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Thank You to Our 
Cloud Technology Providers 

I began my tax career in the 
early era of automated tax prep 
when this was the process:

 ■ Designated tax staff member meets 
with clients in person to discuss 
and collect tax data (long-distance 
clients can mail their tax docu-
ments to the accounting firm)

 ■ Preparer makes hard copies of client 
tax documents

 ■ Preparer organizes copies of tax 
documents in workpaper folder for 
preparation of return

 ■ Preparer fills out tax form entry 
sheets (using pencil) with informa-
tion from the client tax documents

 ■ Preparer or designated staff 
member contacts client by phone, 
mailed letter, or with a follow-up 
meeting to clear open items

 ■ Preparer f inalizes init ial tax 
preparation on entry sheets

 ■ Tax return is given to senior staff 
member for review

 ■ Senior staff member reviews return 
and adds comments/corrections on 
review sheet

 ■ Reviewed return goes back to 
preparer for corrections

 ■ Corrected entry sheets are given 
to office admin personnel to be 
dispatched to offsite computer 
center for input

 ■ Upon its return from the computer 
center, the tax return forms are 
reviewed by preparer and senior 
staff member

 ■ Tax return is given to manager and/
or partner for final review

 ■ Corrections/comments, if any, are 
returned to senior staff member

 ■ Changes are made, input sheets 
adjusted, admin sends corrected 
input sheets to computer input 
center, final tax forms are returned

 ■ Tax return goes to manager or 
partner for signature

 ■ Tax return and original documents 

are given to admin personnel to be 
delivered to client

We generally allowed two 
to three weeks to prepare a tax 
return. Some of this process could 
be streamlined as we got closer 
to the filing deadline, but for the 
most part, tax returns that came 
in after April 1 were required to be 
extended.

At any given time, a member 
of the tax department might have 
one to two dozen tax returns in 
various stages of this progres-
sion, and so our individual offices 
became minefields of stacks and 
piles of file folders and documents 
as tax season progressed. We would 
climb over the piles to get to our 
desk chairs. Office cleaning crews 
were instructed to ignore the offices 
in the tax department until after 
April 15.

This isn’t just a nostalgic trip 

down memory lane. This is a timely 
reminder of how our processes have 
changed. With video conferencing, 
document portals, tax software on 
our own computers/laptops/tab-
lets/phones, availability of online 
research and training, electronic 
filing – we are well positioned to 
do our work from anywhere and 
provide better service than we ever 
could in the past.

This past week we’ve heard that 
schools are closing with fears of not 
just the Coronavirus but spring flu 
as well. I found myself thinking 
about how businesses will survive if 
working parents have to stay home 
with their children. But at least in 
our profession, cloud technology 
has made our jobs transportable, 
so there is that silver lining to the 
current health crisis. ■

— Gail Perry, Editor-in-Chief

IN THIS ISSUE we are featuring employee benefits. I’d like to point out that some of the 

benefits we have are taken for granted to the point where they are not even listed as a 

benefit. Technology, for example.
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FROM THE TRENCHES

Does Your 
Firm Have 
a Clear 
Vision on

First, a few preliminary statistics 
from our latest "Accounting Firm 
Operations and Technology Survey 
– for Firms of All Sizes," available 
from CPATrendlines:

Smaller firms of less than 15 
people as well as larger firms of 
greater than 75 people are frequently 
choosing a “best of breed” software 
strategy rather than buying an 
entire publisher’s suite of tools for 

tax and accounting work. Because 
advisory services are evolving so 
rapidly, practitioners are forced to 
assemble their own toolsets from a 
wide range of publishers.

When we look at the services 
offered by firms of differing sizes, 
smaller firms tend to produce about 
80% of their revenue from tax and 
about 20% from Advisory and Con-
sulting services. Larger firms tend 

to split their revenue as 40% from 
tax, 40% from Audit & Assurance, 
and 20% from a combination of 
Advisory and Consulting services. 
While a number of firms large and 
small have added Client Account-
ing Services as a recurring revenue 
source, as we have encouraged firms 
to do for the last 20 years, Advisory 
work has been a boutique offering 
and not a consistent service offering.

SO, WHAT ADVISORY 
SERVICES?
While you have been busy with 
your compliance work this winter, 
I have been occupied with consult-
ing and conferences, including 
many discussions with evangelists 
for Client Advisory Services. An 
interesting response to one of my 
questions from Will Hill, MBA 
and senior product manager - Tax 
Professionals Advisory at Thomson 
Reuters has given me pause. To the 
question, “What are the most com-
monly offered Advisory Services in 
the firms you work with?” Will said: 
“There are no common services.” Hill 
went on to say that many advisory 
services represent engagements to 
be compensated for business advice 
we are already providing on a less 
structured basis that were previ-
ously given away for free.

This was surprising to me - I had 
expected an answer that would be 
like Client Accounting Services with 
services like bookkeeping, payroll, 
bill payment, collections, and a busi-
ness tax return. Instead, our conver-
sation went on to include services 
like business entity restructuring, 
merger/acquisition, succession 
planning and other advisory work. 
While the Onvio Advisory practice 
aids, originally adopted from Paul 
Miller, have been revised, Paul’s 
style and content were adopted and 
enhanced by Will Hill and the Thom-
son Reuters team starting in 2014 
into their Practice Forward program. 

WHILE MANY OF you are already quite busy with another tax season, for some, this is the 

time of year to do planning and to prepare new and updated service offerings for 2020 

and beyond. This year, we plan to provide a clear, simplified vision which addresses areas 

of opportunity in your practice that may help you and your firm. One growing practice 

area where there are a wide variety of service definitions is Client Advisory Services, 

sometimes abbreviated CAS. This is not the same as Client Accounting Services, also 

abbreviated CAS. At a future time, we’ll discuss all this *aaS such as SaaS, PaaS and 

HaaS. (While I wish that the profession had referred to these services as CaaS for Client 

Accounting and Advisory Services, we must deal with the world as it is, not as we wish 

it would be).

Advisory Services?
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However, a key point from Will was 
that the professional should speak 
first about their “why” and then 
ask the client to describe needs 
and issues in their business. After 
seeing a demonstration of the Onvio 
Advisory platform and receiving 
an update on the Practice Forward 
engagements from Thomson, it was 
clear that the methodology and the 
Onvio Advisory solution could make 
managing these services easier.

Helping clients obtain financing 
is another possible advisory service. 
Commercial Loan Success is a 
software and education platform 
from which you can generate an 
up front, one-page pre-underwriting 
analysis to provide to lenders about 
a client's business financing request. 
This is a wonderful product to use 
in advisory service work, as it takes 
very little effort from the CPA prac-
titioner, but provides real value to 
the client in need.

In a discussion with John Mathe-
son, CEO of Global Power Equipment 
Group, earlier this week, it was clear 
that the software continues to 
improve but practitioners are miss-
ing this opportunity to serve clients. 
Further, the book  Commercial Loan 
Success by John Matheson and Dan 
Crowley (available from Amazon) 
explains how to build the practice. 
It can be read in a few hours, and you 
can be equipped to help clients find 
the financing they need to run their 
businesses or buy commercial real 
estate. Unfortunately, over dinner 
last night, discussion of a forty-year-
old private family business’ demise 
because of not having the proper 
bank financing was sad to hear. More 
important are those ideas for busi-
nesses that never get off the ground 
because they weren’t financed. My 
own forty-year-old operation barely 
dodged this problem.

Additionally, in the last two 
months, the AccountantsWorld 
team has provided insight on Cli-
ent Advisory Services during our 

discussions of Client Accounting 
Services. Every time I speak with Dr. 
Chandra Bhansali, his wife Sharada, 
or their son Div, I learn something 
new. (Their  Accounting Power Client 
Accounting Services product, as well 
as their Payroll Relief product, are 
among my preferred solutions for 
proactive, collaborative accounting 
and payroll engagements.) Sharada 
and her team have designed these 
systems, and they provide granular 
security control available in few 
other products.

Chandra said in our conversa-
tion, “Accounting Power allows the 
CPA professional to choose the level 
of service they provide based on the 
client firm’s needs and accounting 
skills. The professional firm can do 
all the work, part of the work or a 
small amount of the work. Account-
ing Power lets the client and the CPA 
professional collaborate and choose 
how to work together.” Few products 
in the market have this much flex-
ibility. Regardless of the amount of 
work undertaken, the professional 
firm always remains in full control 
of the accounting engagement.

Most important in our conver-
sation was the idea that a more 
descriptive term for the collab-
orative work to be done would be 
CaaS for Client Accounting and 
Advisory Services. While Client 
Accounting Services are backward-
looking, Client Advisory Services are 
forward-looking. The accountant 
who controls the accounting will 
be the first to see the advisory 
opportunity and will have the best 
chance of winning the engagement. 
Additionally, we discussed the 

ethical separation of accounting 
and advisory work required in 
some jurisdictions. I’m concerned 
that some CPA professionals are 
stepping over this ethical line and 
I’m afraid that more CPAs won’t 
maintain appropriate independence 
in these Advisory engagements as 
well as in their audit practices. The 
AccountantsWorld team provided 
new motivation and ideas for our 
Client Accounting Services CPE 
courses offered by my  K2 Enter-
prises  organization and helped us 
to build new Advisory content.

Finally, a discussion with Fujitsu 
around the scanner covered in last 
month’s column uncovered at least 
three new Client Accounting and 
Advisory Services opportunities. I 
can’t wait for their new solutions 
to be announced!

We would suggest the following 
as potential advisory services:

 ■ Family Office
 ■ International Services
 ■ Investments and retirement

º Future Value of Investments

º  Investments Needed to 
Achieve Goal

º  Monthly Investment 
Accumulation

º  Present Value of an Ordinary 
Annuity

º Years to Become a Millionaire
 ■ Merger/Acquisition
 ■ Mortgage

º  Mortgage comparison

º  Mortgage loan refinance 
analysis

º  Mortgage qualification
 ■ Other loan

º  Standard loan payment 
schedule

º  Apartment property

º  Commercial property

º  Business finance
 ■ Personal finance

º  College savings planner

º  Debt repayment
 ■ Payroll

º  Gross to net paycheck

º  Net to gross paycheck

º  401(k) contributions
 ■ Valuation

º  Marital dissolution

º  Business M&A

º  Real estate
Use the Level One steps to an 

innovative offering development 
methodology we have discussed in 
prior columns:

 ■ Discuss client needs with peers at 
CPE events

 ■ Proact ively schedule c l ient 
discovery meetings to ask about 
their needs

 ■ Determine how many other clients 
have similar needs

 ■ Create a menu of services and a 
fee schedule

 ■ Approach some of the clients with 
the new offering

 ■ Refine the offering after completing 
3-5 engagements

 ■ Market the offering inside your 
client base and then externally

CAN YOU SEE THERE ARE 
MANY NEW ADVISORY 
SERVICES TO CONSIDER 
IN 2020?
Consider your clients’ needs and the 
current offerings in your practice. 
Many of you have business and 
management services available 
today, but you are responding to ad 
hoc requests from clients. What if 
you could proactively offer engage-
ments that were value priced? Could 
these advisory engagements be more 
interesting and profitable that your 
compliance engagements?

When it’s winter and snowy and 
icy (snewing as I learned recently 
from a friend), it can be hard to see 
out of the windshield after a storm. 
When conditions are bad, I don’t pay 
as much attention to what’s behind 
me as I do to what’s in front of me. 
Compliance work is looking in the 
rear-view mirror, possibly to see 
if law enforcement is in pursuit. 
Advisory work is looking out the 
windshield. What do you want to 
help your clients do? ■

Client Advisory 
Services are 

forward-looking.
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5 Unique Benefits that Elevate 
                        the Most Successful Accounting Firms
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 COVER STORY

The reality is that accounting can be a 
demanding vocation, particularly from January 
through April each year, so how can your firm 
successfully attract and retain high quality 
employees and ensure they’re not experiencing 
burnout? One way is through a comprehensive 
benefits program.

Benefits today extend beyond the traditional 
options such as medical and retirement plans. 
While employees still value those offerings, they 
also consider more ancillary benefits and perks 
when deciding whether to accept a job offer or 
remain where they are. Some employees even 
rank benefits above salary when considering job 
options. In a 2018 AICPA survey, 80 percent of 
respondents said they would choose a job with 
benefits over an identical job that offered 30 
percent more salary but no benefits.

Understanding the importance of these offer-
ings, some of the employee benefits and wellness 
initiatives your firm may want to consider may 
include these options:

Today’s employee has a different outlook on work 
than hard-driven Baby Boomers who are aging 
out of the workforce. An insistence on work-life 
balance is real, no longer the stuff of lip service 
as it tended to be for that generation. The com-
mitment to promoting this balance is set in stone 
at firms like The Bonadio Group, which offers an 
unlimited paid time off (UPTO) policy. As the 
majority of accounting firm employees endure 
a long and hectic busy season, allowing them to 
take the time off they want and need throughout 
the year is one way to ease the burden of that 
timeframe. The guidelines of such a policy 
are customizable so firms can implement this 

benefit in a way that works for both management 
and employees and does not disrupt regular 
operations.

Professional development is an ongoing employee 
desire and essential for a firm to maintain a 
competitive advantage. It makes sense to provide 
creative, motivated associates with an environ-
ment in which they can excel and progress to 
the level to which they aspire (a departure from 
when employees were expected to fit company-
provided opportunities and mandates). Commit-
ting to providing lifelong professional learning 
opportunities can take the form of training, CPE 
courses, and informal and formal mentoring 
programs, all of which we organize, support 
and nurture.

While young professionals are eager to learn 
and take the necessary steps to grow in their 
careers, the cost of career development programs 
and certifications necessary to advance can be 
overwhelming, especially on top of student loan 
payments, rent, car payments, food, utilities and 
more. To help ease this burden on employees, 

THE ACCOUNTING PROFESSION has long held a reputa-

tion for being a stressful career option. This perception 

was substantiated by a 2019 survey by the U.K.-based 

mental wellbeing organization  Chartered Accountants’ 

Benevolent Association  (CABA). While that research is 

from the U.K., it mirrors trends presented by the AICPA 

showing that only 2 percent of accountants surveyed were 

unaffected by stress, 37 percent said their job was the 

main cause of stress, and 29 percent referred to difficulty 

maintaining work-life balance.

By Heather Rudes 

5 Unique Benefits that Elevate 
                        the Most Successful Accounting Firms

UNLIMITED 
PAID 

TIME OFF

A CPA STUDY 
MATERIALS 

REIMBURSEMENT 
PROGRAM

TRAINING AND 
DEVELOPMENT 

PROGRAMS
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many firms cover the cost of CPA study materials 
up front, an expense that could otherwise total 
more than $2,000. Removing this financial bar-
rier lessens one stressful factor of this already 
demanding exam and is a good example of your 
firm’s commitment to continuous learning for its 
employees, as well as its dedication to personal 
and professional growth.

Especially when they’re putting in long hours, 
employees want to feel acknowledged for their 
commitment to the company and its customers. 
Consider establishing a reward program that ties 
a point system to the formal recognition that an 
employee receives for going above and beyond in 
the workplace. Once the points have accumu-
lated, employees can cash them in for a gift card 
or choose an item from a myriad of options. You 

may also consider announcing the employee(s) 
and the significant impact they’ve made on the 
firm’s overall strategy at a firm-wide employee 
event or, if your firm’s offices are far-reaching 
geographically, in a video that’s shared via the 
company intranet.

There may be little you can do to ease the work-
load and stress of busy season, but you can create 
opportunities for mental breaks and help improve 
other aspects for your employees’ lives – seem-
ingly little things can make all the difference. 
When team members have to come in on the 
weekends offer catered breakfast and lunch or 
host weekly happy hours to give employees a 
designated time to unwind. The Bonadio Group 
has a much-loved annual tradition of bringing 
in therapy dogs from local animal shelters and 

offering in-office massage services to create mid-
day reprieves from tax season stresses.

While traditional benefit offerings are often 
contingent on a number of budgetary and regula-
tory factors, the above perks are some that any 
accounting firm can adapt and customize to fit 
the company culture and meet employees’ needs. 
When determining which benefits to incorporate 
at your firm don’t hesitate to poll those who will 
be utilizing these perks – your employees. Create 
a structure utilizing various forums to better 
understand what your workforce needs and 
ensure that they’re feeling heard from the start.

The accounting profession is only as solid 
as its people. And, as in many other arenas, 
turnover is a constant concern. While the 
accounting profession evolves in many ways 
through technology, new services, and more, it’s 
important to remember that the business needs 
to evolve in conjunction with the shifting needs 
of your employees to successfully meet/address 
their expectations. ■

Heather Rudes is senior director of human resources at 
The Bonadio Group.
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EMPLOYEE 
APPRECIATION 

AND RECOGNITION 
PROGRAMS

SPECIAL
TAX SEASON

PERKS

PUBLIC ACCOUNTING’S PREMIER 
ANNUAL LIVE STREAMING EVENT!

•  A major national conference featuring the accounting profession’s 
most sought-after speakers and thought leaders

•  Attendees watch from their computers – no travel /hotel costs

•  Up to 10 hours of CPE is offered at NO COST to attendees

2020
CPA Practice Advisor Presents SAVE THE 

DATE

10

DECEMBER

2 0 2 0



MARCH 2020   ■    www.CPAPracticeAdvisor.com       9

 

ROMAN H. KEPCZYK, CPA.CITP
Director of Consulting 

Xcentric, LLC.
roman.kepczyk@cpapracticeadvisor.com 

TECHNOLOGY IN PRACTICE

CORONAVIRUS:
Is Your firm Prepared for a Pandemic?
NATURAL DISASTERS AND cybersecurity concerns have pushed most firms to develop 

a disaster response plan in the event of a catastrophic office or systems loss, but few 

have considered the potential impact of a massive influenza (flu) outbreak, such as the 

current Coronavirus epidemic.
Imagine how life would change if a significant 

portion of the workforce had to stay home either 
because they were sick or were caring for loved 
ones that were ill. Think about the impacts on 
public services such as transportation, schools, 
restaurants and the simple delivery of products 
to grocery stores and gas stations if the virus 
spread to epidemic levels, particularly if it was 
suggested by city governments that people stay 
home and avoid public places.

To minimize the potential impact of such 
an event, it is recommended that firms include 
preparations for a pandemic within their busi-
ness continuation plan comprising of annual 
awareness training, “pre-packaging” useful 
information resources, and implementing tech-
nologies to communicate and collaborate with 
those physically unable to come to the office.

It has been said that prevention is the 
first and best defense, so firms should include 
educating personnel (preferably before the flu 
season starts) on good health habits to bolster 
immune systems and ways to minimize the 
spread of any virus (proper hand washing and 
covering up sneezes and coughs). The American 
Red Cross provides resources on traditional flu 
safety including a checklist that can be stored 
on the firm’s intranet and provided to firm 
personnel (link below). In the event the level 
of the flu reaches catastrophic levels akin to a 
natural disaster, the Red Cross also has a Fam-
ily Preparedness Fact Sheet which can also be 
provided to firm members, so they are better 
prepared for ANY disaster (link below).

The next level of preparation that all firms 
should implement is remote access technology 
that allows firm personnel to continue to com-
municate and collaborate if they must stay home. 
This can mean utilizing remote access tools such 
as GoToMyPC or LogMeIn for a small firm/sole 
practitioner or tools such as Windows Remote 

Desktop, Citrix, Virtual Private Net-
works, and/or cloud applications for 
medium and larger firms. The 2020 
CPAFMA Technology Survey found 
that most medium and larger firms 
had already moved the majority of 
their applications to the cloud to 
not only allow firm personnel to 
work from any Internet-enabled 
device but also provide more stable 
remote access, security and disaster 
recovery capabilities. Moving all 
applications to the cloud allows 
for a standardized remote access 
platform that minimizes internal IT 
requirements, system updates and 
support which could be impacted if 
the firm’s IT personnel were sick.

Finally, in the event that a 
serious pandemic occurred, people 
could be asked to stay home for an 
extended period of time which may 
impact administrative and human 
resources policies such as PTO and 
flex time. In these situations, it is important 
that the firm’s human resources personnel have 
already determined firm policies on working 
part time, for handling payroll, and thoroughly 
understanding health insurance benefits and 
Family Medical Leave Act requirements. If there 
is a region wide slow-down in business, firms 
may have to draw upon credit lines to cover 

ongoing operating expenses, so an adequate 
amount of financial coverage should be discussed 
amongst owners

By planning properly now, firms can minimize 
the concerns of personnel and their families, as 
well as implement the right resources to ensure 
that the firm makes it through virtually any 
situation including a pandemic. ■

Firm Pandemic Resources:
• American Red Cross Coronavirus Safety: https://rdcrss.org/2W8dluQ

• American Red Cross Flu Safety Checklist (PDF): https://rdcrss.org/2w2fYDU

• American Red Cross Disaster Preparedness: https://rdcrss.org/3aMDhA8

• World Health Organization Coronavirus Page: https://www.who.int/emergencies/diseases/novel-coronavirus-2019

• Centers for Disease Control (CDC) Coronavirus Page: https://www.cdc.gov/coronavirus/2019-ncov/index.html
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By Mary Girsch-BockREVIEW: TIME & BILLING SYSTEMS

Don't Leave $Millions of Billable Time on the Table

If you regularly use spreadsheets 
to track and use as a basis for invoice 
preparation, you know that the pro-
cess can take hours, and even days, 
depending on the size of your staff. Now 
imagine all of that information tracked 
and managed in a single location, where 
your staff and colleagues can record 
their time and create an invoice, all 
from the same application.

Here are some reasons why more 
accounting firms are moving to time 

and billing applications:
  ■ More detailed time tracking capability
  ■ Fast and easy invoicing options
  ■ Better invoice management capability
  ■ Better reporting options
  ■ Summarization of employee efficiency 

and performance
  ■ Better view of project costs

It’s not an exaggeration to state that 
accounting and other professional firms 
leave millions of dollars of billable time 
on the table each year due to inaccurate 

timekeeping mechanisms, lack of 
accurate tracking, or simply time spent 
that never makes it way to an invoice.

Quite frankly, it’s a pain to have 
to access a spreadsheet after each 15 
minute phone call, Others swear that 
they’ll remember to jot it down once 
they’re done with their current activity. 
But in many cases, they simply jump to 
another call, another project, or another 
tax return and never remember that 15 
minute phone call. And those phone 
calls add up to a lot of unbilled time.

In this issue we reviewed a variety 
of Time Management and Time & Bill-
ing applications, including:

  ■ BigTime IQ
  ■ BQE Core
  ■ Chrometa
  ■ ImagineTime

  ■ TPS Time & 
Billing

  ■ TSheets by 
QuickBooks

Even if your firm uses flat-rate bill-
ing for your clients, you still need to 
track employee time in order to ensure 

that your profitability levels are where 
they need to be.

Additionally, these two highly-rated 
products were reviewed last year but 
did not have significant additions since 
then.

  ■ AccountantsWorld Practice Relief
  ■ PracticeEngine

We also looked at Homebase, 
which provides small businesses with 
timesheet and mobile time clock func-
tions for employee time tracking and 
scheduling.

The features and functionality of 
these applications vary, with some best 
suited for smaller firms while others 
are better suited to a larger firm that 
has more complex billing and invoicing 
needs. Throughout the review process, 
we looked at a variety of features, 
including the following:

  ■ Time tracking capability – including 
the ability to track time in a variety of 

DO SPREADSHEETS PLAY an important part in your time-
keeping process? Do your employees still need to stop what 
they’re doing after each consultation or telephone call to 
record the time they spend on each client? Do they then 
have to log into another software application to transfer 
their time to an invoice in order to accurately bill their 
client? Do you feel that hours and hours of time is not being 
billed properly, or worse, not billed at all?
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BIGTIME IQ x x x x x x x x x x 5
BQE CORE x x x x x x x x x 5
CHROMETA x x x x x x x 4.5
IMAGINETIME x x x x x x x x x x x 5
TPS x x x x x x x x x x 4.75
TSHEETS x x x x x x x x x x 4.5

Homebase https://joinhomebase.com
If you have clients needing a timesheet application or mobile 
time clock to record employee time, look no further than 
Homebase.

Homebase currently offers four plans that are ideal 
for small to mid-sized businesses that need a way to track 
employee time accurately, and with its scheduling app, 
Homebase is a particularly good fit for hospitality businesses 
such as restaurants and cafés.

All plans offer an online schedule builder, open shifts, 
templates and labor forecasts, complete time clock functional-
ity, including tracking of breaks and overtime, as well as the 
ability to prepare timesheets for payroll. Historical timesheets 
are available for easy access, and users can factor in state-
specific guidelines regarding breaks and overtime regulations 
for any state.

Homebase tracks total hours worked, including breaks 
and overtime, with the ability to account for tips as well. 
The application will automatically identify missed breaks 
or accidental clock outs, with an easy fix available. Once a 
timesheet is completed, it can be easily exported to a variety 
of popular payroll software applications including QuickBooks 
Payroll, ADP, Gusto, SurePayroll, and Square Payroll.

Time can be easily tracked on multiple devices, including 
mobile phones, tablets, computers, and point-of-sale applica-
tions. The GPS Clock feature displays who is clocking it at 
what location, allowing managers to verify that employees are 
at the correct location. Users can clock in offline if necessary, 
syncing the time to the application once back online, and 
managers will receive alerts when employees clock in late. The 
system is also designed to prevent early clocking in.

The scheduling option in Homebase allows managers to 
create schedules in minutes, and it offers the ability to share 
schedules to any device immediately with templates available 
for easy schedule building. Employees are reminded of upcom-
ing scheduled shifts, and employee time off is easily managed 
in Homebase as well. Managers will appreciate Homebase’s 
ability to track labor costs, daily and weekly sales totals, as 
well as scheduled versus actual hours.

Homebase’s four plans include: Basic, which is free; 
Essentials, which is $16 per month; Plus, which is $40 per 
month; and Enterprise, with pricing available upon request. 
All plans support unlimited employees. Homebase also offers 
an Accountant Partner program, a nice option for accounting 
firms that currently process payroll for clients.
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 TIME & BILLING SYSTEMS: REVIEW

BigTime IQ Time and Billing Software is well-suited 
for professional services firms, including CPA firms. 

BigTime IQ offers both afford-
ability and scalability, with three 
plans available. Designed as a 
stand-alone time and billing appli-
cation, BigTime IQ offers seamless 
integration with QuickBooks and 
Lacerte Tax applications.

 BigTime IQ is a cloud-based 
application that provides easy time 
tracking, billing and invoicing, 

expense tracking, project management, and DCAA 
timekeeping features. Unlimited timers are also 
available in BigTime IQ, with the application offering 
a mobile app that syncs with the main application. 
BigTime IQ offers an intuitive user interface, with all 
data entry screens easily navigated.

BigTime IQ is scalable, with three plans currently 
available: Express, which is designed for 5 users and 
offers time tracking and mobile access, and currently 
runs $10 per user, per month with a minimum of 5 
users; Pro, which is a 10-user system and includes 
budget and expense tracking, and currently runs $30 

per user, per month with a minimum of 5 users; and 
Premier, which includes extended, priority support, 
and unlimited data retention and is currently priced 
at $40 per user, per month with a minimum of 10 
users. BigTime IQ offers a free, 14-day trial for those 
interested in giving the product a test-drive before 
purchasing, with no credit card required.

BQE Core from BQE Software offers time and expense 
tracking along with a variety of other features 

including project management, 
billing, accounting, and HR. The 
powerful system BQE is a good fit 
for professional services firms, and 
has features specific to the needs 
of accounting and CPA firms.

BQE Core is completely cloud-based and includes 
a mobile app that works with both iOS and Android 
devices. The mobile app allows users to manage time 
and expenses, create and send invoices, and access 
mobile reports and performance summary screens. 

A comprehensive to-do list is accessible on the mobile 
app, and users can easily track expenses on the mobile 
app that can later be added to a client invoice.

The system offers exceptional dashboard options 
that are completely customizable, allowing each user 
to set them up to display quick access to key data, 
with real-time visibility. The dashboards can also be 
easily shared with other users who have access rights 
to the data.

BQE Core’s time and expense features offers users 
a variety of time entry options, including the time 
card that is available in both daily and weekly views, 
with an option to pre-fill the timecard, a time-saving 

option for those with a regular schedule. Both PTO and 
comp time can be tracked, and employees can easily 
track time against a specific client or task if desired. 

Pricing for the BQE Core Time and Expense plan is 
$7.95 per user, per month, with pricing for other plans 
available from BQE Core. A free-15-day trial is avail-
able for those interested in trying out the application.

Chrometa Time Tracking is an automated time track-
ing application well suited for professional services 

firms of any kind. Described as 
a passive timekeeping system, 
Chrometa automatically tracks all 
time spent on a particular device 
without any additional input 
needed from the user.

Chrometa works on both Mac 
and PC operating systems as well 
as iOS and Android smart phones 
and tablets. Chrometa tracks 
time automatically when using 

programs such as Microsoft Word, Excel, Outlook, and 
PowerPoint as well as Photoshop, and Gmail. Activity 
on browsers such as Google Chrome, Internet Explorer, 
and Firefox are automatically tracked as well, and 
Chrometa’s mobile app allows users to track phone 
calls and text messages, which can later be sent to a 
timesheet, invoice, or corresponding billing system.

While not a replacement for standard time and 
expense management applications, Chrometa can be 
useful for small to mid-sized firms looking for a more 
automated timekeeping system. Chrometa’s Solo and 
Team editions are available with all three plans: Stan-
dard, which runs $19 per user, per month; Plus, which 

runs $29 per user, per month; and Premium, which is 
$49 per user, per month. All plans include one hour of 
personal training, integration, export capability, and 
data archiving, with the Team plans also including 
shared client, matter, and project capability. Those 
interested in QuickBooks integration are required to 
opt for the Plus or Premium plan.

BigTime IQ Time and Billing www.bigtime.net

BQE Core Time & Billing www.bqe.com

Chrometa Time Tracking www.chrometa.com
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2020 OVERALL RATING

2020 OVERALL RATING

2020 OVERALL RATING

Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128227

Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128242

Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128222

STRENGTHS:
•  Affordable for firms of 

any size
• Easy product setup
•  Integrates with QuickBooks 

and Lacerte applications
POTENTIAL LIMITATIONS:
•  Limited integration with 

other applications
•  Probably not the best fit for 

larger firms due to limited 
integration options

STRENGTHS:
• Excellent dashboards
•  Only need to purchase what 

is needed
•  Easy time entry using a 

mobile device
• Multiple timers available

STRENGTHS:
•  Eliminates the need to use 

individual timers
•  Tracks time automatically 

once installed
•  Affordably priced
POTENTIAL LIMITATIONS
•  Offers limited integration 

with accountant-centric prac-
tice management applications

•  Does not offer an option to 
add expenses to an invoice

•  Assigning tasks can be 
time-consuming and tedious

ways, as well as tracking capability for 
multiple clients or projects.

  ■ Remote access, along with the avail-
ability of a mobile app.

  ■  Can the application track billable and 
non-billable time? Are you able to add 
any related expenses to a project that 
you’re currently billing for?

  ■ Can you invoice your clients directly 
from the application? This can save 
a tremendous amount of time while 
eliminating duplicate data entry.

  ■ Is reporting important to you? 
Being able to access solid time 
management reports can help you 
view staff productivity and make 

changes where needed.
It’s time to step away from mistake-

laden, time-consuming spreadsheets 
and manage your time and your staff’s 
time and billing more efficiently. Why 
not read our reviews and get started 
today? ■

Mary Girsch-Bock is a freelance writer 
specializing in business and technology 
issues and is the author of her first book, 
several HR handbooks, training manuals, 
and other in-house publications. She can 
be reached at mary.girschbock@cpaprac-
ticeadvisor.com
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ImagineTime is a complete practice manage-
ment application that includes excellent time and 

expense management capability. 
Along with the time and billing 
feature, ImagineTime also offers 
a client portal, due date tracking, 
reporting and analytics, and solid 
integration capability. Best suited 
for mid-sized professional service 

firms including accounting firms, ImagineTime is 
available as an on-premise application as well as on 
the cloud.

ImagineTime uses ribbon-style navigation 
throughout the application, with the application 
easily customized for each user role. Users can enter 

time in two separate ways: by using the after-the-fact 
entry option where you can enter time spent on a 
particular task immediately after completing the task, 
and by using one or more of the unlimited timers 
that are available. Users can record both billable and 
non-billable time, with tabs available for both. After-
the-fact time entry is usually used in a firm where 
an employee enters time for multiple staff members, 
whereas the timer option can be used to record time 
as a task is being completed. Users can easily pause 
a timer and delete any recorded timers if desired. 
All time recorded by the timers will be added to the 
timer sheet, with users able to generate a bill based 
on timer entries.

ImagineTime is well suited for professional ser-

vices firms of any size. ImagineTime’s Time & Billing 
module is currently $25 per user, per month. Other 
modules available include a Client Portal for $25 per 
user, per month, a Due Date/Workflow Management 
module for $25 per user, per month, or the option to 
purchase the complete Practice Management Suite 
which includes all client portal, time & billing, and 
due date management features, for $70 per user, per 
month. Those interested in ImagineTime can request 
a product demo directly from the vendor.

TPS combines practice management and time and 
billing capability in an easy-to-use application 

that is designed for accounting 
professionals. TPS is best suited 
for small to mid-sized firms that 
are currently in the market for an 
all-in-one application that also 
includes excellent project manage-
ment capability. The company has 
products designed for both the U.S. 
and Canadian markets this review 
focuses on the U.S. product.

TPS offers excellent flexibility, 
with both on-premise and cloud 

deployment options available. Currently, Cloud Axis 
offers four plans, including a free plan that’s ideal for 
a one-person office. A mobile app is also available that 
easily supports remote time entry.

TPS Cloud Axis includes WIP, A/R, Invoicing, and 
A/R Statements, including built-in invoice templates 
and email functionality, allowing users to easily create 
and email invoicing directly from the application. The 
application offers an intuitive user interface, with a 
toolbar to the left of the screen offering quick access 
to system features. One of the best features for new 
users is the ability to access short instructional videos 
throughout the entire setup process.

The on-premise edition of TPS is currently avail-

able for $460 per year for the first seat license, with 
subsequent licenses running $210. For those who 
prefer online access, TPS Cloud Axis offers four plans: 
Startup, which is free; Entrepreneur, which is $10 per 
month per user; Pro, which is $15 per month per user; 
and the comprehensive Ultimate, which is $20 per 
month per user. All paid plans include unlimited 
licenses.

TSheets is a time tracking application well suited 
for small to mid-sized businesses of any type. Pur-

chased by Intuit in 2018, TSheets 
has added several new features, 
including the ability to add a 
company logo, a custom mapping 
feature that allows users to assign 
custom field items to specific 
employees, and the ability to auto 
sync TSheets and QuickBooks 
Online.

TSheets is completely web-
based, and it offers the ability to 
be used from any type of device, 

including desktop and laptop computers, smart 
phones and tablets.

TSheets offers a long list of timekeeping features, 
including the ability to track time on any type of 
device, job and shift scheduling capability, and 
improved integration with QuickBooks products. 
One of the best features is the Who’s Working feature, 
which tracks employee locations throughout the day 
using GPS data to track movement on an interactive 
map.

TSheets offers a variety of ways to enter time, 
including an online timecard option which can be 
accessed from any location with the mobile app. A 
timeclock kiosk is offered for businesses that wish 
to track employee time from a single location, with 
other timeclock options such as facial recognition, a 
quick clock-in option, and an online punch time clock 
that can be accessed from any device.

TSheets offers two plans, Premium and Elite. The 
Premium plan is $8 per user, per month, with at $20 
base fee assessed monthly, while the new Elite plan 
is $10 per user, per month, with a $40 base price. Both 
plans offer time tracking from any device, QuickBooks 
integration, a mobile app with GPS, and alerts and 
notices, while project tracking, project estimates, 
and timesheet signatures are only available in the 
Elite plan. Both plans offer a free, 14-day trial with 
no credit card needed.

ImagineTime Time & Billing www.imaginetime.com 

TPS Software Time & Billing www.tpssoftware.com

TSheets by QuickBooks www.tsheets.com
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Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128248

Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128258

Read the full review for 
this product online at: 

www.CPAPracticeAdvisor.com/ 
21128265

STRENGTHS:
•  Excellent integration with 

popular tax software
•  Good reporting options
•  Unlimited timers available
POTENTIAL LIMITATIONS
•  Product setup can be 

time-consuming

STRENGTHS:
•   All plans are affordably priced
•   Offers numerous instructional 

videos throughout the 
application

•   Offers both on-premise and 
cloud access versions

POTENTIAL LIMITATIONS
•   Integration is limited to 

QuickBooks and TaxCycle
•   No searchable 

knowledgebase
•   Support must be purchased 

separately

STRENGTHS:
•  Offers excellent timekeeping 

for businesses with remote 
employees

•  Product is easy to use
•  Offers improved integration 

with QuickBooks applications
•  Who’s Working real-time GPS 

tracking feature
POTENTIAL LIMITATIONS
•  Offers limited invoicing 

capability
•  Project tracking only available 

in more expensive plan
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SPONSORED CONTENT

The Evolution of the QuickBooks Online Experience

For accounting professionals, 
recent QuickBooks Online Accountant 
enhancements include an updated 
Accountant Toolbox, enhanced Prep for 
Taxes functionality, and the Business 
Performance Dashboard. Intuit is also 
improving the experience for small 
business owners within QuickBooks 
Online by offering them a new user 
interface, simplified terminology and 
more intuitive workflows. These inno-
vations, which will continue to evolve 
in the coming months, will help small 
businesses better understand cash flow, 
expense workflow, and the effect these 
and other indicators have on the health 
of their businesses. Simultaneously, the 
enhancements will also drive efficien-
cies for accounting professionals and 
allow them to focus on being a trusted 
advisor to their clients.

ACCOUNTANT VIEW AND 
BUSINESS VIEW
The first innovation is the new Busi-
ness View. Though still in its infancy, 
the vision is for the Business View to 
display new terminology, navigation, 
guidance, and data visualizations that 
will help business owners get more 
work done with greater accuracy. The 
original view of QuickBooks, which is 
still available and expected to be built 
out even further for power users, is 
now called Accountant View.

“We conducted research with 
customers coming into QuickBooks 
Online and discovered that the time 
was right to stop fooling ourselves that 
one user interface was going to work 
for small businesses and accounting 
professionals,” says Richard Blitz, a 
group product manager with Quick-
Books. “We were faced with ‘one size 

fits none,’ which was unsatisfactory 
for accountants because it didn’t offer 
the powerful features they needed, 
and challenging for small businesses, 
who needed something more intuitive 
so they could more easily — and cor-
rectly — complete their key workflows.”

Business View is also intended to 
help new users get started quickly. It 
avoids accounting language, reduces 
complexity in workflows and forms 
such as invoices, gives guardrails to 
help users get the accounting right 
without needing a textbook, and puts 
cash flow front and center, since that’s 
what most small business owners care 
about most.

For example, Blitz says something 
as intuitive to accountants as the 
word “expense” wasn’t clear to small 
businesses because it didn’t speak their 
language. Currently, the primary dif-
ference with Business View is a new 
cash flow chart on the dashboard and 
new terminology in the +New (create) 
menu. Instead of “Customers, Vendors, 
Employees, and Other,” Business View 
users will see “Money In, Money Out, 
and Other” as the headers.

“We’ll keep small businesses 
focused on their cash flow with the new 
Business View, since that’s the most 
important thing for them, but account-
ing and bookkeeping professionals who 
understand their clients’ books need a 
broader view, which they can still get 
with the Accountant View,” says Blitz.

Accountants who prefer the 
previous interface for their clients can 
easily switch them back to the “classic” 
Accountant view. To learn more about 
how the two views work, check out this 
short video (https://bit.ly/2T4rQwC) by 
Intuit product specialist Woody Adams, 

which shows the new experience, and 
how to switch from Business View to 
Accountant View. You can also go to 
Account and Settings > Advanced > 
User View, then toggle to “Accountant 
View” and click Save. In addition, to 
help accountants and bookkeepers 
understand and communicate the 
differences, Intuit created a simple 
translation guide. Note that Intuit is 
still learning what will work best for 
users, and terminology may change.

TAGGING
Tagging is also new to QuickBooks. 
With tagging, QuickBooks users will 
be able to search for data and report on 
it, without having to use the chart of 
accounts. Tagging is available in both 
Business View and Accountant View.

“Tagging is a super flexible way to 
allow small businesses to track what 
they need to know to actually run 
their businesses rather than focusing 
just on accounting,” says Blitz. “In our 
discovery, we found that customers 
wanted a way to capture different 
dimensions of things they care about 
for their businesses.”

Consider the owner of several yoga 
studios with multiple instructors, loca-
tions, and class levels. Instead of using 
the chart of accounts to track the most 
profitable classes by location and level, 
tagging enables the business owner to 
cut the data by any configuration with 
a simple click.

While QuickBooks users can start 
with “flat” tags that can be used as 
simple bookmarks, Blitz suggests as 
tagging becomes more intuitive a 
more powerful approach is to group 
them together so they can be compared 
with a click.

“Despite tagging and the new view 
for businesses, what hasn’t changed 
is how important it is to demonstrate 
your value to your clients,” he says. “It’s 
very important that accountants and 
bookkeepers work with their clients so 
they can understand how to use tag-
ging and other features to take these 
insights to the next level.”

Initially, tagging will be available in 
bank feeds and on most money in and 
money out forms, with more to follow. 
In addition, tagging is not replacing 
classes/locations. In fact, accountants 
and bookkeepers will still be able to 
reserve the chart of accounts, classes, 
locations, and custom fields for track-
ing any business-critical information, 
while letting business owners track 
their front-of-house information their 
way using tags.

iOS EXPERIENCE
One more innovation is worth noting: 
a revamped QuickBooks Mobile app 
launched for iOS customers. Intuit pre-
viously launched a new Android app 
in December 2019. Now, with the iOS 
release, QuickBooks has a brand new 
look for the mobile app that revamps 
nearly everything about the app: new 
navigation, new global create, new zero 
states with updated messages and 
images, redesigned list pages to drive 
faster focus to important information, 
cleaned-up transaction forms and a 
revised dashboard.

STAY TUNED FOR MORE 
UPDATES
As always, Intuit will share the 
progress of these and other updates 
on www.firmofthefuture.com, with 
learned insights from accountants and 
business users. If you’d like to provide 
feedback on the innovations men-
tioned above, please take a moment 
to share your thoughts here. ■

INTUIT QUICKBOOKS IS a powerful platform designed to help accounting professionals and small 
businesses gain important insights into the performance of their businesses and help them 
succeed. Recognizing that small businesses and accountants interpret accounting concepts and 
terminology differently, Intuit has recently taken steps to evolve both the QuickBooks Online 
and QuickBooks Online Accountant experiences to better meet the specific needs of both.

The ProAdvisor  
Spotlight is sponsored by
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THE STAFFING & HR ADVISOR

10 WAYS   to Become a 
Better Boss 
in 2020

Whether you run a small accoun-
tancy firm or serve as a manager for 
an international CPA firm, being in 
charge is no easy task. So how you 
can you make sure “that” manager 
isn’t you? Here are my top 10 tips:

You might be an expert tax professional, 
but unless you can get your point across 
well, you’ll never be a great boss. Setting 
clear objectives is a critical leadership 
skill. Make sure your team knows 
what the company and departmental 
goals and priorities are and what each 
employee’s role is in reaching them.

Whether it’s a five-minute daily chat or 
a weekly round-up, taking time to check 
in with your staff boosts motivation and 
morale. Millennials in particular value 
regular contact, and it’s no coincidence 
that professionals aged 18-34 are the 
most likely to have resigned due to their 
boss. Managing a multigenerational 
staff presents a unique challenge – let 
them know you’re there to help and 
that your door is virtually always open.

Many managers forget that communica-
tion is a two-way street. You may have 
years of experience, but your team has 

unique skills — that’s why you hired 
them. Rather than dismissing their 
thoughts and ideas, be open to fresh 
points of view. Successful leaders listen 
attentively to others and welcome 
different perspectives.

Yes, you’re the boss and the buck stops 
with you, but cracking the whip only 
builds resentment. If your staff are 
struggling, don’t write them off. Find 
out what they need to do their jobs 
better — perhaps they’ve been assigned 
too many clients or maybe they need a 
refresher course in new lease accounting 
regulations.

A good manager focuses on the “what” 
not the “how,” allowing their team the 
autonomy to come up with their own 
solutions for completing a task. Unless 
an individual is under-performing, resist 
the urge to micromanage. Your aim 
should be to build a team of confident 
workers who can think for themselves 
rather than blindly following orders.

Your behavior and attitude set the tone 
for the rest of your team, so make an 
effort to be upbeat and enthusiastic. 
Try to do this even when you’re feeling 

stressed or overwhelmed to avoid 
coming off as erratic. Set achievable 
targets so your team can celebrate wins. 
When delivering feedback, be specific so 
your praise or advice feels constructive 
and genuine.

Your staff spend a big part of their life at 
work, so help them feel good about being 
there. This is the differentiating factor of 
truly great leaders. Let employees pick 
out their own ergonomic furniture. Sur-
prise them occasionally with morning 
bagels or pizzas at lunch time. During 
tax season, offer free in-office massages 
or concierge services. Brainstorm ways 
to be generous and show your apprecia-
tion for their hard work.

Happy workers are productive workers, 
so you don’t want your team suffering 
from burnout. If payroll staff work long 
hours when things are busy, why not 
let them work flexibly during quieter 
periods? Being sensitive to your staff’s 
need to balance their time between 
work and the rest of their lives is a key 
driver of workplace happiness and the 
sign of a savvy supervisor.

Whether you’ve always dreamed of 

being the boss or ended up there 
just as a necessary career move, 
managing people is a complex skill. 
Scrutinize your own performance 
and identify areas where you could 
improve. Whether it’s how to write 
supportive emails to recognize staff 
on achievements or how to deliver 
cr it ical feedback one-on-one, a 
management training course is a 
great way to level up your leadership 
skills and help your team run more 
efficiently.

When it comes to being the boss, 
honesty, decency and empathy are 
critical if you want people to trust and 
respect you. Everyone has strengths 
and weaknesses and to pretend 
otherwise will only make you seem 
inauthentic. If you’ve made a mistake, 
for example, admit to it rather than 
pushing the blame onto others. Your 
team will be gratified to see that 
you’re human after all.

For some people, leadership 
comes naturally; others have to 
work hard at it. But never underes-
timate the effect your role has on 
others. As well as taking charge, 
you need to be a mentor, coach and 
supportive guide. You won’t get it 
right all the time, but if you make 
the effort to listen and learn, you’ll 
soon fine tune your skills and get 
the best out of your team. ■

DO PEOPLE REALLY leave managers, rather than firms? Research from staffing firm Robert 

Half suggests there’s some truth to this old saying. Nearly half (49%) of the professionals 

polled in a recent survey said they’d quit a job because of a bad boss.

COMMUNICATE 
EFFECTIVELY.

BE
AVAILABLE.

LISTEN AND
LEARN.

BE 
SUPPORTIVE.
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ENCOURAGE 
WORK-LIFE 
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LEADERSHIP 
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BE 
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2 Keys to an Effective Workspace

There are plenty of  great 
resources if you need to declutter in 
a hurry, but this article is designed 
to be something different than 
an organizational guide. (In fact, 
studies  indicate that a certain 
amount of clutter can be good for 
some people.) Instead, I want to talk 
about two general concepts that 
apply to everyone from the most 
ardent neatniks to the method-to-
my-madness folks. Your optimal 
workspace, like your personality, 
will ultimately be unique to you, but 
we could all stand to be more mind-
ful of our spatial environments to 
reduce stress and create enhanced 
collaboration.

PERSONAL SPACE: 
Everything in its right place
In restaurant cooking, the French 
term “mise en place” (literally “put-
ting in place”) refers to the act of 
preparing your station in order to 
facilitate a smooth service. If you’ve 
ever watched a chef assemble a 
bowl of ramen or pizza—quickly 
grabbing pre-sliced ingredients to 
move onto the next order—you’ve 
seen the value of mise en place in 
action. I love this idea as a way to 
create a functional desk area.

Ask yourself: What are the 
essential ingredients for me to do 
my job? Those are the things that 
you should have ready at hand at all 
times. If that’s a real-life object, you 
should have it on your desk or in a 
drawer. If it’s a digital app or plat-

form, you should be able to access it 
quickly and directly. A screen with 
too many icons, windows, and tabs, 
is like a kitchen full of ingredients 
you don’t need. Take some time 
every week or so to regularly check 
your mise en place skills and you’ll 
never find yourself scrambling for 
an important tool or password at 
the last minute.

Another important part of 
“putting in place” is deciding what 
is extraneous to your workspace. 
For example, I recommend keep-
ing a water bottle at your desk at 
all times, but keeping snacks and 
meals away from it. Why? Because if 
you keep food at your desk, you give 
yourself an excuse to never leave it. 
Taking regular breaks benefits your 
performance and well-being, so you 
want to build a space that encour-
ages you to do so. This illustration 
is just one of the countless ways 
that your workspace dictates how 
you operate.

SHARED SPACE: 
Form and function
If desks and other personal spaces 
can be tailored to individual tastes, 
shared spaces should be designed to 
accommodate groups and provide 
inspiration. Whether to opt for an 
open plan or traditional office layout 
is a debate unto itself, but regardless 
of the overarching set-up of your 
office, you should consider how your 
true shared spaces are designed. 
Conference rooms, break rooms 

and the like are all too often put 
together with the bare minimum of 
thought. You may not even realize 
how poorly they meet your needs.

Take, for instance, the rectan-
gular conference room table that is 
a de rigeur feature of most offices. 
An awesome case study from Work 
Design Magazine (seriously, you 
should read it) showed that the 
rectangular shape was actually 
counterproductive to fostering 
collaboration and open exchange 
of ideas. A rectangular table is 
inherently sociofugal, which means 
it creates a hierarchy where energy 
is funneled to the head of the table. 
A circular space, on the other hand, 
is sociopetal, sending focus toward 
the center. Changing the shape of 
a table, then, isn’t just a cosmetic 
choice, but rather a decision about 
how you want a room to function.

Ideally, all of the shared spaces 
at your workplace will be con-
structed with an eye toward how 
they’ll be used. We’ve all been in 
a breakroom that hardly feels like 
a place to relax, one full of broken 
chairs and boxes of who-knows-
what. Factors like these may seem 
secondary or unnecessary, but they 
provide vital ancillary support to 
every person and activity at your 
workplace. Ignoring them is akin to 
playing a passive role in developing 
office culture.

Simply put, setting matters. Your 
workplace and workspace are the 
setting for your career. How they 
look, feel, and function will have 
a profound impact on how you do 
your job. Don’t live their impact up to 
chance. Build and maintain a space 
you want to work in, and you’ll feel 
the difference in so many ways. ■

IN THE SAME way that dogs  resemble their owners, a person’s desk can be a reflection 
of how that person works. Your personal workspace and workplace at large influence the 
way you perform your daily tasks in all sorts of ways, yet too many of us don’t consider 
how to set up our areas for maximum efficiency and quality of life. When where you work 
is actively working against you, it takes time out of your day and increases your frustration 
and anxiety. As such, it’s important to play an active role in creating a space that helps 
rather than hurts you.
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New SECURE Act Expands 
Retirement Savings Opportunities

Tax practitioners can consider 
sharing this information with their 
clients and meeting with them to take 
advantage of the retirement planning 
opportunities – never a bad thing! Here 
is a summary of the higher-impact 
provisions of the SECURE Act.

REQUIRED MINIMUM DISTRI-
BUTION AGE RAISED FROM 
70½ TO 72
Prior to 2020, participants in employer-
sponsored retirement plans (401(k) 
plans, for example), traditional IRAs 
and individual retirement annuities 

needed to begin taking required mini-
mum distributions (RMDs) from their 
plans by April 1 of the year following 
the year they turned 70½ years old. 
Under the SECURE Act and for distri-
butions required to be made after Dec. 
31, 2019, the age at which individuals 
must start taking distributions from 
these retirement plans has increased 
from 70½ to 72.
• Rationale: The existing rule attempts to 

get taxpayers to spend their retirement 
savings during their lifetime instead 
of transferring wealth to beneficiaries 
through estate planning.

ON DEC. 20, 2019, the Setting Every Community Up for Retire-
ment Enhancement Act (SECURE) was signed into law. Overall, 
this new legislation loosens the rules surrounding retirement 
plans, and expands the opportunities for taxpayers and families 
to save for retirement. Many of the measures go into effect 
beginning in tax year 2020.

By Mike D’Avolio, CPA, JD 



MARCH 2020   ■    www.CPAPracticeAdvisor.com       17

 

Modification of Required 
Minimum Distribution Rules 
After Death
In general, owners of tax-favored 
employer-sponsored retirement 
plans and IRAs must take dis-
tributions over their life or life 
expectancy (RMDs). If the plan 
participant or IRA owner dies before 
2020, spousal and non-spousal ben-
eficiaries are allowed to stretch out 
the required distributions over the 
beneficiary’s life or life expectancy.

For deaths of plan participants 
or IRA owners beginning in 2020, 
distributions to most non-spouse 
beneficiaries need to be distrib-
uted within 10 years after the plan 
participant or IRA owner’s death. 
Exceptions to the 10-year rule for 
distributions include the following:
• A surviving spouse of the plan 

participant or IRA owner.
• A child of the plan participant or IRA 

owner who hasn’t reached majority.
• A chronically ill individual.
• Another person who isn’t more than 

10 years younger than the plan 
participant or IRA owner.

For individuals who fall under 
one of the exceptions, they will 
continue to take distributions over 
their life or life expectancy.

Repeal of Maximum Age for 
Traditional IRA Contributions
For contributions made for tax years 
beginning after 2019, the SECURE 
Act allows individuals of any age to 
make contributions to a traditional 
IRA, assuming there is enough 
compensation. Prior to this rule 
change, taxpayers were not allowed 
to make an IRA contribution once 
they reached age 70½ by the close 
of the year. The restriction doesn’t 
apply to Roth IRA contributions.
• Rationale: Americans are living 

longer and many are continuing to 
work past 70½ years old.

For qualified charitable distribu-
tions (QCD) made after 2019, the 
taxpayer’s QCD is reduced by the 

excess of: 1) the total amount of IRA 
deductions allowed after reaching 
age 70½ over 2) the aggregate 
amount of reductions in prior years.

Penalty-free Retirement Plan 
Withdrawals for Births and 
Adoptions
Beginning in 2020, taxpayers can 
take up to $5,000 (for each spouse) 
of penalty-free retirement plan 
distributions for expenses related 
to the birth or adoption of a child. 
In general, retirement plan distribu-
tions are included in income, and 
unless an exception applies, distri-
butions before the recipient turns 
59½ years old are subject to a 10 
percent early withdrawal penalty.

Long-term/Part-time Workers 
Allowed to Participate in 401(k) 
Plans
Under current law, employers 
are allowed to exclude part-time 
employees who work less than 1,000 
hours per year from participating in 
defined contribution plans. Under 
the new law, and for plan years 
beginning after Dec. 31, 2020, 
employers must allow employees 
working at least 500 hours per year 
for at least three consecutive years 
to make elective deferrals.
• Rationale: Women are more likely to 

work part-time and can be excluded 
from participating in retirement 
plans.

Taxable, Non-tuition Fellowship 
and Stipend Payments Treated 
as Compensation for IRAs
Beginning in 2020, graduate and 
post-doctoral students who receive 
taxable, non-tuition fellowship and 
stipend payments are allowed to 
treat the payments as compensa-
tion for IRA contribution purposes. 
IRA contributions cannot exceed a 
taxpayer’s compensation included 
in gross income.

Increased Credit Limit for Small 
Employer Pension Plan Start-up 
Costs
Small business owners are allowed 
to take a tax credit for establishing a 
qualified retirement plan, such as a 
SIMPLE IRA or SEP plan. The credit 
is the lesser of $500 or 50 percent of 
the start-up costs.

For tax years beginning after 
Dec. 31, 2019, the SECURE Act 
increases the credit to the greater 
of $500 or the lesser of $250 multi-
plied by the number of non-highly 
compensated individuals eligible to 
participate or $5,000.
• Rationale: The increased credit 

makes it more affordable for small 
businesses to establish a retirement 
plan.

Small Employer Automatic 
Enrollment Credit
For tax years beginning after Dec. 
31, 2019, the SECURE Act establishes 
a $500 tax credit for employers who 
set up a new 401(k) plan or SIMPLE 
IRA plan with an automatic enroll-
ment feature. The credit helps 
offset plan start-up costs and is 
in addition to the already existing 
pension plan start-up credit. You 
also qualify for the credit if you 
convert an existing plan to one with 
automatic enrollment.
• Rationale: Retirement plans with 

automatic enrollment have proven 
to increase participation, leading to 
more retirement savings.

Expansion of Section 529 Plans 
(qualified tuition programs) 
For distributions made after Dec. 
31, 2018, qualified higher educa-
tion expenses under Section 529, 
which allows for tax-free treatment, 
now include costs associated with 
registered apprenticeships, and up 
to $10,000 of qualified student loan 
repayments (principal and interest).

Kiddie Tax Changes
Prior to the Tax Cuts and Jobs Act 

(TCJA), the net unearned income 
of a child (under 19 years old or a 
full-time student under 24 years 
old) was taxed at the parent’s tax 
rates, if the parent’s rates were 
higher than the child’s rates. For 
tax years beginning after 2017, 
the TCJA changed the rule so that 
the unearned income of the child 
would be taxed at trust and estate 
tax rates.

The SECURE Act repeals the 
kiddie tax rules that were added by 
TCJA, effective for tax years begin-
ning after Dec. 31, 2019. You may 
elect to apply the pre-TCJA rules in 
2018 and 2019. By the way, a child’s 
earned income is taxed at single 
rates and this has not changed.
• Rationale: The TCJA changes 

unfairly increased the tax on certain 
children.

Failure to File Penalty Increased
For tax returns with due dates after 
Dec. 31, 2019, the failure to file pen-
alty is increased to the lesser of $435 
or 100 percent of the tax due (from 
the lesser of $205 or 100 percent of 
the tax due). The penalty applies 
when a return is more than 60 days 
late and the taxpayer cannot show 
reasonable cause for the late filing. 
If the failure to file penalty and 
the failure to pay the tax penalty 
both apply in the same month, the 
failure to file penalty is reduced by 
the failure to pay penalty.
• Rationale: The penalty encourages 

timely and accurate returns being 
filed.

EDUCATE YOUR CLIENTS
Tax professionals can take 
advantage of this new legislation 
as another way to educate their 
clients and buttress their role as a 
trusted advisor through retirement 
planning. ■

Mike D’Avolio, J.D., CPA, is a 
senior tax analyst with Intuit.
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For many, PayPal was the first 
money transfer app we used. This 
money transfer company has with-
stood the test of time, having been 
around for more than 20 years. You 
can create an invoice within PayPal, 
accept payments from bank accounts 
and credit cards, send and receive 
cash payments from individuals and 
businesses, transfer money interna-
tionally. You can set up PayPal on your 
website to collect payments. Users 
connect a bank account or credit card 
to their account and then money is 
drawn directly from that source when 
payments are made. You can leave 
money you have received in a PayPal 
account or download it to your bank. 
PayPal offers credit cards, debit cards, 
and prepaid cards to its users. A fee of 

up to 4.4% can be charged depending 
on the type of transaction.

While you can set up individual 
accounts with most of your credit card 
companies and banks and utilities in 
order to pay your bills online, Prism lets 
you aggregate all of your accounts in 
one place, sends you alerts of payment 
deadlines, and lets you make all of 
your online payments through the 
Prism app. Pre-schedule payments, 
see what bills need to be paid in the 
weeks ahead, check your bank bal-
ances, set up your paydays to help 
with budgeting, view your payment 
history, and even get reminders of 
bills you’ll be paying manually, so that 
all of your payment activity can be 
organized in one location. With no ads 
and a clean, logical interface, Prism 

is a leader in the bill payment arena.
Venmo is owned by PayPal and is 

specifically designed to facilitate cash 
transfer between individuals. Often 
advertised as a great way to split the 
bill at a restaurant or to reimburse 
friends who covered the cost of movie 
tickets or a shared ride, Venmo’s ease 
of use allows you take the awkward-
ness out of counting out currency and 
trying to make change. Venmo is not 
just for individuals – small businesses 
use Venmo to collect payments from 
their customers. The social media feel 
of the app, including the ability to add 
a personal message and even emojis, 
adds to the app’s approachable and 
comfortable appeal. International pay-
ments are not available at this time.

Phones and wearable devices have 
their own payment systems. Depend-
ing on your device, you might choose 
Apple Pay, Google Pay, or Samsung 
Pay. There are other mobile payment 
options available on different devices, 
but these are the big three. All offer 
some international payment options. 
All three work with Near Field Com-
munication (NFC) payment terminals, 
often found at grocery and other retail 
store checkout counters, as well 
as in-app purchases. To use any of 
these payment options, you connect 
an existing credit card, bank account, 
or PayPal Account (Samsung Pay and 
Google Pay only) to the virtual card, 
and then you can use your phone to 
make a payment anywhere the phone 
payment option is available.

You’ve probably encountered the 
little plug-in credit card reader called 

Square which enables a user to turn a 
smart phone into a point-of-sale sys-
tem that accepts credit cards includ-
ing chip cards. Square expanded to 
include Square Cash, which has been 
compared to the Venmo app. Because 
they already had a successful history 
with the Square card reader, many 
business owners have made the tran-
sition to using Square Cash for their 
business. Distinguishing itself from 
Venmo, Square Cash allows users to 
create their own names or use a busi-
ness name, keeping personal identity 
information private. Square cash links 
to a bank account and transfers occur 
for a small fee.

Zelle provides the peer-to-peer 
funds exchange experience similar to 
Venmo but its marketing focus is bank 
customers. You can exchange funds 
at no charge with anyone else in the 
family of participating banks. As long 
as you sign up for the app through 
your bank, you don’t actually need to 
install the app on your phone.

Not to be left out of the money 
exchange business, Facebook Mes-
senger has gotten into the cash trans-
fer business as well, using the social 
feel that is provided through Venmo. 
You can transfer cash easily through 
Facebook Messenger without having 
to sign up for a separate app. Reports 
indicate that it takes about five days 
for the cash to transfer. Users connect 
their bank account to the Messenger 
app and simply click the plus sign and 
then the dollar sign option within a 
message to initiate a bank transfer.

I’m mentioning Xoom and Circle 
Pay in passing without having had any 
experience with either one. Xoom is 
owned by PayPal. Both products focus 
on international transfer of funds. 
Xoom claims to have 131 countries in 
its family and Circle Pay is available in 
29 countries. There are fees associated 
with the transfers. ■

Bill Payment Apps
MORE AND MORE, we’re moving money around with our phones and computers. 

Remember checks? I opened a new bank account recently and didn’t get any checks at 

all – not even a starter pad. When it comes to transferring money between individuals 

and businesses, there are many options available that don’t include paper checks. Most 

banks themselves offer bill payment and money transfer options on their websites. Here 

we’ve listed a handful of apps that coordinate cash transfers.
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 MARKETING YOUR FIRM

THREE 
Marketing Tips to 

Increase Summer Billings

Rather than spending a huge amount of time 
on content development, consider how you can 
leverage social media and online advertising to 
move the needle.

Here’s how.

1.  NON-TAX SERVICE FOCUS
Think about the things your clients 
should to focus on during summer 

months, for example succession planning, 
bank loan preparation and financial statements, 
payroll updates, cash flow reporting, audits, 
and software upgrades. Create a landing page 
on your website for each service on which you 
plan to focus. Then:

  ■ Send an email to clients with a service reminder 
and a link to schedule an appointment. There 
are several good scheduling apps (www.
cpapracticeadvisor.com/21124539) you can 
add to your website to make this process even 
more efficient.

  ■ Prepare several social media organic, non-paid 
posts over the course of four to five weeks that 
link back to each service page.

  ■ Create social media ads for less than $1/day 
on Facebook and $10/day on LinkedIn that also 
point back to the service page.

  ■ Spend less than $100 on Google Ads that link 
back to the service page.

2.  ACCOUNTING TIP VIDEO 
CAMPAIGN
Develop a video campaign focusing on 

accounting tips for your target market—those you 
most want to have as new clients. One tip per week 
for several weeks is all you need. Remember to 
include a call to action at the end and branding in 
the beginning to help drive traffic to your website. 
Also, post the videos on a free YouTube channel to 
keep the collection in one area. Then link to that 
channel from your website.

The videos should be less than 60 seconds in 
length each. Free or paid tools, like RawShorts, 
Biteable, Animaker, Promo, Pixabay, Pikwizard, or 
InShot (mobile only), help to reduce the amount of 
work on your plate.

Leveraging popular, social media weekday 
hashtags like #TipTuesday, #WednesdayWisdom, 
#FeatureFriday, or #SpotlightSunday, also increase 
your audience reach.

3. YOU’VE GOT MAIL
Old-school marketing techniques, like 
postcards, are a great way to get atten-

tion. People are so swamped with electronic mail, 
that receiving an actual piece of mail can be excit-
ing. Consider an image that business owners will 
understand and better yet, think, “Yes! That’s me.”

Choose one topic for the postcard, such as 

payroll headaches getting you down, cash flow 
slowdown keeping you up at night, succession 
planning putting the brakes on retirement, sales 
tax confusion stressing you out, and more.

Then, add how you can help and include a 
unique URL or promotional code people can use 
to contact you.

How do you get the mailing addresses?
  ■ You can use a service like Hoovers that provides 

mailing information based on your defined criteria.
  ■ An advanced search on LinkedIn is also a great 

resource to find business names and a contact 
person.

  ■ State government websites often have a search 
services for businesses, e.g., https://dat.maryland.
gov/businesses/Pages/default.aspx.
Sending postcards at a bulk mail rate is also a 

good way to keep costs down.
Go ahead, put on your summer gear and think 

about a fun way to engage your target market. ■

Becky Livingston has over twenty-five 
years’ experience in marketing and technol-
ogy in financial services and engineering 
firms. She is the President and CEO of 
Penheel Marketing, a boutique marketing 
firm specializing in social media and digital 
marketing for CPAs. In addition to being a 
marketing practitioner, Becky is also an adjunct professor, 
author, and speaker. With a graduate degree from Pace 
University in Information Systems, Becky also holds 
undergraduate degrees from two other colleges and also 
has a Certificate in Corporate Training from NYU. She is 
also an active member of the Association for Accounting 
Marketing (AAM). Connect with Becky’s firm on Face-
book, LinkedIn, Google Plus, Pinterest, and YouTube.

YOU MAY HAVE been so busy during tax season that you’ve not been 

focusing on your marketing initiatives for summer. Unfortunately, now’s 

the time to be thinking about it.

By Becky Livingston 
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THE MILLENNIAL ADVISOR

What Are You Missing?  
Big Data Helps Accountants Look More Closely

Look at the recent documentary, 
“McMillions,” an HBO series about 
the McDonald’s Monopoly game 
scam that occurred between 1989 
and 2001, perpetrated by ex-cop 
Jerry Jacobson and several accom-
plices. It highlights a fraud that went 
on for years—totally undetected by 
a trusted, stalwart global brand.

The beauty of accounting has 
been and will always be its simplic-
ity. Numbers don’t lie. Isn’t that the 
truth? The challenge is being able to 
look at the numbers in the right way 
to understand what they are telling 
us. When you are driving in the fog, 
you can’t tell if you are in the middle 
or right at the edge of a cliff.

THE BEAUTY OF BIG DATA
Luckily for all of us, the solution 
to these issues has finally arrived, 
we just need to veer a little to the 
left and out of the fog to embrace it. 
We need to take a modern view of 
accounting and harness the power 
of big data. Then, we can instantly 
analyze what is sitting right there 
in front of us. We can find a path 
through the numbers to alleviate 
our nagging worries by diving deeper 
into the financial and non-financial 
numbers and expand our focus past 
the income statement and balance 
sheet into what lies deeper.

While accounting is built around 
assets equal liabilities plus stock-
holder’s equity, this financial data is 
just one part of what resides inside 
all modern accounting software. 
The financial data, sales figures, 
expenses, and more are what we 
have always embraced. Instead of 
analyzing revenue on a monthly 
basis, what if we go deeper and 
begin to analyze revenue at the 
daily or hourly increment? We begin 
to draw even deeper analysis into 
what has happened in the past and 
then project what will happen in the 
future. But we no longer need to stop 
at just the financial data.

Moments past that data where 
we have always spent our time, just 
a little deeper beneath the surface 
lies an abundance of non-financial 
data. These would be things like 
hours worked, billable hours, 
conversion rates on new business, 
numbers of transactions per cus-

tomer, on-time rate for shipments, 
customer satisfaction, and more. A 
typical modern accounting system 
has hundreds of non-financial KPIs. 
They are logged as part of every 
transaction, normally as a second 
or third data point, meaning we 
don’t often think about them when 
we enter them.

Once we become aware of how 
much data is at our fingertips, we 
can begin to use that data to read-
ily confirm or deny some of those 
lingering worries that keep us up 
at night.

DIVING IN
Don’t let the mass amounts of data 
overwhelm you. Start by defining 
what it is you want to understand.

Are you concerned that the sales 
team logged fictitious sales activity 
over the weekend in advance of 
Monday’s meeting? Do you suspect 
that the new product line has not 
taken off and its conversion rate is 
below assumptions?

Avoid the lure to just start 
digging into all the data that sits 
in front of you. Pause and identify 
the transactions you want to 
understand. With this goal in 
mind, your next step should be to 
understand what numbers drive 
that transaction. If you are wor-

ried about fraud, think about what 
financial and non-financial data will 
show signs of opportunities for the 
fraud to occur—the lead indicators. 
Combined with what data would 
lead indicators show signs that fraud 
already may have occurred, the lag 
indicators?

Once you know what you want 
to analyze and what drives it, 
begin to review the data and see 
what lies beneath the surface. You 
may be amazed how quickly trends 
pop up in front of you. If you were 
concerned with misleading data 
from a certain individual on the 
sales team, perhaps you can quickly 
see when specific data changed that 
weekend, showing sales activity met 
or exceeded expectations or historic 
trends.

Or perhaps you notice an 
increase in write-offs 30 days after 
the sales team’s weekend shift. Does 
it indicate that someone is creating 
fake sales, then refunding them 30 
days later after getting paid their 
commissions?

THE TRUSTED ADVISOR
No matter the problem or trend, 
the data is there— right in front of 
you to analyze and review. Don’t lie 
awake each night wondering what 
is going on inside your company or 
at your client’s company. Harness 
the power of big data and look for 
yourself. Become that proactive, 
most trusted advisor you were 
born to be. Solve the problem that 
is sitting right in front of you using 
the data right in front of you. ■

NO MATTER WHAT role you play in the accounting profession, you probably have thought 

to yourself more than once, what am I missing? Is it a transaction for the month, a 

reconciling item, a payable? Or is it something bigger that has slipped past—like a key 

performance indicator? Or something worse, like fraud? Since the start of our profession, 

we have struggled with these nagging fears. What might we be missing? Often, we lack 

the time and resources to dig deeper to investigate the dark corners or look twice into 

those gray areas. For some of us, we face these fears front and center when a client 

gets rocked by allegations or findings of financial fraud.

No matter the problem 
or trend, the data is 
there— right in front 
of you to analyze and 

review.
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Taxing remote sales is relatively 
new. Since the first states estab-
lished their sales tax systems in 
the 1930s, states have had limited 
taxing authority over businesses 
based in other states. Indeed, the 
Supreme Court of the United States 
ruled more than once during the 
20th century (notably in National 
Bellas Hess, Inc. v. Department of 
Revenue of the State of Illinois and 
Quill Corp. v. North Dakota) that 
states could not require a business 
to collect and remit sales tax unless 
the business had a physical pres-
ence in the state.

But the Supreme Court over-
ruled that longstanding physical 
presence rule in its South Dakota 
v. Wayfair, Inc. decision (June 21, 
2018); it determined ecommerce 
had “changed the dynamics of the 
national economy” to the extent 
that the physical presence rule had 
become “a judicially created tax 
shelter” for certain businesses. In 
so ruling, it allowed states to base a 
sales tax collection obligation solely 
on a remote seller’s sales in a state, 
or economic nexus.

Today, approximately 18 
months after the seminal ruling, 
43 states and Washington, D.C. 
have economic nexus laws or rules 
requiring out-of-state businesses 
with a certain amount of sales in 
the state to register their business, 
collect and remit sales tax, and file 
returns. Florida and Missouri will 
likely soon follow suit.

The five remaining states — 
Alaska, Delaware, Montana, New 

Hampshire, and Oregon — don’t 
have a statewide sales tax. How-
ever, local governments in Alaska 
are interested in requiring remote 
retailers to collect and remit their 
local sales taxes.

All this is to say that if you’re in 
the business of making sales, you 
could already be liable for sales 
tax in states where you make sales 
but aren’t collecting. And if your 
business is growing, your collection 
obligations could grow, too.

THE IMPORTANCE OF 
ECONOMIC NEXUS 
THRESHOLDS
Except in Kansas, all state economic 
nexus laws or rules provide an 
exception for small sellers. To that 
end they’ve all established an eco-
nomic nexus threshold: Sell below 
the threshold and you don’t have 
economic nexus; sell above it and 
you probably do.

Thresholds vary from state to 
state and include:

 ■ $100,000 in sales (e.g., Massachu-
setts and North Dakota)

 ■ $100,000 in sales and 200 transac-
tions (e.g., Connecticut)

 ■ $100,000 in sales or 200 transactions 
(e.g., South Dakota and Wisconsin)

 ■ $150,000 in sales (e.g., Arizona)
 ■ $250,000 in sales (e.g., Alabama)
 ■ $500,000 in sales (e.g., California 

and Texas)
Keep in mind that states 

include different transactions in 
their thresholds; electronically 
delivered products, digital goods, 
exempt sales, or services should 

be included when 
calculat ing the 
threshold in some 
states but not others. Some 
states want retailers to include 
sales made through a marketplace, 
while others don’t. Individual state 
threshold information is available 
in our state-by-state guide to 
economic nexus laws and state-by-
state registration requirements for 
marketplace sellers.

If you sell into states where 
you’re not collecting sales tax, you 
should check to see whether your 
sales in those states have crossed 
the economic nexus threshold. If 
they have, you may have developed 
a sales tax collection obligation in 
one or more states. A trusted tax 
advisor can help you determine 
your next step.

THE IMPORTANCE OF 
TRACKING YOUR SALES
If you haven’t crossed an economic 
nexus threshold but do make sales 
into states where you don’t collect, 
it’s important to monitor your sales 
in those states closely. In some 
states, you need to register with 
the tax authority and start collect-
ing sales tax as soon as you cross 
the threshold. As in, tax must be 
applied to the very next sale.

It appears you must register 
with the tax department before 
the next invoice after crossing the 
threshold in the following states:

 ■ Arkansas
 ■ California
 ■ District of Columbia
 ■ Georgia
 ■ Idaho
 ■ Indiana
 ■ Maine
 ■ Mississippi

 ■ South Dakota
 ■ Utah
 ■ Wyoming

In Ohio, you must register the 
day after you cross the threshold. 
The remaining states give you a bit 
more time: 30, 60, or 90 days after 
crossing the threshold, by the next 
quarter, or by January 1 of the fol-
lowing year.

Do the above states really 
expect businesses to register so 
quickly after they cross their eco-
nomic nexus threshold? What will 
they do if you don’t?

I don’t know. I do know that 
these policies seem to suggest that 
states expect businesses to closely 
monitor their sales into all states. 
And I know they’re eager to collect 
remote sales tax revenue.

States take this stuff seriously. 
They wouldn’t bother creating 
thresholds if they didn’t matter. To 
learn more about how states tax 
remote sales, check out our guide 
to sales tax nexus laws. ■

Gail Cole has been research-
ing, writing, and reporting 
tax news for Avalara since 
2012. She’s on a mission to 
uncover unusual tax facts 
and make complex laws and 
legislation more digestible for 
accounting and business professionals — 
or anyone interested in learning about tax 
compliance. Get more sales tax news from 
the Avalara blog.

How to Quickly Register for Sales Tax 
in New States
MANY BUSINESSES SHARE the goal of increasing sales and 
expanding into new markets. But, now that most states tax 
sales by out-of-state sellers, such growth often brings new 
sales tax collection obligations.

By Gail Cole 



22       MARCH 2020   ■    www.CPAPracticeAdvisor.com

 PAYROLL ACCOUNTANTA YEAR IN THE LIFE: 

Gig Workers “Fill Void” In Tight Labor Market

The research report, titled 
Illuminating the Shadow Workforce: 
Insights into the Gig Workforce in Busi-
nesses, reveals tenured workers and 
retirees are capitalizing on the tight 
U.S. labor market and the need for 
skilled workers, by turning to gig 
work. The report also found 1 in 6 
enterprise workers are actually gig 
workers paid as either 1099-MISC 
(1099-M) workers or short-term 
W-2 employees working one to six 
months. The report takes a close 
look at their compensation, varied 
skill sets, and motivations.

Backed by anonymized payroll 
data of 18 million workers from 
75,000 companies, coupled with 
16,800 direct survey responses 
from traditional employees and gig 
workers, and 21 C-level executive 

interviews, the research shows 
that this changing composition of 
the workforce has significant talent 
management, budget and compli-
ance implications for businesses of 
all sizes.

In addition, the ADP Research 
Institute identified two worlds of gig 
workers in businesses. The first is 
comprised of 1099-M contractors 
who are independent contrac-
tors, often hired for their skillset 
on a project basis. These skilled, 
tenured workers tend to be older, 
highly educated and choose to 
work on what they enjoy. In fact, 
30% of 1099-M gig workers are 
aged 55 or older. For some, their 
gig work is supplemental income 
to their retirement savings. The 
second includes short-term W-2 

employees who are younger, less 
educated, have a lower income, and 
are typically working on a seasonal 
or on-call hire basis.

“It is clear there is a fundamen-
tal shift in the workforce as innova-
tion continues to transform work, 
increasing the demand for skilled 
workers,” said Ahu Yildirmaz, co-
head of the ADP Research Institute. 
“To bridge the talent gap in today’s 
tight labor market, many compa-
nies are hiring skilled workers at a 
premium. Our research shows that 
companies are turning to tenured, 
skilled workers and retirees on 
a gig-basis to meet this growing 
demand.”

SPOTLIGHT ON GIG 
EMPLOYMENT AND KEY 
FINDINGS
Following are additional takeaways 
from the report:

 ■  Gig work is growing: From 2010 
to 2019, the share of gig workers 
in businesses has increased by 
15%, with both short-term W-2 and 
1099-M gig workers contributing 
equally to this growth. The 
research indicates g ig work 
will continue to grow, further 
impacting workforce dynamics 
and forcing companies to optimize 
talent management and workforce 
strategy.

 ■ Every industry relies on gig 
workers: Recreation, construction 
and business services are the top 
three industries utilizing the gig 
workforce.

 ■ Contract life is a choice: More than 
70% of 1099-M gig workers say they 
are working independently by their 
own choice, not because they can’t 
find a “traditional” job. Most seem 
happy with gig work and place a 
premium on flexibility as a driving 

motivation behind their decision, 
over financial security or benefits. 
In fact, 60% of 1099-M gig workers 
say they will continue to gig for the 
next three years.

 ■ Gig work is not sporadic: More than 
half of the 1099-M contractors 
work for the same company for 12 
consecutive months just like any 
traditional W-2 employee.

 ■ Earning potential is similar to a 
traditional worker: The average 
income for employees working 
for 12 consecutive months is 
similar, regardless of being a 
1099-M worker or a traditional 
W-2 employee.

 ■ Millennials and Gen Z gig it their 
way: Gig workers under the age of 
34 view themselves as traditional 
employees, perhaps reflecting the 
shift in the workforce. However, 
the prospect of health insurance 
does not appear to change their 
job behavior. In fact, 74% say 
they would continue to work as a 
1099-M worker, even if they lost 
their current health insurance.
Added Yildirmaz, “While the 

term ‘gig worker’ has seamlessly 
integrated into our vernacular 
and culture, there has been no 
real data-driven insight into the 
gig workforce in the enterprise 
space. This ‘shadow workforce’ is 
comprised of workers with vast 
skillsets, who work across all indus-
tries and in all regions of the U.S. 
Additionally, we have found that 
the majority of these workers are 
doing gig work out of preference.”

To see the detailed report, Illu-
minating the Shadow Workforce: 
Insights into the Gig Workforce 
in Businesses, including all data 
and insights, please download the 
report at https://bit.ly/2IwRSDI. ■

WHILE TECHNOLOGY AND innovation are transforming the 

way we work, they are also directly impacting why, when 

and where we work. In a first-of-its-kind study, the ADP 

Research Institute has focused the spotlight on the gig 

workforce in organizations, often described as a hidden 

or ‘shadow workforce.’

By Isaac M. O’Bannon 
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Flexible Work Arrangements 
are Key to Recruiting 
& Retaining Female 
Accounting Staff

Approximately half of firms surveyed 
reported that flexible schedules (56%), reduced 
hours (50%), compressed work schedules (49%) 
or telecommuting options (56%) helped attract 
employees, while about 80 percent of firms said 
those arrangements helped retain employees.

“While perspectives are changing, women are 
still more likely to handle duties involving child 
care and managing households. At the same 
time, many younger workers expect employers 
to offer them some flexibility as to where and 
when their work is done,” said Jacquelyn Tracy, 
CPA, chair of the AICPA’s Women's Initiatives 
Executive Committee and partner with Mandel 
& Tracy, LLC. “Modified work arrangements 
allow women to more successfully manage 
their careers as CPAs and the priorities in their 
personal lives.”

A Pew Research Center study found mothers 
spend more than 31% of their day on child care 
and housework, compared to about 17% for 
fathers.

The AICPA’s biennial CPA Firm Gender Survey 
seeks to understand how firms are working to 
address gender disparities and advance women 
in the profession. More than 1,100 firms, ranging 
from those with fewer than 10 CPAs to those 
with more than 100, responded to the survey, 
which was conducted in 2019.

In addition to asking about working arrange-
ments, the survey also questioned firms about 
gender distribution on executive committees, 
formal programs to advance women and suc-
cession planning.

The survey found that 39% of firms monitor 
pay parity between genders and 85% of those 
who monitor disparities took action to close gaps.

Additionally, one in five firms offered uncon-
scious bias training, with 59% of the firms with 
more than 100 CPAs offering it. Implementing 
and expanding education around preconceived 
notions, biases and stereotypes pertaining to 
various groups is one of the main goals of the 
CEO Action For Diversity & Inclusion pledge, an 
effort by business leaders to increase diversity 
and inclusion throughout their workforce and 
leadership. The Association of International 
Certified Public Accountants, combining the 
strengths of the AICPA and CIMA, has signed the 
pledge and encourages others in the profession 
to do so as well. 

Among other findings of the survey:
•  The larger the firm, the more likely it is 

to have formal mentor and sponsorship 
programs to help advance women and 
minorities.

•  Women in small firms (2-10 CPAs) comprise 
53% of executive committees but only 16% 

of firms with more than 100 CPAs.
•  An analysis of job titles found that women 

were nearly equally represented or out-
numbered men in CPA firms through the 
senior manager level, after which the ratio 
declines.

•  Only 44 percent of firms have a succes-
sion plan, down from 47% in 2017. But 6% 
included a gender component in their plan, 
up from 2%.

The firm gender survey is one of many things 
the AICPA is doing to promote gender equality 
within the profession. The AICPA also hosts 
the annual Global Women’s Leadership Sum-
mit, co-sponsors the Most Powerful Women 
in Accounting award and in coordination with 
Women’s History Month, is hosting the webinar 
Creating New Possibilities through a Coaching 
Culture, being held March 24.

Survey methodology: The CPA Firm Gender 
Survey was conducted via email by the AICPA 
for the AICPA’s Women’s Initiatives Executive 
Committee in August 2019. Some 1,129 qualified 
respondents, drawn from CPA firms of varying 
sizes and regions within the United States, 
participated.p

For more information about gender initia-
tives and other resources, visit www.aicpa.org/
womenlead. ■ 

AMERICAN CPA FIRMS that offer modified work arrangements have sig-

nificant advantages in terms of recruiting and retaining female employees, 

according to new research by the American Institute of CPAs.

By Isaac M. O’Bannon 
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AICPA, TAX STAKEHOLDER ORGS PROVIDE 
RECS ON TAXPAYER FIRST ACT
The American Institute of CPAs 
(AICPA) has participated in a group 
of 10 stakeholder organizations 
to provide the Internal Revenue 
Service (IRS) with recommendations 
as it prepares reports to Congress 
as mandated by the Taxpayer First 
Act (TFA).

“The IRS…needs to adopt a 
visionary approach looking beyond 
immediate constraints to develop 
long-term goals…The IRS should 
provide flexibility in its design to 
ensure the agency will continue to 
evolve,” the group said.

The recommendations outlined 
in this letter better empower practi-
tioners to help their customers and, 

ultimately, help all taxpayers. The 
following organizations participated 
in providing the recommendations 
to the IRS:

 ■ alliantgroup, LP
 ■ American Institute of CPAs (AICPA)
 ■ H&R Block
 ■ Latino Tax Professionals Association
 ■ National Association of Enrolled 
Agents (NAEA)

 ■ National Association of Tax Profes-
sionals (NATP)

 ■ National Conference of CPA Practitio-
ners (NCCPAP)

 ■ National Society of Tax Professionals 
(NSTP)

 ■ Padgett Business Services
 ■ Prosperity Now ■

AICPA & NASBA PARTNER WITH SOUTH 
AFRICAN CA BOARD
The South African Institute of Chartered Accountants (SAICA), the AICPA and 
the National Association of State Boards of Accountancy (NASBA) have signed 
a mutual recognition agreement (MRA) that came into effect on January 
15, 2020. The agreement provides a pathway for South African Chartered 
Accountants (CAs[SA]) and U.S. Certified Public Accountants (CPA) to have 
their credentials recognized in both countries.

According to its terms, the MRA will:
 ■ Facilitate the reciprocal recognition of the South African CA(SA) designation and 
the Certified Public Accountant (CPA) license.
 ■ Increase the mobility of professionals to facilitate growth of the profession in 
both countries.

The NASBA/AICPA International Qualifications Appraisal Board (IQAB) 
worked with SAICA to establish this pathway for those holding the CPA 
license and CA(SA) designation. The IQAB surveys and assesses professional 
practice standards and qualification in specified countries and recommends 
the feasibility of recognition of credentialed non-U.S. professionals.

How do members qualify?
A holder of the CA(SA) credential may be eligible to obtain the CPA license 

via this agreement if he or she is a member in good standing of SAICA and 
meets the additional criteria set out in each of the applicable U.S. jurisdiction’s 
various state laws and regulations as they apply to:

 ■ Education
 ■ Examinations

A CPA may be eligible to obtain the CA(SA) credential provided he or she 
is a licensed CPA in good standing with a State Board of Accountancy, meets 
the CPE requirements of their Board of Accountancy and meets additional 
criteria set out under the following sections of the agreement:

 ■ Education  ■ Examination  ■ Experience and  ■ CPE criteria
Full details on the eligibility requirements for CPAs can be found NASBA’s 

website or by emailing iqex@nasba.org. Full details on the eligibility require-
ments for CAs(SA) can be found on SAICA’s website or by emailing Adri 
Kleinhans at adrik@saica.co.za. ■

AN ARSC PRIORITY: CONVERGE WITH 
INTERNATIONAL STANDARDS AND ALIGN WITH GAAS
The AICPA Accounting and Review Services Committee (ARSC) has issued 
Statement on Standards for Accounting and Review Services No. 25, Material-
ity in a Review of Financial Statements and Adverse Conclusions. It will 
amend AR-C sections 60, 70, 80 and 90 in AICPA Professional Standards.

SSARS No. 25 converges AR-C section 90, Review of Financial State-
ments, with International Standard for Review Engagements 2400 (Revised), 
Engagements to Review Historical Financial Statements.

The ARSC believes it’s important for the SSARSs literature to be as 
closely converged with ISRE 2400 (Revised) as possible. This will facilitate 
the accountant’s ability to perform and report on engagements in accordance 
with both sets of standards and diminish confusion regarding the level of 
assurance obtained in accordance with either set of standards.

SSARS No. 25 becomes effective for engagements performed in accor-
dance with SSARSs on financial statements for periods ending on or after 
December 15, 2021. Early implementation is permitted.

AICPA NOW ACCEPTING 
APPLICANTS TO GEORGE WILLIE 
SCHOLARSHIP PROGRAM
The AICPA is now accepting applica-
tions for the Private Companies 
Practice Section (PCPS) George Willie 
Ethnically Diverse Student Scholarship 
and Internship program.

The George Willie program pro-
vides a scholarship and internship to 
five minority accounting students who 
intend to pursue their CPA licensure. 
The AICPA provides a scholarship 
of up to $20,000 to each student to 
assist with their final academic year 
tuition, while five PCPS member 
firms each sponsor a student for an 
internship during the 2021 tax season 
(January to April).

The participating member firms 
are:

 ■ Aronson LLC, Rockville, MD
 ■ Boyum Barenscheer, Bloomington, 
MN
 ■ OnTarget CPA, Indianapolis, IN
 ■ Reynolds, Bone & Griesbeck PLC, 
Memphis, TN
 ■ Sensiba San Filippo, Pleasanton, CA

This program was created in 

honor of George Willie, CPA, CGMA, 
a former chair of AICPA’s PCPS 
Executive Committee and the AICPA 
Minority Initiatives Committee. During 
his more than 35-year career, Willie 
has promoted the benefits of a career 
in accounting to students and young 
professionals in pursuit of the CPA 
license.

The Willie program is open to 
Black or African American; Hispanic 
or Latino; Native American or Alaska 
Native; Native Hawaiian or Pacific 
Islander; Multiethnic; or Asian Ameri-
can students pursuing an undergradu-
ate or graduate degree in accounting 
or an accounting-related major with 
at least a 3.0 GPA. Applicants also 
must plan to sit for the CPA exam. Full 
eligibility requirements and selection 
criteria are available online.

Students interesting in the 
program can visit aicpa.org/pcpss-
cholarship for more information. 
Applications are currently open, with 
a deadline of April 15, 2020. ■

 ■ Experience and
 ■ Continuing Professional Education



MARCH 2020   ■    www.CPAPracticeAdvisor.com       25

 

JIM BOOMER, CPA.CITP
CEO, Boomer Consulting, Inc. 

Director, Boomer Technology Circle™

jim.boomer@cpapracticeadvisor.com

BRIDGING THE GAP

Most of the time, the difference 
between success and failure of a 
project comes down to mindset. In 
the book Mindset: The New Psychology 
of Success, author Carol S. Dweck 
explains how mindset impacts 
growth and change.

FIXED MINDSET VS. 
GROWTH MINDSET
Your mindset is a spectrum. One 
side of the spectrum is a fixed 
mindset, while the other side is a 
growth mindset.

 ■ Fixed mindset. People with a fixed 
mindset believe that abilities, 
intelligence and talents are all 
traits we’re born with. They often 
obstruct their development through 
their belief in innate talent and 
their fear of failure. They see failure 
as a disaster.

 ■ Growth mindset. People with 
a growth mindset believe their 
talents and abilities are developed 
through effort, teaching and 
practice. They believe anyone can 
improve and be smarter if they 
work at it. They’re open to new 
ideas and learning and see failures 
as opportunities.

Our mindset shapes whether we 
can learn and change and grow. The 
good news is that anyone can adopt 
a growth mindset, think differently 
and become more open to innova-
tion and growth.

James Anderson, a Certified 

Growth Mindset Trainer, identified 
several misunderstandings about 
mindsets. Before we jump into 
how to adopt a growth mindset, it’s 
essential to address at least two of 
those misunderstandings.

First, your mindset is not an 
innate part of who you are. You 
weren’t born with either a fixed or 
growth mindset – you developed it 
through your experiences, espe-
cially the role models you had as a 
child and the messages you received 
from others.

Second, growth vs. fixed isn’t an 
either/or proposition. No one has a 
completely fixed or growth mindset. 
It’s more accurate to talk about the 
degree to which a person holds a 
growth or fixed mindset about abili-
ties. We all have a mixed mindset 
to varying degrees.

SIX STEPS TO ADOPTING 
A GROWTH MINDSET
It’s possible to develop a growth 
mindset, and in the accounting 
profession today, we believe it’s 
not just a good idea, but vital to 
long-term success. Here’s how you 
go about moving toward the growth 
end of the mindset spectrum.

FOCUS ON LEARNING
S e ek  out  t he  b e st 
sources of information 
from within and outside 
the profession and focus 

on learning from the best. Read 

books, industry publications and 
quality blogs. Listen to podcasts and 
attend conferences. There is a lot of 
information out there, so work on 
developing the skill of identifying the 
best and avoiding the rest.

CHOOSE THE RIGHT 
ROLE MODELS
Take inspiration from 
thought leaders and 
i n nov at or s  i n  t he 

profession. Follow them on social 
media and attend the same events. 
Try to model their way of thinking 
and adapt their mindset in a way 
that fits you.

CHALLENGE YOUR 
CURRENT BELIEFS
One of the most critical 
steps in changing your 
mindset is acknowledg-

ing that you have a fixed mindset 
– at least in some areas. Look at your 
current belief system and identify 
where you have self-limiting beliefs. 
Acknowledging this isn’t shameful – it’s 
human. Shine a light on the roadblocks 
you’re putting up for yourself and work 
on turning them around.

SET A VISION AND 
DEFINE GOALS
Creating a vision and 
setting goals can help 
provide the motivation 

you need to move from a f ixed 
mindset to a growth mindset. What 
do you want to achieve in the next 
year? Five years? Ten years? Get a 

clear picture of where you want to 
be and then break your vision down 
into goals that will help you reach it.

SEE FAILURES AS 
OPPORTUNITIES
People with a growth 
mindset know that 
failure is a necessary 

stop on the road to success. When 
faced with failure, they see it as an 
opportunity to change tactics or apply 
extra effort to improve results.

BE AUTHENTIC
A g row t h m i ndset 
demands authenticity in 
how you think and act. 
Know who you are and 

what you’re all about. You don’t have 
to put on a perfect front to others. 
Don’t be afraid to be yourself and 
let your values be known to others. 
When you are open and honest in 
your interactions with others, people 
know where they stand with you and 
trust you.

To innovate and think differ-
ently, accountants need to adjust 
their mindsets. But realize that 
a growth mindset isn’t the only 
ingredient for success – it’s just the 
first step. You also need to do the 
work of transforming yourself and 
your firm to become future-ready. 
Having a growth mindset doesn’t 
guarantee success – it just opens the 
door to getting there. It’s a process 
that involves mindset, goals and 
action that leads to results. ■

EACH YEAR, OUR team provides consulting services to hundreds of top-performing account-

ing firms. The thing about being a consultant, as many CPA firms are learning, is that while 

you can provide insight and advice to help your client solve a problem, you can’t make 

decisions for them or force them into action. We can help build consensus and commitment 

and provide ongoing accountability, but it’s ultimately up to the client to decide whether 

and how to implement the plan of action we’ve recommended.

Steps for Adopting a 
Growth Mindset
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MARCH
LEARN SOMETHING NEW:
Understand the Stock Market
https://investopedia.com

SUPPORT A WORTHY CAUSE:  
St. Jude’s Children’s Research 
Hospital 
https://stjude.org

TAKE CARE OF YOURSELF: 
Healthline
https://healthline.com

CPAPracticeAdvisor.com

7 Keys in Selecting Lease Accounting Software 
www.CPAPracticeAdvisor.com/21128548

Coronavirus Can Increase Financial Audit Risk 
www.CPAPracticeAdvisor.com/21128345

Are Banks Afraid of Payment Apps? 
www.CPAPracticeAdvisor.com/21128378

Cannabis Market May Hit $24 Billion by 2023 
www.CPAPracticeAdvisor.com/21128217

5 Banking Hurdles Faced by Small Businesses 
www.CPAPracticeAdvisor.com/21128203

ISSUE EMPHASIS
2020 Readers’ 
Choice Awards

REVIEWS
Nonprofit Accounting

APPS WE LOVE
eLearning Options

 

 

 

ADVERTISE WITH US!
BARRY STROBEL
847-454-2713
barry.strobel@CPAPracticeAdvisor.com

FOLLOW US!
FACEBOOK:  
www.facebook.com/CpapracticeAdvisor

TWITTER:
www.twitter.com/CpapracAdvisor

LINKEDIN: 
https://www.linkedin.com/groups/3927201/

 23 Nat’l Margarita Day

 31 National Data Backup Day

APRIL
12  Easter Sunday


