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By Gail Perry, CPA, Editor-In-ChiefFROM THE EDITOR

How to Get the Cool  
Free Stuff at Accounting  
Conferences and Tradeshows

One of my jobs at that event was to 
lead the technology walking tours. If 
you’re at a conference that includes a 
walking tour, by all means give it a try. 
Wear some comfy shoes because you’re 
going to be on your feet for a couple of 
hours. And get ready to dive into the 
conference’s exhibit hall without 
having that feeling of walking the 
midway at a carnival and trying to 
avoid the carnival barkers.

Often we enter the exhibit hall at 
conference events with genuine curi-
osity about all of the products and 
solutions and services that are on 
display – after all, these vendors chose 
to come to this conference specifically 

because people like us are there and 
they’re confident that their solutions 
will be right for us. But also, they have 
cool stuff on their booth tables – free 
things that we really want to take home 
with us. So how do we learn a little bit 
about the product or service, get our 
hands on the tempting giveaway, and 
avoid listening to the sales pitch from 
the person at the booth who asks too 
many nosy questions and stands in the 
way of us getting the free stuff at the 
next booth?

Instead of waiting until there’s a 
small group in front of the booth that 
interests you, ideally hoping the 
salesperson is engaged in conversation 

with someone else, stepping into the 
group, reaching in for a brochure and 
that shiny free item, and making your 
getaway, there’s a better way to experi-
ence the exhibit hall floor.

On a walking tour, you visit the 
booths of a group of pre-selected 
vendors, and listen to a brief presenta-
tion in a relaxed setting. There is a 
difference from the drive-by experi-
ence that you would get on your own. 
First, the vendor isn’t under any pres-
sure to grab your attention in five 
seconds and keep you from walking 
away. You are a captive audience, and 
the presenter knows that, so the pre-
sentation can be more heartfelt; real-
life experiences can be shared.

Often you will have an opportunity 
to ask questions during a walking tour 
presentation, and you can do so feeling 
more like a student in a class than 
someone who’s worried about whether 
or not you’ll be able to keep your credit 
card in your pocket.

In the time that a walking tour 
presentation is being made, a brief 
rapport is built, forging the way for you 
to feel comfortable returning to the 
booth later. “I heard your presenta-
tion,” you can say, and the vendor will 
immediately know that the sales pitch 
can be skipped and you’re here for 
some real answers.

You get CPE credit for your time 
spent on the tour. And, you still get to 
take the free gizmo without even 
having to feel guilty about doing so. 
You might even find that the best free 
stuff is in the presentation itself.    

— Gail Perry, Editor-in-Chief 
Follow me on Twitter at @gaperry    
gail.perry@cpapracticeadvisor.com  

I 
 
recently attended the Midwest Accounting 
& Finance Showcase, an annual two-day 
CPE conference hosted by the Illinois CPA 
Society, of which I used to be a proud 
member until I relocated to Indiana, and 

Flagg Management, the organization that 
manages several of the large accounting 
events each year.
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While the benefits of greater staff 
autonomy typically outweigh the 
potential disadvantages, managers 
need to adjust their strategies to make 
things work when team members are 
offsite. Here are some do’s and don’ts 
of managing remote workers.

Do establish the parameters 
of your remote work program. 
Which positions are compatible with 
telecommuting? Who is eligible for 
flextime? Are there specific periods 
when you need all off-site employees 
to be accessible or for the entire team 
to be under one roof? For best results, 
set clear guidelines for your satellite 
employees.

Do use video conferencing 
whenever possible. 
Nonverbal cues and body language are 
an important part of verbal communi-
cation. Short of in-person sessions, 
nothing beats face-to-face meetings, 
even if they’re virtual.

If video isn’t practical for your staff, 
schedule regular phone meetings. Just 
be sure to develop strategies to keep 
remote workers engaged during 
conference calls.

Do address cybersecurity 
issues. 
Because remote workers rely heavily 
on mobile apps, non-company servers 
and possibly their own equipment, 
they face a different set of security 
issues than onsite employees. At the 
very minimum, make sure your com-
pany’s IT audit takes into account 
these security risks. But you’ll also 
need to arrange training sessions for 
remote workers on topics such as vir-
tual private networks (VPNs) and best 
practices against computer viruses.

Do maintain a good  
“office rapport.” 
Staff who work together in an office 
usually develop a tight-knit camara-
derie through shared coffee breaks and 
lunches, chats by the water cooler, and 
desk-side small talk. A virtual work-
place, on the other hand, requires more 
effort for a similar level of rapport. 
W het her it ’s host ing a n on l ine 
hangout or featuring indiv idual 
employees in the monthly newsletter, 
find ways to strengthen ties among all 
staff members.

If feasible, schedule monthly or 
regular in-office meetings to bring all 
employees together. In addition to 

discussing business priorities, use the 
time for team building, such as with 
a lunch or other group activity, and to 
help staff bond.

Do get feedback from  
your remote workers. 
No two remote teams are exactly alike, 
so you shouldn’t make assumptions 
about what’s best for them. One of the 
most important elements of effective 
staff management is to understand 
how your offsite workers can collabo-
rate most effectively with the rest of 
the group. Ask remote employees for 
their input on the challenges they’re 
facing and what they need to be more 
successful.

Don’t forget to acknowledge 
remote workers. 
Whether they’re in the office or on the 
other side of the world, employees 
won’t feel like they’re part of the team 
if they don’t receive regular feedback 
and praise. Be sure to acknowledge the 
efforts of your entire staff. Those who 
are out of sight shouldn’t be out of 
mind.

Don’t hold remote workers  
to different standards. 
Offsite employees will resent being 
treated differently from their onsite 
co-workers. For example, don’t expect 
telecommuters to check email after 
their quitting time when you restrict 
communicat ions w ith in-of f ice 
employees to just normal work hours. 
Deal with your entire staff consistently 
and equitably.

Don’t miss warning signs. 
It’s easy to pay attention to your staff 
when they’re in adjacent cubicles. But 
when you don’t see them often, it could 

be easy to miss warning signs that all 
is not well. What to watch for:
• They start arriving late or not showing 

up for phone or video conferences.
• It takes them much longer than usual 

to respond to your emails, instant 
messages or phone calls.

• They miss deadlines more frequently 
and/or turn in sloppy work.
When you notice these or other 

signs, address them immediately — 
before the situation gets out of hand. 

Don’t think that everyone 
wants to work remotely. 
While many employees prefer to work 
from home at least a few days a week, 
others do better in a structured office 
environment. As examples, extroverts 
may feel isolated if they don’t have 
frequent in-person interactions with 
other team members. And employees 
who have trouble focusing may 
s t r u g g le  w it hout  s ome d i re c t 
supervision.

Thanks to tech advances, many 
companies find it increasingly easy 
and more eff icient to offer their 
employees f lexible work arrange-
ments. But to make it beneficial for 
employers and remote workers alike, 
it pays to take a proactive approach to 
staff management.   

9 ESSENTIAL TIPS 
for Managing Remote Workers
Team members who are out of sight shouldn’t be out of mind
By Paul McDonald

H
 
igher morale, increased productivity 
and a better retention rate are just a few 
of the benefits of offering telecom-
muting options, according to a Robert 
Half survey of chief financial officers. 

So popular is this option that more than one-third of 
the executives said remote work opportunities at their 
company have increased in the past three years. Yet some 
employers are concerned about staff management issues that will undoubtedly arise 
if workers aren’t physically in the office.

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 management issues based 
on his work with thousands of companies 
and job seekers. 
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FROM THE TRENCHES By Randy Johnston  

Paperless Choices for the Firm 
and Your Clients

DMS systems have some critical 
features including: Check in/out, 
Versioning, Editing, Record Reten-

tion, Hierarchical storage, support 
for storing various formats of files 
including PDF, TIF, XPS, as well as 
Native Documents, annotation 
support including stamps, signa-
tures, redaction and t ic marks, 
security through Single and Multi-
factor authentication, encryption, 
email Integration, workflow/CRM/
Practice Management Integration, 
Sec u re Por t a l/ L oc a l ,  Sec u re 
Por ta l/ Web, Por tabi l it y on a 
Laptop, OCR, Search vs. Folder 
Browse, sharing and collaboration 
plus many more features that are the 
keys to what makes a DMS help us 
be more productive.

Products in paperless run from 
the very simple, which I refer to as 
Tier 5 or File Cabinets, to the very 
complex, which I refer to as Tier 1 
or Enterprise Content Management 
(ECM), just like accounting soft-
ware products. Usually at Tier 4 we 
see OCR added, at Tier 3 we see 
versioning and check in/out fea-
t u r e s ,  a n d  w o r k f l o w  b e g i n s 

appearing in Tier 3 and 2. Simpler 
products someti mes add more 
advanced features and complex 
products are sometimes missing 
features included in a lower end 
offering.

General ly, you would ex pect 
easier integration and success by 
purchasing your DMS from the 
same vendor that makes your other 

practice products. For example, 
both CCH and Thomson of fer 
paperless systems that integrate into 
their overall suite. CCH Document 
and GoFileRoom are very solid 
products with good feature sets. 
Compet itors have to look for 
something to offer to make them-
selves unique. For example, eFile-
Cabinet has a cloud backup service 

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. 

T
 
his  year we’ve had the 
pleasure of recommending 
so f t ware  pro g ram s  f or 
accounting , payroll and 
other critical areas of your 

practice. Now is the time to consider 
your paperless or Document Manage-
ment Solution (DMS) needs. You’ll find 
that our advice is similar to selecting an 
appropriate accounting software for 
your firm and clients. If you are a smaller organization, 
you might be able to survive with a Do It Yourself (DIY) approach to 
document management if careful naming of folders and files are routinely 
applied, just like you can run a business on a spreadsheet. With DIY, it 
is almost impossible to guarantee file naming, file location or file 
destruction, wasting time and increasing liability.

HAVING THE RIGHT TOOLS AND PROCESSES ENABLE YOUR FIRM  

TO HAVE A BETTER CLIENT DELIVERABLE WHERE YOU CAN 

CHARGE A PREMIUM FOR YOUR SERVICE AND EXPERTISE.
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FROM THE TRENCHES

for its premise based DMS system 
and a very innovative mobile applica-
tion. Doc-It has a suite of products 
that include work f low, a binder 
system, OCR, annotation tools, PDF 
creation and a simple 1040 work-
paper product. By purchasing the 
Doc-It suite, you get a collection of 
tools that you may have to purchase 
sepa rately w it h ot her s ystems. 
AccountantsWorld Cloud Cabinet is 
a browser based product that serves 
as paperless storage for both the 
accounting firm and for clients using 
a file cabinet approach. This allows 
collaboration between accountant 
and client in a single system, a long-
ter m s t ren g t h of  t he A c c ou n-
tantsWorld product.

Just l ike accounting software, 
there are around 300 DMS, Filing 
Cabinet, and Enterprise Content 
Management (ECM) systems sold in 
the United States Market. Around 15 
or so integrate well in accounting 
firms, although many paperless sys-
tems can be made to work.

So What Are The Most 
Important New Tools and 
Programs available?
The major publishers of CCH Wolters 
Kluwer, Thomson Reuters and Intuit 
have new products in the market or 
are developing new products for 
delivery. Competitors continue to 
develop new paperless systems. A 
fairly complete list can be found at: 
www.totallypaperless.com/solutions. 
What deserves some of your atten-
tion, resources and money?

For example, in the areas of Docu-
ment Management Systems, there is 
a broad number of offerings. Offer-
ings that should be included for CPA 
Firms are:
• 1040 Bridge
• AccountantsWorld Cloud Cabinet
• Acct1st
• CCH Axcess Document
• CCH ProSystem fx Document
• Conarc iChannel Document  

Management

• Doc.IT
• Drake Software Drake  

Document Manager
• eFileCabinet
• Lacerte/ProSeries DMS  

(caution: near end of life)
• OfficeTools Professional
• Reckon Virtual Cabinet
• SmartVault
• Thomson Reuters FileCabinet CS
• Thomson Reuters GoFileRoom

Likewise these vendors have made 
s i g n i f i c a n t  i n r o a d s  i n t o  t h e 
accounting market. Examples here 
include:
• Alfresco One
• Cabinet SAFE
• Citrix ShareFile
• Contentverse
• DocStar Document Management
• DocuXplorer
• EMC Documentum
• Hyland OnBase
• iManage Work  

(formerly Autonomy WorkSite)
• Laserfiche
• PaperSave
• Personable SourceLink
• Worldox

However, document management 
is only part of the battle. To provide 
useable information to clients that 
helps them manage their operations 
better, there are a number of inter-
esting additional tools for portals, 
eSignature, workflow, 1040 workpa-
pers and more. Many of these can be 
integrated with other products or as 
stand-alone applications. Examples 
here include:
• CCH Scan
• Citrix ShareFile
• Drake GruntWorx
• LeapFILE
• Right Signature
• SurePrep
• Thomson Reuters 1040 Source 

Document Processing
• Thomson Reuters FirmFlow
• XCM

If you note the f irst list above, 
vendors are trying to make docu-
ment management integrated and to 
more effectively control engage-
ments. If you note the second list, 
you’ll see a number of applications 
that are attempting to provide DMS 
in a more general fashion. The third 
l ist adds capabi l it ies that many 
accountants and firm owners value 
and need. These products usually 

work standalone or with one or more 
o t h e r  s y s t e m s .  F o r  e x a m p l e , 
ShareFile is one of the easiest to 
implement, branded portal and file 
t r a n s f e r  p r o d u c t s  a v a i l a b l e . 
Selecting the right tool(s) from this 
list can round out your offerings.

Why Does This Make a 
Difference to Our Firms?
Our management programs and 
client offerings have to match our 
st rateg ies . Du r i ng you r a n nua l 
retreat, you should consider the 
business you are in today, the busi-
ness you’d like to be in in the future, 
and who your clients are. How can 
you s e r ve you r c l ie nt s  b e t t e r, 
improve your f irm, increase the 
value of your practice, and work a 
reasonable amount of time to get 
this done?

We know we can’t believe vendor 
claims that by using a particular 
product, you w i l l have success. 
However, if you don’t have the right 
program to get the job done, you’ll 
work much harder than needed. 
Having the right tools and processes 
enables your firm to have a better 
client deliverable where you can 
charge a premium for your service 
and expertise.

You can also focus on your com-
pliance practice and improve the 
way that you sell, create, document 
and deliver tax and audit services. 
You should look for the best pro-
grams in document management, 
workf low, portal integration and 
other extended features like OCR, 
1040 workpaper organization or 
eSignatures to prov ide the best 
client experience possible.

Better Results for Team 
Members and Clients Alike
The right programs can provide 
better value for your clients and the 
firm alike. However, in your selec-
t ion process, you shou ld spend 
enough time at the beginning of the 
process to understand your needs, 
w h at  you h av e t o d ay,  a nd t he 
expected improvement. We have 
discussed these processes in prior 
columns. If you can’t see a notable 
change for the good, why make any 
change at all?   
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TAX PLANNING SYSTEMS
Reviews

Tax Planning Helps Bring 
Strategy to Tax Season 
By Mary Girsch-Bock

W
ith over 50 tax 
provisions on the 
t a b l e  t o  b e 
e x t e n d e d 
through the end 
of 2016, it’s defi-
nite ly  not  too 
ear ly  to  beg in 

planning scenarios on how those 
provisions, if passed, will affect your 
client’s tax liability.

In those 50 provisions, incentives 
such as the Work Opportunity Tax 
Credit (WOTC), and the Research 
and Experimentation (R & E) Credit 
are poised to be extended through 
the end of next year. How will those 
provisions affect your clients if 
they’re passed? How will they affect 

your clients if they don’t? While all 
signs are pointing to Congress 
extending these provisions through 
2016, tax planning can help your 
clients be prepared, no matter what 
the situation.

This is just a very small part of tax 
planning. And while it would be 
wonderful to have a crystal ball that 
allows both individuals and busi-

nesses alike to accurately gauge 
current and future tax liability, even 
the best planning can be interrupted 
by something called life; which can 
mean anything from the birth of a 
child, to a layoff, to a new job, a 
relocation, a divorce, or even the 
shelving of a bill that was expected 
to be approved by Congress to 
extend beneficial tax provisions.

Luckily, there are tax planning 
software products available to assist 
accountants in their desire to assist 
clients with both relatively simple tax 
decisions such as whether to convert 
to a Roth IRA from a traditional IRA, 
or what the tax implications would 
be of holding an appreciated stock 
versus selling that same stock.

It’s also important to note that 
these programs are designed to assist 
tax professionals in planning out 
future scenarios for their clients, and 
they in no way takes the place of an 
experienced tax professional. What 
these programs can do is provide 
professionals with the tools neces-
sary to forecast numerous scenarios 
for numerous tax years, all to find the 
most beneficial tax scenario for their 

client; no matter the circumstance.
For this review, we looked at five 

of the most popular tax planning 
software products:
• Lacerte Tax Planner
• Bloomberg BNA Tax Planner
• CCH ProSystem fx Planning
• Thomson Reuters Planner CS
• Drake Tax Planner

W hile these products cannot 
magically predict the latest tax laws, 
or whether they will go into effect 
during the next tax year, two years 
from now, or not at all, they can help 
accountants help their clients by 
creating numerous tax strategies 
designed to project tax liabilities 

years into the future. They are also 
designed to take those fictional life 
events I mentioned earlier and factor 
them into the equation, giving their 
clients a variety of scenarios that can, 
may, should, and should not happen.

Each of the products reviewed in 
this issue perform similar functions, 
with some providing a few years of 
tax projections, while others offer 
multiple scenarios and multiple year 
projections.

So take a moment to look at the 
reviews. Visit vendor websites, 
dow nload a demo, or attend a 
webinar to determine which of these 
products best suits your business and 
your client needs, both now and in 
the future. Then start planning.  ●

REVIEW SECTIONS
BASIC SYSTEM FUNCTIONS

• General navigation/ease-of-use
• Multiple concurrent users
• Multi-client management/setup
• System customization

CORE TAX PLANNING  
FEATURES

•  Years of projections/planning/
prior year

• Scenario comparisons
•  Special: MFS-MFJ, Estimates, 

Lump Sum, AMT, ACG
•  State planning support (resident 

& non-resident)

REPORTING
• Customizable reporting
•  Client-ready communication/

reporting
• Report output options
• Portal/DMS/email integration

IMPORT/EXPORT/ 
INTEGRATION

• Data import capabilities
• Integration w/tax applications
• Tax law research options
• Export to common file formats

HELP/SUPPORT
• Built-in support features
• OS compatibility
• Support website/documentation
• Live Support
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Mary 
Girsch-
Bock  
Mary Girsch-Bock 
began her career as 
an accountant in the 
property management 
and  healthcare 
industries. She is 

now a freelance writer specializing in business 
and technology issues and is the author of her 
first book, several HR handbooks, training 
manuals, and other in-house publications. 
She can be reached at mary.girschbock@
cpapracticeadvisor.com.
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TAX PLANNING SYSTEMS
Reviews

BEST FIT
BNA Income Tax Planner is an 
excellent fit for firms with more 
complicated tax needs that require 
tax planning capability across 
multiple states.

PRODUCT STRENGTHS
• Product can import tax data 

f rom several third part y ta x 
preparation programs

• G o o d  r e p o r t i n g  o p t i o n s 
including charts and graphs

• Product integrates with BNA 
products

POTENTIAL LIMITATIONS
• Does not handle non-resident 

taxes for all states

SUMMARY & PRICING
BNA Income Tax Planner is a good 
option for firms that need solid 
third party application integration 

as well as online program access. 
Pricing is dependent on both the 
platform (Desktop/Online) as well 
as number of users. Base pricing for 
the online version is $1,115, with 
additional user licenses extra.
www.BNASoftware.com

BEST FIT
ProSystem fx Planning will work well 
for mid-sized to larger firms that have 
more complex tax planning needs. 
Ideally, ProSystem fx Planning 
should be used in connection with 
either ProSystem fx Suite or CCH 
Axcess Tax packages; with both 
products offering complete integra-
tion with ProSystem fx Planning.

PRODUCT STRENGTHS
• Product can forecast up to 30 

different tax scenarios
• Scenarios can include up to 10 

years of data per plan
• Solid integration with ProSystem 

fx Suite and CCH Axcess Tax
• User tutorials and solid help 

resources available

POTENTIAL LIMITATIONS
• Product currently does not offer 

export capability to Excel or 
other applications

• Reporting is limited to spread-
sheets

SUMMARY & PRICING
Solid integration with ProSystem fx 
Suite and CCH Axcess Tax make the 

program even more desirable while 
increasing its value to those already 
using CCH products. Base pricing 
for ProSystem fx Planning starts at 
$775.00, which includes all federal 
and state tax data.

www.cchgroup.com

BEST FIT
Drake Tax Planner is a free add-on 
offered by Drake Tax Software, 
making the product an ideal fit for 
smaller firms using or planning to 
use Drake Tax Software. 

PRODUCT STRENGTHS
• Product offers excellent integra-

tion with Drake Tax Software

• Product is easy to navigate
• Three sof t ware deploy ment 

options are available: Desktop, 
Hosted, and Online

• Good product support options
• Product is available as a free 

add-on to those using or pur-
chasing Drake Tax

POTENTIAL LIMITATIONS
• Tax scenarios are limited to two 

years

SUMMARY & PRICING
Available as a desktop product, as a 
hosted product, or an online 
product, Drake Tax Planning offers 
a level of flexibility to smaller firms. 
Free to those already using Drake 

Tax Software, the product is a good 
choice for firms looking for a 
completely integrated tax prepara-
tion and tax planning system. With 
Drake Tax Software also offering 
free built-in modules for client 
write-up, payroll, and practice 
management, this is truly a com-
plete solution for the smaller firm.
www.DrakeSoftware.com

BEST FIT
Lacerte Tax Planner offers a lower 
price point than many other tax 
planning products, making it a good 
fit for small to mid-sized firms with 
limited budgets.

PRODUCT STRENGTHS
• User friendly interface

• Offers easy integration with 
Lacerte Tax

• Product comes bundled with 
Lacerte Tax Analyzer

• Offers yearly wage estimation 
capability

POTENTIAL LIMITATIONS
• Does not offer preconfigured tax 

calculations for all states

SUMMARY & PRICING
Current Lacerte Tax users will find 
a number of benefits in using Lacerte 
Tax Planner – most importantly the 
level of integration available between 
products. Currently, Lacerte Tax 
Planner is bundled with Lacerte Tax 

Analyzer at a cost of $208, with a free 
demo offered to those interested in 
test driving the product prior to 
purchase.
http://accountants.intuit.

com/tax/lacerte/

BEST FIT
Firms already using Thomson 
Reuters tax applications will benefit 
the most from using CS Planner.

PRODUCT STRENGTHS
• Ability to produce multiple tax 

projections for an unlimited 
number of years

• Excellent report customization 
capabilities

• Excellent integration with the 
complete suite of T homson 
Reuters tax related applications

• Ability to import data from third 
party tax preparation products

POTENTIAL LIMITATIONS
• Limited export capability to 

third party applications

SUMMARY & PRICING
Planner CS, from Thomson Reuters 
offers mid to large-sized organiza-
tions the tools they need to easily 
handle more complex client tax 
needs. Excellent integration with 
Thomas Reuters tax preparation 
products will save users a great deal 

of time and increase tax planning 
efficiencies for both their firm and 
their clients. The standalone price 
for Planner CS is $710 for the fed-
eral application, with all 50 states 
available at a cost of $320.

https://
cs.thomsonreuters.com/

planner

BNA Income Tax Planner

CCH ProSystem fx Planning

Drake Tax Planner

Intuit Lacerte Tax Planner

Thomson Reuters Tax Planner CS

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12107040

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12107051

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12107019

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12107011

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12107011
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Founder, CEO

Fourlane 

Jennifer Cavender, CPA
Audit Sr Mgr

Haskell & White LLP 

Jason Deshayes, CPA
Partner/VP

Butler and Company CPAs PC 

Brian Friedman, CPA.CITP
Division Sales Mgr, Northeast

Wolters Kluwer Tax 
& Accounting 

Jim Boomer, 
CPA.CITP, CGMA

Shareholder/CIO
Boomer Consulting, Inc. 

Danielle Supkis Cheek, 
CPA, CFE, CVA

President
D. Supkis Cheek, PLLC 

Michael J.  
Devereux II, CPA

Owner/Partner
Mueller Prost 

Hector Garcia, CPA
Owner

Quick Bookkeeping &  
Accounting LLC

Erica Brown, CPA
Sr Audit Manager

Martin Starnes & Associates, 
CPAs, P.A. 

Amy Cooper,  
CPA, CFE

Term Instructor
U of Alaska Fairbanks 

Danetha Doe
CEO

Danetha Doe Consulting 

Kerri Gibson, CPA
VP/GM Small Professional
Wolters Kluwer, CCH Small 

Firm Services

Adam Burnett
Solution Design Manager

Wolters Kluwer Tax  
& Accounting 

Brett Cooper, CPA
Partner in Client Education

Accio; TaroWorks 

Justin Edenfield, CPA
Director, Tax Services

Thomas Howell Ferguson  
P.A. CPAs

Katie Gilden,  
CPA, CFF, CFE, CVA
Principal, Fiske & Company 

CPAs and Consultants 

The accounting profession is as 
dynamic and vital to the 
success of America’s small 

businesses as ever, which is why 
CPA Practice Advisor’s 40 Under 40 
program recognizes professionals 
who are helping lead the profession 
into the future.

For some, this is achieved through 
ardent support for and evangelizing 
of the new technologies that will be 
the cornerstones of more efficient 
and profitable firms. For others, it is 
reaching out to their peers and 
helping to guide and lead the policy 
and discussion of the current rela-
tionship dynamic between account-
ing professionals and their clients, 
and where it can and should be in 
the future. The goal of all of these 
professionals is to help make the 
profession more f lexible and 
embracing of the changes that are 
necessary to keep it thriving and 
attractive to future accountants, as 
well as to highlight the importance 
of the field to all audiences: small 
businesses, individual consumers, 
other financial and tax profes-
sionals, government regulators and 
other stakeholders.

This year’s 40 Under 40 honorees 
are among the best and brightest 
talent in the accounting profession. 
They are all active in the profes-
sional community, as well as in 
their local communities, where 
many are small business owners 
and employers. Many are also fre-
quently seen at industry trade 
shows, such as AICPA PS/Tech+ and 
state CPA society events, giving 
seminars or participating in round 
table discussions on evolving 
practices and technologies. These 
are the voices of today that are 
shaping the profession of tomorrow.
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Jamie L.  
Satterthwaite, CPA

Partner
Newson & Swaite, CPAs, LLC

Lucas Matesa, CPA
Partner

CohnReznick LLP

Cathy Iconis, CPA
CEO

Iconis Group

Tim Goetz, CPA
CEO
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Jeremy Scott, JD, LL.M
Editor-in-Chief, Commentary

Tax Analysts
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Manager
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Manager
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Tax Manager
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Sr. Manager, Quality Review

CohnReznick. LLP
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CPA, CGMA

Owner
Kristen Rampe Consulting
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Joy Lizotte, CPA
Owner
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Director of Corporate  
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CEO
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Business Development Mgr
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We asked ANGIE GRISSOM , 
president of The Rainmaker Com-
panies, for her favorite investment 

apps, and this is what we 
learned. FORBES MAGA-
ZINE (both the magazine 
and the app) includes great 
information about execu-
t i ve s  a nd i n nov at ion . 
Grissom likes MINT.COM 

“because it consolidates everything 
into one place. It includes credit 
cards, investments, bank informa-
tion and also sends you alerts.”

MY STOCK CHARTS is a highly 
visual charting app that allows you 

to c ustom ize you r 
views (length of time, 
t y pe of  c h a r t  a nd 
other information) 
which is helpful, and 
it  a l so a l low s you 

access to news and a message board.
APPLE STOCKS is easily acces-

sible (on most people’s phones) and 
highly visual. And ENTREPRENEUR 
MAGAZINE’S app “allows you to see 
what’s happening in business and 

what investments in 
ideas and businesses 
have been paying off,” 
said Grissom.

US News and World Report recom-
mends ACORNS, the 
app that allows you 
to link your credit 
and debit card pur-
chases, rounding up 
each purchase to the 
nearest dollar and 
investing that spare change into 
funds you select. There is a small fee 
a s s o c i at e d w it h t h i s  s e r v ic e . 
Another recommended app, ROBIN-
HOOD , a l lows free 
trading of more than 
5 , 0 0 0 U. S .-l i sted 
securities and there 
is no minimum bal-
ance on the account. 
How does the company make its 
money? By accruing interest on the 
non-invested cash balances of its 
customers.

Huff ingtonPost recommends 
BENZINGA for investors who want 

to keep on top of 
r e a l - t i m e  s t o c k 
quotes and breaking 
n e w s  a b o u t  t h e 
c o m p a n i e s  t h a t 
interest them. Create 

watch lists and get social media 
updates on trending stocks.

For more social media connec-
tivity with your stocks, Kiplinger 

magazine recommends 
STOCKTWITS – the social 
net work for i nvestors . 
Created as an offshoot of 
Twitter, StockTwits uses 
what it calls cashtags (a 

dollar sign plus the stock ticker 
symbol) to aggregate information 
about a particular stock.

New investors who are interested 
in getting started in a mutual fund 
might like SUMDAY, the banking 
application that lets you invest as 
l ittle as $1 at a 
time using either 
bank transfers or 
s o c i a l  m e d i a 
hashtags. Rec-
om mended by 
DailyTekk.com, 
Sumday invests 
your money in the Dreyfus Basic 
S&P 500 Stock Index Fund. Another 
investment vehicle, Increase (www.
increase.com), lets you engage in 
real-time public discussion with 
other traders who are interested in 
a particular stock.

US News and World Report also 
suggests that investors who yearn to 
get in on the ground floor of IPOs or 
invest in the big dollar value stocks 
can look no further than LOYAL3, 
t he no-fee i nvest i ng 
platform where trades 
are made for as little as 
$10. LOYA L3 uses a 
batch investing tech-
nique that allows you to 
buy a partial share of the expensive 
stocks as well as participate in IPOs 
when they are first available.

A n d  f i n a l l y , 
would you l ike to 
know how the bil-
lionaires invest? The 
iBILLIONAIRE app 
s h o w s  d e t a i l e d 
investment data of the leading bil-
lionaires.    

Mobile Investing Tools
By Gail Perry, CPA

I
f you’re in the business of helping your clients with their finances, 
or even just futzing around with your own investments, you’ll 
benefit from this crop of apps designed for both new and experi-
enced investors. You might not realize how many innovative 
investment apps are out there, waiting for you to try. Whether 
you’re helping your clients manage a portfolio or trying to make 

the most out of your pocket change, there’s sure to be something 
here to pique your interest.

APPS WE LOVE IS SPONSORED BY 

 

HTTP://ACCOUNTANTSWORLD.COM

AccountantsWorld® 
Accountants First SM... only at

APPS WE LOVE
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EXPENSE MANAGEMENT
Reviews

Expense Management Systems 
Save Time And Money
By Mary Girsch-Bock

W
hile many small businesses may 
believe they don’t need expense 
management software, businesses 
of just about any size can benefit 
from better expense tracking.

Think back to the time spent in the last 
six months reconciling employee expense 
reports. Lost receipts, missing mileage 

logs, erroneous addition, and inaccurate spreadsheets -- the list 
could go on and on, but the bottom line is that every minute 
spent reconciling confusing expense reports is a minute when 
a business can be doing something much more productive.

Expense management software can prove beneficial to 
employees as well. No more waiting for two weeks while the 
report is processed and a reimbursement check issued. With 
current software, that turnaround time is now around 1-3 days.

One of the best features found in expense management 
software is the ability to finally get a handle on receipts. Instead 
of carrying a bulging envelope around full of receipts, or pan-
icking when you can’t find one, users can now simply upload 
credit card charges directly to the expense report. Same goes for 
travel expenses such as airline, hotels, and car rental transactions. 
For those paying in cash, simply snap a copy of that receipt with 
your smart phone and upload it to the program. As for that 

envelope of receipts – not to worry, you can still attach them to  
a printed copy of the completed expense report if you can’t bear 
to part with them.

Receipts (or lack thereof) are just one of the problems 
managers and accounting departments face when an employee 
turns in an expense report. Monitoring and controlling proper 
expenses is perhaps an even bigger challenge. Have you negoti-
ated reduced hotel rates at a particular hotel chain only to have 
your employee choose that chain’s competitor? Does your airline 
carrier offer lower fares if booked in advance, but your employees 
invariably wait until the last minute to book their ticket at a much 
higher cost? With expense management software, managers can 
set parameters for their employees to follow, including maximum 
allowable rates for both airline and hotel costs. Those same 
employees would receive a reminder if or when they are about 
to violate company policy.

What about the chronic procrastinators? Their expense report 
doesn’t land on your desk for weeks, sometimes months. Using 
expense management software, late submitters can be pro-
grammed to receive a set of reminders that their expense report 
is due – or past due.

While expense management software is great for managing 
expense reports, it also provides users with a more streamlined 
approval process for all company expenses, with the use of online 

purchasing systems, AP invoice management, and travel expense 
reporting. A hierarchy of approvers can be set up in the system, 
with expense reports, purchase orders and invoices automatically 
routed to those approvers, eliminating lost purchase orders and 
estimates, delayed reimbursement of expense reports, and late 
payment of invoices.

To help make things easier, we did an overview of five expense 
management software products, which can be found below. All 
of these products offers a free demo that users can try out for 
themselves.

The bottom line is that businesses, large, small, and in-between 
will benefit from the use of expense management software. Why 
not try one out for yourself?   ●

 

Certify Travel & Expense Management is designed to simplify 
expense report management and processing. A good fit for small 
to mid-sized businesses that have a large number of employees 
traveling for business, Certify makes it easy for both employees 
and accountants to track expenses.

The main premise of Certify is to simplify expense reporting, 
making it easier for employees to keep track of their expenses 
while also complying with company policy. To begin, employees 
simply download Certify’s mobile app. Then once a purchase is 
made, users can simply take a photo of that receipt and upload 
the image to Certify. Certify currently supports iPhone, Android, 
Windows Phone and Blackberry devices, and the product also 
works in offline mode, so receipts can be captured anytime, 
anywhere, and synced at a later time.

Besides mobile uploading, users can submit receipts using 
email, using a scanner, faxing them, taking a photo of them with 
a web camera, or sending them via text message. Once receipts 
are received, they autofill an expense report, which is generated 
by the Report Executive feature. This process utilizes Certify’s 
Receipt Parse™ technology, an advanced autofill technology that 
is designed to create accurate expense reports from anywhere. 
Once the report is created, employees can then review the report 
to ensure that everything is correct before forwarding the report 
to management for approval.

Certify offers turn-key integration for QuickBooks Pro and 
QuickBooks Enterprise users. Link data from Certify to Quick-
Books including Vendors, Employees, Departments, and 
Expense Categories, then download accounts payable data into 

QuickBooks including Bills, Checks or Journal Entries.
Employers will appreciate the ability to set expense limits by 

expense category or by department. All employees are auto-
matically notified if out of compliance, and all managers will see 
violations when reports are submitted for approval.

Certify is available in three versions; Quick Start, which is 
designed for the smallest businesses, and is $8.00 per user per 
month. The Professional version is available for a monthly service 
fee and includes additional features such as an automated 
accounts payable feed, additional product setup and training 
options, and a corporate travel solution. For larger businesses, 
the Enterprise level offers all of the features of the other two 
versions, along with HRMS and ERP integration, and is billed 
annually.

Recently acquired by SAP, Concur Expense is a cloud based 
expense management system. Designed to be used on a variety 
of platforms, including desktop and laptop computers, smart-
phones and tablets, Concur offers a long list of tools that make 
expense management more efficient for businesses of all sizes.

Acquired by SAP in December, 2014, it’s likely that current 

Concur customers will appreciate having even easier access to 
the SAP business network. And moving forward, it’s also likely 
that Concur and SAP will look for opportunities to further 
integrate their products.

Concur eliminates the need for manual entry of expenses, 
with users able to use their smartphone to capture receipt images. 

Those images are then uploaded to Concur, where they can be 
automatically created, itemized, and categorized, with the cor-
responding receipt attached to the newly created expense report. 
Managers and accountants can also remotely approve expenses 
using the mobile app, reducing or eliminating delays in expense 
reimbursement.

Certify Travel & Expense Management

Concur Expense and TripIt

www.Certify.com

www.Concur.com
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Accessed with a web browser, ExpenseWatch Spend Manage-
ment offers expense report management, along with purchasing, 
invoice processing, and budget modules. ExpenseWatch would 
be an excellent fit for small businesses with remote employees.

The expense report function offers users an easy way to submit 
receipts, with users able to use their smart phone to take a photo 
of the receipt. Receipts can also be faxed or scanned into the 
system as well. Credit card data can be automatically downloaded 
into the expense report system, with users able to easily allocate 
expenses across multiple departments, projects, or account 
numbers. The product also features travel booking integration, 
as well as integration with mapping technology to automatically 
record travel mileage.

ExpenseWatch uses drag and drop functionality throughout 

the product, making it easy to record information quickly. While 
beneficial to employees, managers will enjoy the benefits of using 
ExpenseWatch as well, including the ability to receive automatic 
email alerts that lead to approval queues, where managers can 
access, review, and ultimately approve of submitted reports. 
Managers will also receive a policy flag when it appears that 
accepted policy has not been followed when submitting an 
expense report. Managers can also easily review attached receipts 
with any expenses, and management can set up a simple or 
complex chain of approval, so expense reports are automatically 
forwarded to the correct people in a timely fashion.

Managers can easily approve all business expenses remotely, 
creating a mobile approval chain, so all requests for approval get 
automatically routed to the correct person. Managers also have 

the ability to line item approve or reject any expenses.
For those handling purchases, the purchasing module allows 

users to quickly create online purchasing requisitions, while 
attaching related documents to the requisition. After approval, 
using the optional Pay Invoice module, accounting can quickly 
approve invoices that can be paid via ACH, credit card or 
company check.

ExpenseWatch offers a series of pre-built reports, as well as a 
custom reporting module. Pricing for the ExpenseWatch Expense 
Report module is $8.00 to $14.00 per user. Pricing for both the 
Purchasing and Pay Invoices modules are $24.00 to $31.00 each 
- per user, per month.

Expensify is a comprehensive expense management program 
that offers solid integration with a variety of third-party 
accounting applications including QuickBooks Desktop, 
QuickBooks Online, Xero, NetSuite, Intacct, Sage, Microsoft 
Dynamics, MYOB and others. Available in three versions, 
Expensify is a good fit for businesses of any size.

Expensify not only simplifies the way that employees manage 
and submit expense receipts, but the product also streamlines 
processing of those expenses by offering easy import/export of 
data such as expense account details, projects, clients, and funds 
from accounting programs, such as those listed above. As a result, 
users can then easily enter receipt detail using the correct account 
information and simply export the detail to the respective 

accounting program.
Users can easily enter expense data by using the mobile app, 

which is included in Expensify, which will automatically upload 
receipts. Expensify will also automatically import all credit card 
and banking transactions. In addition to uploading receipts, users 
can also capture additional data such as mileage, parking fee, and 
other reimbursable expenses. Users can also access Expensify 
offline when necessary, and later upload captured information. 
And the Time Entry feature easily tracks employee time and 
logs hours to clients or projects.

Expensify is compatible with over 160 currencies, and also 
offers users the ability to rebill customers for expenses. The 
product also integrates with various applications such as 

Dropbox, Evernote, Genius Scan, and works with Expensify’s 
Chrome app as well.

Managers will appreciate Expensify as much as employees. 
Compliance controls allow managers to set guidelines such as 
an automated, rule-based approval workflow, as well as the ability 
to set specific rules for each expense type. The product also offers 
a full audit trail.

Expensify is available in three versions: Team, which offers 
basic system function ality for $5.00 per user per month; Cor-
porate is $8.00 per user per month and offers more comprehen-
sive functionality; Enterprise, suitable for large businesses, offers 
advanced integration options as well as the ability to sync with 
various third party applications.

Aimed at mid-sized businesses, SpringAhead offers users online 
time tracking and expense tracking and management. A complete 
time management and expense management system. SpringA-
head allows users to import credit card data directly from the 
bank, or upload that same data from a file.

Users can fax or upload receipts directly into the system, 
categorizing the data as an expense item on an expense report, 
or as a line item charge. Transactions can be annotated for future 
reference, and SpringAhead offers document management 
capabilities by integrating with Smart Vault Document Manage-
ment. The product easily handles time tracking, with users able 
to choose various timesheet entry modes, including both daily 
and weekly timesheet options, as well as time-in and time-out 
recording, which is great for those working remotely, or on a 

project. Overtime and vacation time can be tracked as well. 
SpringAhead also integrates with popular payroll products such 
as Paychex and Sure Payroll.

Solid integration with all QuickBooks products makes it easy 
to create invoices automatically in an accounting system, reducing 
the need to re-enter information later. A long list of data can be 
easily transferred between applications, including hours, bill 
rates, pay rates, descriptions and notes, and other related data. 
When processing invoices or expense reports, users can automate 
the approval process, with users able to designate approvers 
based on a variety of criteria such as dollar amount, project, 
department, or company-wide.

Managers and accountants will appreciate the gatekeeping 
capabilities of SpringAhead. Things like mileage reimbursement 

rates are included, so employees will always user the correct 
rates. Managers can also implement various controls such as 
reimbursement rate limitations, receipt attachment, and other 
accounting requirements to make sure that they receive the 
documentation they need, and that employees are reimbursed 
for expenses properly.

SpringAhead contains a foreign currency converter, and the 
product contains excellent reporting options, with all reports 
containing drill-down capability. All reports can be exported to 
Excel as needed.

Those new to the product can request a demo, if desired. 
SpringAhead is priced at $50.00 per month, with an additional 
$5.00 for each user license over 10.

ExpenseWatch Spend Management

Expensify

SpringAhead Expense

www.ExpenseWatch.com

www.Expensify.com

www.SpringAhead.com

Concur also captures credit card expenses, with expenses 
captured and categorized automatically with the credit card feed, 
and integration with popular accounting and financial manage-
ment systems such as NetSuite, Microsoft Dynamics GP, 
Salesforce, QuickBooks, Intacct, and Workday eliminates the 
need for duplicate entry between systems. And users can expect 
even better integration with SAP after their acquisition of 
Concur.

For those that spend an inordinate amount of time on air-
planes or on the road, Tripit, from Concur is worth looking into. 
Tripit allows users to organize travel plans; with users able to 
create and view custom itineraries from any device. The product 
also helps users manage reward programs, frequent flyer miles, 
with mile numbers and points always up to date. Tripit also sends 
instant alerts when flights are delayed or cancelled. Travel plans 
can be synched with a personal calendar, and users can easily 

forward travel information to those that need it.
Concur Expense offers potential users a free 30-day trial and 

pricing is available upon request. Tripit Pro, from Concur is 
available for $4.09 per user per month, or users can simply 
download the paired down version which is free. Users can also 
opt to try Tripit Pro for 30 days at no cost. Tripit is invaluable 
for those that spend a great deal of their time traveling, which 
just got a lot easier.
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Consider this. Today, 23 states 
and the District of Columbia allow 
medical marijuana use. Currently, 
Washington, D.C. and four states – 
A laska, Colorado, Oregon and 
Washington – legalize it recreation-
ally … and that seems to be just the 
beginning.

As you can see by this chart put 
toget her by Pol ic y. M ic f rom a 
CNN/ORS survey poll, marijuana 
is being supported now more than 
ever. Proponents are pushing ballot 
initiatives in the near future (as of 
this writing) in Arizona, California, 
Maine, Massachusetts, Minnesota 
and Nevada, and legislative efforts 

are a l ive in Delaware, Hawa i i, 
Maryland, New Hampshire, Rhode 
I s l a n d ,  Te x a s  a n d  Ve r m o n t , 
according to Joseph Henchman’s 
article at the Tax Foundation. The 
article went on to state that Joe 
Brenzy, of the Nevada Cannabis 
Industry Association, believes 25 

states will have legal retail marijuana 
sales within five years. He supports 
his claim by stating that proponents 
have the resources to bypass legisla-
tors and go straight to the votes.

The reality is that if you work in 
these states, you may likely have 
clients in this business, sooner or 
later. Here are some statistics:

• Legal Marijuana is the fastest-growing 
business in the United States, 
expecting to generate $10.8 billion in 
sales in 2019, a huge increase from 
$2.7 billion seen in 2014. (Source: 
ArcView Market Research).

• Colorado’s legal marijuana market 
reached $203 million during the first 
four months of 2014 (Source: Busi-
ness Valuation Resources).

• According to the same study, big 
players are making their mark and 
conducting a commercial, profession-
ally run operation, with warehouses 
of up to 50,000 to 60,000 square feet 
of plants, with 50 or more employees 
watering the plants and giving them 
nutrients.

• The estimated annual revenue Cali-
fornia would raise if it taxed and 
regulated the sale of marijuana is $1.4 
billion (Source: Drug Policy Alli-
ance).

• If Cannabis is legalized at the Federal 
level by 2020, revenues could reach 
$35 billion, more than three times 
that of the National Football League 
(Source: Greenwave Advisors report).
It’s important to note that the 

treatment of medical marijuana and 
legal marijuana varies by state. For 
an overview of Washington, D.C. and 
the four states that legalize mari-
juana, take a look at the following:

Washington, D.C.
According to Initiative 71, adults 
ages 21 and older can have two 

ounces or less of marijuana on them; 
s h a re one ou nc e or le s s  w it h 
someone at least 21 years old so long 
as there are no money, goods or 
services changing hands; grow as 
many as six marijuana plants, but 
have no more than three mature 
plants, in their primary home; and 
use marijuana on their pr ivate 
property.

Also, under the law, residents of 
Washington, D.C. are not allowed 
to smoke or consume marijuana in 
public space, including restaurants, 
bars, coffee shops or any Federal 
proper t y.  I n add it ion ,  publ ic 
housing tenants cannot smoke it in 
their homes because the units are 
government owned.

However, Congress stepped in, 
making it illegal to sell or tax mari-
juana in public. For now, it can only 
be grown or consumed in private 
homes, following the Initiative 71 
laws. 

Alaska
If you are 21 or older, you can legally 
have up to an ounce of marijuana on 
you, grow up to six marijuana plants 
in your home and keep any addi-
tional marijuana produced from 

A Cannabis Niche for Accountants?
Working With Businesses that Grow and Sell Marijuana
By Webb Stevens

F
 
or older, and even younger, CPAs and accountants, taking on 
clients who grow and/or sell marijuana (Cannabis) 
may seem like the very last niche industry you would 
have considered for your practice. Yet, no matter how you 
personally feel on the subject, the reality is that legal Cannabis 

is becoming a booming business, ripe with opportunities for an accounting 
practice to work and consult with businesses in the marketplace on a 
full range of tax, sales tax, accounting, audit and workflow issues.
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those plants. Businesses selling legal 
recreational marijuana in Alaska 
aren’t likely to open until 2016, after 
a regulatory system is put into place 
by the state legislature.

As you can see in these projec-
tions by the Marijuana Policy Group 
in their report, sales are projected to 
increase every year, while the price 
per gram goes down each of those 
years.

Colorado
Legal recreational marijuana went 
into effect in 2012 in Colorado. 
According to this Tax Foundation 
article, the tax structure is as fol-
lows: 15 percent excise tax on the 
“average market rate” of wholesale 
marijuana, plus a 10 percent state tax 
on retail marijuana sales, plus the 
state sales tax of 2.9 percent, plus 
local sales taxes, plus local marijuana 
taxes. In Denver, for example, the 
local marijuana tax is 3.5 percent, so 
a $30 eighth of pot (1/8 oz.) will 
have about $8.59 in taxes tacked 
onto it, or about a 29 percent overall 
tax rate.

The article goes on to state that in 
the f irst six months, legal retail 

marijuana sa les amassed $21.8 
million in tax revenue, as well as 
$10.1 million in taxes on medical 
marijuana in that same timeframe.

Oregon
In Oregon, adults 21 or older can 
possess up to an ounce, or roughly 
28 joints, in public, as well as eight 
ou nc e s  i n  t he i r  home s .  A nd , 
according to an article, Oregon 
marijuana will be grown, processed 
and sold sometime in 2016 at facili-
ties that are licensed, regulated and 
inspected by the state.

Washington State
Like Colorado, Washington State 
also saw legal recreational marijuana 
go into effect in 2012. Their taxes are 
heftier, with a 25 percent tax on 
producer sa le s to proce s sor s , 
another 25 percent tax on processor 
sales to retailers, and a further 25 
percent tax on retailer sales to cus-
tomers. Add to this the state Busi-
ness & Occupation (B&O) gross 
receipts tax, state sales tax of 6.5 
percent and local sales tax. This 
results in a total effective tax rate of 
about 44%, according to Moody’s. 

The tax foundation article high-
lighted the quick gains generated 
from legal Cannabis in Washington, 
as well as astounding projections for 
future years:
• In the first month, there were $3.8 

million in sales and around $1 million 
in tax revenue.

• The Washington State Liquor Control 
Board, in charge of the program, 
estimates that marijuana tax revenue 
for the 2015-17 will hit $122,459,893, 
and $336,898,396 for 2017-19.

Creating a  
Niche Practice
This remarkable grow th in the 
Cannabis industry is creating new 
doors for accountants, according to 
R ick Telberg’s CPA Trendlines 
a r t ic le (ht t p://c pat rend l i nes .
com/2015/05/19/cannabiz-bv). The 
article highlights some of the many 
areas CPAs and accountants can 
help in this industr y, including 
bookkeeping, internal control, tax 
accounting and preparation, man-
agement, holding companies, and 
general business council. The article 
also offers questions to ask and 
issues to address when it comes to 

having clients in the legal marijuana 
business.

Telberg touches on three oppor-
tunit ies of the business, where 
accountants are needed right away. 
First, these businesses are new, 
making a valuation paramount for 
purposes of sale. Second, with these 
businesses being locally legal in 
some states but federally i l legal 
overa l l ,  lega l it y is a big issue. 
Therefore, banks, investors, buyers 
and other stakeholders need an 
accurate estimate of the value of the 
business, an area that calls for your 
sk i l ls and expertise. Third, the 
people who run and own the busi-
nesses need assistance when it 
comes to calculating their values, so 
they need business consultants who 
can help them with this.

With opportunity and growth 
comes risks, complexities and more. 
You will need to decide if working 
in this industry is practical for your 
practice, of course, but if you have a 
niche practice like this, is it going to 
be good for referrals to and from 
other clients? As evidenced by the 
statistics and state-by-state explana-
tions in this article, it is perfectly 
legal.    

Webb Stevens is head of Product at 
Avalara. With more than 12 years’ 
experience in the finance industry, he 
is recognized for his ability to build 
relationships, analyze information 
and develop new opportunities. On 
weekends, you’ll find Webb compet-
ing in ultra-endurance challenges. 
Contact him at webb.stevens@
avalara.com.

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

Colorado Tax and License Collections from Marijuana Sales, 2014 ($ thousands)
Jan Feb Mar Apr May Jun Total

15% Wholesale Tax 195 339 609 734 1,135 969 $3,983

10% Retail Tax 1,401 1,434 1,898 2,217 2,070 2,473 11,496

2.9% Sales Tax

Medical 913 1,022 999 919 927 830 5,612

Retail 416 438 569 639 642 700 3,406

Licenses

Medical 496 754 794 822 867 1,040 4,573

Retail 96 103 108 139 72 507 2,932

Total 3,519 4,092 4,980 5,273 5,715 6,522 32,002
Note: Retail license total includes $1.95 million in starup revenue collected prior to January. Totals may not sum due to rounding. Source: Colorado Department of Revenue.
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Intuit  is adding several accountant-
specific sessions to its second annual 
QuickBooks Connect event this fall. 
Designed to connect, inspire and 
educate small businesses, accountants 
and developers, QuickBooks Connect 
will take place at the San Jose Conven-
tion Center November 2-4, 2015.

Intuit recognizes that while all 
accountants are moving towards the 
Cloud, larger firms have different 
needs than smaller firms, which is why 
it is important to have educational 
tracks that address the unique needs of 
both types of firms. Both small and 
large firms have steps they need to take 
in order to transition their firms to the 
Cloud and to start leveraging the 
technology that is available to them. 
However, larger firms will require a 
depth of planning that might not be 
needed at the small firm level.

“Large firms need to think in terms 
of scale when transitioning their firms. 
Compared to smaller firms, there are 
more levels of management involved 
whenever change happens, and a com-
mitment to that change needs to be 
made at each level. Once you have the 
commitment, the capability will come 
and with capability comes confidence,” 
said Gary Boomer, CEO, Boomer 
Consulting, Inc. Boomer is working 
closely with Intuit to create sessions at 
QuickBooks Connect to benefit larger 
firms. “The first step is commitment 
and the second is the courage to 
change. Then, capability and confi-
dence will follow. Too many firms 
hesitate to take steps one and two. They 
tend to focus on the capabilities. 
QuickBooks Connect will introduce 
you to peers and expertise that will 
help your firm advance.”

Another challenge large firms face 

is their service platform. While it can 
provide a great advantage, if profes-
sionals do not know or understand 
their platform and its add-ons and 
ecosystem, they will miss real oppor-
tunities to connect with and be a 
trusted advisor to their clients. How-
ever, once they understand the plat-
form and add-ons, they get valuable 
experience that directly translates into 
delivering value to their clients.

Intuit’s focus is on educating and 
showing accountants how to get 
started by providing them with the 
information and resources they need 
to take the first step. Regardless of size, 
in order to stay future-ready, all 
accounting firms need to focus on 
moving their practice to the Cloud, 
transitioning to a value-pricing model 
and using social media and the web to 
grow their practice.

“If we can get firms to do these 
three things, they will be future-
ready, and in a much better position 
to attract new clients and compete 
with their peers. We know this is what 
some firms are already doing, so it’s a 
matter of both keeping up and staying 
ahead,” said Boomer.

The first step to moving to the Cloud 
is for accounting firms, regardless of 
size, to move just one client to an 
online solution like QuickBooks 
Online. It may be tempting to try to do 
a mass transition, but if firms are able 
to move just one client, they will be 
able to see and compare the benefits, 
and then be ready for others to follow. 
Next, because of the efficiency and 
speed that the Cloud provides, billing 
by the hour does not make much sense 
anymore. Shifting to a value-pricing 
model with one client will enable firms 
to be paid for the services they provide, 

not for how long it takes them to 
complete tasks. Just as with the Cloud 
model, start by shifting one client to a 
value-pricing model before moving 
every client to this model.

Leveraging higher-level services 
such as strategic planning, CFO ser-
vices, payroll and real-time accounting 
information will position firms to 
make a seamless transition to value-
pricing. Intuit has lined up several 
expert speakers at QuickBooks Con-
nect to share how they are successfully 
providing these services to clients, as 
well as how to create a niche practice.

Once clients are both in the Cloud 
and on a value-pricing model, it is time 
for accountants to focus on growing 
their practice, and one of the best and 
most cost-efficient ways to do so is 
through their website and social media.

“It’s important for accountants to 
remember to commit to change when 
getting started. Once they do, they will 
see just how efficient they will be and 
how much sense it makes to be paid for 
the trusted advisor and consultant 
services they provide. Additionally, 
clients very rarely walk through a firm’s 
lobby these days. They search for firms 
online, and whatever comes up – pic-
tures, videos, links – will be their first 
impression,” said Boomer. “Accoun-
tants want to grow their firm while 
maintaining margins so offering a 
menu of services is important. At 
QuickBooks Connect, accounting 
professionals will learn how to package, 
price and deliver compliance, strategic 
and performance-based services.”

Intuit also wants to teach accoun-
tants the best practices of SEO and 
SEO marketing to help them accu-
rately capture the personality of their 
firm in their online presence. The top 

three and most common networks 
professionals and firms join are Twitter, 
Facebook and LinkedIn. While each 
network is slightly different and has 
different strengths and weaknesses, 
firms should approach them the same: 
actively participate in the conversa-
tions taking place around them and 
start and lead their own. Sharing 
knowledge will help establish profes-
sionals as experts within the industry.

Intuit has also developed a way for 
accounting professionals and small 
businesses to continue to connect, 
learn and have important conversa-
tions on the newly launched OWNIT.
com community. At OWN IT, the 
more than 57,000 registered small 
business and accountants in firms of 
all sizes can share information, learn 
from each other as well as connect to 
and help small businesses.

“There seems to be a barrier 
between large and small firms where 
they think they can’t learn from each 
other. However, they are both dealing 
with similar issues such as talent 
development and succession plan-
ning,” said Boomer. “Through this 
network, they can help each other, and 
also help small businesses looking for 
advice and counsel.”

The Accounting Track at Quick-
Books Connect will help accounting 
firms begin the transition to become a 
firm of the future, as well as address 
how to save time, grow and overcome 
obstacles many firms face. In addition, 
QuickBooks Connect will feature 
inspirational main stage speakers from 
the world of business, including Jessica 
Alba, Bill Rancic, Brian Grazer and 
Robert Herjavec, who will share their 
unique perspective on overcoming 
barriers and becoming successful in 
business. Interested firms are encour-
aged to register multiple professionals 
for QuickBooks Connect. Attendees 
will collaborate with others from their 
firms as well as learn more about 
Intuit’s add-on applications.  

T
 
here has been a lot of talk lately centered on empowering small firms 
to serve their clients better. Intuit’s focus on helping small to 
medium-sized accounting firms is largely known and the company 
wants to take that conversation to large firms to let them know they 
too can become firms of the future.

Connection is Key for Accountants
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Strategic Growth for Accounting Firms

Join an outstanding lineup of some of the accounting 

profession's most innovative and creative thought leaders 

as they present 10 back-to-back one-hour educational 

sessions, discussing the latest trends and concepts and 

providing concrete tools and take-aways that will help 

ensure the future success of your practice. Through the 

use of various social media techniques, you can participate 

interactively with the speakers and other attendees just as 

if you were in the same room. 

Come for one session, or stay for all – Register Today!
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Meet year-end CPE requirements from the comfort of your office. 
No travel, no hotels, no rushing from one session to the next. 
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The proposed changes would 
double the salary requirement to 
qualify for the executive, adminis-
trative and professional exemptions, 
raising the salary threshold to the 
40th percentile for white collar 
exemptions and to the 90th percen-
t i l e  f o r  h i g h l y  c o m p e n s a t e d 
employees. The proposal is also 
seek ing to establ ish automatic 
annual increases to the two-salary 
t h r e s ho ld s ,  e i t he r  f i x i n g  t he 
increases at the 40th and 90th per-
centile or tying them to inflation. 
W h i le  t he D OL i s  prop o s i n g 
changes to the duties tests, they are 
looking for comments on whether 
t he  d u t ie s  t e s t  i s  w or k i n g a s 
intended, and what, if any changes 
should be made.

If the proposed rule becomes 
f inal, approximately 4.6 million 
employees will need to be either 
reclassified as non-exempt and paid 
overtime or receive an increased 
salary to meet the new exemption 
requirements. As a payroll practi-
tioner, you will need to work closely 
with your clients to perform a yearly 
review and adjustment of employees’ 
salaries to ensure continued compli-
ance with the annual automatic 
increase rule.

If states decide to update their 
salary threshold in response to the 
new proposed rules, you will need 

to help ensure your cl ients are 
complying with the higher min-
imum salary requirement. In addi-
tion to the points below, SurePayroll 
offers some advice on how you can 
prepare for the potential changes. 

Changing an Employee 
from Non-Exempt to 
Exempt
Most employees are classified as 
non-exempt, and very few will meet 
the requirements to be considered 
exempt. If your clients do have an 
employee whose classification needs 
to be changed from non-exempt to 
exempt, make sure the employee 
meets all the applicable exemption 
criteria:
• Ensure compliance under federal and 

applicable state laws. Generally, 
exempt employees must be paid a 
predetermined salary, regardless of 
the quantity or quality of work per-
formed. If you are unsure if a client’s 
employee meets the minimum salary 
and duties requirements for an 
exemption, then he or she should 
remain as non-exempt.

• If it is determined that an employee 
needs to be reclassified, work with 
your clients to draft written commu-
nication that will be delivered to the 
impacted employee in advance. The 
communication should explain the 
impact of the change, clearly stating 

the employee is not entitled to over-
time pay, as well as any new proce-
dures for timekeeping, absences or 
deductions in pay.

• Remind your clients that they are 
limited in the types of deductions they 
may take from an exempt employee’s 
salary. Most deductions are generally 
prohibited, but employers may make 
a deduction when an employee is 
absent for one or more full days for 
personal reasons or from the first or 
last week of work if an employee did 
not work the full week.

Changing an Employee 
from Exempt to Non-
Exempt
Occasionally, an employee will no 
longer meet the requirements for 
exempt classification and will need 
to be reclassified as non-exempt.
• Review employee classifications regu-

larly with your clients to determine 
which employees, if any, still qualify 
for the exemption. It’s also a good 
practice for your clients to conduct a 

review anytime there is a change in an 
employee’s job duties. If an exemption 
no longer applies, the employee 
should be reclassified immediately and 
paid overtime in accordance with 
federal and state laws.

• Make sure your clients communicate 
any change in exemption status in 
writing, and in advance when possible. 
Any communication should detail the 
impact of the change to the employee, 
as well as the potential benefits, such 
as receiving overtime pay for working 
more than 40 hours in a workweek.

• Assist your clients in preparing FAQs 
to commonly asked questions the 
impacted employee(s) may have 
about timekeeping, benefits and other 
classification issues.

What Should Your 
Clients Do Now?
• If you and/or your clients have not 

already commented on the proposed 
rule changes, do so before September 
4, 2015.

• Take this time to review exempt 
classifications for all employees with 
your clients to ensure they still qualify 
under the current duties tests.

• Assess the number of employees that 
could potentially be affected by the 
new rule changes and determine if 
your clients will need to:
v R e c l a s s i f y  t he i mpa c t e d 
employees as non-exempt and pay 
them overtime whenever they 
work more than 40 hours in a 
workweek; OR
v Raise their salary to meet the 
new requirement.
v Adjust the budget to account 
for s a l a r y i nc re a se s a nd/or 
increased overtime costs.   

Time’s Running Out to Comment 
on DOL Proposed Rules
By Taija Jenkins, Associate Editor

T
 
he deadline is fast approaching to 
comment on Department of Labor’s 
published proposed changes to over-
time exemptions under the Fair Labor 
Standards Acts. Commenting is open 

to the public until September 4, 2015. After this 
time, the DOL will review the feedback to deter-
mine what, if any, changes should be made. Any 
new rules will be published in 2016.

For more information on the 
DOL proposed changes to over-
time rules visit www.adp.com/
backtobiz. In addition, ADP is 
offering two webinars covering 
the latest information on the  
Affordable Care Act. 
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This year, National Payroll Week  
falls September 7-11, 2015. It was 
f irst established in 1996 by the 
American Payroll Association to 
honor t he work i ng A mer ica ns 
whose tax contributions support the 
American system and the practitio-
ners who process those contribu-
tions. It is estimated that approxi-
mately 156 million wage earners and 
payroll practitioners contribute, 
collect, report and deposit nearly 
$2.08 trillion. That’s 68 percent of 

the annual revenue of the U.S. 
Treasury!

National Payroll Week focuses on 
the payroll withholding system and 
seeks to educate wage earners on 
how the system works and how they 
can use it to achieve their personal 
goals, while honoring the men and 
women behind it.

You work hard year-round to 
ensure that your clients, and ulti-
mately their employees, receive their 
paychecks in a timely fashion with 

little to no inconvenience. Your 
practice and staff provide tools, tips 
and resources to make payroll as 
painless as possible for those you 
ser ve. Take a l itt le t ime during 
National Payroll Week (and during 
the entire month of September) to 
celebrate the value you provide!

Ideas to Commemorate 
National Payroll Week
Here are a few ideas of how you and 
those at your practice can celebrate 
National Payroll Week:
• Host a payroll trivia contest at your 

practice and gift winners with a free 
Payday candy bar. Some questions you 
can ask staff include:
v  How many paychecks does 

your practice produce per 
year?

v  W hat is the average cl ient 
monthly contribution to fed-
eral revenue?

v  How many client employees 
have direct deposit?

• Hold an open house for clients to learn 
more about transitioning their payroll 
services to the Cloud.

• Host an office party and celebrate your 
payroll staff.

• Host a shadow day and invite local 
high school and college students to 
learn about the payroll profession.

• Volunteer to teach elementary and 
middle school students about payroll 
and deductions.

• How information sessions on compli-
ance for local small businesses. 
SurePayroll offers some advice you 
can share.

• Work with a literacy center to host a 
workshop on job application skills and 
completing a Form W-4.

• Check with local APA chapters for 
events.    

Celebrate Yourself This Month 
with National Payroll Week!
By Taija Jenkins, Associate Editor

S
 
eptember brings a special treat 
to payroll practitioners and the 
payroll profession at large: 
National Payroll Week, which 
celebrates both wage earners 

and payroll practitioners.

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.
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BRIDGING THE GAP By Jim Boomer, CPA.CITP 

Prepare for the Remote Worker

It’s Not Just  
About Technology
Technology has advanced to the 
point that the viability of offering 
remote work arrangements is no 
longer in question. However, there 
is a lot more to it than just the tech-
nology. Management and people 

issues tend to be the bigger chal-
lenges for the worker and the firm. 
Trust is the most important leader-
ship factor in your firm and if it is 
not developed up front then you are 
setting everyone up for failure.

The reality is that we have to be 
better managers and communicators 
in a virtual work environment. The 
crutch of visually seeing that people 
are in the office and assuming they 
are being productive is taken away. 
While we must depend on remote 
employees to be self-suff icient, 
driven and focused, it is still our 
responsibility to provide guidance 
a n d  h o l d  t h e m  a c c o u n t a b l e . 
Instilling a culture where everyone 
in the firm is committed to the work, 
their peers, clients and the firm is of 
utmost important to success.

Setting Expectations  
& Policies
Clearly outlining expectations is an 
important first step. At a minimum 
you should document:
• Where? – Setting expectations of what 

is required of the remote workspace 
(home office vs. kitchen table, home 
vs. coffee shop, etc.)

• When? – Clear hours the remote 
worker is expected to be available to 
team members and clients alike is 
another important piece of the puzzle.

• How? – List out the technology tools 
and office equipment the remote 
worker is expected to have as well as 

expectations about what the firm will 
pay for and what w i l l  be the 
responsibility of the employee.

• What? – The work they are expected 
to complete and the goals they must 
achieve should also be agreed upon 
by both parties.

• Who? – Not everyone is cut out to be 
a remote worker nor does everyone 
have a role within the firm that lends 
itself to them working outside the 
office. You must develop criteria to 
gain the right to work remotely and a 
system to hold people accountable.
Clearly defined expectations will 

allow managers to identify gaps and 
problems. If remote workers aren’t 
living up to expectations, they may 
have to bring the employee back into 
the office environment.

Forma l ized pol icies are a lso 
important to ensuring that both the 
firm and remote employee under-
stand what is appropriate and what 
is not in a virtual work environment. 
These policies should clearly address 
the expectations of the firm and the 
remote employee outlined above 
and try to eliminate any gray areas.

Out of Sight/Out of Mind
A valid concern of the virtual work 
environment is the impact it will 
have on an employee’s career path. 

If the employee is not seen on a 
regular basis will that put the brakes 
on that employee’s ascension? 
Sometimes the answer is yes and 
sometimes no. Regardless, your firm 
needs to analyze this important 
issue and clearly communicate your 
decision to current and prospective 
remote workers.

Replicating  
Face-to-Face
Effective communication is critical 
for the success of remote workers; 
and an old fashioned phone call just 
doesn’t cut it anymore. Collabora-
tion tools and video conferencing 
are important pieces of re-creating 
that face-to-face feeling when you 
can’t meet or talk in person. So 
much of communication is non-
verbal and you give all that up when 
you rely exclusively on phone calls 
to communicate.

The rise of the remote worker is 
already here and will only escalate in 
the next few years. Your firm’s decision 
to either embrace this trend or resist it 
will have a major strategic impact on 
your firm’s ability to attract and retain 
top talent. While remote working is 
still viewed as a perk by many, it won’t 
be long before it becomes an expecta-
tion. Will your firm be ready?    

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

A
 
s the number of companies offering 
workplace flexibility and remote work 
arrangements continues to grow, the 
likelihood that your firm will get the 
request to work outside the office (or 

already has) is quite high. Ensuring that you’re pre-
pared for these requests with the appropriate tech-
nology, expectations, criteria and policies will not 
only become more important in the coming years 
but also expected by some prospective employees.

WILL YOUR FIRM BE READY?
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