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Take a look at what a group of 
accountants had to say.

Challenges facing the profession:
•  Technology is replacing or changing 

the role of entry-level people
•  Profession has to get over the fear of 

technology
•  Dichotomy between firms that 

embrace technology and those that 
don’t

•  Attracting talented graduates
•  Adding advisory services to the 

accounting practice
•  Clients with accumulated wealth rep-

resent planning opportunities
Expectations for the next five years:

•  Companies are seeking an internet 
presence and can use help with that

•  Consolidations between small and 
mid-sized accounting firms

•  Smaller firms moving toward more 
niche, boutique practices

•  Many client and staff relationships are 
virtual

•  More reliance on technology
• Better, faster data
•  Snapshots of key daily data in addition 

to weekly and monthly
•  Lessening of face-to-face personal 

contact
•  Providing assurance for virtual transac-

tions
How does this list compare to your 

own list of challenges and expectations? 
I hear these issues discussed regularly, 
and many accountants are concerned 
about these challenges and uncertain on 
how to proceed as these expectations 
are laid out for them.

I contend that it’s time to change this 
list of challenges and expectations, that 
this list represents a 30,000 foot view of 

the accounting profession. Why, you 
ask? Isn’t this a reasonable assessment 
of where the profession is?

Here’s why it’s time to bring these 
issues down to street level. The lists you 
see above were compiled by a group of 
accountants in the year 2000. Key 
visionaries of their era, some of whom 
are no longer with us, these people 
shared their insights, concerns, ideas, 
and hopes for the future with the staff of 
the New York State CPA Society’s CPA 
Journal in August 2000. What is startling 
to me is how little things have changed 
in 15 years. Many of today’s challenges 
are the same, and many of the predicted 
expectations for the future are still in the 
testing stage.

Sure, we’ve progressed, and the way 
we look at those challenges and predic-
tions is colored by 15 years of advance-
ment and new technologies. After all, 15 
years ago, we were opening the door of 
a new millennium. We had just survived 
Y2K – the technological danger that 
doomsayers warned would wreak havoc 
with the world economy. The closing of 
a decade typically sparks future talk; the 
closing of a century is even more 
sobering. But the closing of a millen-
nium? THIS was monumental. Surely 
big changes were in store for us. This was 
no normal New Year’s Eve celebration 
– the clocks struck midnight 24 times 
as we watched fireworks whizz-banging 
around the world, one city after another, 
welcoming the new era, each celebratory 
display more phenomenal, more 
breathtaking, more LARGER-THEN-
LIFE. What would the new era bring to 
accountants? Enron! Arthur Andersen! 
Monday! XYZ! Cognitor! Well, those 

were a few of the many surprises, none 
of which are still with us.

The point, however, is that, overall, 
the lists from 2000 are still solid and 
viable for today’s accounting profes-
sionals. Isn’t it time we start solving these 
problems and look toward a new future 
so that 15 years from now, the lists show 
that we’ve grown and overcome our 
obstacles? To that end, the thought 
leaders of today’s accounting profession 
will be gathering in Dallas this month 
with a collective goal of finding ways to 
check some of the items off of these dusty 
lists and make some new predictions for 
the future. Stay tuned.    

— 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

A
 
s we dive into 2015, what are the 
biggest challenges facing the 
accounting profession and how do 
we predict how the profession will 
change in the next five years?

FROM THE EDITOR
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T
 
ax season is tough on everyone, but managers need to 
make a special effort to watch out for the well-being of 
their teams. It’s critical to prevent burnout and disen-
gagement from jeopardizing morale and productivity.

Here are seven tips for managing 
employees — and keeping motiva-
tion up — during this busy time.

‹1› 
Ensure bench 
strength. 
Make sure you have 
the right talent on 
b o a rd b e f o r e  t he 
storm hits. Creating 
a dy na m ic m i x of 

ful l-time employees and highly 
skilled interim professionals enables 

you to sta f f up or dow n 
b a s e d  o n  w o r k l o a d 
demands all year long, and 
the benefits are particu-

larly evident at tax time. 
I n t he process ,  you 
increase the job sta-
bi l it y and mora le of 
y o u r  f u l l - t i m e 
employees. Working 
with a financial staffing 
firm can take much of 

the stress away from 
the process of recruiting 
and hiring these rein-
forcements.

‹2› 
Monitor workloads. 
Keep a close watch on how well your 
staffing strategy is working. If it 
appears employees are still strug-
gling with sizeable challenges, it can 
significantly tax their endurance 
(pun intended). By continual ly 
monitoring workloads, you’ll be able 
to spot drops in eff iciency or a 
higher-than-average rate of error 
and take prompt action.

‹3› 
Identify 
roadblocks. 
Think back to your 
p r e v i o u s  t a x 
season. Did your 
team spend exces-
sive time on veri-

fying the accuracy of late submis-
sions from clients? Was there trouble 
at deadline t ime because a few 
returns that required follow-up had 
been forgotten? Did employee ill-
nesses come at just the wrong time?

The list goes on. But the point is 
that avoiding past mistakes can be a 
motivator for your team, who won’t 
need to wonder, “Didn’t we just go 
through this issue last year?”

‹4› 
Delegate 
effectively. 
Adding staff is not 
the only way to 
succeed in moti-
vating employees 
during tax season. 

As a manager, part of your respon-
sibility is to delegate tasks in a way 
that best addresses the needs of your 
busy periods. Assess the abilities 
and experience of your staff mem-
bers to determine the best candi-
dates for tasks you feel are appro-
priate for delegating. Then make 
sure the people you’ve identified are 
able — and willing — to absorb  
new work.

A word of warning: Tax season 
when the workload is especially 
heavy may not be the best time to 
test an employee’s skills in a new 
area.

‹5› 
Promote 
teamwork and 
collaboration.
Employees’ stress 
l e v e l  w i l l  b e 
reduced i f  t hey 
have a feeling that 

“we’re all in this together.” To pro-
mote this kind of team cohesion, 
establish periodic goals, such as 
celebrating completing the first 500 
tax returns or reaching the halfway 
point in the work cycle.

Gett ing the team’s buy-in is 
especially crucial when everyone is 
under intense pressure, so make 
sure all employees understand what 
the group goals are. Encourage 
information sharing and be willing 
to step in and help out if the team is 
short-handed.

‹6› 
Let staff know 
work-life 
balance is still 
an option.
Yes, it’s possible 
for accountants 
to have a life 

outside the off ice during tax 
season. Be sure they under-
stand that the goal is not to 
w o r k  t o  t h e  p o i n t  o f 

burnout, which increases errors and 
jeopardizes customer satisfaction.

Encourage your team to take 
lunch outside the office and not to 
burn the midnight oil every evening 
or sacrifice entire weekends to work. 
To stem a high turnover rate among 
its young recruits and underscore 
the importance of balance, one CPA 
f irm initiated mandatory off ice 
closings at 5:30 p.m. on Wednesdays 
and Fridays during tax season.

‹7›Praise and 
reward.
P ubl ic ly pra ise 
the team in com-
pany newsletters, 
t h rough ema i ls 
and at meetings. 

And don’t wait to reward 
your staff for their hard 
work. Employees who 
know they stand to be 

r e w a r d e d  f o r  o u t -
standing perfor-
mance approach 
t hei r jobs w it h 
g reater ent hu-
siasm and cre-

ativity.   

Paul McDonald is senior executive director with Robert 
Half, the world’s first and largest specialized staffing firm. 
Over the course of his 30-year career with the company, he 

has spoken extensively on employment and manage-
ment issues based on his work with thousands of 

companies and job seekers. 
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Client-Firm Collaboration 
is the Key to the New Age 
of Write-Up
By Isaac M. O’Bannon, Managing Editor

I
s write-up dead? No, but with 
the continuing move by small 
b u s i n e s s e s  t o  o n l i n e 
accounting software, the way 
in which accountants provide 
this  ser v ice i s  def initely 
changing.

The var ious processes 
included in write-up engagements, 
such as bank reconciliations, journal 
management, correcting transactions, 
payroll compliance and financial 
statement generation, are all still 
necessary. In fact, these functions will 
be vital as long as businesses process 
their own transactions and staff 
touches the software in any way. 
Errors happen and so does employee 
theft, therefore finding and fixing 
human mistakes is a necessity, just as 
much as producing accurate financial 
reporting based on the correct data.

Cloud-based client accounting 
systems alleviate and simplify many of 
these functions, particularly those that 
include integrated accountant manage-
ment functionality that lets the firm get 
in and work with live client data in a 
real-time service mode.

The processes are changing dra-
matically. This allows the business and  

accounting firm to work collabora-
tively in running the business in a 
more proactive and productive 
manner. We consider this style of 
accounting software as “Virtual CFO” 
s y s t e m s ,  u s i n g  c l o u d - b a s e d 
accounting programs that both the 
client and accounting firm work in, 
albeit in different areas of the pro-
gram, and with different access rights.

With these collaborative Virtual 
CFO systems, accounting firms can 
provide more responsive and mean-
ingful real-time management informa-

tion to clients, instead of late informa-
tion from a system that uses data from 
the last closed period, which was 
likely several weeks prior. Old-school 
write-up may suf f ice for basic 
reporting requirement needs, but 
simply cannot provide real-time 
actionable data, or the collaborative 
benefits of providing Virtual CFO 
services.

CPA Practice Advisor reviewed four 
cloud-based accounting systems that 
include options for small businesses 
to use as well as multi-client manage-
ment functionality for accounting 
firms to oversee and manage their 
clients’ books. Follow the links below 
to see how they compared.
• ACCOUNTANTSWORLD 

- ACCOUNTING POWER
• THOMSON REUTERS - 

ACCOUNTING CS
• INTUIT QUICKBOOKS 

ONLINE & QBO FOR 
ACCOUNTANTS

• XERO & XERO PARTNER 
PLATFOR M

REVIEW SECTIONS
BASIC SYSTEM FUNCTION

• Installation Ease
•  General Navigation & Ease of Use
• Industry-Specific Templates
• Industry-Specific Features
• Platform Support

CORE ACCOUNTING  
CAPABILITIES

• GL/AP/AR Functionality
• Sales Tax Functionality
• Payroll Functionality
• Audit Trail
• Multi-Currency
• Multiple Language Support
• Multi-Location Support
• Multiple Users

DAY-TO-DAY OPERATIONS
• Sales/Point of Sale/Shipping
•  Customer/Vendor Employee 

Management
• Inventory/Purchasing
• e-Features
• Remote Access

MANAGEMENT FEATURES
• Dashboard Overviews
• Reporting
• Security Features
• Integration/Import/Export
• Data Transfer
• External Integration
• Online Accountant Transfer Tool

HELP/SUPPORT
• Built-in Support Features
• System Updates
• Support Website/Documentation
• U.S.-Based Support

THIS REVIEW SECTION FOCUSED ON ACCOUNTING SOLUTIONS 

THAT MEET BOTH SIDES OF THE CLIENT-FIRM SCENARIO, WITH 

EACH ACCESSING THE SAME DATA IN REAL-TIME, AND THE 

ACCOUNTING FIRM HAVING THE ABILITY TO MANAGE MULTIPLE 

CLIENTS THROUGH A SINGULAR MANAGEMENT INTERFACE TO 

PROVIDE WRITE-UP STYLE SERVICES WITHOUT THE NEED FOR 

DATA TRANSFER OR CONVERSION.

8       February 2015  •  www.CPAPracticeAdvisor.com
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PAGE 31.
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The greatest benefit in all of these applications is 
that they can offer firms insight and useful information 
at any time, not just when the financial statements for 
a period are completed. This helps reduce the com-
pounding negative effects of errors on account bal-
ances (bounced checks, etc), while the collaborative 
nature of the programs means that the accountant is 
looking into a business’ books more frequently. This 
benefits the client through better real-time knowledge 
of the accuracy of their books.

Each of the programs varies in its capabilities and 
features, but some offer direct integration with 
financial institutions so that dashboards can display 
real-time bank and credit card balances, as well as 
automatically downloading the transaction informa-
tion and performing comparably pain-free reconcilia-
tions. Additionally, user-level access settings allow the 
firm and client to limit program features, menu 
options, and reports to specific authorized users.

Integration with outside programs can also play a big 
role in the utility of Virtual CFO systems for accounting 
firms. This allows firms to plug in their preferred systems 
for practice management, document management or 
other functions, with data flowing or at least being 

importable into the primary accounting program.
It is also common for some firms to use more than 

one accounting system, depending upon the systems 
in use by their clients. This is most likely to occur when 
a firm is transitioning to a new cloud-based system, 
where they may have clients using various bookkeeping 
software, such as QuickBooks, Sage 50, Xero or 
another system. Ultimately, however, a firm’s efficiency 
and productivity will benefit by shepherding these 
clients toward the client version of the Virtual CFO 
system they’ve adopted for the firm.

Additional Solutions for 
Accounting & Write-Up
There are, of course, many cloud and installed 
accounting systems available for small businesses, 
with some offering tools and functionality for specific 
industries or that meet the needs of specific types of 
businesses, such as franchises. However, this review 
section focused on accounting solutions that meet 
both sides of the client-firm scenario, with each 
accessing the same data in real-time, and the 
accounting firm having the ability to manage multiple 

clients through a singular management interface to 
provide write-up style services without the need for 
data transfer or conversion.

Other client accounting systems that were not 
reviewed as Virtual CFO systems include:
• FreshBooks
• CYMA 13: Financial Management Systems
• Micronetics Accounting Expert Enterprise Edition
• PC Software Client Write-Up
• Kashoo / Paychex Online Accounting
• Intacct
• Sage 50 Quantum Accountants Edition
• Wave Accounting / Wave Apps
• NetSuite  ●

Isaac M. O’Bannon,  
Managing Editor

Isaac is the managing editor of CPA 
Practice Advisor, drawing on two 
decades of experience in the areas 
of professional accounting, business 
productivity and consumer technolo-

gies. He can be reached at editor@cpapracticeadvisor.com

WE ARE 
MOBILE FOR 

YOU!
Download our FREE app and  

take CPA Practice Advisor with 
you wherever you go!

www.CPAPracticeAdvisor.com

y • z

y • z
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BEST FIT
Xero’s small business cloud accounting system can be 
used by virtually any small business, but is best-suited 
to firms that provide professional services. For 
accounting firms, the system allows excellent integration 
features.

STRENGTHS
• There is a broad array of third-party add-ins created 

by companies who have partnered with Xero to 
provide specialty and niche functionality for specific 
industries or reporting needs. This includes invoicing 
applications that act as sales and A/R subledgers 
designed to be operated by entrepreneurs instead of 
accountants.

• New integrated payroll system automates processing, 
reporting and payment to state and federal entities.

• The web-based program simplifies reconciliation 
because it automatically imports transactions from 
the small business’ financial institution and can 
automatically classify transactions or match them to 
existing transactions based on amount or vendor.

• Xero supports more than 160 currencies for the 
purposes of sending sales invoices, quotes and pur-
chase orders, as well as for AP functions. Exchange 
rates are automatically fed into Xero via a feed from 
XE.com.

• The reconciliation interface enables batch class 
options and minimizes the required data entry, 
allowing focused, quick entry of large numbers of 
transactions.

• If two entities using Xero transact business with each 
other, the system’s “Xero to Xero” function can take 

invoices from the billing Xero company and imports 
them in as bills to be paid in the receiving company’s 
Xero account.

POTENTIAL LIMITATIONS
• While it has a large ecosystem of third-party add-ins, 

many of the systems are geared toward use by smaller 
businesses.

• The system does not include a built-in solution for 
inventory management or point-of-sale, but does 
offer add-on solutions through third-parties.

• The primary interface is designed more for small 
business owners than accounting firms, with forms-
driven functionality.

• Xero’s Partner Program offers a variety of incentives 
for accounting firms, with the best discounts and 
resale margins available to firms with a hundred or 
more of their business clients using the SMB version.

SUMMARY & PRICING
The Xero Partner program is free for accounting firms, 
which allows use of a firm account on Xero, a Practice 
Organization system, training, and additional tools, as 
long as the firm maintains at least one small business 
using Xero and that the firm is managing the invoicing 
for Xero for that client. Additional free resources, 
including the Practice Manager, are available to firms as 
the firms get more of their clients onto Xero. Also, firms 
receive a recurring margin for the clients they sign up 
for Xero, with the percentage increasing based on the 
quantity.

www.Xero.com

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

www.CPAPracticeAdvisor.com/12039250

BEST FIT
Accounting CS is best-suited to accounting firms 
managing multiple engagement types for clients, par-
ticularly those who wish to move their clients into the 
fully-integrated, web-based client side of the system.

STRENGTHS
• Well-respected brand and broad suite of integrateable 

systems that is used by thousands of accounting 
professionals in the U.S.

• Offers powerful tools and features for traditional 
w r ite-up f unct ions as wel l as col laborat ive 
accounting with clients.

• Intuitive user interface for clients and firm staff, 
designed for fast, heads-down data entry and high-
volume processing.

• Accountant-centric system allows detailed control 
over user access rights by staff members and clients.

• The company does not market directly to small 
businesses. The small business accounting compo-

nent is offered to clients by the accounting firm.

POTENTIAL LIMITATIONS
• Direct integration with financial institutions and 

third party programs would benefit users.
• Accounting CS does not support multiple currencies.
• Pay rol l f unct iona l it y requires the separate 

Accounting CS Payroll system, but the data does 
integrate into Accounting CS. Data can also be 
imported from ADP, Paychex and other payroll 
systems.

SUMMARY & PRICING
Specific pricing for Thomson Reuters’ Accounting CS 
depends upon the number of accounting firm users and 
clients, as well as additional add-on functionality that 
firms and clients desire. Firms should get a customized 
pricing quote.

cs.ThomsonReuters.com

Thomson Reuters Accounting CS Read the full review and see expanded 
ratings for this product online at: 

www.CPAPracticeAdvisor.com/12039168
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VIRTUAL CFO PLATFORMS
Reviews

BEST FIT
Accounting firms with multiple clients 
that use QuickBooks Online, or who 
they want to move to the online small 
business bookkeeping system, allowing 
the firm to provide real-time accounting 
and consulting services to clients.

STRENGTHS
• Intuit has the largest community of 

add-on applications available through 
its apps.intuit.com website, providing 
extensive specialization options for 
virtually any business type.

• The program has direct integration to 
download live business data from 
clients’ financial institutions, easing 
reconciliation and transaction verifi-

cation processes. Additionally, it has 
direct integration with client versions 
of QuickBooks Online, as well as the 
ability to import from desktop ver-
sions of QuickBooks and traditional 
spreadsheets.

• Strong dashboard views and multi-
c l ient c apabi l it ie s ,  i nc lud i ng a 
benchmarking tool that compares 
financial metrics.

• New management reporting and 
customization options for sharing 
reports with firm branding, as well as 
an online document sharing center 
that acts as a portal to allow clients to 
send the firm requested documents.

• Multi-currency options allow setting 
defaults for customers, vendors and 

other options, but f ixed asset and 
financial statements remain in U.S. 
dollar mode.

POTENTIAL LIMITATIONS
• Some advanced features can be chal-

lenging for infrequent users, including 
job costing and inventory manage-
ment. Other features are only avail-
able in the more advanced Essentials 
and Plus versions, such as bench-
marking, purchase orders and inven-
tory.

SUMMARY & PRICING  
QuickBooks Online Accountant is free 
for ProAdvisor members, and is also 
available at no cost while an accountant 

has at least one user of the QuickBooks 
Online business system on his client 
roster. The small business, traditional 
version of QuickBooks Online is avail-
able in three versions based on the fea-
tures the business needs and the number 
of staff. Simple Start costs $9.95 per 
month, Essentials costs $19.99 per 
month, and QB Online Plus costs $29.99 
per month. Separately, the QuickBooks 
ProA d v i s o r  p ro g ra m  i s  f re e  f o r 
accounting firms who wish to support 
only online accounting clients. A paid 
model is available if supporting clients 
using the desktop version of Quick-
Books.

Accountants.Intuit.com/QuickBooks 

BEST FIT
Accounting Power is designed for 
accounting firms who want to regain 
control over their clients’ bookkeeping 
by allowing the firm to collaboratively 
manage business processes, from posting 
transactions to reporting. The system 
includes collaborative and period-based 
write-up functions, such as reconcilia-
tion, journal management and financials 
generation, and includes useful manage-
ment tools like multi-client dashboards, 
alerts and detailed user security settings, 
that allow firms to use the system as an 
outsourced finance department for cli-
ents.

STRENGTHS
• Provides good tools for write-up and 

collaborative accounting with busi-
ness clients

• Offers direct integration with the 
PowerPractice Suite, which has solu-
tions for practice management, payroll 
processing and reporting, document 
management, website management 
and other tools.

• Power Practice has streamlined data 
entr y screens that faci l itate high 
volume processing. It also has tools 
for importing data from QuickBooks, 
Sage and most report formats.

• AccountantsWorld does not compete 
with firms for sales. The client-side 

accounting solution is only available 
through the accounting firm’s online 
soft ware, and therefore only the 
accounting firm is in contact with the 
small business.

• The system includes good reporting 
tools and customization features, 
including multi-client dashboards, 
automatic alerts and trial balance 
capabilities, and is the only system in 
this review to include built-in job 
costing capabilities.

POTENTIAL LIMITATIONS
• The system does not have direct 

integration with financial institutions 
for transaction downloads and auto-

mated reconciliations, however, this 
data can be imported.

• Accounting Power does not support 
multiple currencies.

• The system has limited inventory 
capabi l it ies and few add-ons are 
available for CRM, manufacturing or 
other niche needs.

SUMMARY & PRICING
A first-year special that includes the 
Accounting Power Pro system and the 
Collaborative Bookkeeping Module (for 
unlimited clients) costs $160 per month 
or $1,595 for the first year.

www.AccountantsWorld.com

Intuit QuickBooks Online Accountant

Accounting Power by AccountantsWorld

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12039324

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12039358

2015 
READERS’ 
CHOICE 
AWARDS

Vote for your favorite programs for tax preparation,  
planning, write-up, accounting, cloud technologies,  

client accounting and many other categories.  
Your vote helps to shine a spotlight on the  

best technologies designed for  
tax and accounting professionals.  

The voting period will end March 3, 2015.

http://cpareaderschoice2015.questionpro.com/
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A YEAR IN THE LIFE: SALT ACCOUNTANT HOW TO DO PAYROLL BETTER

How to Organize Workflow 
of Payroll Services Provided 
to Clients
Contributed by Mark McAndrew, Director of 
Consulting, XCM Solutions www.xcmsolutions.com

In general, accounting firms should go 
through the following steps to set up their 
payroll clients’ workflow:
• Identify the payroll clients
•  Using a workflow software solution, create a 

payroll task for each client
•  Determine if the payroll task is weekly, 

monthly, quarterly, semi-annual, etc.
•  Assign internal due date requirements based 

on the tracking needs for each client
•  Define a consistent process that each client 

task will follow (prep, review, etc.)
•  Determine the level of detail the firm is looking 

to control (for example: firm or client specific 
procedures or possibly no additional details)

•  Assign the work to the staff (a workflow 
system such as XCM can automate the 
assignment process)

•  Ensure staff follow the defined process
•  Report on your clients, as necessary

“I truly believe communication is critical in a 

payroll setup. So many sole proprietors and single 

member LLCs end up paying themselves on 

payroll and they are not legally allowed to. Payroll 

is a sensitive topic. Requirements and regulations 

around S-Corps are strict and require a lot of 

attention throughout the year. Robotic payroll 

services don’t always serve the best interest of the 

client. Price is NOT the important thing here.”

Dawn Brolin, CPA

How to Prepare for Your 
First Payroll Engagement
Contributed by Dawn Brolin, CPA, CGMA, www.powerfulaccounting.com

•  Determine if client has an EIN, state 

registration number, and unemploy-

ment registration (and if not, register 

for these)

•  Determine the entity structure

•  Require all employees to fill out a 

W-4, state W-4 (if applicable), I-9, and 

direct deposit form (if applicable)

•  Request copies of employee con-

tracts – if they don’t have these, help 

client understand they should con-

sider implementing this procedure

•  Determine the best payroll option 

for the client (full service, client 

self-prepare (using software), or a 

combination

•  Set the expectat ions with the 

implementation and activation plan 

(plan ahead, do not assume payroll 

can be run within 48 hours of the 

initial setup)

•  Run payroll!!!

How to Decide Between In-House 
or Outsourcing Payroll Services
Contributed by Stacy Kildal, Advanced Certified QuickBooks ProAdvisor,  
www.kildalservices.com

These are the questions to ask – they actually apply to both accounting 

services that are considering offering payroll services to clients, and to clients 

that are considering doing payroll themselves.

•  Determine how comfortable you are in dealing with special payroll issues 

should they arise: garnishments, deductions, misapplied liability payments, 

and so on. Because most issues are highly time sensitive, will you have the 

ability to deal with them quickly? 

•  Will you have easy access to the documents required to handle special 

payroll situations?

•  Do you have the experience to know best practices involved in managing 

payroll issues properly?

•  If you need to take time off – for whatever reason, planned or unplanned 

– do you want to carry the burden of making sure payroll is processed on 

time, all liabilities are paid, and returns filed?

•  Do you want to be bothered with payroll or would you rather just submit 

hours and know everything will be taken care of?

How To Do ___ Better is a new series. Each month, experts in the designated field 
will share their insights and tips. We’re kicking off this series with some valuable 
tips on how you can do payroll better.

cpa_13_HowTo.indd   13 2/5/15   2:44 PM



14       February 2015  •  www.CPAPracticeAdvisor.com

FROM THE TRENCHES By Randy Johnston  

Payroll for Accounting Firms -  
Some Easy Choices

However, the last 10-15 years has 
seen a notable shift back to CPA 
f irms and in-house payroll pro-
cessing for several reasons including: 
easier to use software, electronic 
interfaces including ACH deposits, 
recurring revenue stream along with 
increased value of the practice or 
reduced costs to t he busi ness, 

completeness of costing information 
along with integration into other 
systems, and timeliness.

So What Are The 
Choices?
First, check your attitude and bias. 
Twenty years ago almost without 
exception, accountants summarily 

didn’t want anything to do with 
payroll. Perhaps easier to use soft-
ware was the tipping point towards 
moving some payroll back in house. 
It was easy to justify the cost of 
outsourcing payroll at that time, and 
for many of you, it still will be.

Should pay rol l, and the sup-
porting services, become a viable 
part of your practice? Do you intend 
to grow beyond payroll? Is payroll 
and other related services needed to 
support your practice and clients? 
The key questions to ask include:
• Can payroll be a core competency?
• How confidential is the information?
• Is there an employee benefit/401K 

program?
• Are there many unbanked employees 

in client firms? If so, is there an easy 
way to handle this such as refillable 
debit card?

• Is Human Resources processing 
needed?

• Do I have the internal resources?

• How difficult is the payroll system to 
use?

If you are in public practice, you may 
want to ask a few specific questions:
• Do I intend to sell the practice soon? 

Payroll services increase the value of 
practices.

• Can I have the work done by staff and 
administrative people that can be 
supervised by an accounting profes-
sional? Using staff reduces cost and 
leverages partner resources.

• Would payroll supplement a collab-
orat ive accounting practice? 
Remember that having three or more 
services helps tie clients to your firm 
more tightly.

• Are there additional services that the 
firm can offer such as human resource 
management, recruitment or 401K 
programs through your wealth man-
agement arm? Getting into payroll 
only won’t be as profitable as having 
a larger vision for your firm and cli-
ents.

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. 

A
 
ccountants in public practice 
have traditionally referred 
payroll to major providers such 
as ADP, Ceridian and Paychex 
because of the complexities, 

risk and deadlines involved in processing. With 
additional requirements for small business with 
the Affordable Care Act, there are even more 
concerns about being able to process medium 
sized payrolls without penalty.
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FROM THE TRENCHES

There are a number of providers of 
payroll tools and services:

HOSTED
• Payroll Relief - AccountantsWorld
• ADP Accountant Community
• EasyPayNet - ADP Small Business 

Services
• Sage HRMS
• PayChex 
• Paycom Payroll Services 
• Intuit Payroll Services
• Paylocity WebPay
• myPay - Thomson Reuters
• SurePayroll - (now a part of Paychex) 

IN-HOUSE
• 1099 Etc A-T-F Payroll - AMS Payroll
• Sage HRMS Payroll
• CYMA Payroll & Human Resources

• Payroll CS - Thomson Reuters
• Sage  50 (for merly  Peachtree 

Accounting)
• Payroll for Windows - CheckMark 

Software
• QuickBooks Enhanced Payroll - Intuit
• CenterPoint Payroll - Red Wing Soft-

ware
• CyberPay - AdaptaSoft
• Payroll modules from accounting 

products such as Microsoft Dynamics, 
Open Systems TRAVERSE, etc.

This short list is only a portion of 
the viable payroll offerings in the 
market today. As you perform your 
a n a ly s i s ,  look at  t he cost s per 
employee per pay period and deter-
mine if a flat rate billing to the client 
is possible. Furthermore, determine 

who would benefit from your payroll 
service among the businesses in your 
existing client base. You should be 
able to gain economies of scale once 
you have at least ten clients using 
your payroll services.

You will have greater safety when 
your payroll volumes are high enough 
that you can have two or more staff 
running payroll as part of their daily 
work. Consider additional services 
that you can offer over time or that 
your f irm has the ability to offer 
today.

Better Client Results
A key strategic goal for many firms is 
profitability to the partners while 
providing excellent client service. In 
smaller firms, the dominant revenue 
stream has been from tax. A few firms 
have added collaborative accounting 
services. Even fewer firms have added 
payroll services for a variety of rea-
sons. However, if the payroll practice 
is managed correctly, it can be one of 
the most profitable portions of the 

practice with the added benefit of 
increasing the value of the practice.

An important aspect of performing 
payroll for clients is that it gives you 
an opportunity to stay in touch with 
clients on a regular basis. It becomes 
easier to be aware of operational 
issues sooner, to discover opportuni-
ties where you can be of assistance to 
the client, and to be close to them on 
something that is near and dear to 
them: the flow of money out of the 
business to pay employees.

If your firm can be instrumental in 
making this easy while maintaining 
appropriate internal controls, you 
reduce one of the key risk areas in any 
business. And you gain the benefit of 
a closer relationship with your clients 
while making a recurring, level rev-
enue stream. You help the business 
owner, their employees and your 
firm. In the business world, that is 
called a win-win-win. So, is payroll 
an easy choice for your firm?  

For more information, please visit CPAPracticeAdvisor.com/10028044

AN IMPORTANT ASPECT OF PERFORMING PAYROLL FOR CLIENTS 

IS THAT IT GIVES YOU AN OPPORTUNITY TO STAY IN TOUCH  

WITH CLIENTS ON A REGULAR BASIS.
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TECHNOLOGY IN PRACTICE By Roman H. Kepczyk, CPA.CITP

CES 2015
It’s All About the Gadgets!

CES 2015 was yet another record 
brea k i ng yea r w it h more t ha n 
170,000 participants and 3,600 ven-
dors converging on Las Vegas for the 
annual geek confab. We spent three 
days attending product briefings and 
perusing exhibition space, which this 
year covered more than 2.2 million 
square feet (about the size of 38 
football fields), with a focus on trends 
and technologies that could impact 
the accounting space.

Below we discuss five business 
trends and a glimpse of emerging 
products that give us all something to 
think about and be excited for in the 
future.

MICRONIZATION: 2015 is the 50th 
Anniversary of Moore’s Law which 
basically states computing power (the 
number of transistors per square inch 
on a chip) will double every two years, 
which continues to be true today with 
some chips having more than 4 billion 
transistors onboard. Micronization 

means not only fitting more capability 
into a smaller package, but also less 
energy utilization which extends 
battery life where laptops such as the 
new Dell XPS 13 (which won the 
award for the most innovative com-
puter technology at CES), can get 
close to 15 hours of battery life.

Dell also rolled out its Infinity 
display on this laptop which mini-
mizes the bezel on three sides of the 
screen so it runs almost to the edge, 
again making the most of the available 

space. Dell also claimed the title of the 
world’s slimmest tablet with its Venue 
8 7000 series Android which is 6mm 
thin. This tablet also has an 8.4” 
OLED Inf init y screen and has 
2560x1600 resolution.

Micronization also impacted 
storage capacity with Solid State 
Drives (SSD) such as the Samsung 
T1 fitting 1 terabyte (1,000 gigabytes) 
of storage onto a business card sized 
drive weighing less than an ounce. 
Another Laptop of note was Lenovo’s 
LaVie HZ750 which is a 13 inch 
convertible laptop with a keyboard 
that can fold completely around so the 
device acts like a tablet, weighing in 

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.

E
 
ach January, my colleagues 
and  I  cond u c t  ou r  p i l-
grimage to the International 
Consumer Electronics Show 
(CES) which displays the 

latest electronic technology and trends 
for the world to see and decide if they 
are a “hit” or a “miss.”
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around two pounds, taking your Yoga 
designs to the next level.

OFFICE TECH: Consumer head-
lines from this year’s CES focused on 
4K plus displays and curved screens 
which were targeted at home televi-
sions, but HP quietly rolled out its 34” 
curved PC displays (HP 34C) which 
would be a suitable replacement for 
two traditional screens on any CPA 
desktop. While the initial $999 price 
tag may bring out sticker shock, 
within a year we expect that price to 
come down enough for use within 
accounting firms.

To connect your equipment, 
IOGear had an amazing USB Uni-
versal Docking Strip with six USB 
3.0 ports and two HD video ports 
already capable of supporting the 
future 4K standard! For laptop users 
that only have a mini display port for 
external video, Accell released a new 
Dual Display MST Hub that had 
connections for two HD monitors.

Ca non  updated it s e x i st i ng 
scanner lines with new models such 
as the DR-M16011 and DR-C225W 
desktop units, as well as their portable 
P 21511  u n it  w h ic h i mprove s 
throughput. One of the biggest sur-
prises was HP getting into the 3D 
printer business with commercial 
grade units.

During the Intel briefing, HP 
announced its Multi Jet Fusion 
business 3D printers will be running 
on Intel i7 processors which make 
these printers ten times faster than 

existing units 
a n d  c o u l d 
make proto-
typing avail-
a b l e  t o 
everyone! 3D 
printing made 
a huge splash at CES this year with the 
units not only printing food and 
custom chocolates, but even designer 
dress prototypes which you have to 
see to believe.

MOBILE TOOLS: Working on the 
road is a requirement today and we 
saw some great tools such as the 
SwiftPoint Mini Mouse, which was 
one of the smallest and intuitive to use 
we have ever seen. Most of us rely 
extensively on our smartphones and 

tablets to get at data, but I will admit 
that when anything longer than a few 
words needs to be input, I hold off to 
use my laptop.

Zagg Keyboards may change this 
as they have added touch keyboards 

for v i r t ua l ly 
a n y  s m a r t -
phone, tablet, 
o r  p h a b l e t . 
Backpacks to 
carry your gear 
are also getting 
connected and 
A mpli rolled 
out its Smart Backpack which has 
seven USB connections, AC power 
inverter and batteries to keep all your 
devices charged and your auditors 
moving onto the next client. This 
backpack comes with a smartphone 
application to let you know the status 
of all devices and warn you if the 
BlueTooth connection is broken (if 
you left it behind or if someone tries 
to steal it!)

COMMUNICATIONS: While not 
tech-shattering, MiFi’s latest Internet 
Hot Spot (6620) can connect up to 
15 users and has 20 hours of battery 
life. This device could act as a backup 
Internet connection for a small office 
as well as charge devices through the 
USB port in a pinch. We also saw a 
number of digital cellular boosters 
and signal extenders such as the 
Cel-Fi units that may help in client 
locations with poor reception.

Suitable Tech Beam demoed a 
f loor full of Telepresence Robots 
that could allow personnel to virtually 
attend meetings and actually move 
around an office, even though they are 
in a remote location thousands of 
miles away! 

Most of us are either Apple or 
Android people and not likely to 
change our phones, but one “super 
gadget” phone that may open the door 
to future functionality combines a 
traditional smartphone with a digital 
ink back. The YotaPhone’s bonus 
feature is that 2D black and white data 

such as a clock, weather, and mes-
saging notifications can be displayed 
on the phone’s e-ink back (which is 
very low power usage), while tradi-
tional features are on the standard 
screen.

POWER/WIRELESS: No one likes 
to carry bulky charging cables, but 
there were a couple of units that make 
it a whole lot easier with smaller form 
factors. The FinSix Dart is the world’s 
smallest 65W laptop charger and the 
ChargeTech 
P h o n e 
C h a r g e r 
c la i ms to be 
t he sma l lest 
phone charger, 
saving space in 
your computer 
bag.

In the long run we may not even 
need a charger cable as the Wireless 
Consortium has rolled out standards 
for both conductive and resonance 
power. W hat does that mean? It 
means you can lay down your phone, 
laptop, tablet, heck even your blender 
or toaster on the wireless pad and it 
will charge them! This is not Sci-Fi as 

Marriott is already rolling out this 
technology in its hotels!

Well, that’s our recap of some of the 
coolest gadgets and promising tech-
nologies we saw at CES 2015. It’s 
always a pleasure to see and dream 
about what the future can bring; hope 
you have a great busy season!   
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A YEAR IN THE LIFE: SALT ACCOUNTANT

Alabama is offering a Severe Weather Prepared-
ness Sales Tax Holiday in February. This is the 
fourth annual event in Alabama wherein con-
sumers are allowed to purchase certain severe 
weather preparedness supplies free of state sale or 
use tax. Retailers are required to participate. The 
tax-free holiday is February 20 through February 
22, 2015.

Sample exempt items include batteries, cell 
phone chargers, battery-powered radios, two-way 
radios, self-powered light sources, plastic sheeting, 
duct tape, plywood and other items specifically 
designed to protect window coverings, non-
electric food and water storage coolers, non-
electric can openers, artificial and reusable ice, 
first aid kits, fire extinguishers, smoke and carbon 
monoxide detectors, gas or diesel fuel tanks and 
containers.

The Coalition Against Higher Taxes and Special 
Interest Deals is a new group that formed in 
Michigan to publicly oppose the states anticipated 
sales tax increase and removal of sales tax from 
fuel sales. Another piece of legislation has been 
linked to the tax increase. The group contends that 
special interest items were tacked on to the pro-
posal to ensure passage. “Voters should not have 
to subsidize the special interest deals with higher 
taxes in order to fix our roads,” said the group’s 
treasurer, Paul Mitchell.

Online retailer Amazon.com will begin col-
lecting Illinois sales tax starting in February, 
2015. Amazon is building a distribution facility 
in Illinois that will open this year and that physical 
presence will create nexus in the state.

Ohio Governor John Kasich has include a sales 
tax increase in his 2015 budget proposal. 
The increase would raise state sales 
tax by half a cent and would be 
expected to raise $1.5 billion 
per year for the state.

A bill is floating around the 
New Hampshire legislature 
that would permit state taxes and 
fees to be paid with bitcoin.   

State & Local Tax Highlights from Around 
the Country
By Gail Perry, CPA, Editor-in-Chief

S
 
tate and local taxes are constantly changing. As 
the most trusted financial and business advisor 
to your clients, it’s your job to keep up with 
them. At CPA Practice Advisor, we’re here to 
help you - so here’s a roundup of some of the 

latest changes.
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A YEAR IN THE LIFE: SALT ACCOUNTANT

• The very first step is getting registered with your state to collect and pay sales 
tax. The U.S. Small Business Association provides tax information and registra-
tion links for all of the states. (https://www.sba.gov/content/learn-about-
your-state-and-local-tax-obligations)

• Once you have determined that a tax responsibility exists, and you are 
registered and have received a sales tax permit, find out how frequently 
your state expects you to make your payments. Penalties will apply if 
payments are made late.

• Determine what sales tax rate to collect in all states where you are doing business. 
Avalara’s Avatax app, downloadable on all devices, is a handy tool for doing this in 

a hurry.
• Prepare your invoicing system so that you can accommodate sales tax on your 

forms.
•  Set up a system for keeping track of the sales tax you 

have collected so that you will know how much you 
must pay your state(s).

•  Find out if your state offers an early payment discount 
and then be prepared to take advantage of that if it 
exists. About half of the states provide a discount on 
your sales tax remission if you pay early.

•  Determine what sales tax reporting is required by all 
states in which you are collecting and paying sales tax. 
Typically some type of reconciliation form is required 
that shows your taxable sales, the amount of tax owing 
on those sales, and the amount you have remitted.

•  Your state might provide the opportunity to file forms 
and remit taxes online. Go to your state’s department 
of revenue (see link above) to find out if this is an 
option.

Sales tax rules are constantly changing and that 
situation is expected to continue. Make sure 
someone in your organization is staying on top of 
legislation (both state and federal) that might affect 
your sales tax liability and collection process.  

How and When  
to Make Sales Tax 
Payments
By Gail Perry, CPA, Editor-in-Chief

I
 
f you or your clients are new to collecting 
and paying sales tax, the process might 
seem over whelming. Once you have 
determined that taxable sales are occur-
ring, the next step is to prepare yourself 

for being a sales tax collector and remitter. 
Here are some tips that should help clear up 
questions you might have about the process.

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

February  
SALT Checklist

  Sales tax rules are constantly changing. Now is 
a great time to compare new rulings with the 
business processes of your clients.
  Find out if your clients are offering any new 
products for sale. Assess if and where their 
sales are subject to sales tax.
  Are your clients making sales in any new states? 
If so confirm if nexus exists and set up sales 
tax registrations where necessary.
  Make sure your clients are remitting their 
sales tax on time in order to avoid late payment 
penalties.
  Make sure your clients are taking advantage 
of all available early payment discounts.
  Some states require online filing. Check the 
rules for all states where tax is owed.
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FIXED ASSETS
Reviews

Effective Asset  
Management Means More 
Than Just Depreciation
By Mary Girsch-Bock

E
ffectively managing 
fixed assets can be a 
challenge for anyone. 
Accurately tracking 
assets ,  calculat ing 
depreciation, while 
also keeping track of 
continuous tax law 

changes can overwhelm just about 
any business. In an increasingly 
challenging tax environment, many 
businesses turn to their accountant to 
handle this complex task for them.

While smaller businesses may want 
to outsource asset and depreciation 
management as a convenience, it’s 
rapidly becoming a necessity for those 
that need to track assets such as office 
equipment, buildings, f ixtures, 
machinery, and vehicles and heavy 
equipment. Add to that list intangibles 
such as patents and copyrights, along 
with real property, and investment 
income, and suddenly even a highly 
functioning corporate tax department 
can find itself overwhelmed.

CPAs and accountants know how 
important tracking assets is to a 
company of any size. Having the 
correct tools to adequately track that 
information is v ital for anyone 
charged with keeping track of assets 
and depreciation schedules, whether 
that be an accountant providing these 
services to clients, or a business owner 
wishing to track his or her assets in 
house. Either way, fixed assets soft-
ware is one of those tools – perhaps 
the most important one.

Fi xed asset  sof t ware  a l low s 
accounting firms to handle clients’ 
assets, tracking such necessary data as 
where the asset is, who is currently 
using that asset, when it is due to be 
returned, and when maintenance is 
scheduled. The software also records 

the cost of each asset, and maintains 
an accurate depreciation schedule, 
important for accurate tax calcula-
tions. For some businesses, having an 
effective asset and depreciation 
management strategy can significantly 
impact their cash flow.

In this issue, CPA Practice Advisor 
reviewed three fixed asset manage-
ment systems and looked at another. 
• BNA Fixed Assets DesktopPro
• ProSystem fx Fixed Assets
• Thomson Reuters Fixed Assets 

CS
• Sidebar: WASP Barcode Tech-

nologies
For the review, we looked at six 

areas: Basic System Functions – 
which covers everything from how 
easy (or not) can the product be 
installed, to available deployment 
methods. Navigation Ease is also 
considered at as well. 

Core Asset Management Fea-
tures looks at some of the product 
highlights – how many depreciation 
methods are available, does it offer 
unlimited transactions, are there 
user-defined fields available for more 
in-depth asset and depreciation 
management? The Reporting part of 
the reviews looks at available reports, 
customization capability, and format-
ting capabilities.

The Import/Export feature looks 
at how well a product integrates with 
other products and the ease (or dif-
ficulty) of importing or exporting 

data to third-party applications. The 
Help section looks at the tools pro-
vided to the user to make their life 
easier, such as free support, avail-
ability of a solid help function built 
into the product, and training options 
available. Finally, we summarize the 
product and add general Pricing 
guidelines; keeping in mind that the 
cost listed in generally a starting point 
and can vary widely.

On a side note, we also took a look 
at WASP Barcode Technologies, 
which offers a terrific mobile inven-
tory management product that makes 
tracking physical assets quick and 
painless.

While these products can all work 
well for those offering asset and 
depreciation management to their 
clients, they can also be utilized by 
businesses wishing to get a better 
handle on their asset management 
in–house. Whatever the final purpose 
of the program, they all offer free 
demos to potential buyers, as well as 
solid help functionality. This is so 
important when purchasing a new 
software system – whatever the pur-
pose.

The bottom line is that effective 
asset and depreciation management 
often plays a large role in reducing a 
business’s tax burden, or helps to 
ensure that assets are properly 
accounted for. It’s likely that one of 
these products can help accomplish 
one or both of those tasks.  ●

REVIEW SECTIONS
BASIC SYSTEM FUNCTION

• Installation Ease
•  General Navigation & Ease of Use
• Industry-Specific Templates
• Industry-Specific Features
• Platform Support

CORE ACCOUNTING  
CAPABILITIES

• GL/AP/AR Functionality
• Sales Tax Functionality
• Payroll Functionality
• Audit Trail
• Multi-Currency
• Multiple Language Support
• Multi-Location Support
• Multiple Users

DAY-TO-DAY OPERATIONS
• Sales/Point of Sale/Shipping
•  Customer/Vendor Employee 

Management
• Inventory/Purchasing
• e-Features
• Remote Access

MANAGEMENT FEATURES
• Dashboard Overviews
• Reporting
• Security Features
• Integration/Import/Export
• Data Transfer
• External Integration
• Online Accountant Transfer Tool

HELP/SUPPORT
• Built-in Support Features
• System Updates
• Support Website/Documentation
• U.S.-Based Support

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

20       February 2015  •  www.CPAPracticeAdvisor.com

cpa_20-22_FixedAssets_io.indd   20 2/6/15   9:04 AM



February 2015  •  www.CPAPracticeAdvisor.com       21

FIXED ASSETS
Reviews

BEST FIT
BNA Fixed Assets DesktopPro is 
well suited for accounting firms that 
provide asset and depreciation 
management services to clients 
with extensive needs. The product 
can also be easily utilized in house 
by larger businesses, organizations 
and government offices.
 
STRENGTHS
• Offers application wizards that 

assist in performing tasks
• Available in both desktop and 

online version

• Easy system navigation
• G ood se le c t ion of  bu i lt- i n 

repor ts w it h c ustom repor t 
templates available

• Users can customize data entry 
options to suit their needs

POTENTIAL LIMITATIONS
• Is not part of a comprehensive 

tax management/tax preparation 
system

SUMMARY & PRICING
BNA Fixed Assets DesktopPro 
provides users with a comprehen-

sive asset and depreciation manage-
ment product that is surprisingly 
easy to use, but contains complex 
capabilities well suited to those 
managing multiple assets for 
numerous clients. With excellent 
customization capabilities and solid 
reporting functionality, users can 

easily manage even the most com-
plex scenarios. Pricing for BNA 
Fixed Assets Pro starts at around 
$3,000, with BNA Fixed Assets 
Web starting at around $1,500.00.

www.BNASoftware.com

BEST FIT
Pro System fx Fixed Assets fits best 
with firms that handle complex 
depreciation schedules for larger 
businesses with multiple divisions 
or locations.

STRENGTHS
• Straightforward system naviga-

tion
• Easy asset tracking

• Easi ly handles an unlimited 
number of company assets

• Customizable asset list
• Solid data import and export 

options
• Customizable reporting
 
POTENTIAL LIMITATIONS
• Works best if integrated with 

ProSystem Suite of products

SUMMARY & PRICING
ProSystem fx  Fixed Assets is 
designed for accounting firms that 
offer comprehensive asset and 
depreciation management solutions 
to their clients. ProSystem fx Fixed 
Assets can be used as a standalone 

product or with the ProSystem fx 
Suite for a more integrated asset 
management solution. Pricing 
starts at around $2,500.00 for a 
single user license.

www.CCHGroup.com/FixedAssets

BEST FIT
Fixed Assets CS is a good fit for 
accounting firms offering asset and 
depreciation management services 
to multiple clients. While Fixed 
Assets CS can be used as a stand-
alone product, it functions at its 
capacity when integrated with the 
CS Professional Suite.

STRENGTHS
• Good selection of wizard tools 

for easy setup and data entry
• E x c e l l e n t  i m p o r t i n g  a n d 

exporting capability
• Fully customizable reporting 

options

• Integrated inventory manage-
ment software included

• Full integration with CS Profes-
sional Suite of products

POTENTIAL LIMITATIONS
• Possible capacity issues for very 

large firms managing a tremen-
dous amount of assets

SUMMARY & PRICING
Fixed Assets CS can be an excellent 
addition to any CPA or Tax Man-
agement firm. Excellent integration 
with the core product, tremendous 
customization capability and easy 
system navigation are just some of 

the benefits of this robust product 
that can work in a standalone 
environment but will truly excel 
when used with the CS Professional 
Suite. Costs vary depending on the 
type of delivery method; pur-

chasing versus leasing or a desktop 
installation versus a SaaS product, 
with pricing starting at around 
$1,500.00.

cs.ThomsonReuters.com

BNA Fixed Assets DesktopPro

CCH ProSystem fx Fixed Assets

Thomson Reuters Fixed Assets CS

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12038926 

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12038924

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12038918

5

5

5

2015 
OVERALL 
RATING

2015 
OVERALL 
RATING

2015 
OVERALL 
RATING
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WASP MobileAsset 2015

WASP MobileAsset tracking 
software is a mobile asset 
m a n a g e m e n t  s o l u t i o n 

designed for businesses that need to get 
a firm grip on their assets, such as cor-
porations that utilize complex IT 
hardware, construction companies that 
manage large equipment, and busi-
nesses that utilize multiple vehicles 
during the course of business.

WASP MobileAsset is available in 
multiple editions, including Mobile-
Asset Complete Plus System, which 
offers users a complete asset tracking 
system that includes asset management 
software, a mobile computer, asset tag 
printer, and barcode labeling software, 
as well as free technical support and 
user training.

Available in three versions, Standard, 
Professional, and Enterprise, WASP 
MobileAsset can suit the needs of busi-
nesses of all sizes. Both the Professional 
and the Enterprise versions of the 

product offer five different depreciation 
methods including Straight Line, Double 
Declining Balance, 150% Declining 
Balance, Declining Balance Custom, and 
Sum-of-the-Years’ Digits. The standard 
version offers only one method.

Where WASP MobileAsset’s true 
strength lies is in its robust asset man-
agement system that allows users to 
create a custom dashboard on their 
mobile device that will display notifica-
tions, charts, graphs, and other asset 
management-related data. WASP also 
offers users the ability to check assets 
such as tools and vehicles out to either 
customers or employees, enabling 
better asset tracking. Users can also 
track their assets using a variety of cri-
teria including site, location, depart-
ment, item number, or serial number. 
The mass update feature allows users to 
update groups of similar assets simulta-
neously. Users can also manage related 
asset contracts as needed. Files can be 

attached to a  speci f ic  asset , 
including related purchasing and 
warranty data. WASP also allows 
users to easily manage maintenance 
schedules for all company assets 
and users can print barcode labels 
for easy asset identification and 
tracking.

Reporting options are solid in 
WASP MobileAsset, with over 50 
management reports available 
including Asset Checkout History, 
Asset Use History, and all asset 
maintenance  record s.  W hi le 
designed for mobile devices, users 
will also receive a one-server license, 
along with five client licenses when 
purchasing.

WASP MobileAsset starts at $595.00 
for the standard one-user version. 
Pricing for the Enterprise version is 
$3,995.00 and includes an unlimited 
user license.

WASP MobileAsset tracking soft-

ware is an excellent tool for businesses 
and organizations that need to effec-
tively and efficiently manage the assets 
that are an integral part of their busi-
ness. WASP Barcode Technologies also 
offers related items such as inventory 
software and management systems, 
along with barcode scanners and label 
generators.

GOT APPS?
 

We Do!CPA Practice Advisor’s App Depot offers quick 
access to the most popular apps designed for 

tax and accounting professionals.
 

Helping you run your practice more efficiently 
and profitably, whether you’re in the office, on 

the road or teeing off on the 14th hole.

 Visit the App Depot today!
 

www.CPAPracticeAdvisor.com/Apps
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THE PROADVISOR SPOTLIGHT

M
 
anaging point-of-sale data is about to become even 
more seamless for retailers. Early this year, Intuit 
will release its new QuickBooks Point of Sale 
powered by Revel, an online POS system that’s 
completely iPad-based. Leveraging the Cloud, 

QuickBooks POS will automatically sync inventory and payroll data 
right to QuickBooks Online giving businesses a comprehensive view 
of their cash flow.

Putting POS at Your Fingertips

SPONSORED CONTENT

Intuit partnered with Revel Sys-
tems to prov ide an easy-to-use 
solution that will work seamlessly 
with the QuickBooks ecosystem it’s 
been building. Revel Systems offers 
a POS solution for businesses 
in the retail, restaurant and 
grocery industries.

“In our search, we went 
through a long list of solutions. 
W hat appealed to us about 
Revel is that they of fer an 
intuitive solution that can be 
used across multiple indus-
tries. The iPad POS system is 
securely connected to the 
cloud and automatically syncs 
with QuickBooks Online enabling 
our customers to manage their 
business from anywhere,” said Jacint 

Tumacder, Senior Product Manager, 
QuickBooks Solutions.

While there are many solutions 
that offer POS systems for retailers, 
Revel is unique in that it offers 

i nte g r ated pay rol l ,  i nventor y 
tracking and customer relationship 
management support for retailers as 
well as other industries. With any-
time/anywhere access, users can 

scale it to meet their needs as 
well as make “back end” changes 
like updating prices on inventory 
items from a web browser.

The simple design of Quick-
Books Point of Sale makes it easy 
to train employees, new and old. 
It also offers several capabilities 
and functions that allow busi-
nesses to manage their POS sys-
tems right from their iOS devices. 
Features of the new solution 

include an intuitive iPad interface, 
anytime/anywhere access, “Always 
On” mode, photo ID mode, advanced 
inventory and reporting and seamless 
integration with QBO, Intuit Pay-
ments and PayPal Payments. With 
photo ID mode, business owners and 
managers now have the ability to 

verify employee check-in. W hen 
photo ID mode is enabled, employees 
will be required to take a photo at the 
time they clock in or out.

QuickBooks POS users will also 
enjoy the benefit of automation. 
Payments are automatically pro-
cessed through the payment solution 
and daily sale data is automatically 
pushed to Quick Books Online. 
QuickBooks POS uses Revel’s tech-
nology to power its “Always On” 
mode, allowing users to accept and 
process payments at all times, even if 
their Internet connection is inter-
rupted. Any payments accepted while 
systems are offline will automatically 
be processed when the connection is 
restored. Users can protect their 
bottom line by setting a limit for 
offline payment acceptance.

“W hen our customers use the 
‘Always On’ mode, they are essen-
tially saying, ‘I want to meet the 
needs of my customers by accepting 
this payment offline and trust that it 
will process when we’re back online.’ 
We are giving them the power to 
protect their business while also 
giving them the ability to continue 
to do business when systems are 
down,” said Tumacder.

QuickBooks Point of Sale pow-
ered by Revel is scheduled to launch 
in early 2015. More information is 
available on the QuickBooks web-
site at http://w w w.quickbooks.
com/RevelPOS.  
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FEATURE

T H E  T H R E E  M O S T 
M I S U N D E R S T O O D 
TA X  D E D U C T I O N S 
( E V E N  F O R  T A X  P R O F E S S I O N A L S )

By Dave Du Val, Enrolled Agent

The fact is, in my tax practice I’ve 
never overlooked these particular 
deductions, so I thought it might be 
more useful to list the deductions that 
are most often misunderstood, by both 
taxpayers and tax professionals alike. 
Here are three of those deductions, 
along with an explanation of the con-
fusing aspects of each one.

State and Local Taxes
If your clients are itemizing deduc-
tions, they have the option of claiming 
either state and local income taxes or 
state and local sales taxes. They cannot 
claim both. The deduction is most 
beneficial to the millions of taxpayers 
who live in states that have no income 
taxes, such as Washington, Florida 
and Texas, among others.

There are three ways your clients 
can claim the state and local sales 
tax deduction. They can:
• Claim the amount from an IRS table 

that provides amounts based on the 
taxpayer’s location, income and 
exemptions;

• Claim the amount from the table plus 
certain specific items such as a motor 
vehicle, a boat or a major home 
improvement; or

• Claim actual sales taxes paid for all 
items.

The misunderstood part of this 
deduction comes into play when 
actual expenses are claimed, such as 
in option two or three above. One 
wrinkle to the rule is that, if the total 
sales taxes your client pays on a motor 
vehicle is higher than the general sales 
tax rate, the taxpayer is allowed to 
include only the amount of tax he or 
she would have paid at the general sales 
tax rate. For boats and aircraft, if the 
sales taxes paid exceed the general 
sales tax rate, no deduction is allowed.

Student Loan Interest
The student loan interest deduction is 
an “above the line” adjustment to 
income, which means that your clients 
do not need to itemize to receive a 
deduction for the interest they pay on 
qualified student loans. But it can be 
difficult to qualify for the deduction 
due to the long list of requirements as 
well as the income phase-outs.

What complicates matters most 
are these three rules:
• The taxpayer must be legally obligated 

to pay the interest.
• A dependent is not allowed to claim 

the deduction on his or her own tax 
return.

• The student was enrolled at least 
half-time in a program leading to a 

degree, certificate, or other recog-
nized educational credential.
It is often the case that the student 

loan interest deduction is not allowed 
when the student takes out the loan. 
The reason is that when the student has 
the obligation to pay the loan but the 
parents claim the student as a depen-
dent, neither the student nor the 
parent is allowed to claim the student 
loan interest deduction. But here are 
some easy ways around it:
• If the parents take out the loan or co-sign 

and make the payments, they can claim 
the deduction even after the child is no 
longer a dependent.

• If the student takes out the loan and 
defers repayment until he is no longer a 
dependent, he can claim the interest 
deduction on his own return even if his 
parents make the payments, as the rule 
allows the deduction when someone 
else makes a payment of interest on the 
behalf of the student. The student is then 
treated as receiving the payments from 
the other person and, in turn, paying the 
interest.

Mortgage Refinancing 
Points 
The general rule is, points your clients 
pay to refinance an existing mortgage 

are not deductible in full in the year 
they pay them. Instead, refi points 
must be amortized over the life of the 
loan.

But there’s an exception to this 
general rule when your clients use a 
portion of the proceeds from the refi-
nancing of their principal residence to 
improve the home (and the points 
were paid at the time of refinance). 
When this is the case, your clients are 
allowed to deduct the portion of the 
points they paid that are allocable to 
the improvement of the home.

When points are amortized over the 
life of the loan, your clients can deduct 
any remaining points in the year the 
mortgage is paid off. That said, a 
deduction for remaining points is not 
allowed when your client’s mortgage 
is refinanced with the same lender, but 
must be re-amortized over the life of 
the new loan.

As tax and accounting profes-
sionals, we know that most deductions 
have complicated rules. These three 
tax breaks require perhaps just a bit 
more analysis to ensure we apply them 
correctly for our clients.  

Dave Du Val is an Enrolled Agent and Vice President of Customer 
Advocacy, for TaxAudit.com. In his role, he ensures that the TaxAudit 
team is on the forefront of tax education and research. He is a nationally-
recognized speaker and educator who is well-known for his high energy 
and dynamic presentation style. Du Val is a frequent and popular guest 
speaker for the California Society of Tax Consultants, the California Soci-
ety of Enrolled Agents and the National Association of Tax Professionals.

E
 
ach year during tax time the “most over-
looked” tax deductions get a lot of press. 
And every year the lists include the same 
deductions, such as state sales tax, student 

loan interest, job hunting costs, and moving expenses.
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APPS WE LOVE

MINT.COM – Jim Boomer, CIO of 
Boomer Consulting, uses Mint.com 
to provide an aggregated view of all 
of his financial accounts. “It’s simple 
to set up and use. I look at Mint at 
least once a day to keep up-to-date on 
my financial picture,” said Boomer.

PERSONAL CAPITAL – According 
to L. Gary Boomer, CEO of Boomer 
Consulting, Personal Capital pro-
vides a 360 degree view of your 
personal financial situation in real-
time. “Financial advisors are avail-
able but the free tools aggregate and 
prov ide a hol ist ic approach to 
managing your financial life. It is 
Mint.com on steroids, easy to use 
with professional and affordable 
wealth management services if you 
desire,” said Boomer.

MOBILE BANKING – Check with 
your bank to find out if they allow 
mob i le  b a n k i n g ,  or  c o n s id e r 
opening an account at one of the 

many online banks. CEO of Mentor 
Plus, Edi Osborne, swears by mobile 
banking: “I live in the middle of 
nowhere so being able to make 
deposits from home saves me an 
hour of drive time.” Angie Grissom, 
president of The Rainmaker Com-
panies, added, “The banking apps 
have changed the way I bank com-
pletely. I don’t know how people 
managed their accounts well before 
online banking apps.”

CREDIT KARMA –  CPA Practice 
Advisor Editor-in-Chief Gail Perry 
uses Credit Karma to access her 
credit score for free but the app 
does so much more than that. Find 
out what factors cause changes in 
your credit score and get tips on 
how to improve your score in many 
different ways. Receive alerts if 
your credit has been pinged or if 
there has been a change in your 
score. Intuit Senior Developer 
David Leary added, “Credit Karma 
is a great low headache way to 
monitor your credit report.”

TALLIE – L. Gary Boomer states 
t h a t  “ Ta l l i e  h a s  r e d u c e d  m y 

expense reporting time by at least 
one hour per week .” Mar yland 
Association of CPAs CEO, Tom 
Hood, and Boomer Consult ing 
COO, Sandra Wiley, also recom-
mend Tallie for expense reporting.

EXPENSIFY – Speaker, author, 
consultant, and self-proclaimed 
nerd, Geni W hitehouse recom-
mend s E x pensi f y for t rack i ng 
expenses. Photograph, categorize, 
and tag receipts, then add them to 
expense reports if necessary. Track 
distance traveled both by odometer 
and GPS. There is a time tracking 
option as well.

GOOGLE WALLET – David Leary 
suggests that Google Wallet makes 
it easy to receive or pay people 
small amounts of cash when you 
don’t have cash with you. “That day 
you need to pay the soccer team 
mom $10.”

Some other apps to 
consider:

R E A D Y F O R Z E R O  A N D  
SAVEUP –  These two apps were 
mentioned in The Economist as solu-

tions that help customers cut their 
debts with a mixture of advice and 
alerts. ReadyForZero helps you create 
a debt management program and the 
app helps you stay on track and pay off 
the high-interest debt first. SaveUp 
provides debt tracking and also helps 
you start a savings plan.

BILLGUARD –  This app helps to 
protect you from unwanted, arbi-
trary, and questionable charges that 
might show up on your credit card 
accounts. According to PC Maga-
zine, the app flags merchants who 
frequently charge consumers for 
products or services they’ve either 
forgotten about or they didn’t know 
they were requesting.

XE CURRENCY –  The Interna-
tional Federation of Accountants 
recommends you check out X E 
Currency if you are an international 
traveler or if you’re doing business 
globally. Convert every currency in 
the world with XE Currency – all 
rates are current.

SAVEDPLUS – You can set up 
savings plans so that a percentage 
of each payment and purchase goes 
directly to your savings account, 
IRA, or other investment account. 
You set the percent you want to go 
to savings up to 20 percent. Recom-
mended by Diane Wightman, CPA 
& Ba rba ra K aup, C PA , C I S A , 
CGMA writing for the Colorado 
Society of CPAs, this app works in 
the background so saving is pain-
less.    

7 Mobile Money Management Tools
By Gail Perry, CPA, Editor-In-Chief

A
 
re your clients in need of easy tools to help them 
manage their finances? There are many options avail-
able. We asked some of CPA Practice Advisor’s con-
tributors, Thought Leaders, and award winners for 
recommendations of their favorite money manage-

ment apps and have added a few of our own for your perusal.
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You should schedule a few meet-
ings with your clients to discuss 
their current compliance status, as 
well as what needs to be done to 
improve compliance. Review the 
number of full-time employees on 
staff and whether they could be 
considered an appl icable large 
employer. If the Shared Responsi-
bility provision applies to them, 
discuss what is needed for compli-
ance and how they can better mon-
itor and manage time and attendance 
tracking. You’ll also want to review 
their eligibility for the Small Busi-
ness Health Care Tax Credit and 
provide them with as much informa-
tion to answer any questions they 
have.

Any businesses that are subject to 
the Shared Responsibility provision 
will need to file Forms 1094-C and 
1095-C to report health insurance 
c ov e r a ge of f e re d u nde r t he i r 
employer-sponsored plans. Help 
you r c l ient s u nderst a nd w hat 
information they need to provide 
and what records they will need to 
keep throughout the year.  Your 
clients won’t be required to f i le 
Forms 1095-C for 2014 but they will 
need to file in 2016 for year 2015. In 
add it ion, t hey may qua l i f y for 
Transition Relief for Applicable 
Large Employers for any penalties. 

Also, this relief doesn’t affect eligi-
bility for the premium tax credit. 

Any employer with 50 or more 
full-time and/or full-time equivalent 
employees will be required to file 
Form 1095-C to report offers of and 
enrollment in health coverage. They 
will also use this form to report any 
employees enrolled in self-insured 
coverage. Form 1095-C must also be 
filed for any retirees who were full-
time employees during any month 
of the year. While taxpayers must 
receive a separate Form 1095-C 
from each employer, employers can 
only issue one form per employee 
– even if that employee worked 
under two different divisions. This 
can get tricky if there is an acquired 
division that is processed separately 
under payroll. You will need to help 
your clients navigate through the 
various scenarios that apply to them.

If your clients are not subject to 
the Shared Responsibility provision, 
they will need to file Forms 1094-B 
and 1095-B for any full-time and 
pa r t-t i me employe e s w ho a re 
enrolled in their employer-spon-
sored health coverage.

In addition to making sure that 
clients are filing the correct forms, 
it’s also important to let them know 
if they file more than 249 Forms 
1095-C, they will need to file elec-

tronically. Setting this expectation 
upf ront ca n g u ide t he record-
keeping process and document 
transmittal. This is particularly true 
if you have any clients that are still 
not fully in the Cloud or transmit-
ting documents electronically. Now 
is a good time to discuss transi-
tioning to a secure client portal.

With 2015 already underway, 
work closely with your clients to 
ensure that their systems and pro-

cesses have been updated to collect 
all necessary data for calendar year 
2015 and are compliant with the 
ACA. Be prepared to answer any 
questions they have and check in 
with them regularly throughout the 
year to make sure they are main-
taining compliance.

For more information on the 
Affordable Care Act, visit ADP’s 
ACA Resource Page at http://www.
adp.com/health-care-reform/.   

Are Your Clients ACA Ready?
By Taija Jenkins, Assistant Editor

N
 
ow that the Affordable Care 
Act is completely underway, 
some business owners have 
found that they are not pre-
pared to ensure compliance, 

particularly as new changes go into effect and 
they prepare to file their 2014 taxes. As 
payroll practitioners, your clients are 
looking to you to help them navigate through 
the challenges to ensure compliance. 

Payroll Accountant’s 
Checklist for February
✓  Have clients check employees’ requests for 

duplicate or corrected Forms W-2 to ensure they 
are signed by employees and the signatures are 
legitimate

✓  For corrected Forms W-2 issued to employees 
prior to filing, check the Void Box on Copy A, and 
insert “Corrected” at the top of Copies B, C and 2

✓  File Copy A of all paper Forms W-2 and Form 
W-3 with the SSA and Copy A of all paper Forms 
1099 and Form 1096 with the IRS by February 
28 (or the next business day, if February 28 is a 
nonbusiness day)

A YEAR IN THE LIFE: PAYROLL ACCOUNTANT
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In today’s world, there are multiple 
threats risking the security of the 
payroll data you manage. It’s impera-
tive to take the necessary steps to 
avoid falling victim to a cybercrime, 
or worse – human error. With all the 
news lately about data breaches, it can 
be easy to forget that sometimes the 
first line of offense is right in our own 
back ya rd s a nd ca n u sua l ly be 
defended aga i nst w it h proper 
training and careful oversight.

The first step to making sure your 
clients’ payroll data is protected is to 
make sure that all necessary per-
sonnel have been trained on the 
proper use of the payroll software 
your f irm uses. If major updates 
occur, make sure that you offer 
refresher training to teach them how 
to securely and correctly use any 
new features. Go over company 
policy for sharing passwords and 
other confidential information. 
A lso, look for opportunit ies to 
integrate and automate data entry 
whenever possible. Doing so sig-
nificantly reduces the chances of a 
data entry error.

You will also want to routinely 
check your software for updates 
and/or glitches. Keeping your soft-
ware up-to-date ensures that you 
receive the latest security patches 
and protection. As new viruses and 
threats are identified, most compa-
nies issue updates to protect against 
these threats. Not updating to the 
latest version could leave your soft-
ware, and payroll data, vulnerable. 
In line with this, check for any suspi-
cious or unusual behavior within the 
software. Does a particular process 

suddenly start returning an error 
even though the task is performed 
in the same way? This could mean 
there’s a problem with the data 
entered or it could be a sign that 
something’s wrong with the soft-
ware. Perhaps an update caused an 
unexpected error or there’s a virus. 
Contact the software provider to 
make them aware of the issue. If this 
is a known issue, they can develop 
and release a patch to fix the glitch.

Each piece of hardware that is 
used by your f irm or your staff, 
including BYO devices, should have 
anti-virus software installed on it 
that is regularly maintained and 
used. Schedule routine virus scans 
and make sure that all anti-virus 
software is up-to-date. Make sure 
employees are aware of any new 
viruses that your systems may be 
vulnerable to. Educate them on the 
importance of verifying payroll-
related emails before they click on 
a ny l i n k s w it h i n t he ema i l  or 
dow n load at t ac h ment s .  A l so, 
remind them to never share confi-
dential information, such as pass-
words through email.

If your firm uses software that 
of fers mobi le access to pay rol l 

information, ensure that your soft-
ware has the same secure access that 
is available through the payroll 
provider’swebsite. If the software 
provider uses a mobile app, test it for 
security features. Is a mobility code 
required to access the app? Is access 
ver i f ied by sending a one-t ime 
authorization code to the account 
holder’s phone or email on file?

Lastly, you wil l want to meet 
regularly with your clients to discuss 
the steps and measures they are 
taking to ensure their payroll data 
remains secure. I f they haven’t 
completely outsourced payroll to 
your firm, or they have staff, such as 
HR, that regularly accesses payroll 
data, make sure they have secure 
processes and policies in place. Audit 

the procedure for providing your 
firm with confidential employee 
information. Are confidential emails 
automatically encrypted? Do you 
provide a secure client portal for 
uploading and downloading docu-
ments? Make sure they are also 
aware of the importance of regular 
accuracy checks.

Security threats can come from 
many different sources. Sometimes, 
it is human error or misinformation 
that can lead to defenselessness. 
Other times, it is out-of-date virus 
protect ion or gl itches that can 
create a l iabi l ity. W hatever the 
cause, diligence and careful plan-
ning are the best defenses against 
security threats against your cli-
ents’ payroll data.   

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.
A YEAR IN THE LIFE: PAYROLL ACCOUNTANT

Protecting Payroll Data
by Taija Jenkins, Assistant Editor

I
 
t goes without saying that employees’ 
payroll data is sensitive and confidential 
and, therefore, needs to be protected. But 
it takes more than simply classifying it as 
“confidential” to protect it.
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BY THE NUMBERS By Jeff Davidson, The Work-Life Balance Expert®
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1 in 50
HOUSEHOLDS HAVE MORE THAN 

$20,000 IN CREDIT CARD DEBT.
businessinsider.com

Y
ou’re an accountant. Your clients, and even 
your friends and family, count on you to have 
all the answers when it comes to managing 
money. Sometimes they don’t remember that 
we’re people too and have the same issues 
and concerns in our personal lives that they 

do. Credit cards, loans, concerns about taxes and how the 

government is spending our money – this keeps us up at 
night too. 

So as long as you’re staring at the ceiling in the middle of the night won-
dering how to help those you advise make ends meet, take a look at this 
month’s contribution from Work-Life Balance Expert Jeff Davidson. Here’s 
an eye-opening look at debt, from the top of the country down to the car in 
your garage and the bills in your mailbox.  
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BY THE NUMBERS

37,000,000
people have oustanding student 

loan debt.

1 IN 5
households include at least one 

person with student loans.
asa.org

Since 
Sept. 30, 2012, the 
U.S. national debt 
has, on average, 

increased by
$2.4 billion 
each day

brillig.com

ONE IN FOUR
AMERICANS HAVE GREATER CREDIT CARD DEBT THAN SAVINGS.

bankrate.com

Alaska has the highest 
consumer debt 

per resident.
MSN Money
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T o t a l  A m e r i c a n  c o n s u m e r  d e b t  i s  a t

$11.2 TRILLION OR $35,300
per individual, including children and babies.

nerdwallet.com

U.S.  

national debt  

is approximately      

$18 trillion,

up $7+ trillion  

since 2009.

brillig.com

50%  
OF SMALL BUSINESS OWNERS 

SAY THEY PAY OFF THE 
BALANCE ON THEIR BUSINESS 
CREDIT CARDS EVERY MONTH

 National Small Business Association

STATES WITH THE 
LARGEST  
YEAR-OVER-YEAR 

INCREASES  
IN CREDIT CARD DEBT:

VERMONT
WEST VIRGINIA

VIRGINIA
 TransUnion
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Dr. Jason Selk, former director of 
mental training for the St. Louis 
Cardinals and one of the country’s 
premier performance coaches, out-
lined his method of mental toughness 
as keynote speaker at the BKR Inter-
national Worldwide Meeting in San 
Francisco late last year. His Relentless 
Solution Focus (RSF) provides several 
tips for accounting firms and their 
teams to adopt when managing people 
and the pace of change.

1.  THERE IS ALWAYS A 
SOLUTION.

Selk talked about the myth of dis-
cussing problems and expecting that 
continuous talk about those prob-
lems will lead to a solution. Instead, 
Se l k ad voc ate s d i sc u s s ion on 
improving the things accountants 
and firms are doing well. “Firms 
should focus on their strengths, the 
things they can improve on, and the 
difference it could make,” said Jim 
Kraft, partner at Lindquist, von 
Husen & Joyce LLP in San Fran-
cisco. “It seems simple, but they 
should also set a deadline on the 
actions that will move them toward 
the improvement,” Kraft added.

2.     NEGATIVE THINKING 
EXPANDS.

Continuous negative thinking — in 
a person or organization — is a red 
flag that nothing will improve. The 
best way to stop thinking about 
negative things is to ask and answer 
this question: What is one thing I 
can do differently that could improve 
my situation? “Forcing yourself to 
answer this question makes your 
mind shift from problems to solu-
tions,” said Dave Davis, managing 
p a r t n e r  a t  J o h a n s o n  &  Ya u 
Accountancy Corporation in San 
Jose, Calif. 

3.  A FOCUS ON SOLUTIONS 
LEADS TO SOLUTIONS.

Selk advises that people are not 
a l lowed to say, “I don’t k now.” 
Instead, they can say, “That’s an 
issue we need to address. Let’s talk 
about what could solve this. In 60 
seconds, everyone can think more 
positively about what is actually in 
their control to change.”

4. ANY IMPROVEMENT IS 
BENEFICIAL.

Some issues are not solvable in one 

meeting or in one week. However, 
any improvement is the start of a 
solution. “Your ultimate goal and 
destination as a team should be 
clear,” said Frank Schettino, man-
aging partner at Anchin, Block & 
Anchin LLP in New York. “Once 
everyone agrees on the goal, then any 
disagreements or problems along the 
way are more easily managed.”

5.  KNOWLEDGE IS NOT A 
SOLUTION. ACTION IS 
REQUIRED.

Accountants can get stuck too long 
in research about a firm problem 
— or procrastinate by focusing on 
client work. Firm leaders need to 
change the conversation to what 
actions their team can take in the 
next 24 hours, weeks and months 
to move toward a solution — or 

face getting left behind by their 
competition.

In his work with professional 
athletes and other organizations 
around the U.S., Dr. Selk demon-
strates that mental toughness can 
increase individual health, happi-
ness and success. By extension, it 
produces organizations that are 
healthier and more successful.

“ W hen we c on sider le ader-
driven accounting firms that focus 
on solut ions, th is m indset is a 
distinct advantage for client ser-
v i c e ,  t a l e n t  r e c r u i t m e n t  a nd 
growth,” notes Maureen Schwartz, 
executive director of BKR Inter-
national. “Dr. Selk ’s presentation 
at BK R I nter nat iona l ’s recent 
meeting helped us realize the folly 
of harping on problems rather than 
finding solutions.”   

5 Tips to Attract the 
Strongest Staff

W
 
ith the critical pursuit of talent 
in the accounting profession, 
firms will likely encounter 
candidates or new hires who 
may appear disciplined and 

solution-focused, but in the end lack the fortitude to 
survive — let alone thrive — in a changing environ-
ment that requires mental toughness.

FEATURE By Isaac O’Bannon, Managing Editor
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Many times businesses have a lot of 
information – financial and other – 
thrown at them that they don’t really 
understand. By selling CFO services, 
accounting professionals can help their 
clients sift through the data and pull 
the important information and insights 
from it.

“When businesses are overloaded 
with data, it’s hard for them to get 
insights from it and take the necessary 
actions. It’s the role of the CFO to use 
the data to translate it to what’s relevant 
to the business and provide a business 
health checkup. That’s the difference 
between a CPA and a CFO,” said Dixie 
McCurley, Partner, Trusted CFO 
Solutions.

It’s important for accountants to 
remember that the value seen in clients’ 
financial data is different for their cli-
ents. While professionals can look at 
the numbers and get a wealth of 
insight, their clients often just see 
numbers without fully understanding 
what that means for them or their 
business.

“Accountants are like mechanics, 
and the financial data is kind of like a 
check engine light, when it comes on. 
Mechanics don’t exactly tell you what 
tests they ran or what numbers they 

used to determine what’s wrong with 
the car. They just tell you what they 
need to do. As accountants, we need to 
be the same way – learn to give our 
clients just the information they need 
and want to know,” said McCurley.

K now ing what information is 
important to your clients requires in-
depth knowledge about each client. 
Accountants should perform regular 
self-assessments to ensure they are 
familiar with each client’s current state 
of business. Professionals should go 
through their client list and identify 
where the business is in their lifecycle 
and what their top three goals are.

Understanding the businesses 
you’re selling to is critical to your 
success. This is true for both new and 
current clients. For existing clients, 
you may know what their books look 
like, but do you have a clear picture 
of their business l i fec ycle? It ’s 
important to properly assess their 
CFO needs. While some businesses 

only need a few CFO services or a 
part-time CFO, others may require a 
full-time position.

“Accountants can’t just assume 
because it’s an existing client that they 
know everything or they will look 
foolish later. Whether it’s a new or 
existing client, you still need to scope 
out the business needs and expecta-
tions,” said John Wooldridge, Prin-
cipal, CliftonLarsonAllen LLP.

The best way to find out what clients 
need is to ask. Offer free consultations 
to existing and new clients to discuss 
the current state of their business and 
their needs. Use the meeting to focus 

only on their business – what are their 
goals, fears, strengths, weaknesses, etc. 
Ask questions that will pull informa-
tion from them and refrain from 
“selling” or pushing your services and 
business on them.

“Accountants already have to push 
a lot of compliance and audit informa-
tion on clients. You can change the 

dynamic of the conversation by talking 
to clients about their business and 
other things they want to talk about,” 
said McCurley. “Offering free consulta-
tive services also helps clients open up 
by taking the focus off of paying you. 
The thought process shifts from, ‘We 
don’t want you here because you’re by 
the hour,’ to clients wanting you to be 
a part of the f inancial process. It 
enhances the client relationship a lot.”

Once you’ve met with clients, 
you’ll have a clearer picture of the 
amount of time that will be spent on 
providing CFO services, as well as 
their expectations of you. Make sure 
you’re clear on which meetings they 
want you to attend and how often, as 
well as how often they expect you to 
visit their offices and when it’s okay 
to work remotely. Not c lea rly 
defining the expectations and duties 
upfront could lead to you spending 
more time than anticipated or what 
you’re getting paid for.

Once you make the decision to sell 
CFO ser v ices, it ’s impor tant to 
remember that you aren’t just doing 
compliance work for clients anymore. 
The key to successfully selling these 
services is to align your firm with your 
clients’ business model.  

Y
 
ou already provide accounting ser-
vices to your clients, but you want to 
provide them with more – a com-
plete package of financial services. 
Providing CFO services is a great 

way to enhance the offerings you already provide 
while helping clients make sense and take action 
on the information they have on their business.

IT’S THE ROLE OF THE CFO TO USE THE DATA  

TO TRANSLATE IT TO WHAT’S RELEVANT TO THE BUSINESS  

AND PROVIDE A BUSINESS HEALTH CHECKUP. 

How to Sell 

CFO Services
By Taija Jenkins, Assistant Editor

CLIENT ASSESSMENT QUESTIONS:
  How long have they 

been in business?

  What are their 
goals?

  Where are they in 
their business cycle?

  What do they want 
to do to grow their 
business, i.e. ramp up 
sales or staff?

  What is their 
budget?
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Unfortunately, there is a big dis-
connect between what small busi-
nesses think they are getting from 
their accountant, and what their 
accountant is actually offering. This 
is not because their accountant 
misleads them - it’s because the 
typical small business owner is not 
com for table w it h f i na nce a nd 
accounting, and as soon as they get 
an accountant doing their books and 
taxes they feel relieved and assured 
that someone else is now “watching 
my numbers.” But of course, as their 
accountant, you are only providing 
the services you sold to them. Which 
brings the relationship between 
accountant and client into a poten-
tially tenuous situation.

The Sleeter Group survey con-
firms this tenuous relationship, as it 
found that small businesses often 
switch accounting firms because 

they are looking for more proactive 
financial advice (it was the number 
one reason why small businesses 
switch accountants). They want 
their accountants to guide them in 
the ways a CFO would guide them, 
w ith a look to budgeting , fore-
casting, cash flow management, and 
financial analysis that will help keep 
them cash healthy, competitive, and 
fiscally sound. W hen small busi-
nesses are able to do this success-
fully, it’s proven that they will grow 
30 percent faster.

How do you, as an accountant, 
offer more proactive, strategic ser-
vices to your small business clients, 
when you are not their in-house 
CFO, and don’t have time to know 
their business the way they know 
their business?

W hile a small business owner 
tends to just fear numbers in general, 

5 Ways Accounting Firms 
Can Stand Out as a  
Trusted Advisor to Clients
By Sabrina Parsons

M
 
ost small businesses look to their 
accountants to provide not only 
bookkeeping and tax services, but 
also to help keep their business 
financially healthy, and to make 

the right financial decisions. According to a 2014 
Sleeter Group survey, small businesses are looking 
for strategic advice and help with financial strate-
gies. Yet, accountants are still primarily offering 
only audit, bookkeeping and tax services to their 
small business clients.

cpa_32-33_Differentiate_io.indd   32 2/5/15   3:17 PM



  February 2015  •  www.CPAPracticeAdvisor.com       33

FEATURE

the accountants usually say they 
don’t have an MBA either, and they 
don’t necessarily know the ins and 
outs of all the industries their clients 
serve. So how do accountants offer 
strategic/trusted advice that keeps 
their clients on track, but doesn’t 
mean going back to get an MBA?

Here are five simple steps to help 
you offer strategic financial advising 
services:

1 
 
 
CHOOSE 3-5 FINANCIAL KEY 
PERFORMANCE INDICATORS 
AS A STARTING POINT FOR 
YOUR CLIENTS. Depending 
on their industry, this will 

vary. For example, a retail shop 
owner may want to monitor year-
over-year revenue growth, gross 
margin, prof it-eating products/
revenue streams, and cash on hand.

2   GIVE YOUR CLIENTS 
V I S U A L  R E P O R T S 
R E G U L A R LY  T H A T 
T H E Y  C A N  E A S I LY 
UNDERSTA ND.  Help 

them by presenting critical financial 
information in simple visual charts 
and graphs. And always show them 
how they are doing (actuals) vs. 
what they thought they were going 
to do (budget & forecast), and how 
they’ve done in previous periods 
( WoW,  M o M ,  Q o Q ,  o r  YoY 
g row t h). Most sma l l busi ness 
owners’ eyes will glaze over when 
you send them complicated reports 
and spreadsheets, and they are afraid 
to admit they don’t know what they 
are reading, so be the hero and give 
them reports that make sense and 
help them feel empowered to make 
informed business decisions.

3 
 
 
MONITOR INDUSTRY 
B E N C H M A R K S A N D 
C O M P A R E  T H E M 
AGAINST THE KPI’S 
Y O U  A R E  H E L P I N G 

YOUR CLIENTS TRACK. These 

comparisons wil l help you ver y 
quickly identify areas where your 
client is doing better - or worse than 
their peers, giving you some easy 
quick “wins” with your strategic 
advising services. For example, one 
accountant told me a story where he 
took on a new client in the legal 
advising space, yet he had never had 
a client in this industry before. By 
utilizing industry benchmarks, he 
could advise his client that her profit 
metrics were off from her industry’s.

4 
 
 
HELP YOUR CLIENTS 
P U T  T O G E T H E R  A 
BUDGET AND FORE-
CAST. Not only will this 
give them goals to try 

and achieve through the next 12-24 
months, but it will also force your 
clients to actually communicate to 
you the assumptions they have about 
their business, giving you the chance 
to quickly point out missed assump-
t ions when you compa re t hei r 
budget and forecast to actual results.

5 
 
 
TAKE ADVANTAGE OF 
SAAS TOOLS THAT WILL 
P U L L A C C O U N T I N G 
DATA AUTOMATICALLY 
(AND SECURELY FROM 

ANYWHERE) INTO A SMALL BUSI-
NESS DASHBOARD FOR YOUR 
CLIENT. It’s important for your cli-
ents to know the financial health of 
their business from anywhere and at 
anytime. Thanks to cloud-based 
tech nolog ies l i ke Qu ick Book s 
Online and LivePlan, accountants 
and small business owners can easily 
engage in financial planning and 
tracking in real-time.

For accountants, it can be chal-
lenging to assert your relevance 
year-round, especially when needs 
can vary drastically from one client 
to the next. But if you follow these 5 
tips, you’ll surely impress your cli-
ents and secure their business for the 
long haul.   

Sabrina Parsons is the CEO 
of Palo Alto Software. 
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BRIDGING THE GAP By Jim Boomer, CPA.CITP 

5 Technology Traps to Avoid

At the same time, we must be on 
t he lookout for some com mon 
stumbling points waiting in the 
shadows to make us the next victim. 
In this month’s column, I submit the 

top f ive technology traps in our 
profession to avoid.

Follow the Herd
Often, the safest and 
easiest route to take 
when making tech-
nology decisions is 

to watch what our peers do and 
simply do the same thing. But how 
do we gain a competitive advantage 
through technology if we go where 
ever yone else is a l ready? T h is 
behavior is driven by the aversion of 
risk inherent to our profession as 
well as limited competition in the 
core applications. More and more 
CIOs that we work with are starting 
to believe it is time to look outside 
the profession and innovate.

CPA Firms are 
Different
There are certainly 
s o m e  u n i q u e 
requirements in our 

profession with tax laws and other 
compliance regulations. At the same 
time there are a lot of things that we 
do as CPA firms that aren’t all that 
different from other types of busi-
nesses. Look at the signi f icant 
change that is occurring in health-
ca re a nd ban k ing. Look at t he 
technology trends from a global 

perspective. At Boomer Consulting, 
we refer to this as “thinking about 
your thinking.” The problem, itself, 
is never the problem but how you 
think about the problem. Leading 
organizations are starting to think 
about what they would need to do if 
they were 10x larger. This type of 
thinking typically creates excite-
ment , cha nge, i n novat ion a nd 
exploration rather than looking at 
one, two or three peers and simply 
following their lead.

Focus on 
Maintenance 
Not Innovation
We ’ v e  a l l  l i k e l y 
experienced some 

degree of change in technology in 
our organizations over the last few 
years and it’s natural to want to 
simply take a break and let those 
modifications take hold. However, 
when we start to think and act this 

way, we stand still and begin the 
process of falling behind. If we only 
invest in the technologies that keep 
t he l ig ht s on,  we m i s s a huge 
o p p o r t u n i t y  f o r  c o n t i n u o u s 
improvement and innovation. While 
this approach might save money in 
the short-term, it’s far more costly to 
play catch-up than to make ongoing 
investments for the future. A nd 
while this is true for most aspects of 
a business, it is even more pro-
nounced in the area of technology.

We are ahead of 
our peers and 
clients
Related to the first 
two traps is the belief 

t h a t  w e  a r e  t e c h n o l o g i c a l l y 
advanced compared to our clients 
and peers. Yes, we are more complex 
with five times the applications and 

far fewer integrations than we typi-
cally see with our clients. But that 
doesn’t necessarily translate to our 
model being better. Simplification is 
the key to breaking through the 
ceiling of complexity and I submit 
that we could all learn a thing or two 
by looking at the way our clients 
leverage technology to run their 
businesses. We have a wealth of 
knowledge at our fingertips. Use it 
to your advantage.

You don’t know 
what you don’t 
know
It’s easy to get over-
confident when we 

feel like we have a strong grasp on 
everything we already know we 
should be focused on in technology. 
But it’s what you don’t know you 
don’t know that costs you a lot of 
time and money. This is where being 
involved in a peer community can 

be extremely helpful. You will gain 
insight, fresh perspectives, research 
and development, benchmarking 
and confidence that fast tracks your 
education about things you are 
aware of and even those that you 
k new about prev iously. Fi r ms 
cannot operate in a vacuum, and the 
value of trusted, vetted peers to call 
on for adv ice a nd g u ida nce i s 
priceless.

Avoiding these five traps requires 
different thinking than in the past, 
often forcing us outside our comfort 
zone and requiring us to take some 
risk. But as Albert Einstein is widely 
credited as saying (despite no evi-
dence he ever uttered the words), 
“The definition of insanity is doing 
the same thing over and over again, 
but expecting different results.” I 
encourage you to embrace change, 
and in turn, maintain your sanity.  

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

I
 
n the rapidly changing world of technology 
it can be hard to keep up. For this very 
reason we often look for shortcuts to keep 
us from falling behind the competition. 
It’s not that we don’t want to research 

every detail about every solution we are 
considering, it’s a matter of time. Whether it 
is joining a peer community or calling in a 
3rd party expert, we all need help. And I’m a 
big supporter of streamlining the informa-
tion gathering and decision making process.

 I ENCOURAGE YOU TO EMBRACE CHANGE,  

AND IN TURN, MAINTAIN YOUR SANITY.
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CONNECT 
  WITH 

  
CPA PRACTICE ADVISOR is the 
definitive source of information for 
tax and accounting professionals in 
public practice. It focuses on helping 
accountants learn how best to adopt 
new techniques and technologies for 
their firms.

 
 CPA PRACTICE ADVISOR helps 
accountants adapt their business 
practices to better manage and grow 
their practice.

  
Professionals in corporate roles also 
find CPA PRACTICE ADVISOR to be 
a valuable resource. Our subscribers 
are the decision makers who run the 
systems and purchase the products.

  
CPA PRACTICE ADVISOR is the leader 
in giving industry professionals the 
information, product reviews and 
advice they want to read.

Facebook:  
Www.facebook.com/Cpapracticeadvisor

Twitter: 
Www.twitter.com/Cpapracadvisor

Linkedin: 
www.linkedin.com/groups/ 
cpa-practice-advisor-3927201
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Stop the suffering 
of MSTS.

Manual Sales Tax Syndrome is treatable. 
Talk to your accountant today.  

WARNING:  Some side effects of AvaTax implementation are common and well documented. These include, but are not limited 
to: greater sense of ease and well-being , significantly reduced risk of penalties and interest in the event of an audit, greater focus 
on profit-making activities, more free time to enjoy the things you love — including family and friends. If you experience any of 
these very common side effects, contact your accountant immediately and inform them of your AvaTax discovery.  

Find out if Avalara AvaTax™ is right for you:

1-877-810-8837 www.avalara.com/cpa
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