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I still love to hold a printed maga-
zine in my hands today, but I find 
myself consuming information far 
more from my iPad. Digital content 
is easy to transport and manage, and 
it’s all at my fingertips—wherever I 
am and whatever device I choose to 
use. When I do read the paper or a 
magazine, it’s only when it’s conve-
nient for me or if I’ve remembered to 
toss it into my brief case. Typically, 
I find myself reading hard copies 
when I have a moment of peace—sit-
ting on the back porch with the dog 
and a clear mind. Most of the time, 
however, I just want a glimpse at the 
highlights and then go about my day. 
Having my tablet on hand enables 
me to consume information on the 
go and on my terms.

What I am seeing from tax and 
accounting vendors is a dedication 
to mobile—offering practitioners 
the tools they are demanding to 
work the way they want to work. 
Vendors are focusing more and more 
on a strategy to get information and 
applications released for mobile 
devices. At the Thomson Reuters 
Users’ Conference last year, for 
e x a m p l e ,  T h o m s o n  l e a d e r s 
announced the ability for firms to 
provide clients with a firm-branded 
mobile app. The application allows 
the firm’s client to view tax, financial, 

payroll, and much more from the 
mobi le dev ice of t hei r choice. 
A not her e x a mple i s  CC H ’s (a 
Wolters Kluwer business) release of 
the SaaS-based tax suite—CCH 
A x c e s s .  Fi r m s c a n ac c e s s  t he 
majority of the information within 
the suite on a mobile device. This is 
the way the profession is moving, 
and it’s very exciting!

As you think about where you 
want your practice to go in the 
future, I think it’s important to 
consider your information consump-
tion habits. Do you prefer to get 
paper copies of everything, such as 
bank documents and credit card and 
investment statements? Are you the 
t y pe that wants access to your 
information anytime and anywhere? 
You have to remember that if you 
like the convenience of 24/7 infor-
mation access, your clients likely 
want the same thing. With that said, 
I urge you to think about your 
strategy in this area as you evaluate 
how to enhance your firm moving 
forward.

Here at CPA Practice Advisor we 
ask ourselves these same questions. 
This is why we are launching our 
iPad application (soon to be avail-
able on other tablet devices). I’m very 
excited about the launch of our 
mobile solution because it won’t just 

be a digital copy of the print publica-
tion, but offers a true mobile applica-
tion with unique information, video 
content, and is highly interactive. If 
you are an iPad user, take a moment 
a nd v i s it  A pple’s  app s tore to 
download your free CPA Practice 
Advisor app today.

Here’s to a great summer!    

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 
Committee 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

I 
 
don’t know if it’s just me (I’m assuming I’m 
not alone in this), but my information 
consumption habits have changed drasti-
cally over the past few years. Less than five 
years ago I would gather up all my monthly 

trade publications and while sitting with a 
cup of coffee flip through the pages, reading 
the articles that provided me with the best 
information on improving my practice.
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CORRECTION:
In the May review of TaxWise, the optional workflow tool was 
misidentified. The utility is called PaperlessPLUS Premier, and 
allows firms to extract and import information into a tax return 
from scanned documents like W-2’s and 1099’s.
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PRACTICE MANAGEMENT
Reviews For Your Firm

T
he accounting firm of today 
frequently performs work 
outside the traditional tax 
and accounting service 
offerings, and it is critical 
that this data is accurately 
and timely managed. Prac-
tice management software 

delivers tools required to track all client 
data, employee time, outstanding proj-
ects and a host of other items.

Historically, all of this information was 
centered on timekeeping data for each 
employee. Practice management software 
shifts this focus to projects, which is the 
deliverable clients tend to focus on.

Many accounting firms are seeing the 
need to revisit profitability associated 
with clients and current staff. Quality 
practice management systems are 
designed to be the center point of the 
accounting practice. All data is housed in 
one central location which may then be 
pushed out to a number of reports for 
analysis. Nearly all of the practice man-
agement solutions reviewed provides 
some level of dashboard technology, 
which greatly assists with this analysis.

Dashboard technology is not new, but 
is vital to practice management. Partners 
and owners are able to see data in real 
time as time data is entered, projects are 
completed and client invoices are pro-
cessed. These dashboards are generally 
customizable to the accounting firm and 
sometimes even to individual users.

Through this customization, partners 
and owners are able to view reports and 
charts noting the productivity and profit-
ability of the accounting firm. Many of 
the practice management solutions 
additionally provide visual alerts to assist 
in spotting potential problem areas. This 
allows the opportunity to shift resources 
to help ensure maximum productivity 
and profitability.

Many firms are shifting their business 
models to focus more on tracking proj-
ects instead of traditional hourly billings. 

Tracking time data still remains a 
function of practice management 
software; however, the methods used 
to track time are shifting to a project- 
based model. Projects allow multiple 
tasks, staff members, workflow steps 
and due dates to be assigned.

A s  w o r k 
progresses on 
these projects, 
time data may 
then be tracked by task 
within that project. Upon 
completion of a task, the 
appropriate users in the next workflow 
step are automatically notified and the 
next task may be started.

Traditionally, projects are tracked 
internally through Microsoft Excel 
spreadsheets through paper routing 
sheets. Tasks and staff scheduling are 
often done through data sharing in 
Microsoft Outlook. Practice manage-
ment solutions bridge this gap and pro-
vide the tracking of all tasks, assigned staff 
members and scheduling in one location. 
Since data is maintained in real-time, 
each user can easily view the current 
status of any project.

In addition to shifting to project- 
focused business models, accounting 
professionals are rapidly seeing benefits 
of customer relationship management, 
or CRM. Introductory CRM functions 
are included in practice management 
solutions to allow firms to better manage 
current and future clients by creating and 
maintaining meaningful relationships.

This also provides a marketing 
opportunity to enhance service offerings 
and increase revenue generated from the 
current customer base. The use of CRM 
features may also lead to additional client 
referrals and help focus marketing efforts.

One area that does not seem to be a 
focal point of practice management 
solutions is product integration. Though 
many of the solutions are part of product 
suite offerings, each solution is designed 

to be used as a stand-alone product. 
This lack of vertical product integra-
tion allows users to find a solution 
that works best for them. This is nice 
for smaller firms so they are not 
stuck with a solution that offers 
features they do not need or will 

never use.
Larger firms benefit 

from this by having the 

opportunity to configure a custom 
package and add integration points 
as necessary.

Cloud technology and mobility 
are other areas that have not seen wide 
adoption for practice management. 
Though some vendors are slowly shifting 
to a cloud-based model, the approach 
varies greatly among each vendor.

Most vendors are offering the current 
solution through a hosted environment 
through use of a Citrix interface. Others 
are taking this opportunity to build an 
entirely new product. Currently only 
basic functions, such as entering time 
data or managing client contact informa-
tion, are provided for mobile devices. 
With the growing number of profes-
sionals working in non-traditional loca-
tions, it is becoming vital to integrate 
cloud and mobility technology.

Practice management is vital to any 
accounting firm. Most solutions are fully 
scalable and offer customization options 
to fit the needs of accounting firms of all 
sizes and client focus. At the core of each 
solution is project management and for 
a profession centered on deadlines, 
accurate tracking of these projects is 
important.

The tools integrated into practice 
management do more than just track 
time; they provide accounting firms the 
opportunity to enhance productivity and 
profitability.  ●

Practice Management Tools 
Help Build a Smarter, More 
Productive Firm

REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

•  General navigation/ease-of-use
•  Designed for accounting  

professionals
• Scalability

TIME MANAGEMENT  
CAPABILITIES

•  Time sheets, timers, multi-staff 
views

• Project management
•  Contact management &  

marketing
• Approvals/sign-off process
• HR tracking (PTO, sick, benefits)

INVOICING FUNCTIONS
• Expense tracking options
• WIPs, budget-from-estimate
• AR management
• PO management
• Customization

MANAGEMENT FEATURES
•  Dashboard overviews (AKA 

Snapshots)
• Managerial reporting analysis
• Security features/user roles

INTEGRATION & DATA  
MANAGEMENT

• Data output options
•  Integration w/payroll and  

professional accounting systems
•  E-functions: invoicing, payment, 

remote access

HELP/SUPPORT
• Built-in support features
• System updates
• Support website/documentation
• Live support

Steven is a tax manager for 
North Bay Associates, a family 
group office, and manages a 
tax and technology consulting 
practice in Oklahoma City. 
He has served on the board 
and has recently served as 

chairperson for the Oklahoma Society of CPAs’ 
(OSCPA) Technology Committee. Steven has 
given numerous presentations and training ses-
sions on various technology topics for the OSCPA 
and other organizations throughout Oklahoma.

Steven Phelan, CPA
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PRACTICE MANAGEMENT
Reviews For Your Firm

BEST FIRM FIT
Accounting firms of any size or 
client focus looking to maintain 
client projects and information in 
one location.

STRENGTHS
• Highly customizable interface
• Multiple dashboards provided

POTENTIAL LIMITATIONS
• Separate support contract may 

be required for in-depth program 
support

Practice CS is a complete prac-
tice management solution. Built for 
accounting professionals, the 
solution is designed to be the first 
program opened each workday. 
With a number of integration 
points and effective use of dash-
board technology, Practice CS 
provides access to everything 
needed to manage an accounting 
practice.

SUMMARY & PRICING
Practice CS is designed to meet the 

needs of accounting professionals 
and provides real-time access to 
essential firm, staff and client 
information. The solution is fully 
scalable and may be used by sole 
practitioners as well as multi-loca-
tion accounting firms. With a 
number of integration points and 
effective use of dashboard tech-
nology, Practice CS provides access 
to everything needed to manage an 
accounting practice.

Practice CS may be installed 
locally or be hosted through one of 

the SaaS offerings from Thomson 
Reuters. Pricing for the local 
installation version starts at $2,050 
and includes five-user license. 
Modules required to manage staff, 
clients and projects are priced 
separately and are not priced based 
on the number of users.

800-968-8900
CS.ThomsonReuters.com

Thomson Reuters Practice CS Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930390

5

2013 
OVERALL 
RATING

BEST FIRM FIT
Accounting firms at 20 employees 
or fewer and are currently reliant 
upon Outlook and Excel for prac-
tice management tasks.

STRENGTHS
• Simple, single-screen interface
• Integrated document manage-

ment capabilities
• A la c a r t i nteg rat ion poi nt 

options allow firms to customize 
solution

POTENTIAL LIMITATIONS
• Large firms may require more 

customization
Practice Management 2013 is a 

solution to assist accounting profes-
sionals with end-to-end workflow 
management.  Bui lt  around a 
single-screen interface, Practice 
Management provides all common 
practice management features with 
a unified approach. New this year is 
a refreshed user interface, direct 
integration with Microsoft Office 
products and improved Microsoft 
Outlook sync capabilities. Also new 
for the current release are a number 
of enhancements to the help and 
support offerings.

SUMMARY & PRICING
Practice Management 2013 is 

designed specifically for CPA 
offices and offers a different view of 
practice management from the 

traditional product suite offerings 
from competitors. A single-screen 
interface is used throughout the 
p ro d u c t  to  c reate  a  u n i f i ed 
approach to time entry, billing and 
other administrative functions. 
Practice Management 2013 is 
intended for small accounting firms 
with the typical firm size at 20 
employees or less.

Practice Management 2013 is 
priced per user with a single user 
priced at $600. Multi-user packages 
are available in five-user increments 
and are offered on a tiered discount 
model. Client Portal options are 
priced depending upon storage 
needs and start at $360 for 5 GB of 
storage space. All other produc-
tivity add-ons start at $250, but 
discounts will apply when more 
than one add-on is purchased. 
Annual renewals are priced at 40 
percent of initial purchase price.

661-794-2220
www.officetoolspro.com

Office Tools Professional — Practice Management 2013
Read the full review and see expanded ratings for this 

product online at: 
www.CPAPracticeAdvisor.com/10930373

4.5

2013 
OVERALL 
RATING

BEST FIRM FIT
Business professionals currently 
reliant on Microsoft Outlook for 
tracking client appointments, tasks 
and projects.

STRENGTHS
• Free version available for general 

practice management functions
• Built on top of familiar Microsoft 

Outlook interface
• Inexpensive practice manage-

ment solution

POTENTIAL LIMITATIONS
• L a r g e r  or g a n i z a t io n s  m a y 

require more features and cus-
tomization options

• Project tracking not as complete 
as competitors

Credenza Pro provides enhanced 
organization and functionality for 
Microsoft Outlook. Built for busi-
ness professionals tracking clients 
or projects, Credenza Pro is a 
cost- effective practice management 
solution. Credenza Pro builds upon 
the familiar  look and feel  of 
Microsoft Outlook and brings 
consistent workflow to users. Two 
versions of the solution are cur-
rently available: a free version with 

reduced functionality and a full- 
featured paid version. This review 
will focus solely on the full-featured 
paid version.

SUMMARY & PRICING
Credenza Pro is an add-on solution 
to Microsoft Outlook that inte-
grates practice management tools 
into email, contacts, tasks and cal-
endar appointments. The installa-
tion provides additional functions 
and menu items to Microsoft Out-
look but does not remove any fea-
tures. Since the solution is built on 
top of Microsoft Outlook, the 

additional features do not disrupt 
the end-users, preferred current 
workflow.

Credenza Pro is priced at $24.95 
per user, per month and includes all 
features, updates and technical 
support. A free version is available 
to provide general practice manage-
ment functions, but does not 
include invoicing, calendar sharing 
or technical support.

800-472-2289
www.credenzasoft.com

Credenza Software for Practice Management Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930408

4.5

2013 
OVERALL 
RATING
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PRACTICE MANAGEMENT
Reviews For Your Firm

BEST FIRM FIT
Accounting f irms of any size 
seeking an on-premise practice 
management tool.

STRENGTHS
• Uses dashboard interfaces
• All inclusive solution without 

need to purchase additional 
modules

• Stable and scalable solution for 
firms of all sizes

POTENTIAL LIMITATIONS
• Integration points may require 

custom configuration
ProSystem fx Practice Manage-

ment is a solution designed specifi-

cally for accounting professionals. 
The solution includes a number of 
dashboards and provides users with 
a quick overview of their current 
task and project assignments. New 
for the current year are compati-
bility updates with newly released 
technology from Microsoft as well 
as enhancements to the time entry 
and project management modules. 
Several new reports have also been 
added.

SUMMARY & PRICING
ProSystem fx Practice Management 
offers a sophisticated practice 
management system. Built around 
dashboard technology, the solution 

assists partners and owners in 
better understanding the produc-
tivity and profitability of the firm. 
ProSystem fx Practice Management 
is easily scalable to fit the needs of 
sole practitioners to firms with 
1,500 or more employees. Three 
editions of the solution are pro-
vided for server and workstation 
users.

Pricing for the Office Edition, 
which includes all features men-
tioned in the review, starts around 
$3,500 for a five-user license. The 
Basic Edition, which offers scaled 
back features, starts around $1,500 
for a five-user license. The third 
edition, Enterprise, is designed for 

large organizations with fully 
implemented Microsoft SQL 
technology for other in-house 
software needs. Pricing for the 

Enterprise Edition is priced per 
user. Annual renewal pricing is 
currently set at 35 percent of the 
original purchase and includes all 
product support as well as enhance-
ments and feature updates to the 
solution.

800-739-9998
www.CCHGroup.com

BEST FIRM FIT
Firms of 50 or more employees 
looking for a custom solution to 
maintain staff, client and project 
data.

STRENGTHS
• Custom configuration to meet 

accounting firm needs
• Customized dashboard inter-

faces
• Business intelligence software 

directly integrates

POTENTIAL LIMITATIONS
• No current cloud offering for 

US-based solution
APS Advance Practice Manage-

ment is a practice management 
solution offered exclusively in the 
United States by Commercial 
Logic. At the core of the system is 
project management which is 
c ustom conf ig ured for  each 
accounting firm. New for the cur-
rent year are integrations with new 
document management systems 
and a number of invoice enhance-
ments.

SUMMARY & PRICING
APS Advance Practice Manage-
ment is a solution offering custom 
configurations to meet the needs of 
accounting firms. Built on the 
sturdy Microsoft SQL platform, the 
solution is fully scalable for firms of 
all sizes, but generally firms of 50 
employees or more will yield the 
best results. A number of dash-
boards are provided with APS 
Advance Practice Management and 
may be fully customized by end  
users.

Business intelligence software is 
also available to assist partners in 

improving productivity and profit-
abi l ity of  the f irm as wel l  as 
enhancing dashboard reporting. 
APS Advance Practice Manage-
ment is priced per user and starts at 
around $300 per user. Pricing 
includes the core time and billing 
module as well as all staff manage-
ment, client contact management 
and workflow features. Custom 
conf ig urat ions are  prov ided 
through Commercial Logic and are 
priced depending on firm needs.

603-643-1900 
www.CommerciaLogic.com

BEST FIT
Accounting firms with 75 or more 
employees looking to contain all 
financial, client and engagement 
management under one solution.

STRENGTHS
• Flexible user interface
• Role-based to help ensure data 

integrity

POTENTIAL LIMITATIONS
• Requires a significant amount of 

planning for front-end setup
The Deltek Maconomy Public 

Accounting Solution is a system 
designed specifically for accounting 
professionals and provides tools to 
better manage clients, engagements 
and financial data. Deltek Maconomy 
offers firms in-depth analysis of 
information throughout the system 
as well as a highly customized user 
interface. The system is a good fit for 
firms examining current profitability 
and employee time.

SUMMARY & PRICING
Deltek Maconomy is a solution 
designed for professional service 
organizations looking to gain more 
control over timekeeping, project 
and client management, and back 
office financial information. Deltek 
Maconomy provides users an in-
depth view of the organization as 
well as a highly per-user customized 
interface. Pricing is dependent on 
users with a minimum user base of 
around 75. Typical pricing for a 

75- to 100- user organization 
requires a one-time license fee 
around $1,000 per user. Annual 
renewal rates are offered at a per-
centage of the original purchase 
price.

800-456-2009
www.deltek.com/accounting

CCH ProSystem fx Practice Management

Commercial Logic — APS Advance Practice Management

Deltek Maconomy Public Accounting Solution

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930386

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930434

4.75

4.5

4.75

2013 
OVERALL 
RATING

2013 
OVERALL 
RATING

2013 
OVERALL 
RATING

Read the full review and see expanded ratings for 
this product online at: 

www.CPAPracticeAdvisor.com/10930382
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The 80-80-100 Rule Has Revamped 
Thousands of Payroll Practices

You keep 100% control over your client rela�onships.
Unlike other payroll service providers, we never sell directly to your clients or compete with you.  Plus, we offer 
many other Accountant-Centric solu�ons that let you work closely with your clients, and help you to strengthen 
your client rela�onships.

You keep 80% of the revenue.
With Payroll Relief, we do all the work for you for as li�le as 50 
cents per paycheck. That means you get to keep over 80% of your 
processing fees as pure revenue.

We do 80% of the work.
Our cloud-based, Accountant-Centric Payroll Relief performs 80% 
of rou�ne processing ac�vi�es automa�cally, on �me, and with 
100% guaranteed accuracy. To save even more �me, let your 
clients do data entry and check prin�ng in their offices. What’s
le� for you? Just a li�le supervision!

Special offer: act now and for one full year,
you can process unlimited payrolls for just $997.*

* Limited �me offer. Offer only valid for new Payroll Relief customers. Some restric�ons apply.

Payroll Relief ®
AccountantsWorld® Visit www.80-80-100.com

or call 888-999-1366, op�on 1.

We do 80% of                    
the work... 

You keep 80% of 
the revenue... and

100% control over your 
client relationships.

Data
Entry

Payroll
Processing

Tax
Payments

Filing of
Tax Forms

Prin�ng
Checks

Year-end
Compliance

Ancillary
Services

Payroll
 Relief ®

AccountantsWorld Firm or Client
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COMPANY OVERVIEW
Cloud9 Real Time is an Accredited Managed Ser-
vice Provider delivering dynamic Cloud Solutions 
for Anytime, Anywhere access. Cloud9 is licensed 
by both Intuit and Sage for Commercial Hosting 
and offers a customized, privately labeled all-in-
one virtual office solution. Voted best Hosting 
company by the CPA Practice Advisor Magazine 
for 2012 and 2013, named the K2 Quality Award 
winner for Best Cloud Provider and receiver of 
the 2013 Sleeter Awesome App Award; Cloud9 
Real Time is the most award-winning ASP/Host 
solution for Accounting Professionals. 
Cloud9 Real Time provides clients a secure and 
private cloud solution. On the forefront of cloud 
computing, giving users access to their Applica-
tions, Data and Exchange services in one central 
location, Cloud9 Real Time offers QuickBooks 
hosting as well as custom virtual server creation. 
Never charging for storage, IT or maintenance, 
get your business on Cloud9 today! Learn more 
at www.cloud9realtime.com .

MARKETS SERVED
Cloud9 Real Time has been building custom 
Cloud solutions for Accounting professionals 

since 2000. Branching out to industries with 
similar data retention requirements in the last 
2 years, Cloud9 has clients in the sectors of Ac-
counting, Finance, Banking, Legal, Medical, Con-
struction, Property Management, Professional 
Services and SMB’s.

PRODUCTS
Cloud9 builds custom cloud solutions to fit the 
individual firms’ needs. Hosting over 350 ap-
plications, Cloud9 provides a true Cloud solu-

tion that allows for anytime, 
anywhere access to all of 
your applications, data and 
users in one central location. 
Cloud9 Real Time also pro-
vides outsourced IT services, 
a privately labeled portal for 
client QuickBooks hosting and 
offsite backups for disaster 
recovery. QuickBooks hosting, 
Sage50 hosting and Microsoft 
Exchange Services are also 
available.

A D V E R T O R I A L

AMONG THOSE 

SERVING THE 

TAX & 

ACCOUNTING 

PROFESSION

Cloud9 Real Time
4870 Viewridge Avenue

Suite 100
San Diego, CA 92123

Phone:  
888.869.0076

Website:  
www.cloud9realtime.com

Information:  
info@cloud9realtime.com

Founded:
2000

Customer Support
US Based with a Self Service Help 

Desk as well as Phone, Email,  
Ticketing and Virtual Assistant 

support. Offers 24/7 emergency 
support 365 days a year. 

WHO’S
WHO “Since switching to 

Cloud9 Real Time, we’ve 
reduced our costs, 

increased reliability for 
remote workers, and 

increased the speed of 
our accounting systems. 

Thanks Cloud9!”
Doug Sleeter

Founder, The Sleeter Group, Inc.

AWESOME APPLICATION

10       June 2013  •  www.CPAPracticeAdvisor.com
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MONTHLY MICRO APPS By Brian Tankersley, CPA.CITP, Technology Editor

2 Essential Mobile Tools  
for On-the-Go Professionals

We’re improving our tools for pro-
viding you with your favorite con-
tent from CPA Practice Advisor. In 
addition to our website, which has 
fresh content daily, publish print and 
digital issues every month.

I n eac h i s s ue ,  we add res s a 
number of essential areas for any 
prac t ice, i nclud i ng ma rket i ng 
strategies, tax tools, write-up, and 
small business accounting software. 
Readers can view two years’ of pre-
vious digital versions of the maga-

zine in the archives at www.cpaprac-
ticeadvisor.com/magazine. Files can 
be browsed online or can be down-
loaded as PDF files and viewed using 
any PDF reader.

CPA Practice Advisor’s mobile app 
is now available online and in the 
iTunes App Store. This new version 
provides an easy-to-use interface 
where readers can flip through the 
m a g a z i ne i n a  s pe c i a l  for m at 
designed for the iPad. Mobile app 
users can download and save the 
current issue of the magazine, as 
well as access exclusive online con-
tent from our website.

The CPA Practice Advisor app is 

available for iPad from the iTunes 
App Store, and should be available 
for Android tablets by early summer.

External Batteries and 
Chargers
Anyone who has carried a smart-
phone for a long time has experi-
enced the frustration of trying to 
use your phone when the battery is 
dead. I went to New York for work 
with my family last summer, and 
had to sit at a power outlet for 30 
minutes to bring my dead phone 
back to life so I could locate my wife 
and son. (I suppose I should con-

sider myself lucky that I was able to 
f ind a friendly shop owner who 
allowed me to mooch some elec-
tricity.)

One solution for many devices is 
getting an external portable battery 
pack. These products are available 

in a w ide variety of shapes and 
sizes, but they all pack a significant 
amount of power into a relatively 
sma l l for m factor. My favor ite 
portable power pack is the Power-
Plant from TYLT (www.tylt.com).

This wonderful 5,200 mAh bat-
tery is available with three different 
built-in connectors (Apple 30-pin 
dock connector, iPhone 5 Light-
ning connector, and micro-USB), 
as well as a normal female USB jack. 
The battery charges in six to seven 
h o u r s  (o v e r n i g h t)  u s i n g  t h e 
i ncluded m icro-USB cha rg i ng 
cable, and has an LED indicator so 

that you can know how much power 
the battery holds at any point in 
time. A fully charged PowerPlant is 
always in my travel briefcase, and 
the unit will hold a full charge for 
up to a year.

PowerPlant is designed to charge 
high-capacity devices like the iPad 
and other tablets, and will offload 
power quickly (5V/2.1A) to two 
devices at once. The unit’s design is 
excellent, and has survived 20,000 
air miles since I discovered this 
dev ice at CES this year. At 5.4 
ounces, adding this device to your 
backpack or purse won’t strain your 
back significantly, and might make 
it much easier for you to use your 
smartphone or tablet all day.

TYLT has a wide range of other 
accessories for mobile dev ices, 
including cables, chargers, phone 
and tablet cases, and other devices. 
The TYLT PowerPlant is $69.99 to 
$89.99 depending on the type of 
built-in jack. For more information, 
or to purchase one of their devices, 
visit them online at http://shop.
tylt.com.  

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 wel-
come, and should be emailed to brian.
tankersley@CPAPracticeAdvisor.com.

T
 
his month’s mobile column features the 
CPA Practice Advisor app, as well as 
solutions for when your mobile device is 
“running on empty.”

THE CPA PRACTICE ADVISOR APP IS AVAILABLE FOR IPAD  

FROM THE ITUNES APP STORE, AND SHOULD BE AVAILABLE  

FOR ANDROID TABLETS BY EARLY SUMMER.
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Call 1-866-820-6381  today to get one year free.

Introducing Intuit® Full Service Payroll, the only outsourced payroll with click-free data 
sync. There’s no manual entry or imports to QuickBooks—just seamless data integration. 
Simply enter hours online and we take care of the rest, including taxes and filings. And 
there’s U.S.-based support, plus online technology to catch errors before they happen. 
Those are facts your clients can love, too. Learn more at IntuitFSPayroll.com.

 Fro m  t h e  m a ke r  o f 

 QuickBooks®

See offer details at IntuitFSPayroll.com. ©2012 Intuit, Inc. All rights reserved.

THE FACTS:

There’s no manual entry or data imports.

2 . 3.
Accountants love facts

.

1 .
Intui t Full Servic

e Payroll

is the only outs
ourced 

payroll that sea
mlessly 

syncs wi th Quic
kBooks.
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NOT-FOR-PROFIT SYSTEMS
Reviews For Your Clients

Non Profits Need More 
Than Traditional Small 
Business Accounting  
Software
By Mary Girsch-Bock

A
c c o r d i n g  t o  t h e 
National  Center  for 
Charitable Statistics, 
more than 1.5 million 
nonprof its  are cur-
rently registered in the 
U.S. But with a median 
budget of  less than 

$90,000, most nonprofits are also 
small businesses. And while non-
profits need to create a sustainable 
business model in order to fulfill 
their mission and be successful and 
sustainable, they also need to make 
a profit.

While there is no software product 
that will help nonprofits earn a profit, 
adequate software certainly makes the 
job a bit easier. They certainly con-
tribute to the ability to produce solid 
financial reporting, while also assisting 
nonprofits in cash management and 
expense tracking. W hile this is a 
necessity for all businesses, it’s par-
ticularly useful in the nonprofit sector, 
where donor funds and grants play a 
large part in providing adequate 
funding for nonprofit programs.

Technology needs vary according 
to the nonprofit. Some nonprofits 
operate solely on contributions from 
private donors. Having a software 
product that can manage those donors 
is a necessity. Other nonprofits get the 
majority of their funding from grants; 
either foundation grants or more 
complex government grants, where 
s o l i d  g r a n t  m a n a g e m e n t  a n d 
accounting is a necessity. Most grants, 
particularly government grants, need 
to be tracked in detail; everything from 
managing expenses, setting up and 
maintaining budgets, to determining 
administrative overhead.

On top of these very specific needs, 
nonprofits need to track everyday 
expenses as closely as any small busi-
ness – or large business. Revenues 
from products and services need to be 
recorded, expenses tracked, and ven-
dors and employees need to be paid.

Obviously, the needs of a small 
nonprofit will vary greatly from those 
of a multi million dollar nonprofit. The 
products we reviewed in this issue vary 
significantly as well. Some are truly 
designed for smaller nonprofit organi-
zations; inexpensive to purchase, easy 
to install, and have only a slight 
learning curve. Others are designed for 
larger nonprofits, and contain a long 
list of available modules and more 
complex installation and setup require-
ments – along with a more significant 
price tag.

Only you and your client can decide 
what level of product is the right level.

In this review, we looked at several 
separate areas that we feel are impor-
tant to all nonprofits, whether their 
a n n u a l  re v e n u e  i s  $ 5 0 , 0 0 0  o r 
$5,000,000. These are:
• Basic System Functions – where 

we look at the program format; is it 
a desktop format, SaaS, or both? We 
also look at just how easy it is to 
setup and navigate through, and 
look at the modules available. 

• The Core NFP/Fund Accounting 
Capabilities section looks at the 
program functions specific to non-
profits. Can users create multiple 
budget types? Does the program 
offer grant management or donor 
management modules? How flexible 
is the account structure? 

• The Management Features section 
looks at the availability of manage-

ment tools such as dashboards, 
forecasting tools and expense con-
trol features. 

• The Financial Statements and 
Reporting section looks at the type 
of reports available and if they are 
customizable. It a lso examines 
repor t i ng for mats a nd e x por t 
capability.

• The Integration/Import/Export 
section looks at how easy it is to 
i mpor t d at a f rom t h i rd pa r t y 
applications, whether users can 
export data to those applications, 
and how wel l the core product 
works with add-on modules and 
other applications.

• The Help/Support section looks at 
suppor t opt ions avai lable, the 
availability of help functionality, 
and what product training options 
are available. We finish the review 
up with a product summary and 
pricing.

Most products have downloadable 
demos available so users can give them a 
test drive. While all of the products are not 
suitable for all of the nonprofits, there is at 
least one that will fit your client’s needs. ●

REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

•  Installation
• General Navigation/Ease-of-Use
•  Modules
• Scalability

CORE NFP/FUND  
ACCOUNTING CAPABILITIES

• Account Structure/Types
• Multiple Transaction Types
• Budget Management/Tracking
• Multiple Budget Types
• Donor Management/Tracking
• Grant Tracking
• Automatic Fund Balancing
• Multiple Year-End Closings
• Audit Trail
•  E-Features

MANAGEMENT FEATURES
• Dashboards (snapshots)
•  What-If Analysis & Budgeting  

Scenarios
•  Security Features/User Roles
• Spending Control Functions
• Collections
• Fundraising
• Document Management Capabilities

FINANCIAL STATEMENTS  
& REPORTING

• Customization Capabilities
• Financial Statements
• FASB/GASB Reporting
• Endowment/Grant Reporting
• Reporting Export Options

INTEGRATION/IMPORT/EXPORT
•  Data Transfer/Import
•  Integration w/Vendor’s Other Products
• External Program Integration
•  Remote Accountant Access or Online 

Accountant Data Transfer Tool

HELP/SUPPORT
•  Built-in Support Features
•  System Updates
• Support Website/Documentation
• Training Options
•  Live Support

Mary
Girsch-Bock  

14       June 2013  •  www.CPAPracticeAdvisor.com

Mary began 
her career as an 
accountant in the 
property management 
industry, later moving 
into the healthcare 
industry. She is now 
a freelance writer 

specializing in business and technology issues 
and is the author of her first book, several 
HR handbooks, training manuals, and other 
in-house publications. She can be reached at 
mary.girschbock@cpapracticeadvisor.com.
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NOT-FOR-PROFIT SYSTEMS
Reviews For Your Clients

BEST FIT
The Financial Edge from Blackbaud 
is ideally suited for mid-sized to 
large nonprofit organizations, and 
government entities that have 
c o m p l e x  m a n a g e m e n t  a n d 
reporting needs, as well as the need 
for comprehensive donor and grant 
management capability.

STRENGTHS
• Excellent budget management tools
• Long list of add-on and comple-

mentary modules

• Easi ly created custom dash-
boards

• Sol id i nteg rat ion w it h T he 
Raiser’s Edge and The Education 
Edge

• Customizable by focus, solution, 
or goal

• Flex ible, scalable product is 
suitable for just about any non-
profit organization

POTENTIAL LIMITATIONS
• System setup can be time con-

suming

• Learning curve can be steep for 
some users

The Financial Edge from Black-
baud is part of Blackbaud’s wide 
selection software designed for 
nonprofit organizations, educa-
tional facilities, and government 
entities. The Financial Edge is both 
powerful and easy to use  — an 
unusual combination.

SUMMARY & PRICING
On-Site licensing of The Financial 
Edge starts at $2,995.00 for a 

three-user system. Subscription 
pricing begins at $299.00 per 
month for a single user.  The 
Financial Edge remains one of most 
comprehensive nonprofit software 
products available on the market 
today, and with a long list of system 
add-ons, is a scalable system that 
users will never need to replace.

800-443-9441
www.blackbaud.com

Blackbaud, Inc. — The Financial Edge Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930202

5

2013 
OVERALL 
RATING

BEST FIT
Sage 50 (formerly Peachtree) 
Nonprofit Accounting is an ideal fit 
for smaller nonprofit organizations. 
While terminology is not neces-
sarily nonprofit specific, it contains 
a solid selection of management 
tools and good reporting capability.

STRENGTHS
• Affordably priced
• Excellent help functionality and 

training tools
• Easy to set up
• Solid Reporting options
• User-friendly interface

 

POTENTIAL LIMITATIONS
• Organizations can outgrow
• Limited nonprofit specific fea-

tures

SUMMARY & PRICING
Sage 50 Nonprofit Accounting 
starts at $569.00 for a single user 
system, with a three-user license 

running $999.00. W hile not a 
nonprofit specific product, Sage 50 
Nonprofit  Accounting offers 
smaller nonprofits a reasonably 
priced financial solution with 
excellent reporting capability.

877-495-9904 
www.Sage50Accounting.com

Sage 50 Nonprofit Accounting 2014 Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930257

4.5

2013 
OVERALL 
RATING

Blackbaud Gives a Financial Edge for Non-Profit Accounting
Non-profit organizations come in all sizes, from 
international relief  agencies to local sports leagues, 
but they also have a varying range of  complexity 
when it comes to their accounting needs. For Hume 
Lake Christian Camps, these challenges are abundant.

The organization may be recognized as a church, 
but the services that Hume offers to its guests 
and the facilities it manages makes it almost more 
comparable to running a municipality. At its main 
locations in California’s Sierra Nevada Mountains 
and in New England, Hume maintains not only it 
various lodges and other buildings, but even has its 
own public works to maintain roadways, utilities 
and construction projects on its 360 acre-California 
location and 400 acre Massachusetts one.

With a full-time staff  of  about 120 that swells 
to around 500 with seasonal staff  in the summer, 
Hume’s camps are visited by about 40,000 campers 
each year, from church youth groups to events 
designed for adults and family groups. The main 

camp areas are year-round, while the organization 
also runs a four-week camp in San Diego.

While this aspect might sound similar to man-
aging a resort property, Hume also has the financial 
needs of  a non-profit, ranging from keeping track 
of  previous guests and volunteers, working with 
churches across several states, donor management 
and fund accounting, along with the expected staff  
management issues. But that’s not all Hume does. 
They also have various retail outlets, including a 
coffee company, clothing line, various food service 
offerings, a general store and a gift shop, all designed 
to serve their wide variety of  guests.

Managing the finances at the heart of  all of  
this activity is an immense challenge overseen by 
CFO John Hughes, a CPA with a prior background 
at a Big 4 firm. The organization first turned to the 
Blackbaud Financial Edge accounting system in 
2004, then later added Blackbaud’s Raiser’s Edge 
for integrated fundraising and donor management 
functions. Hughes joined Hume Christian Camps in 
2009, and set out on a mission to optimize their use 
of  the Blackbaud programs.

“The original implementation wasn’t done as 

effectively as it should have been because of  how 
we transferred the data into it,” Hume noted. “So, 
we reimplemented with Blackbaud and the flower 
of  Financial Edge really blossomed, allowing us 
much more flexibility for all levels of  staff, from 
finance to camp directors, managers and others who 
use financial statements. Now they can quickly see 
and manage the information that’s most important 
to them, from sales margins in retail outlets, to AP 
and AR, and project management details.”

For Hume, he said the biggest advantage to 
Financial Edge was being able to more accurately 
and efficiently manage financial performance and see 
the bigger picture, while the Raiser’s Edge system 
greatly enhanced tracking of  donor relationships 
with past campers, alumni, staff  and other groups.

Throughout the implementation and since, he 
says Blackbaud’s customer service has been integral 
in achieving success at Hume. “They are always 
available and help provide guidance for all areas, 
and they’ve been supportive of  our changing needs 
as we grow.”

S P O N S O R E D  C O N T E N T

READ THE 2013 REVIEW OF 
BLACKBAUD’S FINANCIAL EDGE

FIR
ST-H

AND
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NOT-FOR-PROFIT SYSTEMS
Reviews For Your Clients

BEST FIT
AccuFund Accounting Suite for 
Nonprofits is a fully integrated 
nonprofit software product ideally 
suited for mid-sized nonprofits that 
require program flexibility along 
with solid accounting functionality.

STRENGTHS
• Scalable product, with long list 

of add-on modules available

• Available in both Desktop and 
SaaS versions

• Solid reporting options
• Extensive list of nonprofit spe-

cific modules and features
• E x c e l l e n t  d a s h b o a r d  a n d 

employee portal

POTENTIAL LIMITATIONS
• Users will need to invest upfront 

time in training and system setup

SUMMARY
AccuFund Accounting Suite for 
Nonprofits is a scalable product 
well suited for small to mid-sized 
nonprofits that require excellent 
donor and grant management 
capabi l it ies along w ith solid 
r e p o r t i n g .  A  G o v e r n m e n t 
Accounting Suite is also available. 
AccuFund pricing begins at $2,995 

for a single user system, with the 
SaaS version starting at $385.00 per 
month, with pricing dependent on 
number of system users.

877-872-2228 
www.accufund.com

BEST FIT
QuickBooks has always been 
designed with the small business 
owner in mind, and their industry- 
specific versions are no exception, 
making this a great fit for the 
smaller nonprofit that does not 
require complicated or extensive 
s y s t e m  c a p a b i l i t i e s .  S o l i d 
accounting and good reporting 
makes this a great option for non-
profits with a limited budget.

STRENGTHS
• Easi ly a f fordable and easi ly 

installed
• Numerous tutorials and getting 

started guides available
• Solid reporting capabilities
• Addition of nonprofit specific 

vocabulary
• Great select ion of apps and 

add-ons available

POTENTIAL LIMITATIONS
• Limited true fund accounting 

capability

• Limited donor management 
capability

A perpetual favorite among small 
business owners, QuickBooks 
Premier Nonprofit edition offers 
small nonprofits the same afford-
able financial software along with 
industry-specific accounting func-
tionality for small nonprofits.

SUMMARY & PRICING
QuickBooks Premier Nonprofit is 
currently available for $399.95 for 
a single user, with different pricing 

options available for those with 
multiple users. QuickBooks con-
tinues to find ways to improve their 
existing product, and the 2013 
version of QuickBooks Premier is 
no exception, making it an excellent 
choice for the small and growing 
nonprofit organization.

866-379-6636
www.quickbooks.com

BEST FIT
Araize Fast Fund Accounting is 
ver y wel l  suited for smal l  to 
medium sized nonprofits organiza-
tions with limited resources and 
personnel who desire nonprofit 
specific software.

PRODUCT STRENGTHS
• Easy to set up and navigate
• Available in two editions: Basic 

or Premium

• Program designed by CPAs and 
fund raising professionals

• S ol id bu d ge t  m a n a ge me nt 
capability

• Excellent fundraising module 
available

POTENTIAL LIMITATIONS
• Will be phasing out desktop 

version
• No doc u ment ma nagement 

function available

Araize has been providing soft-
ware solutions aimed at nonprofit 
organizations since 1985. Their 
latest version of FastFund is cloud-
based, providing users with SaaS 
technology at an extremely afford-
able price.

SUMMARY & PRICING
A ra i ze  Fa s t Fu n d  No n p ro f i t 
Accounting is an excellent non-
profit specific software product 

ideally suited for small to mid-sized 
organizations. FastFund is afford-
ably priced with the Standard ver-
sion priced at $35 and the Premium 
version running $75 a month.

919-460-3990 
www.araize.com

AccuFund Accounting Suite for Nonprofits 

QuickBooks Premier – Nonprofit Edition

Araize Inc. — FastFund Nonprofit Accounting

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930213

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930271

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930261

5

4.5

4.75

2013 
OVERALL 
RATING

2013 
OVERALL 
RATING

2013 
OVERALL 
RATING

BEST FIT
eTEK is a relatively recent addition 
to the nonprofit network, designed 
for small to mid-sized nonprofit 
organizations.

 PRODUCT STRENGTHS
• Available for desktops or as SaaS
• Those familiar with Microsoft 

Office 2007 or later will f ind 
navigation easy

• Solid accounting functionality 
with a strong AR module

• Fund Raising and Donor Man-
agement module available

• Excellent import/export capa-
bility

POTENTIAL LIMITATIONS
• Cost may be too high for very 

small nonprofit organizations
• Nonprofit specif ic reporting 

options appear to be limited
Building off the success of earlier 

versions this updated and rede-
signed product is built to provide 

solid nonprofit financial manage-
ment to smaller nonprofit organiza-
tions and government entities.

SUMMARY & PRICING
eTEK Fundamentals currently runs 
$3,995.00 for a basic one- to 
three-user system, which includes 
GL, AP, AR Financial Reporting, 
Budgeting, Cash Management and 
CRM. All add-on modules are 
additional, with prices starting at 
$995.00. Training costs $250 per 

module; and annual support runs 
20% of total license fees. The basic 
SaaS version of eTEK is $283.00 per 
month plus hosting fees. eTEK 
offers small to mid-sized nonprofits 
and government agencies an 
attractive option that is fully scal-
able and available in two delivery 
models. SQL Server versions are 
available for larger organizations.

800-888-6894
www.etek.net

eTEK Fundamentals Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930274

4.5

2013 
OVERALL 
RATING
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NOT-FOR-PROFIT SYSTEMS
Reviews For Your Clients

BEST FIT
Serenic Navigator from Serenic 
Software is well-suited for 
mid-sized to large nonprofit 
organizations, government 
entities and other non-govern-
ment organizations (NGOs). 
Completely integrated, Serenic 
offers users a robust financial 
management suite of products; 

although the recent development of Serenic Navi-
gator Online means that even smaller nonprofits can 
benefit from this scalable product.

STRENGTHS
• Excellent budget capability
• Scalable, with impressive selection of add-on 

modules
• Available as a Windows Client or SaaS subscrip-

tion
• Solid integration with Microsoft applications
• Excellent reporting capability

POTENTIAL LIMITATIONS
• Cost can be prohibitive
• Learning curve may be steep
• Requires a solid time commitment to set up

Serenic Navigator is a powerful product, optimally 
designed for larger nonprofit organizations. Powered 
by Microsoft Dynamics NAV, Serenic Navigator is 
available as a client/server software product, or can 
be delivered as a SaaS subscription.

SUMMARY & PRICING
The Starter Pack from Serenic Navigator currently 
runs $13,000 and includes licensing for three users. 
The Extended Pack runs $12,000 for a single user, 
with additional full user licenses running $5,000 
each. Limited users can also be purchased for $1,000. 
Online subscription pricing for the Serenic Navi-
gator Starter Pack is $588 per month, and includes 
three full users, five limited users and the Microsoft 
Azure hosting fees.

The Extended Pack subscription price is $376 per 
month. Additional full users can be purchased at 

$122 per user/per month, and additional limited 
users are available for $18 per user/per month. 
Serenic Navigator is a comprehensive, complex 
product that can truly shine. An excellent choice for 
larger nonprofits, the advent of the online SaaS 

version allows smaller nonprofits to utilize this 
excellent product as well.

877-737-3642
www.serenic.com

Serenic Navigator 2013 Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930231

5

2013 
OVERALL 
RATING

Nonprofit Reporting  
on your mind?
Help your nonprofit clients meet their deadlines.  

• Internal reporting. 
• Funder/Grant reporting. 
• Board reporting. 
• Compliance reporting.

AccuFund has your cloud or on-premise solution! 
Our complete, integrated accounting and fundraising 
solutions are designed exclusively for nonprofits.

Enhance your reporting responsiveness, save time  
every month, and lower your costs with AccuFund. 
Learn more at www.accufund.com/reporting-cpa  
or call 877-872-2228 x215.

For more information, please go to CPAPracticeAdvisor.com/10014841

PLUGGED IN?
Facebook:  

www.facebook.com/ 

cpapracticeadvisor

Twitter: 
www.twitter.com/ 

cpapracadvisor

LinkedIn: 
www.linkedin/in/ 

cpapracticeadvisor
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NOT-FOR-PROFIT SYSTEMS
Reviews For Your Clients

BEST FIT
Small to mid-sized organizations 
would benefit the most from 
Denali, which offers easy system 
setup, the ability to handle multiple 
fund accounts, and an affordable 
price tag.

STRENGTHS
• Great user interface

• Extensive help function
• Scalable, w ith the abi l it y to 

purchase additional modules as 
needed

• Reasonably priced
• Anywhere access available

POTENTIAL LIMITATIONS
• Data entr y screens could be 

more intuitive
 

Cougar Mountain Software has 
been in business for over 31 years 
and continues its tradition of 
offering small to mid-sized compa-
nies an affordable financial software 
product. Denali, from Cougar 
Mountain Software, is a modular 
financial system that offers fund 
accounting capability, ideal for 
nonprofits handling multiple funds.

SUMMARY & PRICING
Denali Fund Full Suite Accounting 
is available for $5,193 and includes 
GL, AP, AR, Bank Reconciliation, 
and Purchase Order, Payroll, and 
Crystal Reports modules. Any 
add-on modules are extra.

800-390-7073
www.cougarmtn.com

Cougar Mountain Software — Denali FUND Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930224

4.5

2013 
OVERALL 
RATING

BEST FIT
CYMA is a comprehensive financial 
management system designed for 
mid-sized nonprofits and govern-
ment entities that require scal-
ability, customization and solid 
reporting.

PRODUCT STRENGTHS
• Excellent customization capa-

bility

• Streamlined data entry options
• Strong budgeting capability
• Grant tracking option available
• Users can purchase modules as 

needed

POTENTIAL LIMITATIONS
• Can be expensive depending on 

user/module numbers
• Setup can be time consuming

No stranger to the nonprofit 

world, CYMA has offered software 
solutions to nonprofits since 1980. 
CYMA is modular in design, 
offering a flexible, scalable product, 
with users able to purchase the 
modules they need, and add the rest 
at their convenience.

SUMMARY & PRICING
CYMA remains a solid nonprofit 
financial management product that 

continues to improve with each 
new release. Ideally suited to mid-
sized nonprofits, CYMA modules 
begin at $645.00 per module with 
a three-module system running 
right around $2,000.00.

800-292-2962 
www.cyma.com

CYMA Not For Profit Fund Accounting Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930276

4.75

2013  
OVERALL 
RATING

BEST FIT
Fund E-Z is nonprofit accounting 
and fundraising software designed 
for small to mid-sized nonprofit 
organizations and government 
entities.

STRENGTHS
• Intuitive user interface
• Scalable, with two product edi-

tions available

• Excellent fundraising module 
can be utilized as a stand-alone 
product or integrated with the 
accounting product

• Excellent budgeting capability
• Excellent reporting options

POTENTIAL LIMITATIONS
• Lack of dashboard functionality
• Limited e-functions available

In business for more than 21 

years, FUND E-Z Development 
Corp. offers small to mid-sized 
nonprofit organizations a product 
that has been completely revised 
and is now available in both basic 
and pro-editions for added scal-
ability.

SUMMARY & PRICING
FUND E-Z Accounting – Basic 

currently runs $1,995 for a single-

user system. The Pro version is 
available for $3,490. FUND E-Z’s 
Fund Raising module is available 
for $995. With scalability and easy 
online access, FUND E-Z is an 
excellent choice for the smaller 
nonprofit looking for software to 
grow along with them.

877-696-0900 
www.fundez.com

FUND E-Z Nonprofit Accounting and Fund Raising Software
Read the full review and see expanded ratings 

for this product online at: 
www.CPAPracticeAdvisor.com/10930312

4.75

2013 
OVERALL 
RATING

BEST FIT
Sage 100 Fund Accounting is ideal 
for mid-sized nonprofit organiza-
tions and government entities that 
require comprehensive fund man-
agement, custom budgeting and 
grant management capability.

STRENGTHS
• Deliverable in t wo formats: 

desktop or cloud-based
• Extensive budgeting customiza-

tion
• Affordable single-user system 

makes it accessible to smaller 
nonprofits

• Broad select ion of modu les 
wh ich ca n be pu rcha sed a s 
needed

POTENTIAL LIMITATIONS
• The costs can be prohibitive 

depending on users and modules 
needed

• Complex system installation and 
setup

Designed for nonprofit organiza-
tions and government entities, Sage 

100 Fund Accounting is a compre-
hensive financial software product 
that offers superb fund accounting, 
comprehensive reporting and grant 
management capabilities. Ex-
tremely scalable, Sage 100 Fund 
Accounting offers an extensive list 
of system modules that can be 
added to the core system at any 
time.

SUMMARY & PRICING
Sage 100 Fund Accounting is 

available in a single-user version for 

$2,995. The online version of Sage 
100 Fund Accounting starts at $249 
per month. The Online version of 
Sage Nonprofit Online starts at 
$349 per month and includes Sage 
100 Fund Accounting, Sage Grant 
Management, Sage Fundraising 
Online and Sage Fundraising 50 
products. Extremely scalable, Sage 
100 Fund Accounting is suitable for 
nonprofits of just about any size.

800-811-0961
www.sagefundaccounting.com

Sage 100 Fund Accounting Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/10930280

5

2013 
OVERALL 
RATING
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August 27-28, 2013
Donald E. Stephens Convention Center
Rosemont, Illinois

16 Hours of Quality CPE for Only $295
Including 7.5 CLE, 10 CFP, 2 Ethics and EA Credits

FREE Access to Over 80 Exhibitors 
and Sponsors Including:

GarelliWong JacksonWabash               AlliantSM

Elite/Gold Sponsor                                                               Elite/Silver Sponsor
Show Track Sponsor
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312.993.0407.
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FROM THE TRENCHES By Randy Johnston  

Billing or Practice 
Management — 
What’s Needed for 
Your Firm?

We’re not after world domination 
or running the biggest f irm, but 
we’re not lazy either. We do want to 
get paid a reasonable value for our 
knowledge, effort and time. A good 
practice management (PM) system 
can help us do that job well, or a bad 

PM system can get in the way and 
make our client experience worse 
or at least more diff icult than it 
needs to be.

T h e r e  a r e  r e l a t i v e l y  f e w 
accounting f irm centric bi l l ing 
products. We maintain a l ist of 
them at: http://www.cpafirmsoft-
ware.com/sof t ware-solut ions# 
practice and this publication fre-
quent ly rev iews many of these 
offerings. The bigger questions are 
what are you trying to accomplish 
and what are you trying to mea-
sure? Historically, most accoun-
tants ask for and receive without 
question more detail and reporting 
than they ever really look at. 

So, What Are Your Needs?
Before any systems or application 
replacement initiative, it is wise to 
reflect on your needs before entering 
the sales process. For billing and 
practice management systems, you 
understand your pain points better 
than any article or sales person can 
describe them. But as noted before, 
what are you trying to accomplish? 
Based on your view of the world, 
some of the following features will 

be very desirable and others might 
be useless.
•  Reporting by Niche, Location, or 

Partner — if the firm is going to 
focus, appropriate reporting is helpful. 
This might include breakdowns by 
areas of the practice including niche 
focus, locations, partners or other 
special reporting needs. Systems that 
provide reporting in real-time or at 
least provide daily summaries have 
particular attraction.

• Credit Card Acceptance and ACH 
Tracking — although accepting 
credit cards for professional fees is a 
fairly new phenomenon in the 
accounting profession and many of us 
would prefer to not accept them, some 
clients are quite insistent on using 
their credit cards to pay firm bills. 
When you look at the cost of handling 
checks plus assess the risk of non-
payment, accepting a credit card may 
not be a bad thing. It might be even 
better if you are supporting payment 
systems such as Sage Payment Solu-
tions, Intuit GoPayment or one of the 

many providers who can provide your 
clients with reduced clearing fees 
while integrating into your accounting 
system and providing the service at 
reduced charges to your firm. Our 
favorite transaction though, is the 
ACH (Automated Clearing House) 
entry since the money moves from 
the client’s bank account into the 
firm’s with minimal transaction fees.

• Portals — your firm’s portal may be 
a function of your document manage-
ment system, a stand-alone portal or 
one implemented using a technology 
strategy. Really productive portals 
should be integrated into your billing 
system to provide client information, 
automated payment support and the 
ability to secure, publish or withdraw 
a portal.

• Simple Recurring Billing — if you 
have converted the majority of your 
client base to fixed fee billing that is 
supported by an invoice, then you will 
need to look for a recurring billing 
feature. It is even better if the system 
has the ability to email the bill or 

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
 
here are a number of strategies being 
promoted as the latest, easiest and/or 
best way to run your practice. Current 
thinking includes value billing, recur-
ring flat billing, niche strategies, 

international, and so on. Most of us have limited 
resources or bandwidth, and frankly, just want to 
take care of clients and have a reasonably good life.
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FROM THE TRENCHES

simply not send a bill to your client at 
all. The key is to get a transaction in the 
system with minimal effort so you can 
receive a payment.

• Simplified Timekeeping — some 
systems have made time entry so 
painful, it has led to the cry of taking 
away the time sheet. Tracking time can 
give you the cost basis for services 
performed and even if you only use 
value billing, the time information can 
provide useful management reporting. 
You will certainly want time entry to 
be simple and not particularly granular.

• Business Development — many PM 
systems are weak in the area of business 
development. There is rarely enough 
contact, activity, sales pipeline or 
marketing campaign information 
within PM systems to do business 
development well. You may need to 
add CRM (Customer Relationship 
Management) systems using products 
such as Results CRM, Microsoft CRM 
or Sage CRM.

• Different Billing Formats — different 
clients or different styles of engage-
ments may warrant different styles of 
billing. Culturally, we understand that 
some partners may want to use dif-
ferent billing formats. You should 
decide on the firm’s strategy, and make 
sure your PM system can produce what 
is needed.

• Realization Reporting — was it a 
profitable engagement or not? What 
dropped to the bottom line and what 
percentage realization are we seeing 
among specific team members or in 
certain classes of engagements? Your 
system should easily produce this level 
of reporting.

• Integration into Other Systems — we 
have a long standing preference of the 
suite approach including PM, tax, 
document management, portals and 
the like. If your PM system is not part 
of an integrated suite, be particularly 
careful to identify how integrations are 
made to your key operational systems.

• Scheduling — this function may or 
may not be included in your PM 
system, but you do need to understand 
how this job will be done. Your PM 
system should have enough informa-
tion about team members to select 
people by skill sets, interests and prior 
engagements with clients.

• CPE Tracking — you may have access 
to external systems from your State 
Society that perform CPE tracking. If 

not, having this capability in your 
system will let you build a career path, 
do a better job of scheduling people in 
and out of the office, and fit the right 
skills in team members to the right 
engagements.

• Integration into Email Systems such 
as Microsoft Outlook — it seems 
automatic that your practice manage-
ment system should tie into Exchange, 
O u t l o o k  a n d  y o u r 
smartphone, but don’t 
count on it. Some systems 
have integration from the 
PM system into many 
other systems and some 
PM systems seem to be 
completely independent. 
Think about integration 
into your phone system 
as well.
This list is not intend- 

ed to be comprehensive, 
but merely ref lective of 
feat u res av a i l able i n 
products that are in the 
market today. Publishers 
like AccountantsWorld 
w it h PowerP r ac t ic e , 
C C H  w i t h  P r a c t i c e 
M a n a ge ment ,  I nt u it 
Practice Management, 
Thomson with Practice 
CS, Prac t ice Eng i ne, 
A PS, TPS, and Off ice 
Tools Professional al l 
have offerings that offer 
many of the capabilities 
above.

But That’s Not 
All! 
Billing or Practice Man-
agement is much more 
than the features or the 
system. Implementation 
of a new billing or PM 
system takes planning 
a nd d i r e c t l y  a f f e c t s 
ever yone in the f irm. 
Training sessions must 
be held for all levels of 
personnel, and proce-
dures that were second 
nature while using an old 
system, become new and 
could potentially require 
mo r e  t i me i n i t i a l l y. 
Integrations, reporting 
and features that you had 
become used to in the old 

system may not ex ist or can be 
implemented in a different fashion.

However, at the end of the imple-
mentation cycle, you should see 
improvement and a number of your 
initiatives met. Do the smart business 
management task, and honest ly 
evaluate how this project came out 
against your expectations. W hat 
could you do differently or better? If 

you discover incomplete implementa-
tion or other system deficiencies or 
errors, start a small project to finish 
or repa ir. Your in it ia l a na lysis , 
selection, implementation experi-
ence, approach and correct comple-
tion will make your next business 
project easier to manage.   

For more information, please go to CPAPracticeAdvisor.com/10015529
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GREAT PRACTICES BERNARD N. ACKERMAN

T
he firm of Bernard 
N .  A c k e r m a n , 
CPA, PA (BNA), 
has long been on 
t h e  t e c h n o l o g y 
bandwagon. Firm 
ow ne r,  B e r n a rd 
( B e r n i e)  A c k -

erman, has always held tight to his 
assertion that technolog y is an 
essential element of a successful 
firm.

“I consider our firm tech-savvy,” 
Ackerman stated. “We work very 
hard to stay ahead of technology 
changes so we can continue to 
operate at peak efficiency.”

In fact, BNA started its paperless 
journey well over a decade ago. 
Ackerman explained that the firm’s 
first step into the world of paperless 
began with moving to digital docu-
ment storage. “It all started with our 
attempt to automate document 
filing. We knew we could be more 
productive if our documents were 
stored electronically.”

After implementing a third-party 
electronic file storage application, 
the firm started to realize the value 
of working digitally, which all but 
e l i m i nated ma nu a l f i l i ng a nd 
searches.

Fast-forward to today and BNA is 
firmly in the Cloud. The firm first 
adopted CCH’s SaaS-based practice 
management solution, and in 2012 
i m p l e m e n t e d  C C H ’s  n e w l y 
launched SaaS tax solution—CCH 
Axcess.

“A lot of firms would not have 
adopted a newly released Cloud-
based tax solution just before the 
start of tax season, but based on our 
positive experience with CCH’s 
SaaS practice product, we figured, 

why not?” explained Ackerman. 
“A xcess is dynamite! We process 
approximately 1,600 individual 
returns and 300 business returns, 
and we had very few problems …
even with the late e-filing start.”

At the helm of a technolog y-
driven firm, Ackerman explained 
that practitioners must consider 
technology improvements beyond 
just applications if they are to realize 
true efficiency gains.

“Four monitor workstations are 
standard in our firm. We also make 
good use of video conferencing with 
Face Time to stay in contact with 
clients, conduct interviews, and 
communicate in real-time firm wide. 
Firms have to consider the entire 
technology picture … there are lots 
of pieces and parts. Our system is 
solid, which helped us experience a 
relatively painless tax season.”

While his firm covers all the bases 
in regard to technology, Ackerman 
is generous in his praise of CCH 
A xcess and the part the solution 
played in easing typical tax season 
issues. “It’s a wonderful Cloud-based 
tax solution, and in the Cloud is 
where we want to be. Support for the 
product is also fantastic. Support 
folks have worked closely with us to 
improve speed.”

Beyond Tax Season 
Efficiency Gains
Ackerman’s vision for technology 
doesn’t stop at internal tax process 
improvement. He also understands 
technology enables his firm to offer 
value-added client services, enhance 
the client accounting process, and 
reduce IT costs.

Offering cl ients higher-value 
services is core to BNA’s business 

model. And in order to provide these 
elevated services, Ackerman knows 
that his staff can’t be mired down 
with manual tasks.

“We are a firm of 16 full-time staff 
members, and 12 of those are CPAs,” 
Ackerman ex plained. “Because 
we’ve developed a streamlined 
system, we don’t have the need for a 
large administrative staff to handle 
manual duties. This frees us to hire 
more CPA s w ho c a n foc u s on 
higher-value client services like 

consulting and strategic planning.”
Offering high-end options serves 

to strengthen the firm’s role as the 
clients’ most trusted advisor. And 
m o r e  a n d  m o r e ,  c l i e n t s  a r e 
requesting consultative services. 
“Clients want year-round strategic 
planning. They look to us for advice 
and guidance. And this is the type 
of relationship we want to build with 
our clients.”

Ackerman explained that his firm 
is now focused on streamlining the 

Conquering Tax Season from the Cloud
Forward-thinking firm harnesses the power of leading Cloud-based tax 
solution to ease the pain of tax season … and beyond.
Kristy Short, Ed.D

Bernard N. Ackerman, CPA, PA, Certified Public Accountants  
www.bnacpa.com
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client accounting process as well. 
The goal is to support a completely 
Cloud-based work f low to more 
efficiently serve clients.

“The plan is to move completely 
to the online versions of cl ient 
accounting software, like Peachtree 
and QuickBooks Online. We don’t 
want to be in the hosting business, 
maintaining multiple versions of 
software. We want to be in the Cloud 
where everyone is using the same 
system and data f lows seamlessly 
from initial entry on the client’s end 
to document delivery through por-
tals. This will support real-time 
collaboration with clients.”

Ackerman added that his firm 
uses CCH Portals to securely deliver 
their clients’ tax and accounting 
documents. “It’s one more critical 
element of our technological ly 
advanced internal system.”

Reducing IT costs is another goal 
at BNA, and Ackerman knows that 
mov ing to the Cloud is how to 
accomplish it. “The more technology 
in a firm, the stronger the need for 
IT support … whether it’s an onsite 
person or outsourced. Cloud tech-
nologies are a great alternative for 
minimizing IT costs.”

What’s Next for BNA
A true visionary, Bernie Ackerman 

knows that you can’t take your eyes 
off of technology for very long. “The 
minute you do, it changes. We want 
to stay up-to-date on changes and 
make sure we are always operating 
as efficiently as we can and offering 
the most sophisticated level of client 
services possible.”

BNA is partially in the Cloud 
today—having migrated from the 
on-premise versions of practice and 
ta x solut ions to SaaS. A nd the 
journey is not over.

“ We a re ver y encouraged by 
CCH’s commitment to offering an 
open platform. This promises a 
world of opportunity for building a 
fully integrated solution set, whether 
we are using all CCH products or 
not. They’ve worked with our firm 
to help us integrate a third-party 
legacy product so all our applica-
t ions can ‘ta lk ’ to each other,” 
explained Ackerman.

Ackerman’s grand vision is to 

work on a system that runs com-
pletely within a browser. “I want to 
see all products running from a 
browser. This would allow us to work 
not only from anywhere and at any 
time, but also from any device of our 
choosing …  and we love our iPads 
here!”

W it h Acker ma n lead i ng t he 
charge, there is no doubt that BNA 
w il l remain in the vang uard of 
technology-adept firms and that his 
goal of working entirely in the Cloud 
will come to fruition.

“It’s the way the profession is 
mov ing ,” Ackerman said. “The 
Cloud is where vendors are commit-
ting their resources, and where firms 
will find the most advanced solu-
tions. That’s what we discovered by 
adopting a cloud-based tax solution, 
and we have a relatively smooth tax 
season under our belt to prove it.”   

Kristy is a partner in RootWorks Communications 
(RootWorks.com) and president of SAS Communications 
360 (SAScommunications360.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 
at University of Phoenix and Cleary University. You can 
reach her at kristy.short@cpapracticeadvisor.com.

WHO WE ARE
 

We believe in the value of 

relationships. We view every 

client relationship like a part-

nership, and truly believe that 

our success is a result of your 

success.

We are committed to providing 

close, personal attention to our 

clients. We take pride in giving 

you the assurance that the per-

sonal assistance you receive 

comes from years of advanced 

training, technical experience 

and financial acumen. Our 

continual investment of time 

and resources in professional 

continuing education, state-of-

the-art computer technology 

and extensive business rela-

tionships is indicative of our 

commitment to excellence.

If you’d like us to consider 
sharing your firm’s story of 

innovation in a future issue, go 
to www.CPAPracticeAdvisor.

com/great-practices and 
complete the short form. 

We’d love to hear from you.
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SUCCESSFUL SMALL BUSINESS CONSULTING

How to Manage Sales Tax in QuickBooks 2013

When you set up customers (the 
“who”) in QuickBooks, you assign a 
default Sales Tax Code and Sales Tax 
Item to their customer record. When 
you set up Items in QuickBooks, you 
assign a Sales Tax Code and Sales Tax 
Item to each. As you think about how 
to set up and record sales tax in 

QuickBooks, keep in mind the fol-
lowing concepts:

Sales Tax Codes are used for three 
purposes. One purpose is to describe 
whether each customer is taxable or 
not, according to where they live, or 
what your business relationship is with 
that customer. For example, to track 
revenue from your out of state cus-
tomers, you’ll should create a tax code 
called OOS (for out-of-state). If you 
sell to resellers, you will want to define 
a tax code of RSR (for Reseller). The 
second purpose is to tag certain sales 
items according to whether they are 
taxed or not. For example, if you do 
not charge sales tax on services, you 
should create a tax code called SRV 
(for service). Then, assign the Sales 
Tax Code SRV to your service items. 
The third purpose of Sales Tax Codes 
is to track revenues according to which 
tax is charged (or not charged).

You should not have a Sales Tax 
Code called “NON” (Non-Taxable), 
because each non-taxable Sales Tax 
Code should specify WHY a customer, 
or an Item is not taxed. An item called 
NON would not give you enough 
information when looking at your 
sales tax liability reports.

Sales Tax Items are about the rate 
of tax to be charged, and which tax 
agency collects that tax. You should 
set up tax items for each individual 
tax you need to track, along with the 
rate, and agency to which you pay 
that tax.

Tax Groups are used when you 
collect multiple taxes that are paid 
to SEPARATE tax agencies. So for 
example, if your county or city charges 
a combined tax rate for the state, 
county and district tax, AND IF you 
have to separately pay those taxes to 
the state, county, and district, then 
you’ll need to create sales tax items 
for each component of the total tax, 
and then create a sales tax group that 
combines all those rates into a single 
line-item for your sales forms.

Items are used to specify each 
product or service that you sell. Items 
are either taxable or non-taxable. 
When you set up an Item in Quick-
Books, you define the name, the type, 
the Tax Code, and the Tax Item that 
will be used, by default, when you 
sell the Item. However, if specified in 
the customer record, the customer’s 
Tax Code and Tax Item overrides both 
the Tax Code and the Tax Item when 
creating a sale. You can further 
override the Tax Code and/or Tax 
Item by manually changing them on 
a sales receipt or invoice.

Sales Tax Codes
Sales Tax Codes help you track “why” 
a customer or item is taxable or not. 
A Sales Tax Code is assigned to each 
customer as well as to each product 
or service Item.

If your sales tax agency requires 
reporting for different types of exempt 
sales, you should create a separate 
Sales Tax Code for each non-taxable 
customer type or item type (e.g., RSR 
for non-taxable resellers and SRV for 
non-taxable service items).

Setting up Sales Tax 
Codes
To set up a new Sales Tax Code, select 
New from the Sales Tax Code menu 
at the bottom of the Sales Tax Code 
List.

Figure 1: Sales Tax Code List

Using Sales Tax Codes 
on Sales Forms
If you specify a taxable Sales Tax Code 
in the Customer Tax Code field on sales 
forms, QuickBooks will charge sales 
tax (see Figure 2). If you use a non-
taxable Sales Tax Code, QuickBooks 
will not charge sales tax unless you 
override the sales tax code (to a taxable 
code) on one of the lines in the body 
of the form.
Figure 2: Invoice with taxable items

When you set up a customer record, 
the Sales Tax Code you enter in the 
customer record becomes the default 
in the Customer Tax Code field on sales 
forms (see Figure 2).

Similarly, when you set up Items, 
the Sales Tax Code you enter in the 
Item record becomes the default Tax 
Code in the body of sales forms (Figure 
3).

You can override the Sales Tax Code 
at the bottom of sales forms (by using 
the Customer Tax Code drop-down 
list), or on each line in the body of the 
Invoice.

Q
 
uickBooks’ sales tax tracking fea-
tures help you track the “who, 
what, why, where and how much” 
of sales tax. The ultimate goal of 
the QuickBooks sales tax tracking 

system is to properly calculate, collect and report 
tax collections and payments in reports called Sales 
Tax Revenue Summary and Sales Tax Liability.

Doug Sleeter is the founder of The Sleeter 
Group, a national group of accounting 
software consultants who serve small and 
medium-sized businesses. He is the host 
of the Accounting 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.

By Doug Sleeter
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Editing the Sales Tax Codes  
on Items and Customers
Assigning Sales Tax Codes to Items
To assign a default Sales Tax Code to an Item, edit the Item and set 
the Tax Code field to the tax code that should be used when this 
item is sold.

Figure 3: Edit the Sales Tax 
Code on each Item as neces-
sary

Assigning Sales Tax Codes to Customers
To view and edit Sales Tax Codes on customer records, edit the 
customer and update the tax code and tax item in the Sales Tax 
Settings tab.

Figure 4: Editing the Sales 
Tax Information for cus-
tomers

 
Note: Jobs follow the 

sales tax status of their 
parent Customer, so no 
sales tax information is shown on the Additional Info tab of a Job 
record. Jobs show on reports with a colon (:) after the customer 
name.

Categorizing Revenue Based on  
Sales Tax Codes
QuickBooks provides a breakdown of revenue by Sales Tax Code 
on the Sales Tax Revenue Summary report (see Figure 5). To 
display the report, select Vendors & Payables from the Reports 
menu and then select Sales Tax Revenue Summary.

Figure 5: Sales 
Tax Revenue 
Summary with 
separate col-
umns for each 
Sales Tax Code
 

If your sales tax agency requires a detailed breakdown of tax 
exempt sales, use Sales Tax Codes to produce the information 
you need. Use Sales Tax Codes to categorize your sales by the 
reason you charged, or did not charge, sales tax.

While sales tax can be tracked in QuickBooks, those who have 
complicated sales tax situations should consider using Avalara’s 
Avatax. This product can be added onto QuickBooks or almost 
any other accounting system to calculate, manage  and file sales 
tax returns. For more information about Avalara, see www.
avalara.com.  
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What will you do with all  
the time XCM saves you?

Firm-Wide Workflow Automation 

Whether your goal is to grow your practice, improve your profit margins, 
or achieve a better quality of life for your staff, XCM can help.

It’s the only web-based application that automates and standardizes 
processes for completing work across the firm, providing instant 
access to real-time task and work management information. As a 
result, you save countless unbillable hours spent searching through 
paperwork, updating log sheets, and managing work through email. 

Firms using XCM have reported significant time savings at all levels 
across the firm. So, the only question you need to ask yourself is how 
will you spend the time you save?

Automating workflow since 2004

“Janover LLC plays ball with the time it saves using XCM —  
sponsoring company softball and soccer teams.”

See how much time you can save. 
Visit CPA.com/Workflow  

or call 781.356.5152

For more information, please go to CPAPracticeAdvisor.com/10015052
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When it comes to your teeth, dentists will tell 
you regular checkups and the proper upfront care 
are key to preventing horrible toothaches and dis-
eases later on. Turns out the same is true in 
accounting – a lesson that Jed Kesler, DDS wishes 
he had learned earlier.

Five years ago, Jed was looking to expand his 
dentist practice (www.jedkeslerdds.com) and open 
another office when his financial planner of 15 years 
suggested Jed meet with Chea Romine, CPA (www.
RomineCPAs.com) to discuss his growing business 
needs. This turned out to be some of the best finan-
cial advice Jed would receive. Since then, Jed has 
expanded to three dental offices in and around the 
Columbus, Ohio, area. Most importantly, Jed meets 
monthly with his office manager – who is also his 
wife, Lori Kesler — and Chea to discuss the prac-
tice’s financial outlook and pending tax bill, enabling 
Jed to plan for both the short-term and long-term 
future of his practice.

“When I first met Jed, the biggest hurdle we had 
to overcome was taxes; the tax bill at the end of the 
year was always a surprise to Jed,” said Chea. “He 
could have saved a lot of money if tax planning had 
been done earlier.”

As the two set out to expand Jed’s dental practice, 
there were a lot of decisions to be made. Expanding 
the office created an exponential amount of behind-
the-scenes work; Chea and Jed had to decide what 
the CPA firm would do and what would be done by 
the staff at the dental practice. It took about nine 
months of trial and error for them to establish a 
process that worked best for all parties involved. In 
addition to delegating responsibilities, Jed had to 
account for more staff and training, as well as the 
distance between the offices. Ultimately, Jed decided 
to outsource the accounting work, so that his staff 
could focus on running the dental practice.

“Things were a bit more dramatic from my 
standpoint because our office manager was stretched 
pretty thin,” said Jed. “It was then that I realized I 
would need to rely on Chea’s firm even more to allow 
the office manager to concentrate on business inside 
the dental office as opposed to behind the scenes.”

While Jed and his staff focus on dentistry and 
Chea and his firm focus on the practices accounting, 
the two remain in constant communication with 
each other. Monthly reports and documents are 

stored and transferred via cloud-based systems such 
as Cloud9 Real Time, allowing all parties involved 
to have real-time access to the financial data. During 
the monthly meetings, Chea provides Jed and Lori 
with a tax projection and they review the books to 
make sure everything is accurate and up-to-date. 
Even though they communicate electronically on a 
regular basis, face-to-face interaction is key to 
remaining proactive and having a good working 
relationship, insists Chea.

Those monthly meetings have been very instru-
mental in the decision- making process, from 
deciding the logistics of expanding to which services 
to outsource. Meticulous tax planning and long-term 
planning decided that each dental office would be 
treated as a separate entity. While it was a challenge 
upfront to train the staff on both sides on how to 
properly bill accounts, it was necessary for the overall 

success of the practice. Careful thought was also 
placed into deciding the location of the two subse-
quent offices. Jed chose areas outside of the 
Columbus metro area, where his practice could meet 
a need that was currently not met in those areas. 
While there are many dentists in the Columbus area, 
surrounding towns do not have many options.

“In expanding to the additional offices, Jed did a 
great job of planning. He has always been good at 
working ON his business, not just IN it,” said Chea. 
“He also understood that he should do what he’s good 
at and let his CPA do what he’s good at.”

Another example of Jed’s commitment to let 
others to do what they are good at is the practice’s 
website. Jed put the website into place before the first 
expansion and it’s outsourced, making one less thing 
his staff has to focus on. While outsourcing certain 
services can mean additional bills and accounting 

Dentists and CPAs Agree:  
Regular Checkups are Important  
in Reducing Cavities and Taxes 

SMB SUCCESS STORY By Taija Jenkins, ASSOCIATE EDITOR

The CPA will see 
you, now.

Dr. Jed Kesler, DDS (center) 
is flanked by his dental staff 
in white, office manager Lori, 
and his CPA Chea Romine.

26       June 2013  •  www.CPAPracticeAdvisor.com

cpa_26-27_SBS.indd   26 5/10/13   9:38 AM



June 2013  •  www.CPAPracticeAdvisor.com       27

work, it hasn’t created any challenges for Chea and 
his firm.

“Our firm tries to stay flexible, customizing ser-
vices based on our clients’ needs,” said Chea. “Each 
time Jed expanded, we had to account for the staff 
that would be needed and we adjust services based 
on what his practice needs. We make sure his 
expenses are in line, which means shopping around 
to make sure he is getting a good value at a good price. 
We have to make sure there’s always a return on his 
investment.”

Chea and Jed work closely together to ensure that 
Jed’s practice remains profitable and that includes 
keeping an open mind and bouncing ideas off each 
other. Jed and Chea continuously work together, 
bringing new ideas to each other. Once something 
is put on the table, the two will discuss it in great 
detail to make sure any decision that is made is the 
right decision. This collaborative teamwork is the 
teeth and gums of their relationship and a testament 
to the success Jed continues to see.

Jed is a pleasure to deal with. He is the ideal client 
– willing to listen and take advice,” said Chea – a 
sentiment that Jed shares.

“My only regret is not meeting Chea sooner. I 
was with my previous accountant for more than 15 
years, and the service I received pales in comparison 
to what Chea does,” said Jed. “I recommend Chea to 
my colleagues all the time, especially if they have 
specific questions about how I run my practices or 
how I have handled successfully expanding.”  

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:

CPA Chea Romine and client Jed Kesler, DDS.

THIS COLLABORATIVE TEAMWORK IS THE 

TEETH AND GUMS OF THEIR RELATIONSHIP 

AND A TESTAMENT TO THE SUCCESS JED 

CONTINUES TO SEE.
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TECHNOLOGY IN PRACTICE By Roman H. Kepczyk, CPA.CITP

Lean Six Sigma Lessons to Improve CPA Firms

The focus of Lean Six Sigma is to 
improve processes while reducing 
variation, with an emphasis on those 
steps that add value from our clients’ 
perspective. Lean Six Sigma pro-
vides a highly disciplined approach 
and toolset that can quantify and 
monitor virtually any process in 
numerical terms, which is a concept 
that accountants can really relate to. 
Since the April 15 deadline has just 

passed, firms have a fresh memory 
of their current ta x production 
processes and shou ld consider 
look ing at them through a new 
lens    —that of Lean Six Sigma.

Most firms have been exposed to 
i m pr o v e me nt  me t ho dolo g ie s 
including Kaizen, Strategic Brain-
storming, Process Management, and 
Just Do It, which many consultants 
and partners already utilize with 
clients. Lean Six Sigma establishes 
continuous process improvement 
via the DMAIC methodology which 
stands for Define, Measure, Analyze, 
Improve and Control. It is optimally 
applied when there are problems 
w it h work f low cont i nu it y a nd 
product variation, which describes 
most firm’s tax production processes 
today. Below we describe compo-
nents of the Lean Six Sigma toolkit 
which firms should be aware of and 
consider applying to improve their 
organization.

DEFINE: The f irst step in the 
DMAIC process is to put together a 
project charter that def ines the 
problem the firm is trying to solve in 
terms of measureable results, such 
as “reducing 1040 tax workflow by 
four days by the end of extension 
season.” Lea n Si x Sig ma goa ls 
should meet “SMART” criteria in 
that they must be Specific, Measure-

able, Attainable, Relevant and Time 
bound to be complete. Once a 
project charter is defined and the 
optimum team is selected, they 
should begin by charting the cur-
rent tax workflow “as-is” either on a 
flip chart or using digital tools such 
as Visio or PowerPoint. Lean Six 
Sigma utilizes “SIPOC” to define 
the specific elements of all workflow 
processes, which consist of Sup-
pliers, Inputs, Processes, Outputs  
and Customers.

By further segmenting the flow-
chart by staff roles and the approxi-
mate time for each step, the firm will 
get a clearer idea of what processes 
work and those that cause bottle-
necks. The next Lean Six Sigma 
step is to evaluate the process 
from the viewpoint of the 
customer and to focus on 
those steps that truly add 
value, which is not a 
common approach for 
accou nt a nt s w ho 
tend to focus on 
their ow n pro-
cesses based on 
the “old way” of 
doing things that 
they were familiar 
with. Focusing on 
adding value to clients 
and defining those items 
that are critical to quality 
(CTQ ), another key Lean 
Six Sigma focus helps the firm 
define the optimal approach to 
their LSS project.

MEASURE: The focus of the LSS 
measure phase is to identify and 
clearly define the key indicators of a 
successful tax process such as mini-
mizing the total tax production 
cycle days or the time it takes to 
complete each step of return pro-
duction. Today’s workflow tools can 
easily track each process step and 
LSS tools such as histograms and 
run charts can help visualize current 
timelines, whereas tools such as 
Pareto and pie charts ensure the 

team is focusing on those items 
which create the biggest opportu-
nity for improvement.

LSS training helps firms differen-
tiate between continuous types of 
data (actual hours/days to com-
plete) and discrete data (whether 
the step was complete or not) and 
then provides tools to quantify this 
information so the firm can verify 
progress is actually being made. 
This is where the technical aspects 
of LSS start to kick in and statistical 
analysis software such as SigmaXL 
and MiniTab can create control 
charts that identify whether a pro-
duction process is under control or 
not, and how much variation is in 

the process, which identifies the 
sigma level (see Six Sigma sidebar). 
Hiring an LSS Black Belt and/or 
having a team member certified as 
a green belt can provide access to 
such analytic tools.

ANALYZE: The analyze phase of 
LSS incorporates process and data 
analysis techniques to verify the 
root causes of problems and keeps 
the firm from prematurely jumping 
to inappropriate solutions. LSS uses 
tools such as Affinity Diagrams and 
Fishbone Diagrams, which allow the 

Roman H. Kepczyk, CPA.CITP, is Di-
rector of Consulting for Xcentric, LLC. 
and works exclusively with accounting 
firms to implement today’s leading best 
practices and technologies. Roman re-
cently updated his “Quantum of Paper-
less: A Partner’s Guide to Accounting 
Firm Optimization,” which is available 
at Amazon.com and a Certified Lean 
Six Sigma Black Belt.

B
 
y now, most of us have read 
a b o u t  “ l e a n ”  p r o c e s s e s 
increasing efficiency while 
reducing waste, and six sigma 
setting the highest standards 

for quality production, but these terms have 
mostly been applied towards large scale 
manufacturing environments. With the advent of 
paperless technologies being adopted throughout the accounting profession, 
and in particular, today’s digital workflow tools that move tax documents like 
production inventory, the opportunity to utilize the best of Lean Six Sigma tools 
and processes within an accounting firm is a reality that will have a significant 
impact on improving a firm’s bottom line.
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TECHNOLOGY IN PRACTICE

firm to visually identify the cause 
and effect of flaws in a production 
process, and the relatively simple act 
of asking “why” something happens 
five times in a row, allows for in 
depth analysis and fairly effective 
brainstorming. Another effective 

LSS tool is to perform a Lean Pro-
cess Analysis which charts the time 
it takes to perform each step of the 
workflow and identify which steps 
(and what % of the total process 
time) add value from our client’s 
perspective, instead of performing 

steps “because we have always done 
it that way!”

According to “Lean” manufac-
turing, any process steps that do not 
add value from a customer perspec-
tive should be viewed as waste and 
targeted for reduction or elimina-

tion. Lean Analysis tech-
niques also incorporate 
the organization of each 
accountant’s work area to 
m a x i m i z e e f f ic ienc y. 
We’ve all seen the antith-
esis of this, a tax reviewer’s 
office piled with random 
tax returns. Lean’s “5s” 
promote individual effi-
ciency by Sorting work in 
a pr ior it i z ed fa sh ion, 
Si mpl i f y i ng access so 
needed files are at your 
fingertips, Standardiza-
t ion of f i les and book-
m a rk s so a nyone c a n 
review another’s work, 
Shining which is keeping 
you work area clean, and 
the Self-Discipline of each 
employee to continually 
strive to do better. Again, 
the Lean Six Sigma pro-
vides tools that can be 
applied by acountant’s 
effectively in their firms, 
and the statistical soft-
wa re tools prev iously 
discussed in the Measure 
phase can be used to vali-
date any recommenda-
tions.

IMPROVE: The focus of 
the fourth phase of LSS is 
to generate solut ion s 
beginning with advanced 
brainstorming techniques 
including brainwriting, 
anti-solutions, developing 
analogies, and consid-
ering solutions with the 
“ S i x  T h i n k i n g H a t s” 
approach. Approaching a 
problem from a different 
viewpoint promulgates 
different solutions and the 
six hats has participants 
focus on solutions that fall 
in a l ignment f rom the 
a n g le s  of :  c re at i v i t y, 

emotion, pure facts, optimism, 
criticism and process control. LSS 
also promotes benchmarking our 
processes against other hallmark 
services or industries to see how 
they can be applied within our firms 
(i.e. an Indy pit crew against the 
scanning department in your firm).

One of the nex t steps of the 
Improve phase is to document the 
proposed solutions on the flow chart 
as the system is “to-be” so that firm 
p e r s o n n e l  c a n  v i s u a l i z e  t h e 
improved process and then to pilot 
the improved process to work out 
issues and further document them. 
A helpful component of this phase 
for CPAs is to produce a cost-benefit 
analysis which identifies the hard 
and soft benefits against direct and 
indirect project costs so expected 
financial results can be measured 
including an anticipated time to 
break even.

CONTROL: The f inal phase of 
process is put controls in place to 
ensure that the new process is uti-
lized and that people adhere to these 
controls, which is referred to within 
LSS as a Process Monitoring Plan. 
Using a tax workflow system forces 
personnel to use one system that is 
the “firm’s” system instead of cre-
ating special processes to appease 
each reviewer/partner. When tied 
to dashboards that visually depict 
the results on a day to day basis, 
firms can actively monitor what is 
going right and get early warning 
when there are issues. Firms have 
long had key performance indicators 
that monitored those items that 
were important but in most cases 
these were backwards looking. With 
today’s integrated dashboards and 
process control charts, those KPIs 
can be charted so they are updated 
in near real time and can be more 
predictive.

CONCLUSION: Lean Six Sigma 
tools and resources add additional 
capabilities to a f irm’s ability to 
successfully evaluate and improve 
their production processes, so firms 
should take the time during the off 
season to learn about them add them 
to the other process improvement 
resources in their toolkit. 

Don’t be fooled by a disguise — get real nonprofit software.

There are some “for-profit” accounting systems that offer  
nonprofit versions. Despite appearances, there are vast  
differences between the two. Only The Financial Edge has the 
ability to handle nonprofit reporting standards and regulations, 
grant restrictions, donor intent, and the unique business  
processes for endowments and contributions.

Find out why your organization needs real nonprofit  
accounting today.

The Financial Edge™

www.blackbaud.com/real

Is your accounting software  
masquerading as something it’s not?

For more information, please go to CPAPracticeAdvisor.com/10028051
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THE BLEEDING EDGE

When Good Applications Go Bad

The number of software vendors 
and websites that are “going rogue” is 
increasing, in four ways:
• “Let’s steal their data and sell it to 

marketers and criminals.” As we 
have often noted, this personal 
information is the new currency of 
the internet, and companies that can’t 
make a plugged nickel from their 
useless products can nonetheless 
clear hundreds of dollars if they can 
get your address, cell phone number 
and email address to sell. Who is 
guilty of this? Everyone. And there 
is no protection for your data under 
the law because government agencies 
(your state department of motor 

vehicles, for example) make too 
much money doing the same 
thing.

• Slipping add-on software into 
your download. In this scheme, you 
try to download a simple utility 
needed to do something useful and 
instead end up with the Google 
Toolbar, Chrome browser, Ask 
toolbar or a virus downloaded to 
your computer. You have to be vigi-
lant to avoid this, and even it may not 
help.

• Download a piece of software, and 
you get a virus with it. Chief on this 
list is the Adobe Flash Player. Once 
considered a core piece of the 
internet, this graphics platform has 
been so susceptible to viruses that it 
is patched almost daily now – and 
each patch reinstalls software you 
don’t want (see the item above).

• “Cramming” your bill. The original 
practice of “cramming” was invented 
by the phone companies, which 
allowed third parties to “nibble” at 
your phone bill. That is, if you 
checked your phone bill very care-
fully, would find a handful of little 
charges — such as yellow pages 
listing in France, bogus directory 
calls, and services you never ordered. 
The 2013 version has your cell phone 
bill “crammed” with ring tones, 
routine charges from somewhere in 
Eastern Europe, and the like.

By Dave McClure  

T
 
he fascinating thing about an eco-
nomic downturn is that it often gives 
computer users a glimpse into the 
souls of the vendors they rely on for 
their software and information. When 

times get tight, and everyone has to tighten their 
belts, which ones will hunker down and keep their 
integrity, versus the ones who will try to fleece 
their users for every nickel and dime they can 
steal without getting caught.

Dave McClure is a consultant and 
widely published writer on technology 
issues. He can be contacted at dave.
mcclure@cpapracticeadvisor.com.

10 THINGS YOU CAN DO TO KEEP 
YOURSELF SAFER
s  Forget “free.” 

s  Read your bills. 

s  Use a third-party payment system. 

s  Where possible, lie about your personal information. 

s  Read every software installation screen to make sure what 
you are downloading and installing. 

s  Clean out unwanted software every week. 

s  Clean out your browser history, both locally and at the 
source.

s  Don’t enter contests. 

s  Ignore security warnings that are not from your security 
software. 

s  Don’t fall for “Your computer is too slow.” 
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THE BLEEDING EDGE

So if you find that the software 
vendors and websites are engaging in 
this kind of nonsense, what can you 
do?

More than you think. For example, 
in place of our usual “Reality Check” 
in my last column, I provided a list of 
the top six utilities you should 
download and use to keep your 
computers safe and clean. You can find 
it  at  www.cpapracticeadv isor.
com/10884468.

Along with that, I have a simple list 
of 10 things you can do to keep 
yourself safer:
• Forget “free.” There used to be a 

rich environment of “freeware” — 
software you could download and 
use for free. That category of soft-
ware no longer exists. If an applica-
tion is useful, it will cost. In the 
cellular and tablet world, you may 
still find a few – very few – useful 
and free apps. But everywhere else, 
free = virus. And by the way, forget 
the term “free download.” Simple 
rule for this is that if it says “free,” it 
likely means “has a virus.”

• Read your bills. Amazing how 
many people simply pay their bills 
without looking at the detail, a 
practice that may be costing them 
hundreds of dollars every year. Pay 
particular attention to internet ser-
vice bills, cable and satellite bills, 
credit card and debit card bills, and 
invoices from online vendors.

• Use a third-party payment system. 
I like PayPal for their strong positive 
record, but there are others. At the 
very least, get a pre-paid credit card 
with a low balance to pay for things 
online. Do not ever, ever give a 
company the right to take money 
directly out of your bank account, 
and do not ever use your best credit 
or debit card. To do so is to ask to 
have your identity stolen.

• Where possible, lie about your 
personal information. Just as your 
local hardware store doesn’t need 
your phone number to sell you nails 
for cash, most of the information 
needed to make purchases online 
do not require all of your personal 
information. I use a throw-away 
email account on Google, give bogus 
cell phone numbers, have things 

shipped to a PO box, and otherwise 
keep my personal information per-
sonal.

• Read every software installation 
screen to make sure what you are 
downloading and installing. Truth 
is, most of it is garbage software, 
which is why they have to trick you 
into putting it on your computer.

• Clean out unwanted software 
every week. That includes toolbars, 
replacement browsers, new search 
engines, game sites, porn sites and 
anything else you did not ask for.

• Clean out your browser history, 
both locally and at the source. 
Instructions for doing so can be 
found at support.google.com/
websearch/answer/465?hl=en for 
Google, and at www.amitbhawani.
com/blog/clearing-search-history-
bing/ for Bing. Remember that 
clearing the history on your browser 
only deletes the searches  on your 
computer. The search companies 
keep a copy for themselves to sell to 
advertisers.

• Don’t enter contests. Ever. Con-
tests have nothing to do with 
whatever they promise to give away. 
They are merely a device to collect 
your personal information so they 
can sell it to marketers and identity 
thieves.

• Ignore security warnings that are 
not from your security software. 
This is the sleaziest kind of trick to 
play – one in which a little box pops 
up warning you that you have a virus 
and inviting you to scan your com-
puter or install an anti-virus pro-
gram. These programs usually install 
a virus of their own. If you see a 
warning such as this, check your real 
anti-virus program to determine 
why this popped up in the first place. 
They run the software recom-
mended in “Reality Check.”

• Don’t fall for “Your computer is 
too slow.” Before you buy yet 
another piece of software, check 
your computer settings (Start 
=>Control Panel=>System) to make 
sure what you have installed for 
hardware. You need, at the very, very 
minimum, a computer with a dual-
core or quad-core processor running 
at 2.0 Gb; a 300 Gb hard drive; and 

2 Gb of RAM memory. Less than 
this, and you don’t need a software 
program; you need a newer PC. 
Software programs that clean up the 
computer registry, de-fragment your 
hard drive or scan for viruses gener-
ally will not speed the computer up 
enough to pay for the software.

REALITY CHECK 
A compendium of ideas, products, 
rants and raves from the viewpoint of 
the author. Note that the author has 
no financial interests in any of the 
products mentioned. Feel free to dis-
agree, or to share your ideas by sending 
them to davemcclure@cpata.com.

INTERNET SITE OF THE 
MONTH.  
Remove Adobe Flash from your 
computer 
(www.betanews.com/2013/01/10/
you-can-remove-adobe-flash-from-
windows-heres-how/). 
Remember that a lot of sites are still 
using Flash, and removing it may cause 
some websites not to render properly. 
For me, it was an easy decision to 
remove it to keep my office computer 
safe. But this is a personal decision. We 
report, you decide.

Back-lit  
keyboards
I am stunned that 
t h i s  i s  a  n i c h e 

market. For those of 
us who work in the 

night hours, or prefer to be up with the 
dawn, a keyboard the is lit up so you 
can see they keys (to enter the pass-
word of your computer, for example) 
would be a great device. Unfortunately, 
keyboard manufacturers have been 
slow to catch on. Learn how to build 
your own at www.youtube.com/
watch?v= GEW2HjCn0vk.

Paying for GPS 
map updates
Most of the major 
GPS manufacturers 
now offer units that 
come with map updates 
for life. Many of these are very eco-

nomical units, but you are unlikely to 
find this information on the display at 
your computer store. Do a little 
research online and buy only a GPS 
that offers free map updates. They can 
make it up by offering improved 
hardware every two or three years.

Online travel sites 
From Expedia and 
Kayak to HotelBook-
ings and hotel web-
sites, there is a war 
going on. Having already 
decimated the ranks of professional 
travel agents, these sites are now 
feeding on one another. In truth, the 
hotels can only sell their rooms, and 
the airlines can only sell their seats, at 
a price that allows them to cover costs. 
I have yet to find a website that saves 
much more than its competitors. If 
your experience is different, leave a 
comment.

Digital consoles in 
automobiles
They are the hottest 
trend in automotive 

technology, and a 
huge rip-off for con-

sumers. That fancy screen to access the 
internet from your car is likely only 
there to force you to buy their products 
in their stores. Or charge you massive 
amounts of money for “annual 
updates.” Until they drop the price, I 
can live with a car that does not talk to 
me. You may feel differently, if you have 
a lot of money to waste.

Samsung Galaxy 
phones
I  d o n’ t  o w n  a 
Samsung Galaxy 
phone yet, and per-
haps maybe never will. 
But I can’t help but notice that people 
around me are carrying this phone in 
modes S2 and S3, with the new S4 
making its debut as this goes to print. 
The thing is, it’s an Android platform 
that a lot of people are finding of use. 
I will switch to one to find out why.       
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BRIDGING THE GAP By Jim Boomer, CPA.CITP 

Five Steps to Effective Delegation

There are a number of common 
preconceived notions regarding 
delegation. Examples include that a 
person often believes they are the 
only one who can accomplish a given 
task; they are the only one who can 
do it right; that everyone else is so 
busy there is no one to delegate to; 
and/or they would spend just as 
much time giv ing directions as 
would have taken to do it on their 
own. W hile these are sometimes 

valid concerns, each can be over-
come.

Five Steps to Effective 
Delegation
Upfront thinking and planning can 
greatly increase the chance that an 
off-loaded task will be completed 
successfully and to everyone’s satis-
faction.

Select the Right Person
Match personnel skills 
and abilities with the task 
based on aptitude, not 
simply on convenience.

S pe c i f y t he De si red 
Result
Communicate clearly the 
result you expect, and 

specify what criteria should be met 
when the task is complete.

 Set a Deadline
 A reasonable time frame 
creates accountability.

Determine Authority
Determine the authority 
level you want to provide 
the person(s) in taking 

action and making decisions. Make 
sure involved personnel understand 
their authority level. [Note: There is 
nothing more frustrating for a del-
egatee than feeling they have been 
given responsibility and authority 
only to find out later in the process 
that the only “correct” approach is 
the one the delegator would have 
taken.]

Tr a c k P r o g r e s s a nd 
Results
Set up a mechanism for 
the delegatee(s) to report 

progress and communicate issues.

Communication is Key
Ta s k s  a n d  d e c i s i o n - m a k i n g 
responsibilities are delegated at all 
levels of the f irm. A ll too often, 
however, the delegator is ultimately 
not completely satisfied with either: 
1) the final result or 2) the way in 
which the result was achieved. 
More often than not, such dissatis-
faction stems from a breakdown in 
the communication process. The 
delegator must clearly communi-
cate expectations, criteria and level 
of authority from the onset. To 
effectively communicate expecta-
tions and criteria, a delegator must 
f i r s t  d e t e r m i n e  t h e  l e v e l  o f 
authority they are willing to bestow 
upon any delegatee.
• Level 1—Delegator wants delegatee 

to simply assess and research the task/
decision and to report back before 
taking any action.

• Level 2—Delegator wants delegatee 
to handle the task/decision but to give 
regular progress reports.

• Level 3—Delegator wants delegatee 
to handle the task/decision and to 
report only on the final result.

• Level 4—Delegator wants delegatee 
to handle the task/decision, to just 
take care it, beginning to end.

Delegation Dos and 
Don’ts
Following these delegation process 
guidelines can also help increase the 
likelihood of success.

Dos.
• Constantly Update Priorities—

Any delegatee must be helped to 
understand the importance of the 
task/decision they have been asked 
to carry out. They must also under-
stand if and when that importance 
level changes.

• Clarify Your Expectations—Once 
again, outline early on what the fin-
ished product should look like when 
it is done well.

• Provide Support to the Dele-
gatee—Providing feedback, acting 
as a sounding board, and answering 
questions can all help ensure success.

• Communicate, Communicate, 
Communicate—Clear communica-
tion about expectations, criteria, 
timelines and authority level are all 
key to delegation process success.

Don’ts
• Expect the Delegatee to Read Your 

Mind—The delegatee can’t possibly 
know your expectations, criteria, 
timelines and authority level of 
authority unless you specifically tell 
them.

• “Drive-By” Delegation—Dele-
gating based merely on convenience 
(for instance, delegating to the first 
person you see) often leads to abject 
failure.

• Underestimate Time and Effort 
Required—Sit down with the del-
egatee to come up with realistic 
timelines to help ensure that all 
parties are committed to those 
deadlines.

• Micromanage—Authority level will 
determine how closely you need to 
manage the delegatee. This level 
should be clearly communicated 
early on so there are no surprises at 
any point in time.

• Delegate Your Unique Abili-
ties—Unique abilities are the things 
that you do best and enjoy doing. 
They are also the things that typically 
add the most value to the firm, things 
that should never be delegated!
The bottom line is this: Whether 

your focus is technology or man-
agement, delegation is a tool that 
ca n help you—a nd t he f i r m—
become more effective, more suc-
cessful, overall.   

Jim Boomer is a shareholder and the 
CIO for Boomer Consulting , Inc. He is 
the director of the Boomer Technology 
Circles™ and an expert on managing 
technology within an accounting firm. 
He also serves as a strategic planning 
and technology consultant and firm 
adviser in the areas of performance 
and risk management. In addition, 
Jim is leading a new program, The 
Producer Circle, in collaboration with 
CPA2BIZ and the AICPA.

D
 
elegation is an important tool 
to help free up time, allowing 
us to focus on the things we do 
best and that add the most 
value to the firm. Unfortu-

nately, however, delegation is a tool that too 
infrequently makes it out of the toolbox.
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