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The Most Important
Cloud Term That Every
Accountant Must Know...

AccountantsWorld® 
Accountants First SM... only at

888.999.1366  •  www.AccountantsWorld.com

Learn how Accounting Power gives you the power you need
by attending our free webinar: 

“DDIY – The Key to a Thriving Accounting Practice”
Visit www.DDIY2.com to register today.

DDIY paradigm shift solves the biggest problem of client accounting.

With Accounting Power, your staff can do what
your client’s staff does only better, faster, and
more accurately, without leaving your office.

“DDIY”

Despite the marketing hype, the reality is that DIY, 
so-called “Do-It-Yourself” systems such as 
QuickBooks ® and QuickBooks Online ®, rarely save 
clients money, but they do cause unnecessary 
headaches for both you and your clients.

Who are they helping?

Despite the marketing hype, the reality is that DIY, 
so-called “Do-It-Yourself” systems such as 
QuickBooks ® and QuickBooks Online ®, rarely save 
clients money, but they do cause unnecessary 
headaches for both you and your clients.

Who are they helping?

The Problem:

1. Provide complete accounting 
services to your clients and help 
them manage their cash flow and 
business finances more easily than 
you ever thought possible.

2. Eliminate the unnecessary 
headaches created by DIY 
systems, save time, and raise your 
bottom line.

DDIY helps you:
DDIY, the "Don’t-Do-It-Yourself" paradigm shift 
made possible by Accounting Power ® from 
AccountantsWorld, the cloud-based solution 
that puts accountants back at the center of 
client accounting.

The Solution:

QuickBooks and QuickBooks Online are registered trademarks of Intuit, Inc.

Give us just one hour of your time and we’ll prove to you how the 
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You probably meet with your clients 
each year as the year-end approaches 
or early in the next year to talk about 
taxes or help with closing the books. 
Those meetings are anticipated by your 
clients and probably welcomed by 
them. In addition to these traditional 
services, consider adding the following 
to your repertoire:

Planning: Are your clients in a rut? 

Does their financial picture look the 
same year after year? Have you worked 
with them in the past to construct a 
future plan for their business or their 
personal finances? Why not use the 
backdrop of the holiday season to 
schedule a personal one-on-one 
meeting where they can bring their 
financial concerns to you and you can 
offer advice and insights that will 
benefit them for years to come.

Technology: How current are your 
clients with technological advances? 
The more technologically savvy your 
clients are when it comes to their 
finances, the easier your job is going to 
be. Take a look at the tools that are 
available for streamlining the informa-
tion-gathering process, providing 
financial dashboards, and automating 
mundane tasks so that both you and 
your clients can use your time more 
advantageously in the future.

Closing the books: Every year your 
clients need financial statements and 
year-end wrap-ups to help them with 
taxes, future borrowing, and informed 
planning. As you go through the steps 
that you repeat each year, think about 
what you would like to take off your 
plate. Either transfer some of the 
responsibilities to your clients or to 
other members of your staff, or look 
into software options that can take 
away some of the burden of this repeti-
tious process.

How do you celebrate the holidays 
with your clients? Instead of or in 
addition to holiday cards, think about 

channelling your holiday spirit in new 
and meaningful ways:

• Share with your clients your best 
financial tips for the year(s) ahead. 
Instead of typing some often-repeated 
advice in an email message, take the 
time to really think about specific steps 
your clients can take to improve their 
financial lives and send your clients 
those tips in color on slick paper or 
even in a small keepsake booklet that 
the clients are likely to keep.

• Give back to your community 
through a volunteer effort that could 
involve not just your staff but your 
clients as well - join forces to make the 
area where you live and work together 
a better place.

• Use your signature lines in email 
messages and the home page on your 
website to offer heartfelt greetings to 
clients during the holiday season. 
When you communicate with your 
clients, remember that they are 
spending these days connecting with 
family and friends and don’t be afraid 
to ask them to refer your services. 
Remind them of the start-up services 
you offer to new clients.

• Take your annual holiday party 
beyond the borders of your office and 
consider holding an event in conjunc-
tion with one of your clients, or 
schedule a company open house and 
invite your clients to attend.

• If you’re trying to break into a 
new niche, hold your holiday party in 
a location that will attract the attention 
of the people and companies in that 
niche area. And remember that a hol-
iday party doesn’t have to occur in 
December. Start your planning now to 
schedule an event in the new year.

Happy holidays from CPA Practice 
Advisor!    

— Gail Perry, Editor-in-Chief 
Follow me on Twitter at @gaperry      

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

Gail is the Editor-in-Chief of CPA 
Practice Advisor and a CPA. She is 
the author of over 30 books (including 
“Mint.com for Dummies” and 
“QuickBooks 2014 on Demand”) and 
she maintains a small tax practice. She 
earned a bachelor’s degree in journalism 
from Indiana University and studied 
accounting at Illinois State University 
before starting her professional career 
at Deloitte. Gail is the former publisher 
and editor-in-chief at AccountingWEB 
and is a former columnist for the 
Indianapolis Star newspaper.

By Gail Perry, CPA, Editor-In-Chief

H
 
ow are you interacting with your clients this 
holiday season? Are you sending gifts or 
cards? Are you answering your phones with 
a holiday greeting? Have you festooned your 
website with digital garland and blinking 

lights? Let’s take a moment to consider the opportunities 
that the holidays present to us as we close out the year.

FROM THE EDITOR
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Time & Expense, Billing, Accounting, Reporting 
and more for Accountants & CPAs.

Integrated Project Management and Time Tracking Software

888.687.1029 | bqe.com/CPAPA

Intuitive Time & Expense Tracking

Simplified Billing & Accounting

Seamless QuickBooks Integration

Robust Project Management

Access Anytime, Anywhere

Clear Reporting
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FEATURE

CPA Practice Advisor has announced the recipients of its 2014 Most 
Powerful Women in Accounting awards, which recognizes each for 
their significant contributions to the profession. While some are 
directly engaged in day-to-day client service as a partner or senior 
member of an accounting practice, others serve in roles as varied as 
consulting, media, software development, and even in political office.

Nominations were open to the public on CPA Practice Advisor’s 
website www.CPAPracticeAdvisor.com, and the final selection of this 
year’s recipients was determined by the publication’s editorial staff and 
editorial advisory board.

The awards were announced and presented at The Sleeter Group’s 
2014 Accounting Solutions Conference, held November 9 through 
12 this year at Caesars Palace in Las Vegas.    

Awards Honor  
Most Powerful Women in Accounting
By Isaac M. O’Bannon, Managing Editor

W
 
ho are the most influential 
leaders in the professional 
accounting space? Increas-
ingly, they are female 
professionals who are 

CPAs, consultants or developing the technolo-
gies that help all accounting pros be more 
efficient and productive.

M OST 
POWERFULWOMEN 20

14
This year’s Most Powerful Women in Accounting are:

Learn more about the  2014 Most Powerful Women in Accounting at:  
www.CPAPracticeAdvisor.com/12017782

ALISON BALL
Intuit

DAWN BROLIN, CPA, MSA

Powerful Accounting

DOMINIQUE 
MOLINA, CPA, CTC

American Institute of  
Certified Tax Coaches

BETH A. WOOD, CPA

North Carolina Office  
of the State Auditor

DEANN HILL, CPA, PFS, CGMA

AICPA/ 
DeAnn Auman Hill, CPA

EDI OSBORNE, CSPM, CPVA, CPBA

Mentor Plus

CHERI H. FREEH, CPA, CGMA

Hutchison, Gillahan &  
Freeh, P.C.

DEBORAH DEHAAS, CPA

Deloitte LLP
GAIL PERRY, CPA

CPA Practice Advisor
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JEAN RAKICH
Thomson Reuters

JENNIFER WARAWA
Sage

JENNIFER LEE WILSON
ConvergenceCoaching, LLC

HEATHER KIRKBY
Intuit

GENI  
WHITEHOUSE, CPA.CITP, CSPM

Even a Nerd Can Be Heard

GALE CROSLEY, CPA

Crosley+Company

KAREN ABRAMSON
Wolters Kluwer Tax  
& Accounting

SANDI SMITH  
LEYVA, CPA, CMA, MBA

Accountant’$ Accelerator

KATIE TOLIN
SS&G

SANDRA WILEY
Boomer Consulting Inc

MICHELLE LONG, CPA, MBA

Long for Success, LLC
SHARADA BHANSALI
AccountantsWorld

MONIKA MILES
Miles Consulting Group, Inc.

SHAYNA  
CHAPMAN, CPA.CITP, CGMA

Shaynaco LLC

RITA KELLER
Keller Advisors, LLC

STACY KILDAL
Kildal Services, LLC

SALLY GLICK, MBA

Sobel & Co., LLC
TERESA MACKINTOSH, CPA

Wolters Kluwer, CCH
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The nomination period for next year’s awards will open in March 2015. 
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By Doug SleeterSUCCESSFUL SMALL BUSINESS CONSULTING

2015 Awesome Applications

The selection process included 
voting from the community between 
July and September 2014 and our expert 
panel worked during that time to dili-
gently analyze each of the nominees. 
Community votes accounted for 40 
percent of the final selections and the 
expert panel accounted for 60 percent 
of the overall score. This year’s panel 
members include Charlie Russell, 
Joanie Mann, Randy Johnston, Stacey 
Byrne, and Scott Scharf. I thank them 
for their hard work in reviewing the 

nominees and helping us to recognize 
some truly awesome products. The 2015 
Awesome Applications are:

ACCTivate! by Alterity
ACCTivate! Inventory & 
Distribution Management 
Software seamlessly inte-
grates with QuickBooks 
enabling companies to gain control of 
their business and manage inventory, 
credit, customer service and more – all 
delivered in an interactive interface 
complete with robust reporting and a 
dashboard for turning data into 
information. ACCTivate! provides 
advanced inventory management, 
warehousing, purchasing, barcoding 
& mobile, CRM, sales order manage-
ment, picking and shipping, eCom-
merce integration, light manufacturing, 
comprehensive multi-currency capa-
bilities, service management, decision 
support tools, a customizable dash-
board, over 100 standard reports and 
documents and custom reporting 
powered by Crystal Reports.

BillQuick by BQE Software
BQE BillQuick is an integrated solution 
for time and expense tracking, billing,
project management and accounting. 
It is designed to help your firm increase 
performance, streamline processes and 
make decisions 
f a ster.  W it h 
different editions to choose from, it’s 
scalable to meet the needs of any firm 
size - from a single person to a global 
firm.

Intacct
Intacct is an 
online f inancial management and 
accounting system that helps small and 
mid-sized enterprises improve financial, 
managerial, and operational processes 
to increase business value. Intacct 
provides the foundation to help orga-
nizations better plan, budget, report 
and deep dive into analytics. This 
solution also streamlines data entry, 
accelerates the financial close process 
through automation, increases the 
accuracy of financial reporting, and 
reduces the burden of compliance.

LivePlan by  
Palo Alto Software
LivePlan is a cloud-based app that 
a l l o w s  s m a l l 
bu si nesses to 
easily: create business plans, create and 
track budgets and forecasts, craft 
funding pitches, monitor industry 
benchmarks and track financial trends 
and KPIs. Because of the integration 
with accounting systems, LivePlan is a 
great collaboration tool for accountants 
to use with their small business clients, 
and position themselves as trusted 
advisors.

QuickBooks Online
The newly designed and revamped 
QuickBooks Online provides small 
businesses and accountants with an 

intuitive, easy-
to-use design 

that gives users access to a robust, open 
platform that works anytime, any-
where. The simple, yet powerful plat-
form offers accounting and small 
businesses a superior business manage-
ment solution in more than 10 lan-
guages and 100 countries.

ScanWriter by Personable
ScanWriter automates data entry from 
PDF or Excel files directly into the 
accounting software in minutes. And, 
it documents the imported data with 
an automated paperless workf low. 

Supporting 
over 15,000 

vendor invoices and 10,000 national/
local financial institutions, ScanWriter’s 
user friendly interface and powerful 
scanning features improve accuracy, 
efficiency, and minimizes the risk of 
human error. ScanWriter enters hun-
dreds of transactions in minutes 
directly from your vendor invoices, 
receipts, credit card/bank/brokerage 
statements, payroll reports and more! 
Also, ScanWriter simplifies the bank 
reconciliation process by automatically 
checking for duplicates, errors, and 
matching the QuickBooks transactions 
to your bank/credit card statements.

TSheets Time Tracking
Instant love. Ideally, that’s what we’re 
all aiming for in a technology match up. 
The perfect vibe. It should be an easy, 
intuitive experi-
ence that strikes 
a chord and sparks something real. So 
when time tracking meets accounting 
software, TSheets makes magic happen. 
Plugged into the way QuickBooks, Sage, 
ADP, Paychex and other solutions run, 
TSheets syncs up real timesheet data. 
This detail-packed data goes to work— 
no matter what program you’re working 
in. Payroll, billing and invoicing get 
faster and more exacting. Instantly. For 
employees, TSheets is fun and easy to 
use online and off line virtually any-
where, including on a smartphone, tablet 
or app—even by clocking in with a 
phone call, text or tweet. For ProAdvi-
sors, accountants and managers, it 
changes the way you’ll think about 
time—and how to keep track of it all. 

Xero
Xero offers the scalability 
and features typically 
found in a full accrual 
accounting system. These 
include accounts receivable, accounts 
payable, bank reconciliations and more. 
Xero helps accountants and book-
keepers with control over the general 
ledger and journal entry capabilities, 
along with fast management report 

T
 
he Sleeter Group’s Awesome Application 
Awards Program is designed to recognize 
quality software solutions available in the 
SMB accounting software marketplace. 

Each year, we research solutions to identify and 
recognize the companies and products who deliver 
“awesome” value. The 2015 award recipients include a mixture of mature 
solutions with deep functions as well as several new products that show great value 
today and we believe will delight customers for many years to come.

Mr. Sleeter is the founder of The 
Sleeter Group, a national group of 
accounting software consultants who 
serve small and medium-sized busi-
nesses. He is the host of the Account-
ing Solutions Conference and the 
author of several books including the 
QuickBooks Consultant’s Reference 
Guide, and the leading market college 
textbooks “QuickBooks Fundamen-
tals and QuickBooks Complete.” For 
more information, call 888-484-5484 
or visit www.sleeter.com. Doug can 
also be reached at Doug.Sleeter@
CPAPracticeAdvisor.com.

CONTINUED ON PAGE 14
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Extending your reach.

You’re a trusted advisor, guiding your clients when they need professional tax and accounting advice. 
When their needs extend to wealth management, we can help.

We offer specialized financial products and services for your most sophisticated clients, building on 
the tax strategies you’ve helped them put into place. Their needs may be complex, but our approach is 
simple — we help clients build, manage, preserve, and transition their wealth — with their best interests 
always front and center.

Learn how we can work together. To start a new kind of conversation, visit wellsfargoprivatebank.com 
or call 866-460-8465.

Wells Fargo Private Bank provides products and services through Wells Fargo Bank, N.A. and its various affiliates and subsidiaries. Brokerage services are available through 
Wells Fargo Advisors, LLC (member SIPC), a registered broker-dealer and separate non-bank affiliate of Wells Fargo & Company. Insurance products are available through 
insurance subsidiaries of Wells Fargo & Company and underwritten by non-affiliated Insurance Companies. Not available in all states. © 2014 Wells Fargo Bank, N.A. 
Member FDIC. NMLSR ID 399801  ECG-1217754

W E L L S   F A R G O
P R I V A T E  B A N K

Wealth Planning

Investments

Trust Services

Lending Solutions

Cash Management

Insurance
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A YEAR IN THE LIFE: PAYROLL ACCOUNTANT

There are a few items that you will 
want to ensure make your own “to-
do” lists for your practice. Performing 
these tasks will help ensure your 
practice is able to effectively provide 
high quality service to your clients. 
First and foremost, you’ll want to 
ensure you have all the necessary 
supplies needed. This will range from 
stocking up on basic office supplies 
to making sure you have enough of 
the forms needed for each client. This 
is also the time to verify each piece of 
hardware has the most up-to-date 
version of all software that your firm 
uses. This includes any desktops, 
laptops, tablets, smartphones or other 
mobile devices.

As the year comes to a close, it’s 
also important to review your cur-
rent client base. Create and maintain 
an active list for each client that 
details any actions that will need to 
be taken. You will also want to keep 
track of forms that will need to be 
filed, as well as the filing dates.

Once you have created a master 
schedule for each client, it’s impera-
tive that you communicate the fil-
ings and due dates to your clients. 
They will need to be aware of which 
forms their businesses are required 

to file and when. You will also want 
to proactively request any docu-
ments and information that are 
required for filing. You do not want 
to wait for clients to provide this 
information. Their focus is on run-
ning their business so they may not 
be aware of what you need, or it may 
slip their mind. Preemptively asking 
for this information will allow you 
to have enough time to prepare and 
f i le any necessar y forms by the 
required deadlines.

In addition to allowing you to 
accurately prioritizing your clients’ 
needs and tasks, creating a master 
schedule will allow you to properly 
access your f irm’s own staf f ing 
needs. It’s imperative that you have 
the proper resources to meet your 
clients’ needs. This will include 
mak ing sure you are accurately 
staffed and hiring additional sea-
sonal staff, i f necessar y. As you 
schedule your staff, ensure they are 
not overloaded and have the neces-
sary tools and access.

Training and refreshing your 
staff members on proper protocols 
is also important. As you are pre-
paring your staff to serve clients in 
their year-end preparation, ensure 

they know how to securely access 
client data and are double checking 
a n d  v e r i f y i n g  t h a t  d a t a .  I t ’s 
important to ensure the forms are 
filed accurately to avoid tax liabili-
ties for your clients and extra work 
for your staff down the line.

Accuracy Checks
As your staff is f i ling forms and 
helping clients with their year-end 
planning, it’s important they take 
the time to review each form for any 
errors before filing. Common mis-
takes include typos in names and 
addresses, but erroneous social 
security information is the most 
common cause of rejections. Each 
employee must have a valid social 
security number and name. This can 
be verified using the Social Security 
Number Verification System.

Be sure to double check filing 
criteria, such as the jurisdiction 
ident i f icat ion nu mber, federa l 
identif ication number, payment 

frequency and method of payment. 
Your staff should also compare UI 
ta xable wages to FUTA ta xable 
wages to ensure the correct amounts 
are filed. Other figures that should 
be verif ied include income ta x, 
FICA, Medicare wages or tax and 
third-party sick pay amounts. It’s 
important to make sure the amount 
f i led for wages is more than the 
amount listed for taxes.

Additional ly, i f there are any 
amendments that need to be filed, 
those should be filed immediately. 
Timely and accurately filing will 
help prevent potential discrepancy 
notices and penalties later.

There’s a lot of work and time 
that goes into year-end planning 
– both for your clients and your 
own practice. Making sure your 
systems and people are up and 
running is a top priority. Before 
you can help your clients prep for 
their business’ year-end, you must 
first be prepared for yours.   

Year-End Planning:  
It’s Not Just for Your Clients

P
 
ayroll practitioners spend the 
end of the year helping their 
clients prepare for year-end and 
the upcoming year. But year-
end planning isn’t just for the 

clients they serve. It’s equally as important 
that they spend time prepping their own 
firms as well.

By Taija Jenkins, Assistant Editor
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As you gear up for your first filing 
season, now is the time to make sure 
you have everything you and your 
staff will need to effectively and 
ef f ic ient ly ser ve you r c l ient s . 
Double-check your resources to 
make sure you have enough staff on 
board, as well as the most updated 
software and correct forms.

First, you want to be sure that 
you fully understand the scope of 
your new payroll business. This 
means understanding each client’s 
u n i q u e  b u s i n e s s  n e e d s  a n d 
knowing the personalized level of 
ser v ice you’ l l have to prov ide. 
Examine your list of clients and 
create a database to manage filing 
r e q u i r e me nt s ,  d e a d l i ne s  a nd 
required documents for each client. 
Review the master schedule with 
your staff to ensure they are also 
aw a re of i mpor t a nt d ates a nd 
compliancy requirements for every 
client they will be working with.

Constant and open communication 
is also key to preparing for your first 
filing season. Schedule time to meet 
with each client, preferably face-to-
face. Use these meetings to discuss 

your client’s needs and expectations, 
as well as your own expectations. Make 
sure they are aware of important 
deadlines and filing requirements. If 
there are important documents that 
they will need to provide, this is the 
time to discuss.

New laws will typically go into 
effect January 1, so now is the time to 
make sure you are fully aware of any 
changes that will affect your clients. 
If there are new requirements or fil-
ings, ensure they are aware of them 
and start planning to gather the nec-
essary data and information that you 
will need to file.

Once you have put together a 
master schedule of deadlines and 
made a list of the required filings for 
each client, you will have a true 
picture of the work that lies ahead 
for your first filing season. Carefully 
assess how much time would be 
needed to adequately serve each 
client against your number of staff 
members and their available time. If 
necessary, make plans to hire addi-
tional seasonal staff to help your firm 
work through the filing season.

While you are busy preparing and 

f i l ing forms for cl ients, regular 
payroll tasks will still need to be 
carried out. It’s important that the 
proper processes a re i n pl ace 
beforehand to avoid these tasks 
being overlooked during the height 
of busy season. Having an estab-
lished process will make it easier to 
focus on any urgent matters that may 
arise. You will also want to make 
sure that both staff and clients are 
aware of the process and any steps 
they need to take.

Keep in mind that even the best-
laid plans will not be perfect. Inevi-
tably, issues wil l arise. Create a 
process to handle any issues that 
occur during filing, such as misfil-
ings, incorrect information or errors 
or penalty notices. Consider cre-
ating a hotline or email address 
specifically for filing issues. Make 
sure all staff is trained on your firm’s 
process to handle any issues they 
may encounter with clients.

Filing season is busy and can be a 
stressful time for firms – new and old, 
alike. But, having a plan in place will 
help ensure your practice is prepared 
for your first filing season.   

Payroll Accountant’s Checklist for December
✓  Suggest clients double check employees’ 

pretax deductions, coding for Form W-2, Box 
12 and year-to-date amounts.

✓  Remind clients to have employees submit a 
new Form W-4 if their family status changed, 
or they claimed an exemption from income 
tax withholding in the current year.

✓  Cut manual checks for employees separated 
from the company between the last payroll 
of the current year and the first payroll of 
the next year.

✓  Perform a final review of the general ledger 
for “hidden” wages, notably noncash fringes.

✓  Input the new Social Security wage base, 
state unemployment and disability wage 
bases (if applicable), federal and state 
withholding allowances, federal and state tax 
rates and employees’ benefits data into the 
system for the first payroll of the new year.

✓  Perform a system back up prior to processing 
the first payroll of the new year.

✓  Send holiday greetings to clients!

A YEAR IN THE LIFE: PAYROLL ACCOUNTANT
A Year in the Life of a  
PAYROLL Accountant  

is sponsored by  
SurePayroll and ADP

Connect  
to ADP ®
At ADP, we’re all about connections 
— connecting accounting 
professionals like you to the right 
resources and opportunities to 
support your firm’s objectives:

• Give your clients access to 
big-business payroll and HR 
solutions by referring them  
to ADP

• Generate more revenue and 
simplify payroll processing  
with our customized platform  
for accountants

• Discover other segments to 
invest in or retire sooner by 
selling your client payroll  
base to ADP

When you partner with ADP, you 
also connect to integrated HR 
products, retirement and more — 
everything your clients need to help 
protect and grow their business. 

For more information, visit 
adp.com/accountant or  
call 1-855-408-3751.

The ADP logo and ADP are registered trademarks of ADP, LLC. 
Copyright © 2014 ADP, LLC. 

HR. Payroll. Benefits.

Prepping for Your  
First Filing Season

W
 
hen you start a new business, there’s a lot of behind-the-scenes 
work that must happen to ensure you are delivering a high 
quality product or service to your customers. This is especially 
true for payroll practitioners just starting out.
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Tax Research Systems Offer 
Valuable Interactive Resources
By Dustin Wheeler, CPA

A
s a young boy, I once 
ac c ompa n ie d my 
parents on a visit to 
their CPA’s office. I 
c u r iou sly looked 
around at the thick 
bl ac k book s t h at 
l i n e d  t h e  b o o k -

shelves, noticing that the tax court 
cases and internal revenue code went 
back to the early 1900s. Without a 
doubt, a time-traveling accountant 
from a century ago would be pretty 
impressed to see that all of these books 
and much more fit in a smartphone in 
the palm of a hand.

Online tax research software has been 
around for more than a decade and 
continues to evolve in nearly equally 
stunning ways. Software vendors have 
strengthened search capabilities, enabled 
researchers to collaborate, and added 
many libraries and tools. Today’s soft-
ware isn’t just made for tax research; it’s 
full of interactive resources that facilitate 
better decision-making.

However, some practitioners’ use of 
the tax research software has not evolved 
as quickly. They simply search for the 
answer to a client’s question and quote 
the findings in a letter or e-mail to the 
client, and that’s all they use the software 
for. Unaware of all the tools their tax 
research software has to offer, they miss 
opportunities for tax planning with their 
clients or they spend hours manually 
creating a letter or chart that software can 
generate in seconds.

Check out our reviews of the three 
major tax and accounting research sys-
tems for financial professionals.

• BNA Tax & Accounting Center
• Thomson Reuters Checkpoint
• Wolters Kluwer,  

CCH IntelliConnect
Tax and accounting professionals can 

use their research software in many 
innovative ways to truly be a trusted 
advisor for their clients. For example:
• Follow tax and accounting news within 

the research subscriptions, whether it 
be on a daily, weekly, or some other 
periodic basis. You will likely find 
updates applicable to your clients’ situ-
ations, and they will be impressed with 
your awareness of recent developments.

• When preparing multi-state tax returns, 
create a chart as an outline for the due 
dates, tax rates and other issues per-
taining to each state. It is quite a bit more 
efficient than going to each state’s tax 
authority website and downloading 
booklets and instructions.

• Data mine clients within tax software 
and then search for planning opportuni-
ties. For example, a search for specific 
zip codes may reveal obscure local tax 
credits and incentives.

• Many accountants focus on getting a 
Federal tax return right, but give less 
attention to state and local tax issues. 
Effective use of research software can 
help determine nexus for both income 
and sales tax purposes, as well as 
apportionment planning. An example 
of this is Bloomberg BNA’s Tax and 
Accounting Center’s State Tax Nexus 

Tools, which generates reports and 
charts based on the answers to a ques-
tionnaire about a company’s activities 
in each state.

• IRS response tools (such as Thomson 
Reuters Checkpoint’s IRS Response 
Library) may be your first stop after a 
client receives a notice. Instead of 
writing letters from scratch, using 
sample response letters could save a 
significant amount of time.

• Take advantage of mobile site capabili-
ties and apps (such as CCH Mobile). 
You may be able to search your libraries 
and then e-mail documents to clients 
while in the airport waiting for a flight.
The three tax research software 

pack ages rev iewed have much i n 
common. They are all web-based and 
contain many primary sources and helpful 
editorial libraries. However, they have 
their unique layout, search tools, mobile 
capabilities, charts/diagrams, and special-
ized content offerings. Those evaluating 
tax research software should test drive 
the trial versions, experimenting with all 
aspects including the mobile apps. After 
subscribing, training is extremely 
important in helping the user take 
advantage of the many tools and resources 
that the products offer. While I was 
impressed with shelves full of books as a 
young boy, today I admire scholarly 
accountants who use tax research soft-
ware to its full potential.  ●

Dustin Wheeler

Dustin Wheeler is a tax manager at Hawkins Cloward & Simister 
in Orem, Utah, where he provides accounting and business advisory 
services. He blogs about technology and accounting at  
www.dustinwheelercpa.com.

REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

• General navigation/ease of use
•  Content delivery options: paper, 

CD/DVD, online, All
•  Organization sorted by  

relevance/importance
• Multiple user management
• Multiple browser support
• Various subscription options
• Search routines
•  Integration w/T&B applications for 

billing, DMS output, etc.

CONTENT
•  Licensing options (named users, 

concurrent users, site license, etc.)
• Multiple providers
• Publicly available
•  Breadth of content (Fed, State, 

A&A, other compliance offerings)
• Newsletters
•  Wizards for certain specialized 

research types
• Templating

CUSTOMIZATION
• User preferences
• Alerts
• Saved searches/documents

INTEGRATION &  
IMPORT/EXPORT

•  Integration with Word Document/
client letter integration

•  Integration with DMS, Portal, 
Browser toolbar

•  Saving & printing to multiple file 
formats

•  Activity/usage reporting for  
management

•  Support for capturing info for  
billing back charges to clients

HELP/SUPPORT/TRAINING
• Built-in support features
•  System/content update  

frequency
• Support website/documentation
•  Live support, where is support 

located, hours
• Live chat w/other users
• Multiple training options

TAX RESEARCH
Reviews
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BEST FIT
Tax, accounting, and legal professionals wanting 
expert analysis such as those found in the BNA 
Portfolios and access that content offline in a 
mobile app.

STRENGTHS
• High-quality editorial content, particularly the 

Bloomberg BNA portfolios, which are authored 
by respected practitioners and educators.

• Users may find Fast Answers’ Q&A format to 
be a user-friendly way to find answers to 
common tax questions.

• Layout is well-built for topical reading.
• Tax Center by Bloomberg BNA mobile app 

provides access to news & commentary, 
expert analysis, primary sources, state tax 
information and cases; portfolios can be 
cached for offline use.

POTENTIAL LIMITATIONS
• Unlike the other two products reviewed which 

integrate with the respective tax preparation 
software in their suites, BNA Tax & Accounting 
Center does not have similar integrations.

• While the other two products reviewed allow 
highlighting and annotating text within the 
program, users of BNA Tax & Accounting 
Center will need to print to paper, PDF, or copy 
and paste to another program to do the same.

• Tax Center by Bloomberg BNA mobile app is 
currently only available for iPhone and iPad, 
though an Android app is under development.

SUMMARY & PRICING
With volumes of expert analysis, Bloomberg 
BNA Tax & Accounting Center is a powerful 
research tool for tax and accounting profes-
sionals. Prices are based on the number of users 
and subscribed content, and start at under 
$1,000.

www.BNASoftware.com 

BNA Tax & Accounting Center and  
Financial Resource Center

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12020189

4.5

2014 
OVERALL 
RATING

TAX RESEARCH
Reviews
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BEST FIT
Users of Wolters Kluwer, CCH tax software will 
experience time-saving integrations, but tax and 
accounting professionals using any tax software 
who take advantage of the wide range of content, 
mobile app, and collaborative tools may find 
IntelliConnect to be the best fit.

STRENGTHS
• Right-click access to research materials from 

integrated tax programs: CCH ProSystem fx Tax 
and CCH Axcess.

• IntelliConnect content can be accessed through 
CCH Mobile, the strongest tax research mobile 
app among its competitors with much of the 
functionality of the desktop site.

• Content on the mobile app can be highlighted, 
annotated, converted to PDF, e-mailed, and 
shared to social media sites.

• With the IntelliConnect Browser Search plugin, 
users can search IntelliConnect content and the 
web simultaneously, a unique feature among the 
products reviewed.

POTENTIAL LIMITATIONS
• Although the CCH Mobile app is not currently 

available for Windows Phone and Blackberry 
devices, they may access IntelliConnect content 
on the mobile site.

SUMMARY & PRICING
IntelliConnect is a comprehensive research 
solution for tax and accounting firms. CCH’s 
mobile strategy particularly makes IntelliConnect 
a solid choice for remote workers. The base price 
for library subscriptions starts  at $200 and goes 
up with additional users and content. Some of the 
products mentioned in this article, such as CCH 
Mobile and IntelliConnect Direct, may be 
downloaded for free but require an IntelliConnect 
ID and password to access the content.

www.CCHGroup.com

CCH IntelliConnect Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12020175

5

2014 
OVERALL 
RATING

BEST FIT
While users of other Thomson Reuters software 
will benefit from the integration, Checkpoint is a 
good fit for accounting professionals needing a 
practical information resource with strong search 
and customization tools.

STRENGTHS
• Though Checkpoint’s search capabilities have 

been strong among tax research products for 
some time, its new Intuitive Search now adapts 
to users’ preferences and returns more relevant 
results.

• Time Tracking is a feature unique to Checkpoint 
among the products reviewed, providing users 
an easy way of billing research time to clients. 

Checkpoint can generate both billing and project 
reports to be printed or exported into time and 
billing systems.

• “Return to Your Previous Research” popup brings 
a user to where he/she left off after a session 
time-out.

• Users can search by address for location-based 
tax credits.

POTENTIAL LIMITATIONS
• Since Thomson Reuters does not offer mobile 

apps with the full Checkpoint content, mobile 
versions of the site open on smaller devices with 
browsers that may not support document 
assembly (requires the use of Java).

SUMMARY & PRICING
Particularly strong with its search and customiza-
tion options, Thomson Reuters Checkpoint is a 
powerful and user-friendly research platform for 
accounting professionals. Pricing begins at 
approximately $150 and goes up depending on 
the subscriptions, products, and number of users.

www.cs.ThomsonReuters.com

Thomson Reuters Checkpoint Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12020191

5

2014 
OVERALL 
RATING

Intuit Tax Online. Otherwise known as 

the reason you made it home 
to tuck her in.

Designed for tax professionals with more than numbers on their minds, Intuit Tax Online 
offers workfl ow, mobile and diagnostic features that help you work more effi ciently and 
collaborate with clients anytime, anywhere. Features like Books-to-Tax, which allows you 
to go from QuickBooks Online Accountant to a fi led return in less time. This tax season, 
get back to living more fully with Intuit Tax Online.

Find your productivity sweet spot. TRY INTUIT TAX ONLINE FREE              VISIT WWW.INTUITCLOUDTAX.COM

© 2014 Intuit, Inc. All rights reserved.

preparation. Financial statements and 
reconciliation reports further assist with 
users’ work papers. In addition, Xero now 
features integrated Payroll across seven 
states. Your clients’ books are updated 
seamlessly — and Xero makes it easy to 
calculate payroll, pay employees and file 
payroll taxes.

ZenPayroll
Z e n P a y r o l l  i s 
delightful, modern 

payroll. ZenPayroll’s comprehensive 
payroll service eliminates the manual 
tasks and unnecessary complexities 
traditionally associated with offering 
payroll. All government payroll taxes, 
reporting, and compliance are taken care 
of automatica l ly and paperlessly. 
Accountants and bookkeepers can 
manage dozens of companies from a free, 
centralized dashboard. ZenPayroll also 
integrates with Xero, QuickBooks, and 
FreshBooks, so payroll data can sync 

seamlessly with your chart of accounts. 
The system gives CPAs the tools to 
become modern accountants, increase 
their revenues, and build stronger rela-
tionships.

Zoho Books
Zoho Books is a com-
plete cloud accounting 
software which simpli-
fies managing small business finances. 
The dashboard gives instant insights to 

business owners about the cash flow and 
a breakdown of expenses incurred. Bank 
feeds along with Bank Rules eliminates 
data entry in Zoho Books. It’s easy to 
keep track of your customer and vendor 
transactions and you can collaborate 
with your clients and your accountant 
real-time.

More information on the Awesome 
Applications is at http://www.sleeter.
com/awesomeapps.  

CONTINUED FROM PAGE 8

TAX RESEARCH
Reviews

2015 Awesome Applications
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TECHNOLOGY IN PRACTICE By Roman H. Kepczyk, CPA.CITP

IN FIRM:  
2015 IT Predictions and 2014 Results

Looking back at 2014 we again had 
more WINS than LOSSES, but not 
enough to warrant a career change 
towards becoming a day trader or 
professional gambler. By our count 
we sc ored s i x  W I NS a nd t wo 
LOSSES, but with two DRAWS, you 
can come to your own conclusions.

So before we jump into 2015, 
here’s a look at how we see our 2014 
IT Predictions turning out:
•  WINDOWS 8 STRUGGLES AGAINST 

WINDOWS 7 (WIN): Easy WIN in 
firms as they continue to primarily 
standardize on Windows 7 (including 
upgrades from the no longer sup-

ported XP version). Even though 
Windows 8 had better security, the 
Metro interface and lack of a Start 
button drove accountants away.

•  QUICKBOOKS ONLINE FIGHTS 
BACK (WIN): We predicted that 
Intuit would take the Xero threat 
seriously, and they did by promoting 
a believable future plan for Quick-
Books Online and hiring industry 
experts to meet directly with CPA 
firms to promulgate that vision.

•  HOSTED EXCHANGE USERS LEAP 
FORWARD (WIN): Our guess was 
that small and medium firms would 
begin to have their Outlook hosted 
externally which we saw happening 
because the cost was great compared 
to doing it themselves.

•  CLOUD HYBRIDIZATION CON-
TINUES TO THE MAJORITY OF 
FIRMS (WIN): The number of firms 
adopting some cloud applications 
continues to increase creating an 
easy WIN for the hybrid environ-
ment we see firms implementing 
including the adoption of  Windows 
Terminal Server and Citrix for 
remote access.

•  SECURITY CONCERNS WILL PRO-
MOTE CLOUD ADOPTION (DRAW): 
We felt that security would be one 
of the drivers to get firms to adopt 
the cloud but did not see any indica-
tions that this was a primary reason 
to do so or not, so rather than 
changing the original prediction to 
make this a WIN or LOSS, we will 
put it in the DRAW column.

•   BYOD POLICIES WILL ABOUND 
(LOSE):  W hile we saw a good 
number of industry articles and 

discussions on BYOD and provided 
many firms with BYOD training and 
consulting resources, we can say 
there was good general adoption, but 
not enough to say the process 
“abounded” and tagged as a WIN. 
However, adoption was good enough 
to say it wasn’t a loss (so if you 
implemented a BYOD policy I WIN, 
if you didn’t have one I LOSE.)

•  VIDEO CALLING BECOMES STAN-
DARDIZED (LOSE): This prediction 
is getting close to having as many 
LOSE tags attached to it as my bio-
metric password adoption predic-
tions over the past decade!

•  SOCIAL MEDIA SUBSYSTEMS 
(DRAW): We predicted an increase 
within the accounting profession in 
utilizing internal social media tools 
such as SocialCast, Yammer and 
Yahoo Groups and while we did see 
CPA firm and industry associations 
utilize social media to collaborate, it 
was not as extensive as we thought 
so we are giving ourselves a DRAW 
on this one.

•  LITTLE DATA MAKES INROADS IN 
ACCOUNTING FIRMS (WIN): We 
predicted at least one vendor would 
promote the use of internal dash-
boards and other data utilities to 
better access firm data and make 
decisions, that firms would notice 
and begin to install, which we feel 
happened in line with the practice 
management enhancements and 
plug-ins we saw utilized in firms.

•  G A M E  B A S E D  T R A I N I N G 
ANNOUNCED (WIN):  Thomson 
Reuters partnered with True Office 
and consultants such as the Growth 
Partnership and Edie Osborn inte-
grated the “gamification” topic as 
part of learning this year, which we 
expect to increase in the near future.
With 2014 Accounting IT Pre-

dictions in the archives, it’s time to 
jump ahead towards 2015 to give 
you all something to “noodle” on 
during those rare spare moments 
during busy season and maybe 
provide some insight into where 
you should take notice.   

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.

I
 
t’s prediction time again, where we dust 
off the proverbial crystal ball and share 
our technology thoughts ahead of the 
curve, as well as fess up on how our pre-
vious year’s guesses fared.

GO ONLINE TO WWW.CPAPRACTICEADVISOR.COM/12022837 FOR THE REST 
OF THIS ARTICLE, INCLUDING ROMAN’S PREDICTIONS FOR 2015. 
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FEATURE

1 
Data  
Protection
While most people think of 
a privacy data breach as 
being the result of a hacker 
attack a high percentage of 

c la i ms a re t he resu lt of rog ue 
employees, IT failures and lost or 
stolen mobile devices such as laptops.

While large CPA firms are aware 
of the danger and increasingly find 
they are required by clients to pro-
v ide data protect ion coverage, 
small-to-mid-sized firms still tend 
to think they are immune and fail to 
realize the devastating cost involved 
if client files are compromised.

“Breach notification is now the 
si ng le big gest e x posu re,” sa id 
Christopher Brammer, vice presi-
dent at Aon Affinity’s Professional 
Firms Division. “If you’re preparing 
taxes all over the country, do you 
know the breach notification laws 
for al l 50 states? Do you have a 
breach response team in place and 
are you ready to engage them? That’s 
a component of a good network risk 
policy. If not, you’ll be hiring one 
last minute and will pay a premium 
to comply with the law.”

2 
Mergers
Pr ior to 20 08, la rge 
reg iona l C PA f i r m s 
were acc ustomed to 
double-digit growth. 
When the recession hit 

and business slowed, merger and 
acquisition activity increased dra-

matically. When two firms merge, 
it’s one of the single highest expo-
sure events that a firm will face.

“There are a number of issues that 
firms may not consider until it’s too 
late,” said Alvin Fennell, vice president 
of underwriting at Aon Affinity’s Pro-
fessional Firms Division. “You need to 
do extensive due di l igence when 
looking at the firm you’re acquiring. 
You need to ask the hard questions. 
What is their claim history and peer 
review history? Are you buying any 
‘land mines about to explode?’”

With the aging of the profession, a 
related, emerging issue of merger and 
acquisition is succession planning. 
Whether it’s a first-generation firm 
transitioning to the next generation 
or they’re acquired by a larger firm, 
engaging your insurance broker early 
in the process is a critical step to 
mitigating potential exposures.

3 
Fraud
E mployee t hef t  c a n 
o c c u r  a t  a n y  f i r m , 
including CPA firms, but 
it can be doubly cata-
strophic when it occurs 

at one of the CPA firm’s clients.
“The exposure to the accounting 

firm is; you’re my auditor, why didn’t 
you catch it?” said Brammer. “It’s not 
the accountant’s charge to detect 
fraud; however, they consistently 
have the finger pointed at them as the 
person to blame. It continues to be 
among the most severe losses we see.”

Firms may be a target when they 

are small, but have increased expo-
sure as they grow.

“Has the CPA firm taken a hard 
look at their quality controls?” said 
Bra m mer. “A re t hey engag i ng 
anyone to take a look at their risk 
management? Has their approach to 
risk grown with their organic firm 
growth? Often times it is a claim that 
triggers a risk assessment.”

4 
Engagement  
Documentation
An engagement letter 
outlining the scope of 
accounting services to 
be provided, signed by 

the client, reviewed and updated 
every year, is a CPA firm’s first line 
of defense against professional lia-
bility claims.

“There was a time when CPAs 
didn’t use engagement letters,” said 
Brammer. “Those days are long 
gone. Now an engagement letter 
might be five pages long. Will that 
prevent a client from suing you? No. 
But it is the single best tool at the 
disposal of your defense counsel 
when there is a claim.”

Where firms may get into trouble 
is with ‘engagement creep.’ The firm 
may have started out preparing 
taxes, but is then requested to con-
duct an audit or provide wealth 
management advice. Before long the 
CPA is a client’s advisor on a multi-
tude of services, all of which need to 
be documented.

A new issue that may escape 

documentation is the Affordable 
Care Act. As CPAs are hired to 
provide tax advice regarding the 
ACA, if a CPA is working outside of 
the scope of their expertise, they 
should refer the client to a specialist 
or document where their responsi-
bility begins and ends.

5 
Wealth Transfer
With the baby boomer 
generation approaching 
retirement age, CPAs 
are increasingly hired to 
assist clients in transfer-

ring their estates. Professional lia-
bility issues can arise when a CPA is 
called in to act as a financial advisor, 
trustee or executor for the client—
not the beneficiary.

“The beneficiaries may each have 
their own attorney,” said Fennell. 
“The first thing on their mind is: 
there’s a million dollars, could there 
have been more? That million dol-
lars could have been $1.2 million if 
this and that had happened. That’s 
$200,000 and we want it. Now the 
beneficiaries are suing the CPA.”

Documentation and involving the 
right parties, such as an attorney, is the 
CPA’s key to defense. W hen the 
experts begin reviewing the documen-
tation, they will get a sense of the 
quality of the CPA’s work. Good docu-
mentation can set the tone of a media-
tion and eliminate nuisance claims.   

The Top 5 Professional Liability Issues 
CPAs Need to Watch in 2015
By Kenneth J. Mackunis

O
 
ne way to help avoid a professional liability claim is to 
be aware of the evolving exposures within the profes-
sion. The following is a list of five top areas of concern 
for CPAs in 2015.

Kenneth J. Mackunis (ken.mackunis@
aon.com) is an executive vice president 
at Aon Affinity, the endorsed provider 
of the American Institute of Certified 
Public Accountants (AICPA) Profes-
sional Liability Insurance Program 
since 1967. For more information call 
215.773.4653 or visit cpai.com.
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Billing by the Hour or 
Fixed-Fee, Time 
Management is Essential
By Isaac M. O’Bannon, Managing Editor

O
ver the past several 
years, two major factors 
h a v e  s i g n i f i c a n t l y 
changed the way many 
f irms operate,  both 
internally as well as how 
they interact with their 
clients. The internet, of 

course, has something to do with this, 
but it is more in the way professionals 
are using it and the programs that 
have been developed to help them be 
more effective and productive.

First, firms are moving more and 
more of their operations to the cloud. 
Not just one or two programs, but 
most or all of their core professional 
programs,  f rom ta x ,  to  c l ient 
accounting, to practice management 
and even their time tracking and 
client invoicing functions. The second 
factor, the increasing move to value 
billing, was not enabled by the cloud, 
but it has dramatically grown in 
popularity with many firms.

As cloud-based applications and 
other programs have automated many 
of the functions that accounting firms 
used to charge clients for by the hour, 
many firms are facing the issue of re-
evaluating what their various services 
are worth. Not the value of their time, 
but the value – to the client – of client 
write-up services, or a tax form, pre-
paring financial statements, or other 
client services. The value is not 
inherent in the amount of time that a 
professional spent doing a compila-
tion or an 1120 return … it is the 
product itself.

While some firms who have gone 
to this model have tried to move away 
from time and billing systems, this is 
a mistake for many reasons, particu-
larly these two:
•   Firms will always need to provide 

clients with itemized invoices, 
whether the clients receive them 
on paper, by email or online.

•  While not billing by the hour, these 
f i rms st i l l need to ef fect ively 
manage their staff workload and 
time usage to determine produc-
tivity and whether firm services are 
a p p r o p r i a t e l y  p r i c e d .  T i m e 
tracking and management software 
excels at this function, and cannot 
be sacrificed.
Until about a decade ago, most 

accounting firms charged by the hour. 
While many still do, or at least do for 
some services, particularly audits, the 
transition to the value pricing model 
is similar to the move to “less paper” 
offices that firms made a few years ago. 
It is here and it will keep coming. 
Furthermore, fixed fee pricing models 
will be expected by clients who may 
be considering your firm or another. 
Will they choose the firm that can tell 
them precisely what their monthly 
fees will be, or the firm that says, 
“Well, it depends on the amount of 
time it takes.”

However, whether a firm is using 
value pricing or hourly billing, a 
program designed for time tracking 
and billing for accounting firms, or a 
broader practice management system 
that also includes time tracking and 

invoicing functions, is still one of the 
central components of a modern 
practice. (See our 2014 reviews of 
Practice Management systems at 
w w w.cpapract iceadv isor.com/ 
11384725).

This review of Time & Billing sys-
tems looks at several programs that 
offer varying features, including 
dashboard views of key business 
indicators, advanced sign-off and 
review processes, and even human 
resources functions for tracking paid 
time off accruals and offering integra-
tion with payroll programs.

As with any program as core to a firm’s 
productivity and management, the selec-
tion of a time and billing system should 
reflect how the firm currently manages its 
services, clients and staff. To achieve the 
best results from any such program, such 
as tighter control of billing and firm pro-
ductivity analysis, all staff at a practice, from 
partners down, need to use the program 
reliably and consistently.   ●

Isaac M.  
O’Bannon,  
Managing 
Editor

Isaac is the 
Managing Editor 
for CPA Practice 
Advisor.

REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

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

professionals
• Scalability
• Hosted version/SaaS app

TIME MANAGEMENT  
CAPABILITIES 

• Timesheets, timers, multi-staff 
views

• Multi-staff entry
• Time tracking by project/job
• Approvals/sign-off process
• Support for various hourly rates

INVOICING FUNCTIONS
• Expense tracking options
• WIPs, budget-from-estimate
• Accounting interface cash or 

accrual
• AR management
• Customization

MANAGEMENT FEATURES
• Dashboard overviews (aka snap-

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

INTEGRATION & DATA  
MANAGEMENT

• Data output options
• Integration w/payroll & profes-

sional accounting systems
• Report writer or customization 

tool
• Integration w/other apps (tax 

software, e-marketing, portals)

HELP/SUPPORT
• Built-in support features
• System updates
• Support website/documentation
• Live support 
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BEST FIT
Accounting and tax practices who 
prefer the anywhere, anytime 
accessibility of a web-based time 
and billing solution, particularly 
users of other parts of the Accoun-
tantsWorld Power Practice suite.

STRENGTHS
• Excellent integration with other 

programs in AccountantsWorld’s 
Power Practice suite.

• Easy set-up and an easy-to-use 

interface that works with al l 
major internet browsers. Since it 
works through a browser, users 
do not need to install the system 
or updates, as this is done by 
AccountantsWorld.

• Good client collaboration and 
communication tools, such as 
built-in email and batch email 
functions and instant messaging 
that makes it easy for clients and 
firm staff to troubleshoot issues.

POTENTIAL LIMITATIONS
• T he s y s tem doe s not of fer 

tracking of firm staff PTO or sick 
time.

• The ful l benef its of Practice 
Relief are achieved when used as 
a part of the broader suite, how-
ever, it is functional as a stand-
alone application.

SUMMARY & PRICING
Practice Relief offers a good tool for 
small  and mid-sized f irms to 

manage staff time and client proj-
ects, and client invoicing functions. 
As a web-based program, it allows 
convenient anytime/anywhere 
access for both the firm and clients.

Practice Relief is priced at $49 
per month, or $495 per year for any 
number of users and clients.

www.AccountantsWorld.com

BEST FIT
Accounting and professional ser-
vices firms of any size who want a 
powerful time, billing, expense and 
project management system, 
whether tracking for productivity 
management or for time-based 
billing purposes.

STRENGTHS
• Mu lt i - le v e l  t i me s he e t  a nd 

expense entry approvals system

• Web-based interface for time and 
expense entry, along with mobile 
apps

• Extensive integration options
• Automated a ler ts , due date 

reminders and other customiza-
tion functions

POTENTIAL LIMITATIONS
• Does not offer a full accounts 

receivable module
• Extensive functionality, reporting 

and customization features may 
require formal training

SUMMARY & PRICING
With almost 20 years of develop-
ment, Abak360 is a mature time and 
billing product from Abak Software, 
offering extensive management 
functions, detailed reporting, and 
total customization, along with data 
entry options that make it simple to 
use and manage junior staff. The 
system includes 
utilities for tracking 
WIPs, projects, cost 
m a n a g e m e n t , 

approvals processes, full invoicing 
and management of vendors. The 
system also integrates with other 
project management and workflow 
systems from Abak and its parent 
company, Sirius Software.

www.AbakSoftware.com

AccountantsWorld Practice Relief

Abak360

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022228

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022787

4.75

4.75

2014 
OVERALL 
RATING

2014 
OVERALL 
RATING

1 888 849-8059
Abaksooware.com

Standardize the time
 entry process

Optimize WIP management
and billing cycle

Accurately control budgets
in real time

Assign Assign resources on projects

Abak 360
perfect tool to

Optimize your billing cycle

DETAILS COMING 
SOON!

Thought Leader

2015
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BEST FIT
Designed for accounting and law 
firms, ImagineTime is a desktop or 
server-based, full-featured time 
management and billing system for 
firms seeking multiple timesheet 
data entry options, strong reporting 
and calendar functions, due date 
management, retainer-based billing 
and integration with Outlook and 
many accounting and tax programs. 
ImagineTime is also now available 
as a web-based system hosted by 
the vendor.

STRENGTHS
• Offers integration with Quick-

Books and several professional 
t a x  p r e p a r a t i o n  s y s t e m s , 
i nc l u d i n g L a c e r t e ,  D r a k e , 
UltraTax, ATX and ProSeries.

• User-friendly interface uses a 
menu structure similar to the 
design of Microsoft Office.

• Good scheduling and calendar 
functions, including optional 
tool to synch calendar items 
from Outlook.

• Supports up to 50 concurrent 
staff users.

POTENTIAL LIMITATIONS
• Previously did not offer mobile 

apps for Apple and Android, but 
will be coming out with an app 
supporting both in early 2015.

SUMMARY & PRICING
ImagineTime offers a comprehen-
sive time tracking and invoicing 
m a n a g e m e n t  s o l u t i o n  f o r 
accounting and law practices, with 
exceptional reporting and calen-
daring functions, and integration 
w i t h  m a n y  p r o g r a m s  t h a t 
accounting professionals use.

Pricing for ImagineTime starts at 
$295 for a single user, plus $49 per 
year for support. The optional due 
date, workflow, document manage-
ment and calendaring modules can 
be added for an additional fee. The 
cloud-based version of the program 
starts at $25 per month, with a 
three month initial commitment. 
Complete pricing information for 
the desktop version is available at 
www.imaginetime.com/pricing.asp.

www.ImagineTime.com

ImagineTime Time and Billing Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022240

5

2014 
OVERALL 
RATING

BEST FIT
The Chrometa time and billing 
system provides good tools for 
managing staff and team tasking, 
including projects. The system offers 
users the ability to log the applica-
tions and documents they have 
accessed during a given time period, 
which can then assist in creating a 
detailed time log from their com-
puter usage history. Chrometa 
integrates with several other cloud-
based business management and 
accounting systems, and offers 
mobile apps for Apple and Android. 
New for 2014, the company has 

added keyword-based rules that help 
automate timesheet creation.

STRENGTHS
• The web-based Chrometa system 

has multiple integration options 
for other project management, 
billing and accounting systems.

• Mobile apps and software for 
both PC and Apple systems let 
staff track and log their daily 
work automatically.

• The company offers live support 
chat on their website and within 
the program.

POTENTIAL LIMITATIONS
• Chrometa is geared primarily for 

t ime track ing and timesheet 
g e ne r a t io n .  C l ie nt  b i l l i n g 
options are l imited, but the 
program offers integration with 
invoicing systems.

• Reporting is limited to functions 
m o r e  s u i t e d  t o  s m a l l e r 
accounting and legal practices.

SUMMARY& PRICING
Chrometa i s  unsur passed at 
tracking staff time and activity, and 
automatically creating timesheets. 
However, it is somewhat limited in 

terms of invoicing functions. Cho-
meta is available in three versions, 
Startup, Basic and Plus, with 
monthly pricing for each starting at 
$12, $19 and $29, respectively. 
Tech support is available online 
through a helpdesk application with 
forums, knowledgebase articles and 
video tutorials.

www.Chrometa.com

Chrometa Time Tracking Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022237

4.5

2014 
OVERALL 
RATING

BEST FIT
BQE Software offers time manage-
ment, billing and client communi-
cation solutions tailored to the 
specific needs of a variety of profes-
sional services firms, including tax 
and accounting practices. The 
company’s BillQuick system is 
geared for small- to mid-sized 
practices of five or more staff who 
want options for  budgeting , 
tracking and billing clients or other 
third parties, and includes project 
management features.

STRENGTHS
• Tight integration with the most 

w idely-used sma l l busi ness 

management software, including 
Q u i c k B o o k s ,  S a g e  5 0 a nd 
AccountEdge, as well as custom 
integration and export functions 
for many additional systems.

• In addition to accounting prac-
tices, the system can be custom-
ized to meet the needs of other 
specific industries, including 
AIA (architecture), engineering, 
IT consulting and legal practices.

• Strong reporting functions and 
project management tools.

• The company offers a mobile app 
for time and data entry on iOS 
and Android devices.

 

POTENTIAL LIMITATIONS
• Because of the extensive func-

tionality of the program, some 
user training may be necessary 
to optimize the system during 
setup and to gain the most ben-
efit from its features.

• The system does not include a 
built-in calendaring module, but 
an opt iona l Outlook add-in 
enables integ rat ion and the 
ability to create time slips from 
calendar items.

SUMMARY & PRICING
BillQuick is a comprehensive and 
powerful time and billing solution 
that has matured over more than a 

decade to meet the very specific 
needs of accounting firms and other 
professional services firms. The 
underlying databases can support 
virtually any number of users, cli-
ents and projects, especially those 
needing job tracking and reporting 
features.

Pricing for Bil lQuick 2014 
depends on the version and 
number of users. Specific pricing 
can be found on the company’s 
website.

www.BillQuick.com

BillQuick Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022234

4.75

2014 
OVERALL 
RATING
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BEST FIT
TPS was specifically designed for 
accounting f irms seeking a 
streamlined time tracking and 
invoicing management solution 
that supports multiple billing 
options, integration with Outlook 
and other Office functions, a full 
AR module, custom reporting and 
remote time data entry. The 
system can be used by firms with 
fixed-fee billing or hourly billing 
processes.

STRENGTHS
• User-friendly interface with 

navigation funcitons and pro-
cesses designed by accountants

• Users have access to graphical 
overviews of time for activities 
per user

• Good integration options with 
Microsoft Office and Quick-
Books

• The program includes builtiin 
recei v able s a nd i nvoic i ng 
functions

POTENTIAL LIMITATIONS
• No web-based version is avail-

able, however, t h i rd pa r t y 
hosting providers may be able 
to assist in hosting

SUMMARY & PRICING
TPS offers a streamlined and 
effective time and billing manage-
ment system for accounting firms, 
sporting integrated AR, full billing 
functionality and integration with 
QuickBook s and Microsoft 
products. The system is best-

suited to small and mid-sized 
practices, but can support larger 
firms. The initial cost of the pro-
gram is $399 for a single user, plus 
$149 for each additional user. 
Annual renewals are discounted.

www.TPSSoftware.com

TPS Software Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12022011

4.5

2014 
OVERALL 
RATING

Billing on Texas Time
        Time management is a core factor in managing a 

successful tax and accounting firm. From tracking time 
spent on various client-billable functions to administra-
tive processes, and ultimately sending invoices to clients, 
a firm’s time and billing system has to be at the center 
of  everything.

No one knows this better than Randy Singer, CPA, the 
managing partner at Brown Graham & Company’s Tulia, 
Texas office (www.bgc-cpa.com). The full-service firm has 
seven offices across the state, each with varying client 
bases and specialties. The Tulia office of  BGC focuses 
largely on the agricultural and oilfield services industries. 
Many of  BGC’s partners and professional staff, including 
Singer, were raised in agricultural communities, giving 
them a personal interest and understanding of  what it 
takes to address agricultural related business concerns.

SIMPLIFYING THE BILLING PROCESS
When Singer took over as the managing partner in Tulia, 
the office had just recently turned to TPS Software for 
its time and billing management needs. TPS is a profes-

sional practice management and time and billing solution 
designed specifically for accounting firms. 

Nearly 10 years later, the firm still finds the system 
to be one of  its most valuable technology investments, 
helping them to manage more than 10 staff  members, 
plus temp professionals and interns in the office and 
their interactions with more than 500 clients. About 
90 percent of  these clients are agricultural or in the oil 
and gas business.

“TPS captures our time, which is life blood of  an ac-
counting firm,” Singer said. “We can bill directly through 
the system and it has a very straight-forward process 
that’s all on screen and completely paperless if  we want 
it to be. But we can also print invoices for our clients 
who still prefer paper.

During the switchover to TPS, Singer says the com-
pany helped the firm transition over from its former time 
management program, which wasn’t keeping up with the 
firm’s needs. This included setting up client accounts and 
integration with other programs the firm uses. Since 
then, the company has provided support as needed, but 
Randy says the system is so easy to learn and use, they 
rarely need to reach out for help.

HOW TPS MAKES  
FIRM MANAGEMENT EASIER
In addition to the easy-to-use billing functions, Singer 
says TPS has several other features that streamline time 

management functions.
“I really love the clock functions,” he notes. “I can 

click one button to keep the clock running while I’m 
working on a client engagement, then pause it if  I work 
on something else or take a phone call, or turn it off  
when I’m finished. I can add notes or other information, 
and then the data and notes automatically get applied to 
the client, and is included in reports.” He also noted the 
system’s due date management functions, which include 
reminders and can be customized by each staff  member. 

The built-in reporting functions in TPS include WIP 
and AR analyses, final/interim/partial billing, invoice 
histories, write-ups/downs, invoice templates, search 
functions and remote time entry.

“TPS has helped us increase productivity and better 
track and manage our time, and at such an affordable price 
point,” Singer says. “It’s the first thing I turn on every 
morning, and the last thing I turn off  before I leave.”

TPS starts at $399 for a single user and increases by 
$169 for each additional user license.

www.TPSsoftware.com

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

READ THE 2014 REVIEW OF  
TPS Software 
www.CPAPracticeAdvisor.com/12022011
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Technology Trends 
for 2015

The economy was largely propped 
up by the tech sector, with Apple’s 
soaring net worth and Samsung’s rise 
(and eventual fall) in the smartphone 
industry. Startups abounded, culmi-
nating the largest-ever tech IPO 
involving China’s Alibaba. While much 
of the debate over immigration cen-
tered on illegals and the path to citizen-
ship, there was an equally critical battle 
being fought over getting visas to more 
skilled tech workers to fill thousands 
of vacant tech jobs. As for the impact 
of technology on health care, one only 
needs to say two words – “ACA web-
site.” That multi-million-dollar massive 
technology failure nearly crashed the 
entire program.

Nor were these the only stories of 

note. On the more positive side was the 
rise of Bitcoin, the introduction of smart 
watches for the third time, and the 
integration of internet and social media 
into automobiles and airplanes.

The Score From 2014
2014 was a year of unintended conse-
quences and unforeseen developments 
that frankly made the year’s predictions 
far less accurate than I would have hoped. 
Last year, we predicted with great confi-
dence that 10 things would happen:
• GPS devices would go the way of the 

wrist watch, largely replaced by 
smartphones.

• Voice Command would become a 
major battleground.

• The desktop PC would face declining 
sales, but would not be dead.

• Tax preparation systems would stage 
a recovery to become more central to 
accounting practices.

• Computer security would begin  
 to evolve.

• Touch screens would be a bust.
• Windows 8 would be…somewhat 

successful. But no more than that.
• Technology costs would soar, espe-

cially for cell phone data plans.
• PC Gaming would stage a comeback 

against “game consoles.”
• App Stores would become a fading 

trend.
Let’s focus first on the ones that 

were wrong. Computer security did, 
indeed, evolve. That was only after new 
generations of malware proved too 

much for the current “recognize the 
signature and patch” model that has 
dominated the anti-virus scene for the 
past three decades. Technology costs 
– particularly in the cell phone data 
plans – not only did not soar but have 
entered a period of free-fall. And app 
stores are now so prevalent that tech 
companies without one are seen as 
approaching their last days.

We were right about most of the rest, 
or at least more right than wrong. And 
having finished my cup of tea, let me 
stare at the leaves and make the predic-
tions for 2015.

2015 Technology Trends
• Smart Watches will prove a bust. 

Yes, they are the hottest new thing on 
the planet, and companies are rushing 
to get their versions to the market-
place. Frenetic millennials are com-
paring features and awaiting the next 
big smartwatch announcement. But 
there is a sad sense of déja vu in all of 
us who watched the “data watch” die 
a grisly death in its first two stabs at 
the marketplace. Heck, I still own my 
old “Timex Data Watch” that synced 
with Microsoft. The problem with this 
technology, then and now, is that it is 
so cool and so trendy that no one is 

By Dave McClure

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

I
 
t has been a year of sweeping trends and 
high emotions. While many of the key 
issues might seem to have been outside of 
the realm of tech – the economy, immigra-
tion and health care leading the list – that 

wasn’t exactly the case.
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asking the basic question, “Why is it 
needed:” Because if it is not needed, 
it is just a piece of costume jewelry.

• Voice Command still won’t work 
well. Sadly, Nuance seems to have 
captured the market for this tech-
nology at present, with its Dragon 
Naturally Speaking and cell phone 
products. Nuance is a fine company 
with excellent products, but needs 
competition to spur it to greater 
things. The current Version 13 of DNS 
is little enhanced over Version 12.5, 
and neither does the job nearly as well 
as advertised. Meanwhile Microsoft 
and Google remain MIA in this battle.

• Consolidation will strike the per-
sonal cloud storage market. Quick, 
how many companies are offering you 
free cloud storage for your files? 
Outside of the big companies like 
Microsoft and Google, there is your 
cell phone device manufacturer, your 
cellular service provider, scores of 
start-ups, and your PC or tablet 
manufacturer. The larger and more 
successful of these will lose market 
share when they begin to charge for 
the storage, as they must. The larger 
companies can afford to hold the line 
to force the startups out of business, 
but must eventually battle one another 
for market leadership.

• Digital Signature Pads will become 
popular peripherals. The e-signature 
pad has to be one of the most under-
rated pieces of hardware in the market-
place. Imagine have the means to sign 
a document with a legally-acceptable 
scrawl, and then duplicate it as neces-
sary for forms and mailings. Inexpen-
sive, and with decent software to assist, 
this is a piece of hardware that should 
top the firm’s list of technologies to 
evaluation as soon as tax season is over. 
(Note: Do not ever introduce new 
technology in the middle of tax season 
unless you have a death wish.)

• Dedicated Gaming Consoles will 
begin their death-spiral. We touched 
on this subject last year, but before 
you run out to buy the newest model 
of Xbox, PlayStation or Nintendo, be 
aware that they are fading, for two 
reasons. First, there is no room in the 
family living room for machine that 
hogs the television, and efforts to 
make the consoles less “gamy” failed. 
Second, PCs are proving more adept, 
easier to upgrade and less proprietary 
than the old consoles. Develop a game 
for the PC, and run it on any PC.

• Windows 10 will be just as bad as 
Windows 8. It is supposed to be the 
end of the Windows line, the mega 
operating system that will bring back 
the customers lost in the debacle of 
Windows 8 (and equally bad 8.1), 
bridging the gap until the NEW and 
WONDERFUL new operating system 
can make its debut in 2016 or 2017. 

But don’t hold your breath. This 
kludge is already starting to look and 
smell like the bastard child of Win-
dows 7 and Windows 8. Most of the 
stuff we liked will be changed so as to 
be unrecognizable, the stuff we hated 
will still be around, and the new fea-
tures may or may not make any sense. 
If Microsoft isn’t careful, this truly 
could be the end of their operating 
system dynasty.

• Streaming video sites will begin the 
inevitable consolidation. Netflix, 
Amazon, HBO2Go, Comcast, 
DirecTV, Hulu, YouTube, Warner, 
RedBox — the list is endless, with 
more joining the fray every day. Does 
anyone believe that people have the 
time – or the money – to subscribe to 
a different service for every study and 
distribution service? It is a miracle 
that all but the top three have not 
collapsed already. But they will, and 
it will not take much longer. Some are 
hoping (e.g., Netflix) that they can 
produce compelling original series 

and movies to hold their positions. 
That may be possible, but the compe-
tition will nonetheless be fierce.

• Health Care database protection 
will be a disaster. The databases of 
Health.Gov, the official site for the 
Affordable Care Act, have already 
been hacked. As have some of the 
databases of insurance companies that 
draw from Health.Gov. The insecurity 
steams from three sources: 1) The 
government itself does a shoddy job 
of computer security. The agency that 
holds all of our most personal financial 
data, the Internal Revenue Service, 
scores at the bottom of the list for 
computer security, including the 
recent announcement that agency 
personal have “lost” thousands of 

laptops chock full of our data; (2) 
Federal law prohibits health care 
entities from actually sharing data, so 
there is no way to centralize and 
protect it; and (3) The government is 
facing a shortage in training IT secu-
rity experts to tackle the problem.

• Cellular data plans will cease to 
exist.  It is amazing they have lasted 
this long, and they have only done so 
at the three largest carriers. The truth 
is that data plans and data caps will 
disappear as soon as the companies 
have paid for the physical infrastruc-
ture, which is looming. Cellular pro-
viders are slowly lowering their grips 
on the data markets, and we may expect 
to see one of the three break ranks and 
offer truly unlimited data in 2015.

• 2015 will be a year of unparalleled 
innovation. Not because technology 
innovation itself is moribund, but 
because the people who normally fund 
the innovation have been on the side-
lines the last few years. Political pres-
sure will come to bear on companies 

to bring back to the US the money they 
have stashed in overseas accounts – and 
make it lucrative from a tax standpoint 
to do so. At the same time, expect an 
influx of new tech workers and incen-
tives through R&D tax credits, and you 
have the perfect environment for 
investment and innovation.
 The year 2015 will prove the end of 

many cherished concepts, from smart 
watches to data plans. But it will also 
yield a bonanza in new and useful 
technologies, from the all-digital home 
to the rise (again) of the versatile PC.

For accounting firms, this means that 
2015 will be a good year to evaluate new 
technologies, adopt one or two best 
suited to their needs, and avoid those 
that are most flashy and cool.   

FOR ACCOUNTING FIRMS, THIS MEANS THAT 2015  

WILL BE A GOOD YEAR TO EVALUATE NEW TECHNOLOGIES, 

ADOPT ONE OR TWO BEST SUITED TO THEIR NEEDS,  

AND AVOID THOSE THAT ARE MOST FLASHY AND COOL.
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Follow these five survival tactics 
and you’ll increase employee effi-
ciency, reduce wasted administra-
tive time, and lower risk of audit 
fines and penalties relating to invalid 
exemption certificates and inade-
quate management practices.

The Challenge
For companies sel l ing multiple 
products and services into multiple 
states, the management and storage 
of e xempt ion cer t i f ic ates c a n 
become an administrative night-
mare. If an exemption certificate is 
invalid, out of date, or missing, a 
company can be liable for the sales 
tax not collected.
COMMON EXEMPTION 
CERTIFICATE ERRORS
• Missing a signature or does not 

include a signature of an accepted 
signer

• Missing an issue date
• Incorrect claim type or any certificate 

not accepted
• Document not recognized by the state 

authority in the form of a letter, email 
or government license

• Includes name or address other than 
the direct buyer and seller

• Showing State ID applicable to the 
wrong state
Here are just a few of the require-

ments of accurate exemption cer-
tificate management:

• Understanding the nature of the 
exemption.

• Determine validity of exemption 
certificates.

• Know the rules.
• Determine product and service-

related exemptions.
• Automate.

These five tactics offer a com-
petitive advantage and lower the 
risk of audit fines and penalties:

SURVIVAL TACTIC #1
Understand the nature of 
the exemption
Sales can be exempt for many rea-
sons including:
• The nature of the use—how or where 

the goods will be used by the buyer 
(i.e., resale).

• The nature of the goods or services 
sold—some states do not tax services 
and labor. Others do.

• The nature of the buyer—some states 
exempt nonprofits and government 
agencies from collecting sales tax. 
Others do not.
As the number of products sold 

grows, the likelihood of sales tax 
exempt sales increases, along with 
the diff iculty of managing them 
correctly.

TO DO:
• Create systems to track changing rules 

regarding the tax-exempt nature of 
each transaction.

• Track sales tax holidays, product and 
service related exemptions, and 
exemptions based on use.

SURVIVAL TACTIC #2
Determine validity of 
exemption certificates
Which form?

St at e s  pa r t ic ipat i n g i n  t he 
Streamlined Sales Tax Initiative at 
the federal level have access to a 
unified exemption certificate form. 
In some cases, a company does not 
have to be registered to use the form, 
but it depends on the jurisdiction.

Complications arise for businesses 
selling in one of the twenty-three 
non-member states. Some non-SST 
states accept out-of-state forms. 
Some do not. Tracking individual 
form requirements in each jurisdic-
tion into which you sell is a critical to 
exemption certificate compliance.

What needs to be on the form?
• Type of exemption (nature of use of 

good sold)
• Names and addresses of buyer  

and seller

• Description of goods purchased
• Tax registration number
• Signature of the purchaser
TO DO:
• Review exemption certificates sub-

mitted and ensuring they contain key 
elements identified above.

• If the state you’re dealing with is an SST 
state, use the recommended forms.

SURVIVAL TACTIC #3
Know the rules
Knowing which form to use is only 
part of the puzzle. For each state in 
which your company has nexus (a 
connection that triggers a sales tax 
requirement), tracking tax-exempt 
transactions based on use, tax holidays, 
and source of the transaction requires 
super human strength and agility.

Type of use
Based on the nature of the product 
or service purchased, a transaction 
may or may not be exempt. A manu-
facturer purchasing a durable good 
for use in the production process 
might not be required to pay sales 
tax in some states and, in most cases, 
those items purchased for resale are 
not subject to sales tax requirements 
on that first transaction.

2015 Sales Tax Exemption 
Certificate Survival Guide
By Shane Ratigan, JD, LLM (Tax)

G
 
etting the right tools for the job: The inevitable 
confusion regarding tax-free sales isn’t for the faint 
of heart. It takes a sales tax survivor to get it right. 
With the right game pieces, players, and equipment 
in place, however, even the most challenged can 
succeed.

Automate

Know the rules
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HOLIDAYS
Every year, a number of states set 
sales tax holidays (such as “back to 
school” or “summer” sales tax free 
days). Know the holidays as they 
happen so you’ll avoid under- or 
over-collecting sales tax.
SOURCING
Whether a transaction is sales tax 
exempt also hinges on the location 
of the buyer and the seller. Most 
sales within a state are based on the 
location of the seller, whereas sales 
made between states are typically 
based on the consumer’s location. 
Some taxing jurisdictions determine 
taxability based on the location of 
the seller. These “sourcing rules” are 
not consistently applied in each state 
and can cause an audit risk if incor-
rectly exercised.

TO DO:
• The Sales Tax Institute publishes a list 

of sales tax holidays by state.
• Know whether to collect a resale or 

exemption certificate and whether one 
form can be used for both.

SURVIVAL TACTIC #4
Determine product and 
service-related exemptions
Many states are addressing budget 
gaps by increasing product and 
service taxability, but many prod-
ucts and services are still sales tax 

free. As taxing jurisdictions change 
their rules about taxability of goods 
and services, your business needs to 
be aware of the changes and adjust 
its accounting systems accordingly. 
The risk of under- or over-charging 
consumers sales tax can result in a 
higher risk of audit, as well as cus-
tomer dissatisfaction.

TO DO:
Review taxability matrices available 
on many departments of revenue 
websites here.

SURVIVAL TACTIC #5
Automate
From a sales tax compliance per-
spective, manually managing tax-
exempt sales and associated paper-
work not only increases risk of audit, 
it also costs more in manpower and 
other resources than outsourcing 
does. Most companies are turning 
to the automation of exemption 
certificate management, and the 
integration of an exemption certifi-
cate solution into current systems to 
make managing exempt sales easier.

Something as simple as auto-
matically tying each exemption 
certificate to each transaction can 
save hours of time and reduce risk of 
fines and penalties. Other advan-
tages of automation include:
• Automates collection

• Tracks the progress of collecting  
certificates

• Helps to ensure the completeness  
of certificates

• Eliminates lost certificates
• Tracks certificate expirations
• Improves the exempt customer 

experience   

Shane 
Ratigan, JD, 
LLM (Tax) is 
the Content 
Compliance 
Manager for 
Avalara.

A Year in the Life of a SALT Accountant  
is sponsored by Avalara

8 BEST PRACTICES FOR SALT CLIENTS FOR 
YEAR-END AND BEYOND

A s most SALT practice leaders know, sales tax compliance is a critical 
but often overlooked aspect of running a business. Don’t let your clients close out 
the year without looking ahead to 2015.  

Here are eight smart business practices to help your clients stay on top of transactional 
tax compliance:
1. KNOW NEXUS
Nexus means that a business must collect 
state sales tax if it has a substantial 
physical presence in a state. Recently, 
nexus laws have expanded to include 
distribution, independent agents, remote 
employees and affiliate networks. Be sure 
clients understand where they are required 
to collect tax and keep up to date on nexus 
changes to protect against non-compliance 
penalties.
2. TRACK PRODUCT TAXABILITY  
RULE CHANGES
Most sales of Tangible Personal Property 
(TPP) are subject to tax. This has begun 
to shift to include intangibles, with many 
states now routinely apply sales taxes to 
certain services. Keep apprised of product 
and service taxability as rules evolve and 
help clients adjust accounting systems and 
taxing practices accordingly.
3. USE THE RIGHT TOOL FOR  
THE RIGHT RATES 
It’s common for businesses to shortcut 
researching sales tax rates by using 
ZIP code tools. Unfortunately, taxing 
jurisdictions don’t always follow ZIP 
codes. Tax rates can vary even within 
an individual ZIP code and counties and 
municipalities can levy sales taxes in 
addition to state rates. Geospatial mapping 
(the same technology as Google Maps) 
is more accurate and can calculate sales 
tax down to the rooftop. Help clients find 
geolocation tools online, such as salestax.
avalara.com. 
4. ENSURE ACCURATE EXEMPTIONS
Not all customers are required to pay 
sales tax. Depending on the rules in a 
taxing jurisdiction certain businesses and 
individuals may be exempt. It is incumbent 
on the seller to collect valid exemption 
certificates, keep them on file and track 
expiration and renewal dates.

5. REMIT AND REPORT CORRECTLY
When it comes to remitting sales tax, 
businesses must using correct forms and 
formats for each jurisdiction and meet 
filing deadlines. This can get complicated 
with multiple locations and nexus, 
exponentially upping the odds of missing a 
file date, rate change or certificate renewal 
date and increasing non-compliance and 
audit risk.
6. BE AUDIT READY
The most critical action your clients 
can take to pass an audit is to collect 
sales tax properly over time and ensure 
they’ve properly documented each 
transaction. Sales tax audits are much 
less painful when transaction history, 
exemption certificates and other relevant 
information is readily available. If practices, 
calculations and records are in good 
shape, your client should be too.
7. STREAMLINE THE PROCESS
The more time spent calculating, 
collecting, and remitting sales tax, the less 
time will be spent on revenue-generating 
activities. Advise your clients to find ways 
to streamline sales tax calculations and 
related activities by outsourcing and 
automating the process. 
8. OUTSOURCE AND AUTOMATE
Outsourcing and automation are efficient, 
cost-effective alternatives to manual 
processes. Advise clients to look for a 
cloud provider that integrates accounting, 
point-of-sale, ERP or ecommerce system 
and offers a full suite of transactional tax 
services— calculation, filing and handling 
of exemption certificates.

What better way to help clients wrap up 
2014 and prepare for 2015 than to help 
them understand and plan an effective 
sales tax strategy.
Source: Avalara, Inc.
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2015  &EXECUTIVE PREDICTIONS 
YEAR IN REVIEW 2014 

A
s the explosion of available information accelerates the pace of 
business, client expectations increase and the solutions we use 
in our personal lives intersect and blend with our professional 
tools. In addition, the ability to leverage technology and 
workflows to improve the way business is conducted has become 
increasingly paramount.

Wolters Kluwer, CCH has continued on its path of transforming  
research with speed, accuracy and efficiency by recently launching  
CCH®  IntelliConnect Browser Search. This groundbreaking, first-of-its-kind 
industry feature, allows users of the IntelliConnect® research platform to 
access trusted Wolters Kluwer, CCH content directly from Google® (or their 
favorite public search engine) along with other browser search results. 

It’s a clear example of connecting familiar search tools for greater efficiency 
while eliminating questions about the accuracy of public search engine        
results — no more going back and forth to find trusted, accurate answers! While 
the idea itself is inherently simple — add value to a familiar method tax 
professionals already employ to search for information — trends supporting a 
desire to gain a stronger grip on technology for research and workflow processes 
indicate that some are better prepared than others for taking that next step.

In fact, the 2014 Wolters Kluwer, CCH white paper, Charting a Course for the 
Future: A Report on Firm Preparedness, released in October, reveals many 
eye-opening details about the significant impact that technology and other 
trends will continue to have on firms. For example, when asked if technology 
will have a major impact on managing future workflow and key business 
processes — 76 percent of firms which claimed they were well prepared to 
take advantage of the most significant trends in the accounting profession said 
yes. And speaking of those most significant trends, the second highest 
identified by more than 400 firms surveyed for the report was Technology 
Integration Challenges — with Increased Focus on Client Service ranking as 
the top future trend.

When it comes to research and efficiently navigating vast content libraries of 
updated tax information, our common goal with professionals is simple: help 
them find the right answers in the fastest way possible. 

Transforming Accounting  
Research for Faster Insights

Josh Braunstein — Vice President and General Manager,  
Research & Learning

As Vice President and General Manager of Research & Learning at 
Wolters Kluwer, CCH, Josh Braunstein oversees the creation of 
information solutions, learning services and tools that address 
the evolving needs of tax, accounting and audit professionals. 
He’s responsible for maintaining and growing the company’s 
world-leading portfolio of tax publications, newsletters, journals 
and databases. He also leads the initiatives in regard to continuing 

education for CPAs and tax professionals. Through customer-driven product and content 
evolution and transformation, he works to deliver relevant information to tax 
professionals at the point of need.

 Prior to his current role, Braunstein was Vice President and General Manager of Corsearch, 
part of Wolters Kluwer Corporate Legal Services, where he oversaw the global growth of 
the brand management lifecycle business and led his team through years of success and 
expansion. Braunstein was responsible for leading, building and improving efforts to 
integrate critical content into software workflows to allow law professionals to work 
more effectively, and with greater quality.

Wolters Kluwer, CCH (CCHGroup.com) is a leading global provider of tax, 
accounting and audit information, software and services. We serve as a strategic 
partner to professionals, helping them advance their businesses, by providing 
innovative, integrated and customer-focused solutions supporting the workflow 
of CPAs, corporate tax and accounting departments, tax attorneys and auditors 
to enhance productivity and profitability. Wolters Kluwer, CCH, offers market-
leading solutions such as CCH Axcess™, the ProSystem fx® Suite, CCH Mobile™, 
IntelliConnect®, CCH® IntelliConnect Direct, Accounting Research Manager® and 
the U.S. Master Tax Guide®. Our customers include small, medium and large 
accounting firms as well as corporate tax and auditing departments.

In order to make that happen, the growing demand of transforming research 
must be met. Customers not only expect “one and done” search convenience, 
but an enhanced experience in their familiar, preferred workflow process as well.

As the demand for instant access to relevant data anytime, anywhere grows 
larger, professionals should continue to expect and rely on information that is 
secure and trusted to help them best advise their clients. Leveraging innovative 
technology that allows them access to this information using familiar channels 
will also go a long way in helping maximize efficiency and provide better insights. 
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Get started at  
CCHGroup.com/BrowserSearch.

research transformed.
“ Now when my staff does tax 
research, they google CCH®!”

— Jerry Palumberi,  
Gruber Palumberi Raffaele, PC

CCH® IntelliConnect Browser Search lets you access Wolters Kluwer, CCH’s  
world-class content via Google® (or your favorite public search engine).

No more alternating between research tools — now it’s one and done.
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1
What is your message for accounting professionals as they 
approach the cloud?
Cloud technology is here and the benefits are real. It’s no longer something 
that accounting professionals should wait and see about. It’s here today, 

and your peers and competitors are already experiencing the efficiency, time 
savings, accuracy, and client communication benefits. Are you? 

2
How is Intuit helping accountants embrace the cloud?
For more than three decades, Intuit has successfully navigated many 
platform shifts, from DOS to Windows to the Web and now the cloud. 
In every instance, we reimagined our offerings and worked with 

customers to best meet their needs. The cloud is the latest shift, and we’re 
seeing for the first time, more new customers start on QuickBooks Online, 
not QuickBooks Desktop. While we won’t ever turn our back on the desktop, 
we see where our customers are going and we’re ready. We first launched 
QuickBooks Online back in 2001, so we realized the benefits that the cloud 
could offer a long time ago! 

Inspired by our accounting partners, we’re offering the new QuickBooks 
Online Accountant, which includes the ability to see all clients in one place, 
set employee roles and permissions and offers direct access to their Pro-
Advisor membership. This product helps accounting professionals save 
time, grow their practice and shift their focus to becoming more strategic 
advisors to their clients rather than just cleaning up their books.

3
What are the key trends you’re seeing in the profession?
#1 is the rise of Mobile.  The majority of accounting pros and small 
businesses entering the workforce today have been “connected” most 
of their lives. They inherently understand the benefits of the cloud. 

Accounting professionals and their clients see smart phones and tablets 
as necessary tools for managing the complex choreography of work and 
life. They want to leverage mobile devices to run their payroll, gain insights 
into their business’ performance and manage customer requests from one 
device on the go. 

4
What’s in store for the accounting profession in the next 
few years?  
The power of data will fuel for the next wave of innovation in the 
industry. There is an opportunity for accounting professionals to 

capitalize on that data and provide their small business clients with 
valuable insights. For Intuit, we will deliver on the integration and sharing 
of data across multiple products – between tax, accounting and 3rd party 

Jim McGinnis is Vice President and leader of Intuit’s Accountant and 
Advisor Group.  Jim has led accountant teams since he joined Intuit 
in 2010 as Vice President of Marketing. His extensive marketing, 
general management and global experience will be invaluable as 
the Accountant and Advisor Group continues to serve as a center of 
excellence for Intuit’s worldwide efforts with accountants. 
Before Intuit, Jim was EVP and GM of Activision’s $400M Licensed 
Products Division, where he was responsible for videogames 
associated with blockbuster movies franchises such as Shrek, 

Transformers, James Bond, and Spiderman.
Prior to his time there, Jim led marketing for PepsiCo’s Tropicana business, where he was 
responsible for the company’s $3B juice and juice drink portfolio, including the acquisition 
of Naked Juice in 2009. Earlier in his time at PepsiCo, Jim led marketing for Smiths Snackfood 
in Australia. Before that, Jim introduced P&G’s detergent portfolio into China and later into 
Argentina as they expanded globally in the 90’s.
Jim received his B.A. from Duke University and his MBA from the Kellogg Graduate School 
of Management.  He is a member of the Economic Club of Chicago, the Chicago Yacht Club, 
and leads the Duke Alumni Association in Dallas, TX.  Jim is married and has two young sons, 
James and Charlie.

Intuit’s Accountant & Advisor Group
Intuit Inc. creates business and financial management solutions that simplify the 
business of life for small businesses, consumers and accounting professionals.
Intuit’s Accountant and Advisor Group (AAG) is dedicated to helping accounting 
professionals save time and grow their practice while confidently helping their clients 
succeed. Working with Intuit’s Small Business Group, AAG supports accounting 
professionals use and recommendation of Intuit’s financial and employee manage-
ment solutions, including QuickBooks Online, the number-one cloud accounting 
solution used by 739,000 small businesses worldwide.
Founded in 1983, Intuit had revenue of $4.5 billion in its fiscal year 2014. The company 
has approximately 8,000 employees with major offices in the United States, Canada, 
the United Kingdom, India and other locations. More information can be found at 
www.intuit.com.

apps – so our customers never have to enter data and can benefit from and 
share the insights from that data. 

Also, the accounting profession will continue to evolve from computation 
to consulting. The use of mobile devices and cloud technology will improve 
productivity and increase integration of data across platforms and products. 
This evolution will shift the focus of the accountant from simply managing 
the books to becoming a strategic advisor that helps unlock their clients’ 
success. In fact, small businesses that work with an accountant are twice 
as likely to feel successful, which is why Intuit trains, educates, certifies, 
and partners with more than 350,000 accountant professionals each year 
to help them and their clients gain better insights into their business and 
identify opportunities for growth.
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Randy 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. 

E
 
very year at this time, I reflect on 
the success and failures of the 
past year, and the opportunities 
of the year to come. It is also the 
time that I reflect on the recent 

i nt ro d u c t i o n s  o f  n ew  p ro d u c t s  a n d 
announced strategies from vendors to 
determine if they will create opportunity in 
the coming year.

By Randy Johnston  

For clarification, my views tend 
to be longer term since I don’t have 
quarterly public sales and profit 
goals to be met, and there are other 
very competent people in my orga-
nizations that routinely and beauti-
fully take care of daily client opera-
tional issues. My team and our 
clients are looking to us to advise 
them on long-term strategies. We 

have to filter through the promo-
tions and messaging of vendors with 
specific interests and motives to see 
the benefits of offerings and how 
they meet the needs of clients. And 
that brings me to the point of this 
article. How do we see the future 
and create it in the context of our 
team’s capabilities and the resources 
available to us?

What Are The Needs 
And Opportunities?
First, it is clear that client needs in 
the short term change at a slower rate 
than the popular press would have 
you believe. Every new technology 
does not have to be adopted today, 
“because you’ll be at a competitive 
disadvantage if you don’t do it!” 
However, over the longer term, 
things change more rapidly than you 
m ig ht ot her w i se bel ie ve .  For 
example, think back to 2005, 1995 
or 1985 and the technology that you 
used to meet client needs at that 
time. Would you have thought that 
high speed communications, the use 
of the web or graphical computing 
would have come this far? As we 
approach the tablet five-year anni-
versary, there is a dip in sales as initial 
demand has peaked and the business 
use case has stabilized. There is no 
new, driving applications to expand 
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the use of tablets, but that doesn’t 
mean disruption can’t occur on a 
moment’s notice. Another example 
wou ld be the lu l l in laptop and 
desktop sales volumes. There have 
been minimal compelling reasons to 
upgrade in the last 4-5 years. The 
same is true for most technologies.

So, part of the challenge is that 
t here a re new appl icat ions a nd 
developments that occur all the time. 
Each one by itself might not be useful 
or effective, but when taken together 
with many other developments and 
applications, these can be assembled 
into a solution and client offering. For 
example, inexpensive high speed 
communications, plus a web browser, 
plus bigger, faster servers, plus virtu-
alization, plus high performance 
storage area networks, plus databases, 
plus applications that take advantage 
of all of technologies equals Software 
as a Service offerings from vendors, 
a nd a col laborat ive accou nt i ng 
offering from your firm.

Some authors are observing that we 
are in the middle of a third industrial 
revolution and experiencing the 
effects of radical change. These disrup-
tive changes affect labor and produc-
tivity,  forcing jobs and tasks that used 
to ex ist to no longer ex ist . For 
example, bank downloads are making 
data entry less common eliminating 
the data entry job. W hile we saw 
productivity gains of 25 percent  
between 1996 and 2004, the failure of 
technology recently to produce more 
productivity gains is known as the 
Solow paradox. This has been written 
about in academic journals and the 
popular press alike. So the question 
becomes, what is affecting your clients 
and your firm? How fast is this hap-
pening? Can you build a list of these 
issues? We think it is mandatory to 
create a new future for you and your 
clients. For example, some client 
facing issues could include:
• Low cost competitors are entering 

the market
• A business that used to be local or 

regional is now national or inter-
national

• Cost of entry to the business is low
• Techniques are available that 

eliminate all or part of the value 
add of the business

• Talent to perform the work doesn’t 
seem to be available

• Lack of internal controls
• Inconsistent or broken processes
• Lack of marketing expertise to 

leverage new media
How about for your firm? What 

does your list look like? Think about 
talent assessments, SWOT analysis, 
Ben Franklin lists and other tech-
niques you have used for planning in 
the past. Some firm based issues 
could include:
• Talent shortages
• Expertise shortages from losing 

people to retirement
• Training needs including a lack of 

technology knowledge or business 

management expertise
• Desire to stay small, but econo-

mies of scale are needed to contain 
costs or obtain advanced tools

• Complexity is increasing, making 
some offerings unfeasible or not 
economically viable

• Lean Six Sigma could be used to 
improve processes

• Entering commodity businesses 
makes the firm compete with lower 
cost, lower expertise groups

• Certain business offerings create 
a conflict of interest
Finally, what technologies are 

providing an opportunity or need to 
be eliminated? Some examples here 
include:
• Use of mobile technology
• Bring Your Own Device
• Collaborative accounting
• Simplified payroll
• Forensic accounting
• Workflow
• Big data used for trend analysis
• Financial reporting and business 

analytics
These lists are not “the lists” to 

work from, but a starting point for 
you to create your own lists. Once 
you have a good vision of the needs 
and opportunities, then you can put 
these in combination to build a new 
firm offering.

For example, you determine that 
your team has pretty good workflow 
expertise because you have completed 
a Lean Six Sigma analysis of your firm’s 

processes. Further, you note that many 
of your clients have having procedural 
issues where a change could result in 
improvements in both client service 
and profitability. As a single engage-
ment, or as an on-going advisory role 
as an outsourced CFO, you determine 
that you have the sk il ls to apply 
workflow and financial reporting to 
your client’s processes and can mea-
sure these on a regular basis with Key 
Performance Indicators (K PIs). 
Eventually, you can find new business 
opportunities for the client by applying 
big data trend analysis. A small firm 
with the right expertise can become a 

deeply engaged advisor with clients 
using these techniques. The engage-
ments can be enormously profitable 
and rewarding, typically without 
deadline pressures.

An Interesting Result
Choosing ser v ices that you can 
effectively provide with your team 
gives you a competitive differential 
for your cl ients . I n most cases, 
choosing a service that allows you to 
perform the new services plus tradi-
tional compliance services ties the 
client to you more tightly. Further, 
you are providing greater value in 
areas that matter to the client most. 
The profitability, ease of running 
their business, and growing their 
business are all of high value to them, 
and should be a satisfying use of your 
accounting skills.

And yes, you can still do audit and 
tax compliance work if that is the 
most interesting, as long as others in 
the f irm are providing advanced 
business adv isor y ser v ices. But 
wouldn’t it be great to have to figure 
out how to minimize the taxes from 
a wildly successful client rather than 
figuring out how to ramp it down 
because of a failure that could have 
been avoided?

If you take the right actions and 
create the right offerings, you can 
create a future for both you and your 
client that is interesting, profitable 
and rewarding.   

IN MOST CASES, CHOOSING A SERVICE THAT ALLOWS YOU TO 

PERFORM THE NEW SERVICES PLUS TRADITIONAL COMPLIANCE 

SERVICES TIES THE CLIENT TO YOU MORE TIGHTLY.
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THE PROADVISOR SPOTLIGHT SPONSORED CONTENT

Intuit took the structure of the cur-
rent ProAdvisor Program, which offers 
a desktop-focused program and a sepa-
rate online-focused program, and built 
one complete program. Accounting 
professionals can sign up for the new 
QuickBooks ProAdvisor Program for 
free. In addition, the new program has 
more online benefits and products 
incorporated into the program. The 
new ProAdvisor Program has also been 
redesigned to allow accountants to 
completely manage their training, 
certification and membership details 
f rom inside Quick Books Online 
Accountant. The new ProAdvisor 
Program includes a ProAdvisor Dash-
board, numerous marketing resources 
and access to training, certification and 
your online directory profile (if certi-
fied) – all from within QuickBooks 
Online Accountant.

“We’ve consolidated our main Pro-
Advisor Program and our Cloud Pro-
Advisor Program into one program. 
We’ve combined the best benefits of 
both to create one program and one 
brand that everyone knows and loves,” 
said Luis Sanchez, Global Leader, 
QuickBooks ProAdvisor Program. 
“The world is changing and accoun-
tants need tools that will help them 
maximize growth – for themselves, 
their clients and their business.”

ProAdvisors previously had to login 
to a different website with a username 
and password that were different from 
their QuickBooks Online Accountant 
credentials in order to access their 
ProAdvisor membership details. Now 
users can access their ProAdvisor cer-
tification and benefits from inside 
QuickBooks Online Accountant to 

seamlessly view and manage their 
b e n e f i t s .  Q u i c k B o o k s  O n l i n e 
Accountant directly links into ProAd-
visor membership details, such as 
status, and lets users know what they 
need to do to get to the next Quick-
Books certification level. They also have 
access to the QuickBooks training 
program and more than 70 Quick-
Books optional training courses. Certi-
fied ProAdvisors can edit their “Find-
a-ProAdvisor” directory profile. As part 
of the new program, Intuit has also 
updated the program’s certification 
badges for a more modern and consis-
tent look. Certified ProAdvisors can 
use these badges in their marketing 
materials, including business cards, 
websites and brochures.

The new ProAdvisor Program still 
has the same Silver, Gold and Diamond 
benefit structure, but now gives mem-
bers two ways to advance through the 
program: through certification or 
through engaging with more Quick-
Books Online customers. Historically, 
ProAdvisors started at the Silver level 
and moved up through certification, 
and Diamond level was only attainable 
through the desktop certification. Now, 
ProAdvisors can move up levels both 
by getting certified and by serving their 
QuickBooks Online clients. This ben-
efit does not apply to the number of 
QuickBooks Desktop clients  a ProAd-
visor serves, unless they move those 
clients over to the Cloud. ProAdvisors 
that have desktop clients can continue 
to move up based on certification.

“We learned that lots of ProAdvisors 
like our certification program and want 
to get educated that way. However, 
there are some that are more hands-on 

and they prefer to learn by doing. This 
new program speaks to that learning 
style by allowing our ProAdvisors to 
unlock benefits by doing business with 
clients,” said Sanchez.

Intuit has also launched Quick-
Books Online Advanced Certification, 
making it easy for both desktop and 
online users to get Advanced Certified. 
All users, regardless of platform, can 
move from Silver to Gold by getting 
certified for QuickBooks Online and 
advance to Diamond level by getting 
their QuickBooks Online Advanced 
Certification. While users now have a 
variety of ways to unlock benefits, the 
free listing in the “Find-a-ProAdvisor” 
d irector y can on ly be un locked 
through certification.

As part of the re-launch, Intuit has 
also announced a special partnership 
with Bill.com. Through the partner-
ship, every ProAdvisor gets a compli-
mentary corporate account. There are 
no fees to join, although users will still 
have to pay transaction fees, and 
accountants can add up to 50 users. 
ProAdvisors will also earn points for 
using Bill.com and making referrals to 
their clients that can be redeemed for 
cash, gift cards or charitable donations.

“We are extremely excited about 
announcing our partnership with 
Bill.com. They solve a very mean-
ingful need for our customers. As our 
first big app partner, this represents 
our first step into becoming a pro-
g ra m t hat ’s about becom i ng a 
QuickBooks ecosystem, not just a 
product,” said Sanchez.

Other benefits ProAdvisors can 
enjoy include discount pricing on sev-
eral products. QuickBooks Online 
Payments functionality is now inte-
grated into the redesigned QuickBooks 
Online Accountant. ProAdvisors can 
take advantage of this payments inte-
gration without paying monthly fees, 
and receive the lowest rates available to 
any set of QuickBooks customers. Pro-
Advisors can also offer QuickBooks 
Online Payments services to their cli-
ents at very favorable rates. ProAdvisors 

also receive 50 percent off monthly 
pricing or 66 percent off annual pricing 
on QuickBooks Licenses, previously 
known as Docstoc. This bundle enables 
business owners to open their busi-
nesses the right way with simple and 
customized l icensing g uidance. 
QuickBooks Self-Employed is a new 
product Intuit just launched, and as 
part of the new ProAdvisors Program, 
members get the product for one-
twelfth of its regular price. Instead of 
the $9.99 monthly subscription price, 
ProAdvisors can use it for themselves 
or offer it to their clients for $9.99/year 
for the first year.

“We are reinventing the program 
and adding more online benef its 
because we know that our clients want 
to drive growth and that growth has to 
take place online,” said Sanchez.

To help accountants prepare for the 
launch, Intuit offered training in the 
weeks leading up to the release. From 
their website (accountant.intuit.com), 
accountants signed up for webinars that 
took place several times a week.

“We really wanted to make sure we 
gave accountants enough time to learn 
the new program before its launch. 
We’ve been dedicated to doing what it 
takes to deliver a great product. This is 
one of the biggest pieces of news we 
shared at QuickBooks Connect, and 
we’ve seen a lot of excitement and 
media coverage and press following the 
announcement,” said Sanchez.

QuickBooks Online Accountant 
with the new ProAdvisor Program 
launched in early December for U.S. 
users. Intuit plans to roll out new pro-
grams in Canada, Australia, UK and 
India throughout 2015. Current users 
w i l l be migrated over t ime, and 
QuickBooks ProAdvisors who serve 
desktop clients can purchase a Quick-
Books desktop add-on to their mem-
bership, which offers QuickBooks 
desktop training, certification, support 
and software for an additional fee. “Our 
customers have asked for a better 
experience and we’re excited to be able 
to give them that,” said Sanchez.  

F
 
all proved to be a busy season for financial 
solutions maker Intuit. In October alone, 
they held their inaugural QuickBooks 
Connect Conference and announced a 
newly, redesigned QuickBooks Online 

Accountant product and a new, free QuickBooks 
ProAdvisor Program.

Intuit’s ProAdvisor Program Gets a Cloud-lift
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BRIDGING THE GAP By Jim Boomer, CPA.CITP 

Elevate Your Thinking

This strateg y makes sense in 
some respects (safe, easy, proven) 
but does it really set us apart from 
our competition? I’d challenge you 
to t h i n k d i f ferent ly about t he 
challenges your firm is facing. After 
all, the problem itself is never really 

the challenge, but rather how you 
think about the problem.

10X Thinking
At Boomer Consulting, Inc. we have 
used the tag line Think, Plan, Grow 
for several years. This is not simply 
a marketing phrase but rather the 
foundation of our company’s culture 
as well as many of the firms with 
which we work. We believe that the 
level at which you think is the fun-
damental building block to a stra-
tegic focus and firm growth. Most 
people simply think about things or 
people but higher level thinking 
comes from thinking about your 
thoughts (which can either limit or 
expand your capabilities) and how 
you think. If you think at a 10X level 
your thinking will be different than 
if you think 10X is not possible.

So what is 10X thinking? Well, it 
isn’t just about growing revenue or 
profitability by 10X (although those 
are nice targets). It is a mindset that 
your entire organization will strive 
to be 10X better in everything they 
do – from providing 10X better 
client service when picking up the 
phones to delivering services 10X 
more efficiently. While you might 
not hit the goal of 10X in all areas, 
mult iple incremental improve-
ments occurring simultaneously 
will result in major overall improve-
ment in your firm.

Rethink Everything
O u r  C I O  A d v a n t a g e  g r o u p s 
recently met in Atlanta and one of 
the members challenged the group 
to avoid limiting their thinking and 
simply following the masses. Sure, 
we have some great, proven tech-
nolog y tools that specia l ize in 
helping accountants but there are a 
lot more options if you expand your 
focus to include other industries. 
And the challenge went beyond the 
a na lysis of sof t wa re tools a nd 
rethinking everything we’ve done 
f o r  y e a r s  i n  a  C PA f i r m .  Fo r 
example, do we need backups if we 
employ cloud solutions? Do we 
have to dictate the hardware and 
software that our employees will 
utilize or should we embrace the 
consumerization of IT?

“Mobile First” – Not 
“And Mobile”
Another interesting discussion that 
came out of that CIO Advantage 
meeting was about how we analyze 
t he mobi le c apabi l it ies of t he 
technologies we use in our firms. 
Rather than simply asking if the 
solution has a mobile offering or has 
plans to develop one, we should be 

looking for companies that have 
built their solutions with mobility 
at the core. Or, as one CIO put it, a 
“Mobile First” mentality rather 
than “And Mobile.”

We already live in a connected, 
mobile world that will most cer-
ta inly ex pand over the coming 
months and years. If we select solu-
tions that have been built with the 
cloud and mobile in mind from the 

beginning rather than as a reactive 
addition, we better prepare our firm 
to recognize long-term success.

Differentiation Comes 
From Being Different
When it comes to differentiating 
your firm from your competition, we 
have to avoid what Tom Hood, CEO 
o f  t he  M AC PA a nd B u s i ne s s 
Learning Institute, refers to as 
paving cowpaths. He is referencing 
the fact that many of our roadways 
today resulted from the easy solu-
tion of throwing down some stone 
and macadam on the winding paths 
that cows and horses had already 
created as they meandered across 
the farms and fields. This approach 
requires us to look beyond the safest 
and easiest solution to explore new 
ways of doing things. Sometimes 
this will result in confirmation that 
we should have stuck to the cowpath 
but often it will result in a new, 
innovative solution that is better 
than anything that has been tried in 
our profession to date.

Merriam-Webster defines differ-
entiate as “to make (someone or 
something) different in some way.” 
This means you can’t differentiate 

yourself if you don’t abandon the 
strategy of following the herd and 
doing the same thing when it comes 
to making technology decisions. 
After all, how can technology be a 
strategic advantage for your firm if 
you use the same tools as your 
competition? I challenge you to 
elevate your thinking and, in turn, 
elevate your performance.  

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. 
jim.boomer@cpapracticeadvisor.com

W
 
hether it’s technology, 
processes or new ser-
vice lines, we, as a pro-
fession, have the ten-
denc y to follow the 

herd. We watch a handful of progressive 
firms test new or different ideas and only 
when they’ve had success do we jump on 
board and try to replicate that success.

YOU CAN’T DIFFERENTIATE YOURSELF IF YOU DON’T ABANDON 

THE STRATEGY OF FOLLOWING THE HERD AND DOING THE SAME 

THING WHEN IT COMES TO MAKING TECHNOLOGY DECISIONS.
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“Avalara keeps  
me up to date 
on what’s 
happening  
with sales tax.  
And that allows  
me to keep  
my clients  
up to date.”

Shayna Chapman
CPA CITP CGMA

Managing Member, Shaynaco LLC

Sales tax is hard.  
That’s where we come in.
More and more accountants are 

turning to Avalara to navigate 

the murky waters of sales tax 

compliance. After all, it’s our 

automated solutions that  

makes sales tax, well, less taxing.

}  1-855-562-6871    
}  www.avalara.com/aasp
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