Whenever you 
have to collaborate on 

documents, spreadsheets, or presenta-
tions, GoogleDocs provides a free 
cloud-based system that allows you to 
securely share documents and collab-
oratively edit their contents.

5Using Dropbox, Box.com, 
Skydrive, Sharefile, or 
Google Drive to share files 
with colleagues and clients. 
For secure transfer of docu-

ments between multiple computers, or 
between colleagues, these tools provide 
incredible value. Stop attaching docu-
ments to emails, and start using one of 
these sharing services.

6Use OneNote or Evernote 
to organize all of those bits 
of important information 
that you need to remember. 
OneNote, which is included 

with Microsoft Office provides an 
electronic notebook that can be shared 
among all users within your network. 
You can use it with your on-premises 

windows servers, or use Office 365</
a> to centralize your data in the cloud. 
Evernote is a similar product preferred 
by many users who do not “live” in the 
Microsoft Office world.

7Use Bill.com to take AR, 
AP, and Cash Forecasting 
to the cloud. Bill.com 
completely streamlines your 
AP, AR, and Cash Manage-

ment processes in a secure, paperless, 
cloud environment. No matter what 
type of business you’re in, Bill.com will 
dramatically improve your processes, 
improve internal controls, and reduce 
costs for paying vendors and receiving 
payments from customers.

8Learn what CRM and 
project management tools 
are going to help you in 
your practice. Method 
CRM, Results CRM, Zoho 

CRM. CRM should be at the center of 
every business. Use CRM to track and 
nurture customer relationships.

9Using LiveScribe to pro-
duce full reports of client 
meetings including audio 
recording of the conversa-
tions. The LiveScribe pen 

is an amazing tool for recording meeting 
notes, including synchronizing your 
note pad with an audio recording of the 
conversations.

10Use Dashboarding 
tools to develop 
deeper engage-
ments with clients. 
QQube, Profitsee, 

WebKPI, Corelytics. Dashboards are 
what your clients really want you to 
provide for them. Using any of several 
tools, you can create a whole new type 
of service for your clients. Give clients 
actionable intelligence from their 
accounting data and help them interpret 
the data in periodic consulting sessions.  

Figure 1 QuickBooks 2013 – 
A completely new interface 
design.
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MONTHLY MICRO APPS Brian Tankersley, CPA.CITP, Technical Editor

The Mobile Windows:  
Windows Phone 8 and Windows RT

These ecosystems are described in 
the table below, and represent the 
approach of each company to pro-
viding software, services and devices 
in four major areas: mobile phones, 
tablets, personal computers and 

television/gaming.
W hile Apple and Google have 

been dominant recently in the mobile 
and tablet space, Microsoft is domi-
nant in the personal computer space 
with Windows and Office, and is the 
clear leader on large screens with the 
X Box 360 platform. Many have 
written off Microsoft’s efforts to 
compete in the mobile space, but the 
new offerings are strong, and practi-
tioners should consider these oper-
ating systems as part of their tech-
nology ecosystem strategy.

I realize many readers may be 
surprised to hear that Microsoft is 
making innovative products and 
services again, but in many ways, 
Microsoft has been more innovative 
than Google and Apple in the last two 
years. Windows Phone 8 is attractive, 
easy to use, available on most major 
mobile networks, and has beautiful 

phones like the HTC 8X. Windows 
RT is available on well-designed 
devices like the Microsoft Surface 
RT, and has a full version of Microsoft 
Office 2013, including Word, Excel, 
PowerPoint and OneNote (but not 
Outlook). Both operating systems 
work seamlessly with Microsoft’s 
personal cloud services such as Sky-
Drive, Windows Live Calendar, and 
Outlook.com (formerly Hotmail/
Live Mail), as well as major social 
networking tools like Twitter, Face-
Book and LinkedIn.

I have personally worked from 
both of these mobile operating sys-
tems over the last few weeks (using 
an HTC 8X Windows Phone 8 device 
on Verizon and a Microsoft Surface 
RT 64 GB tablet), and the operating 
systems have features which are 
compel l ing to both nov ice and 
advanced users.

Windows Phone 8:  
HTC 8X
The HTC 8X is a thin and light 
smartphone running the Windows 
Phone 8 operating system. The 
hardware is fast, thin, light, and has 
good battery life. The user interface 
uses the so-called “Metro” interface 
implemented in Windows 8, which 
a l lows users to create a v isua l 
“dashboard” of their communication 
activities as a replacement for the 
Start menu. Users create and arrange 
“Live Tiles” which show a summary 

of new activity associated with the 
program, and are also used to launch 
the appl ications when they are 
selected.

Figure 1: Windows Phone 8 uses 
interactive “Live Tiles” to display 
key information and launch apps.

 For example, when you receive 
new mail, the number of messages 
you have not seen appears as a 
number on the l ive t i le for the 
selected e-mail account. The phone 
live tile lists the number of missed 
calls since you last opened the phone 
app. Users can “drill down” to the 
listing of posts, etc. by simply tapping 
on the Live Tile, and are updated in 
real time. The information your 
contacts disclose to you through 
social networks appears in your 
address book, and also includes 
options for texting or IM’ing your 
friends using SMS, FaceBook Chat, 
or Windows Live Messenger.

My phone setup was very easy, 
since all of my contact and calendar 
data is already stored online using 
services like Office 365 and Google 
Apps. I was able to setup all of my 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.

W
 
hile much has been written 
about Windows 8, the latest 
version of Microsoft’s per-
sonal computer operating 
system (including my article 

at bit.ly/bftwin8), the most important releases are 
Windows RT and Windows Phone 8. Microsoft has 
done a good job of creating a credible ecosystem 
to compete with Apple’s existing ecosystem and 
Google’s emerging ecosystem.

MAJOR COMPUTING ECOSYSTEMS AND OPERATING SYSTEMS BY HARDWARE PLATFORM
Ecosystem Mobile Phone Tablet Computer Television/ Gaming

Apple iPhone running iOS 6 iPad/iPad Mini/iPod Mac OS X Apple TV running iOS 6
  Touch running iOS 6 

Google Android Android ChromeBook or ChromeTop Google TV 
 (numerous devices) (numerous devices) running Chrome OS 

Microsoft Windows Phone 8 Microsoft Surface Windows 8 XBox 360 
 (numerous devices) and others running (multiple devices, including
  Windows RT Microsoft Surface Pro) 
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accou nt s (Facebook , Tw it ter, 
LinkedIn, two Google accounts, 
Windows Live, Microsoft Office 365, 
and a new XBox Music subscription) 
in approximately 15 minutes. The 
startup wizard guided me through 
adding all of my accounts, requiring 
only usernames and passwords to 
configure all but one of my accounts, 
and seamlessly transitioned me from 
my A ndroid phone to Windows 
Phone 8.

One common argument used 
against Windows Mobile is that it 
lacks software. The selection in the 
Windows Phone App Store is more 
limited than the broad selection 
available in Apple’s App Store and on 
Google Play. The Windows Phone 8 
platform has many of the top iPhone 
and Android apps, and requires some 
services to be accessed using a web 
browser instead of a native applica-
tion. While services like Pinterest, 
Google and Pandora do not have free 
Windows Phone apps, there are third 
party apps available at minimal cost.

Windows RT:  
Microsoft Surface RT
Windows RT is a special version of 
Windows 8 launched in late 2012 
which runs on ARM processors that 
are normally used in consumer 
electronics devices like DVD players, 
smart phones, and printers. Although 
Windows RT looks identical to 
Windows 8, it requires all software to 
be purchased from the Windows 
Store and cannot be a central ly 
administered “member” of many 
business networks (e.g. a domain).

The Microsoft Surface RT (32 GB 
$499, 64GB $599) is a well-designed, 
attractive piece of hardware. The 
device is light, yet sturdy, with a 
bright high-resolution screen, and 
has an acceptable battery life for most 
users. There are expansion ports 
supporting USB, HDMI, and VGA 
connections (some require pur-
chasing an adapter), support for 
Wi-Fi and Bluetooth, as well as other 
accessories like keyboards and mice.

The best feature of Windows RT is 

the included versions of Microsoft 
Word, Microsoft Excel, and Micro-
soft PowerPoint. The Microsoft 
Office experience is as good for rou-
tine document and spreadsheets as 
the full version running on Windows 
8, and is superior to anything which 
runs natively on an iPad. The integra-
tion with business networks (e.g. 
SharePoint, network file shares) and 
personal cloud storage services like 
SkyDrive is excellent. Files are stored 
in the same f i le format (X LSX, 
DOCX, PPTX) as the desktop ver-
sion of the application. Documents 
printed almost identically under 
Windows RT as they did in Windows 
8 to four of the five printers attached 
to my network.

The selection of software currently 
available for this new operating 
system is very limited, and lacked a 
number of key applications needed 
by CPAs at the time of this writing, 
including a credible PDF editing tool. 
I could access almost everything I 
needed online using the included 

Internet Explorer 10 browser and the 
remote desktop application.

Conclusion
Microsoft has made a huge step for-
ward with Windows RT and Windows 
Phone 8 to extend its computing 
ecosystem with new Microsoft oper-
ating systems for smartphones and 
tablets. Windows Phone 8 is strong 
enough that my non-technical wife 
and I independently selected the HTC 
8X as our personal cel l phones. 
Accounting professionals should 
evaluate Windows Phone 8 alongside 
Apple iOS and Google Android when 
they renew their smartphone contract.

I am more guarded with Windows 
RT, and believe that it will take a 
number of months for the software 
catalog to add many of the needed 
solutions. It is clear that Microsoft has 
changed its approach to provide more 
compelling mobile devices, and only 
time (and sales) will determine the 
long-term success of these platforms.  

For more information, please go to CPAPracticeAdvisor.com/10028044
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THOUGHT LEADERS

This year’s invitation-only event 
will be held February 17-19, at the 
Omni Mandalay Hotel in Dallas, 
Texas.

The three-day meeting not only 
serves as a meeting of the minds, but 

is also an opportunity for our publi-
cation to recognize those leaders 
and professionals that are truly 
making a difference in the profes-
sion. This recognition is accentuated 
by the Tax & Accounting Hall of 

Fame dinner and awards ceremony. 
The ceremony is held on the first 
night of the symposium and is the 
highlight of the symposium.

Prior Accounting Hall of Fame 
i nduc tees i nc lude Gregor y L . 
La Fol let te, CPA .CIT P, R a ndy 
Johnston and R ick R ichardson, 
CPA.CITP.

Leading up to and following the 
Awards Ceremony, the thought 
leaders will have the opportunity to 
sit in on presentations from the 
profession’s top vendors and provide 
valuable feedback. Leaders will get 
a firsthand look into the companies’ 
s t r a t e g i e s  a n d  p l a n s  f o r  t h e 
upcoming year, while sharing the 
issues that matter most to tax and 
accounting professionals.

Last year, I had the opportunity 
to attend the 2nd Annual Thought 
Leader Symposium, shortly after 
joining the staff here at CPA Practice 
Advisor. This event served as my 
“introduction” into the world of 
accounting. It put me face-to-face 

with the people whose names (and 
faces) I would encounter so many 
times after that event. It didn’t take 
long for me to realize and appreciate 
why these 25 professionals were 
selected as Thought Leaders.

Every person on this list has made 
signif icant contributions to the 
profession, and they have numerous 
honors and accolades to show for it. 
Their insight and knowledge is truly 
invaluable, as they continue to serve 
the profession and implement best 
practices. It was truly an honor to be 
in their presence the first time and I 
look forward to seeing them again at 
this year’s event.

Congratulations to this year’s 25 
Thought Leaders and 2013 Hall of 
Fame Inductee(s).    

Top Accounting Profession 
Thought Leaders to Gather in February
By Taija Jenkins, Associate Editor

CONTINUED ON PAGE 30

E
 
ach year, the most respected and 
i n f l u e n t i a l  l e a d e r s  i n  t h e 
accounting profession meet at 
CPA Practice Advisor’s Annual 
Thought Leader Symposium to 

discuss emerging trends and technologies. 
During the exclusive event, attendees par-
ticipate in several round-table discussions 
with each other and senior management 
from leading technology companies to 
d evel o p  st rate g i e s  f o r  b e st  s er v i ng 
accounting professionals and their clients.

deck

Read more about this year’s  
Thought Leaders at:  

www.cpapracticeadvisor.
com/10836426

The Top 25 Thought Leaders for 2013 are:

M. DARREN ROOT, CPA.CITP 
Executive Editor, CPA Practice 
Advisor; Principal of Root & 
Associates, LLC; and President of 
RootWorks LLC.

L. GARY BOOMER, CPA.CITP 
CEO, Boomer Consulting, Inc.

JIM BOOMER, CPA.CITP 
CIO, Boomer Consulting Inc.

JIM BOURKE, CPA.CITP 
CIO and Partner, 
WithumSmith+Brown

DAVID CIESLAK, CPA.CITP 
GSEC, Principal, Arxis  
Technology, Inc.
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February 17 - 19, 2013
Omni Hotel and Resort

Dallas, Texas

SPONSORED BY:

Thought Leader

2013

With nearly 10,000 users Practice Management for the Accountant is 
easily integrated into any accounting firm with special features for 
CPA’s, EA’s and tax and bookkeeping offices. Other service professionals 
such as consultants, architects and attorneys can easily adapt Practice 
Management to their specific needs.

CCH solutions are relied upon by the CPA firms of all sizes, thousands 
of corporations worldwide, the IRS, and the nation’s courts and 
agencies. Our customers include small, medium and large accounting 
firms, and corporate tax and auditing departments that rely on our 
information, software and workflow tools to help enhance their pro-
ductivity, profitability and increase value to their clients.
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THOUGHT LEADERS
CONTINUED FROM PAGE 28

GALE CROSLEY, CPA 
Founder & Principal, 
Crosley+Company

RANDY JOHNSTON 
Executive Vice President, Network 
Management Group, Inc. &  
K2 Enterprises

JIM METZLER, CPA 
Vice President, Small Firm 
Interests, AICPA

BOB SPENCER, Ph.D. 
Owner, Twenty Seconds In the 
Future

CHRIS FREDERIKSEN, CPA 
CEO & Chairman of 2020 Group USA

ROMAN KEPCZYK, CPA.CITP 
Director of Consulting, Xcentric, LLC

EDI OSBORNE, CSPM, CPBA, 
CPVA 
CEO, Mentor Plus

BRIAN TANKERSLEY, CPA.CITP 
Technical Editor, CPA Practice 
Advisor

MICHELLE GOLDEN, CPF 
Owner, Golden Practices

ALLAN D. KOLTIN, CPA 
CEO, Koltin Consulting Group

DANA R. (RICK)  
RICHARDSON, CPA.CITP 
Managing Partner, Richardson 
Media & Technologies, LLC

GENI WHITEHOUSE, CPA.CITP 
CEO, EvenANerd.com  
Communications – BDCO CPA

JOHN H. HIGGINS, CPA.CITP 
Strategic Advisor, CPA Crossings, LLC

MARK KOZIEL, CPA 
Vice President, Firm Services & 
Global Alliances, AICPA

DONNY C. SHIMAMOTO,  
CPA.CITP 
Founder and Managing Director, 
IntrapriseTechKnowlogies LLC

SANDRA WILEY 
Shareholder and COO, Boomer 
Consulting, Inc.

TOM HOOD, CPA.CITP 
CEO, The Maryland Association  
of CPAs & the Business Learning 
Institute

BARRY C. MELANCON, CPA 
President and CEO, AICPA

DOUG SLEETER 
Founder and President,  
The Sleeter Group

JENNIFER WILSON 
Cofounder and Partner,  
ConvergenceCoaching, LLC
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Thought Leaders at:  

www.cpapracticeadvisor.
com/10836426
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PRACTICE CS®

“I can see everything, all at 
my fi ngertips, all at once”

SEE DIANE SIRIANI’S SUCCESS STORY AT bit.ly/diane-video

Better workload management. More productive client relationships. The tools 
to analyze information in new ways and make more informed decisions in less 
time. That’s what Diane Siriani gets from Practice CS. Its powerful integration, 
decision-making tools, and client management features have made 
Siriani & Associates more effi cient than ever before, thanks to features like:

• Real-time reporting of WIP, staffi ng, workload, client interactions, and more.

• Mobile access to key fi rm data through Mobile CS®.

• Online invoicing and payment collection, plus powerful CRM tools.

Is your fi rm next? See what you could do with an always-on connection to the 
profession’s most powerful practice management system.

CS PROFESSIONAL SUITE® & ENTERPRISE SUITE™

CS.ThomsonReuters.com/Practice

800.968.8900

DIANE SIRIANI, C.P.A.    
Siriani & Associates
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SPONSORED BY:

Thought Leader

2013

M. Darren Root,  
Jill Burnett and  

2012 Hall of Fame 
Inductee,  

Rick Richardson

The Tax & Accounting business of Thomson Reuters is a leading provider of integrated 
software solutions, technology tools, and professional services for tax and corporate 
professionals in accounting firms, corporations, law firms and government. The CS 
Professional Suite® and Enterprise Suite™ are two of the most advanced suites 
available for professionals in tax and accounting firms. These comprehensive suites 
offer broad functionality ranging from tax, accounting, trial balance, financial 
analysis, tax planning, payroll, practice management, engagement management, 
document management, firm workflow, secure client portals and website design. 
CS Professional and Enterprise Suite solutions are seamlessly integrated, and 
provide advanced cloud access and paperless capabilities. Licensing is available 
both on premise and hosted, with a SaaS monthly leasing option as well. Online 
payroll services for clients of accountants are also available. For years, Thomson 
Reuters customers have achieved unprecedented levels of productivity and profitability 
with our solutions, while delivering the highest level of service to clients.

Intuit believes in the power of the individual. The power to do more. To make more. 
To be more. 

We believe in the people who do things - the hat jugglers, the to-do list junkies, the 
masters of getting it done faster, better and more efficiently than ever before. Whether 
that’s balancing the household budget, running a business or paying taxes.

We believe in these people - because we are these people. We thrive on action - and 
results. And by making things simpler, we all get more out of doing what we love. 

We are innovators, and have been at it for nearly three decades. And we don’t stand 
still. As the world evolves, so do we - inventing new solutions to solve important 
problems, perfecting those solutions and delighting our customers. In short: Improving 
people’s financial lives so profoundly that they can’t imagine going back to the old 
way.

cpa_28-32_ThoughtLeaders.indd   32 12/11/12   4:31 PM



January 2013  •  www.CPAPracticeAdvisor.com       33

BRIDGING THE GAPBy Jim Boomer, CPA.CITP 

Accountability – The Key to Firm Success

From top to bottom, firms con-
tinual ly struggle w ith account-
ability. Partners face challenges 
holding one another accountable. 
With junior staff, managers too often 
focus on the wrong things: Whether 
an employee put in enough hours or 
if they checked Facebook during 
business hours, for instance. Results 
are ultimately what matters.

If you have documented goals and 
hold people accountable for those 
goals, the results will clearly indicate 
whether people are performing. If 
the work gets done, and done well, 
“Facebook issues” fall away.

Think – Write – Share
Our minds are constantly at work 
coming up with great ideas about the 
t h i ngs we shou ld accompl i sh . 
Interestingly, however, we rarely 
formalize these thoughts into written 
goals. Studies support the direct link 
between written goals and higher 
performance.

The reason is simple. Writing 
down a goal captures what you’re 
thinking and creates a greater level 
of commitment. The bottom line 
here is that it is much harder to dis-
miss something you’ve written down 
than to simply let go of the ideas you 
have floating around in your head.

To further increase your level of 
commitment, share your written 
goals with others. By telling someone 
what you are going to do, you move 
beyond self-accountability to peer-
accountability. Most of us are far 
more willing to disappoint ourselves 
than we are to fail others. If you can 
identify a person who will agree to 
follow up with you regarding your 
progress – even better.

Leadership Must Set 
the Tone
Even more common than a lack of 
planning, goal setting and holding 
people accountable is the absence of 
partner accountability. Firm leader-
ship tends to hold junior employees 
accountable but shies away from a 
formalized system to measure per-
formance at the partner level.

The tone of the firm is 
set up at the top. If part-
ners are not willing to 
hold themselves account-
able ,  employe e s w i l l 
simply go through the 
motions and won’t buy in 
to a f irm-wide perfor-
mance system. Docu-
mented expectations and 
regular accountability 
reviews are important at 
every level, but account-
ability truly starts at the 
top.

Set SMART Goals
Choosing the right goals is just as 
important. Individual goals should 
be aligned with and support the 
f irm’s v ision and strategic plan. 
Additionally, they should be clearly 
articulated using the criteria for 
SMART goals.
• S = Specific
• M = Measureable
• A = Attainable
• R = Realistic
• T = Timely

The more specific you can be with 
your goals, the more likely you will 
com m it to a nd ac h ieve t hem . 
Writing goals in a way that makes 
them measurable, attainable, real-
istic and timely helps ensure that 
you can truly assess whether they 
were achieved.

The Tools
A few tools we have developed and 
have proven effective for both our 
clients and our internal operations 
are listed below.
• One-Page Strategic Plan – Provides 

a roadmap for the firm and provides 
direction to individuals during goal 
setting.

• 90-Day Game Plan – Documents 
each employee’s goals for the 
upcoming quarter and increases 
commitment by the employees as well 
as their managers.

• Accountability Review – Documents 

the results of the previous quarter’s 
90-Day Game Plan and is the basis for 
the assessment of an employee’s per-
formance.

• Communication – Honest commu-
nication is critical throughout the 
entire process.

Once a Year Isn’t 
Enough
Many firms that do have a goal set-
ting and review process in place 
today are only doing so on an annual 
or semi-annual basis. However, this 
simply isn’t frequent enough to keep 
people on track and committed to 
their goals. We recommend reviews 
every 90 days to look back at the 
goals set for the previous quarter 
and to look ahead at the upcoming 
quarter’s goals. This helps ensure 
that people remain focused on 
achieving results that are important.

Results Are What  
Matters
If employees are meeting the goals 
that were outlined and agreed upon 
at the beginning of the quarter, it 
doesn’t really matter how many 
hours they put in or if they checked 
their Facebook hourly. If employees 
are truly not working enough hours 
or if they are seemingly wasting 
excessive amounts of t ime, the 
results will speak for themselves.

And results are what you’re really 
after.  

Jim Boomer is a shareholder and CIO 
for Boomer Consulting, Inc. He is the 
director of the Boomer Technology 
Circles™ and leads a new program, The 
Producer Circle, in collaboration with 
CPA2Biz and the AICPA. He also offers 
firm consulting and advisory services.

A
 
n overall strategic plan is important 
to chart the course for your firm’s 
future success. And individual game 
plans outline the roles each team 
member plays in achieving the firm’s 

strategic objectives. However, if you don’t have a 
system for holding individuals accountable for 
their goals, all the work, time and effort that goes 
into developing these plans is diminished to mere 
wasted effort.

SPECIFIC

MEASUREABLE

ATTAINABLE

REALISTIC

TIMELY

✔
✔

✔

✔
✔
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Finding a market demand for something you are 
passionate about doing is often a route to success for 
small business owners. The often cited Confucius 
quote sums it up well: “Choose a job you love, and 
you’ll never work a day in your life.” Of course, when 
it comes to turning that passion into a functional 
business, there will be days when you do have to 
“work,” particularly when managing the numerous 
modern demands businesses face.

For Ben Davis, the calling is his love of beer. As the 
owner and head brewer of Intuition Ale Works (www.
intuitionaleworks.com), he not only enjoys drinking 
the suds, but also brewing specialty craft beers. The 
brewery, which celebrated its second anniversary in 
November 2012, is based in Jacksonville, Florida, 
where it has production facilities and a tap room.

In its two years, Intuition Ale Works has grown to 
about a dozen employees, and more than doubled its 
beer production to 2,600 barrels in 2012. At 31 gallons 
per barrel, that’s more than 80,000 gallons of beer, 
which is sold in their Tap Room, and is also distributed 
in kegs to more than 180 restaurants, bars and liquor 
stores in northern Florida. The company was the first 
craft brewery in the state of Florida to offer canned 
versions of three of its more popular brands. The beers, 
People’s Pale Ale, Jon Boat Coastal Ale and I-10 IPA, 
are available in about 60 retail locations in the state.

He was among the first specialty craft beer brewers 
in the Jacksonville area, where the business activity 
was only recently allowed. That was welcome news for 
Ben, who had attended the rigorous brewer’s certifica-
tion program at the Siebel Institute in Chicago, and 
then had been perfecting his craft in his Jacksonville 
garage for more than two years.

INTUITION ALE WORKS
Although relatively new to Florida, small craft brew-
eries have been greatly successful throughout other 
parts of the country, with enthusiastic customers 
attracted to a greater variety of flavorful ales, lagers, 
IPAs and other styles, which are made with higher 
quality ingredients. For many, it’s also the concept of 
supporting locally-owned businesses.

“The local beer movement is popular because local 
beers are always fresher and people know where it came 
from,” Ben noted. “With the major international 
brands, the beer may have been brewed across the 
country and then shipped and stored for who knows 
how long. Local is always fresher.” He noted that most 
beer varieties are best within two weeks or so of 
brewing.

Through his training, he also learned of the many 
regulatory hurdles, as well as the back office 
accounting, payroll and reporting requirements. He 

had prior experience in running businesses, first as the 
owner of a popular wine and tapas bar, and then 
through his wine production experience in the vine-
yards and wineries of Napa Valley and New Zealand. 
Still, he didn’t get into the booze business to do 
paperwork, so before he launched the brewery, he 
sought the expertise of Chris Farmand, a local CPA 
(www.cfarmand.com) he knew through a mutual 
friend.

“I know what my strengths and weakness are,” Ben 
said. “I wanted to stay focused on the brewing pro-
cesses and coming up with new beers. I’m better at 
marketing and conceptual functions, not the book-
keeping. So, I turned to Chris to help run the business.”

Coincidentally, Chris had started his accounting 
practice at about the same time, after several years 
working in a family firm. . The Jacksonville CPA has 
developed several “thought points” and suggestions 
that a potential brewer should consider before opening 
a brewery. One of the most important, Chris notes, is 
ensuring good back office procedures.

“Bookkeeping, payroll, brewer’s reports, tank labels 
and brewing & packing schedules are only a few of the 
items you must keep in order to ensure your financial 
fitness. Don’t skimp on the back office expense for the 
sake of saving a few dollars in the beginning.”

On his blog (www.apr16.com), Chris has posted 

A Taste for Success: 
A Florida Brewer and a CPA Get Craft Beer 
Going in Jacksonville

SMB SUCCESS STORY BY ISAAC M. O’BANNON, EDITOR
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on several reasons that he is exited and passionate 
about small breweries like Intuition Ale Works. Among 
them is their contribution to the economy at many 
levels, their involvement within the community and, 
for beer lovers, the more “luscious, succulent ingredi-
ents that craft breweries use.”

One of the first steps the CPA helped the brewery 
with was selecting the bookkeeping and business 
management system they would use. For bookkeeping 
and payroll, Chris helped them get started with a 
hosted version of QuickBooks, so that Ben could access 
business data from anywhere. At the same time, this 
allows Chris to have day-to-day, or as-needed, access 
to all back-office operations, including managing 
invoicing, payables, receivables, reconciliation func-
tions, and monthly and annual financial reporting.

Chris also helps manage compliance issues to the 
seven different local, state and federal agencies that the 
business has to report to for sales and liquor regula-
tions. He works with another area CPA to manage the 
business’ income taxes.

In addition to having more complex regulation 
concerns than most other small businesses, breweries 
also have many unique business processes they have 
to manage. Because of this, they need specific features 
and reporting tools that aren’t available in QuickBooks. 
For these functions, they looked at specialty systems.

“We looked at two different programs that are 
designed for brewery management, and we ended up 
choosing BeerRun Software (www.beerrunsoftware.
com),” Ben noted. “It was more our speed, and the 
other main program on the market was far more 
expensive and a lot more complex than we needed.” 
The system is web-based and integrates with Quick-
Books, which was also a key in the selection process. 
Chris also helped train Ben on both software systems.

Although he’s more focused on financial aspects, 
it’s easy to see that Chris shares much of the love of 
craft brewing. “Two years ago I was given the awesome 
opportunity to help Intuition Ale Works,” he said. 
“While I spend most my time doing back office work, 
I can still feel the energy. The smells, employees, fork-
lifts, tanks, patrons, all exude positive energy.”

Cheers to their mutual success!  

Get the new version designed for accountants, at no cost to you. 
Visit FreeQuickBooksCloud.com

o n l i n e
QuickBooksJoin 1.3 million QuickBooks® Online 

users and see how easy it is to 
securely do business in the cloud.

More and more, your customers are coming to expect their numbers to be in the cloud. With 
QuickBooks Online, not only do you get the convenience and time savings of the cloud, 
but also all the security you expect. Get your customers in the cloud today, and discover 
why QuickBooks Online is the leader in cloud-based accounting for small businesses.*

*1.3 million based on number of QuickBooks Online paying users worldwide, Sept. 2012. Leader in cloud-based 
accounting based on number of paying users as of Aug. 2012.

We know accountants are big on numbers. 
Here is one of our favorites:

FINDING A MARKET DEMAND FOR 

SOMETHING YOU ARE PASSIONATE ABOUT 

DOING IS OFTEN A ROUTE TO SUCCESS FOR 

SMALL BUSINESS OWNERS.
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