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MARKETING

11x a year  

72,157 * 
CPA Practice Advisor 

Magazine Subscribers

Daily outbound 
marketing

x

MONDAY:    
CPA Tax & Compliance Advisor 85,765 
TUESDAY:  
CPA SMB Client Advisor 32,732 
CPA Tax Practice Advisor 67,389
WEDNESDAY:  
CPA Firm Management Advisor 80,004
THURSDAY:  
CPA Accounting & Audit Advisor 29,899
FRIDAY:  
CPA Payroll Advisor 28,854

969,625
^

CPAPracticeAdvisor.com 
Monthly Page Views

932,579
^

CPAPracticeAdvisor.com 
Monthly Ad Impressions

380,185
^

CPAPracticeAdvisor.com 
Monthly Unique Visitors
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Business & Industry*

MAGAZINE AUDIENCE CONTENT EXPERTS THOUGHT LEADERSHIP EDITORIAL CALENDAR RATES & AD SPECSAWARDS

TOTAL 
QUALIFIED 

CIRCULATION

Print/ePub Edition

Public Accounting Firm

38,538 Association Subscribers

416

Consulting

1,501
Other

38

ePub Edition Only

Public Accounting Firm

18,285

Other 
Industry-Related 

Business

11,861

Consulting

1,514

Tax

4

40,493

31,664

Total 
Circulation

72,157
*
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FEATURED COLUMNISTS

GAIL PERRY
CPA, Editor-In-Chief
Gail Perry is the editor-in-chief of CPA Practice Advisor. 
She also speaks at many accounting events, trade 
shows, and webinars. She is the author of over 30 
books including: The Idiot’s Guide to Introductory 
Accounting and Mint.com for Dummies, and she 
maintains a small tax practice.

Gail is a graduate of Indiana University where she 
earned a bachelors degree in journalism. She returned 
to school to study accounting at Illinois State University, 
became a CPA, and worked for Deloitte in the Chicago 
tax depar tment. She has taught college-level 
accounting principles and personal financial planning 
and was on staff for 10 years at the Indiana CPA 
Society as a computer applications instructor. Gail was 
the publisher and editor-in-chief of AccountingWEB 
before joining the CPA Practice Advisor team. 

ISAAC O’BANNON
Managing Editor
With more than 16 years of experience in technologies 
for professional firms and small businesses, Isaac 
particularly enjoys writing about gadgets and mobile 
tech, and is often cited as a source on sales and use 
taxation.

JIM BOOMER
CPA. CITP
The next generation of leaders in the profession is 
coming into its own every day, and Jim is one of the 
faces of that change, sharing his expertise on man-
aging technology and knowledge management in 
firms.

RANDY JOHNSTON
MCS, MCP
Randy brings more than 30 years of experience as a 
technology professional serving accountants, and is 
widely respected as one of the foremost thought 
leaders serving the profession. He was the inaugural 
inductee to the CPA Practice Advisor’s Tax & 
Accounting Hall of Fame in 2011.

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

AMY VETTER
Amy Vetter, CPA.CITP, CGMA (@AmyVetterCPA) is 
Xero’s Global Vice President, Education & Head of 
Accounting, USA.

GARRETT WAGNER 
Garrett Wagner, CPA, is an entrepreneur, consultant 
and “Business Therapist” for the accounting firm 
Thaney & Associates.

MARY GIRSCH-BOCK
Mary Girsch-Bock began her career as an accountant 
in the property management and  healthcare indus-
tries. She is now a freelance writer specializing in 
business and technology issues and is the author of 
her first book, several HR handbooks, training manuals, 
and other in-house publications. 

ROMAN KEPCZYK
CPA.CITP
Firm workflow has become more important than ever 
in building and maintaining a competitive edge. Roman 
shares his knowledge and experience on optimizing 
internal production processes within accounting 
practices.

KEN BERRY, ESQ
Ken Berry is a nationally-known writer and editor 
specializing in tax and financial planning matters. 
During a career of more than 35 years, he has served 
as managing editor of a publisher of content-based 
marketing tools and vice president of an online con-
tinuing education company in the financial services 
industry. As a freelance writer, Ken has authored 
thousands of articles for a wide variety of newsletters, 
magazines and other periodicals, emphasizing a sense 
of wit and clarity. 

MAGAZINE AUDIENCE CONTENT EXPERTS THOUGHT LEADERSHIP EDITORIAL CALENDAR RATES & AD SPECSAWARDS
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14TH ANNUAL

Among Those  
  Serving the  
 Tax & Accounting 
     Profession

2018 WHO's

WHO

Justworks is a Certified PEO. 
We built Justworks as a PEO because we 
believe it’s better for entrepreneurs who 
are serious about taking care of their team. 
Businesses that use a PEO get the best 
of both worlds: the autonomy and thrill of 
entrepreneurship, with the cost savings and 
efficiencies associated with being part of an 
enterprise. 

Justworks offers the power of a PEO 
combined with easy-to-use software and 
exceptional customer service. That means 
seamless payroll, HR support, and access 
to high-quality, affordable benefits, all in 
one simple platform. Plus 24/7 support so 
you and your clients can speak to a real 
person anytime.

As one of the first PEOs to receive 
‘certified’ status by the IRS, we are subject 
to stringent operational and financial stan-
dards. We are also SOC-1 certified. 

It’s all part of our mission to give you 
and your clients the support and peace of 
mind to work fearlessly. Let us handle the 
nitty gritty, so your clients can focus on 
what matters: building their businesses and 
creating a great place to work.

Supporting Growing Businesses in 
All 50 States
Justworks is best suited for U.S. based 
companies with 5 to 50 employees. 
However, we can work with companies as 
small as 2 people (with at least one W2) 
and as large as 200. We are a great fit for 

companies in business services, such as 
accounting, financial services, technology, 
creative agencies, nonprofit, media, law, 
and consulting. 

Let’s Provide More Value Together
We love partnering with accountants to 
provide more value to businesses together. 
With Justworks, you can expand the ser-
vices and support you provide your clients 
- on a platform they will love. 

“Our partnerships are part of our solution. 
It’s nice to know we can refer our clients to 
someone like Justworks. When we have clients 
who are pleased with what we are offering, they 
are more likely to refer us more business.”  
- Tina Duncan, HR and Payroll Specialist, 
HPC

The Most Compliant and Delightful 
All-in-One HR Solution
With Justworks, your clients get the 
power of a PEO with the simplicity of 
modern SaaS.

Affordable Benefits
Your client’s employees get access to big-
company benefits and perks they deserve 
— all at affordable rates.
• Medical, dental, and vision insurance
• 401(k) retirement
• Life insurance
• HSAs & FSAs
• Pre-tax commuter benefits

Automated Payroll
Schedule payroll seamlessly and make 

any payments you or your clients need to 
— at no extra cost.
• Full-time and part-time employees
• Contractors and vendors
•  Bonuses, commissions, and expense 

reimbursements

Compliance Support
Don’t sweat the small stuff. Lean on 
us for employment-related compli-
ance support.
• Payroll taxes (940/941s)
• Tax forms (W-2s & 1099s)
• Workers’ compensation
•  Multi-state employee management
•  Unemployment insurance manage-

ment
• Disability insurance

HR Tools 
Ditch the spreadsheets and manage 
employees from one place.
• Company calendar and directory
• Paid time off tracking
• Online employee onboarding
•  Document center to store all essential 

employment docs

Here to Help, 24/7
We know running a business isn’t exactly a 
9-5 job. That’s why we offer our customers 
and their accountants full-service support, 
whenever and wherever. By phone, email, 
chat, or Slack, our certified HR consul-
tants and product support specialists are 
ready for the tough questions you throw 
our way. Talk to a real person. Anytime.

JUSTWORKS

ADDRESS:  
601 W 26th Street, Suite 400,  

New York, NY 10001

WEBSITE: 
https://justworks.com/partners

NUMBER OF EMPLOYEES: 
 307

YEAR FOUNDED:
2012  

CPA
A D V E R T O R I A L

Meet Justworks.
Payroll, benefits, HR, and compliance - all in one place. 

Benefits, payroll,  
HR, and everything you 
and your clients need to 

work fearlessly.
With Justworks, you can expand the services and support you 

provide your clients —on a platform they will love.

22       OCTOBER 2018   ■    www.CPAPracticeAdvisor.com

A D V E RT O R I A L

abacusnext.com

There are a number of different types of 
clouds, but the three most common for 
accounting firms include Public, Private 
and Hybrid solutions. All cloud deploy-
ment models offer benefits, so you’ll need 
to determine which cloud matches the 
needs of your firm best.

First, let’s evaluate the different types of 
clouds.

•  PUBLIC: A public cloud is a standard 
cloud computing model in which a ser-
vice provider makes resources, such as 
applications and storage, available to the 
general public over the internet. Public 
cloud services typically allow a large 
number of users from many different 
firms to share the same infrastructure.

•  PRIVATE: A private cloud is a type of 
cloud computing that delivers the cloud 
advantages including scalability and 
self-service, but through a proprietary 
architecture. A private cloud is dedicat-
ed to a single organization.

•  HYBRID: A hybrid cloud environment 
uses a mix of on-premises, private cloud 
and public cloud services with orches-
tration between two platforms.

In order to help you determine which 
cloud is right for your firm, here is a list of 
questions your firm can ask itself as you 
migrate to the cloud:

1.  HOW MANY OFFICES DO WE 
HAVE? – Maybe your firm has just 

one office – That’s OK! Or, maybe 
your firm is ready to expand into mul-
tiple locations – Go you! One thing is 
certain, however, in order to meet IT 
Disaster Recovery requirements for 
Payment Care Industry Data Security 
Standard (PCI DSS), it’s imperative to 
store back-ups in a secure, preferably 
off-site, location. On the contrary, your 
firm may want to downsize and re-
move all IT from in-house, potentially 
limiting the number of offices, or floors, 
your firm has. In either case, a private 
cloud or hybrid cloud may be best for 
your firm in this situation.

2.  HOW OLD IS OUR SERVER IN-
FRASTRUCTURE? – “As the work-
load on servers continue to increase, 
replacing ageing hardware becomes a 
commercial imperative,” David Howell 
wrote in a Tech Radar article. “IT man-
agers can expect servers that are more 
than five years-old to have about a third 
more downtime than new hardware.” 
Outdated infrastructure can cost your 
firm several days of downtime each 
year, which is why Infrastructure as a 
Service (IaaS) have become increas-
ingly more popular amongst firms of 
all sizes. On the other hand, upgrading 
and purchasing new server infrastruc-
ture every five years can be a burden on 
your wallet. A private cloud or a hybrid 
cloud could save your firm from hav-

ing to spend thousands of dollars on 
new infrastructure and several days a 
year from dreaded downtime.

3.  DO EMPLOYEES WORK OUT-
SIDE OF THE OFFICE? – Ac-
cording to the Latest Telecommuting 
Statistics, regular work-at-home has 
grown by 115 percent since 2005 and 
3.7 million employees now work from 
home at least half the time. Desktop as 
a Service (DaaS) offers serious bene-
fits to a mobile attorney or accountant. 
A public, private or hybrid cloud are all 
solid candidates for working remotely.

To learn more about which cloud is right 
for you, visit www.abacusnext.com.  

ALESSANDRA 
LEZAMA
Building technology 
companies is in 
Alessandra's DNA, as she 
has led transformational 
changes as CEO of three 
previous companies. 
Since joining Abacus in 
2013, she has propelled the business from a 
$5 million on-prem legal case management 
software offering to the fully integrated 
technology suite it is today. Alessandra has 
driven the company through this transformative 
shift at an industry -focused pace, taking 
advantage of the company's 30-plus years 
of experience and evolving its products into a 
mature, robust portfolio.

Cloud
Computing

           2018

 

3 Questions to Ask When Deciding 
Which ‘Cloud’ is Right for Your Firm

very year, natural disasters are responsible 
for billions of dollars in property and 
infrastructure damage. Protect your IT 

systems and critical business data with the trusted 
security and compliance of Abacus Private Cloud.

October is National Cybersecurity 
Awareness Month, so call us today at 
844.499.7744 for your FREE security 
assessment!

Full-Spectrum
Security

Anywhere,
Anytime Access

Visit AbacusNext.com to learn more.

© 2018 Abacus Data Systems, Inc.  All rights reserved.  

Call today 844.499.7744

DON’T LET YOUR BUSINESS

Uptime 
Guarantee
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HOW WELL DO YOU THINK 
THE ACCOUNTING INDUSTRY 
IS ADAPTING TO CHANGES IN 
TECHNOLOGY?
Overall, the industry is doing a good 
job of integrating new tech in a way 
that helps accountants deliver more 
value to clients, and helps practices 
become more efficient. For the past 
year, we’ve seen a constant drumbeat 
of headlines about how tools like artifi-
cial intelligence and machine learning 
are going to rapidly transform the 
industry. Some of these headlines are 
negative — they suggest that somehow 
technology will replace the work done 
by accountants. Others are incredibly 
positive, describing how firms will 
be instantly capable of transitioning 
from compliance to advisory services. 
I believe that the best way to think 
about new technology sits somewhere 
between these two extremes. There 
are very positive ways firms can 
leverage technology, but it’s abso-
lutely essential to think through all 
of the implications before jumping in. 

HOW DOES NEW 
TECHNOLOGY IMPACT THE 
WAY ACCOUNTANTS WORK 
WITH THEIR CLIENTS?
In order to have a positive impact, 
technology must help accountants 
collaborate more closely with their 
clients. At Xero, we have a guiding 
principle that everything we build 
must put people first. We want to 
enable accountants and their clients 
to work more seamlessly together 
by making it is easier to share data, 
uncover insights, and plan for the 
future. So, we’re working hard to make 
sure Xero can automate the flow of 
data across a small business, but we 

also know that true value is created 
only when an accountant helps the 
small business make sense of that 
data. Small businesses understand 
this better than anyone — we recently 
conducted research that found that 72 
percent of small businesses would still 
use an accountant even if they had an 
app using AI that could automate all 
of their accounting needs.

WHAT WAS THE MOST 
OVERRATED TREND OF 2018?
The most overrated trend is what I like 
to call the “compliance apocalypse” — 
the idea that the rise of cloud account-
ing means the end of compliance. This 
couldn’t be further from the truth. 
Most cloud firms looking at their P&L 
will see their compliance revenue con-
tinuing to grow. Cloud platforms like 
Xero help make firms more profitable, 
regardless of whether they are still pri-
marily focused on compliance, or have 
moved toward advisory. So, instead of 
the “compliance apocalypse,” I think 
people should be talking about “con-
nected compliance,” where firms con-
tinue to deliver tax services, and then 
take the opportunity to show their 
clients all of the additional, value-add 
advisory services they can provide.  

WHAT’S THE MOST 
IMPORTANT TREND 
EVERYONE NEEDS TO PAY 
ATTENTION TO IN 2019?
One of the biggest trends we re going to 
see in the coming year is consolidation 
across the industry. This will play out 
on the practice level, where traditional 
firms will increasingly look to partner 
with the upstart cloud-based firms 
that have emerged over the last few 
years. This is a positive example 

of how the industry is gradually 
absorbing the best thinking and most 
innovative business models that cloud 
technology enables. There will also be 
consolidation on the tech front, where 
big institutions, such as banks, will 
increasingly look to partner with inno-
vative financial technology companies. 
Of course, Xero is already doing this, 
through our Financial Web strategy 
where we partner with banks to open 
up banking, lending, and growth 
opportunities to small businesses by 
making it easier to leverage their finan-
cial data. On both fronts, this shows 
that the industry is integrating new 
technology in a responsible, measured 
way. We have every reason to believe 
that 2019 will be an exciting year full 
of new possibilities for our industry. 

&
EXECUTIVE 

PREDICTIONS

2019

   YEAR IN 
REVIEW 2018

A D V E R T O R I A L

Q&A with Ben Richmond

Ben Richmond
Vice President of Partner Sales, 
Xero

Ben is a chartered accountant and 
vice president of partner sales for 
Xero. He started his career in a 
large regional accounting practice 
before joining New Zealand’s larg-
est telecommunications company 
working on SEC compliance and 
investor reporting. Ben joined Xero 
in New Zealand in 2013, and is cur-
rently a member of the Americas 
leadership team leading Xero’s 
growth channels across the US and 
Canada.

 

We recently 
conducted research 

that found that 
72 percent of 

small businesses 
would still use an 
accountant even 

if they had an app 
using AI that could 

automate all of their 
accounting needs.

Who’s Who
The annual Who’s Who section 
provides a way for you to introduce 
or reinforce your corporate brand 
and product offerings. A discount 
rate offers room for a full page ad 
and 800 words of editorial.

Cloud
All of the editorial content in the 
special Cloud Issue is focused on 
web-based and mobile tech.  A 
special section offers a two-page 
spread with a Q&A advertorial 
facing your advertising message. 

Executive Predictions
Establish your company’s top 
executive as a thought leader. The 
Executive Predictions & Year in 
Review section lets your CEO explain 
the significant advances your 
company made in the past year and 
offer predictions and expectations 
for the year to come.

PACKAGES BEGIN AT

$8,875
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Limited sponsorship opportunities are available in conjunction with these awards, contact your sales representative for more information.

AWARDS

The Readers’ Choice 
Awards allow our print and 
online readers to name the 
technologies they prefer 
when it comes to more 
than 30 types of practice 
services and small 
business tools. From tax 
prep and planning to write-
up and cloud technologies. 
Get your users involved 
and get out the vote!

The Most Powerful 
Women in the Accounting 
Profession award 
recognizes the leadership 
and achievements of 
the most influential 
women in the tax and 
accounting space. 
Their determination 
and mentor roles are 
critical to the continued 
advancement of the 
profession.

The  40 Under 40 program 
seeks to recognize top 
young individuals by 
allowing accountants, 
tax professionals, and 
others in and related to 
the profession to nominate 
those persons that they 
strongly believe exemplify 
the very best in their 
field. You are the ones who 
have observed them and 
we have confidence that 
you will help us identify 
those who will help steer 
the profession for the 
decades to come.

Over the past 13 years, 
the Innovation Awards have 
become the pinnacle 
of achievement for 
technology vendors serving 
the tax and accounting 
profession. Winners receive 
ultimate bragging rights 
over the competition, 
and the award provides 
validation for the hard 
work and determination 
of those who achieve the 
recognition.

 

 
IN ACCOUNTING

READERS’ 
CHOICE

AWARDS

TECHNOLOGY 
INNOVATION

 AWARDS

TAX & ACCOUNTING

MAGAZINE AUDIENCE CONTENT EXPERTS THOUGHT LEADERSHIP EDITORIAL CALENDAR RATES & AD SPECSAWARDS

OCCURS JUNE 2020

OCCURS AUGUST 2020

OCCURS AUGUST 2020OCCURS APRIL 2020
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2020 editorial calendar

FEBRUARY
DIGITAL 
ONLY

MARCH 
DIGITAL 
ONLY

APRIL 
PRINT & 
DIGITAL

MAY 
DIGITAL 
ONLY

JUNE 
PRINT & 
DIGITAL

JULY 
DIGITAL 
ONLY

AUGUST 
PRINT & 
DIGITAL

SEPTEMBER 
DIGITAL 
ONLY

 
OCTOBER
DIGITAL 
ONLY

NOVEMBER 
DIGITAL 
ONLY

DECEMBER 
PRINT & 
DIGITAL

AD CLOSE 01/13/2020 02/07/2020 03/13/2020 04/13/2020 05/08/2020 06/08/2020 07/06/2020 08/07/2020 09/04/2020 10/12/2020 11/05/2020

MATERIALS DUE 01/17/2020 02/13/2020 03/19/2020 04/17/2020 05/14/2020 06/12/2020 07/10/2020 08/13/2020 09/11/2020 10/16/2020 11/11/2020

ISSUE 
EMPHASIS

Client 
Meetings

Employee 
Benefits

Staffing

Accounting 
Conferences 
and Your CPE 
Requirements

Practice 
Management

Building Your 
Professional 

(Non-
Accounting) 

Team

Client 
Accounting 

Services (CAS)

The Outsourced 
CFO

Multi-State 
Taxation

The Latest in 
Auditing

Payroll Cybersecurity 
Update

Gearing Up for 
Tax Season

SPECIAL 
SECTIONS

Who’s Who

Reader’s Choice

Innovation 
Awards

Product/Service 
Guide 

In the Cloud

40 Under 40

Powerful 
Women

Executive 
Predictions

REVIEWS Expense 
Management

CRM

Time & Billing Nonprofit 
Accounting

Retail Inventory

Practice 
Management

Tax Prep/
Planning

Small Biz 
Accounting

POS

Tax Doc  
Automation

 Fixed Assets

Document 
Management

Document 
Storage

Payroll

 Portals

Liability  
Insurance

Sales Tax 
Compliance

 Hosting

Website Builders

W2/1099

In Every Issue:  Year in the Life of a Payroll Accountant, AICPA / State Societies Report, Apps We Love, The ProAdvisor Spotlight - Intuit, The Latest in Tax and  
Reviews by Mary Girsch-Bock

Columnists:  From the Trenches - Randy Johnston, Bridging the Gap - Jim Boomer, The Staffing and HR Advisor - Paul McDonald,  
The 21st Century Accountant - Brian Tankersley, The Millennial Advisor - Garrett Wagner and The Leadership Advisor - Amy Vetter

               

MAGAZINE AUDIENCE CONTENT EXPERTS THOUGHT LEADERSHIP EDITORIAL CALENDAR RATES & AD SPECSAWARDS
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2020 magazine rates & specs

Print/ePub Edition

1X 2X 3X 4X 6X

2-PAGE SPREAD $18,865 $17,271 $16,965 $16,245 $15,096 

1/2 SPREAD $13,158 $12,330 $11,858 $11,327 $10,908 

FULL PAGE $10,481 $9,595 $9,425 $9,025 $8,387 

2/3 $8,895 $8,264 $8,017 $7,632 $7,241 

1/2 $7,310 $6,850 $6,588 $6,293 $6,060 

1/3 $5,750 $5,360 $5,160 $4,952 $4,698 

1/4 $4,450 $4,129 $4,010 $3,890 $3,615 

1X 2X 3X 4X 5X

2-PAGE SPREAD $7,546 $7,271 $6,965 $6,498 $6,038 

1/2 SPREAD $5,263 $4,932 $4,743 $4,531 $4,363 

FULL PAGE $4,192 $3,838 $3,770 $3,610 $3,355 

1/2 $2,924 $2,740 $2,635 $2,517 $2,424 

1/4 $1,780 $1,652 $1,604 $1,556 $1,446 

 A  2-PAGE SPREAD: 18 x 10 7/8 
Trim: 18 x 10 7/8 
Bleed: 18 1/4 x 11 1/8

 B  FULL PAGE: 9 x 10 7/8 
Trim: 9 x 10 7/8 
Bleed:  9 1/4 x 11 1/8

 C  1/2 PAGE SPREAD (h):  
17 1/2 x 4 7/8 
Trim: 18 x 5 3/16 
Bleed: 18 1/4 x 5 7/16

 D  2/3 PAGE (v): 4 5/8 x 10 
Trim: 5 1/8 x 10 7/8 
Bleed: 5 1/4 x 11 1/8

E   1/2 PAGE (s): 4 5/8 x 7 3/4 
Trim: 5 1/8 x 8 5/8 
Bleed: 5 1/4 x 9  

 F   1/2 PAGE (h): 8 1/2 x 4 7/8 
Trim: 9 x 5 3/16 
Bleed: 9 1/4 x 5 7/16

 G  1/2 PAGE (v): 3 3/4 x 10  
Trim: 4 1/4 x 10 7/8 
Bleed: 4 1/2 x 11 1/8 

 H 1/3 PAGE (v): 2 5/16 x 10

 I 1/3 PAGE (s): 4 5/8 x 4 7/8

 J 1/4 PAGE (s): 3 3/4 x 4 7/8

 K PRACT. RESOURCES: 4 x 3 7/8

ePub Edition

s  Click here for print ad 
guideline and term & 
conditions

A

C

B

E

K

J
G

F

I

D H

MAGAZINE AUDIENCE THOUGHT LEADERSHIP EDITORIAL CALENDAR RATES & AD SPECSAWARDSCONTENT EXPERTS
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^ Google Analytics: Nov. 2018-Oct. 2019

cpapracticeadvisor.com

BILLBOARD – 970x250

 $148 cpm

LEADERBOARD – 970x90
(+ responsive sizing)

 $118 cpm

MEDIUM RECTANGLE – 300x250

 $128 cpm

CONTENT AD – 300x250

 $138 cpm

LARGE SKYSCRAPER – 300x600

 $128 cpm

Banner Advertising
SITE-WIDE OR CHANNEL TARGETING

High-visibility banner advertising is available run-of-site, or 
targeted to channels aligned with market segments.  

CPAPracticeAdvisor.com automatically resizes to your 
screen, including desktop, tablet and smartphone. In-view 
ad loading means ads are not counted as impressions 
unless they appear in a viewable area of the page. 

NEW: RESKIN

$185 cpm 

PAGE PEEL 500x500/75x75

$2,600/week

AUDIENCE AND SOCIAL 
RETARGETING
Visitors to CPAPracticeAdvisor.com can 
be retargeted with your ads, on other 
websites and on Facebook. 

969,625
^

Monthly Users

932,579
^

Monthly Ad Impressions

380,185
^

Monthly Page Views

$1,780

1

2

3

4

5

6

7

PRODUCT & SERVICE GUIDEBANNER ADVERTISING

6 7

6

5

34

1
2

6

6

EXPANDABLE 
AD UNITS 
AVAILABLE:
s  970 x 90 expandable 

to 970 x 415
s  300 x 250 expandable 

to 600 x 250
s  300 x 600 expandable 

to 600 x 600
Upcharge applies
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« OpenX: Jan.-July, 2016  ^ Google Analytics: January 1, 2016 - July 31, 2016

PRODUCT & SERVICE GUIDE

Make Your
Products 
Stand Out!
The Online Product and Service Guide provides visitors with 
an interactive listing of products, services and solutions located 
in one, easy-to-navigate place and provides leads to the 
companies whose products and services are listed. Visitors 
are encouraged to view products listed in the guide through 
ongoing promotion of your listing alongside reviews, articles 
and news items. Your product will also be featured in CPA 
Practice Advisor’s annual print directory at no additional cost.

For the many products CPA Practice Advisor reviews, there is 
an opportunity to gain additional exposure and leads. While 
reading your product’s review, visitors can now request infor-
mation about your product with one click. Additionally, your 
Product and Service Guide listing will link back to your review.

$975/year
(Includes company listing and one product.  
Discounts available for multiple product listings.)

WANT TO FURTHER ENHANCE YOUR LISTING? 
ASK YOUR SALES REPRESENTATIVE ABOUT 
ADDING A PRODUCT WALK-THROUGH VIDEO.

BANNER ADVERTISING PRODUCT & SERVICE GUIDE

12,303
^

Monthly Unique Users

16,808
^

Monthly Page Views

36,175
«

Monthly Page Views
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eMAIL BLASTS

Customized eMail Campaigns 
eBlasts
Email blasts are the most effective form of direct-response advertising. 
Sponsored exclusively by YOU, eMail blasts ensure that your message 
stands out from the crowd. Email blasts enable you to generate leads, 
increase awareness of your brand or products, and drive traffic to your 
website. 

.35/name

($1,000 minimum)

All Digital Rates
Click Here

ADD LEAD-GEN
To learn more about additional Lead-Gen options, click here
To learn more about Video-Lead-Gen, click here

DAILY eNEWSLETTERS VIDEO WEBINARSeMAIL BLASTS
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eNEWSLETTERS

Targeted Engagement
CPA Practice Advisor offers a series of five weekly eNewsletters. Each eNews-
letter is content specific and complements the CPAPracticeAdvisor.com channels.

Subscribers*

MONDAY: CPA Tax & Compliance Advisor ..................................................85,765

TUESDAY:  CPA SMB Client Advisor ...........................................................33,732 

CPA Tax Practice Advisor ..........................................................67,389 

 WEDNESDAY: CPA Firm Management Advisor ..........................................80,004

THURSDAY: CPA Accounting & Audit Advisor ............................................29,899

FRIDAY: CPA Payroll Advisor ..................................................................... 28,854

All Digital Rates
Click Here

Add Video Lead-Gen  $875 (Content Ad only; per video)

eNewsletter Advertising Rates 

600 x 100

300 x 250

DAILY eNEWSLETTERS VIDEO WEBINARSeMAIL BLASTS

1 
MONTH

3  
MONTHS

6  
MONTHS

12 
MONTHS

LEADERBOARD 
600 x 100 $2,650 $2,300 $2,075 $1,185 
HEADLINE BANNER 
300 x 250 $1,950 $1,675 $1,500 $1,350 

CONTENT AD $2,300 $1,950 $1,725 $1,525 
STORY BANNER 
300 x 250 $1,300 $1,050 $950 $875 

CONTENT 
AD
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VIDEO

Video Lead-Gen
Sales prospects who view your marketing videos at CPA-
PracticeAdvisor.com are highly engaged. Gain the ability to 
market directly to them! With Video Lead-Gen programs, 
you receive demographics and contact information on 
visitors who view your marketing video. Also includes view 
time data by individual, and identifies the viewers who click 
through to your site.
Priced per program.   

  

Video Spotlight
Your Branded Content — Our Reach
Bring more attention to your videos with the Video Spotlight 
program. Your video reaches an engaged audience by being 
posted prominently in the Media Center at  CPAPracticeAd-
visor.com. 
Priced per program.

All Digital Rates
Click Here

Available with:
   Standard eMail Blasts 
   Product Showcase eBlast
   CPA Practice Advisor enewsletters (Content Ad)

DAILY eNEWSLETTERS VIDEO WEBINARS

AVERAGE  
VIDEO VIEW 

TIME:

2:53
**

eMAIL BLASTS
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WEBINARS

All Digital Rates
Click Here

DAILY eNEWSLETTERS VIDEO WEBINARSeMAIL BLASTS

Custom Webinars
Generate leads and position your company 
in the expert role. Perfect for marketing, 
training, new product introductions, and 
corporate communications. 

CPAPracticeAdvisor.com will produce the 
event and actively promote it to drive qualified 
leads. You receive the entire lead list and 
contact information, as well as responses to 
your company-specific questions.

Priced per program.

Exclusively 
for Your 
Company

Produce 
Your Own 
Webinars? 

We Can Drive  

Attendees For You!
If you have produced and con-
ducted your own webinar  to 

demo a product or promote your 
brand, we can drive additional 

attendees and leads with our new 
program. Includes promotion at 

CPAPracticeAdvisor.com, and via 
email to our list of more than 

33,000* accounting professionals.
Priced per program.



CONTACT A SALES REPRESENTATIVE AND LET US CREATE A MULTIMEDIA MARKETING PROGRAM FOR YOU.15

s WEBSITEs ABOUT US s AUDIENCE s PRINT/ePUB s CONTENT MARKETINGs DIGITAL s LEAD GENERATION CPAPracticeAdvisor.coms CONTACT USs EVENTS

www.CPAPracticeAdvisor.com

* Publisher’s Own Data 

LEAD GENERATION

Receive demographics and contact information for each individual who clicks on your 
content, views your marketing video, or registers for a whitepaper or online event.

Cost-Per-Lead Programs
CPAPracticeAdvisor.com’s highly qualified audience and targeting capabilities provide 
an effective platform for cost-per-lead programs. Each program is configured to your 
requirements and content assets.
Priced per program. 

LEAD-GEN OPTIONS: LEAD-GEN REPORT:

s Cost-per-lead s Name
s eMail Blast s Company
s  Video (via eMail Blast, Product  s Title 

Showcase, or eNewsletter Content Ad) s eMail Address
s Webinars s Phone Number
s Whitepapers & Case Studies s Firm Size
s TRACKtion Leads s Mailing Address

Qualified Leads Become Quality Leads

All Digital Rates
Click Here

Whitepapers & Case Studies
CPAPracticeAdvisor.com Online Whitepapers 
& Case Studies offer you the opportunity to 
reach CPAs who are researching business 
strategies and practice solutions. Typically, this 
type of research utimately will result in purchase 
decisions. Includes an eBlast to over 33,000* 
CPA Practice Advisor magazine subscribers, 
as well as contact information for each lead who 
downloads your whitepaper or case study.
Priced per program.

Webinars

To learn more about the benefits of Webinars 
 >> Click here.

TRACKtion Leads
Combine direct marketing with social media and primary 
research to generate highly qualified leads that convert into 
sales. The best way to know if your brand messaging is 
gaining traction is to track who’s seeing your message in the 
marketplace. The TRACKtion Leads program provides 
complete campaign transparency. Receive contact informa-
tion on each lead, reports on progress, engagement and 
results.
Priced per program.

LEAD GENERATION VIDEO LEAD-GEN

Lead Nurturing
Follow up with sales prospects who 
click through on an email-based 
campaign with additional marketing 
that moves them further along the 
sales funnel. 

$995 per follow-up eBlast

s Supplementary Demographic Information
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VIDEO LEAD GENERATION

Three ways to 
distribute your 
marketing videos and 
collect sales leads!
Receive demographics and contact information on each 
individual who views your marketing video. Also includes 
viewtime data by individual, and identifies the viewers who 
click through to your site.

1. eBlast + Video Lead-Gen 

2. eNewsletter Content Ad + Video Lead-Gen

Priced per program.

Video Lead-Gen Report:

Watch the Video Lead-Gen Demo

LEAD GENERATION VIDEO LEAD-GEN

ALL LEAD DATA: VIDEO VIEWING STATISTICS:
s Name

s Company

s Title

s eMail Address

s Phone Number

s Firm Size

s Mailing Address

s Supplementary Demographic Information

s Total Views

s Unique Views

s Average Time per View

s Total View Time
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CONTENT CONNECT

Custom eNewsletter + Custom Web Channel

Content Connect is a turnkey content marketing 
program featuring a custom enewsletter, co-branded with 
your logo and CPA Practice Advisor, that delivers editori-
al-style content to your target audience. Readers who click 
newsletter content land on your own branded custom 
website “channel” at CPAPracticeAdvisor.com.
Your ads exclusively surround your content on 
both the newsletter and your CPA-
PracticeAdvisor.com channel.

CONTENT REPORTING
•  Learn what content your target 

audience is most interested in (con-
tent clicks, visits and page views), as 
well as engagement levels (pages per 
visit, time on site).

AD REPORTING
• Impressions, clicks and CTR.

OPTIONS:

SALES LEADS
•  Name, title, company, email address and 

additional demographics on each individual 
who clicks on your content.

• Commissioned Content
• Retargeting and Social Promotion 

CUSTOM eNEWSLETTER

CUSTOM  
WEBSITE 
CHANNEL

17

CONTENT 
MARKETING  
STARTER 
OPTIONS
New to content marketing? 
Content ads are an easy 
and cost-effective way to 
get started.

IMAGE FOR  
YOUR ARTICLE  
APPEARS HERE

CONTENT CONNECT CLARITY CUSTOM SOLUTIONS

YOUR 970 x 90 AD HERE

IMAGE FOR 

 YOUR 

ARTICLE 

APPEARS 

HERE

YOUR
300 x 250 
AD HERE

Your Custom Newsletter Header
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CLARITY

A BETTER WAY TO BRAND

Clarity is not an ad. It’s a content-driven, long-form digital 
periodical.  Delivered to a qualified user database, or driven 
by social media engagement, Clarity makes an indelible 
impression on a target audience – an average of eight minutes 
spent with the product.

Content is customizable and is obtained in two ways:

s  Provided by the client and curated by our editors or,

s  Written as custom content by the editors

ANALYTICS
Since your Clarity issue is sent to a defined, qualified audience 
and new users are asked to register, audience analytics are 
generated. We identify anyone who engages with:

s  Clarity content – no unknown “fly-by” traffic

s  Which content pages were viewed

s  How much time was spent on each page and video – 
Clarity typically outperforms other products

s  Identifying “Influencers”- those readers who shared the 
issue and how broadly

s  Clarity is also interactive so reader can request more 
information and participate in surveys and polls.

Have Us Promote 
Your Unbiased 
Product Review

Drake Tax is available as a desktop/server system as well as a hosted desktop application. Drake also offers two versions; Drake Zero and 

Web 1040, that can be used in offices that only need to process 1040 forms.

For those who are looking for more comprehensive compliance capability, and are interested in other available modules such as Drake 

CWU, Drake Documents, and Drake Tax Planner, Drake Unlimited is available for $1,195 and includes unlimited returns and unlimited 

e-filing, as well as the modules mentioned earlier. Drake Unlimited also offers free, online training and free support.

5 2017 
OVERALL 
RATING

CONTENT CONNECT CLARITY CUSTOM SOLUTIONS
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custom solutions

Custom Video
The CPA Practice Advisor team can be your full-service video 
production house. From conception to completion, we’ve got 
the resources to produce a high-quality product — and at a 
competitive price.

Leverage the industry expertise 
and audience trust of  
CPA Practice Advisor and 
CPAPracticeAdvisor.com.  

Social Media Campaigns
CPA Practice Advisor offers several options for leveraging 
social media, including:
•  Audience and Social Retargeting, including Facebook ads

•  Content Connect and Clarity content marketing programs

•  TRACKtion Leads

CLARITY CUSTOM SOLUTIONSCONTENT CONNECT

CUSTOM 

SOLUTIONS

CUSTOM 
VIDEO

eNEWSLETTERS

PRINTRESEARCH 
/SURVEYS

CLARITY 
and  

CONNECT 
CONTENT 

MARKETING 
PROGRAMS

NATIVE 
AD 

UNITS

COMMISSIONED 
CONTENT

SOCIAL 
MEDIA 

PROMOTION

Custom solutions span content marketing, 
digital, video, print, and research projects. 
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DIGITAL RATES

Digital specifications
For file size specifications and digital 
standards, click here

Send digital materials to:
Jackie Vogel,  
Digital Ad Materials Coordinator
800-547-7377, Ext. 1642

jvogel@southcomm.com

WEBSITE ADVERTISING
1 Month 

ROS
Available channels: Accounting & Audit, Firm Management, 
Payroll, Small Business, Tax & Compliance

BILLBOARD 970x250 $148 cpm

LEADERBOARD 970x90  
+ responsive resizing

$118 cpm

MEDIUM RECTANGLE 300x250 $128 cpm

CONTENT AD 300x250 $138 cpm

LARGE SKYSCRAPER 300x600 $128 cpm 

RESKIN $185 cpm 

EXCLUSIVE CHANNEL SPONSORSHIP  
(includes Leaderboard, 300x250 and 300x600) $6,800/month

ROADBLOCK                                                            Priced per program

PRODUCT & SERVICE GUIDE     
COMPANY LISTING and 1 PRODUCT $975/year

MULTIPLE PRODUCTS AVAILABLE

DIGITAL SPECIAL REPORTS     
SPECIAL REPORTS Priced per program

LEAD GENERATION     Per Program 
COST-PER-LEAD PROGRAMS Priced per program

LEAD-GEN OR VIDEO LEAD GEN + EBLAST Priced per program

VIDEO LEAD-GEN + PRODUCT SHOWCASE Priced per program

WHITEPAPERS AND CASE STUDIES Priced per program

TRACKtion LEADS Priced per program

LEAD NURTURING (follow-up eblast) $995

CPA PRACTICE ADVISOR DAILY eNEWSLETTERS
BANNER (600x100 + responsive resizing)  $2,650/month

HEADLINE BANNER (300x250)  $1,950/month 

CONTENT AD  $2,300/month

STORY BANNER (300x250)  $1,300/month

VIDEO LEAD-GEN UPGRADE  $875/per video

CONTENT MARKETING AND CUSTOM 
CONTENT CONNECT Priced per project

CLARITY Priced per project

CUSTOM PROGRAMS Priced per project

eMAIL BLASTS       
PER eMAIL ADDRESS $0.35 ($1,000 minimum)

PRODUCT SHOWCASE eBLAST $975

LEAD-GEN or VIDEO LEAD-GEN UPGRADE Priced per program

WEBINARS 
Priced per event   

AUDIENCE AND SOCIAL RETARGETING 
Priced per program   

VIDEO  
VIDEO LEAD-GEN + DEDICATED eBLAST Priced per program

VIDEO SPOTLIGHT Priced per program

CUSTOM VIDEO Priced per program

Expandable options available on Leaderboard,  
Medium Rectangle and Large Skyscraper.

  DIGITAL EDITION:    1X 2X 3X 4X 5X
 2-PAGE SPREAD $7,848 $7,562 $7,244 $6,758 $6,280 

 1/2 SPREAD $5,474 $5,129 $4,933 $4,712 $4,538 

 FULL PAGE $4,360 $3,992 $3,921 $3,754 $3,489 

 1/2 $3,041 $2,850 $2,740 $2,618 $2,521 

 1/4 $1,851 $1,718 $1,556 $1,618 $1,504

 
All Rates Net
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EVENTS

Ensuring Success, a one-day 
national conference event, brings 
together the brightest minds in the 
accounting profession to share 
their knowledge and insight through 
a live streaming conference. 
Become a sponsor and benefit from 
interaction with attendees through 
various marketing opportunities 
including commercial spots, direct 
contact, lead generation, marketing 
materials and pre/post-event 
marketing.  
Visit www.ensuringsuccess.com for 
more information.

As a leading technology technology 
vendor within the tax & accounting 
profession, you have an opportunity 
to join together with the top 
thought leaders for integrated 
confidential roundtable discussions 
and brainstorming sessions during 
this annual think tank retreat 
for key members of the accounting 
profession.

OCCURS DECEMBER 2020OCCURS FEBRUARY 2020 OCCURS OCTOBER 2020

The purpose of the 40 Under 
40 Symposium is to provide our 
profession’s young leaders with 
an annual forum for strategic 
thought, create a bridge to the 
existing Accounting Thought 
Leader Symposium think tank 
— which is made up of 30 well 
known and innovative leaders in the 
profession — and offer an opportunity 
for collaboration and networking 
with colleagues to discuss the current 
and future state of the accounting 
profession.

THOUGHT

LEADER
SYMPOSIUM 2020

Public accounting’s premier annual live streaming event!

2020
CPA Practice Advisor Presents

THINKTA K
YOUNG LEADERS 
ACCOUNTING
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marketing and research solutions

22

Research & Data Solutions

SURVEYS
For an easy and effective method for gathering the information you need, tap Endeavor 
Research’s robust lists of aviation contacts to generate responses to your organization’s 
questions. Results are analyzed and compiled into a special report in PowerPoint and 
Excel. In addition you’ll receive the raw data (not including respondent names).

INFOGRAPHICS
Infographics are graphic representations of data and information that can absorbed at 
a glance. Presenting information in a visual format provides viewers immediate knowledge. 
Infographics are also a great way to present your custom content.

CONSULTING
Endeavor Research provides insight and analysis at the company, country and industry 
level including but not limited to competitor and market data, valuations, market trends, 
product pipelines and forecasts.
With vetted experts across the globe, our team delivers high quality analysis and business 
intelligence from in-depth primary and secondary research to proprietary databases and 
directories.

FOR A COMPLETE LISTING 
OF MARKETING SERVICES,  
CLICK HERE

Get Started!  
Fill out the audit form and send 
to your sales rep. 
Download Form, click here

THIS DETAILED REPORT WILL INCLUDE 

RECOMMENDATIONS ON HOW TO MAKE 

YOUR SITE THE ABSOLUTE BEST IT CAN BE.

You’ll receive a comprehensive report of more than 30 tests on up 
to 100 pages, examining content, experience, compliance, find ability, 
and technology best practices, including:
s  Your website’s quality and functionality
s  User experience
s  Search optimization and marketing
s  Competitive ranking for traffic and keyword search
s  Technical issues “under-the-hood” of mobile and desktop sites

WE ARE OFFERING A FREE, 
COMPREHENSIVE AUDIT OF 
YOUR WEBSITE.

marketingservices@pennwell.com  |  (918) 832-9377

LET’S  CONNECT YOUR DOTS

WE ARE OFFERING A FREE, 
COMPREHENSIVE AUDIT OF 
YOUR WEBSITE. 
THIS DETAILED REPORT WILL INCLUDE 
RECOMMENDATIONS ON HOW TO MAKE 
YOUR SITE THE ABSOLUTE BEST IT CAN BE.
You’ll receive a comprehensive report of more than 30 tests on 
up to 100 pages, examining content, experience, compliance, 
find ability, and technology best practices, including:

 ) Your website’s quality and functionality

 ) User experience 

 ) Search optimization and marketing 

 ) Competitive ranking for traffic and keyword search 

 ) Technical issues “under-the-hood” of mobile and desktop sites 

You’ll also receive a one-hour consultation for you and your web team.

SCHEDULE YOUR FREE AUDIT TODAY  
marketingservices@pennwell.com or (918) 832-9377



MARKETING SERVICES
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AUDIENCE RETARGETING

BENEFITS
s  Click-through rates as high as 1%
s  Targeted audience 
s   Amplified branding and purchase prompts
s  Cost-effective
s  One ad fits all
s   Facebook ad shows in newsfeed, right rail & mobile app
s  Ad serves on Instagram

higher conversion rate over time in certain 

industries when used in combination with 

prospecting, according to CMO.̂

147%
Retargeting can lead to a

$51 CPM*

*Requires a minimum 50,000 impressions 

purchased on CPAProAdvisor.com.

BRIEFCAMVS

AviationPros.com

AviationPros.com

Data-driven analytics software creates a 
powerful tool in protecting airports.

Your company can advertise to CPA Practice Advisor’s 
audience on Facebook. It’s easy, effective, and cost-efficient, 
and keeps your brand in front of sales prospects.

Extend Your 
Reach with 
Facebook
Retargeting

FACEBOOK AD SPECS
s   Recommended image size:

•  1,200 x 628 pixels and should  
include minimal or no text

• Image ratio: 1.9:1
s   Text: 125 characters
s   Headline: 25 characters
s   Link description: 30 characters
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custom print

8 page insert example

4 page reprint example

REPRINT* 4 PAGE 8 PAGE

500  $1,175 $2,400
1,000 $1,770 $3,100

* Includes digital version

INSERT
Per issue,  

full run.

4 PAGE 8 PAGE

$7,500 $9,500
Includes 1,000 copies and digital version

BELLY 
BAND

FULL RUN

$6,300
* One available per bonus distribution show
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used in OnPoint,” said Matt Towers, 
OnPoint PCR’s product marketing 
manager. While being clean, this 
approach can ensure that only infor-
mation relevant to the engagement 
needs to be completed, eliminating 
unnecessary tasks.

As a result, engagement letters 
and other reports are generated as 
the process continues. Users can 
also customize each engagement to 
add procedures or other specialized 
considerations based on the particu-
lar needs of the client or the industry 
that they are in.

In addition, trial balances from 
popular accounting products such 
as QuickBooks and Xero are auto-
mapped into OnPoint PCR, while 
those imported from Microsoft Excel 
will have recommended categories. According 
to product source material, any auto-mapping 
discrepancies are immediately flagged, with 
users able to drag and drop accounts to the correct 
category.

OnPoint PCR also offers complete client col-
laboration, with firms able to send, receive, and 
track all client communications from within the 
application, eliminating the need to utilize numer-
ous third-party software applications or email. 

This can be particularly helpful to smaller firms or 
sole practitioners who can quickly become bogged 
down with traditional methods of managing client 
documents and communications.

That may also explain why many of OnPoint 
PCR’s early adopters are smaller firms that 
appreciate its ability to streamline proper docu-
mentation and allow them to be more productive. 
Jennifer J. Mansfield, CPA, a sole practitioner based 
in Tucson, AZ, spoke to this point. “I have been 
using super-long checklists for years, and it is a 

lot of work to pare down those guides into what’s 
relevant for my practice. That’s why the minute I 
saw the OnPoint PCR solution I knew it would be 
a game-changer for me.”

“OnPoint PCR can help small firms and sole 
practitioners work smarter by automating much 
of the processes that typically bring frustration,” 
said Michael Cerami, vice president strategic alli-
ances & business development at CPA.com. “While 
smaller firms seem to be the first new adopters 
of the product, OnPoint PCR provides a different 
value to different size firms.”

“It’s also about growing a practice,” adds 
Asgeirsson, as CPAs can spend less time bogged 
down in the initial engagement process and more 
time growing their firm.

As an added safeguard, OnPoint PCR has what 
it terms “guard rails” built into the product meth-
odology, preventing less experienced staff from 
making egregious errors during the engagement 
process.

“It’s about driving quality, efficiency, and 
value,” said Asgeirsson. “It also allows CPA firms 
to think more strategically about their client’s 
business.”

For more information about OnPoint PCR, visit 
the website at www.cpa.com/onpoint, where you 
can view a short video or register for an upcoming 
webinar. OnPoint PCR is also offering special intro-
ductory pricing of $495.00 per user, per year.  ■

By Mary 
Girsch-Bock OnPoint PCR Transforms A&A
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OnPoint PCR Transforms A&A

The result of this dream team 
partnership is OnPoint PCR, a smart, 
cloud-based solution that is transform-
ing how CPA firms conduct preparation, 
compilation, and review engagements.

Launched in the summer of 2018, 
OnPoint PCR addresses industry 
trends, allowing firms to comply with 
standards, manage their engagements 
efficiently, while also providing firms 
with the impetus to adapt the latest 
technology. The product offers CPA 
firms “guided engagements,” a term 
used by OnPoint PCR to describe the 
process of smartly matching the 
required procedures to the level of 
work to be done. The objective is to help 
firms improve quality, operate more 
efficiently, and deliver better value to 
clients.

OnPoint PCR’s debut into the 

marketplace has not gone unnoticed. 
To date, the application has won CPA 
Practice Advisor’s Tax and Accounting 
Technology Innovation Award in July 
of 2018, as well as being named a 2019 
Top New Product by Accounting Today 
earlier this year.

“Firms currently feel like they are 
spending lots of time sifting through 
guidance that may not apply and 
performing steps that may not be 
relevant to a particular engagement. 
OnPoint PCR combines technology 
and an innovative approach to deliver a 
high-quality engagement as efficiently 
as possible." said Erik Asgeirsson, presi-
dent and CEO of CPA.com. 

Designed to address common pain 
points experienced by today’s CPA 
firms, OnPoint PCR offers a host of 
benefits to firms including:

• Built-in guidance that gives system 
users a high level of confidence

• The use of active and dynamic check-
lists that show only relevant procedures 
and requirements based on information 
that is input

• Client information requests that are 
embedded into the solution and part 
of the natural workflow

• Integrated content and methodology 
that is available to help reduce anxiety 
on the part of practitioners who fear 
non-compliance

• The ability to import data from 
QuickBooks and Xero into OnPoint PCR 
providing simplified data access

“Today, more than 19,000 U.S. firms 
are delivering preparation, compilation, 
and review work as their highest level 
of engagement,” said Asgeirsson. “This 
solution is an essential tool for provid-
ing high-value services to clients in this 
area.”

Here’s how it works. Each engage-
ment begins with a series of basic 
questions, which OnPoint PCR then 
builds upon using the guided engage-
ment process, creating a unique, 
on-the-fly updating of checklists that 
are generated based on the answers 

provided to the ini-
tial questions. Once 
a checklist has been 
completed, users 
are provided with a 
link to the next step 
in the engagement 
process.

To do this, 
OnPoint PCR uses a 
clean user interface 
that guides users 
through the series 
of initial questions, 
adding additional 
questions as the 
process continues. 
“Firms like the clean 
approach that is 

WHAT DO YOU get when you combine the meth-

odology of the AICPA, the innovative technology 

solutions fostered by CPA.com, and the cloud-

based audit, financial reporting, and data analytics 

capability of CaseWare?
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Transition into the 
GCC’s new VAT era
10 GCC VAT questions you need to know

TRANSITION INTO THE GCC’S NEW VAT ERA

The introduction of Value-Added Tax (VAT) has been a paradigm shift for countries and companies 
based in the Gulf Cooperation Council (GCC). Tax reform is well underway in the region. The United Arab 
Emirates (UAE), Kingdom of Saudi Arabia (KSA) and Bahrain have already gone live with VAT; and Oman, 
Qatar and Kuwait are preparing to transition into their VAT regimes soon. 

Companies that have been managing VAT for some time should now shift their focus toward strengthening their VAT 

knowledge and skills base, while refining processes and systems in order to meet compliance obligations with confidence, 

accuracy and efficiency. It’s also essential for these organizations to be sure that they have taken the necessary preventive 

steps to cope with tax audits. In the UAE, KSA and Bahrain, any VAT-registered entity can be subjected to an audit by 

the Federal Tax Authority (FTA), the General Authority for Zakat & Tax (GAZT) or the National Bureau of Revenue (NBR) 

respectively.  

On the other hand, those businesses operating in countries that are not yet VAT live, are advised to make VAT compliance 

a priority – focusing on their VAT policies, updating their risk profiles, assessing their IT systems and considering a range of 

other elements as they prepare for their new tax obligations.  

Pierre Arman, Market Development Lead for Tax & Accounting at Thomson Reuters, MENA, answers the 10 most common 

questions that businesses ask about VAT in the GCC – advising businesses on the steps they can take to overcome challenges

TRANSITION INTO THE GCC’S NEW VAT ERA

1   Where is VAT applicable? Is there any exemption?

  VAT is a broad-based consumption tax. This means it covers a wide range of goods and services in its tax net and 
the burden of this tax is borne by the final consumer. VAT is also an indirect tax, which means it is remitted to the 
government by companies even though the government is not taxing companies but rather final consumers. This 
is in contrast with direct tax, such as income tax, where the individual remitting tax to the government is the same 
individual that the government wants to tax.  

  Typically, each country has its own specifications about what is taxable under VAT; and we have seen countries in 
the GCC take different approaches when defining what is taxable, zero-rated and exempt under their respective VAT 
laws. However, a general trend worldwide is for certain products, such as luxury goods (cars, perfumes and so forth), 
to be taxable under VAT, while basic food elements and services such as education, healthcare and the provision of 
utilities (such as water and electricity) are usually either exempt or zero-rated. 

2      Companies in Oman, Qatar and Kuwait are being advised to ‘take action’ now and prepare 
for the introduction of VAT. What step should be taken first?

  First and foremost, every company should engage with their tax advisor(s). Before organizations can plan for 
VAT, they need to understand its potential impact on their business. Companies need to gain insight into the tax 
treatment of all their day-to-day transactions, understand the impact of VAT on each function/department, and 
identify the gaps between where they are now and where they need to be when VAT goes live in their countries  
of operation.

TRANSITION INTO THE GCC’S NEW VAT ERA

3  In practical terms, what are the compliance requirements under VAT for companies? 

  At a very high level, organizations need to be able to track and record VAT on every single transaction they undertake 
as a business, to show how much VAT they have either collected on sales (VAT output) or paid on purchases (VAT 
input). At the end of the period, which can be on a monthly or quarterly basis, or even annually (typically for very 
small businesses), they summarize this information into a VAT return. This return then needs to be filed into the 
relevant government portal (or in some countries, delivered in paper form). 

  At a more strategic level, to achieve this goal and be fully compliant under VAT, every company needs to design a VAT 
policy, understand its risk profile, implement a compliance strategy and operational process, and finally review its 
existing IT systems.

  It’s also always good to remember that VAT is a self-assessed tax. This means that the government’s main interest 
is in the VAT return filed – the business is responsible for determining its own VAT liability. However, this also means 
that, should the tax authorities challenge a company on a particular VAT return and that company is unable to justify 
certain key figures (because its compliance processes are not robust enough or its data is not detailed enough), then 
that company could find it challenging to defend itself. This is not a pleasant position to be in.

4   How can companies ensure that their 
tax strategies are compliant with the 
VAT law?  

  The only sensible option here is to work with a 
tax advisor who has the dedicated VAT expertise 
and resources available to help a company 
understand how VAT might impact its business, 
as well as provide advice on how it can reduce 
its liability.  This way, a company knows that its 
tax strategy and its VAT policy, procedures and 
controls have been reviewed and approved by a 
competent and independent party. This is very 
important from a risk management point of view. 

TRANSITION INTO THE GCC’S NEW VAT ERA

5   What are some of the challenges faced 
by companies in the UAE, KSA and 
Bahrain; and which areas should they 
invest in to reduce the risk of  
non-compliance?  

  Two of the most striking challenges I’ve experienced 
when consulting with clients in the region are 1) 
the lack of knowledgeable resources and 2) the 
complex IT environment companies must deal with. 

  Most companies have legacy systems or in-house-
built solutions that were never developed with tax 
in mind. Most of these systems are unable to cope 
with any VAT-induced logic needed to capture the 
correct tax treatment on each transaction. 

  In addition, the lack of knowledgeable resources 
sometimes leads to an assumption that the VAT 
project is an IT project only. This disconnection 
between the IT and finance/tax functions leads 
to multiple challenges down the line. The IT team 
will never understand the type of data required 
to produce a VAT return if the finance/tax team 
does not provide guidance. The tax function must 
therefore work closely with the finance/tax function 
to ensure systems are fit for purpose in good time. 
This helps to avoid last-minute chaos when the VAT 
return is due to be filed. 

  A key goal is for all companies – including those 
already registered for VAT and those preparing for VAT 
implementation – to  future-proof their organizations. The 
processes and systems in place should be able to cope with 
both  current and future compliance obligations in the GCC’s 
complex and ever-evolving tax environment. 

6   What are the implications for businesses 
not ready for VAT when it goes live?   

  The implications can be profound. Not being 
sufficiently prepared to manage VAT may see 
companies failing to comply with the VAT law of the 
country in which they operate. This could expose 
these organizations to fines, penalties and even jail 
time (in the case of Bahrain, for instance). 

  While people expected tax authorities to be 
lenient on companies during the early days of VAT 
compliance, this has not necessarily been the case. 
It was reported1  that the General Authority of  
Zakat and Tax (GAZT) in KSA issued over 5000 
orders for VAT violations during the first six months 
of 2018 alone. 

  There is therefore only one rule when it comes to 
VAT compliance: it’s better to be safe than sorry.

TRANSITION INTO THE GCC’S NEW VAT ERA

7   How will VAT impact GDP growth, 
inflation and investment behavior in  
the GCC?  

  I strongly believe that VAT is a great opportunity 
for this region, as it will provide governments with 
a consistent source of revenue that can help them 
to diversify their commodity-based economies (i.e. 
those reliant mostly on oil and gas). 

  To date, VAT revenue in the UAE and KSA has 
exceeded expectations. During 2018, the UAE 
collected Dh27 billion in VAT revenues, outstripping 
its target of Dh12 billion for the year, as well as its 
Dh20 billion estimate for 2019.2  Similarly, Saudi 
Arabia collected 45.6 billion riyals in VAT revenue 
during 2018, which equates to more than double 
initial projections for the Kingdom.3 

  If you also look at the economic impact, VAT is 
probably one of the least harmful taxes, since it is – 
in theory – cost-neutral for businesses (if managed 
correctly). It also drives job creation in multiple 
countries. Ultimately, investors should see the 
region’s VAT introduction as a sign of stability and 
willingness to move away from a commodity-centric 
economic model, which can be extremely volatile as 
we have witnessed in recent years. 

8   What are the potential factors 
that determine the success of the 
implementation of VAT?   

  VAT is a duty on both sides of the equation. Thus, 
its success should be looked at from both a 
government and taxpayer point of view. On one 
hand, a clear key performance indicator (KPI) 
for governments is how much VAT is collected 
throughout the fiscal year. 

  On the other hand, KPIs for taxpayers are focused 
on how easy it is for any company to be VAT 
compliant – for example, the amount of time spent 
producing each VAT return, the amount of manual 
effort required to produce accurate figures, and the 
amount of VAT that can be recovered as opposed to 
the amount eligible for recovery in that period. 

  Finally, VAT is a journey; and both sides of the 
equation will continue to improve as time goes by. 
Governments will become more accurate and astute 
in refining VAT policies and enforcing compliance, 
while companies will learn how produce VAT returns 
more efficiently and accurately. 

TRANSITION INTO THE GCC’S NEW VAT ERA

9   What can be learned from the VAT 
experiences in the UAE, KSA and 
Bahrain?  

  One of the main lessons we have learned from VAT 
introduction initiatives in the region and worldwide, 
is that they generate a substantial revenue stream 
for governments. At the same time, VAT represents 
a paradigm shift for companies, which must 
devote more resources towards VAT management 
and compliance; and adjust their processes and 
infrastructures accordingly.  

  As companies in the UAE, Saudi Arabia and Bahrain 
have adapted to the new tax environment, for 
example, many have come to realize that manual 
VAT processes are not compatible with efficient, 
accurate compliance and reporting. Instead of 
relying on time-consuming and error-prone manual 
processes, many of the companies I work with are 
realizing that they can streamline VAT management 
and reporting with technology that’s tailor-made for 
the GCC’s VAT environment. This type of platform 
can automate the grunt work and provide access 
to the latest government-issued regulations and 
taxpayer guides; as well as the official forms, logic 
and tax calculations required for creating and filing 
compliant tax returns in any GCC country.   

1  https://www.zawya.com/uae/en/story/Saudi_tax_authority_exposes_more_than_5000_VAT_violations_this_year-ZAWYA20180514051515/
2  https://www.thenational.ae/business/vat-to-generate-dh20-billion-in-second-year-for-uae-minister-of-economy-says-1.57833
3  https://www.ey.com/gl/en/services/tax/international-tax/alert--egypt-issues-vat-law-no--67-of-2016

10   Which sectors are most affected by VAT?   

  All sectors are affected by VAT, no matter whether 
they are caught in the VAT net or branded as 
an exempt, zero-rated or out-of-scope industry 
(each country might have a different approach). 
People tend to view VAT as a problem for the 
finance department or IT to solve on their own. 
However, this could not be further from the truth. 
All departments feel the ripple-effects – from 
operations to human resources. Industries are 
in the same boat. From financial services and 
education through to retail and luxury, every sector 
is impacted. 

  In this context, businesses in Oman, Qatar and 
Kuwait should gain an understanding of how 
VAT will affect them and start preparing now for 
effective VAT compliance. The old adage has never 
been so true – “failing to plan is planning to fail”.

TRANSITION INTO THE GCC’S NEW VAT ERA

How can Thomson Reuters help your 
business become more VAT confident?

If you’d like to know more about the benefits of 
VAT Technology, there’s no time like the present.

Contact us to speak with our specialist: 
onesource.mena@thomsonreuters.com

ABOUT THOMSON REUTERS

Thomson Reuters provides trusted answers as a dedicated partner serving consultancy and accounting firms, corporations and governments. 
Blending intelligence, technology and human expertise, we provide leading tax and accounting solutions for a fast-paced and evolving world. We 
work in partnership with globally trusted Tax Advisors and system integrators to help you through your VAT compliance journey.

Visit us at https://mena.thomsonreuters.com/en/vat-tax-gcc.html

 ABOUT THE AUTHOR

Pierre Arman

Pierre Arman is the Market Development Lead for Tax, Accounting and Global Trade Management at Thomson Reuters for 
Asia & Emerging Markets region where he interprets key market trends to identify the next areas of growth for the region. 
He defines the strategy & objectives to respond to market demands, provides execution leadership and innovation drive. He 
has spent his career in the tax technology field, focusing recently on the introduction of VAT in the Middle East since 2016, 
based in Dubai.

 

Thomson Reuters is the world leader in tax and accounting technology solutions. We provide VAT automation solutions and 

work in conjunction with companies and tax advisors (as Thomson Reuters does not provide tax advisory services). We offer 

companies an end-to-end VAT automation solution, from calculating the right amount of tax on your invoices to e-filing your 

VAT return every month, based on our expertise serving thousands of clients worldwide. 
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