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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.

Awards in the  
Accounting Profession

Recognition should not be 
taken lightly. Those who have been 
recognized by our magazine and 

other publications in the accounting 
arena stand out, but not just because 
they do their jobs well. They are 
recognized for expertise, dedication, 
perseverance, creativity, tirelessness, 
outreach, and innovations. They 
teach, share, mentor, they care about 
the profession and want to make it 
better; they are leaders and they are 
servants. They respect those who left 
a path for them to follow, while also 
paving the way for those who will 
follow them.

We are moved by the flood of 
nominations we receive each year for 
the awards we bestow. There are so 
many people out there making a dif-
ference and making our profession 
better. I’d like to take a few minutes 
of your time to comment on some 
of the things we’ve learned from 
reading through the nominations.
•  People often nominate themselves, 

and I believe they should be proud to 
do so. You know better than anyone 
what you have accomplished. We live 
in a society where sometimes people 
feel it’s inappropriate to talk about 
their achievements for fear of being 
accused of bragging. You can state 
what you’ve done without belittling 
those around you, and you’ll often 
find that people want to know and 

share in your accomplishments.
•  We need our teams. It’s clear from the 

information provided in the awards 
nominations that, while one person 
is being nominated for an award, that 
person is partially successful as a result 
of the others with whom he or she 
works. It’s hard to go it alone, and 
having the chance to work with the 
right team can help make all of us 
better.

•  There is always room to grow. Many 
of our nominees took several years or 
even decades to get to the point where 
they are candidates for a recognition 
award. Some of them have changed 
careers, some have gone back to 
school, many have moved up through 
the ranks at their companies, while 
others have started their own compa-
nies. “It’s never too late to change and 
improve” seems to be a common 
theme amongst our award nominees.

•  Standing alone does not make a 
legacy. Across the board our award 
nominees are sharing their skills and 
insights and accomplishments with 
those around them – their co-workers, 
their families, their communities, their 
professional peers. Our nominees are 
invested in improvement on all levels 
with all of the people they reach.
We hope you follow the commen-

tary on www.cpapracticeadvisor.
com/awards where we interviewed 
our award winners. Learn more 
about these people who are making 
the accounting profession a better 
place for all of us.    

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

at @gperrycpa
GPerry@CPAPracticeAdvisor.com 

L
 
a st  m o n t h  C PA  P ra c ti ce  A dv i s o r 
announced the 40 Under 40 in the 
accounting profession. This month we’re 
announcing the Most Powerful Women 
in the accounting profession. In the 

spring, we name the top thought leaders in the 
profession. At CPA Practice Advisor, we like to 
recognize those who are making a difference and 
taking us all to new heights.
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Within the accounting industry, 
clients have come to expect on-
demand access to their financial 
documents, and online portal envi-
ronments ensure these needs are 
met in a simple and secure format. 
The benefits of portal environments 
also extend to the business – they 
incorporate software solutions that 
simplify workflows, foster a flexible 
work environment, and cut down 
wait times making customer service 
and support efficient and effective 
while firms gain productivity.

By eliminating these distrac-
tions, CPAs can focus their time and 
efforts on helping clients plan and 
reach their financial goals – exactly 
what customers expect when some-
one else is handling their money.

So how will CPAs and their cli-
ents benefit from moving to a portal 
environment?

Flexible yet secure work 
environment
The next generation of work is a work 
from anywhere environment, where 
accountants and their clients have 
the ability to connect regardless of 
their location. With a portal environ-
ment, businesses stay productive by 
collaborating on projects from any-
where, updating documents in real 
time, and securely sharing files with 
colleagues in order to meet deadlines 
and provide great customer service.

The ease of a flexible work envi-
ronment also extends to clients. 
With a portal, they can access inte-
grated technology that enables them 
to review and sign documents from 
any mobile device. This means deci-
sions can be made without needing 
to meet in person.

Simplified management 
Desktops often become a cluttered 
mess and navigating between docu-
ments and program shortcuts can 
become a frustrating experience. 
With online portals, CPAs and their 
clients gain a simple and organized 
way to manage their information. 
In addition to having a central loca-
tion where they can access and col-
laborate on their documents, online 
portals can be easily integrated with 
other tools such as QuickBooks, pro-
viding users with a full suite of apps 
within easy reach.

Easy transmission of 
signatures without 
compromising integrity 
How much time and money is spent 
coordinating logistics with clients to 
sign important documents? The back 
and forth between a business and 
client to determine a time to meet, 
along with travel to and from the 
meeting, costs both parties. With an 
e-signature solution integrated into 
a secure portal environment, clients 

can sign and finalize their paperwork 
in one place – all electronically. Busi-
nesses don’t need to waste paper and 
ink and clients know their needs are 
being met in a timely and efficient 
manner.

Benefits of going  
paperless 
Going paperless should be a no-
brainer. By moving work and 
transactions to the cloud, firms cut 
down on paper and ink costs, while 
securely storing, syncing and shar-
ing documents.

Bruce Bromen of Bromen Sys-
tems Inc., a Minnesota-based busi-
ness advisory firm that provides tax 
preparation and accounting services, 
transformed his business by imple-
menting a file sharing solution for his 
clients and going paperless. He went 
from eight cases of paper used each 
year to only one and reduced his 
hours by 35 percent during tax sea-
son. With all of his free time, Bruce 
is now able to spend more time doing 
things he loves, like volunteering at 
MN Golf Association as a certified 
rules official.

In addition to time and money 
savings, businesses can also track 
who has access to these digital docu-
ments so that clients know that their 
confidential information remains 
secure.

Improved customer 
service 
Like all small and medium sized 
businesses, CPAs rely on the satis-
faction of their customers. To com-

pete with large enterprises, small 
accounting firms need to leverage 
technology to improve customer 
experience.

Portals cut down on the wait 
time for the transmission of docu-
ments between a business and its 
customer. Clients know their needs 
are being addressed in an efficient 
and effective manner, as they can ask 
questions immediately and provide 
signatures from any mobile device.

A flexible, mobile and secure work 
environment also frees up time for 
CPAs, allowing them to refocus 
more time on improving processes. 
For example, with Bruce Bromen’s 
increased free time, he was able to 
create an annual webinar for custom-
ers to learn more about their tax files 
and accounting working with Bro-
men Accounting.

Moving to a portal environment 
is something all small and medium 
sized accounting firms should 
consider, as both employees and 
customers demonstrate increased 
satisfaction with the ease of shar-
ing documents and delivering on 
contracts. At the end of the day, it 
is a win-win situation for both the 
business and customer. And who 
couldn’t use a little extra time in 
the day?  

How Accounting Firms Benefit 
From Moving to Client Portals
By Nathan Mote

A
 
s more people of all ages rely on 
mobile apps and devices to man-
age their daily tasks, online portals 
are becoming an effective method 
of sharing and exchanging files and 

information. They support two-way communica-
tions in a simple, secure format between a firm and 
its clients.

Nathan Mote is a product marketing 
manager at Citrix ShareFile.
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By Randy Johnston  FROM THE TRENCHES

Is the Cloud Still Hazy for Accounting Firms?

Although I didn’t invent the 
internet, I’ve been using it routinely 
since the 1970’s. I was fortunate to 
be involved with some of the first 
remote technologies, first hosting of 
applications, including QuickBooks 
and all of the first few SaaS (Software 
as a Service = runs in a browser) 
products. For some applications 
and businesses, that does mean 
that cloud is your best option. For 

others CEO of that may not be true. 
Organizations that have products to 
sell based on the cloud will clearly 
claim the merits. Entities that have 
had historically bad or marginal IT 
support may find improvements by 
using cloud technologies. Shops 
that have well run premise based 
IT rarely save money by using the 
cloud. Let’s see if we can provide 
guidance to help you with your 
IT strategy that may involve using 
cloud techniques.

What Works Best in the 
Cloud?
Some would simply say everything. 
During August at multiple confer-
ences I heard presenters make claims 
that if you weren’t completely in the 
cloud, you were “missing out” and 
“foolish.” While listening to the 
presenters, I was reminded of FUD 
(Fear, Uncertainty and Doubt) and 
FoMO (Fear of missing out) and 
the old 1500’s phrase “a fool and his 

money are soon parted” which was 
certainly observed by King Solo-
mon, too. While I certainly don’t 
have the wisdom of the ancients or 
the divine vision of the future, these 
things seem to be true right now:

Working well in the 
cloud:
• S a le s Ta x c a lc u l at ion s –  a s 

evidenced by Avalara, ADP, CCH 
and other providers

• Expense reporting – think Concur, 
Tallie, Expensify, Nexonia

• Bill payment – the leading product 
Bill.com, MineralTree and others

• Need collaboration for documents 
and files

• Office 365 runs a hybrid capability 
of premise based applications, cloud 
storage and SaaS applications

• Zoho Docs is an online document 

management system with deep 
collaboration inside their system 
and outside with Microsoft Office

• Google Docs has online and offline 
editing capabilities

• Portals – ShareFile, eFileCabinet 
SecureDrawer, XCM Portal, Zoho 
Client Portal, CCH Portal, and other 
portals provided by practice manage-
ment, document management, 
workflow or technology approaches 
such as SharePoint, Google Docs/
Sites or Box.net.

• Accounting and Payroll Software 
– some are making this work right 
including AccountantsWorld, Intuit, 
Xero, Intacct and a few others.

• Credit Card and ACH – Intuit 
Payment Processing, Sage Payments, 
PayPal, Square and more
Note that these cloud providers 

have worked on pricing models 
that are profitable while providing 
a service to you or your clients at 
rates that should have a positive ROI 
while saving you time. All named 
products are SaaS. Businesses look 
at these categories and sometimes 
choose alternate methods, such as 
spreadsheets for expenses or to not 

Randy Johnston is executive vice  
president and partner of K2 Enter-
prises and CEO of Network Manage-
ment 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. 

O
 
ne of the joys I have by being in the 
public eye so often is answering 
questions from attendees of CPE 
events as well as from this column. 
It is clear that strategies about the 

cloud are not understood. It may be more accurate 
to say that the claims are frequently not believed, 
the economics are not necessarily cheaper, and your 
IT problems may not go away when you use the 
cloud while you sing Kumbaya. I’m not anti-cloud 
or pro-cloud, but pro solving business problems in 
the best way available, at the least cost.
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Is the Cloud Still Hazy for Accounting Firms?
accept credit cards based on their 
perceived costs and value. Most of 
these products can be used with 
other SaaS products or with hosted 
or premise based products to create 
a hybrid solution.

Working to get to the 
cloud:
• Hosted offerings of all kinds – this 

is where traditional applications are 
run in a data center extending access 
via Microsoft RDS, Citrix or some 
other technology. Examples include:

•  Accounting software – QuickBooks 
desktop, Epicor, Open Systems 
TRAVERSE, Sage 300

• Cloud providers – typically take other 
applications and run them for you on 
their equipment, such as CPA firm 
software from CCH, Thomson, Intuit 
or Drake

• Email – provided by Microsoft via 
Office 365 or other email hosting 
providers, typically in the $4-15/
month/user range depending on 
features

• Most hosted offerings are from 
$125-250 per user per month

Users are choosing these methods 
because of perceived or real cost 
savings. The recurring cost model 
eliminates the upfront capital 
expenditure but typically results in 
greater long-term costs. Frequently 
hosting is used because internal or 
contracted support could not make 
the technologies work and the vendor 
has a standard implementation that it 
is responsible to maintain. 

Risks to this approach are that if 
something major goes wrong or there 
are performance issues, you have no 
way to resolve the problems and are 
entirely at the mercy of the vendors. 
Also, recurring monthly fees can be 
increased at contract renewal time, 
sometimes with surprising increases.

Decided it is faster and 
cheaper to stay premise 
based:
• Premise based f ile ser ver and 

workstations that have managed 
services and a private cloud with 
Citrix, Microsoft R DS or a V DI 
technology. Most managed service 
providers charge $100-150/per user 
per month.

• Use a remote sharing tool l ike 
MyQuickConnect, GoToMyPC, or 
LogMeIn Pro

• Run dominantly PC/Mac based 
applications and only occasionally 
need remote/work at home access

• Have enough expertise to maintain 
a system after it is installed or have an 
internal IT team with enough skills to 
implement and maintain.
With these strategies, you’ve 

looked at your business need, deter-
mined that most of your applications 
are still premise based, that you are 
willing to spend the capital upfront to 
reduce the expenditure over a longer 
period, and that you can get appropri-
ate anywhere, anytime, any device 
access with the remote technologies. 
Further, you own the products and 
can choose to use them for longer 
periods of time if the economics or 
business conditions demand it.

And What Works Best 
for my Firm?
First, feel comfortable that there are 
firms that are completely premise 
based and firms that are completely 
cloud based. Some use hosting, some 
use SaaS, some use remote access 
techniques. All approaches can give 
the advantages of anywhere, anytime, 

any device access when implemented 
properly.

Second, remember to include the 
costs of redundant internet lines if 
you don’t have them today, because 
while you may be able to work from 
home, you don’t want to send every-
one home each time your internet 
service isn’t working. A number of the 
cable providers give sporadic service 
with slowdowns and outages. Cloud 

vendors will always try to point to 
solving the problem with more speed, 
but that usually is only covering up 
some deeper problem.

Third, the more complex you are, 
the harder it will be to run everything 
in the cloud. You’ll be more likely 
to run a hybrid implementation. 
Integration costs will likely increase 
and upgrades to disparate systems 
are more likely to break your integra-
tions. This could force you back to a 
premise based model that is main-
tained by a knowledgeable managed 
service company.

Costs don’t necessarily drop when 
you use cloud technologies and in 
fact frequently increase. You have to 
look at the benefits for the costs and 
run your own numbers. I’m happy to 
provide an Excel based technology 
costing model for your use, where you 
should plug in your own numbers and 
assumptions. It’s not inevitable that 
“everything” will be in the cloud. I 
had hoped that the cloud would be 
working well enough and fast enough 
by 2010 that it would be the most 
economical option. It is not.

Just like the 1980’s when I was 
looking for the year of the network, 
the year of the network finally arrived 
in the mid-90’s, and many didn’t 
implement strong networks until the 
mid-2000’s. I’m looking for the year 
of the cloud. BTW, vendors who sell 
or promote cloud services will simply 
say I “don’t get it.” I get it completely. 
Are you buying the cloud or getting 
fog? It seems to be like a mirage…
the closer we get the farther away the 
oasis moves.   
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October 2016    •  www.CPAPracticeAdvisor.com       7

I’M LOOKING FOR THE 

YEAR OF THE CLOUD.
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In just the last couple of years, two Big Four firms 
have appointed female CEOs: Kathy Engelbert at 
Deloitte, and Lynn Doughtie at KPMG. And as 
women continue to expand their leadership roles in 
firms of all sizes, as well as at technology vendors, in 
consulting, public administration and accounting 
education, they will increasingly draw more women 
into partner and manager positions, shaping the 
profession significantly into the future.

Through the Most Powerful Women in Account-
ing awards, CPA Practice Advisor celebrates the 
increasing presence of women at the highest posi-
tions in accounting firms and organizations that 
oversee the profession, and recognizes those who 
have had the most impact. Nominations were 
open to the public on CPA Practice Advisor’s web-
site www.CPAPracticeAdvisor.com, and the final 
selection of this year’s recipients was determined by 
the publication’s editorial staff and advisory board.

“These leaders are setting new standards for 
professionalism within accounting, and are shap-
ing the profession through their work as partners, 
mentors, innovators and thought leaders,” said Gail 
Perry, Editor-in-Chief of CPA Practice Advisor. “I 
am honored to have the opportunity to work along-
side them, and CPA Practice Advisor will continue 
to chronicle their exceptional progress.”

The awards were announced and presented at the 
QBConnect Conference at the San Jose Conference 
Center, held October 24-26 in San Jose, CA.

2016 Most Powerful Women in Accounting
W

omen are increasingly 
attaining the reins of 
power in accounting 
firms, accounting for 

about 20 percent of firm partners. 
This is still not enough, according 
to thought leaders like Amy Vetter, 
CPA, who notes that women make 
up more than half of the overall 
workforce, so their representation 
in leadership is too low. Still, it is 
an improvement over a decade 
or two ago.

By Isaac M. O’Bannon, Managing Editor

Amy Vetter
CPA.CITP, CGMA

Dawn Brolin
CPA

Elizabeth (Liz) 
Taxin Nemiroff

Ingrid Edstrom

Angie Grissom

Cindi Fornelli

Elizabeth Pittlekow
CPA.CITP, CGMA

Jan Haugo

Anne-Lise Vivier

Cindy Schroeder

Gale Crossley
CPA

Jean Rakich

Bonnie Buol 
Ruszczyk

Danielle Supkis 
Cheek, CPA, CFE, CVA

Geni Whitehouse
CPA.CITP, CSPM

Jean Rogers

LEARN MORE ABOUT EACH OF THESE PROFESSIONALS AT WWW.CPAPRACTICEADVISOR.COM/12265815
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2016 Most Powerful Women in Accounting

Jennifer Warawa

Kimberly Ellison- 
Taylor, CPA, CGMA

Michelle Long
CPA

Jina Etienne
CPA, CGMA

Lauren Clemmer

Robin Hall

Stacy Kildal

Joanne Barry

Loretta Doon
CPA

Sandra Wiley

Susan Coffey
CPA, CGMA

Karen Abramson

Melissa Hooley
CPA, CGMA

Sharada  
Bhansali

In addition  
to this year’s 

Most Powerful 
Women,  

CPA Practice Advisor 
also recognizes  
the significant 

impact of several 
women on the 

accounting 
profession.  

These “LARGER 
THAN LIFE” 

professionals 
are:

Mary Jo 
White

Elizabeth 
Warren

Cathy 
Engelbert

Lynne 
Doughtie

LEARN MORE ABOUT EACH OF THESE PROFESSIONALS AT WWW.CPAPRACTICEADVISOR.COM/12265815
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TECHNOLOGY IN PRACTICE By Roman H. Kepczyk, CPA.CITP

Is Your Audit Practice Ready to be

Uberized?
The different vendors’ applica-

tions traditionally did not integrate 
well, but this mismatch of applica-

tions became the status quo for most 
firm’s audit production workflow. 
Evolution within the auditing realm 
was somewhat stagnate compared to 
what was happening in the rest of the 
business world, where hyper efficient 
web-based applications were able to 
displace levels of management and 
bureaucracy, while also providing a 
better end-user experience. Think 
NetFlix, Amazon, Airbnb, and of 
course Uber, which has not only 
improved the local transportation 
experience for passengers, but made 
it a less expensive and more efficient 
for everyone involved. This concept 
of Uberization is now impacting 
the auditing world and is on track 
to bring on the next great evolution 
in audit efficiency. Below we discuss 
five audit focused applications worth 
watching:

AdvanceFlow: Thomson Reuters 
has built a cloud audit suite that is 
browser based, reducing accounting 
firm’s workstation maintenance, 
application support, and archival 
requirements so auditors can focus 
on auditing instead of dealing with 
local technology issues. Thomson 

integrated a trial balance applica-
tion, PPC’s workpaper programs, 
and their established GoFileRoom 
workflow and document archival 
capabilities for the AdvanceFlow 
platform. This integration expands 
into tax production as well where 
data can be then imported into 
Thomson’s UltraTax and GoSystem 
Tax RS products. One of the primary 
benefits of cloud-based audit suites is 
that they are always available (7/24) 
and do not require local laptop appli-
cations be installed, maintained, and 
synchronized, as auditors work on 
the most current files and the vendor 
handles the updates, backup and 
recovery.

AuditFile: Similar to how the 
automated tax bookmarking tools 
forced standardization of tax files 
within tax practices, web-based 
audit suites force firmwide audit 
process standardization all the way 
through the delivery of the financial 
statements. AuditFile is another 
comprehensive cloud-based audit, 
review, and compilation tool which 
integrates client planning, workflow, 
trail balance and financial statement 
generation into a single seamless 
application. AuditFile can be 
accessed on a tablet and smartphone 
allowing managers to see the status 
of engagements as well as post and 
respond to review comments. With 
all data in the cloud secured by 256 
bit encryption, firms don’t have 
to worry about the cyber security 
impacts of a laptop being lost or 
stolen. AuditFile also integrates with 
cloud-based accounting products, 
QuickBooks Online and Xero to 
further streamline the data acquisi-
tion process.

SuraLink: Auditors spend a lot of 
time accumulating client documents 
through a variety of means includ-
ing standalone portals, secured file 
sharing, and email attachments 

Roman H. Kepczyk, CPA.CITP and 
Lean Six Sigma Black Belt is Director 
of Consulting for Xcentric, LLC and 
works exclusively with accounting firms 
to optimize their internal production 
workflows within their tax, audit, 
client services and administrative areas. 
His Quantum of Paperless Guide 
(Amazon.com) outlines 32 digital best 
practices all accounting firm partners 
need to understand today.

M
 
ore than two decades ago, industry auditing staples such 
as GoSystem Audit, Fast-Governmental, and Accountant’s 
Trial Balance were quickly replaced by a new generation of 
more robust audit engagement binders including CaseWare 
and CCH Engagement (formerly known as ePace). While 

audit binder applications evolved and included some integration and export 
capabilities, most firms continued to utilize their same PPC-directed audit 
approach and work programs, as well as adopting a third party secured email 
or portal solution.
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which then need to be consolidated, 
and unfortunately, is often done 
inconsistently in firms. Suralink 
has created a secure file hosting envi-
ronment that targets collaboration 
between the client and the firm to 
collect and organize source docu-
ments needed for the engagement. 
Their Dynamic Request list (PBC) 
makes it easy for clients to provide 
data and ask questions, as well as 
for the auditor to respond securely 
in real-time on any mobile device 
through a single application (just 
like Uber!).

Valadis: Audit pundits have 
long touted the value of auditing 
“through the computer” and the 

benefits of data extraction tools 
such as ACL, IDEA, and Monarch. 
Unfortunately, these tools were not 
as intuitive as using Excel, so many 
auditors fell back to converting any 
client financial data to Excel and 
individually developed manual 
processes to organize and validate 
the data. Valadis has “Uberized” 
this process for clients using 
QuickBooks, Xero, Sage, Microsoft 
Dynamics, etc. by importing a com-
plete copy of the client’s accounting 
database and automatically doing a 

comprehensive analysis that identi-
fies errors and anomalies, which the 
auditors can then review online. This 
saves time and also standardizes the 
output.

Rivio: CPA.com and Confirma-
tion.com have teamed up to create 
a secure clearing house for private 
company financial reports which 
mitigates the risk of a client altering 
a report after being issued by the 
CPA firm. Instead of the CPA firm 
forwarding a PDF of the report to 
the client or going through the 
process of requesting the client to 
sign a release so the firm can send 
it, the firm would post the financial 
report in the secured portal and the 
client would provide discrete access 
to their bankers, lawyers and inves-
tors, which do not have to disclose 
their access to the statement issuing 
CPA firm. This site basically mimics 
the SEC’s EDGAR database but for 

private organizations to minimize 
the risk of client’s fraudulently 
altering the information.

Cloud and mobile technology has 
already “Uberized” entire industries 
and is now infiltrating professional 
services as evidenced by this latest 
round of audit applications that are 
helping firms be more efficient and 
interact with clients more effectively.    
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Kelly Grace, tax partner at Eide 
Bailly, told us, “I use ZAPPOS all the 
time. Once you are a VIP, they offer 
free next day delivery. And, there is 
always free returns!”

Alina Nikishina, VP of firm 
management and senior accountant 
at Insperience Business Services, 
says she recommends INSTACART. 
“Instacart lets me order groceries and 
supplies from stores close to me on 
my phone and on my computer. They 
have fast delivery service and helpful 
customer service. I love it because it 
adds a couple of hours back to my life 
each week. It’s a life saver during tax 
busy season!”

GOPUFF is the “ultimate conve-

nience store at your finger tips. With 
locations in many major US cities you 
can have snacks and more delivered 
to your location in approximately 
30 minutes or less. Great for those 
late nights at the office!” according 
to Rosalind Sutch of Drucker & 
Scaccetti.

Michael Tomkins of CPA Tech-
nology Group uses VARAGESALE 
to buy and sell items locally. “My 
wife uses it all the time for buying 
kids clothes/toys, although I’m sure 
there’s a lot more on there. She’ll buy 
things in good condition at times for 
10% of retail. Just the other day, she 
bought a nice kids’ Ralph Lauren 
tee for $3! If someone rips you off, 

you can report them and they’ll be 
banned from participating anymore.”

TWILIO is the app recommended 
by Chris Ragain, founder and CEO 
at Tax Planner Pro. “This app allows 
you to send a quick text message to a 
customer right after a purchase. For 
instance, to thank a customer for 
their purchase or offer a companion 
product to them. It allows you to 
monetize a cell phone number or 
email address right away.”

“One of my Favorite retail apps is 
REDLASER,” said Caleb Jenkins of 
RLJ Financial Services. “I have used 
the app lots of times to find items 
locally and I have used the barcode 
reader in the app to compare prices 
with online and offline retailers. I 
also love the ability to save items for 
later which is great if you think you 
might want something in the future.”

“Target rolled out a new app, 
CARTWHEEL, that provides addi-
tional discounts while you are shop-
ping,” said Sarah Johnson Dobek, 
president of CPAsNET.com. “I also 
like CURBSIDE (even though it’s not 
in Denver yet). It lets you shop local 
stores for pickup. You order and it’s 

ready when you arrive. It 
can save you tons of time!”

Jordan Miller of Clif-
tonLarsonAllen uses the 
IBOTTA app. “It allows you 
to earn cash on everyday 
purchases primarily at 
your grocery store, but also 
at pharmacies, restaurants, 
and retail stores.”

“I recommend an app 
called RETAILMENOT, 
which allows me to find and 
use coupons for several of 
the stores I visit frequently 
for clothing and home 
goods,” said Elizabeth 
Pittelkow of ArrowStream. 
“The app lets me save my 
favorite offers in a ‘wallet’ 
for me to reference later. “

According to self employed cloud 
accountant Blake Oliver, “Facebook 
recently added a new feature to the 
mobile app: FACEBOOK MARKET-
PLACE. Think of it like Craigslist, 
but also linked up with your list of 
friends on Facebook. Next time 
you’re thinking about buying some 
furniture, it might be worth taking 
a look for something gently used on 
Facebook instead.”

And finally, Ian Vacin of Karbon 
sent us a treasure trove of apps. “Lim-
ited time to shop for that wedding, 
brunch business meeting or just to 
lounge around town? Inspired by 
something you saw? Use TRUNK-
CLUB to get a stylist to understand 
you, what you like, and what and why 
you need clothes that are perfect for 
you and then have a ‘trunk’ of clothes 
sent to you immediately. No more 
hunting!

“Forgot the critical ingredient for 
the cocktails you were going to make 
for your party guests? Sports game 
on and you forgot to go to the store? 
Use the SAUCY app or DRIZLY to 
have alcohol delivered to your door 
within an hour... or in less than 30 
minutes.

“Bored while waiting for a client? 
Want to get the best deal while pay-
ing a fraction of the cost? Looking 
for goods that aren’t name brand 
but essentially the same? WISH.
COM brings a huge shopping mall 
into the palm of your hand. Goods 
are 50-80% cheaper. Just note, you 
get what you pay for and most come 
directly from China manufactur-
ers. But, if you want to be a true 
consumer, go for it.”    

Mobile Retail Apps
By Gail Perry, CPA - Editor-in-Chief

T
 
oday’s shopper is an online shopper. 
We’ve gotten over the hump of enter-
ing our credit card information on 
websites because a)it’s safe, and b)who 
doesn’t like the speed and convenience 

of shopping online? We asked members of the CPA 
Practice Advisor community to share their favorite 
retail apps and this is what we learned.
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A YEAR IN THE LIFE: SALT ACCOUNTANT

1 
Getting nexus 
wrong

Nexus—your business’ relationship 
with a state that obligates you to 
collect sales tax—is the single most 
important thing you have to know 
when it comes to sales taxes. Your 
nexus will determine where you 
collect taxes. You must know where 
to collect before you can learn how 
much you need to charge, what to 
tax, what to exempt, etc. However, 
it’s often not that simple to figure out 
where to collect.

You probably know that you 
have to collect tax in the state 
where you’re based even if you have 
never heard the word “nexus.” This 
requirement comes from a 1992 
ruling by the U.S. Supreme Court 
in Quill Corp v. North Dakota that 
held that states may require you to 
collect sales tax only if you have a 
physical presence (nexus) in a state.

However, in a world where states 
are trying to collect as much sales 
tax as possible, the possibilities for 
nexus are also increasing. Some 
nexus-creating situations include:
• Storing goods in another state
• Having employees work for you in 

another state
• Regularly attending trade shows or 

other events in jurisdictions outside 

your home base
• Drop shipping
• Advertising online or using affiliates 

to get business in other states 
(click-through nexus)

• Exceeding a threshold set by a state 
for the amount of sales to that state’s 
residents
Of course, just to make it even 

more complicated, each state has 
different rules about nexus. It’s 
crucial to carefully examine any 
possible nexus-creating situations 
that might apply to you.

2    Using outdated tax 
rate information

Once you’ve figured out your nexus, 
the next step is figuring out the rate 
you need to collect. This informa-
tion is readily available via tax rate 
tables and state revenue department 
websites. But beware of plugging in a 
rate and forgetting it: Rates change 
all the time. Lawmakers (state and 
local) like to tinker with sales tax 
rates, both across the board and for 
individual products and categories. 
It’s crucial to stay current with any 
updates so that you can be sure 
you’re charging the right rates for 
right now.

3   Getting jurisdiction 
wrong

 It’s common for businesses to use 
ZIP codes to determine what sales 
tax rate to charge, but this may not 
always give you the right results. Tax 
jurisdiction and ZIP code boundar-
ies do not necessarily align, so one 
ZIP code can include more than 
one city or taxing jurisdiction and 
multiple sales tax rates. In Colorado, 
for example, the ZIP code 80111 
includes at least five different sales 
tax rates.

The key to accurately identifying 
your jurisdictions is geolocation, 
pinpointing the correct location of 
the transaction using data such as 
latitude and longitude coordinates.

4    Getting product 
taxability wrong

In order to collect sales tax at the 
right rate, you need to understand 
how your product is defined and 
taxed in the applicable jurisdiction. 
Is your product a good, a service, 
a digital object, or a combination 
of each? The correct definition is 
crucial to collecting the right sales 
tax rate.

Once again, definitions and 
rates vary widely among states. For 
example, while 65% of states have 
some definition of digital goods 
for sales tax purposes, some states 
answer the question of ‘what are 
digital goods?’ with precision, while 
some do not. Unfortunately, this 
inconsistency applies to objectively 
tangible goods as well.

5  Missing 
exemptions

Sales tax exemptions are a boon for 
the buyer but can create challenges 
when you’re collecting sales tax. A 
wide variety of items can be exempt 
from sales tax, from food and cloth-

ing to computers and comic books, 
and definitions and rules are differ-
ent for each state.

Then there are tax holidays, 
where certain products are exempt 
for a defined period of time, such 
as around the holidays or back-to-
school time. You need to keep track 
of these in order to make sure you 
are charging the correct rate for the 
correct period of time.

Solutions for small 
businesses
Sales tax automation software, 
such as Avalara’s AvaTax, can be a 
lifesaver for small businesses strug-
gling to keep up with all the details 
you are supposed to know in order 
to comply with sales tax rate rules. 
AvaTax integrates seamlessly into 
your accounting or shopping cart 
system, and special pricing plans 
make it an affordable option. It’s 
a solution that can make sales tax 
much more manageable for small 
businesses. Learn more.   

The Top 5 Sales Tax Mistakes
By Scott Peterson

C
ollecting sales tax can be compli-
cated, no doubt about it. For small 
businesses, sales tax can be even 
more of a challenge because they 
probably have limited time and 
resources to devote to it, but they 

also can’t afford to make mistakes. Charging the 
wrong sales tax rate can not only increase the risk 
of audits, penalties or fines due to noncompliance, 
it can cause lost customers. So it’s important to get 
sales tax rates right as efficiently as possible. Here 
are some common pitfalls to watch out for.

Scott Peterson 
is the Director 
of Government 
Affairs for 
Avalara, Inc. In 
his role, Scott 
leads Avalara’s 

effort to be the first name in sales tax 
automation.
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The Streamlined Sales and Use 
Tax Agreement (SSUTA or SST) 
is an agreement among 24 states 
and Washington, D.C. that aims to 
simplify the sales tax process and 
encourage online sellers to volun-
tarily collect sales tax for states. 
Businesses can voluntarily register 
with the SST to enjoy certain 
benefits across SST member states.

States that are members of the 
SST have agreed to use standardized 
forms, simplified filing and payment 
processes and uniform taxability 
definitions. Businesses can register 
and update sales tax information 
for all member states at one time in 
one place, and registered businesses 
also have access to electronic filing, 
reduced filing fees and, if qualified, 
certified tax decision software.

In addition to Washington, 
D.C., SST member states include 
Arkansas, Georgia, Indiana, Iowa, 
Kansas, Kentucky, Michigan, 
Minnesota, Nebraska, Nevada, 
New Jersey, North Carolina, North 
Dakota, Ohio, Oklahoma, Rhode 
Island, South Dakota, Utah, Ver-
mont, Washington, West Virginia, 
Wisconsin and Wyoming.

Tennessee is an associate state, 
which means it has fulfilled some 
of the SST requirements. Busi-
nesses that register with the SST can 
choose whether or not to register in 
associate states.

Benefits for small 
businesses
For small businesses with limited 
resources, registering for the SST 
can either make life easier for you 
or create more complexity than you 
want to deal with. If you are collecting 
tax in several SST member states, or 
you anticipate that you will be doing 
so in the future due to growth, SST 
registration may benefit you.
• You will only have to register once 

for all SST member states.
• Any information you update will 

apply to all member states.
• You will only have to keep track of 

one identification number to file and 
pay taxes in member states.

• You can use certified sales tax 
administration software to auto-
matically take care of calculation and 
filing for you, which may be subsi-
dized by states in some cases.

• Filing forms and exemption certifi-
cates are standardized across SST 
member states so that you don’t have 
to use different forms for each state.

• Depending on what you sell, uniform 
taxability definitions could be a 
benefit for you.

Creating complications
However, if you are not currently 
collecting sales tax in any of the 
SST member states, or only in a few, 
registering in the SST could cause 
unnecessary work for you. Once you 

register with the SST, you are regis-
tered for all member states, whether 
or not you actually do business there. 
You can’t pick and choose, but must 
follow the sales tax rules for registered 
businesses in each state.

Looking ahead to future 
legislation
Two major pieces of national sales 
tax legislation currently in the works 
are tied to the SST. The newly revised 
Marketplace Fairness Act of 2015, 
similar to a 2013 proposal, would 
broaden states’ authority to require 
remote sellers to collect sales tax, 
regardless of whether that business has 
a physical presence in those states. The 
legislation would only impact those 
out-of-state or remote sellers that have 
more than $1 million in gross annual 
sales, are not currently collecting sales 
tax, and are selling into states that are 
SST members or have instituted tax 
code streamlining efforts.

The Remote Transactions Parity 
Act of 2015 bill is similar to the MFA 
in that it would allow states that are 
SST members or have implemented 
simplification requirements to require 
remote sellers to collect and remit 
sales tax.

If either of these laws were to pass, 
sellers already registered with the SST 
would be a step ahead in complying 
with the new rules in those states. 
Businesses that are not currently 
collecting sales tax in the SST states 
may have to scramble to catch up if 
the laws pass.

Technology and the SST
One of the ways the SST is trying 
to make sales tax collection more 
palatable to businesses is through 
technological solutions. The SST 
offers registered businesses access to 
software that automatically calculates 
sales tax on transactions. These Certi-
fied Service Providers meet rigorous 
standards set by the SST.

Businesses that use a CSP are 
immune from audit liability for sales 
tax transactions managed by the 
software, and the cost of the software 
can be subsidized by the states for 
businesses that do not have nexus in a 
state but are “volunteering” to collect 
sales tax. Both of these features can 
be an advantage, especially for small 
businesses with limited resources and 
budget.   

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

October SALT Checklist
 Open items – help clients track down and  
account for outstanding overpayments/refunds
 Payments – help clients streamline SALT  
payments by making sure they are taking  
advantage of online payment methods
 Discuss liability for use taxes with affected  
clients
 Review out-of-state tax status of your SALT  
clients and set up calls or send emails to  
determine if there have been recent changes
 Connect with SALT experts in other states if 
you have any clients that have expanded their 
business to new locales
 Use social media to position yourself as an  
expert in your own state or local area

Streamlined Sales Tax: 
What Small Businesses 
Need to Know
By Scott Peterson

I
 
f your small business clients are trying to figure 
out how to deal with sales tax, there is a lot of 
alphabet soup to learn. Here’s one more: SST, 
which stands for Streamlined Sales Tax. This 
program can offer valuable sales tax collection 

resources for your business, but it’s important to 
evaluate whether it might right for you.
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Reviews

W-2 AND 1099 PREPARATION SYSTEMS

Year-End Payroll Compliance
By Mary Girsch-Bock

W
ith the number of contractors likely 
to increase in the coming years, 
the need for accurate and timely 
1099 processing will continue to 
grow. While many small business 
owners unfamiliar with the process 
may think that 1099 processing is 
simply completed at the end of 

the year, the work of processing a 1099 begins once a 
contractor is hired to complete a project, with person-
nel collecting information such as professional status 
(sole proprietor, LLC, Corporation) and tax identifica-
tion number immediately. Having this information 
entered into an accounting system promptly effectively 
eliminates the need to spend untold hours in January 
scrambling to collect this information from vendors 
that can be hard to reach.

For businesses of any type that may hire a contrac-
tor, it’s imperative that a system be in place to ensure 
that 1099’s are processed on a timely basis. Late or 
missing filings run the risk of both IRS and other 
state or local taxing organizations for not properly or 
promptly reporting income paid. It only makes sense 
that small businesses in particular may turn to account-
ing professionals to assist with 1099 preparation and 
filing requirements, rather than run the risk of being 
found non-compliant.

However, it isn’t just contractors receiving 1099s. 
While 1099-MISC remains the most frequently 
processed form, businesses and other entities are also 
responsible for processing other 1099 forms such as 
1099-INT to note any interest payments received, 
1099-DIV, which is Dividends and Distributions to 
indicate any distribution of retirement funds, and 
1099-C, which is provided to individuals when a debt 
owed, such as credit card debit, has been settled for 
the lower amount. 

The Affordable Care Act (ACA) has also added 
additional reporting burdens to business owners and 
individuals alike.

When looking at products included in this review, 
keep in mind that all of the products are typically 
updated in the later part of the year, so you’ll likely not 
see a final version until later in the year. Nevertheless, 
most of these products offer downloadable demos, so 
you can give them a try prior to purchasing.

This review looked at a variety of 1099 products, 
from basic 1099 processing to those that offer easy 
integration with other tax and related products. The 
products that are reviewed in this include:
• AccountantsWorld - After-the-Fact Payroll
• American Riviera Software - Magtax
• AMS Software - 1099-Etc.
• EG Systems - W2/1099 Filer
• Real Business Solutions - W2 Mate
• Spokane Computer - MAG-FILER
• Tenenz Laser Link
• Wolters Kluwer Small Firm Segment - W2 and 1099 

Payroll Compliance
Related article:

• Tenenz Eagle View
When reviewing these products, we looked at four 

different areas, which include:
Basic System Functions – This is where we look 

at the basic format of the product (on-premise vs. 
online), as well as just how easy the product is to use. 
We also address other areas, helping to answer com-
mon questions such as: Are user data entry screens 
easily navigated? Is forms-driven data entry available? 
Are additional modules available to increase product 
functionality?

Reporting – Reporting functionality is particularly 
important when looking at 1099 processing systems, 
so reporting options were reviewed and explained. We 
also looked at things such as the ability to use both pre-

printed and blank forms when processing 1099 forms. 
Can completed forms be saved in another format, such 
as a PDF? We also looked at the capability of filing 
forms electronically, and whether another module was 
required in order to do so. We also looked at whether 
reports can be exported to Excel or PDF?

Import/Export/Integration – Here we looked at 
how well this product would work with your existing 
accounting system. We also looked at whether the 
W-2/1099 product is part of a suite of products that 
offers full integration with client accounting data? 
Integration capability with other popular account-
ing products such as QuickBooks and Sage 50 was 
explored as well. Finally, we looked at whether data 
could be imported to Excel or CSV file formats, and 
whether that same data can be exported to those 
formats as well?

Help/Support options were also looked at. This 
included covering product support options as well as 
questions such as are product updates available? What 
about email and chat support? What are the training 
options available, and does the product contain good 
help functionality, getting started wizards, users manu-
als, or any other tools designed to assist new users?

While these reviews can hope to answer some the 
questions above, it’s up to each firm to determine 
exactly what their needs are when looking at W2/1099 
products for their own firm. And because products 
vary widely between basic forms processing, to those 
that contain sophisticated features that are suitable for 
larger firms with more complex needs, you alone can 
be the best judge for which of the reviewed products 
is best-suited for your firm.

So whether you’re in the market for a product for 
in-house use, or to offer services to your clients, there’s 
a product available that is sure to suit your needs.

BASIC SYSTEM 
FUNCTIONS

REPORTING INTEGRATION/
IMPORT/EXPORT

HELP/ 
 SUPPORT

OVERALL 
RATING

AccountantsWorld - After-the-Fact Payroll

American Riviera Software – Magtax

AMS Software – 1099-Etc.

EG Systems – W2/1099 Filer 

Real Business Solutions – W2 Mate

Spokane Computer – MAG-FILER

Tenenz – Laser Link

Wolters Kluwer Small Firm Segment – W2 and 1099 Payroll Compliance

Tenenz – Eagle View OVERVIEW: NO STAR RATING
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Reviews

W-2 AND 1099 PREPARATION SYSTEMS

BEST FIT
The product is best suited for 
accounting firms that are currently 
utilizing other AccountantsWorld 
products.

PRODUCT STRENGTHS
• Product can be accessed online 

from any desktop, laptop, or 
mobile device

• Offers seamless integration 
with other AccountantsWorld 
products

• Product is affordably priced for 
even smaller firms

POTENTIAL LIMITATIONS
• Product offers limited integra-

tion options for applications 
outside of AccountantsWorld

After-the-Fact Payroll from 
AccountantsWorld is designed 
specifically for professional accoun-
tants as a payroll system that offers 
excellent year-end tax reporting 
capability as well.

SUMMARY & PRICING
After-the-Fact Payroll, from 
AccountantsWorld is both a 
comprehensive payroll processing 
system as well as a terrific resource 
for year-end processing and tax 
compliance reporting. Designed 
to work in conjunction with other 
AccountantsWorld products, 
After-the-Fact Payroll is available 
for $395.00 for the first year, and 
supports unlimited clients. After the 

first year, product pricing includes 
75 clients and a charge of $4.00 per 
client over 75 charged.

www.accountantsworld.
com

BEST FIT
Magtax from American Riviera 
Software is a W-2 and 1099 
processing program ideal for both 
accountants and businesses.

PRODUCT STRENGTHS
• Product is available in two ver-

sions; Standard and Professional
• Product is easy to setup and 

navigate

• Offers an excellent selection of 
training and support tools

POTENTIAL LIMITATIONS
• Limited product integration 

available
Magtax offers an easily navigated 

user interface. Users can access the 
new filing wizard to create new 
datasets for processing, with the 
new dataset appearing in the Payer 

Manager area. Also available is an 
Affordable Care Act add-on module 
to process ACA Forms 1094/1095.

SUMMARY & PRICING
Magtax is an excellent year-end 
compliance and e-filing product, 
suitable for both businesses and 
professional accountants. The Stan-
dard version of Magtax is available 
for 199.00, with the Professional 

version running $299.00. Prior 
users will pay significantly less for 
the product renewal.

www.magtax.com

BEST FIT
W-2/1099 Forms Filer is part 
of Advanced Micro Solutions 
(AMS) 1099-Etc. suite of related 
applications and is designed for 
accountants offering payroll and 
related form processing to their 
clients.

PRODUCT STRENGTHS
• Product can be used as a stand-

alone product or as part of the 
1099-Etc. application

• Offers import capability using a 
variety of file formats

• Product is easily navigated

POTENTIAL LIMITATIONS
• Users will need to purchase 

the entire set of modules for 
complete functionality

W-2/1099 Forms Filer is part of 
1099-Etc., which includes a variety 
of modules that provide form 
processing functionality, including 
E-Filer, Forms Filer Plus, 1042-S 

Filer, and the Affordable Care Act 
(ACA) Filer. W-2/1099 Forms Filer 
is considered the base program and 
is required in order to run the other 
related applications.

SUMMARY &  PRICING
W-2/1099 Forms Filer is offers pro-
cessing of all year-end forms, with 
a few exceptions such as annual 
state returns, the 94x forms, ACA 
forms and the 1042, 1042S and 
1042T. Additional modules are 

available such as E-File and Forms 
Filer Plus are available to handle 
electronic processing and form 
printing. All modules in 1099-Etc. 
are priced separately, with the base 
system available for $79.00. A 
relative bargain, the entire group 
of modules can be purchased for 
less than $450.00.

www.1099-etc.com

BEST FIT
Accounting firms that currently or 
plan to handle year-end compliance 
reporting and filing for multiple 
clients.

PRODUCT STRENGTHS
• Users can easily access prior year 

data
• Offers both federal and state 

electronic form filing
• Very affordably priced

POTENTIAL LIMITATIONS
• Does not offer an online version 

of the product
W-2/1099 Filer offers year-end 

form compliance and processing. 
The product continues to update 
each year with new product 
enhancements including the avail-
ability of a 1095 module for Afford-
able Care Act (ACA) 1095-c/1094 
reporting, as well as the availability 

of a service bureau which will 
handle printing and filing tasks.

SUMMARY &  PRICING
W-2/1099 Filer can be easily 
downloaded from the EG Software 
website. This very affordable prod-
uct offers a multitude of features 
that aren’t available in products 
twice the cost. The base W-2/1099 
program is $109.00 for the first 
year, with a renewal cost of $79.00 

annually. Add-on modules are also 
available including the Laser Engine 
for Forms W2 and 1099, ($40.00), 
the 1095 ACA module ($100.00), 
and the QuickBooks Import Facil-
ity which runs $35.00.

www.w21099.com 

AcountantsWorld After-the-Fact Payroll

Magtax W-2 and 1099 Filing System

W-2/1099 Forms Filer - 1099-Etc.

W-2/1099 Filer from EG Systems

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264877

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264869

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264876

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264872
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W-2 AND 1099 PREPARATION SYSTEMS

BEST FIT
W2 Mate is well suited for both 
accounting firms processing year-
end compliance forms for clients, or 
businesses looking to produce forms 
in-house.

PRODUCT STRENGTHS
• Modular product allows users 

to purchase just what they need
• Affordable for any budget

• Supports an unlimited number 
of employees and recipients

POTENTIAL LIMITATIONS
• Need to purchase additional mod-

ules for full system functionality
W2 Mate is an easily affordable 

product from Real Business Solu-
tions that provides accountants and 
businesses with the ability to prepare, 
import, file and print both W-2s and 

1099 forms. The vendor also offers 
a long-list of add-on modules to 
increase product functionality.

SUMMARY & PRICING
W2 Mate is designed to efficiently 
process a high number of W-2s and 
1099s. Though sold as a series of 
modules, users would see far more 
product functionality if all (or most) 
of the modules were purchased. 

Pricing for W2 Mate is $39.00, with 
the network add-on available for 
$125.00, additional 1099 processing 
$25.00, PDF W2 runs $30.00, 1099 
Batch Emailer is $135.00 and Laser 
Forms runs $25.00, making the entire 
system available for under $400.00

www.realtaxtools.com

BEST FIT
Accounting firms of all sizes look-
ing for a complete W-2 and 1099 
processing and filing solution.

PRODUCT STRENGTHS
• Product is affordably priced
• Free training and support is 

included in the cost of the 
software

• Product offers easy system 
navigation

POTENTIAL LIMITATIONS
• Limited integration with other 

applications
MAG-FILER, from Spokane 

Computer is a product designed to 
both process and file W-2 and 1099 
forms, supporting both paper and 

electronic filing. A complete system, 
no additional modules are required 
in order to run the product.

SUMMARY & PRICING
MAG-FILER from Spokane Com-
puter is an excellent, all-in-one prod-
uct that can speed year-end forms 
processing tremendously. Users can 
choose to purchase the downloadable 

version form the Spokane Computer 
website for $334.00, or opt for a 
USB Flash Drive version, which is 
$374.00. The final 2016 version of 
MAG-FILER will not be released 
until December of 2016.

spokanecomputer.com

BEST FIT
Laser Link is an affordable compliance 
software product available on CD or in 
a more robust version for accountants 
who need to process year-end forms.

PRODUCT STRENGTHS
• Available in two versions – Laser 

Link (up to 25 free e-filings) 
and Laser Link XL, which offers 

unlimited free e-filings
• Affordable for firms of any size
• Product is easy to install and utilize

POTENTIAL LIMITATIONS
• Very limited integration options 

available
Laser-Link, from Tenenz, is an 

affordably priced year-end form pro-
cessing and compliance solution. The 

product is designed as a stand-alone 
solution, and offers easy year-end 
compliance for accountants.

SUMMARY & PRICING
Laser Link is now available in two 
versions; the original Laser Link that 
handles up to free 25 e-filings, or Laser 
Link XL, which offers unlimited free 
e-filing capability and is better suited 

for larger firms with more forms to 
file. Laser Link is priced at $65.99, 
and Laser Link XL is $199.00. Both 
products will be available in October 
2016. Tenenz also offers a variety of 
related forms for sale on its website 
that can be purchased along with the 
software.

www.tenenz.com

BEST FIT
The product works best for smaller 
firms that are currently using other 
Wolters Kluwer Tax and Account-
ing, North America, Small Firm 
Segment products which include 
ATX, TaxWise, and Payroll.

PRODUCT STRENGTHS
• Good integration with other 

systems
• Handles electronic filing for all 

necessary payroll and related forms
• Affordably priced

POTENTIAL LIMITATIONS
• Is not designed to be a stand-

alone product

SUMMARY & PRICING
The W-2/1099 and Payroll Compli-

ance system provides accountants an 
excellent tool for handling year-end 
compliance reporting. Both products 
are affordably priced, with W-2 /1099 
currently available for $239.00, and 
the more comprehensive Payroll 
Compliance available for $394.00. 
The W-2/1099 system files quarterly 
forms such as 940, 941, and 944, and 
prepares both W-2 and W-3 forms 

that can be distributed to recipients. 
The Payroll Compliance add-on also 
provides users with the ability to e-file 
an unlimited number of payroll tax 
returns at a cost of $1.50 per return.

www.cchsfs.com

W2 Mate from Real Business Solutions

MAG-FILER from Spokane Computer

Tenenz Laser Link

W2/1099 from Wolters Kluwer Small Firm Segment

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264879

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264868

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264870

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12264871
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An Online Option: Eagle View Filing Solutions - W-2, 1099 and ACA Compliance
Eagle View Filing Solutions, offered by Tenenz Inc., is 
an online filing service designed for small businesses, 
professional accountants, and even those who need to 
process a high number of year-end compliance forms 
suchas W-2s and 1099s. Billed as a more economical 
and convenient process than the traditional method of 
filing and printing W-2 and 1099 forms in-house, Eagle 
View Filing offers quick, online system access, while 

also eliminating the need to purchase costly software, 
forms, envelopes and even postage. No matter the 
quantity of forms, customers can opt to enter data using 
the easily navigated user interface, or even better, simply 
upload data directly into the system, with Eagle View 
doing all of the work, from entering the data, to process-
ing, printing, and mailing forms, as well as complete 
e-filing of the forms to the appropriate agency.

An Excel template is available for users to submit 
large quantities of data, or QuickBooks users can simply 
import data directly into Eagle View. 

Read the full overview of Eagle View at: 
www.CPAPracticeAdvisor.com/12264865
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THE PROADVISOR SPOTLIGHTSPONSORED CONTENT

As the leader of Intuit’s Accountant 
Segment in the Small Business Group, 
Preece will focus on championing the 
initiatives that support accounting 
professionals worldwide, and continuing 
Intuit’s mission to help accountants save 
time, grow their practice and become 
strategic advisors to their clients.

“Following Jim McGinnis as the 
leader of the Accountant Segment, 
I have big shoes to fill, but I’m most 
excited about continuing Jim’s work by 
extending the deeply-rooted relation-
ships with accounting professionals to 
solve their pain points in dynamic and 
innovative ways. I want our accountants 
and ProAdvisors to see me as their 
partner,” said Preece.

Preece, originally from the UK, 
started with Intuit working for their 
ProSeries professional tax product. 
He returned to the UK in 2013 to lead 
the QuickBooks UK business, where 
he focused on establishing awareness 
and localized QuickBooks Online 
offerings in the UK and France. Under 
his leadership, QuickBooks Online has 
experienced more than 200 percent 
year-over-year growth while doubling 
its employee base in the UK and France. 
This growth is largely in part due to 
Preece’s commitment to partnering with 
accounting firms to help them grow and 
make a difference.

“During my time in the UK, we 
worked hard to grow our customer base 
and build meaningful partnerships with 
thousands of accounting firms. We had 
to earn their trust through our actions 
and I plan to bring that same deep sense 
of partnership and true commitment 

to the success of our U.S. accounting 
professionals to help them grow, save 
time and make a difference,” said Preece.

Preece’s global experience has given 
him a unique perspective that will assist 
him in his efforts here in the U.S., but 
he also understands that there are 
slight differences in the way clients 
view accountants and the services they 
provide in the UK compared to in the 
U.S. A recent Intuit survey found that 
nearly 70 percent of small to medium 
enterprises in the UK expect their 
accountants to be financial advisors, 
and 62 percent require professionals to 
introduce new offerings and services 
in order to become a trusted advisor. 
However, only 40 percent of small 
business owners in the U.S. consult with 
an accounting professional in this way. 
Small businesses in the U.S. either are 
not aware or are not taking advantage of 
the valuable advice accounting profes-
sionals can provide.

“There’s clearly a gap to fill in the U.S. 
market. While it’s up to the accountants 
themselves to educate businesses about 
the strategic and advisory services they 
can offer, it’s up to us to provide the tools 
that help them offer those services suc-
cessfully,” said Preece.

Preece already has a plan in place for 
the first three months in his new posi-
tion. As leader of the Accountant Seg-
ment, Preece is committed to working 
with accounting professionals to identify 
working solutions as well as areas of 
improvement. He will focus on the ins 
and outs of accounting professionals’ 
daily routines to better understand what 
they need to be successful. Accountants 

can also look to connect with him in 
October at this year’s QuickBooks 
Connect confrence in San Jose. Preece 
will work closely with Intuit’s product 
and engineering teams to evaluate user 
feedback to continuously innovate and 
add new features to QuickBooks Online 
Accountant. Training is also a big initia-
tive for Preece, who plans to roll out 
newly specialized courses and training 
resources for accounting professionals 
and their practices that will focus on 
becoming a modern day practice.

“While my positions at Intuit have 
involved service to accounting profes-
sionals, it doesn’t mean I don’t have 
homework to do. Intuit’s mission has 
always been to provide the best products 
and services to help support accounting 
professionals, so my plan of action is 
simple: gather intel, iterate and imple-
ment,” said Preece. “I’m also well aware 
that 89 percent of small businesses say 
they are more successful when working 
with an accountant and, as such, one 
of my priorities will be to create more 
connections between small businesses 
and accounting professionals so that 
both can achieve long-term profitability 
and growth.”

A key factor in forging successful 
relationships between accountants and 
their small business clients continues 
to be cloud adoption. The cloud and 
mobile have genuinely changed how 
society as a whole works, communicates 
and collaborates. More and more small 
businesses have come to view accounting 
professionals as business advisors and 
expect an on-demand, anytime, any-
where service. As such, cloud adoption 

continues to be 
a priority for 
Intuit as the 
company recog-
nizes the major 
impact it has 
on how small 
b u s i n e s s e s 
engage with 
a c c o u nt a nt s 
and the type of 
services they expect.

“In the last year, we saw more 
customers subscribe to QuickBooks 
Online than QuickBooks Desktop – so 
we want to make sure that accounting 
and bookkeeping professionals are 
well-positioned to be strategic advisors 
to their clients and take their firms to the 
next level,” said Preece. “Whether it’s a 
feature update to QuickBooks Online 
that automates a manual process or 
adding more app partners to our arsenal, 
we’ll continue to implement ways to help 
accountants save time in order to focus 
more on their roles as trusted advisors. 
I’m confident in our team’s expertise, 
passion and drive to continue creating 
best-in-class offerings that help account-
ing firms on their journey to becoming 
Firms of the Future.”

Preece looks forward to his future 
with the Accountant Segment. And 
while the accounting industry has 
changed – and continues to – he 
believes Intuit’s mission remains the 
same at its core.

“I’ve had the opportunity to work 
across many parts of Intuit’s business 
including the accounting professional, 
small business and consumer tax 
divisions,” said Preece. “Intuit has a 
long tenured history of success and 
I’m proud to be a part of it. We’re just 
as innovative, dynamic and focused on 
solving big customer problems today as 
we were when Scott Cook first started 
the company.”  

I
 
f  leading the accounting industry is a chess game, then Intuit’s leadership is definitely making 
moves. The financial solutions developer recently announced the appointment of Rich Preece 
as leader of its Accountant Segment in the Small Business Group. Preece, who has been 

with Intuit for 14 years and most recently served as vice president and managing director of 
Intuit, Europe, will take over for Jim McGinnis, who will serve as vice president of product 
management in Intuit’s ProConnect Group.

Meet Rich Preece, Leader of Intuit’s 
Accountant Segment, Small Business Group
Intuit’s New Leader Lays Out His Plans for the Future of the Accountant Segment.

Rich Preece
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THE STAFFING & HR ADVISOR By Paul McDonald

In a recent Robert Half survey, 85 
percent of CFOs said they are confi-
dent their millennial employees are 
prepared to assume leadership posi-

tions. Good thing, too. Millennials 
— made up of both Generation Y 
(born 1978–1989) and Generation Z 
(born 1990–1999) — are already the 

biggest generation in the U.S. work-
force, according to Pew Research.

Accounting and finance organi-
zations that want to remain com-
petitive in the years ahead need to 
be grooming these professionals 
now to move into the top ranks. 
Question is, does your leadership 
training program suit your millen-
nial workforce?

M
 
 
 
 
illennials clearly have executives’ 
attention — and confidence.

 

Paul McDonald is senior executive 
director at Robert Half, the 
world’s first and largest specialized 
staffing firm. He writes and speaks 
frequently on hiring , workplace and 
career-management topics. Over 
the course of more than 30 years 
in the recruiting field, McDonald 
has advised thousands of company 
leaders and job seekers on how to hire 
and get hired.

HOW TO PREPARE MILLENNIALS 
  FOR  LEADERSHIP POSITIONS
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THE STAFFING & HR ADVISOR

While all generations share some 
characteristics and goals, millenni-
als self-report specific values, ambi-
tions, experiences and motivators. If 
you want to develop your millennial 
staff into finance leaders — or even to 
recruit and retain the best and bright-
est of this generation — you’ll need 
more than a one-size-fits-all profes-
sional development program.

Don’t panic. That doesn’t mean 
you have to overhaul your leader-
ship training program. But a forward-
thinking employer will consider how 
its training programs can meet both 
the firm’s needs and staff members’ 
career priorities.

Here’s an example: In studies and 
workplace surveys, millennials say:
• They expect continuous training.

HOW TO PREPARE MILLENNIALS 
  FOR  LEADERSHIP POSITIONS

• Their learning, communication and 
problem-solving styles are collabora-
tive.

• They desire ongoing feedback.
• They welcome change and see it as a 

chance for improvement.
• They want to have a voice and know 

their opinion is valued.
• They prefer face-to-face interaction 

with their employer and coworkers.
Now let’s apply those responses to 

a professional development program.
In the Robert Half survey cited 

earlier, CFOs said the most common 
means of training at their company is 
onsite sessions. This method works 
well for millennials because it allows 
them to interact face-to-face with col-
leagues. To make these activities even 
more effective and appealing, you 
could incorporate cross-departmen-
tal collaboration, as many millenni-
als enjoy learning in a diverse group 
environment.

Convinced, but unsure what steps 
to take now? Here are six more practi-
cal but effective ways to prepare mil-
lennials for leadership roles:

Don’t skimp on tech training.
Millennials are tech-savvy when it 
comes to devices and social media, 
but they still need to become well-
versed in the latest industry-specific 
software. Give them in-depth train-

ing on accounting technology 
like enterprise resource plan-
ning and cloud-based finan-
cial solutions. They can’t lead 
without a thorough knowl-
edge of these important tools.

Help with their career 
trajectory. 
Workers starting out in their 
careers don’t always know 
where they’re headed. And 
even if they have an idea, they 
will require your assistance 

to show them the way. Whether staff 
accountants or mid-career analysts, 
workers appreciate it when manage-
ment helps them formulate a career 
development plan. Accompanying 
this discussion should be action items 
for leadership training and attaining 
additional certifications or degrees.

Offer leadership opportunities 
early in their career.
The sooner you demonstrate confi-

dence in their ability to take charge 
of a group or project, the greater loy-
alty they’ll feel toward the firm and 
the more likely they are to stay for the 
longer term. Rewarding workers ear-
lier in their career, rather than later, 
also is an effective retention strategy.

Pair them with a mentor. 
One of the best ways for millennials 
to gain leadership skills is to have 
them work closely with senior-level 
professionals. If your organization 
doesn’t have a mentoring program, 
consider starting one — soon. Look 
at implementing reverse mentoring as 
well. Millennials enjoy sharing their 
insights and expertise with veteran 
colleagues, who may benefit from a 
fresh perspective.

Promote collegiality.
Millennials tend to have an egalitar-
ian approach toward leadership and 
management, rather than one that is 
top-down and rigidly hierarchical. 
Incorporate regular team-building 
exercises and retreats into your pro-
fessional development program to 
help foster strong connections among 
workers of all generations.

Coach millennials for leader-
ship with frequent feedback.
This generation grew up with contin-
uous and on-demand feedback, which 
means annual performance reviews 
alone are not enough. Instead, pro-
vide millennials with a regular dose 
of praise, recognition, instruction 
and constructive criticism. Consider 
holding weekly or biweekly informal 
meetings to chat about past perfor-
mance, what they’re working on and 
upcoming projects. During these 
talks, keep in mind you’re preparing 
future company leaders — and advise 
them accordingly.

Millennials have a slightly differ-
ent approach to work than previous 
generations. The way for managers 
to nurture leadership among these 
accountants is to incorporate meth-
ods that suit their communication 
and learning styles. In doing so, 
you can tap into the passion and 
drive of this generation and use it to 
strengthen your organization — and 
prepare for the future.   
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The new overtime and worker 
classification changes to the Fair 
Labor Standards Act (FLSA) that 
the Department of Labor recently 
published will impact millions of 
U.S. workers and their employers. 
The rules go into effect December 1, 
unless Congress intervenes to prevent 
or modify them.

Why do these changes matter? 
Because it will almost certainly 
affect how you pay at least some of 
your employees. In brief, if you have 
a salaried worker making under 
$46,467 per year, you will either 
need to give them a pay increase, cut 
them to hourly, or start paying them 
overtime when they work more than 
40 hours per week.

The new overtime and worker clas-
sification rule more than doubles the 
threshold from $23,660 that salaried 
employees could make and be con-
sidered non-exempt from overtime 
(meaning employers would have to 
pay them overtime if they made less 
than that amount). That threshold, 
which equals $455 per week, had 
not been fully adjusted for inflation 
since 1975, although the last partial 
update had been made in 2004. Still, 
it doesn’t take a genius to realize that 
a worker making under $25,000 is not 
a critical manager.

In today’s economy, however, can 
it be effectively argued that even the 
new threshold of $46,467 is a defining 
mark for “white collar” managerial 
positions? The CEO of the financial 
services firm Sageworks says the 
number is somewhat arbitrary, 

particularly with significant cost of 
living differences across the nation. 
Many other business groups are also 
against the new overtime threshold, 
including restaurant chains and those 
who rely heavily on telecommuters.

With the time left before December 
1, small businesses are advised to fol-
low these five tips:
• Revisit Current Wages, Salaries and 

Classifications. A good first step is 
ensuring employers truly understand 
their employees’ compensation struc-
ture, classification and the rules around 
FLSA exempt vs. nonexempt status. 
Employees that earn more than the new 
threshold of $46,467 can be classified 
as exempt from overtime if their work 
consists mostly of executive, adminis-
trative or professional duties. This is 
where having a solid understanding of 
their actual work duties is critical. 
Employees who earn less than that new 
threshold are probably classified as 
non-exempt, meaning they can earn 
overtime.

• Examine Employee Hours. Just as 
important as their classification and 
pay, it’s critical that employers assess 
the hours that their employees work, 
since that is at the core of overtime pay, 
if an employee ends up being non-
exempt. One method employers can 
use is to either reduce a worker to 
part-time, or to minimize the amount 
of work a salaried (but non-exempt) 
worker spends doing work. Employers 
should pay special attention to both 
remote workers, and regular staff who 
frequently perform work tasks after 
hours, such as checking emails and 

responding to clients. Businesses may 
consider using a time and attendance 
system that tracks worker hours and 
can alert them (and their supervisor) 
when they near or exceed a 40-hour 
workweek.

• Analyze Overall Payroll Costs. As 
mentioned previously, it may make 
fiscal sense in some cases to change a 
non-exempt employee from salary to 
hourly, and then pay overtime as neces-
sary. This can be most useful when an 
employee does not consistently work 
40 hours per week, but it requires more 
attention be paid to managing the work 
schedule. While the net-effect may not 
be much of an actual change in com-
pensation, however, this action may be 
perceived negatively by employees. So 
employers should communicate the 
actions in advance.

• Ensure Pay Equity. In order to ensure 
that employees are being paid fairly and 
based on their job, do not make changes 
on a per-employee basis, but instead 
based on their roles. This is especially 
important for businesses with low 
turnover, where an employee may have 
been in the same role for many years.

• Take Measures to Control Costs. If 
workflows in the business require 
employee action outside of normal 
working hours and that leads to over-
time for non-exempt staff, the business 
has a duty to pay them overtime. 

However, this is a good time to reex-
amine those workflows that might push 
staff members into overtime. Is it in the 
best interest of the business for its staff 
to be working after hours, on weekends 
or at other times? If it isn’t critical to 
business function, is it worth what will 
be an added expense? If not, then 
establish workplace policies that 
diminish the amount of work that 
non-exempt workers perform outside 
of traditional working hours. This can 
also be positioned as an effort to 
increase morale.
The new overtime regulations will 

have a significant impact on some 
businesses, while others may find that 
their increases in productivity over 
the past decade have been coming 
not only from technology, but also at 
the expense of overworked staff. The 
arguments will, of course, continue 
to be made on both sides until, and 
long after, the rules go into effect on 
December 1.

In the meantime, businesses can 
use the next several months to analyze 
their business labor and productiv-
ity, and get a better understanding 
of what they will need to change 
to minimize the effects of the new 
rules. It’s also a good opportunity to 
reassess actual jobs, requirements and 
descriptions.   

5 Tips to Prepare Small Businesses for 
New Overtime and Classification Rules
By Isaac M. O’Bannon, Managing Editor

A
 
re your small business clients ready 
for the new overtime laws? Unfor-
tunately, most aren’t, which means 
you’ve got a major challenge to 
accomplish in the next few months.

cpa_22-23_YIL Payroll_gp_io.indd   22 10/17/16   7:59 AM



  October 2016  •  www.CPAPracticeAdvisor.com       23

A YEAR IN THE LIFE: PAYROLL ACCOUNTANT

Beginning in 2017, for the 2016 
reporting year, businesses are 
required to send W-2 and some 
1099-MISC form recipient copies, 
and submit copies to the SSA/IRS, 
by January 31. This is regardless of 
whether the forms are being paper 
filed or electronically filed. Previ-
ously, filers had until as late as March 
to file some 1099s. The filing dead-
line for 1099-MISC only applies to 
businesses reporting nonemployee 
compensation payments in box 7. 
With the new filing deadlines com-
ing so early this year, end-of-year 
workloads and stress will increase, 
so it would be prudent to be prepared 
for these tasks before it’s too late.

The new deadlines are being 
imposed by the IRS in an effort to 
make tax documents more readily 
available to taxpayers prior to April 

15, reducing the need for taxpayers 
to request automatic extensions 
while they wait for some of their tax 
documents. Additionally, the IRS 
can better cross reference tax source 
documents on a taxpayer’s return 
when they have been filed earlier.

Greatland Corporation, one of the 
country’s leading providers of W-2 
and 1099 products for businesses, is 
stressing the importance of under-
standing the new deadlines and 
the impact these will have on filers. 
Historically, filers were required to 
provide W-2 and 1099-MISC forms 
to recipients by January 31; however, 
they were not required to submit the 
forms to the SSA/IRS until Febru-
ary 28 (paper) or March 31 (e-file).

With three months of work being 
condensed into 30 days, this change 
adds an extensive amount of work for 

filers in January. In addition, Forms 
1095-B and 1095-C filing deadlines 
also fall at the end of January for 
recipient delivery. This schedule 
means businesses will face a huge 
time crunch when planning for 
wage, income, and ACA reporting 
for the 2016 year.

In the past, some businesses 
would file W-2 and 1099-MISC 
recipient copies first and wait to 
find out if any changes were needed 
prior to filing to the SSA/IRS, which 
lessened the risk for possible correc-
tions. Due to the earlier deadline 
in 2017, businesses may need to 
abandon this strategy and consider 
filing to recipients and the SSA/IRS 
concurrently.

To further complicate January’s 
filing deadlines, the IRS recently 
eliminated the automatic 30-day 
extension of time to file W-2 forms. 
Previously, filers could obtain an 
automatic 30-day extension by 
submitting Form 8809 to the IRS 
on or before January 31. Filers 
could also request an additional 
30-day extension, pushing their 
e-file deadline to the end of April. 
These automatic extensions will no 
longer be available when filing W-2 
forms for tax year 2016.

“At Greatland, we believe it is 
extremely important to explain the 
new early deadlines and the effect 
they will have on filers in 2017,” 
said Bob Nault, Greatland’s CEO. 
“We don’t expect most businesses 
to understand the intricacies sur-
rounding reporting, which is why 
we are proactively informing our 
customers of these changes and 
have a knowledgeable team ready 
to help.”   

New Filing Deadline for  
Forms W-2 and 1099-MISC
By Isaac M. O’Bannon, Managing Editor

E
 
very tax year brings a variety of changes, 
whether forms are updated or regula-
tions have changed. This year, there’s a 
major change that businesses and their 
advisors need to really keep an eye on: 

The deadline for submitting Form W-2 to the Social 
Security Administration and Form 1099-MISC to 
the Internal Revenue Service has been moved up.

A Year in the Life of a  
PAYROLL Accountant  

is sponsored by  
ADP and SurePayroll
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The cloud’s popularity derives 
largely from two factors – the ability 
to “pay as you go” for software and 
infrastructure, and the ability to rap-
idly deploy and scale technology by 
leveraging vendor infrastructure. In 
so doing, firms are able to focus on 
building and running their practices, 
leaving upgrades and maintenance 
to the cloud supplier and shift-
ing capital expense to operating 
expense.

For CPAs, cloud proponents paint 
a rosy picture. They describe a digi-
tal future in which accountants can 
access data from multiple locations, 
lower technology costs, eliminate 
system maintenance and upgrades, 
scale up with clients as they grow, 
add functionality, improve analytics 
and reporting, automatically update 
tax and foreign currency tables, and 
increase data security. From a firm 
management perspective, the digi-
tal future promises to help manage 
documents and projects, grow the 
business, and expand service offer-
ings without adding substantially to 
infrastructure.

Evidence suggests that accoun-
tants are ready to embrace the 
cloud, but aren’t sure where to 
start. A 2015 poll of AICPA mem-
bers by CPA.com found that while 
90 percent of respondents could see 
the digital future fast approaching, 
only 8 percent view the profession 
as “future-ready.”

By placing cloud adoption at the 

center of a renewed business and IT 
strategy, CPA firms can capitalize on 
efficiencies and drive business suc-
cess in both firm and client manage-
ment capabilities. A successful cloud 
deployment can improve agility, 
resilience and business continuity. 
However, CPAs and accounting 
firms continue to have questions 
about various aspects of cloud com-
puting. Below, we offer four cloud 
adoption tips that will help these 
organizations face the future, and 
their clients, with confidence.

Strategy
Deploying the right application on 
the right architecture is not as simple 
as migrating existing applications to 
the cloud. There are several strategic 
considerations to evaluate, including 
architecture, governance, readiness 
and platform integration with legacy 
systems. The first step is to establish 
goals and guiding principles to gov-
ern the execution of your strategy. 
This must include an articulation of 
the risks to be considered and your 
organization’s and its clients’ risk 
appetites.

Implementation
Continuity is a key consideration in 
any technology migration. In plan-
ning for a cloud conversion, consider 
the needs of your business opera-
tions and your clients. If continu-
ous access is required, a firm might 
want to consider a phased transition, 

with legacy systems providing conti-
nuity as new functions are added in 
the cloud. Over time, the goal is to 
migrate all operations to the cloud, 
but the phased model can be used 
to help mitigate transitional risk. 
Technically speaking, implementa-
tion and day-to-day management of 
cloud operations should be owned 
by the firm’s service operations func-
tion to ensure timely issue resolu-
tion and minimal disruption of the 
technology stack (infrastructure, 
platform, applications). Consider-
ations should include risk manage-
ment, capacity and vendor selection.

Service Assurance
A cloud migration is an excellent 
time for business process improve-
ment. Legacy applications may not 
be ready for cloud deployment. Care 
must be taken to ensure a seamless 
client experience. And the IT func-
tion will need to adapt to a new role 
of “service broker,” capable of navi-
gating between cloud and non-cloud 
platforms to deliver the best possible 
service to end users. Data portabil-
ity also is a big issue that needs to 
be addressed before committing to 
a cloud conversion. Data encryption, 
to protect sensitive data, both stored 
and in transit, is critical, as is data 
latency – the speed at which data can 
be stored and retrieved.

Security
There is a notion that cloud deploy-
ment means lower security. Security 
is certainly a major concern, but it 
is also a differentiator among cloud 
service providers. During vendor 
selection, it is important to vet can-
didates for data security and privacy 
safeguards, access management, 
compliance with company standard 

policies and procedures, compliance 
with any client-specific policies and 
procedures (including client aware-
ness and any required consent), 
industry-specific regulations, and 
incident management practices. 
Standardized controls should be 
developed and embedded in the 
design under strategy, implemen-
tation and service assurance. Peri-
odic due diligence is also required 
to assess whether data security, ven-
dor services and IT controls are up 
to date. Finally, firms need to have 
an organized approach to address-
ing and managing the aftermath of 
a security breach or attack. Foremost 
considerations include response 
times and incident responsibility.

In the final analysis, the cloud is 
only big and scary when viewed as a 
whole. Zooming in, you’ll discover 
it’s a lot like an atlas, full of cities, 
towns and ultimately homes of all 
shapes and sizes. The key to a suc-
cessful cloud implementation is find-
ing the right “cloud” home for your 
firm – defining clearly, up front, what 
you need the cloud to do for you, and 
shopping around until you find the 
right fit. Done right, cloud adoption 
can be safe and secure. It just needs 
to be part of a broader, holistic strat-
egy that transcends the technology 
itself.

The future will be here before you 
know it. Will you be ready?   

Putting the Cloud at the Heart of  
Your Accounting Practice
By Ed Page, Chris Wright

C
 
loud computing is on the rise as 
companies respond to a rapidly 
evolving business climate, an 
increasingly connected economy, 
and growing pressure to do more, 

faster, with fewer resources.

Ed Page is a Managing Director 
and leader of Protiviti’s Financial 
Services Industry IT practice.
Chris Wright is a Managing 
Director and leader of Protiviti’s 
Finance Remediation and 
Reporting Compliance practice.
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Cloud computing has become common in our daily 
lives. Nearly all of us use cloud technology to stream 
music, store photos, or access productivity platforms. 

It’s clear that cloud technology provides the benefits 
of access without many of the challenges of ownership. 
So why are firms delaying professional adoption? The 
answers won’t surprise you. But it’s worth looking at 
the numbers. I posed the following 4 Questions to more 
than 60 CPA firms who are not yet in the cloud. Here’s 
what they said.

WHAT CONCERNS ARE HOLDING YOU BACK 
FROM CLOUD ADOPTION?
Learning new programs .........................................10%
Security .......................................................................22%
Cost ..............................................................................19%
All of the Above ........................................................49%
Traditionally, accounting firms have cited Security 
and Cost as the primary concerns. This makes sense, 
seeing as their profession centers around guarding 
sensitive data and stewarding money. They need their 
technology partner to do for them what they do for 
others. 

It’s important to note that Security beat out Cost as 
the leading single concern. Accounting profession-
als understand that you get what you pay for – and if 
you’re going to pay more for anything – it better be for 
greater protection. 

WHAT IS THE PRIMARY ACCOUNTING SOFT-
WARE OF CHOICE FOR YOUR FIRM/CLIENTS?
QuickBooks™ Desktop ............................................65%
QuickBooks™  Desktop Hosted...............................3%
QuickBooks™  Online ..............................................11%
Other ............................................................................21%
At Cloudnine Realtime, we are licensed by Intuit, Sage, 
and Microsoft (Tier 1 Partner). We host more than 1000 
apps in our environments. While we are application 
agnostic, our survey found that 65% of CPAs and Book-
keepers operate on QuickBooks™ Desktop exclusively.

Many users who try QuickBooks™ Online feel it is 
inferior to the full Desktop version. I get it. When you’re 
in the business of making money, you don’t want to 
feel like you’re limited by the applications you use. We 

are pleased to offer those who prefer QuickBooks™ 
Desktop full desktop functionality, but with all the 
benefits of the cloud. 

WHAT ARE THE PRIMARY BENEFITS ENCOUR-
AGING YOUR ADOPTION OF CLOUD TECH-
NOLOGY?
Anytime, anywhere access to data and apps....71%
IT Cost Savings ...........................................................5%
Replace old IT Infrastructure ................................16%
Other ..............................................................................7%
When it comes to the BENEFITS of cloud technology, 
only 5% of respondents said that saving money on IT 
costs drove their decision to adopt. While 71% were 
most excited about anytime, anywhere access. By far, 
the leading benefit was freedom and simplicity. 

I’m glad to see accounting professionals putting a 
higher value on their time. At Cloudnine, we’ve made 
it easier for our customers to take control of their tech 
through the proprietary C9 Portal. In our portal, not 
only do our customers have 24/7 access to data and ap-
plications, they can also access backend maintenance, 
ticketing, users, and more.

HOW MOTIVATED ARE CPAS, BOOKKEEPERS, 
AND FIRMS TO MOVE TO THE CLOUD?
As soon as possible ..................................................36%
4th Quarter 2016 ........................................................30%
1st Quarter 2017 ........................................................25%
After April 2017 Tax Deadline ..................................9%
The cloud adoption timeline looks different for every 
business. What’s important to note is that over 65% of 
the professionals we surveyed intend to move this year.

Our research indicates that most accounting profes-
sionals are looking to move to the cloud right now. 
They care most about security, simplicity and acces-
sibility. And they want it at a competitive cost. If this 
sounds like you. We’re here to help. 

For over a decade, we’ve been leading the account-
ing industry into the cloud. We’ve helped thousands 
make the move. We’ll help you too. You can experience 
a no-risk free trial by visiting cloudninerealtime.com/
free-trial.

ROBERT  
CHANDLER:
Robert is founder and 
CEO of Cloudnine 
Realtime. He began his 
career in the account-
ing field in 1995. As a 
visionary, he quickly saw 
the future needs of the 
accounting industry and 
became an early adopter 
of Cloud Technology. He 
is now an acknowledged 
industry expert in Cloud 
Technology and a lead-
ing national advocate 
for modern accounting 
methods. Awarded “Top 
40 under 40” winner 
by CPA Practice Advi-
sor magazine and also 
recognized as a Business 
Leader by Small Busi-
ness Influencer, Robert 
continues to be a major 
catalyst in moving the 
accounting industry for-
ward through advance-
ments in the Cloud 
Technology field

cloudninerealtime.com
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PAST, PRESENT, FUTURE:  
THE EVOLUTION OF THE CLOUD
At a time when cloud adoption is now mainstream, many 
established software vendors are still playing catch-up. 
Wolters Kluwer was first to market with a cloud solution for 
tax preparation and workflow, and we’ve learned a lot along 
the way. The traditional vendors that waited to get into the 
cloud are just now introducing their cloud products, facing 
the same learning curve we’ve already climbed. At the same 
time, smaller start-ups are seizing the opportunity to sell to 
this market without having the expertise and background in 
the accounting profession. Firms shouldn’t have to choose 
between future-ready technology and deep knowledge of the 
way firms work. When a firm is ready to move to the cloud, 
we are proud to offer both. 

The benefits of moving to the cloud have been well-
documented. But change is never easy and we understand 
that some firms aren’t yet ready to make the leap. What 
we do know, however, is that those who seek cloud-based 
technology are willing to modify their processes and 
procedures so that they can take advantage of the benefits 
of the cloud. These benefits — including anywhere, anytime 
access to information so that firms can increase client 
response times, and having a central database to make it 
faster and easier to access files and fulfill client requests — are 
simply things that an on-premise solution cannot provide. 

HOW IS THE CLOUD AFFECTING THE 
PROFESSION NOW?
Today, clients are demanding more responsive service, 
including the ability to access self-serve features whenever 
they want. In response, we’ve been expanding the cloud-
based tools that firms can use to communicate and 
collaborate with their clients. This includes our digital 
tax organizer CCH® My1040Data, our client-facing portal 
interface CCH® Client Axcess, our first-to-market e-signature 
tool CCH® eSign, and our convenient, secure file exchange 
tool CCH Axcess™ Document Share Safe. 

Security is another concern we have been addressing. 
Firms used to think that their data was safer in their own 
offices than stored in the cloud, but more and more firms are 
realizing that data security is best left to IT professionals. 
Even firms that can afford an IT department to manage 
system updates and patches don’t want to necessarily rely 
on servers in their own offices to secure their data.

Of course, efficiency is always on our clients’ minds. That’s 
why we’ve been building out integrations and enhancing 

our products to reduce the amount of work needed to 
complete an engagement and automate wherever possible. 
We overhauled the CCH Axcess™ Practice billing and AR 
modules to reduce the number of screens and clicks needed, 
and added pools functionality to CCH Axcess™ Workstream 
to help staff decide what to work on next. 

Finally, in this day and age, mobility is key, so mobile 
solutions must evolve alongside the cloud. Our latest 
products and enhancements are being built using HTML5, 
making them mobile-ready and responsive to many different 
platforms and devices. We are also focusing on mobile apps 
that can be used to accomplish small “bite sized” tasks, rather 
than replicating the whole software in a mobile app.

WHAT SHOULD FIRMS EXPECT WITH  
CCH AXCESS™?
Firms that have completed their tax seasons using  
CCH Axcess year over year are seeing increased growth 
and productivity gains, not to mention improvements 
in IT/technology-related areas and handling regulatory 
complexity. But we know we must continue to innovate and 
bring new functionality and convenience to the platform. 
With each software release, customers can expect more 
efficiency and less manual work. 

WHAT ABOUT FIRMS THAT DON’T WANT 
TO MOVE TO THE CLOUD?
We continue to offer some of the best on-premise software 
available for firms of all sizes. And we have firms who may 
take pieces of their workflow and move it to the cloud, 
enabling them to make the process changes needed for 
cloud adoption in phases. However, the firms that want to 
grow fastest and profit most, well into the future, should 
seriously consider their overall strategy for moving to the 
cloud. Simply put, cloud technology allows firms to provide 
more client-centric service. If firms are spending too much 
time on work that should be automated, their clients may 
look elsewhere for the services they value. 

At a time when tax work is being commoditized, it is 
so important for firms to avoid becoming the commodity. 
With CCH Axcess, firms can help grow, manage and protect 
their businesses and their clients’ businesses. Some top 
performing firms have shared their stories with us, and 
included best practice tips to help others succeed.  

J. HEFFY PROVOST:
J. Heffy Provost is EVP & 
General Manager of the 
US Medium & Large Firm 
Segment at Wolters Kluwer 
Tax & Accounting, North 
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across sales, marketing, 
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the customer experience 
for software products, 
growing market share 
and transitioning to the 
company’s new platforms.
Prior to joining Wolters 
Kluwer in August 2014, 
Provost served as Division 
Vice President, General 
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Automatic Data Processing 
(ADP). Leading a variety 
of business units in the 
areas of HR, Payroll, and 
Benefits Administration, 
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Science degree in Business 
Administration, Management 
and Operations from Saint 
Michael’s College in Vermont. 
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WHAT SHOULD ACCOUNTING 
PROFESSIONALS KNOW ABOUT  
WORKING IN THE CLOUD? 
Tech-savvy Gen Y and Gen X business owners increasingly 
expect to interact with their accounting professionals the same 
way they run their businesses -- from the smartphone in their 
pockets. And they expect fast responses to their requests.

Working in the cloud enables accountants to have more ac-
cess to data anytime, anywhere, so accounting professionals 
are better equipped to solve for their clients’ unique needs. 
Accountants can customize QuickBooks Online for each of 
their clients utilizing Apps.com, the world’s leading small busi-
ness Apps Store with over 400 published apps that integrate 
with QuickBooks Online. The Intuit Developer Group works 
closely with third-party developers and strategic partners to 
provide meaningful solutions for accountants and their small 
business clients. 

WHY SHOULD ACCOUNTING FIRMS MOVE 
TO THE CLOUD? 
As the world becomes more connected, more data becomes 
available and accountants can access more through the cloud 
-- the power of what that can do for small business owners 
will only continue to grow. The major technology engines of 
the era -- cloud computing, social, mobile and big data -- are 
fueling a wave of consulting-based and advisory accounting 
services, giving accountants more insights to deliver benefits 
to their small business clients. 

HOW CAN ACCOUNTING PROFESSIONALS 
MAKE THE TRANSITION TO THE CLOUD? 
Making the transition to the cloud and embracing the evolution 
of becoming a Firm of the Future can often be a daunting change. 
Moving to the cloud is also not going to happen overnight, but 
is a gradual process over time. However, understanding the 
strengths of your firm, the goals of your clients, and setting 
clear expectations and guidelines about the process will ease 
the transition process. 

WHEN SHOULD I MOVE TO THE CLOUD?  
IS IT TOO LATE? 
It’s never too late! The transition process is different for every 
accounting professional and firm. For some, making the tran-
sition after tax time is the best time, but for others, it’s not as 
clear. One suggestion is to transition your own firm’s books first 
or start with just one client. It’s important to talk with each cli-
ent about their objectives and what the cloud can do for them. 

HOW DO YOU SEE THE CLOUD CHANGING 
THE ACCOUNTING PROFESSION IN THE 
NEXT 5 YEARS?
With the advent of cloud-based accounting software, accoun-
tants can tap into their clients’ information in a more granular 
way. Gone are the days of “managing the books” on an hourly 
basis. Instead, accountants are saving time by accessing their 
books anytime, anywhere and quickly moving between clients’ 
books. The result: accountants are spending less time doing 
compliance work and more time providing strategic advice 
that really matters. 

WHAT ADVICE WOULD YOU GIVE TO 
ACCOUNTING FIRMS THAT ARE LOOKING 
TO BECOME FIRMS OF THE FUTURE? 
A Firm of the Future is not only leveraging online accounting 
tools, like QuickBooks Online, and the apps that integrate with 
it, but is also providing strategic services and advice. The good 
news is that leveraging the cloud helps accountants do just 
that: spend less time doing manual data entry and more time 
focused on business strategy, value-add consulting and services. 
Online accounting tools, including the apps that integrate with 
them, help accountants provide these more valuable services 
accurately and in a more-timely manner. 

In the past, accountants spent time going from one client 
appointment to the next, so billing hourly made sense. With 
the increased efficiency and time savings achieved by using 
the cloud, hourly billing doesn’t work. It financially penalizes 
accounting professionals for the fewer hours they bill as a result 
of increased efficiency. A value pricing model rather than an 
hourly billing model matches the shift from compliance work 
to the freedom accountants now have to spend on consultancy 
and the value added by being a trusted advisor.

KAREN PEACOCK:
Karen Peacock is the 
Senior Vice President of 
Small Business at Intuit, 
overseeing all of Intuit’s 
small business offerings 
including QuickBooks, 
Payments and Payroll. 
$1.5 trillion dollars in 
commerce goes through 
QuickBooks each year 
and small businesses use 
Intuit Payroll solutions to 
pay 1 in 12 Americans.

Karen is passionate 
about giving small busi-
ness owners the support 
they need to focus on the 
things that inspired them 
to start a business – their 
customers, their products 
and their craft.

Prior to her 13 years 
at Intuit, Karen worked 
at a software startup 
and at the The Boston 
Consulting Group. She 
received an AB in Ap-
plied Mathematics from 
Harvard University and 
an MBA from Stanford. 
Her leadership was 
honored last year when 
she received the YWCA 
Tribute to Women Award, 
which recognizes women 
exemplifying excellence 
in leadership positions.

Karen lives in San 
Carlos with her husband 
& small business owner, 
Eric, and their two chil-
dren.

intuit.com
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You are more  
than numbers

Let’s talk about what you  

really do for your clients

You’re an expert at tax preparation, but that’s 

only the beginning. At the core of what you 

do, you keep your clients and their businesses 

going. You’re vital to their continued success

That’s why Intuit ProConnect™ dedicates itself 

to serving your tax and accounting professional 

needs, so you can confidently support your 

clients. Our goal is to build a place for the 

industry’s best to get even better

Learn more about what’s coming

and what it means for you at

WeAreProConnect.com

© 2016 Intuit Inc. All Rights Reserved. Intuit, the Intuit logo, Lacerte, ProConnect, the ProConnect logo, and ProSeries 
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HOW CAN THE CLOUD BE A  
COMPETITIVE ADVANTAGE?
Businesses have started to look for firms that use cloud-
based accounting, productivity tools and technologies. 
These collaborative tools improve productivity, lower 
costs, and make growth even easier to achieve. SMBs 
recognize how important it is to be able to share in-
formation quickly, that’s why the more processes and 
applications a firm can move to the cloud, the more ef-
ficient that firm can become.

As an example, after a firm files a client’s tax forms, 
they could offer tax planning sessions. With that ser-
vice, they could help clients decrease their tax burden 
in the upcoming year. After the firm completes a client’s 
income statement and balance sheet, they could show 
them what their cash flow will look like in the next 6 to 
12 months. With this information, the client can make 
expansion plans that could propel their business to the 
next level.

Clients want this type of accessibility and expertise 
from their accountants and other SMB service provid-
ers. They find it appealing that they can work with 
partners without constraints. Neither of them need to 
be sitting in the office in front of a computer in order 
to consult about their books. CPA and accounting firms 
that can provide this type of efficiency and high level 
of collaboration will position themselves far above firms 
that cannot.    

HOW DOES CLOUD ACCESS HELP  
MY CLIENTS?
The ability to access the business information clients 
need from any device, anywhere, at any time is a prime 
driver for cloud service adoption. Cloud access to the 
apps businesses use daily makes it simple to share and 
collaborate with their employees, customers, and key 
business partners – like their accountant. Businesses 
appreciate the flexibility the cloud gives them, allowing 
them to work from anywhere. 

And, when the accountant has access to client data 
in real time, they offer value to their clients. They aren’t 
looking at old numbers or past data. They see their cash 

and business position as it stands today. This informa-
tion and data will enable the firm to deliver higher value 
services to customers. Cloud technology can shift the 
role of an accountant from managing day-to-day tasks, 
to providing direction for the strategic growth of their 
clients’ business.  

Clients need and want expertise from their accoun-
tant. They want to know their trusted advisor is an ad-
vocate for their business success. 

CAN THE CLOUD BE USED FOR MORE 
THAN JUST ACCOUNTING?
Absolutely. Many Right Networks clients come to us 
initially because of our expertise in QuickBooks hosting. 
But it’s not just accounting software that has a place 
in the cloud. We have 400+ additional applications that 
our customers utilize every day to run their business. 
A firm can leverage our technology for all their desktop 
and web-based applications that are a part of a their app 
ecosystem. From productivity applications like Office 
365 to document management, time tracking and in-
ventory control – the cloud is the easiest way to stream-
line all of these processes into one integrated workspace 
to run a business. 

HOW DOES RIGHT NETWORKS HELP  
ACCOUNTANTS BENEFIT FROM  
OPERATING IN THE CLOUD?
Millions of accountants and small businesses love their 
QuickBooks Desktop. They’ve built their workflows 
around the robust features and functionality built in to 
the software. And, more and more, accountants are see-
ing the value in cloud accounting. Right Networks 
gives accountants the best of both worlds. By leverag-
ing our service, Right Networks customers are able 
to keep using their chosen accounting software and 
combine it with the power and benefits of the cloud.

JOHN FARRER:
John Farrer is co-
founder and CEO of 
Right Networks, the 
leading provider of fully-
managed application 
hosting for accounting 
firms and small to 
medium businesses. In 
2002, John observed that 
small businesses and 
accounting processionals 
were faced with 
challenges surrounding 
collaboration, workflows 
and efficiencies - 
specifically when 
working in and sharing 
QuickBooks files. As CEO, 
he has built and designed 
the infrastructure 
that supports the 
scalability, flexibility and 
reliability of the Right 
Networks hosted cloud 
environment and its 400+ 
business applications. 
Prior to founding Right 
Networks, his experience 
included designing and 
implementing server 
infrastructures for 
Fortune 100 corporations.

14 HAMPSHIRE DRIVE 

888-417-4448

rightnetworks.com
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We know small business. 
We know QuickBooks.
We know hosting. 

We’ll help you  
find your place  
in the cloud.

Collaborate with your clients and share file access

Get secure data protection

Access 24x7 live, U.S.–based customer support

Continue to use the software you know and love
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WHAT ROLE HAS THE CLOUD PLAYED IN 
THE EVOLUTION OF THE ACCOUNTING 
PROFESSION?
Like most technologies, including the cloud, you have to 
determine not only its effect on CPAs and accountants 
but its effect on their clients. With the cloud, it’s been 
overwhelmingly positive for both parties.

Benefits such as speed and efficiency, reliability, and 
enhanced customer service have become the norm for 
firms that have embraced cloud-based services. When 
data is stored in the cloud, both the firm and its clients 
can process and access it simultaneously, speeding up 
the rate of work and eliminating many of the manual er-
rors that may have occurred in the past. This all leads to 
more strategic and useful client advice being provided 
by CPAs and accountants, which then leads to more 
informed and practical decisions by the client, which 
finally leads to greater success for everyone . . . for both 
you and your clients.

WHAT IS THE FIRM OF THE NOW  
AND HOW DOES THE CLOUD MAKE IT 
POSSIBLE?
The Firm of the NOW focuses on 1) technology, 2) 
added services, and 3) growth. Central to these three 
points of emphasis is the cloud . . . it’s what makes it 
possible to improve your firm and provide more value 
for your clients.

By focusing on new technologies, including cloud-
based solutions and services within your firm, you’re 

able to better serve your clients. This can be seen in 
improvements to current services provided to clients as 
well as new services that were cost or time prohibitive 
prior to the cloud. Simply put, it means going beyond 
being a financial advisor and becoming your clients’ 
most valuable business partner.

WHERE DO YOU THINK TECHNOLOGY  
IS TAKING THE ACCOUNTANT/CLIENT 
RELATIONSHIP TO IN THE FUTURE?
The Firm of the NOW is all about helping clients be-
yond core accounting. It’s about transforming your busi-
ness from a professional service firm focused on revenue 
and billing to a professional knowledge firm focused on 
profits and value. The cloud helps to make this trans-
formation possible but quoting Doug Sleeter, “it’s your 
agility with new technology, new business models, and 
new customer services that will determine your future 
success.”  

I would also suggest that a Firm of the NOW is not 
just about being “in the cloud” or leveraging social me-
dia. A Firm of the NOW is also looking at the next 
generation of leaders within the firm and helping to de-
velop these high performers for future leadership roles. 
The Firm of the NOW sees the importance of quality 
talent and diversity of skills to meet client needs and 
wants which are also being impacted by technology.

RAY BARLOW:
Vice President,  
Sage Accountant  
Solutions

Ray is responsible for 
leading the accountant 
business and strategy 
for Sage North America. 
His teams innovate and 
deliver the technology, 
education, and services 
accounting professionals 
need to support small 
and mid-size businesses.

sageaccountantsolutions.com

Sage Accountant Solutions helps accounting professionals become more valued partners 

for their small and medium-sized business clients through solutions that fit every client 

need, size, budget, and platform requirement. With over 6 million customers globally and 

a suite of solutions to fit most every firm and client need, Sage is a rock-solid company 

you can trust to support your accounting firm and your clients today and in the future.
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Embrace the cloud. 
Become a Firm of the NOW.
Increase your firm’s profitability and long-term success 
by embracing technology, added services, and growth.

Sage Accountant Solutions gives you cloud and mobile access, so you can manage 
your firm and stay connected to your clients, wherever you do business.

Find out how Sage Accountant Solutions can help you and your firm become a Firm of the NOW.
Download the eBook at Sage.com/us/firmofthenow today.
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When women graduate from 
college and start their careers, they 
generally have a lot of time to pur-
sue career progression. But then our 
personal lives tend to become more 
demanding, whether that be start-
ing a family or otherwise. How do 
women ensure that their career will 
continue to progress if they have to 
take a step back?

There are generally two options: 
start working your way up your cur-
rent firm or go it alone. From my 
experience doing both, I have devel-
oped a set of questions that can help 
you make this important decision.

Starting your own firm is 
undoubtedly a huge undertaking and 
requires a significant investment in 
more ways than one. If you answer 
yes to the following three questions, 
you’re ready to go it alone.

Going it alone
• Are you looking for more 
flexibility?
One of the benefits of being your 
own boss is the ability to set your 
own hours. Being your own boss 

doesn’t necessarily mean you will 
be logging fewer hours. Working 
on a flexible schedule may work for 
those starting a family as there is 
the potential to be home during the 
important times. Maybe you want 
to be at home with your kids during 
the day and then work at night? The 
trade off here is your personal life.
• Are you a leader?
Taking a really honest look at your-
self is important when consider-
ing starting your own firm. You’re 
going to have to establish whether 
you have the leadership skills nec-
essary to not only be your own boss 
but potentially someone else’s later 
down the road. If you don’t see your-
self as someone who will be able to 
fill this role, you might need to bring 
on a partner or a staff member who 
has these qualities. I always say you 
should hire your opposite. As an 
example, if your talent lies with busi-
ness development hire someone who 
can work on the day-to-day tasks for 

clients. Hiring someone exactly like 
you won’t help, you need talent that 
balances out your personality.
• Do you know your purpose? 
Understanding your purpose for 
starting a firm will not only help you 
make your decision but it will set you 
up for success should you decide to do 
so. Author and speaker Simon Sinek 
developed an idea called “Start With 
Why” that suggests businesses are 
successful when they define their core 
beliefs and ‘why’ they exist, rather 
than ‘what’ they do. To develop this, 
think about the strongly-held beliefs 
you would communicate to a cus-
tomer or an employee.

After considering these ques-
tions you may realize that you are 
not ready to start your own firm. 
Here is how you know you’re ready 
to work your way up.

Working your way up
• Do your firm’s values match  
your own?
If you’re going to make a long-term 
investment in your current firm, 
think about whether its values align 
with your own. Progressing within 
a firm where there is a disconnect 
between your value system and 
theirs will only cause problems later 
down the road. Are you passionate 
about serving the community in 
which you work? Ensure your firm 
makes valuable contributions in 
this area. Make sure these values 
are clear and communicable.

• Will your firm be able to offer the 
flexibility you need?
Flexibility is a huge factor in decid-
ing what career path to embark 
upon, especially for working moms. 
Before making a huge career change, 
it may be an opportune time to have 
a meeting with a manager or partner 
in the firm and discuss with them a 
flexible career path that will not only 
integrate your personal life; but also 
allow you to continue to grow in 
your career. Having the option to 
work from home and move to proj-
ect-based billing is important too.
• Are they going to give you the 
right skills for where you want to 
be in the future?
If your end goal is being made part-
ner, you’re in it for the long haul. If 
you would eventually like to take 
up a technology advisory position, 
make sure those learning opportu-
nities will be on offer to you. If you 
want to specialize in a particular 
area, make that known and ensure 
you will be given enough rope to 
learn these skills. Will you be offered 
business development training? 
These are all questions to ask.

If you’re able to answer these 
questions affirmatively, then you’re 
on the right track to working your 
way up the ladder.

Taking into account all of these 
considerations will ensure you con-
tinue your uphill momentum, no 
matter where that might be.   

Women Accounting Professionals: 
Should You Go It Alone or Work Your Way Up?
By Amy Vetter, CPA.CITP, CGMA

I
 
n a recent column, I talked about how we can 
encourage more diversity in accounting firm 
leadership positions. But how do women know 
that this is the right way to progress their career?

Amy Vetter, CPA.CITP, CGMA (@AmyVetterCPA) 
is Xero’s Global Vice President, Education & Head of 
Accounting, USA.
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When most firm leaders think about succession plan-
ning, it typically involves grooming a successor who has 
put in years of hard work and knows the staff, clients, 
and firm practice overall inside and out. But, if your 
firm does not have a well-groomed heir waiting in the 
wings, you’ll be glad to hear that’s not your only option.

Mergers and acquisitions among small and medium-
sized accounting firms have become a viable succes-
sion planning strategy for accountants looking towards 
retirement. On the flip side, it’s also a popular growth 
strategy for firms looking to build their practice and 
clientele by acquisition.

According to the 2015 Accounting Firm Operations 
and Technology Survey, 37.7% of respondents said yes 
when asked if they’ve considered growth via merger 
or acquisition—an increase of 3.5 percentage points 
over 2014. With more than one-third of respondents 
considering this option, M&A in the accounting profes-
sion is certainly a trend that continues to be on the rise.

Understanding the drivers of 
accounting firm mergers and 
acquisitions
From market conditions to geographic expansion, many 
diverse factors are driving accounting firm mergers. 
For medium-sized firms, acquiring a smaller firm could 
aid in achieving growth targets. And because many 
small firms don’t have a succession plan in place, owners 
who are nearing retirement are seeing value in selling.

Allan D. Koltin, CPA, CGMA and CEO of Koltin 
Consulting Group, Inc., specializes in working with 
professional and financial services firms in the areas of 
practice growth, practice management, human capital, 
and mergers and acquisitions. He will be speaking at 
Thomson Reuters 2016 Synergy Conference this year.

“When I’m asked whether it’s a buyer’s or a seller’s 
market, I universally respond ‘yes’,” says Koltin. “The 
truth is that if you’re a high-performing acquirer or 
acquiree, you can make it work to your advantage.”

Other factors contributing to the rise of account-
ing firm mergers include advances in technology and 
gaps in talent. With many firms operating in the cloud 
and through client portals, the post-merger client and 
staff transition process is light years easier than in the 

past. Further, with many firms struggling to find tal-
ent, acquiring a fully vetted and experienced staff is 
certainly appealing.

“A firm that’s done well in terms of growth and profit-
ability is obviously going to catch the eye of a potential 
buyer,” continued Koltin. “But other factors, like talent, 
use of technology, scalability and niche specialty, can 
further increase interest.”

Making your firm more attractive
If you’re considering selling as an exit strategy, con-
sider these tips to make your firm more attractive to 
potential buyers.
1. Cultivate and diversify your client base.
Consider this. By 2020, 46% of all U.S. workers will be 
Millennials. By 2025, that number could rise to 75%. 
Is this demographic reflected in your client base? If it’s 
not, make sure you’re thinking long-term and seeking 
out younger clients.

Another tip for ensuring maximum value for your 
firm is to develop clientele within a specialty or niche. 
Providing consulting and advisory-based services is 
clearly the future of the profession–and developing a 
specialty in a particular area will make your firm much 
more attractive to prospective buyers.

Last, but not least, make sure you have a client reten-
tion strategy that demonstrates results. Whether its 
customer satisfaction surveys, incentives or testimo-
nials, buyers will want evidence of your longstanding 
relationships with clients.
2. Get organized.
According to the Journal of Accountancy, many M&A 
roadblocks involve unorganized firm information. 
This can include incomplete or nonexistent partner 
agreements, entrenched lease and location matters, 
and equity issues.

To avoid these pitfalls, make sure your documen-
tation is complete, you’re open-minded in terms of 
office location matters, and equity issues are sorted 
out ahead of time.
3. Utilize technology.
Firms with standardized and streamlined processes 
that utilize the latest advances in technology will no 
doubt be more attractive to prospective buyers.

From using cloud accounting software to end-to-end 
paperless workflow systems, firms with a deep under-
standing of how technology can transform workflow 
processes, improve accuracy and efficiency, and deepen 
client relationships present many strategic advantages 
for potential buyers. It also makes the transition much 
easier from a client and staff perspective.

Ensuring a good fit
If you’re nearing retirement age and considering sell-
ing your firm, you don’t have to sit around and wait 
for buyers to come to you. Instead, start planning for 
the sale early by making a list of potential firms and 
conducting due diligence on their areas of practice, 
relationships with clients, and business philosophies. 
Make sure you take into account their capacity to take 
on clientele, use of technology, billing structure and, 
of course, where they are located. If you want to transi-
tion your staff as part of the sale, make sure the firm is 
also a fit from a cultural and benefit perspective.  Also, 
consider if you want to continue to work for a period 
of time, perhaps on a reduced schedule, or if the sale 
of the firm marks the end of your time serving clients.

“Many people ask me whether or not M&A is work-
ing—and it’s probably the easiest question to answer,” 
said Koltin. “In the last 10 years, there’s been more 
M&A in the accounting profession than in the last 
100. And in the last 5 years, there’s been more M&A 
activity than in the past 25. If it weren’t proving accre-
tive, the door would be closing—and that’s certainly 
not the case.”

“Firms are getting good at it,” Koltin continued. 
“They’re doing their homework and asking the hard 
questions upfront. That way, there’s no surprises come 
closing time.”

In the end, seeking out a buyer for your firm can be 
an excellent succession plan if you prepare ahead of time 
and work to develop a firm that is attractive to potential 
buyers. By finding a firm that’s a good fit, you’ll guar-
antee continuity for your clients, a good home for your 
staff, and the ability to rest easy in your retirement.   

Accounting Firm Mergers & Acquisitions: 
A Growing Trend in Succession Strategy
By Jon Baron

W
 
hen most firm leaders think about succession planning, it typi-
cally involves grooming a successor who has put in years of hard 
work and knows the staff, clients, and firm practice overall inside 
and out. But, if your firm does not have a well-groomed ...

Jon Baron joined the Tax & Accounting business of 
Thomson Reuters in 1992. He has three decades of 
technology development and management experi-
ence. Jon holds a BBA in Accounting from Siena 
College and an MBA from Boston University.
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✓ 
Logo
Yes, this one’s obvious. Your logo 
(and it can simply be a text logo) 
should appear in the top left cor-
ner of all pages of your website. It 
should also clearly display your 
company’s name.

Be sure it reflects your firm’s 
culture and values. If it’s old or outdated, your 
site will give the impression your firm is old or 
outdated. If it’s fuzzy or made by an amateur, your 
firm will look cheap.

✓ 
Tagline
If your company name doesn’t 
describe what you offer – if you 
could be mistaken for a law firm 
--- then a tagline can clear up any 
ambiguity. Make sure your visitor 
knows what you do in the first few 
seconds; otherwise they won’t 

stick around to research your site.
I also like to add a geo tagline to sites I am hired 

to build. This helps the reader understand where 
you are based. Something like “Serving small busi-
nesses in the DFW Metroplex” will suffice. If you 
are located in the Northeast, I know this is a bit 
harder to do. You can list your county or the states 
you serve. If you serve clients nationally, I still rec-
ommend a geo line like this: “Serving clients in 
Atlanta, GA and throughout the U.S.”

✓ 
Opt-in
If visitors like what they see, but 
aren’t ready to call you, don’t lose 
them forever. Offer a free report 
and add them to your email list 
by providing an opt-in form that’s 
linked to your list management 
system.

✓ 
Contact info
This might be another no-brainer, 
but make sure your visitor doesn’t 
have to search far. If you want 
calls, post your phone number in 
large font at the top right corner 
of your home page (and all pages). 
Repeat it again in the footer and 

on a contact page that has your main phone, email, 
and office address at the top of the page. Too many 
sites list only a contact form on the contact page 
and that’s a mistake.

If you are solo, work from home, and don’t want 
to list your home address, get a P.O. box so that 
your firm doesn’t look like a fly-by-night operation.

✓ 
Headline
Your headline on your home page 
might be the most important 
component of your site. Often 
it takes the form of text against 
graphics in a slider photo on cur-
rent websites. For best results, 
make sure it’s worded to include 

a main benefit that your clients will receive by 
working with you. An example is “Tax Return 
Preparation Services that Help You Keep More 
of What You Make.”

✓ 
Credibility builders
Credibility builders are items 
such as awards and certifica-
tions you’ve received, photos of 
your staff, photos of you at con-
ferences, testimonials, client log-
ins, and privacy policy links, to 
name a few. The most important 

of these should be on your home page, and the 
rest of these should be on your bio and staff pages. 
These are things that distinguish you from other 
firms; they will help to de-commoditize your firm.

✓ 
Copy
 The copy that you add to your 
home page should describe the 
types of problems your firm can 
solve for their clients and show 
your expertise. Include cred-
ibility builders described above 
to show you’re the best solution.

✓ 
Calls to action
Calls to action help you gently 
nudge the visitor to the action 
you want them to take. Do you 
want them to call you? Make 
your phone number prominent. 
Do you want them to schedule a 
free consult with you? Include a 

scheduling button that links to automated sched-
uling software. Do you want them to sign up for 
your newsletter? Add an opt-in box.

How did your homepage fare against our eight-
item checklist? If you have six or more, congratulate 
yourself. If you have four or fewer, it might be time to 
take steps to make your homepage more effective.    

Eight Must-Have Items 
          on Your Website’s Home Page

By Sandi Smith Leyva, CPA

H
 
 
 
ere’s a quick checklist to make sure your website’s 
homepage is working hard for you. These eight items 
should be on your home page for best results:

Sandi Leyva, CPA, CMA, MBA, and founder of 
Accountant’s Accelerator, has helped thousands of 
accountants earn more, work less, and serve their 
clients better through her innovative coaching and 
training services.
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Dawn Hatch lives in the San 
Francisco area and is on a 

mission. “We noticed our unique 
neighborhood was going away, 
with vacant spaces due to small 
retail businesses shutting down, 
sometimes after only six months. A 
lot has to do with the rising price of 
rent and labor,” said Hatch, but she 
realizes that many businesses aren’t 
successful because they don’t realize 
or understand all of the back office 
intricacies of running a business. “If 
they don’t grow, we don’t grow – we 
wanted to find out what we could do 
to help empower them. We learned 
that can take a lot of the back office 
off of them, so they can concentrate 
on customers and product.”

Hatch knows firsthand how entre-
preneurs can start a business based on 
their passion without understanding 
the nuts and bolts that are required 
to keep the business running. “I got 
into accounting because my brothers 
started a business – it was trial by fire 
as we all jumped in and learned as we 
went.”

The retail field covers a lot of ter-
ritory, but Hatch notes that there are 
characteristics shared by most retail-
ers that can really benefit from the 
expertise of accountants, particularly 
those focused on the retail field. Cost-
ing, cost centers, inventory, sales tax, 
staffing, scheduling, to name a few. 

In addition to the obvious day-to-day 
accounting needs, Hatch places a lot 
of emphasis on planning and budget-
ing with her clients. “We always ask, 
‘Where do you want to go?’”

“A lot of retailers jump into it 
and they don’t know the questions 
to ask,” said Hatch, who is the 
principal, founder, and lead advisor 
at San Francisco-based MATAX, a 
full service cloud bookkeeping firm 
specializing in, among other things, 
small retail businesses. “Our retailers 
are all on the creative side – textiles, 
clothing, small artsy note cards, 
calendars, accessories, jewelry.” One 
might wonder if that right-brain 
creativity is an obstacle to running a 
successful business. “Actually, these 
entrepreneurs are used to thinking 
outside the box, they gravitate toward 
the new and unusual.” It has turned 
out to be a good fit for Hatch who 
recommends her small business cli-
ents use Xero as their base accounting 
software but then her firm customizes 
their accounting software with apps 
and add-ons for for the best possible 
solution.

Hatch recommends that accoun-
tants who want to improve their base 
of retail clients start by narrowing 
the field to particular verticals within 
the retail space like she has done with 
her creative artisan retailers. “Don’t 
take on retail clients if you wouldn’t 

visit their store or purchase 
their wares,” she cautions. “You 
really have to be interested in the 
person and product and what 
they’re spending their whole 
life doing.”

Bruce Phillips is the founder 
and CEO of Atlanta-based 
HPC, although Atlanta just 
represents a mailing address 
these days as all employees are 
remote and the firm’s clients 
are worldwide. His cloud-based 

business is a perfect fit for retail enti-
ties (representing about one third 
of his clients) because, “more so 
that other types of businesses, they 
exist in the cloud. Transactions are 
electronic as a general rule. It doesn’t 
matter where we are – we’re a virtual 
company.“ HPC’s focus is on retail in 
general and specifically those selling 
products through multiple channels 
including Amazon, their website, 
Shopify, PayPal, and more.

“The whole nexus issue – with 
multistate sales and income tax – is 
complex and it can be expensive 
too,” said Phillips. By specializing in 
retail, HPC has been able to develop 
expertise that goes far deeper than 
accounting. “We’re also very good 
helping with structure, consult-
ing, and administration including 
registrations. And retail clients need 
an inventory system.” Phillips has 
noticed that as his clients grow, they 
need software solutions that can grow 
with them. His cloud-based service 
relies on Xero because of how it syncs 
with business apps that allow HPC to 
custom fit the back office needs to the 
particular business.

“Many people start a retail or ecom-
merce business as a way to be virtual 
or self sufficient. They might start it 
on the side,” said Phillips. At HPC, 
the staff members evolve along with 
the firm’s clients – they focus on dif-
ferent roles so that they can learn their 
areas in depth. “From bookkeeping to 
accountants to CFOs, they all have 
their own niche. They know inventory 
systems, challenges, sales tax, nexus, 
reporting, KPIs (Key Performance 
Indicators) – it’s an evolution, we keep 
tweaking it.” His recommendation to 
accountants wanting to begin offering 
services to retail clients or expand 
their services is to start by developing 
an understanding of the complexities 
involved in the retail area.   

Retail Specialty Is a Good Fit For 
These Accountants By Gail Perry, CPA, Editor-in-Chief

RESOURCES FOR  
ACCOUNTANTS SERVING 

RETAIL BUSINESSES

Each month we explore the advantages and intricacies of developing and growing a niche practice.  
This month we’re examining what it takes to serve the niche of retail sellers.

Specialized Services for Accountants 
Serving Retail Businesses
www.cpapracticeadvisor.com/12267397

Social Media Tip Sheet for Accountants 
Serving Retail Clients
www.cpapracticeadvisor.com/12267409

Growing Your Retail Business eBook
www.xero.com/za/business-type/retail

BUILDING YOUR 

NICHE PRACTICE
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GREAT PRACTICES KARLA DENNIS & ASSOCIATES, INC.

L
ike many firm owners, 
Karla Dennis, EA and 
ow ner of La Palma, 
California-based Karla 
Dennis and Associates, 
Inc., started her career 
in corporate America. 
She was a tax super-

visor overseeing a team of eight 
employees and clock ing major 
hours. When she decided to start a 
family, she knew that working 100+ 
hours a week wasn’t going to work.

“I’m a worker. I give everything 
150%, and I knew that I couldn’t 
give 150% to my family and main-
t a i n t he le ve l  of  c om m it ment 
required for my job.”

After having her first child in 1991, 
Karla took a leap of faith and opened 
her own firm. She set up a DBA, got 
an 800 number, and advertised in the 
Yellow Pages…because that is what 
you did in the 90s.

And it worked. She started to 
bring in clients quickly, setting up 
appointments in her home where she 
w a s ra i s i ng her new bor n son . 
“People were ringing my doorbell 

whi le I was changing diapers,” 
Dennis recalled.

For a long time, Karla played all the 
roles in her businesses—including 
answering the phone, scheduling 
appointments, advertising, and pro-
cessing client work. She knew that if 
she was going to grow her business, 
she had to add staff.

Den n is sta r ted by h i r i ng a n 
assistant. “I had a one-bedroom 
home, so we sat in the same room 
and worked. In such close proximity, 
she l istened to al l my cal ls and 
learned how the business worked. I 
didn’t realize back then that you had 
to train your staff; my first assistant 
learned by osmosis,” she joked.

A few years later came Dennis’ 
second child. Busting at the seems, 
she knew that she could no longer 
work out of her home, so she began 
the search for office space. After 
signing the lease, she experienced 
what most entrepreneurs do — that 
twinge of fear.

“It was scary because I knew that 
I was now responsible for a monthly 
lease. I took a deep breath and just 

said to myself that there was no 
turning back; I was going to make 
this happen. I was going to be suc-
cessful and build my own l itt le 
empire...my way.”

Dennis proceeded to build her 
business via referrals and through 
com mu n it y i nvolvement .  S he 
joined the La Palma Chamber of 
Commerce, where in the first two 
years she became president. She 
also got involved in several civic 
e vent s ,  s uc h a s  t he L a Pa l m a 
beautification project.

“This was a way to network and 
bring in clients, but also a way that I 
could give back to the community 
and build my reputation as a busi-
ness owner that was here to serve my 
local community. People do busi-
ness with people they trust, and I 
bui lt trust through community 
activity,” said Dennis.

In the first year alone, Dennis 
brought on four more staff members 
and grew her business by 300%. Not 
too shabby!

Tapping into the per-
sonal side of business
Well-spoken and highly educated, 
having the smarts to run a successful 
busi ness is a g iven w it h K a rla 
Dennis. What truly differentiates 
her firm is a devotion to the emo-
tional side of business. Dennis works 
hard to understand her clients on 
ever y level—and that includes 
everything from their families, their 
fears, their coffee preference and, of 
course, the numbers.

D e n n i s  p r e f e r s  t h e  t e r m 
empathy—something at the core of 
her firm’s culture. She explained: 
“My clients complete a question-
naire right up front, which asks 
quest ions that focus on what’s 
important to them. I want to get to 
k now the person before I k now 
anything about their numbers. I 

Building Her Business Her Way…  
With Experience, Empathy and Understanding
By Kristy Short, Ed.D

(L-R) Frank Lizares, Silvana Jimenez, Karla Dennis
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want to know what drives my clients, 
including their business, families, 
passions, and goals. A l l of this 
information helps us best serve our 
clients and get them to where they 
want to be.”

She offered an example of why 
getting personal pays off.

Recently, a woman contacted her 
for help with her mother’s tax docu-
mentation. The daughter had located 
a folder with some tax documents 
and years of thank you cards and 
other personal communications 
from Dennis and her team. She 
asked Dennis to help consolidate all 
the tax documents needed to handle 
her mother’s estate, a request that 
was quickly fulfilled. As a result of 
the personal attention given over the 
years to her mother, the daughter 
also signed on with Dennis’ firm.

“Our clients feel how much we 
ca re about t hem…beyond just 
statements and reports,” Dennis 
stated.

Den n is went on to descr ibe 
another example: “I had clients that 

recently came in to thank me for 
providing them with the FAFSA 
forms required for college student 
aid. This is a function of our tax 
software, so why not offer a little 
extra to clients? I knew these clients 
had kids that were going to college, 
so providing them with the right 

forms would be helpful. This is all 
part of getting to know clients on 
that personal level. It keeps our cli-
ents loyal to us, and it just feels good 
to help at this level.”

But this level of service doesn’t 
come easy, it requires taking the time 
to record notes in each client’s file. In 
fact, Dennis trains her staff to docu-
ment personal information after each 
client contact, even as detailed as how 
they take their coffee. “We have 
extensive notes in our CRM, so when 
a client comes in we can ask how their 
kids are doing or if they are feeling 
better when we’ve heard they’ve been 
sick. It’s so much more than being a 
trusted advisor, it’s also about being 
thoughtful.”

She went on to say: “This type of 

personal interaction makes people 
feel good, and people want to work 
with people that make them feel good. 
When clients walk out the door, I 
want them to feel better than when 
they walked in; I want them to feel 
better about doing business with us.”

In fact, Dennis, so protective of 
her clients and ensuring that they 
have the richest service experience, 
takes great care when hiring and 
training new staff. Her first objective 
is to f ind candidates who fit the 
firm’s culture. “Skills are important,” 
she said. “But I will choose the right 
personality over skills every time. 
Employees have to be a good fit for 
the culture we’ve created. I can train 
someone on sk i l ls; I can’t train 
someone on personality.”

Emotion plays big into Karla 
Dennis’ business model. So much so 
that her mantra is wel l k now n 
throughout the firm: “People don’t 
care about how much you know, until 
they know how much you care.”

40 states and going 
strong
Dennis’ unique combination of tax 
and accounting expertise and per-
sonal touch have helped her grow 
her firm well beyond her home state 
of California. To date, Karla Dennis 
& Associates, Inc. services clients in 
40 states across the country.

“I’m licensed to do business in all 
50 states,” said Dennis. “My goal is 
to have clients in every state.”

As tech savvy as she is thoughtful, 
Dennis has built a firm that enables 
her and her team to serve clients 
across the country as easily as if they 
were in her home town of La Palma. 
“I have many clients that I’ve never 

met in person. That’s the beauty of 
technology; we can serve anyone 
from anywhere. We run on a pow-
erful web-based platform that has 
obliterated the boundaries of dis-
tance and time.”

While she relies on technology to 
expand her firm, Dennis is quick to 
add that you can’t lose that personal 
feel. “As much as we are living in an 
era of automation, we deal with 
people, and people want to feel like 
their advisor cares about them. We’ll 
never lose that.”

Karla Dennis & Associates, Inc. 
exemplifies what it means to be a 
“Great Practice.” The balance of 
experience, technology, and a caring 
culture have fueled the firm’s suc-
cess. Progressing from a small home 
office where she changed diapers in 
bet we en c l ient me et i ng s to a 
booming enterprise supported by 
eight full-time staffers is proof that 
Dennis’ business model is a winner. 
Whoever said “Nice guys finish last” 
clearly never met Karla Dennis.  

Kristy Short, Ed.D, is president of rwc360, LLC  
(rwc360.com)—a firm dedicated to providing branding, 
marketing , and public relations services exclusively to the 
accounting profession. She is also a professor of English  
and marketing. Reach her at kristy@rwc360.com.

“PEOPLE DON’T CARE 

ABOUT HOW MUCH YOU 

KNOW, UNTIL THEY 

KNOW HOW MUCH YOU 

CARE.”

(L-R): Kenneth Dennis, Arlene Magana, Karla Dennis
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The Internal Revenue Service 
will again be outsourcing some of 
its collections of federal tax debts 
next spring, and has selected four 
contractors to implement the new 
program.

The new program, authorized 
under a federal law enacted by Con-
gress last December, enables these 

designated contractors to collect, on 
the government’s behalf, outstand-
ing inactive tax receivables. As a 
condition of receiving a contract, 
these agencies must respect tax-
payer rights including, among other 
things, abiding by the consumer pro-
tection provisions of the Fair Debt 
Collection Practices Act. The IRS 

has selected the following contrac-
tors to carry out this program:

CBE Group
Cedar Falls, IA

Conserve
Fairport, NY

Performant
Livermore, CA

Pioneer
Horseheads, NY

These private collection agencies 
will work on accounts where taxpay-

ers owe money, but the IRS is no lon-
ger actively working their accounts. 
Several factors contribute to the IRS 
assigning these accounts to private col-
lection agencies, including older, over-
due tax accounts or lack of resources 
preventing the IRS from working the 
cases.

The IRS will give each taxpayer and 
their representative written notice that 
their account is being transferred to a 
private collection agency. The agency 
will then send a second, separate letter 
to the taxpayer and their representative 
confirming this transfer.

Private collection agencies will be 
able to identify themselves as con-
tractors of the IRS collecting taxes. 
Employees of these collection agen-
cies must follow the provisions of the 
Fair Debt Collection Practices Act 
and must be courteous and respect 
taxpayer rights.

The IRS will do everything it can 
to help taxpayers avoid confusion 
and understand their rights and tax 
responsibilities, particularly in light of 
continual phone scams where callers 
impersonate IRS agents and request 
immediate payment.

Private collection agencies will not 
ask for payment on a prepaid debit 
card. Taxpayers will be informed about 
electronic payment options for taxpay-
ers on IRS.gov/Pay Your Tax Bill. Pay-
ment by check should be payable to the 
U.S. Treasury and sent directly to IRS, 
not the private collection agency. 

The IRS will continue to keep tax-
payers informed about scams and pro-
vide tips for protecting themselves. The 
IRS encourages taxpayers to visit IRS.
gov for information including the “Tax 
Scams and Consumer Alerts” page.  

IRS Again Turns To Private 
Collection Agencies
By Isaac M. O’Bannon, Managing Editor

T
 
he Internal Revenue Service will again be 
outsourcing some of its collections of fed-
eral tax debts next spring, and has selected 
four contractors to implement the new 
program.

cpa_40_IRS.indd   40 10/14/16   10:06 AM



  October 2016  •  www.CPAPracticeAdvisor.com       41

BEST PRACTICESSPONSORED CONTENT

Moving to CCH Axcess saved 
the firm $40,000 a year over the 
cost of maintaining the server farm 
and the software themselves. “Just 
the cost savings from the change in 
infrastructure needs made it kind 
of a no-brainer,” said Ekrem. “That 
$40,000 could be better utilized. 
CCH Axcess could give us what 
we needed without sacrificing 
efficiency.” 

Three years ago, the firm spent 
two months getting ready for the 
transition, but the planning and 

the thought process that went into 
making a significant software change 
goes back so much further. “When we 
first changed from the old paper way 
of doing things, along with inputting 
the information into a tax engine, we 
saw that there were a lot of things in 
that paper process we love and that 
work really well,” said Ekrem. At that 
time, the firm members made lists of 
what they liked about the old paper 
process, the methods and solutions 
they did not want to be without. The 
goal was to “automate so that it has 
the same feel and flair of what we like, 
but with the ability to find things 
quickly,” explained Ekrem. 

That process worked so well that 
the firm used a similar method 
when getting ready to switch from 
CCH ProSystem fx software to 
CCH Axcess. “We dissected our 
process from start to finish. Starting 
with 1040s, state returns, financial 
statements — we set up a template 
for each kind of job we do — there 

were about 30 different kinds of 
jobs,” said Ekrem. With the help 
of Wolters Kluwer trainers, the 
firm was able to combine new best 
practice techniques provided by 
Wolters Kluwer with the step-by-step 
processes that were already working 
well for them, and the result was a 
system that fits the needs of the firm. 

“We worked hard with the Wolters 
Kluwer trainers and implementation 
people to make sure the transition 
would be as smooth as possible 
from the end user perspective,” 
said Ekrem. “The conversion itself 
was swift. We closed our office on 
a Friday at noon. Through Saturday 
and Sunday we did the conversion, 
and on Monday we went live and 
logged in to CCH Axcess.”

And from the client perspective, 
the process seemed seamless. In 
fact, initially there was almost no 
change. Clients have more options 
now — they can get their organizer 
through the company’s portal, and 
they can use the portal to submit 
documents, but they can still choose 
the old way of sending information 
by mail or fax. The new system allows 
the firm to quickly communicate 
and get responses from clients who 
aren’t local. “Many of our clients 
are snowbirds,” said Ekrem. “Once 
it starts raining they flood to the 
sunny parts of country. During tax 
season they’re often away, so our 
new system has allowed for better 
communication in a more secure 
way. We can still get their tax return 
to them wherever they are.” 

When asked about favorite things 
in CCH Axcess, Ekrem was quick 
to respond. “Previously, a customer 
would call and ask about a tax 
return — we didn’t know where 

it was in the process, when it was 
going to be finished, how long it 
had been sitting around — it took 
everybody a lot of time. Now it’s 
very clear who has the file and where 
the bottlenecks are in the office. It’s 
easier to allocate work.” 

The review process has improved 
as well. “I like the screen use — the 
ability to make my screen any size 
I want,” said Ekrem. “I can pop out 
an input section into another area or 
another monitor. It’s easy to identify 
overrides. The way  CCH Axcess uses 
bold colors, is much more dynamic 
and it automatically customizes to 
whatever screen you open. I can 
identify things faster and that saves 
me time. The diagnostics are easier, I 
can drill down faster to find the source 
of what’s in a field. I can have three 
years open at once on my screens if 
I like, I can also open multiple tax 
returns. If I can save a few minutes in 
every return it adds up really quickly.”

Ekrem has clear memories of what 
life was like before the firm started 
using tax and accounting software, 
but those memories are getting hazy. 
Even the transition to CCH Axcess 
three years ago is now drifting into 
the memory archives. “I really like 
innovating and making our product 
smarter, better, and faster. Doing a 
tax return is a commodity, we can 
only charge so much for it. I want 
to make sure we’re using our staff 
intelligently rather than just going 
through the paces. CCH Axcess 
saves us a lot of time and money.”   

Find out how you can leverage 
CCH Axcess to meet your needs. 
View a demo or request a one-on-one 
consultation today. CCHGroup.com/
Roadmap

CPA Nancy Ekrem Shares How 
Her Firm Saved $40,000 a Year 
with CCH Axcess™

Top performing firms are leveraging 
technology to build efficiency, save 
money, bring value-added services 
to clients, allow for easier commu-
nication with clients and staff and 
better manage the firm’s practice 
and processes.  In this series, we 
highlight firms that share their 
best practices  so you can follow 
the roadmap they provide and join 
them in the winner’s circle.

W
hen accounting and bookkeeping firm  
Dewar Meeks + Ekrem decided it was ready 
to upgrade its tax and accounting software, 
the choice was an easy one. “Our server was 
in a server farm where we maintained all of 

our software ourselves — the CCH® ProSystem fx® Suite. That 
was put in place when most of us worked in one main office. Now 
the firm has two offices, likes having remote access, and requires 
the security that goes along with that,” said Nancy Ekrem, CPA, 
shareholder at the firm which serves the Seattle area. “We needed 
an infrastructure that worked across the board for all our needs, 
not just tax. The decision was quite easy.” Dewar Meeks + Ekrem 
switched to CCH Axcess and has found the tax preparation, 
workflow and firm management system is not only saving the 
firm money but there is now a more efficient and more secure 
system in place. 

Nancy 
Ekrem
CPA
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THE LABOR LAW ADVISOR By Richard D. Alaniz

Voting and the Workplace — How to Stay in 
Compliance with State and Federal Laws

Employers need to understand the 
obligations and restrictions regarding 
allowing employees time off to vote, 
whether they can encourage employees 
to vote for specific candidates, and even 

if they can ban politicking from the 
workplace. Failing to do so can result in 
workplace discord, and in some cases, 
even violations of law.

Time Off to Vote
There are no federal laws that grant 
employees the right to time off from 
work in order to vote. However, 31 
states require that employers give their 
workers time off to visit a polling place 
to vote. In some states, that time off may 
need to be paid.

For example, in Nevada employees 
for whom “it is impractical to vote 
before or after” work are entitled to one 
to three hours off to vote, depending on 
how far their workplace is from their 
polling station. Employees have to 
request time off in advance, and 
employers can decide when leave can 
be granted. California workers may take 
up to two hours of paid time off at the 
beginning or end of their shift to cast 
their ballots, if they would otherwise 
not be able to vote because of their shift. 
Arkansas employers are required to 
schedule workers in a manner that 
ensures that employees have the 
opportunity to vote.

Penalties for failing to give employees 
voting time off as required by state law 
can range from nearly inconsequential 
to extremely significant. In Colorado, 
companies can lose their corporate 
charter. Under the Texas Election Code, 

it is a misdemeanor when someone who 
has authority over an employee “refuses 
to permit the other person to be absent 
from work on election day for the 
purpose of attending the polls to vote; 
or subjects or threatens to subject the 
other person to a penalty for attending 
the polls on election day to vote.”

Some states also require companies 
to alert workers about their voting 
rights. Under California Elections Code 
section 14001, employers must post a 
notice to employees advising them of 
provisions for taking paid leave for the 
purpose of voting in statewide elections. 
Postings must be done 10 days before 

a statewide election, and the posting 
must be in the workplace or where it 
can be seen by employees as they enter 
or exit the workplace.

Retaliating Against 
Employees for Political 
Activity or Affiliation
In some states, there are no laws against 
companies that discriminate or fire 
employees for political affiliations or 
political activities. However, other states 
explicitly prohibit it, including Cali-
fornia and New York. For example, in 
Michigan, it’s a misdemeanor for a 
supervisor to “either directly or indi-

E
 
lections often stir up passionate feel-
ings—and that seems to be particu-
larly true this year. As politicians and 
voters gear up for Tuesday, November 
8, employers may not know that their 

workers have certain rights when it comes to elec-
tions, and corporations even have rights of their 
own.

Richard D. Alaniz is senior partner at 
Alaniz Schraeder Linker Farris Mayes, 
L.L.P., a national labor and employment 
firm based in Houston. He has been at the 
forefront of labor and employment law 
for over thirty years, including stints with 
the U.S. Department of Labor and the 
National Labor Relations Board. Rick is 
a prolific writer on labor and employment 
law and conducts frequent seminars to 
client companies and trade associations 
across the country. Questions about this 
article, or requests to subscribe to receive 
Rick’s monthly articles, can be addressed 
to Rick at (281) 833-2200 or ralaniz@
alaniz-schraeder.com.
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THE LABOR LAW ADVISOR

rectly, discharge or threaten to discharge 
an employee . . . for the purpose of 
influencing the employee’s vote at an 
election.”

The stakes are even higher in Florida, 
where it’s a third-degree felony.
According to Florida state laws (S.S. 
104.081), “It is unlawful for any person 
having one or more persons in his or 
her service as employees to discharge 
or threaten to discharge any employee 
in his or her service for voting or not 
voting in any election, state, county, or 
municipal, for any candidate or measure 
submitted to a vote of the people.”

Other states, such as Colorado and 
North Dakota, prohibit discrimination 
for lawful conduct outside of work. 
Some cities also have their own regula-
tions. In Seattle, “political ideology” is 
protected from discrimination, along 
with religion, sexual orientation, and 
military status.

Political Displays at 
Work
When employees wear their politics on 
their sleeves—or on hats, by way of pins 
and buttons—it can lead to workplace 
distractions and even heated arguments. 
Fortunately, companies generally have 
the right to prohibit political parapher-
nalia in the workplace, along with 
campaign signs and solicitations.

However, employers need to be 
careful that these policies don’t violate 
any provisions of the National Labor 
Relations Act, which protects the rights 
of employees to engage in “concerted 
activity.” Concerted activity occurs 
when two or more employees take 
action for their mutual aid or protection 
regarding terms and conditions of 
employment. According to the National 
Labor Relations Board (“NLRB”), the 
agency that enforces federal labor law, 
a lone employee can also engage in 
protected concerted activity when 

acting on the authority of other 
employees, bringing group complaints 
to the employer’s attention, trying to 
induce group action, or seeking to 
prepare for group action.

If an employee combines a union 
message with a political one, such as a 
button expressing a union’s support of 
a particular candidate, the speech may 
be protected. If an employer tried to ban 
that button, it could find itself under 
investigation by the NLRB.

Staying in Compliance
In order to maintain a professional 

work environment while also staying in 
compliance with all local, state, and 
federal laws, companies need to take a 
few basic steps:
• Know the Laws

Laws can vary significantly from 
jurisdiction to jurisdiction, and the 
penalties for failing to comply can be 
costly. It’s important that companies 

understand the legislation that impacts 
each worksite. Knowledgeable attorneys 
can offer critical insights into this 
complicated area of law. They can also 
help employers prepare for an election 
that could impact their businesses, 
including special elections and ones that 
are strictly local.
• Consider Your Strategy and Goals

When companies decide to engage 
in political activity or support specific 
candidates, it’s important to consider 
what the goals are and the best way to 
accomplish those goals. This will help 
the company craft its communications 
and limit its communications to those 
employees it can legally solicit.
• Communicate with Workers

With the election looming, compa-
nies that are required to offer time off 
to employees should develop a policy 
that covers all logistics. The policy 
should explain what the company 
expects and whether employees need 
to communicate ahead of time if they 
plan to arrive late or leave early to vote. 
The policy should obviously be shared 
with all workers and supervisors, so 
there are no surprises on Election Day.

Voting is critical for democracy, 
which is why so many states have laws 
protecting employees’ right to vote. By 
knowing the relevant laws, employers 
can remain in compliance for this 
election, as well as upcoming ones.  

VOTING IS CRITICAL FOR 

DEMOCRACY, WHICH IS 

WHY SO MANY STATES 

HAVE LAWS PRO-

TECTING EMPLOYEES’ 

RIGHT TO VOTE.
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Payroll Services Offer Strong  
Revenue Stream for Accounting Firms
By Mary Girsch-Bock

L
et’s talk payroll. Arguably, the most important 
function an accounting firm provides (at least 
to your clients’ employees), payroll is also one 
of the functions regularly outsourced. Many 
business owners and accounting firms alike 
have neither the staff nor the desire to deal 
with the attention to detail that is required 
for processing payroll, taxes, and maintaining 

reporting with the IRS, SSA and states. So why would an 
accounting firm consider offering payroll services to its 
clients?

Profitability is a key factor. Adding payroll and human 
resource functions to your practice can significantly 
increase your profit margin year over year. On top of that, 
the ability to offer payroll to your clients will add more 
perceived value to your services from your client’s perspec-
tive, while also adding actual value to your firm.

The only question is if you’re in a position to add the 
service. If you’re already farming out your own firm payroll, 
adding payroll services may not be the best idea. But for 
those firms that effectively process payroll for employees 
in-house, it would be an easy step forward to add payroll 
and HR services to your firm menu. It’s likely that many 
of your clients are currently struggling with processing 
their payroll right now, or are using an outside service that 
may be competent but does not offer the same level of 
integration with other tax services that your firm is capable 
of offering.

Of course, gauging your level of interest is only the first 
step. You’ll also want to determine if the product would 

be best utilized as an on-premise product, or offer SaaS/
Cloud capability. You’ll also want to determine what level 
of service you wish to offer; such as complete payroll 
and tax processing, including time entry. Other areas to 
examine include:
• Will client employees have access to a portal where they 

can view payroll related documents such as pay stubs 
and vacation accruals?

• Will clients be responsible for any part of the payroll 
process, or will your firm handle everything?

• Do have adequate staff that can be trained to handle 
payroll processing and other related duties, while also 
serving as a point of contact for clients with questions 
or concerns?

• Have you worked out the costs involved and what you 
would charge your clients?

If you don’t have the answers to these questions, that’s 
fine. The reviews in this issue will go a long way towards 
pointing you in the right direction.

The products reviewed in this issue offer a variety of 
features and functionality, from complete onsite payroll 
processing, to cloud and SaaS products that offer easy 
product accessibility.For each of these products, we 
looked at a variety of categories that can play a large role 
in determining the software product that will work best 
for a particular firm. These areas include:
• Basic System Functions – which includes ease of 

use, whether the product is designed for accounting 
professionals, and product scalability.

• Reporting and Monitoring – which looks at options 

such as the availability of due-date tracking or system 
reminders, tax filing options available, as well as the 
ability to customize system reports.

• Integration/Import/Export – takes a look at how well 
the product integrates with modules from the same 
vendor, as well as third-party applications. This area 
also addresses the availability of Time Clock import, as 
well as what data import/export formats are available.

• Help/Support – one of the most important areas, 
and frequently overlooked by those in the market for 
software, we look at the availability of telephone and 
email support, user tools such as wizards, interactive 
help functionality, and whether an account rep is 
assigned to your firm.

• Client Self Service Features – important for those 
looking to outsource payroll completely, as well as 
those contemplating offering this level of access to 
client employees, this area looks at the availability of 
client and employee portals, and whether the option to 
brand the resultant product with a firm logo is available.

• Advanced Features – this area looks at features such 
as the ability to handle union or certified payrolls and 
the availability of HR tools.

So whether you’re looking to bring payroll back in-house 
for your own firm, or are looking to add payroll services to 
your firm’s menu offerings, spend some time looking at the 
products included in this review, download a software trial 
or view a demo, and then make an informed decision that 
could provide additional firm revenue for years to come. ●

BASIC SYSTEM 
FUNCTIONS

REPORTING & 
MONITORING

INTEGRATION/
IMPORT/EXPORT

HELP/ 
 SUPPORT

CLIENT SELF-
SERVICE FEATURES

ADVANCED 
FEATURES

OVERALL 
RATING

AccountantsWorld

ADP

AMS Software

Cougar Mountain

CYMA

Gusto Payroll 

Intuit

Paramount

Paychex

Real Business

Red Wing

SurePayroll

Thomson Reuters
   

NA

NA

NA

NA
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BEST FIT
Payroll Relief is part of the Accoun-
tantsWorld suite of products made 
exclusively for the professional 
accountant, and it is suitable for 
firms of all sizes.

PRODUCT STRENGTHS 
• Product is designed for accoun-

tants and not offered to other 
businesses

• Product is accessible via the 
internet or through a mobile 
device

• Custom branding allows firms to 
use logos and other firm brand-

ing on payroll services
• Firms can choose from two 

price points depending on firm 
needs and number of paychecks 
processed

POTENTIAL LIMITATIONS
• Those not using Accoun-

tantsWorld products will see 
less in benefits and functionality

Payroll Relief, from Accoun-
tantsWorld is designed for 
professional accounting firms. 
Accessible through the Internet or 
using a mobile device, Payroll Relief 
provides accountants with the tools 

they need to process payroll quickly 
and profitably.

SUMMARY & PRICING
Payroll Relief is designed 

specifically for accountants, and 
offers convenient product access 
via the cloud. AccountantsWorld 
offers special pricing of $1,495 for 
the first year, which includes an 

unlimited number of payrolls, along 
with product support. After the first 
year, pricing starts as low as $.45 
per check. For lower volume firms, 
a Per Payroll option is available, 
with a cost of $5.95 for 10 weekly 
paychecks.

www.accountantsworld.com

AccountantsWorld Payroll Relief Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265414

5

2016 
OVERALL 
RATING

How to Make Payroll Profitable
John Magaletti found a better way to do payroll: 
Better for small businesses, and better for his own 
firm’s profits. As the owner of  an investment and 
retirement planning business, he has been offering 
advisory and 401(k) services for many years. But 
after seeing the national payroll chains start butt-
ing into his specialty, he decided to get into theirs.

In 2008, he started SwiftChecks Payroll Services 
(http://swiftchecks.com), and since then it has 
grown to serve more than 450 business clients, 
ranging from one to 300 employees. In addition 
to offering full-service payroll with any pay fre-
quency, SwiftChecks also offers 401k, SEP IRA, 
time tracking, and background check services. 
The firm started in White Plains, New York, but 
has since grown to include an office and staff  in 
Boca Raton, Florida. SwiftChecks also partners 
with many accounting firms in those areas who 
don’t want to do payroll, since the firm doesn’t 
provide any traditional accounting or tax services, 
so he isn’t seen as competition to these other firms.

How did John grow his payroll practice so 
quickly? He initially started with a different pay-

roll system, but after just a couple of  years, that 
system wasn’t able to keep up with his needs or the 
needs of  his clients. When he discovered Payroll 
Relief  from AccountantsWorld, he knew it was 
a perfect fit. The completely web-based payroll 
system automates the entire process, from data 
entry to final payroll runs. It also includes time-
saving features that keep him always up-to-date 
on which payrolls need to be processed, payroll 
account funds, and a batch processing features 
that lets John and his staff  run multiple payrolls 
at once with a single click.

The features that John says he really appreciates 
are the all-inclusive pricing, and since he produces 
so many payrolls, he gets the volume discount 
costing him only 45 cents per check. That makes 
it possible for him to not only compete with the 
national service bureau companies, but to even un-
dercut them and still see a profitable engagement, 
he says. The payroll system includes multi-account 
direct deposit capabilities, as well as the ability 
to have an employee’s payroll deposited onto a 
pre-paid debit card, such as the Amex Serve card. 
Clients can even be given the option of  printing 
checks at their own office location.

With Payroll Relief, once a payroll is processed, 
the tax liabilities are automatically scheduled for 
payment on the due date, and AccountantsWorld 
also offers an optional service that takes care of  all 
tax payments, form printing, and form submissions 
to federal and state entities. The program supports 
payrolls in all states. As a web-based system, clients 
can be given secure online or password-protected 
email access to payroll reports, and client employ-
ees can even check prior pay stubs and year-to-date 
totals. John also uses Cloud Cabinet, an online 
document storage system that integrates with the 
payroll system, and provides automatic archiving.

“Payroll Relief  has made it possible for me to 
grow SwiftChecks and provide our clients with the 
best service possible,” John said. “It’s simple to set 
up and manage clients, and the system expertly 
handles any kind of  payrolls, from restaurants to 
retail, and even union certified payrolls.”

READ THE 2016 REVIEW OF  
ACCOUNTANTSWORLD PAYROLL RELIEF
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BEST FIT
AMS Payroll is well-designed for 
small to mid-sized businesses as 
well as accounting firms offering 
payroll services to clients.

PRODUCT STRENGTHS
• Affordably priced for even the 

smallest accounting firm
• Product offers excellent integra-

tion with other AMS products
• Product processes both live and 

after-the-fact payroll
• Suitable for both small business 

owners as well as accounting 
firms offering payroll services

POTENTIAL LIMITATIONS
• Product is not optimally 

designed to be used as a stand-
alone system

Payroll Software from AMS 
(Advanced Micro Solutions) is an add-
on module to their popular W-2/1099 

Forms Filer software. Best suited to 
smaller businesses, the product can 
easily process both current payroll, 
as well as after-the-fact payroll.

SUMMARY & PRICING
The primary function of AMS 
products is form filing, with AMS 
Payroll offered as an add-on module. 
Designed to be used with W-2/1099 
Forms Filer, AMS Payroll offers 
both live and after-the-fact payroll 

processing, and handles contractor 
payments as well. All components of 
the system are sold separately, with 
W-2/1099 required to run AMS Pay-
roll. W-2/1099 is currently priced at 
$79.00, with AMS Payroll running 
$129.00. Additional modules such as 
E-File Direct, Forms Filer Plus, and 
ACA Filer are also available, with 
costs varying.

www.1099-etc.com

BEST FIT
Denali Payroll is part of the Denali 
suite of products that is well-
designed for the small to mid-sized 
business. Denali Payroll can be used 
as a stand-alone product, or in con-
junction with other Denali products 
for a complete business solution.

PRODUCT STRENGTHS
• Excellent integration with 

other Cougar Mountain Denali 
modules

• Good selection of add-on mod-
ules available

• A wide variety of training videos 
and webinars are available

• Good selection of reports are 
available

POTENTIAL LIMITATIONS
• Limited on-line access

Denali Payroll, part of the Denali 
suite of applications, is designed to 
process payroll in a business envi-
ronment, though it can be used by 

accounting firms providing payroll 
services as well.

SUMMARY & PRICING
Denali Payroll, from Cougar 
Mountain Software, offers small to 
mid-sized businesses a comprehen-
sive, easy to use product that can 
be combined with other Denali 
modules for a complete accounting 
and payroll solution. Well suited for 
a variety of niche markets including 
retail and nonprofit organizations, 

as well as general businesses, Denali 
provides users with a variety of 
tools that combine to make the 
payroll process quick and relatively 
pain free. Pricing for Denali Payroll 
begins at $995.00, with the cost 
of additional modules or add-on 
options priced separately.

www.cougarmtn.com

BEST FIT
 CYMA Payroll is best utilized by 
mid-sized businesses that process 
payroll for at least 50 employees. 
The product works best when 
integrated with other CYMA 
Accounting products, although the 
module can be used as a stand-alone 
product as well.

PRODUCT STRENGTHS
• Product integrates with other 

CYMA modules
• Offers Employee Self-Service 

module for remote accessibility
• Product offers excellent HR 

functionality
• Excellent selection of training 

and help functionality available

POTENTIAL LIMITATIONS
• Product setup can be 

time-consuming
CYMA Payroll Software is part 

of CYMA’s modular accounting, 
payroll, and HR products. Designed 
to integrate with the core account-
ing and HR system, CYMA Payroll 

can also be used as a stand-alone 
product. Variations of the standard 
payroll module (reviewed in this 
issue) are available and include 
franchise payroll software, payroll 
service bureau software, staffing 
payroll software, and healthcare pay-
roll software, as well as Professional 
Employer Organization payroll.

SUMMARY & PRICING
CYMA Payroll is an excellent prod-
uct for businesses that pay more than 
50 employees. An in-house product, 

CYMA also offers accessibility to 
payroll data including time data 
entry as well as access to payroll 
related forms such as pay stubs, 
W-2’s, and other personal informa-
tion. Potential users can download 
a 30-day demo to review prior to 
purchasing. Pricing is available upon 
request, which can be completed 
from the CYMA website.

All add-on modules support, 
and software maintenance plans are 
available at an additional cost.

www.cyma.com

1099-Etc. AMS Payroll

Cougar Mountain Software - Denali Payroll

CYMA Payroll

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265416

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265419

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265411

4.5

4.5

5

2016 
OVERALL 
RATING

2016 
OVERALL 
RATING

2016 
OVERALL 
RATING

BEST FIT
RUN Powered by ADP Payroll for 
Partners is designed exclusively for 
accounting professionals who are 
interested in offering payroll and 
related services to their clients.

PRODUCT STRENGTHS
• Cloud based- with an easy-to-use 

mobile interface available
• Offers excellent marketing tools 

to accounting firms that are just 
beginning to offer payroll and 
HR services

• Offers a solid selection of HR 
related tools

• Excellent support options 
available

POTENTIAL LIMITATIONS
• Product is not part of a practice 

management solution

ADP offers a variety of payroll 
and HR related products to both 
businesses and accountants. RUN 
Powered by ADP Payroll for 
Partners is an offering designed 
specifically for accounting profes-
sionals that desire to add payroll 
processing to their offerings menu.

SUMMARY & PRICING
RUN Powered by ADP Payroll for 

Partners is designed specifically for 
accounting professionals and offers 
a variety of tools and marketing 
resources to help solicit and retain 
new payroll and HR clients. Product 
pricing is variable, depending on the 
needs of the firm, and is available on 
upon request.

www.adp.com

RUN Powered by ADP - Payroll for Partners Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265423

5

2016 
OVERALL 
RATING
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BEST FIT
Professional accounting firms that 
currently use Intuit products will 
benefit the most from Intuit Online 
Payroll for Accounting Professionals.

PRODUCT STRENGTHS
• Integration with QuickBooks 

products
• Pricing drops significantly with 

an increase in clients
• Offers online/mobile system access

POTENTIAL LIMITATIONS
• Product does not offer HR tools

Designed for professional account-
ing firms that wish to offer payroll 
services to clients, Online Payroll is 
available at wholesale pricing, with 
the cost dropping significantly as the 

accounting firm adds more clients.

SUMMARY & PRICING
Intuit Online Payroll for Accounting 
Professionals is designed specifically 
for professional accountants. Users 
can easily access the product online 
or via a mobile device, and a client 
portal is included with the product. 
Pricing begins at $35.00 per client 

per month, along with a $2.00 
monthly fee per employee. That cost 
drops significantly as more clients 
are added, so that a firm with 51 
payroll clients would pay $9.99 per 
month per client plus $.50 monthly 
fee per employee. Intuit is offering 
free direct deposit and no fees for the 
first client for 30 days.
Accountants.intuit.com

BEST FIT
Gusto is well suited for small to mid-
sized businesses up to 150 employees. 
The product also offers volume 
discounts and other benefits to 
accountants that utilize the product.

PRODUCT STRENGTHS
• Anywhere, anytime access
• Easily navigated user interface
• Good solution for both small 

businesses and accountants

• Product offers employee and 
client portals

POTENTIAL LIMITATIONS
• Product offers limited import/

export functionality
Formerly known as Zen Payroll, 

the company changed its name to 
Gusto in September 2015, adding 
HR, benefit, and workers compensa-
tion administration capability as well. 
Along with offering these additional 

features, Gusto has also added several 
payroll enhancements to its core 
payroll product.

SUMMARY & PRICING
Gusto Payroll is well-suited for small to 
mid-sized businesses as well as accoun-
tants offering payroll and HR services to 
their clients. Accountants using Gusto 
will have access to a dedicated Gusto 
Partner Advisor, and will receive one year 
of free payroll for their firm. By adding 

five new clients every year, firms can 
receive free payroll for their firm for life.

Base pricing for Gusto Payroll is 
$39.00 per month, along with $6.00 per 
person per month. Accountant pricing 
varies, with volume discounts given based 
on number of clients. Pricing includes all 
payroll functionality, employee and client 
portals, HR, Health and Benefits Admin-
istration, 401(k) administration and 
Workers Compensation management.

www.gusto.com

Intuit Online Payroll for Accounting Professionals

Gusto Payroll

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265421

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265420

4.75

4.75

2016 
OVERALL 
RATING

2016 
OVERALL 
RATING

Payroll Software engine with solid, core accounting components ideal for organizations with 50+ employees 

Corporate Payroll

Professional Employer Organizations

Nonprofit Organizations

Payroll Funding Organizations

Payroll Services

Fiscal/Employer Agents 

Web based Employee Self-Service

Import hours from Employee Self-Service, CSV 
files, and most time clocks

Employee Import and Feature Copy capabilities to 
get setup quickly

Unlimited Employees, Benefits, Deductions, Pay 
Features, Pay Frequencies, and more 

Printed and Electronic Tax Forms for all 50 States

Multi-State Payroll including Local Income Tax 
support for Pennsylvania (Act 32)

Affordable Care Act Recording and Reporting 
Tools for determining FTE status and completing 

1094/1095 B & C

Automatically create payroll liability invoices for 
payment in Accounts Payable

Full Support for the Fiscal / Employer Agent 
module including Schedule R 940/941

Dozens of reports and custom reporting options 

Advanced Workers Compensation Controls

Allocate Payroll Costs Across Projects / Grants

No Risk, 30 Day 
Trial Copy 

Available at 
www.cyma.com

www.cyma.com
800-292-2962
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BEST FIT
Paychex Flex is well suited for both 
businesses that wish to process 
payroll in-house as well as profes-
sional accounting firms wishing to 
offer payroll services to clients.

PRODUCT STRENGTHS
• Product is available in two 

versions; Small Business and 
Enterprise

• A mobile app is available that 

supports both iOS and Android 
devices

• Product offers solid integration 
with a variety of applications

• Good reporting options 
with built-in report writer 
functionality

POTENTIAL LIMITATIONS
• A la carte pricing could drive 

pricing up for some firms and 
businesses

Paychex Flex is a scalable payroll 
product designed for both small 
business owners as well as large 
enterprise operations. Professional 
accountants will also find the prod-
uct a good fit if they’re looking to 
offer payroll and related services 
to clients.

SUMMARY & PRICING
Paychex Flex, from Paychex offers 
users a streamlined payroll solution 

that is designed to integrate with 
other Paychex product offerings, 
mentioned earlier. Paychex Flex is 
designed for small and mid-sized 
businesses, as well as for account-
ing professionals looking to offer 
payroll services. Product pricing is 
available upon request.

www.paychex.com

BEST FIT
Payroll Mate is a good fit for smaller 
businesses as well as the smaller firm 
that has a limited number of clients.

PRODUCT STRENGTHS
• Product is available for immedi-

ate download
• Offers quick and easy system 

setup
• Integrates with popular account-

ing systems
• Offers a variety of add-ons to 

extend product functionality

POTENTIAL LIMITATIONS
• Product only supports state 

payroll reporting for five states 
(NY, IL, CA, TX, and FL)

Payroll Mate, from real Business 
Solutions is an on-premise payroll 
product that can support up to 
10 companies that have up to 75 
employees. For larger businesses 
and accounting firms, there is an 
add-on option that will support up 
to 100 companies with up to 1,000 
employees each.

SUMMARY & PRICING
Payroll Mate is available through 
Real Business Solution’s website 
and can be easily downloaded. 
Potential users can also download a 
demo of the product to try out prior 
to purchasing. The product is easy 
to use and is a good fit for small to 
mid-sized businesses that wish to 
handle payroll in-house. Installed 
on local workstations or servers, 
Payroll Mate does not offer online 
or remote access. Base pricing for 

Payroll Mate is $99.00 a year, or 
users can purchase the Payroll 
Starter Kit, which includes 250 
checks that are compatible with the 
system. There is also a wide variety 
of add-on options available such as 
W2 Mate, which offers several ver-
sions as well. All add-ons are priced 
separately, with pricing available on 
the Real Business Solutions website.

www.realtaxtools.com

BEST FIT
The product is well suited to both 
businesses wishing to process pay-
roll in-house, as well as accounting 
firms looking for a solid, on-premise 
payroll product.

PRODUCT STRENGTHS
• Product integrates with other 

CenterPoi nt Accou nt i ng 
applications

• Product can be used as a stand-
alone system

• Excellent help and support 
options available

• Good selection of standard 
system reports

POTENTIAL LIMITATIONS
• Does not offer client/employee 

access to the system
CenterPoint Payroll is an on-

premise payroll application that can 
be used as a stand-alone product, or 
in conjunction with other Center-
Point applications.

SUMMARY & PRICING
CenterPoint Payroll offers users a 
full-service payroll application that is 
suitable for business use, as well as by 
accountants looking to offer payroll 
services. The product is available as 
an on-premise product only, and 
can be used as a stand-alone payroll 
product as well as in conjunction 
with other CenterPoint applications. 
CenterPoint Payroll pricing starts at 
$795.00 for a single company. Mul-

tiple company options are available at 
an additional cost. Add on modules 
such as direct deposit and time clock 
functionality are also available with 
costs varying.

Customer Care Membership is 
offered in Silver and Gold levels, and 
includes unlimited toll-free access to 
support, all product updates and 
enhancements, a guaranteed response 
time, as well as discounts on training.
www.redwingsoftware.com

Paychex Flex

Payroll Mate from Real Business Solutions

CenterPoint Payroll from Red Wing Software

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265412

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265422

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265406

5

4.25

4.5

2016 
OVERALL 
RATING

2016 
OVERALL 
RATING

2016 
OVERALL 
RATING

BEST FIT
Crest Payroll is designed for pro-
fessional accountants and payroll 
service providers. Another product, 
BusinessPay, is also available for 
Accountants to refer to small and 
mid-sized businesses that want to 
run their own payrolls, but the firm 
can provide oversight, guidance and 
reporting.

 

PRODUCT STRENGTHS
• Product offers complete any-

where accessibility online
• Works with both iOS and 

Android tablets and smartphones
• Offers solid HR capability
• Client and employee portals are 

easily customizable
• Electronic Document Signing 

and Storage
• Industry Specific Payrolls are 

supported

POTENTIAL LIMITATIONS
• Integration options are limited 

to QuickBooks and Xero
Crest Payroll offers solid payroll 

processing options to accounting firms, 
with the product supporting unlimited 
clients and unlimited employees.

SUMMARY & PRICING
Crest Payroll offers genuinely 
automated payroll processing, with 
users responsible for system setup 

and Crest Payroll doing the rest. 
Completely branded with firm logos 
and other identifying marks, the 
product supports unlimited clients, 
unlimited employees, and unlimited 
payroll frequencies. Product pricing 
is all inclusive, with no limit on the 
number of users in a firm, with firms 
being charged one price, per client, per 
month, with no additional fees charged 
for paychecks or payroll runs.
www.ParamountSoftware.com

Crest Payroll from Paramount Software Solutions Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265409

4.75

2016 
OVERALL 
RATING
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BEST FIT
 SurePayroll is a good fit for the 
small business owner (less than 10 
employees) as well as accountants 
looking to offer payroll services to 
small business clients.

PRODUCT STRENGTHS
• Product offers an easy-to-

navigate user interface
• Offers a good selection of HR 

and other related payroll add-ons

• Offers solid selection of tools and 
support for accountants using 
the product

• Offers a mobile app

POTENTIAL LIMITATIONS
• Not well suited for businesses/

clients with a high number of 
employees

SUMMARY & PRICING
SurePayroll is an excellent option 

for both small business owners 
wishing to process payroll in-house, 
as well as accounting firms that wish 
to offer payroll and HR services to 
small businesses. SurePayroll can 
be custom-branded to reflect the 
firm brand. The cost of the product 
varying, depending on the number 
of employees, with a base charge 
and per-employee charge included. 
Those interested in the product may 

want to visit the website to obtain 
an initial quote. The product is truly 
designed for the small business 
with few employees, although the 
SurePayroll for Accountants offers 
more flexibility in its pricing. Both 
versions of the product include free 
direct deposit and free access for 
SureAdvisor for HR.

www.surepayroll.com

BEST FIT
Accounting CS Payroll part of the 
Thomson Reuters CS Professional 
Suite and is designed to work in 
firms of any size. The product is 
available as an on-premise solution 
or as a hosted product.

PRODUCT STRENGTHS
• Product is scalable, offering 

room for growth
• Provides seamless integration 

with CS Professional Suite

• Excellent report processing and 
customization available

• Client portals available

POTENTIAL LIMITATIONS
• May require formal training to 

gain full proficiency with the 
program

The Payroll Home Dashboard 
offers users access to a variety of 
payroll related tasks and informa-
tion, including payroll forms, 
form filing addresses, tax payment 

information, and a tax calendar. 
All firm clients are part of a single 
database, making it easy to access 
and process payroll for all clients. It 
can be used to process Forms W-2, 
940, 941, 941-X, 943, 943-X, 944, 
and 945.

SUMMARY & PRICING
Accounting Payroll CS is scalable, 
and designed for those processing 
a large number of payrolls each 
month for clients of all sizes. Pric-

ing is dependent on the number of 
clients as well as additional add-on 
modules that are purchased, with 
pricing available from an Account-
ing CS Payroll representative. 
Annual renewal pricing is based 
on a percentage of the original 
purchase price.

cs.thomsonreuters.com

SurePayroll

Thomson Reuters Accounting CS Payroll

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265424

Read the full review and see expanded ratings for this product online at: 
www.CPAPracticeAdvisor.com/12265266
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SUCCESS
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Is Your Technology Planning 
Process in Alignment?

A Seat at the Table
The fact that technology is part of 
everything we do to run our firms 
and serve clients is why your Chief 
Information Officer (CIO) or tech-
nology leader should have a seat at 
the management table. To truly align 

the technology plan, the leader must 
understand the firm’s vision and 
what it is trying to achieve. Only 
then can the leader set a strategic 
technology roadmap that supports 
those aspirations.

So what do the CIOs bring to the 
table? A lot. Here are the top five 
areas where strong IT leaders can 
lend their valuable capabilities:
• Different Perspective
• Technology Savviness
• Strong Leadership
• Project Management Skills
• Innovative Mindset

Technology savviness is the skill 
most firms look at, but there is so 
much more to a strong technology 
leader. An IT leader must have at 
least a baseline understanding of 
all aspects of the firm. While the IT 
leader shouldn’t be expected to be an 
expert in all seven of these areas, he 
or she should have the opportunity 
to learn and develop these skills.
• Business Savvy – Understanding 

the firm’s strategy, management and 
economic engine and bridging the 
gap with technology.

• Marketing & Sales – Building 
buy-in to new technology projects 
and in it iat ives requires an of 
understanding basic marketing & 
sales concepts.

• Communication – Ability to effec-
tively communicate throughout 

the firm. Not simply 
about feature and 
f u nc t ion of tech-
nolog y but on the 
business impact and value of the 
solution.

• Human Resources – Great CIOs 
build a team of IT professionals 
to deliver resources to the firm 
(internal and external sources). 
They identify and assist in the 
development of IT training require-
ments at al l levels of the f irm. 
Recruiting, hiring and managing 
a team of top level talent requires 
at least a baseline understanding 
of human resources and personnel 
development.

• Project Management – Manage 
priority projects to ensure success, 
on time completion and adherence 
to budget. IT professionals tend to 
be highly skilled in this area already 
and should be leveraged to train the 
firm’s staff, managers and partners 
on project management basics.

• Budgeting & Cash Flow – The 
ability to step back and see the big 
picture for the firm in financial 
terms is critical to establishing 
priorities, budgeting and projecting 
cash flow.

• Strategy & Planning – Have an 
interest and be given the opportu-
nity to contribute to the strategic 
direction of the firm and integrate 
the technology plan with that vision 
and strategy.

Technology as a 
Strategic Asset
Successful firms view technology 
as a strategic asset rather than over-
head or a cost of doing business. 
This simple yet powerful mindset 
is important to having a solid tech-
nology plan. Firms that think this 
way rarely look at projects as simply 
technology projects but rather as 

firm projects. They involve both IT 
and non-IT resources to leverage 
technology as an accelerator to 
accomplish their goals. They typi-
cally have an IT steering committee 
with balanced representation from 
all levels and functional areas of 
the firm and look outside their own 
organization by joining peer groups 
that can fast-track their learning and 
progress.

Alignment of Processes 
& Technology
Process and technology go hand 
in hand. You need to take an inte-
grated approach to analyzing both 
in tandem. Technology doesn’t fix 
bad processes. It might make them 
faster and widespread, but it doesn’t 
fix them. Successful firms are using 
formalized methodologies like Lean 
Six Sigma and Agile to take a step 
back and analyze how the work gets 
done before they throw the latest 
and greatest technology at it. They 
are intentionally slowing down to go 
fast. You must first understand the 
process before you can identify the 
opportunities where technology can 
allow you to automate and increase 
efficiency.

Formula for a Future 
Ready Firm
A firm’s success and future readiness 
are not determined by technology 
alone. We believe the simple yet 
powerful formula of Planning + 
People + Processes x Technology 
= High-Performance Firm. Firms 
that focus on all of these areas and 
possess a culture of accountability 
continually outperform the competi-
tion. Is your firm future 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

T
 
echnology is ubiquitous in our lives. 
It is engrained in almost everything 
we do to complete our daily tasks and 
serve our clients. For this reason, you 
must ensure that your firm is squarely 

focused on a technology planning process that is 
aligned with the overall firm strategy and vision. 
Only then can technology be an accelerator toward 
your firm’s success and future readiness.
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