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MESSAGE FROM THE

CHAIR

Over the past year, we’ve explored that 
the	 practice	 of	 accounting	 has	 changed	
a lot in the last 100 years – and so 

has	 how	 we	 manage	 that	 practice.	 	 The	 last	
century has seen the development of formal 
standards	 for	 accounting	 (1934)	 and	 auditing	
(1939),	 institution	 of	 CPE	 requirements	 (1971),		
peer	 review	 (1987),	 shifts	 in	demographics	and	
diversity – and that’s just a few of the changes. 
Yes,	 the	 practice	 of	 accounting	 and	 how	 we	
operate it has certainly seen a lot during the 
last	century	–	and	 it	continues	 to	change	at	an	
increasingly rapid pace.

In	recent	years,	we’ve	often	heard	that	the	detail	
work of auditors will be replaced by technology 
and that CPA auditors will be replaced by 
tech-savvy specialists with data mining and 
data	 analytics	 skills.	 	 We’re	 told	 that	 our	 tax	
preparation	 compliance	 practices	 will	 be	 lost	
to do-it-yourself technology or to new players 
entering	 the	 market	 offering	 tax	 preparation	
as part of a larger package of services. Client 
accounting	and	 traditional	 “number	crunching”	
aren’t considered safe havens either, we hear, due 
to	other	providers,	 increased	competition	 from	
outside	the	profession,	and	software	innovations	
enabling	clients	to	do	more	accounting	functions	
for themselves. Studies forecast that 49% of 
all	 work	 activities	 could	 be	 automated	 with	
current	 technology	 translating	 into	 1.1	 billion	
workers that will be replaced by technology or 
will	require	significant	training	in	new	skills	as	a	
result	 of	 technology	 impacting	 $15.8	 trillion	 in	
wages.	 	 A	 Deloitte	 study	 predicts	 that	 robotics	
and	AI	will	perform	40%	of	basic	accounting	work	
by 2020 – only 2 years from now! – and some 
surmise eventually 94% of the accountant’s job 
would be handled by technology.  So are CPAs a 
dying profession soon to be no longer relevant? 
A	dinosaur	facing	extinction?		Of	course	not!

It is true that those changes are happening and 
they do present challenges for our profession – and 
indeed, our society - but also great opportunity.  
Accountants	 are	 finding	 ways	 to	 incorporate	
technology	to	help	us	work	better,	smarter,	and	
more	 efficiently.	 A	 recent	 article	 noted	 data	
reflecting	that	integration	of	technology	has	not	
caused	the	expected	job	losses	when	instituted	

but	 rather	 a	 similar	 amount	 of	 accounting	
expertise	was	needed	 to	 review	and	utilize	 the	
inputs and outputs generated by the technology. 
Further,	the	author	postulated	that	reductions	in	
audit	fees	expected	due	to	 increased	utilization	
of	technology	might	be	offset	by	making	audits	
more	 affordable	 and	 thus	 more	 accessible	 to	
smaller	companies.		What	our	clients	need	from	
us	now,	have	always	needed,	and	will	 continue	
to	 need	 is	 our	 knowledge,	 our	 analytical	 skills,	
and our ability to make sense of all the data 
rushing at them.  They need us to help them 
figure	out	what	it	means	and	how	they	can	use	
it	to	save	taxes,	run	their	businesses	better	and	
more	profitably,	and	make	the	best	use	of	their	
limited	time.		Those	skills	will	still	be	needed	in	
all	 facets	of	accounting	practice–	 in	addition	to	
the procedures that can and will be automated.  
Of	 course,	 like	now,	 there	will	 also	 continue	 to	
be	clients	that	just	don’t	want	to	do	accounting	
functions	and	tax	preparation	for	themselves	so	
we	will	continue	to	do	that	work	and	other	work	
for	those	clients	as	well.	After	all,	accounting	 is	
really all about helping clients achieve their goals 
–	and	you	won’t	miss	the	mundanity	of	ticking,	
tying and number crunching that is done through 
technology	 -	 freeing	 us	 to	 do	 more	 satisfying	
work.	 Regulators’	 and	 taxing	 authorities’	
tendency	 to	 produce	 complex	 regulations	 and	
laws also insures the ongoing necessity of our 
unique	analytical	skills	and	abilities.	

However, we do need to prepare ourselves for 
these challenges and strengthen our role as 
trusted advisor.  As such, there has never been a 
better	time	to	network	and	learn	from	other	firms	
and	practitioners	about	their	best	practices	and	
transition	experiences,	developing	management	
philosophies, and evolving trends in client 
services	plus	other	practice	management	issues	
as	part	of	the	often	mentioned	“learn,	unlearn,	
relearn”	process	of	lifelong	learning.	

I’m	 particularly	 excited	 about	 a	 recent	
development	 in	 this	 direction	 -	 the	 new	 Small	
Firm	 Community	 at	 the	 ASCPA’s	 site	 (in	 the	
Connect	area).		Several	of	us	from	various	small	
firms	all	over	 the	 state	met	 recently	at	a	Small	
Firm Forum with the AICPA’s Vice President Small 
Firm Interests Carl Peterson to discuss issues 

affecting	firms.		Here	are	some	statistics	I	found	
particularly	interesting.		The	AICPA	membership	
is	currently	around	44,000	firms.		Of	these,	there	
are	 the	 top	 100	 largest	 firms,	 the	 G400	 (firms	
with	 20	 CPAs	 or	more),	 and	 the	 rest	 are	 small	
firms	 (less	 than	 20	 CPAs)	with	 30,000	 of	 those	
sole	 practitioners.	 	 We	 discussed	 main	 issues	
that	small	firms	considered	significant	challenges	
which were, in many instances, the same issues 
that	 concerned	 larger	 firms.	 	 These	 included	
staffing,	 succession	 (more	of	 an	 issue	 for	 small	
firms	 than	 larger	ones),	 client	 issues	 (branding,	
growth,	 fees,	 niches,	 etc.),	 proliferation	 of	
regulations	 and	 standards,	 and	 technology.		
Those	of	us	at	the	meeting	gained	a	lot	of	good	
information	from	each	other	and	I	look	forward	
to	continuing	these	dialogues	–	and	from	hearing	
from more of you that join in with us.  One of 
the outcomes of this Forum was the Small Firm 
Community on the ASCPA’s Connect community 
section.		If	you	are	part	of	a	smaller	firm	–	or	just	
want to start or add to a discussion or interact 
with	small	firms	-	go	to	your	ASCPA	profile	and	
join	 our	 Small	 Firm	Community!	We	 all	 have	 a	
lot we can learn from each other and we can all 
benefit	from	those	connections	between	us.

The	Centennial	celebration	continues!		There	are	
tons	of	activities	going	on	this	fall.		Check	out	the	
Centennial	section	of	the	ASCPA	website	to	find	
something fun going on near you – or make your 
own	celebration	and	tag	it	#100yearsASCPA!

Lynne
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It	has	been	a	 fantastic	year	at	 the	ASCPA!	 	We’ve	planned	
and	commenced	centennial	celebrations,	had	phenomenal	
new	staff	join	our	team,	and	are	more	excited	to	meet	and	
get to know each one of you more than ever!

There’s	 something	 about	 meeting	 a	 milestone	 with	 an	
organization	 like	ours	that	 just	puts	more	fuel	 into	the	fire	
of	our	leadership,	staff,	and	many	of	you	members.		Maybe	
it’s	getting	to	plan	a	gala	to	celebrate	our	organization	and	
that	will	 benefit	our	biggest	 effort,	 the	ASCPA	Educational	
Foundation?		Maybe	it’s	seeing	people	light	up	when	you	tell	
them the ASCPA is about to celebrate 100 years?  Personally, 
hearing your stories bring me a new-found respect and joy 
for how far we’ve come and an earnest desire to see our 
Society succeed in the years to come.

Our ASCPA leadership, the Board of Directors and Young 
CPA	Cabinet,	and	staff	recognize	 that	 the	ASCPA’s	strength	
and	growth	since	1919	has	not	been	a	cake	walk.		Like	many	
professional	organizations,	we’ve	seen	tremendous	change,	
and	our	forte	has	been	our	ability	to	adapt.		We	don’t	do	this	
as individuals and we don’t do this when the chips fall where 
they	may.		We	like	to	see	the	results	of	strategic	planning	and	
active	continuous	assessment.			So,	while	many	things	have	
changed	in	the	past	100	years,	those	characteristics	of	our	
members, I am proud to say, have not and will not change as 
we go into the new year.

In	addition	to	the	full	plates	they	carry	and	many	hats	they	
wear,	you	will	see	that	our	team—volunteer	and	staff—have	
worked the good part of 2018 on planning for the future of 
our	organization.		They	have	analyzed	and	responded	to	your	
concerns and compliments with the strategic plan outlined 
on	page	6	and	7.		That	same	team	is	carefully	enacting	that	
plan	and	measuring	the	results	as	they	go.		Their	dedication	
to	each	goal	just	stirs	up	more	excitement	for	each	way	we	
want to commemorate our 100th anniversary.

In	 January,	 you	 will	 have	 the	 first	
peak	 of	 the	 celebration	 in	 your	
hands, the Centennial issue of ASCPA 
CONNECTIONS.	 	 It	will	be	a	souvenir	 issue	of	 the	Society’s	
publication	 featuring	 member	 profiles,	 expert	 overviews,	
ASCPA	histories,	and	firm	stories	you	enjoy.	 	Plus,	we	have	
had an overwhelming wave of support from our partners 
from throughout the years.  Many of them will contribute to 
the	publication	and	to	the	gala,	Young	CPA	golf	tournament,	
and local chapter events.  It’s not too late to join them, if you 
have not already!

Another brand-new opportunity we are excited to bring you 
via	the	ASCPA	Connect	Community	and	ASCPA	CONNECTIONS	
is Letters to the Editor.		Our	staff	and	volunteer	contributors	
want your feedback on the topics we publish and the latest 
issues	you’re	encountering.	 	We	want	to	answer	questions	
you	might	have	or	point	you	in	the	right	direction.		So,	when	
you read this issue’s column of Zoebelein on Tax and the 
articles,	 “Compete	 on	 Value,	 Not	 Fees”	 and	 “Things	 You	
Should	 Know	About	 Peer	 Review,”	 please	 send	 a	message	
to	our	editor,	Corena	Cottles	at	ccottles@ascpa.org	or	share	
your	comments	under	those	articles	on	the	ASCPA	Connect	
Community.		We	want	to	know	what	you	think	about	these	
topics and can’t wait to hear from you!

5
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BACKGROUND
Early	this	year,	the	ASCPA	began	a	strategic	planning	process	to	
develop	a	one	to	three	year	plan	for	the	future	of	the	organization.			
The ASCPA leadership chose a comprehensive approach in their 
desire	to	gain	input	from	as	many	ASCPA	constituents	as	possible.		
The	following	groups	were	identified	as	having	important	input	
regarding the Society’s future:

ASCPA Board Members
Business	&	Industry	Leaders
Young	ASCPA	Members	(Under	35)
ASCPA	Members	(35	and	older)
Former ASCPA Members
Accounting	Students	and	College	of	Business	Deans
Accounting	Professors
Eligible	non-ASCPA	Members
ASCPA	Executive	Director	and	ASCPA	staff
ASCPA Department Managers

The	ASCPA	leadership,	in	consultation	with	SummaSource	at	Auburn	
Montgomery	consultants,	identified	a	number	of	methods	that	
would	be	appropriate	to	gather	information	from	these	constituent	
groups.  Those included:

• Online Surveys

• Focus Groups

• Telephone Interviews

• In-person Interviews

The strategic planning facilitators from SummaSource gathered 
information	in	April	2018.		From	that	information,	the	topics	that	
were	most	prevalent	among	the	constituents	were	analyzed,	
considered,	and	further	outlined	as	desired	solutions	by	
ASCPA	Leadership.		Throughout	the	summer,	the	ASCPA	staff	
and	committees	grouped	those	outcomes	into	categories	and	
collaborated to create strategies for measurable outcomes.  Then, 
at	the	summer	meetings	of	the	Board	of	Directors	and	Young	CPA	
Cabinet the following strategic plan was reviewed and approved by 
both	groups	so	that	the	ASCPA	will	continue	to	grow	and	maintain	
relevance with an ever-changing profession.

GOAL AREA 1
Enhance	&	expand	the	ASCPA’s	outreach	through	the	student	
pipeline.

OUTCOMES:
A. Student Membership in the ASCPA will increase by 50%.
B.	 At	least	one	new	program	will	be	launched	or	existing	

program enhanced on every college campus per academic 
year.

C.	 Identify	a	baseline	of	current	opportunities	for	student	
participation	in	ASCPA	events	and	develop	a	goal	to	increase	
those based on the baseline established. 

D. A campus champion will be appointed and engaged at each 
university. 

GOAL AREA 2
Increase	participation	of	the	Young	CPAs	(YCPAs).

OUTCOMES:
A.	 The	number	of	opportunities	for	YCPAs	to	engage	in	ASCPA	

student	activities	will	double.
B.	 The	number	of	YCPAs	involved	in	ASCPA	activities	will	

double.
C. At least one YCPA will be present at every campus student 

event.
D.	 Every	standing	committee	of	the	ASCPA	will	include	at	least	

one member age 40 or under.  
E.	 The	YCPA	Communications	Panel	will	meet	twice	every	year	

to provide input to the ASCPA regarding YCPAs and students.
F.	 A	leadership	development	platform	will	be	presented	with	

options	for	maximum	development	individuals.		Including,	
a decision will be made regarding the future of the ASCPA 
Leadership	Academy.

ALABAMA SOCIETY OF CERTIFIED PUBLIC ACCOUNTANTS’ STRATEGIC PLAN 

Planning for the Future

Enhancing Alabama’s accounting profession through
advocacy, education and member engagement.

6



GOAL AREA 3
Increase member involvement.

OUTCOMES:
A. Survey of chapter membership will be conducted in 2019 

that will indicate, on average, members responding feel 
that:

• Chapter engagement has improved.
•	 Chapter	activities	are	useful.
•	 Engagement	with	local	members	has	improved.
• The ASCPA is more engaging.
•	 The	ASCPA	activities	are	more	useful	to	members	

professionally.
• ASCPA members are proud to be a member of 

their local chapter.
•	 Whether	or	not	members	have	a	good	

understanding	of	ASCPA	programs	and	activities	
available to them.

A.	 Annual	meeting	participation	will	increase	by	10%.	
B. The number of member-generated discussion posts on the 

ASCPA	Connect	Communities	will	be	20	or	greater	each	year.		
C. The ASCPA Peer Review program will bring on another state 

for	peer	review	administration.		
D. Increase the number of individuals that perform peer 

review	injunction	with	the	ASCPA	Peer	Review	program	by	
two.

E.	 Ninety-five	percent	of	members	will	donate	either	their	
time,	talent,	or	resources	to	any	ASCPA	program.	This	
includes	any	of	the	following	activities:

•	 Continuing	Professional	Education	(CPE)
•	 Committees
• Chapters
•	 Education	Foundation,	PAC,	or	any	other	volunteer	

opportunity.

GOAL AREA 4
Diversify	the	CPE	market,	participants,	and	delivery.

OUTCOMES:
A. Increase the number of individuals choosing to use ASCPA 

for	CPE	by	5%	per	year.		
B. Increase external exposure of ASCPA through non-member 

participation	in	education	offerings	by	3%	per	year.		 

GOAL AREA 5
Increase	CPE	Market	Penetration.

OUTCOMES:
A.	 The	number	of	CPE	events	taken	by	members	will	increase	

by 5% per year.
B.	 In-house	CPE	will	be	offered	at	two	firms.

ASPCA	leadership	and	staff	will	continue	to	monitor	each	stage	of	
these goals and outcomes throughout the remainder of 2018 and 
into our centennial year.

ASCPA	leadership	and	staff	believe	that	our	organization	has	not	
grown and thrived over the past 100 years by maintaining, but 
continually	evolving	out	of	necessity	and	passion	to	be	the	trusted	
advocate for Alabama CPAs.
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CPACharge is an easy-to-use practice management tool trusted by 
more than 50,000 successful professionals, developed exclusively for 
CPAs to help manage payments and grow revenue in their practice. 

CPACharge is a registered agent of Wells Fargo Bank N.A., Concord, CA and Citizens Bank, N.A., Providence, RI.
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SCHEDULED PAYMENTS
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PAYMENT PAGES
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cpacharge.com/alcpa     866-288-5181

DESIGNED FOR CPAs
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and approved Member Benefit of the

Special offer for ASCPA members
Call for details
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Card Number CVV

**** **** **** 9998                       001

Invoice Number
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NOV                                    2021

Payment Detail
Submit to Smith Johnson, CPA
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MANAGING YOUR
AT 
EVERY 
LEVEL

Accountants,	particularly	certified	public	accoun-
tants	(CPAs),	readily	give	all	kinds	of	advice	to	clients,	
whether	they	are	just	starting	out	in	their	businesses	
or	close	to	retirement.	But	they	don’t	always	follow	
that advice for themselves, make sure they are on 
the best career path or even know how to obtain the 
skill set necessary to get there. Their employers may 
try to help their professional development along, 
but	too	often	they	do	not	know	how	to	effectively	
train	their	employees	or	have	the	time	to	do	it.	As	
the	Harvard	Business	Review	article	“6	Ways	to	Take	
Control of Your Professional Development if Your 
Company	Doesn’t	Care	About	It”1	explains,	compa-
nies would do more to foster career development 
and	provide	resources	and	incentives	for	manag	ers	
to make employee development a priority, but the 
reality is that the bigger burden is on employees. It 
states	that	“workers	at	all	levels	must	learn	to	iden-
tify	their	weakness	es,	uncover	their	blind	spots	and	
strengthen	their	skills.”	

So	how	can	accounting	professionals	do	just	that?	By	
managing their career at every level. Here are some 
considerations	at	each	stage.	

ENTRY-LEVEL ADJUSTMENT 
Entry-level	employees	can	either	be	the	happiest	or	
the	ones	who	complain	all	the	time.	The	first	tasks	
given	to	an	entry-level	accounting	professional	tend	
to be more tedious in nature than they are strategic, 
but having the right mindset regarding the tasks can 
help. Managers and supervisors can present the 
daily	tasks	in	a	positive	manner,	reward	project	ful-
fillment	and	ex	pand	the	function	to	engage	employ-
ees. In short, the more one puts into an entry-level 
position,	the	more	the	company	and	the	employee	
will get out of it. 

Employees	need	to	learn	as	much	as	they	can	in	
these	positions,	ask	questions	and	start	thinking	
about	where	it	could	lead.	It’s	a	good	time	to	inves-
tigate	what	different	areas	of	an	accounting	firm	or	
corporate	department	have	to	offer	and	what	sort	
of	time	and	energy	commitment	is	necessary	to	get	

there. And it’s never too early to start thinking about 
the	CPA	Exam	—	how	long	it	will	take	to	pass,	why	
it’s necessary and how to make plans to study. 

“If	I	had	to	give	one	piece	of	advice	to	anyone	who	
is	just	starting	out	in	their	accounting	career,	I	would	
say	two	words:	time	management,”	explains	Dr.	Sean	
Stein	Smith,	DBA,	CPA,	CMA,	CGMA,	CFE,	assistant	
professor	at	Lehman	College.	“Balancing	everything	
that CPAs have to do, including but not limited to 
work	responsibilities	and	prepping	for	the	CPA	Exam,	
can be a challenge even for the most well-prepared 
and	organized	person.”	

At this stage in life, young professionals are typically 
trying to adjust to new work hours, a commute, a 
busy tax season or simply the work culture at a new 
office.	

“Your	time	is	your	most	valuable	asset,	and	making	
sure that you plan out your schedule, including some 
time	just	for	yourself,	is	essential,”	says	Stein	Smith.	
“Everything	takes	time,	and	making	sure	that	you	
are	focusing	your	efforts	on	the	areas	that	provide	
you the biggest bang for your proverbial buck is 
essential.”	

Diane Opuda, CPA, manager at Roten bergMeril, sees 
entry-level	positions	as	a	good	place	to	start	thinking	
about	your	career,	not	just	your	first	job.	“In	the	
early stages of your career, it is especially important 
to	develop	opportunities	for	yourself.”	

The	supervisors	in	your	company	may	not	be	actively	
considering your personal and career development, 
so it would be wise to take it upon yourself to take 
charge	of	it.”	

What’s	the	best	way	to	begin?	“One	way	to	do	this	
is to get involved in as many projects as possible and 
work with as many people as possible because every 
project	affords	an	opportunity	to	learn	something	
new, and every person you work with has the ability 
to	teach	you	something.	Do	not	be	afraid	to	request	
to be cross-trained or get involved with a project 
that	interests	you,”	she	says.	

If there is an aspect of the company you want to 
learn	more	about,	Opuda	says	it’s	better	to	be	
proactive	rather	than	assume	you	will	get	the	same	
opportunity if you wait for someone else to assign 
or	suggest	it.	“In	most	instances,	your	company	will	
want	to	utilize	you	to	the	greatest	extent	possible	
and encourage your desire to learn and grow, so 
your	ambition	will	be	appreciated.”	In	this	way,	an	
employee will gain visibility, Opuda adds, and a com-
pany	can	get	to	know	and	recognize	an	employee’s	
abilities.	“Gaining	experience	helps	build	confidence,	
and, with that, you can earn the respect and trust 
of your colleagues.  Remember, your employment 
should	be	a	mutually	beneficial	relationship.”	

NETWORKING 101 
To the new working professional, networking can 
be overwhelming, depending upon what sort of 
introduction	the	employee	has	to	it.	Networking	can	
be as simple as joining a company’s sports team, an 
association’s	committee	or	a	local	charity.	It	can	be	
fun or a means to land a job, depending on what 
the individual makes of it. All new employees should 
start to network even if they don’t see the need for 
such	a	thing	at	first;	many	individuals	are	often	sur-
prised at how it can lead to a new job, a new friend 
or	a	life-long	colleague.	As	Eileen	Monesson,	CPC,	of	
PRCounts	says,	“entry-level	accountants	should	start	
attending	networking	events	at	least	once	a	week	as	
soon as possible and join various young professional 
groups, as well as local business, trade and industry 
associations.”	

And	networking	is	never	a	one-time	event.	“The	true	
value	of	focusing	on	cultivating	a	professional	net-
work is that you will have the opportunity to develop 
solid	relationships	with	individuals	who	will	advance	
through	their	careers	with	you,”	explains	Monesson.	
“As	you	both	are	promoted	to	higher	positions	in	
your	re	spective	firms,	you	can	refer	more	business	
to	one	another.	In	addition,	you	can	learn	valuable	
information	from	each	other	to	further	advance	your	
careers.”	

GETTING THERE, STAYING THERE AND ADVANCING ONWARD
BY KATHLEEN HOFFELDER, NJCPA CONTENT EDITOR
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Timing	is	also	important.	Just	realizing	that	net-
working	is	important	is	not	enough.	“If	you	wait	
until	you	are	a	manager	or	partner	to	start	building	
your network, you will lose out. It is important to 
start	early	and	continuously	meet	new	people,”	says	
Monesson. 

GETTING YOUR CREDENTIALS 
Although many entry-level accountants may decide 
to	take	a	break	from	studying	for	the	CPA	Exam	
to focus on their job and personal lives, this is not 
always	the	wisest	option,	says	Janice	Warner,	Ph.D,	
acting	provost	at	Georgian	Court	University.	“Life	
might	get	in	the	way	of	having	the	time	and	resourc-
es to become a CPA or earn a master’s degree. It is 
important for accountants to have the CPA desig-
nation	whether	you	are	working	in	public	or	private	
accounting.	You	will	earn	more	money	and	position	
yourself	for	growth.”	

Indeed, data from Robert Half’s latest Salary Guide 
for	Accounting	and	Finance2	shows	that	compensa-
tion	for	CPAs	was	anticipated	to	increase	3.4	percent	
or	more	in	2017.	As	Warner	points	out,	data	shows	
that CPA and non-CPA salaries are not alike, with a 
lifetime	earning	premium	(LEP)	for	a	22-year-old	CPA	
working	for	a	large	company	being	nearly	$1	million	
more than a non-CPA associate if they both work un-
til	age	65.	She	adds	that	management	is	impressed	
by	employees	who	take	the	initiative	to	become	a	
CPA	early	in	their	career.	“These	individuals	are	often	
‘fast	tracked’	and	given	more	opportunities,”	she	
says. 

MANAGER MASTERS 
Managers,	new	and	old	alike,	have	acquired	ways	to	
not	only	survive	public	accounting	or	a	grueling	tax	
season, for example, but they have mastered a way 
to	make	it	all	work	while	enhancing	client	relations.	
In	short,	they	have	figured	out	how	to	retain	clients	
and	keep	their	department	staff	happy	at	the	same	
time,	which	is	never	an	easy	task.	This	balancing	act	
can make or break even the most talented manag-
ers, but those who do well typically are rewarded 
nicely	with	promo	tions,	more	clients,	larger	staff	or	
simply	more	compensation.	

“The	road	to	becoming	a	manager	in	a	CPA	firm	
infers	that	you	have	mastered	several	key	attri-
butes	along	the	way,”	according	to	Rachel	Anevski,	
M.A.O.B,	PHR,	SHRM-CP,	owner	of	Matters	of	Man-
agement.	“First	is	the	ability	to	learn	and	really	grasp	
the	concepts	your	organization	is	teaching.	Many	
effective	managers	are	those	who	are	great	listeners	
and	who	can	learn	concepts	quickly	because	the	
next step in their career is to become a teacher and 
hone	in	on	delegation	skills.”	

“Now	that	you	are	a	manager,	you	are	likely	five	to	
eight	years	out	of	school.	By	this	time,	you	may	have	
had between one and three job changes as well. This 
is	normal,”	explains	Anevski.	First-time	managers	
are	often	juggling	these	roles	all	at	once,	she	says,	
which	is	why	they	must	be	“exquisite	task	managers,	
people	managers	and	client	managers.”	And,	often	
times,	these	skills	are	not	taught,	she	explains,	“but	a	
skilled learner will get on board with the understand-
ing that this triad of skills is the exact reason they 

have	been	promoted.”	

As	Benjamin	Aspir,	CPA,	manager	at	EisnerAmper	
LLP	notes,	good	managers	understand	rather	quickly	
that	the	team	matters.	“In	order	to	be	an	effective	
manager,	you	must	come	to	the	realization	that	you	
are no longer a ‘doer’ but are managing people. It is 
no longer about your individual performance but the 
team’s	performance.”	And	this	type	of	understanding	
is	important	because	“as	a	manager	you	are	judged	
by	the	growth	of	the	people	working	with	you,”	he	
explains. 

COMMUNICATION HELPS 
Communication	can	be	one	of	the	hardest	challeng-
es for young and mature ac countants alike, but for 
those new to the manager role, it can be even more 
difficult.	As	Stein	Smith	notes,	“dealing	with	people	
can be either the most enjoyable and enriching part 
of your job or it can be the aspect of your job that 
you	dread	the	most.”	Some	key	points	he	suggests	
are	the	following:	1)	always	be	clear	and	objective	
about	what	you	are	trying	to	communicate,	2)	focus	
on	the	key	takeaways	and	ac	tion	items	versus	tech-
nical	jargon	that	can	be	tuned	out,	and	3)	provide	a	
plan	and	roadmap	of	why	you	are	doing	something.”	
The	bottom	line,	he	says,	is	if	you	treat	people	with	
respect,	are	clear	and	concise	on	your	objectives,	
and make sure every one on your team understands 
the plan, you might be surprised how well your 
management skills appear to improve. 

Aspir agrees. To him, the best managers have the 
best	communication	skills.	“Communication	is	critical	
to both the people you are managing and your supe-
riors.”	Staff	need	to	understand	what	is	expected	of	
them. Knowing how to communicate well with supe-
riors is also important so the progress of a report can 
be relayed and any challenges discussed.  

And	the	more	you	communicate,	the	better	it	is	for	
everyone.	“Communication	is	contagious.	The	more	
you	communicate	with	your	staff,	the	more	they	will	
communicate	with	you,”	says	Andrea	Diaz,	CPA,	ABV,	
MST,	manager	at	SKC	&	Co.	CPAs,	LLC,	adding	that	it’s	
vital	in	order	to	help	staff	work	towards	their	goals.		

One	responsibility	that	is	essential	to	managing	
is providing meaningful and honest feedback on 
performance,	adds	Opuda.	“In	delivering	feedback,	
you	should	always	be	respectful,	diplomatic	and	
professional,”	she	says.	In	addition	to	contributing	to	
company performance, she reminds that managers 
need to be aware that they are primarily responsible 
for	the	level	of	fulfillment	and	personal	development	
of their team. 

Though some of the feedback can be harsh, it’s 
often	necessary.	Sharon	Bleibtreu,	director	of	human	
resources	at	Sax	LLP,	says	“it	is	extremely	difficult	
to	have	hard	conversations	and	provide	criticism	
to subordinates — but it is truly necessary for the 
growth	of	the	individual	and	productivity	of	the	
team.	It	is	important	to	be	respectful	and	thoughtful	
with	your	approach,	but	giving	constructive	feedback	
is	vital	for	long-term	growth.”	

Opuda	likens	the	role	to	that	of	a	teacher.	“I	believe	
that to be a successful manager, you should try to 
emulate a teacher because the two roles have many 

similarities.	Like	teachers,	managers	are	tasked	with	
sharing	consist	of	patience,	good	communication	
skills	and	adaptability.	She	explains,	“even	though	
you might not have all the answers, you can use 
your experience to guide employees on how to go 
about solving problems. Above all, it is your job as a 
manager	to	be	a	resource	for	others.”	

BUILDING YOUR NETWORK 
What	goes	hand	in	hand	with	communicating	to	
internal	staff	and	superiors	is	communicating	with	
your	peers	in	both	formal	and	informal	settings	—	in	
other words not just networking but building your 
network. Most CPAs at the manager level know 
how to network, but they could use some advice 
in how to hone in on what sets them apart from all 
the	other	managers	out	there.	“Many	new	manag-
ers	struggle	with	this	area	for	a	variety	of	reasons,”	
says	Aspir.	“CPAs	tend	to	be	more	introverted	and	
likely uncomfortable with networking. But to grow 
as a person and a professional, you must be willing 
to	step	out	of	your	comfort	zone.	I	once	heard	at	a	
great	line	at	a	seminar,	‘Life	starts	at	the	end	of	your	
comfort	zone,’”	he	said.		

What’s	the	best	way	to	build	a	network?	Public	
speaking engagements are a good place to start, 
according to Aspir. These will help establish one’s 
brand and further help the company’s brand and de-
velop	business,	he	says.	Getting	involved	with	local	
charities	and	joining	their	board	can	also	help.		

MAINTAINING BALANCE 
For managers, balance becomes a priority especially 
when	you	add	in	additional	extra-career/curricular	
activities	into	the	mix.	“It	is	because	of	this	that	
client	relationship	building	and	expansion	of	your	
network	is	critical.	Having	a	great	team	as	well	as	
support and/or a strategic referral source makes 
networking,	communicating	and	client	development	
feel less like work/sales and more like a hobby and a 
joy	to	be	around	people	who	get	you,”	says	Anevski.	

And for those millennial managers, balancing work 
and	life	activities	is	often	one	of	the	most	important	
skills	to	have.	Millennials	may	often	have	to	ask	
for	more	flex	time	on	the	job,	for	example,	but	if	
granted, they consider it a major perk. According to 
the	2018	Deloitte	Millennial	Survey3,	“among	those	
who intend to stay with their current employers for 
at	least	five	years,	55	percent	say	there	is	now	more	
flexibility	in	where	and	when	they	work	compared	to	
three years ago. Among those looking to leave within 
the	next	24	months,	the	figure	is	only	35	percent.”	
Employers	that	offer	more	flexibility	than	they	did	
three	years	ago	are	achieving	greater	profitability	
and providing work environments that are more 
stimulating,	healthy	and	satisfying	for	this	age	group,	
the report says. 

Millennials, more so than other groups, tend to 
judge	this	perk	as	a	condition	to	stay	in	a	job	or	they	
may	consider	going	elsewhere.	As	the	Deloitte	sur-
vey	explains,	“those	less	than	satisfied	with	their	pay	
and	work	flexibility	are	increasingly	attracted	to	the	
gig	economy.”	Indeed,	part-time	or	non-traditional	
employment	is	attractive	to	millennials	based	on	the	
flexibility.	However,	the	gig	economy	can	both	help	
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and hurt this group of workers. As the 2018 Forbes 
article,	“Why	the	Gig	Economy	is	the	Best	and	Worst	
Development	for	Workers	Under	304,”	explains,	“for	
the unemployed, the gig economy represents both 
opportunity and challenge. Because lots of small, 
part-time	jobs	are	available,	even	non-full-time	
em	ployed	workers	can	find	gigs	to	help	make	ends	
meet.”	However,	since	these	jobs	are	typically	more	
affordable	for	employers,	it	can	be	harder,	it	explains,	
for	millennials	to	find	the	full-time	jobs	they	crave.	

LOOKING FOR MORE 
As Aspir notes, even at the beginning or middle of 
your career, it’s important to start thinking about 
where you aspire to be, even if your daily projects do 
not	lend	themselves	to	that	kind	of	thinking.	“If	you	
want to be the boss one day, you must act like a boss. 
This means being fully invested in your company’s 
success. You must take complete ownership of a 
project	from	beginning	to	end.	Understanding	project	
profitably	is	key	to	the	company’s	success.”	

Monesson adds that a good approach that managers 
can	take	is	to	ask,	“Who	can	I	help	today?”	instead	of,	
“Who	can	I	sell	to	today?”	She	adds	that	employees,	
in general, will be more comfortable and successful 
if	they	focus	on	contributing	to	the	success	of	the	
people they meet, not just themselves. 

DIRECTING THE DIRECTORS 
Directors, more than any other group, are known as 
thought	leaders	and	industry	experts	in	their	field.	
Most	of	this	comes	from	their	title,	years	in	their	pro-
fession,	company	name	or	community	activities.	But	
a	question	that	often	remains	unaddressed	is	how	
does	a	director	or	equivalent	accounting	profes	sional	
become a thought leader if they are not already one? 
As	Stein	Smith	explains,	“simply	calling	yourself	one	
is not good enough — you need to work hard at es-
tablishing	your	expertise,	but	that	can	be	easier	said	
than done given the numerous other pressures facing 
you	and	your	organization.”	

TRICKS OF THE TRADE 
One	tactic	that	can,	and	should,	be	used	to	become	
a	thought	leader	is	to	research	and	read	one	article	
(it	doesn’t	matter	how	long)	on	the	topic	in	question	
on	a	regular	basis.	“Even	if	you	take	some	time	off	
during the year, you will end up reading hundreds of 
articles	on	whatever	topic	you	are	seeking	to	learn	
more	about,”	says	Stein	Smith.	“This	will	put	you	in	a	
qualified	position	to	write	or	discuss	the	information	
you	researched.”	

Amy	Delman,	owner	of	Amy	Delman	Public	Relations,	
LLC,	explains	how	imperative	it	is	for	directors	to	dif-
ferentiate	themselves	and	become	thought	leaders	in	
particular	areas.	For	the	director	looking	to	advance	
his	or	her	career,	Delman	offers	the	following	tips	to	
maximize	efforts:		

Write articles on your area of expertise.  If you don’t 
have the resources to get published, write it as a blog 
on	LinkedIn	or	your	company	website.	Be	consistent.	
Public	relations,	like	all	marketing	practices,	produces	
the best results when done on a regular basis. 

Speak in public. Look	for	opportunities	at	industry	
events, tradeshows, your local places of worship, 

libraries,	etc.	The	goal	is	to	position	yourself	as	a	
thought	leader	in	your	area	of	expertise.	

Offer to serve as a mentor for less-experienced 
accountants. Mentoring is an excellent way to 
develop strong bonds both with your mentee and 
your	organization.	Sharing	your	knowledge	so	others	
can	benefit	will	reflect	favorably	upon	the	type	of	
pro fessional you are. In most mentoring ex periences, 
both	the	mentor	and	mentee	benefit	from	this	
shared	relationship.	

Strategically network.	Look	to	industry	associations,	
chambers of commerce and networking groups your 
clients would be members of. For instance, if your 
practice	area	is	matrimonial,	look	for	networking	
events	held	at	bar	associations	and	large	law	firms.	

EXECUTIVE EXCELLENCE 
Executives,	typically	partners	in	CPA	firms	or	a	
member	of	the	C-suite	in	corporations,	are	constantly	
thinking about the company’s next move, new clients 
or what advisory service, perhaps, is gaining more 
ground.	But	too	often	succession	planning	for	the	
firm	falls	on	deaf	ears.	Partners	nearing	retirement	
are not inclined to start sharing their client base. Sim-
ilarly,	the	next	generation	is	not	prepared	for	what	
respon	sibilities	are	involved	in	running	a	company	or	
taking over the leadership reins from its owners, who 
may	be	a	parent	or	other	relative,	in	some	cases.	

According	to	the	article,	“7	Must-Haves	for	Account-
ing	Firm	Succession	plans,”	in	the	May	20,	2018,	CPA	
Practice	Advisor5,	the	hardest	part	for	executives	is	
to	think	about	succession	planning.	The	article	asks	
the	question,	“With	the	staff	you	have	and	will	re-
cruit,	are	the	partners	truly	committed	to	mentoring	
the	staff	and	developing	them	as	leaders?	Are	the	
partners willing to be accountable for this? Are the 
partners	willing	to	make	the	development	of	staff	
into	leaders	an	important	factor	in	allocating	partner	
income?”	Succession	planning,	it	says,	is	virtually	im-
possible	without	effective	leadership	development.

USING YOUR NETWORK
Networking takes on a whole new meaning at the 
executive	level.	Gone	are	the	days	of	simply	getting	
one’s name out there. Chances are your name is 
already	out	there	by	the	time	you	reach	the	C-suite	or	
partner	level,	but	more	work	could	be	done	getting	it	
out in the right manner. Being associated with some 
of the key industry groups where you or your clients 
work can provide a boost to your career and social 
circles.	In	terms	of	charities,	personal	preference	mat-
ters	but	some	have	wider	scopes	than	others.	Larger	
charities	may	prove	more	valuable	to	one’s	career	
at this stage than simply having an interest in a local 
youth	program,	for	example.	Executives	at	smaller	
companies,	however,	are	likely	to	still	need	some	
name	recognition	for	themselves	or	their	company	
—	and	extracurricular	activities	likely	volunteering	or	
networking can help. 

Being	selective	in	networking	at	the	later	stages	of	
one’s career is helpful since it can establish oneself in 
an	area	of	expertise.	As	Monesson	explains,	the	goal	
at	the	executive	level	is	to	become	the	“go	to”	per-
son.	“Participating	on,	or	even	chairing,	committees	
will	give	you	the	chance	to	showcase	what	you	know.”	

MENTORING
Perhaps more than at any other career stage, exec-
utives	will	benefit	the	most	from	becoming	either	
a	mentor	or	a	coach	to	the	next	generation.	It	is	a	
great	way	to	give	back	to	the	accounting	profession.	
Countless leaders today cite how mentors were 
behind them giving support every step of the way. 
As	executives	in	the	later	part	of	their	careers,	these	
professionals have a lot to give. Aside from the many 
external	benefits	of	mentoring	young	professionals,	
mentoring	has	practical	applications	for	inside	an	
organization	as	well	with	more	engaged	and	enlight-
ened employees.  

As	the	2018	Inc	article,	“10	Easy	Ways	Time	Crunched	
Executives	Can	Mentor	Future	Leaders6”	discuss-
es,	“mentoring	is	the	ultimate	win-win-win	for	the	
mentee,	mentor	and	organization.”	According	to	the	
article,	the	organization	gets	a	boost	in	employee	
retention	and	engagement.	Mentored	employees,	in	
turn,	have	greater	intentions	to	stay	with	the	organi-
zation,	more	commitment	to	their	job	and	higher	job	
satisfaction.	

To Sarah Krom, CPA, managing partner, SKC & Co. 
CPAs,	LLC	and	2018/19	president	of	NJCPA,	being	an	
effective	partner	today	means	taking	that	role	one	
step	further.	“At	the	partner	level,	one	of	the	most	
important parts of that role is to be more of a coach 
than	a	mentor.		To	summarize	what	the	distinct	differ-
ence is between mentor and coach is that a mentor 
provides	advice	to	you	based	on	their	experience;	
where a coach guides you along your own journey to 
get	a	resolution.	The	best	way	to	do	this	is	through	
asking	questions	and	providing	the	curiosity	and	care	
to lead your team member to their own answers and 
conclusion.”	

RETIREMENT
When	retirement	gets	discussed	in	a	practice	or	
organization,	it	can	mean	different	things	to	different	
employees. As the CPA Practice Advisor article	notes,	
it’s important to balance the needs of older partners 
with	younger	partners.	It	explains	that	firms	need	
to	adopt	an	up-to-date	partner	retirement	plan	that	
pays partners a fair buyout that they deserve and 
earned,	not	an	“entitlement”	that	alienates	younger	
owners.	Often	younger	professionals	aspiring	to	
be partners can view these plans as a challenge, 
particularly	in	a	small	firm.	The	article	also	reminds	
owners that they need to have an up-to-date partner 
agreement that new partners, including those from 
mergers, will be willing to sign. 

1 hbr.org/2018/01/6-ways-to-take-control-of your-career-devel-
opment-if-your-career-development-company-doesn’t-care-
about-it

2 roberthalf.com/salary-guide/accounting-and finance 
3 deloitte.com/content/dam/Deloitte/global/ Documents/

About-Deloitte/gx-2018-millennial survey-report.pdf 
4 forbes.com/sites/larryalton/2018/01/24/why the-gig-

economy-is-the-best-and-worst-development or-workers-
under-30 

5 cpapracticeadvisor.com/article/12413169/
6 inc.com/ben-fanning/how-to-make-mentoring future-leaders-

a-normal-part.html
7 must-haves-for-accounting-firm-succession-plans 

Reprinted with permission of the New Jersey Society of CPAs.
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WHO MUST HAVE A PEER REVIEW? 
In Alabama, the Accountancy Law and related 
regulations require a timely peer review every 
three years for firms that “perform accounting 
and auditing engagements for the public, 
including but not limited to audits, reviews, 
compilations, forecasts, or projections.”

Firms that are members of the American Institute 
of CPAs (AICPA) are required to enroll and have 
a peer review as a condition of membership if 
issuing reports purporting to be in accordance 
with AICPA professional standards.  Although 
the definitions of when a firm is required to 
have a peer review are worded differently, the 
result is essentially the same.  Currently, a firm 
that performs only preparation engagements 
under AR-C section 70 is not required to have a 
peer review, but if a firm is having a peer review, 
preparation engagements may be included in the 
reviewed engagements.  

In Alabama peer reviews are administered under 
the AICPA Peer Review Program (PRP) by the 
Alabama Society of CPAs (ASCPA) for most firms. 
Firms that perform or play a substantial role in an 
engagement under Public Company Accounting 
Oversight Board (PCAOB) standards are required 
to have their review administered by the National 
Peer Review Committee (NPRC) of the AICPA.

WHAT IS A PEER REVIEW? 
First, you need to understand that there are two 
types of peer review. The two types of reviews 
are System Reviews and Engagement Reviews. 

Firms that perform engagements under 
Statements on Auditing Standards (SAS), 
Government Auditing Standards (GAS), 
Examination engagements under Statements on 

Standards for Attestation Engagements (SSAEs) or 
audits or attestation engagements under Public 
Company Accounting Oversight Board (PCAOB) 
Standards for non-SEC issuers will be required to 
have a system review.  A system review consists 
of an evaluation of a firm’s system of quality 
control.  A firm’s system of quality controls should 
consist of six elements as required in Statement 
on Quality Control Standards (SQCS) No. 8. Those 
six areas are:

• Leadership responsibilities for quality 
within the firm (the tone at the top)

• Relevant ethical requirements
• Acceptance and continuance of client 

relationships and specific engagements
• Human resources
• Engagement performance
• Monitoring

SQCS No. 8 requires that firms document and 
communicate their policies and procedures for 
quality control. 

A system review is normally conducted on site 
and include procedures to evaluate the design 
and effectiveness of a firm’s system of quality 
control.  Normally, it will include a detail review 
of a sample of engagements, interviews of 
personnel, evaluation of CPE records, a review of 
client acceptance and continuance procedures 
and more. 

Firms that are not required to have a system 
review may have an engagement review.  An 
engagement review is substantially less in 
scope when compared to a system review.  The 
objective of an engagement review is to evaluate 
whether engagements submitted for review are 
performed and reported on in conformity with 
professional standards.  An engagement review 

is normally conducted offsite and will consist of 
reading financial statements and the associated 
accountant’s report submitted by the reviewed 
firm, reviewing certain background information, 
reviewing selected additional required 
documentation and obtaining representations 
from the reviewed firm. 

In a system review, the reviewer will express an 
opinion on the effectiveness of a firm’s design 
and compliance of its system of quality control. 

In an engagement review, the reviewer will report 
on compliance with professional standards for 
engagements reviewed. 

A Pass, Pass with Deficiencies or Fail opinion 
may be issued in a system review and the 
same three report options are used for an 
engagement review report. In Alabama, for peer 
reviews completed with a 2017 year-end, 83% 
of the reviews were Pass, 8% were Pass with 
Deficiencies and 9% were Fail.  However, the goal 
of peer review is more than reporting results; it is 
to help firms improve their quality regardless of 
where they stand on report ratings.

ARE THERE FREQUENT ISSUES FOUND 
IN PEER REVIEWS THAT I MIGHT FOCUS 
UPON? 
Yes.  Here are a few of the most commonly found 
issues:

• All engagements
• Documentation – Greater than 50% 

of all material non-compliance with 
auditing standards found in peer 
reviews is due to inadequate audit 
documentation!

WHAT YOU SHOULD
KNOW ABOUT

PEER REVIEW
BY CHUCK JORDAN, CPA, CIA
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• Risk assessment –
• Reduction of control risk to less 

than high without appropriate 
testing of relevant controls.

• Failure to link procedures 
performed to the risk assessment.

• Failure to gain an understanding of 
internal control when identifying 
the client’s risks.

• Incomplete or nonexistent risk 
assessment.

• Employee Benefit Plan Engagements 
• No testing of participant data and 

participant elections.
• No testing or inadequate testing of 

benefit payments or distributions, 
including inadequate sample sizes.

• No testing of employee contributions.
• No testing of employee eligibility.
• No testing of vesting and forfeitures for 

distributions.
• No documentation of how sample sizes 

were determined or inadequate sample 
sizes.

• Single Audit/Uniform Guidance and 
Government Auditing Standards 
Engagements
• No testing of internal controls over 

direct and material compliance 
requirements.

• No documentation or limited 
documentation of internal controls over 
compliance.

• No documentation of specific 
procedures performed to test direct 
and material compliance requirements.

• No documentation of independence 
considerations, including skills, 

knowledge and experience (SKE), 
threats to independence, and 
safeguards.

• Incorrectly identifying all programs as 
Type B when a Type A program was 
present.

• Type B programs not assessed for risk.

WHAT CAN YOU DO TO BE READY FOR 
PEER REVIEW? 
Stay up-to-date with professional standards.  
Have a well designed and effective quality control 
system.  Monitor your quality control system, 
evaluate monitoring results, adjust the system 
where needed and above all communicate to 
your firm personnel. 

Become a peer reviewer… yes, really!  Performing 
peer reviews will provide invaluable insight and 
exposure to best practices.  As a peer reviewer, 
I have never performed a peer review without 
learning something that I could bring back to my 
firm that would enhance quality and efficiency.  
Sometimes, I learned how to improve our system, 
and other times I learned where we should 
exercise caution based upon the mistakes I 
observed. 

Consider volunteering your service on the ASCPA 
Peer Review Committee.  Like performing peer 
reviews, as a member of the committee you gain 
insight and understanding of the peer review 
process and learn more about the common 
issues that are found.  An added bonus is that you 
will forge professional relationships with others 
serving with the same interests and passions. 

Visit the AICPA Peer Review website at https://
www.aicpa.org/interestareas/peerreview.html.  
There you will find extensive resources explain 

peer review.   If you are interested in becoming 
a peer reviewer, click on the link “For Reviewers” 
then follow the link “How to Become a Peer 
Reviewer” ( https://www.aicpa.org/interestareas/
peerreview/community/peerreviewer.html). 

The ASCPA Peer Review Administrative Team is 
available to assist you with your peer review and 
will be pleased to guide you through your peer 
review or in taking the steps to become a peer 
reviewer.  Email peerreview@ascpa.org, or call us 
at (334) 834-7650. 

Chuck Jordan, CPA, CIA is the Peer Review 
Technical Reviewer for the ASCPA’s Peer Review 
Administrative Team. Before joining the ASCPA 

staff, he served as the Alabama Peer Review 
Committee Chair for two years, performed 

technical reviews for various accounting and 
auditing engagements and conducted peer 

reviews for other accounting firms, including 
large regional firms throughout the country. 

He was a shareholder with Wilson Price in 
Montgomery where he focused his practice on 

accounting and auditing engagements since 
joining the firm in 1974. He specialized in the 

representation of clients in medium and large-
sized businesses within a variety of industries, 

including manufacturing, wholesale distribution 
and agribusiness. As a CIA (Certified Internal 

Auditor), he has extensive experience providing 
internal audit services to public and private 

companies and served on his firm’s accounting 
and auditing committee to establish the firm’s 

accounting and auditing policies.
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“ I would encourage others to participate in the CGMA program to 
help broaden their knowledge and learn new ways of looking at their 
businesses and challenges. Given the breadth of topics covered, all 
individuals within accounting and �nance will bene�t.”

Tim Russell, CPA, CGMA 
Assistant Controller – Consolidations and Technical Accounting
Koch Industries Inc.

Explore the CGMA ®  Program: Learning Pathway  

bundle. It’s the one-click solution that includes all 

the learning resources you need to progress through 

the program, plus the cost of one exam sitting. It’s 
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CGMA designation.
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If you think it’s a good idea to lower your 
fee to win business, think again. Compet-
ing on fees is never a good idea. This is 
especially	true	if	you	are	a	new	firm	trying	
to	win	business	opportunities.	Being	the	
firm	with	the	lowest	billable	hour	rates	in	
your market can hurt you for many years 
to come. 

BILLING AND REVENUE TRENDS 
According	to	Inside	Public	Accounting’s	
(IPA)	2017	National	Benchmarking	Report,	
personnel costs are outpacing billable 
rate increases. Personnel costs, excluding 
partners, accounted for 49.3 cents of every 
dollar of revenue earned. The average 
billing rate increase was 4 to 4.5 percent 
compared	to	salary	increases	of	6	to	7	
percent. 

Billing	rates	for	equity	partners	in	creased	
by	1.4	percent	to	an	average	of	$345	for	all	
firms.	Even	so,	across	all	firms,	revenue	per	
hour	dropped	by	16	cents	to	$158.95,	and	
revenue	per	full-time	employee	(FTE)	was	
$140	per	hour.	Traditional	profit	margins	
dropped to an average of 26.2 percent for 
the	IPA	100	firms	—	the	lowest	rate	in	26	
years. 

Furthermore, organic growth was harder 
to	achieve	for	the	firms	that	participated	
in the survey. Net revenue per charge hour 
was	up	a	mere	$1.62	or	less	than	1-per-
cent growth compared to 2016. IPA claims 
this	is	partially	due	to	firms	undercutting	
the	competition	with	below-market	fees	in	
many markets. 

STRATEGIC BILLING PRACTICES 
Firms	often	use	billing	rates	to	increase	
market share. It is not uncommon for 
firms	to	undercut	first-year	fees	to	break	
into new industry niches or to become 
the	market	leader.	Even	so,	this	strategy	
can	backfire	if	the	firm	develops	a	reputa-
tion	of	increasing	fees	considerably	after	
the	first	year	of	the	engagement.	It	could	
explain why many companies and nonprof-
it	organizations	require	a	three-year	fee	
commitment or guarantee. 

Other	firms	do	the	exact	opposite.	They	
charge much higher fees to create de-
mand. The thought behind this strategy is 
similar to Apple charging a higher price for 
its laptops than most PC manufacturers or 
“elite”	schools	charging	excessive	tuition	
rates.	The	perception	is	that	the	product	or	
service must be superior because the price 
is higher. 

COMPETE ON VALUE INSTEAD 
The	bottom	line	is	that	your	firm	will	al-
ways compete on price if you do not create 
enough perceived value in your products 
and	services.	Otherwise,	prospective	
clients have nothing else to base a buying 
decision on other than price. Prospects 
have	to	believe	that	your	firm	clearly	
provides	more	value	than	the	competition.	
Savvy business owners are typically more 
than happy to pay a higher price if they be-
lieve that they will gain something valuable 
from	developing	a	relationship	with	a	firm	
that will have their best interests in mind. 

You	might	think	that	every	firm	strives	to	
focus on the needs of their clients and 
deliver superior value. But let’s face it: 
tax	returns	and	financial	statement	audits	
are considered commodity services by 
most people today. Both are services that 
a company must, or should, invest in, but 
only	because	they	have	little	or	no	choice.	
With	this	in	mind,	how	can	a	firm	provide	
true	value	from	the	perspective	of	the	
client? 

The answer lies in uncovering a problem 
that the client has and matching it to the 
service that you provide that solves or 
minimizes	the	problem.	If	it	is	a	big	enough	
problem	and	you	can	provide	the	solution,	
most clients will pay any price. 

A FINAL THOUGHT 
According to Investopedia, value-based 
pricing	is	a	price-setting	strategy	where	
prices are based mostly on consumers’ 
perceived value of the product or service. 
The	notion	is	that	you	can	make	higher	
profits	with	value-based	pricing.	While	this	
may be true, in this case, value is used to 
differentiate	a	firm	from	the	competition.	
Value is not the basis of the pricing strate-
gy,	it	is	what	makes	the	firm	unique.	

Eileen Monesson, CPC, principal with PR-
Counts, is a strategic marketer and coach. 

PRCounts creates market dominating brands 
and thought leaders. Eileen can be reached at 
848-459-3130 or emonesson@PRCounts.com.

Reprinted with permission from 
the New Jersey Society of CPAs.

Compete on Value, Not Fees   
BY EILEEN MONESSON, CPC, PRCOUNTS, LLC

Birmingham, AL 205.444.0080   |   Mobile, AL 251.732.3000
www.pangeatwo.com

PangeaTwo successfully matches clients with talented professionals.  Our seasoned professionals have 

a great understanding of human potential.  Consult with our team that recognizes individual strengths 

as well as designs far-reaching and personalized workforce solutions for employers.  Our experience 

gives candidates an advantage and creates common ground between companies and professionals.

PangeaTwo  is a leader in recruitment and staffing solutions across all industries and professional 

segments of the workforce.  Call today.  We will help you connect talent and potential.

Know your direction.
Be in control of your career.
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Gerald	 Pentecost	 is	 a	 sole-practitioner	
based in in Rainbow City, but many of 
our members know him for his work as 
Chair	of	the	ASCPA	Educational	Founda-
tion	and	contributions	on	the	Education	
Committee.	 	 His	 sharp	 wit	 is	 compli-
mented by his down-to-earth person-
ality.  Both of which, he demonstrates 
as	 a	 biker-aficionado,	 with	 his	 dance	
moves during his annual report of the 
ASCPA	Educational	Foundation,	and	the	
creative	work	 he	 does	 to	 enhance	 the	
Foundation	and	its	impact.

How did you decide to form your own 
firm? 
I remember telling the scholarship com-
mittee	 at	 the	 community	 college	 I	 at-
tended that it was my ten-year goal to 
do	so.	 	Everything	I	have	done	up	until	
the	point	of	forming	the	firm	has	laid	a	
foundation	that	I	have	built	my	firm	on.

Before	I	started	my	firm	in	June	of	2012,	 I	worked	in	public	practice	for	15	
years	and	left	my	last	CPA	firm	to	work	for	a	technology	company.		My	inten-
tion	was	to	take	a	“sabbatical”	from	my	practice	for	a	couple	of	years	to	assist	
this client with his start-up company.  I ended up working on it for four years.  
The technology did not make it to market so that employment terminated in 
August of 2011.  I had a great opportunity to work on a couple of freelance 
consulting	projects,	and	I	had	never	fully	let	my	practice	go	while	working	in	
industry.  I had some great clients that have followed me everywhere I have 
gone.		My	dream	was	always	to	start	my	own	firm.		So,	with	the	help	of	my	
clients, I decided to give it a chance.

What milestones have you achieved along the way?  
We	have	expanded	our	services	into	every	traditional	area	that	CPA	firms	pro-
vide, have been through two peer reviews, and have grown our client base 
in revenues each year.  I am in a very small market so dynamic growth is not 
typical,	but	we	have	four-times	the	revenue	annually	than	we	did	when	we	
started.		My	five-year	firm	anniversary	in	2017	especially	stands	out.		It	was	a	
great	feeling	to	know	I	had	made	it	for	five	years.

What is your vision for the future of Gerald Pentecost, CPA?  
I	am	currently	the	only	professional	employee	of	my	firm.		I	hired	two	book-
keepers that handle some of the detail work, but as far as audits, tax returns, 

reviews,	 compilations,	 etc.,	 I	 am	 the	
only one that works in these areas.  My 
vision	is	to	build	a	seven-figure	revenue	
firm	with	a	great	mix	of	staff	to	provide	
quality,	timely	work	product.		

To get there, I know I must focus on our 
strengths and weaknesses.  Manage-
ment is really one of my weak points.  
So, I focus my reading and training in 
that area as much as I can.

We	are	 also	 very	 involved	 in	 our	 com-
munity, and I want it to stay that way.  
I am a member of the Gadsden Rotary 
Club and am a member of a group that 
uses motorcycle events to raise aware-
ness and funds for charitable purpos-
es.		We	are	also	heavily	involved	in	our	
Chamber of Commerce to provide infor-
mation	 to	 assist	 in	 economic	 develop-

ment	in	our	area.		I	am	also	heavily	involved	in	supporting	our	local	university,	
Jacksonville State, and the faculty and students in our area.  Those are things 
I	hope	we	continue	to	support	and	impact.

What is your best memory of being a CPA?  
I	was	involved	in	a	very	high-level	acquisition	when	I	was	a	young	partner	in	
a	CPA	firm.		I	became	the	client’s	right-hand	man	in	helping	him	navigate	all	
the	due	diligence	and	negotiations	 involved	 in	completing	 the	 transaction.		
I	coordinated	all	 the	clients’	attorneys	and	experts	who	got	their	marching	
orders	from	me.		It	all	culminated	with	a	meeting	with	the	seller’s	CEO.		My	
client	and	I	walked	into	the	room	and	the	CEO	of	this	publicly	traded	company	
shook	my	hand	and	said	“Gerald,	you	kept	us	honest.”

It felt very good to get to work at such a high level and to have the trust of 
my client.

Do you have any memories that stand out from your time as a sole practi-
tioner? 
Being	a	sole	practitioner	is	tough.		You	must	wear	many	hats.		Today,	you	need	
to be an expert in tax.  Tomorrow, you need to be an expert in governmental 
accounting,	and	so	on.		

But, you will never get to a place in life where your rewards correlate more 
closely	to	your	efforts	than	as	a	sole	practitioner.		I	remember	one	Sunday	I	
had	a	client	call	me	on	the	phone	desperately	needing	a	financial	statement	

meet gerald
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for	a	meeting	the	next	day.		While	formerly	I	might	have	com-
plained about it, I didn’t feel like complaining at all.  I saw it 
as an opportunity to put more revenue into my business.  So, 
I	spent	a	couple	of	hours	pulling	together	the	information	he	
needed	and	got	paid	to	do	it--like	a	little	surprise	bonus.		

Has being a member of the ASCPA impacted the work you 
do?
The	ASCPA	has	been	a	great	partner	 in	supporting	me	in	my	
practice.		 	Whether	it	is	educational	resources,	opportunities	
to	network	with	other	CPAs,	or	assistance	with	recruiting	tal-
ent, I believe my membership has helped me get where I am 
today.  I also appreciate what the ASCPA does to support me 
in	national	CPA	affairs,	tax	legislation,	and	political	action.		It	is	
so important for CPAs to band together to make sure that our 
profession thrives into the future.  The ASCPA goes to bat for 
us every day to make sure of that.
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Backed by the underwriting
and claim excellence of

Visit cpai.com/savead for a free quote 
or call 800.221.3023 to speak with an AICPA Risk Advisor

30% Save up to
on AICPA-endorsed  
professional liability insurance

Member Insurance Programs

NEW LOWER RATES are now available for the AICPA Professional Liability Program.  
You can also lower your premium by up to 30% by using risk management  
resources designed to improve your firm’s quality.
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Don Machen, a former 
Managing Partner of 
Machen McChesney, receives 
Auburn University Walter 
Gilbert Award
Don Machen was honored Saturday, September 
29,	2018,	at	Jordan-Hare	Stadium	in	Auburn,	AL.	
Don	received	The	Walter	Gilbert	Award,	which	is	
presented annually to a former Auburn student-
athlete who has demonstrated excellence in their 
chosen	field.

Don Machen, a Co-Captain for the Tigers his 
senior year in 1961, also received the Bill Streit 
Award	and	the	Cliff	Hare	Award	while	attending	
Auburn.

Don came to Auburn, Al. in 1958 from Sylacauga, 
AL.	Sixty	years,	three	children	and	nine	
grandchildren	later,	Don	and	Jane	Machen	still	
enjoy	life	right	here	in	Auburn.	After	Don	earned	
his	accounting	and	MBA	degrees,	he	helped	
create Machen McChesney, a CPA & advisory 
firm	that	has	served	clients	well	for	more	
than 60 years in Auburn and the surrounding 
communities.	Machen	McChesney	was	recently	
recognized	by	INSIDE	Public	Accounting	as	one	of	
the	top	400	firms	in	the	nation	and	by	Business	
Alabama	for	one	of	the	largest	accounting	firms	
in Alabama.

Along	the	way,	Mr.	Machen	epitomized	
community involvement, serving in leadership 
roles on virtually every board in town as well as 
state	and	national	professional	organizations.

Reflecting	on	his	six	decades	in	Auburn,	Machen	
thanked	many	who	invested	in	him,	the	first	
person being his wife Jane Machen. Machen 
had	this	to	say	“I	was	accompanied	on	this	
journey	with	a	solid	rock	in	the	foundation	of	
my life and career by my wonderful, loving wife 
Jane.  She has not only been my guiding light for 
58 years but the mother of my loving children 
Mindy, Melanie, and Mike and grandmother to 9 
wonderful	grandchildren.” 
   
“I	was	blessed	to	attend	Auburn	University	
in the era of some of the greatest coaches in 
our	athletic	history.		It	started	with	my	head	
coach,	Ralph	Jordan,	and	continued	with	a	staff	
of	assistants;	my	freshmen	coach,	Erk	Russell,	
varsity coaches Vince Dooley, Buck Bradberry, 
Gene	Lorendo,	Hal	Herring,	and	Joel	Eaves	just	
to name a few.  These men taught me so much 
more than just football.  They taught me the basic 
fundamentals of life and gave me a strong base to 
begin	my	career.”

“I	want	to	thank	all	the	people	in	my	life	that	
have	made	receiving	the	Walter	Gilbert	Award	
possible.  It is certainly a great honor to be on 
this list with the previous recipients and an 
award that I will always cherish. Thank you to the 

Auburn	University	athletic	department	and	to	all	
the	great	Auburn	Family.”

ABOUT DON MACHEN
Don L. Machen has practiced public accounting 
in Auburn, Alabama, since September 1963. In 
January of 1965, he became a Partner in the firm of 
McChesney and Machen, Auburn, Alabama. In 1983 
Don Machen became the Senior Partner of the firm 
Machen, McChesney & Chastain, LLP. The firm today 
Machen McChesney, LLP is a regional accounting 
and business advisory firm.  The firm has 21 certified 
public accountants and a total staff of 44 between 
the two offices located in Auburn & Montgomery, 
Alabama. Don Machen retired from the firm in 2002 
and continues to consult for the firm.

MEMBER NEWS
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MEMBERS IN 
MOTION

Hanson Borders, recently 
Birmingham	office	partner-
in-charge	and	financial	
institutions	group	leader,	
transitioned	into	his	new	
role as managing partner 
at Mauldin & Jenkins, 
Atlanta, where he has 
worked since 1989. In 
2017,	he	was	elected	man-
aging	partner	of	the	firm,	
effective	Sept.	1,	2018.	In	
other	firm	news,	Mauldin	
& Jenkins appointed Nicole 
Cunningham in Birming-
ham, Alabama as partner.
______________________
Jackson Thornton,	a	certi-
fied	public	accounting	and	
consulting	firm,	is	pleased	
to announce that Will 
Jones and Pat Cooper have 
been	selected	as	the	firm’s	
newest principals. 

Will	Jones	is	a	principal	in	
the	firm’s	Opelika	office	
and has been with Jackson 

Thornton for 11 years. 
Jones	specializes	in	tax	
planning	and	consulting	
for individuals and close-
ly-held businesses. He is a 
graduate	of	Auburn	Uni-
versity where he obtained 
his undergraduate and 
Master of Accountancy 
degrees. Jones also holds 
professional membership 
in	the	AICPA	and	is	active	
in the Auburn Young Pro-
fessionals program. 

Pat Cooper is a principal in 
the	firm’s	Montgomery	of-
fice,	where	he	has	worked	
for 20 years. Cooper spe-
cializes	in	tax	compliance	
and	tax	consulting	services	
for	utility	clients	across	the	
US.	He	is	a	graduate	of	Au-
burn	University	where	he	
obtained his undergradu-
ate and Master of Accoun-
tancy degrees. Cooper also 
holds professional mem-
bership in the AICPA and 
is	affiliated	with	numerous	
utility-specific	associa-
tions.	He	also	serves	on	
the	Board	of	the	National	
Society of Accountants 
for	Cooperatives	–	Electric	
Coop Chapter.
______________________

alliantgroup is proud to 
announce	the	addition	

of Scott Goldsmith, CPA, 
CGMA and Shareholder 
at JamisonMoneyFarmer 
PC,	to	the	firm’s	Strategic	
Advisory Board. Goldsmith 
brings to the board over 
29 years of management 
and	public	accounting	
experience as well as an 
extensive background in 
tax and business planning. 
In	his	new	consultative	
position,	Goldsmith	will	
play an important role in 
advising alliantgroup on its 
future	strategic	initiatives.

“It’s	an	honor	to	be	joining	
this impressive board of 
former business and in-
dustry leaders, elected of-
ficials	and	foremost	policy	
experts,”	said	Goldsmith.	
“Having	partnered	with	
alliantgroup in the past, 
I’ve	witnessed	first-hand	
the value they have found 
for companies across the 
country. I look forward to 
offering	my	guidance	and	
support to this wonderful 
organization	as	it	contin-
ues to work on behalf of 
U.S.	businesses.”

Goldsmith joined JMF in 
1989,	was	admitted	as	a	
shareholder	for	the	firm	in	
1998 and became its Man-
aging Shareholder in 2016. 
In his current role with 
JMF, Goldsmith oversees 
the	various	administrative	
and technical divisions of 
the	firm	while	leading	and	
shaping its strategic direc-
tion	and	overall	growth.	
In	addition	to	his	man-
agement role, Goldsmith 
serves clients from a num-
ber	of	different	industries	
including insurance, real 
estate, manufacturing and 
construction.
______________________

Pearce, Bevill, Leesburg, 
Moore P.C.	(PBLM)	is	
pleased to welcome Jerry 
D. Callahan, Jr., CPA, PFS 
as the newest partner in 
the	firm.	Callahan	is	a	na-
tive	of	Anniston,	Alabama	
and a 1986 graduate of 
Jacksonville	State	Univer-
sity.		He	comes	to	PBLM	
with 30 years of experi-
ence	in	public	accounting.		
He	specializes	in	services	
for the healthcare industry 
and individual wealth 
management.  He is a 
member of the AICPA, the 
National	Healthcare	Advi-
sors	Association,	and	the	
Alabama Medical Group 
Management	Association.
______________________

Wilkins Miller LLC, an 
accounting	and	advisory	
firm	with	offices	in	Mobile	
and Fairhope, is pleased 
to announce that Trae 
Catrett, Jack Johnson, 
Mandy Parker, and Kris-
tian Reeves, have been 
promoted	to	the	position	
of Supervisor.
______________________

WHAT’S HAPPENING 
OUT THERE?
As part of its long-term, 
strategic growth plan, An-
glin Reichmann Snellgrove 
& Armstrong P.C. (Anglin 
CPAs) has merged in 
Pensacola,	Fla.-based	firm	
Bloomer, Geri & Company, 
effective	September	1.		
The	combined	firms	will	
operate under the recently 
rebranded name Anglin 
Reichmann Armstrong.  

The merger will provide 
service expansion oppor-
tunities	in	the	Pensacola	
market while retaining the 
leadership	and	boutique	
tax	consulting	services	that	
Bloomer, Geri & Company 
is known for. Anglin CPAs 
will	maintain	the	office	
in Pensacola, which will 
offer	tax	services,	but	also	
services in audit and assur-
ance,	business	solutions	
and	IT	solutions.	

The Pensacola area is an 
emerging growth market, 
according to Anglin CPAs 
Managing Partner Gary 
Anglin.	“We	see	many	op-
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portunities	for	a	presence	
in	Pensacola,	in	particular	
expanding our services in 
government	contracting,”	
he	said.	“We	also	respect	
the depth of tax consult-
ing and knowledge that 
Bloomer, Geri & Company 
have developed among 
their professionals, spe-
cifically	estate	and	gift	tax	
consulting.	We	are	looking	
forward to learning from 
each	other.”

The	firm	has	also	been	
named one of 2018 
Best	Accounting	Firms	
to	Work	For	by	national	
publication Accounting 
Today. The publication 
is a leading information 
resource for public 
accountants. According 
to Accounting Today, the 
annual survey and awards 
program is conducted 
in partnership with Best 
Companies Group, and 
is designed to identify, 
recognize	and	honor	the	
best employers in the 
accounting	profession.
______________________

Jackson Thornton, is 
pleased to announce the 
acquisition	of	Kansas	City-
based Kevin S. Kelso, CPA, 
PC,	PA,	effective	Septem-
ber	1,	2018.	This	addition	
brings Jackson Thornton 
to more than 200 employ-
ees, serving clients from 
seven	offices	in	Alabama,	
Tennessee and Kansas. 

The	merger	will	offer	
Kelso’s clients expanded 
depth of services while 
maintaining the person-
alized	service	for	which	
the	firm	is	known.	Kevin	
Kelso	joined	the	firm	in	
1993	(then	known	as	R.L.	
Quint	CPA)	and	purchased	
it as sole shareholder in 
2015, renaming it Kevin 
S. Kelso, CPA, PC, PA. The 
firm	serves	utilities	clients	
throughout the Midwest 
and Southwest.

“The	addition	of	Kelso	to	
the Jackson Thornton fam-
ily	gives	our	utilities	clients	
across	the	nation	even	
greater access to our pro-
fessionals	and	services,”	
said	Ned	Sheffield,	presi-
dent and managing prin-
cipal of Jackson Thornton. 
“At	the	same	time,	it	gives	
our new clients a depth of 
experience and resources 
they haven’t had before. 
The people they know and 
trust are now backed by 
teams	of	people	offering	a	
diverse	array	of	expertise.	
We’re	excited	about	this	
expansion and believe that 
this	is	a	natural	fit	for	both	
firms.”

“Joining	Jackson	Thorn-
ton puts us in a strong 
position	to	expand	and	
help our clients achieve 
their	goals,”	said	Kevin	
Kelso, managing partner 
of Kevin S. Kelso, CPA, PC, 
PA.	“Our	focus	has	always	
been to develop client re-
lationships	based	on	trust	
and	personal	attention.	
Jackson Thornton has the 
same philosophy and we 
look forward to growing 
and enhancing our prac-
tice	together.”

$87,711	in	requests	as	it	
narrowed down the sub-
missions	to	the	$35,000	
raised through the club’s 
annual fundraiser.
______________________
Machen McChesney was 
named	an	INSIDE	Public	
Accounting	Top	400	Firm	
in	the	first	ranking	of	the	
nation’s	largest	400	ac-
counting	firms	–	the	only	
one of its kind. Machen 
McChesney ranked 356 
nationally.	This	definitive	
list was developed by 
gathering	information	
from	firms	that	completed	
IPA’s Survey and Analysis 
of Firms. 

The	firm	was	also	rec-
ognized	in	July	2018,	by	
Business Alabama as the 
21st	largest	accounting	
firm	in	Alabama.
______________________
Strickland & Barksdale, 
CPA,	a	public	accounting	
firm	based	in	Russellville,	
sponsored the Franklin 
County Arts Council’s 18th 
annual	Evening	at	the	Roxy	
during the week of the 
W.C.	Handy	Music	Festival	
in	late-July.	Entertainment	

______________________
Kassouf & Co., Certified 
Public Accountants and 
Machen McChesney CPAs 
and Business Advisors 
sponsored the Auburn 
Rotary Club’s ongoing 
Community Needs Grants 
program that awarded at 
total	of	$35,000	to	16	area	
nonprofit	organizations.		
The	firms	were	2	of	12	
local	organizations	that	
partnered with the Auburn 
Rotary Club to support this 
specific	effort.		The	funds	
from the grants program 
are distributed to local 
nonprofit	organizations	
seeking funding for proj-
ects that directly support 
individuals, impact the 
community at large, and 
fall within one or more of 
Rotary	International’s	six	
areas of service: educa-
tion	and	literacy,	disease	
prevention,	economic	and	
community development, 
maternal or child health, 
peace, and water and 
sanitation.	The	club’s	Com-
munity	Grants	Allocation	
Committee	reviewed	a	
total of 20 grant applica-
tions	totaling	more	than	

was presented by local 
talent and featured as 
The Great Pretenders. 
Over	200	local	citizens	
attended	and	took	part	
in that evening alone. 

______________________
Wilkins Miller, has also 
been named one of the 
2018	“Best	Companies	to	
work	for	in	Alabama”	by	
Business Alabama and the 
Best Companies Group 
and	2018	“Best	Account-
ing	Firms	to	Work	for”	by	
Accounting	Today	for	the	
fourth year in a row. The 
firm	is	the	only	firm	from	
the Mobile or Baldwin 
County region to make 
the list and one of two ac-
counting	firms	in	the	state	
of Alabama.

“Having	an	engaged	team	
is a vital component for 
our	firm	to	be	successful,”	
Wilkins	Miller	Partner	Mi-
chael	Kintz	said.	“Our	goal	
is	to	provide	opportunities	
for	everyone	at	the	firm	to	
achieve their professional 
and	personal	goals.”

DO YOU HAVE
NEWS TO SHARE?
Send it to Corena Cottles at 

ccottles@ascpa.org.
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REMEMBERING
GEORGE A. COOPER 
July 22, 1936 – August 14, 2018 
Decatur,	AL	|	Certificate	651

George Albert Cooper was 82 when he passed away on Tuesday, August 
14, 2018.  He was born July 22, 1936 in Cleveland, Mississippi.  George was 
a member of the Elks Lodge #655 in Decatur serving in multiple offices 
including a term as the Exalted Ruler.  He served as a Treasurer, and as a 
Paul Harris member for the Daybreak Rotary Club of Decatur.  He was an 
honorary member of the Pilot Club of Decatur.  He served as President on the 
Austin High Band Boosters, and as the Treasurer of the Calhoun Warhawks.  
Since 1962, he was a member of the Alabama Society of Certified Public 
Accountants. Additionally, Mr. Cooper served non-profit organizations, the 
305 8TH Street, on the board of director for two terms, and the Southern 
Disability Foundation where he volunteered his services.

HARRY MCDOWELL, JR. 
April	25,	1937	–	August	28,	2018 
Birmingham,	AL	|	Certificate	678

Harry McDowell. Jr. died peacefully with family and friends by his side 
on August 28, 2018.  Harry was born in Birmingham, Alabama, to Harry 
McDowell, Sr. and Mary Bowen McDowell.  Harry attended The University 
of Alabama.  He was a CPA with Dent, Baker, and McDowell for a number 
of years.  He then founded McDowell, Dipiazza, Feige, Smith P.C. firm, later 
returning to Dent, Baker &Co.  He was also a partner with longtime friend, 
Harold Ridgeway, in Shelby Steel Fabricators, Vincent, AL and then with 
Nusteel Fabricators, Childersburg, AL.  Harry loved playing billiards and 
watching Alabama football, but work was his passion. Harry also attended 
Cathedral of the Cross and Huffman Assembly over the years and at his death 
was a member of Parkwood Church of God. 

ARTHUR E. FAULKNER 
November 2, 1940 - August 10, 2018 
Athens,	AL	|	Certificate	1038

Arthur E. Faulkner was born November 2, 1940, to Ruby Mae and Howard 
Faulkner in Anniston, Alabama.  He was a graduate of Anniston High School 
and attended Jacksonville State University, where he played on the offensive 
line for the Gamecocks.  Arthur married Mary Ann, and they settled in 
Decatur, where he served on the city council. He worked as a CPA for 45 years.  
Arthur was generous, fun-loving, and the first to crack a colorful joke, easily 
making lifelong friendships with many clients and partners. He tried to retire 
a few times, but he just wasn’t a quitter; he was a rock, steady and strong.  
Later in life, Arthur became Poppy; and Poppy was excellent at taking the 
grandkids fishing, rocking them to sleep, and always keeping a secret stash 
of popsicles. Most of all, he enjoyed time on the water and in the mountains 
with his family and dogs.

DOUGLAS BUCHANAN NUNNELLEY 
July 9, 1942 – August 5, 2018 
Vestavia	Hills,	AL	|	Certificate	926

Douglas Buchanan Nunnelley, age 76, passed away on Sunday, August 5, 
2018. Doug was born on July 9, 1942 in Tampa, Florida. His family moved to 
Birmingham in 1943 where he was raised and remained a lifelong resident.  
Doug graduated from Woodlawn High School.  He attended Samford 
University and The University of Alabama where he received a Bachelor of 
Science Degree with a major in Accounting. He later attended the Rutgers 
University Graduate School of Banking.  Doug began his business career 
with Ernst and Ernst where he earned his CPA Certificate.  In 1979, he joined 
The First National Bank of Birmingham as Comptroller and was promoted 
to Executive Vice President and Chief Accounting Officer. He joined Colonial 
Properties Trust as Chief Financial Officer in 1993.  Doug concluded his career 
with Thompson Realty Company as Controller and retired at the end of 2009.  
Doug was a past member of Huffman United Methodist Church where he 
served as Finance Chairman and was a present member of Mountain Chapel 
United Methodist Church.  He was a long-time member of the Birmingham 
Chapter of Financial Executives Institute where he served as President, 
Treasurer, and Board Member.  He was a member of the Accounting Advisory 
Board of The University of Alabama.  He was a member of Vestavia Country 
Club and served as Finance Chairman.  Doug served on the Board of Directors 
of Eastern Health System as a Director, Finance Chairman, and Vice Chairman.  
He later joined the Board of Directors of St. Vincent’s Health System as a 
Director, Secretary, and member of the Executive Committee.  Doug was an 
avid supporter and fan of The University of Alabama and the Detroit Tigers.  
He also enjoyed the beach at High Pointe, yard work, and maintained a 
vegetable garden for many years.  He had a strong work ethic that he passed 
on to his children.  His number one love was Brenda, their children, and their 
grandchildren.

JAMES RICHARD SPARKS, JR. 
June 11, 1962 – September 11, 2018 
Tuscaloosa,	AL	|	Certificate	3514

James Richard “”Ricky”” Sparks Jr., age 56, passed away September 11, 
2018, in Tuscaloosa, AL.  Ricky was a graduate of Holt High School and The 
University of Alabama.  He was a CPA who owned and operated a business in 
Tuscaloosa for almost 20 years.  He was a member of Calvary Baptist Church 
for the past 26 years and taught youth Sunday school for several years.  He 
loved coaching kids in softball, baseball and basketball.  He loved his job and 
teaching kids and touched many lives this way.  He was an avid runner who 
completed ten marathons, as well as numerous half-marathons and 5k’s.  He 
loved Alabama football, so much so that in 1986 he and Lou came home 
from their honeymoon early so they could go to the Alabama-Auburn game.  
Most of all, Ricky loved his family.  He was a devoted and loving husband, 
father and grandfather.  His greatest joy during the last few months of his life 
was being “Batman” to his granddaughter Anna Logan.  He loved nothing 
more than watching his children play ball, dance or participate in any activity 
they enjoyed.  He was known to frequently cry tears of joy and pride as he 
watched them.  Ricky never missed an opportunity to tell his family how 
much he loved them. He wouldn’t end a phone call or go to bed without 
saying “I love you.”

Ricky was able to find happiness and joy in everything he did.  He loved 
people and was well loved in return.
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Now that the 2017 tax season is in our rear-view mirror it is time to plan for the 
2018 tax year.  I am going to limit my focus to planning for our small business 
clients.  Fortunately, the IRS has issued Proposed Regulations to guide us on the 
application of the newly enacted 20% Qualified Business Deduction.  Kudos to 
the IRS, as the Regulations are unusually easy to read and understand.

The 20% Qualified Business Deduction §199A
In my last article I discussed TCJA impact on our clients.  The most significant 
for our small business clients is the 20% Qualified Business Deduction (“QBD”).  
The Regulations bring some clarity and answer some questions we practitioners 
had regarding the application to our clients. 

QUALIFIED BUSINESS INCOME, “QBI”
The Regulations adopt the traditional definition of trade or business (§162) for 
QBI purposes.  I believe the Service envisions taxpayers needing to aggregate 
lines of business in computing QBI, as such the IRS has expanded nontraditional 
trades and businesses to include related party rents and royalties (tangible and 
intangible) as QBI.  Candidates for aggregation must be under common control 
between the trade or business and the related party payee(s).  Under this rule, 
I believe the IRS is attempting to make QBI better represent the economic 
profit of the business – looking through the artificial separation of the business 
components made for legal reasons. 

The Regulations confirm that QBI is first computed for each line of business in 
a multiple-business entity, and then netted them to arrive at QBI.  Individuals 
receiving income from multiple QBI businesses will likewise net each QBI 
together to report one combined QBI.  The Regulations also provide for intra 
business allocations for those activities that benefit multiple lines of an entity’s 
business. 

The Regulations make it clear that business-generated QBI is a separate group 
from qualified REIT dividends and qualified publicly traded partnership income.  
This separation results from the fact that the Regulations do not consider REIT 
dividends and PTP income to be QBI.  This distinction prevents REIT and PTP 
group losses offsetting net QBI while QBI business losses will offset REIT & PTP 
income. 

“Netting” is the combining of business losses with business income for 
purposes of QBI.  Business losses include only post 2017 losses and not NOL 
carryforwards from pre-2018 tax years.  If an individual has a net loss after 
combining all QBI entities, that loss will carry forward to reduce future QBI.  
Any net loss from each group will carry forward to the next year, reducing the 
respective group income.  Netting occurs before the combination of wages 
and qualified business property.  Therefore, a business loss entity’s wages and 
business property are removed from an individual’s combined 20% deduction 
cap. 

W-2 INCOME DOES NOT QUALIFY AS QBI.
QBI does not include any individual’s W-2 wage earnings. Attempts by 
individuals to change their status to independent contractors while continuing 
to do the same work will not be successful. The Regulations provide that if 
an individual was treated as an employee in the prior year and changes to an 
independent contractor, their income will be presumed to continue as W-2 
wages.  This is a rebuttable presumption, but the burden is on the taxpayer to 
overcome.

INVESTMENT TYPE INCOME IS EXCLUDED FROM QBI
• Exceptions:

• Capital gains from the sales of property used in a trade or business 
(§1231) are not excluded.

• Business interest, such as interest earned on late payments, is not 
excluded.

A REMINDER: THE 20% QBD IS NOT LIMITED (unless current year taxable 
income is less than the 20% QBD) for an individual taxpayer at or below the 
taxable income thresholds.  This includes Specified Service Trade or Business 
income.  For MFJ, the 20% QBD phase-out begins when taxable income exceeds 
$315,000, and is completed at $415,000 ($157,500-$207,500 for all other 
individual filers).  The 20% QBD is capped for those taxpayers exceeding the 
phase-out threshold at the greater of 50% of W-2 wages, 25% of wages plus 
2.5% of qualified business property, taxable income for non-SSTB business, or 
zero for SSTB businesses.

ZOEBELEIN ON TAX:
TCJA Questions Answered
in Proposed Regulation 
in Time for 
Year-End Planning
BY TOM ZOEBELEIN, CPA

22



UNADJUSTED BASIS IMMEDIATELY AFTER ACQUISITION OF 
BUSINESS PROPERTY, “UBIA” FOR COMPUTING THE §199A CAP

• Qualified UBIA is defined as the original cost of business property 
used in a qualified business.  UBIA property included in the 2.5% 
computation is deemed to have the greater of its remaining class 
life or ten years from when it was first placed into service.  The 
only exception is for property where the deemed ten-year class life 
expired during the computational tax year. 

• There is no basis step-up under §734(b) or §743(b).
• Contributions of depreciable property by a partner will assume both 

the contributing partner’s tax basis and in-service date. 
• Like-Kind Exchange property retains the in-service date of the 

relinquished property, not the in-service date of the replacement 
property.

RELEVANT PASS-THROUGH ENTITIES, “RPE,” REPORTING 
REQUIREMENTS
LLCs and S-corporations will need to provide their members’/shareholders’ 
allocable share of QBI, W-2 wages and qualified business property.  Information 
reporting rules will be similar to the domestic production information provided 
in the past.

SPECIFIED SERVICE TRADE OR BUSINESS, “SSTB”

  	  	   DEFINITION	  OF	  A	  SPECIFIED	  SERVICE	  TRADE	  OR	  BUSINESS	  
(A)	  	   any	  trade	  or	  business	  involving	  the	  performance	  of	  services	  in	  the	  fields	  of	  health,	  law,	  engineering,	  architecture,	  

accounting,	  actuarial	  science,	  performing	  arts,	  consulting,	  athletics,	  financial	  services,	  brokerage	  services,	  or	  any	  
trade	  or	  business	  where	  the	  principal	  asset	  of	  such	  trade	  or	  business	  is	  the	  reputation	  or	  skill	  of	  1	  or	  more	  of	  its	  
employees,	  

(B)	  	   any	  banking,	  insurance,	  financing,	  leasing,	  investing,	  or	  similar	  business,	  
(C)	  	   any	  farming	  business	  (including	  the	  business	  of	  raising	  or	  harvesting	  trees),	  
(D)	  	   any	  business	  involving	  the	  production	  or	  extraction	  of	  products	  of	  a	  character	  with	  respect	  to	  which	  a	  deduction	  is	  

allowable	  under	  section	  613	  or	  613A,	  and	  
(E)	  	   any	  business	  of	  operating	  a	  hotel,	  motel,	  restaurant,	  or	  similar	  business.	  

	    

  

  	  	   EXCEPTIONS	  TO	  SPECIFIED	  SERVICE	  BY	  SERVICE	  CATEGORIES	  
(A)	  	   Medical	  -‐	  health	  clubs	  &	  spas,	  payment	  processing,	  research	  &	  testing,	  manufacture	  and	  sales	  of	  pharmaceutical	  or	  

medical	  devices.	  
(B)	  	   Accounting	  -‐	  payment	  processing	  and	  billings.	  
(C)	  	   Law	  -‐	  printing	  services,	  delivery	  service	  &	  stenography	  services.	  
(D)	  	   Consulting	  -‐	  any	  service	  that	  is	  not	  providing	  advice	  or	  counsel.	  	  
(E)	  	   Athletics	  -‐	  broadcast,	  video	  or	  audio	  recording	  of	  athletic	  events.	  
(F)	   Financial	  Services	  -‐	  does	  not	  include	  making	  loans	  or	  taking	  deposits	  
(G)	  	   Brokerage	  services	  -‐	  excludes	  real	  estate	  agents	  &	  brokers	  as	  well	  as	  insurance	  agents	  &	  brokers	  

	    	  	   DEFINITION	  OF	  REPUTATION	  OR	  SKILL	  FOR	  SSTB	  PURPOSES	  
(A)	  	   Fees	  for	  endorsing	  a	  product	  or	  service	  	  
(B)	  	   Licensing	  or	  income	  from	  use	  of	  the	  individual’s	  likeness,	  name,	  signature,	  voice,	  and	  symbols	  or	  trademark	  
(C)	  	   Appearance	  fee	  income	  including	  fees	  or	  income	  for	  others	  performing	  impersonations	  of	  the	  individual	  
	    

 

  

DEFINITION OF REPUTATION OR SKILL

  	  	   DEFINITION	  OF	  A	  SPECIFIED	  SERVICE	  TRADE	  OR	  BUSINESS	  
(A)	  	   any	  trade	  or	  business	  involving	  the	  performance	  of	  services	  in	  the	  fields	  of	  health,	  law,	  engineering,	  architecture,	  

accounting,	  actuarial	  science,	  performing	  arts,	  consulting,	  athletics,	  financial	  services,	  brokerage	  services,	  or	  any	  
trade	  or	  business	  where	  the	  principal	  asset	  of	  such	  trade	  or	  business	  is	  the	  reputation	  or	  skill	  of	  1	  or	  more	  of	  its	  
employees,	  

(B)	  	   any	  banking,	  insurance,	  financing,	  leasing,	  investing,	  or	  similar	  business,	  
(C)	  	   any	  farming	  business	  (including	  the	  business	  of	  raising	  or	  harvesting	  trees),	  
(D)	  	   any	  business	  involving	  the	  production	  or	  extraction	  of	  products	  of	  a	  character	  with	  respect	  to	  which	  a	  deduction	  is	  

allowable	  under	  section	  613	  or	  613A,	  and	  
(E)	  	   any	  business	  of	  operating	  a	  hotel,	  motel,	  restaurant,	  or	  similar	  business.	  

	    

  

  	  	   EXCEPTIONS	  TO	  SPECIFIED	  SERVICE	  BY	  SERVICE	  CATEGORIES	  
(A)	  	   Medical	  -‐	  health	  clubs	  &	  spas,	  payment	  processing,	  research	  &	  testing,	  manufacture	  and	  sales	  of	  pharmaceutical	  or	  

medical	  devices.	  
(B)	  	   Accounting	  -‐	  payment	  processing	  and	  billings.	  
(C)	  	   Law	  -‐	  printing	  services,	  delivery	  service	  &	  stenography	  services.	  
(D)	  	   Consulting	  -‐	  any	  service	  that	  is	  not	  providing	  advice	  or	  counsel.	  	  
(E)	  	   Athletics	  -‐	  broadcast,	  video	  or	  audio	  recording	  of	  athletic	  events.	  
(F)	   Financial	  Services	  -‐	  does	  not	  include	  making	  loans	  or	  taking	  deposits	  
(G)	  	   Brokerage	  services	  -‐	  excludes	  real	  estate	  agents	  &	  brokers	  as	  well	  as	  insurance	  agents	  &	  brokers	  

	    	  	   DEFINITION	  OF	  REPUTATION	  OR	  SKILL	  FOR	  SSTB	  PURPOSES	  
(A)	  	   Fees	  for	  endorsing	  a	  product	  or	  service	  	  
(B)	  	   Licensing	  or	  income	  from	  use	  of	  the	  individual’s	  likeness,	  name,	  signature,	  voice,	  and	  symbols	  or	  trademark	  
(C)	  	   Appearance	  fee	  income	  including	  fees	  or	  income	  for	  others	  performing	  impersonations	  of	  the	  individual	  
	    

 

  

  	  	   DEFINITION	  OF	  A	  SPECIFIED	  SERVICE	  TRADE	  OR	  BUSINESS	  
(A)	  	   any	  trade	  or	  business	  involving	  the	  performance	  of	  services	  in	  the	  fields	  of	  health,	  law,	  engineering,	  architecture,	  

accounting,	  actuarial	  science,	  performing	  arts,	  consulting,	  athletics,	  financial	  services,	  brokerage	  services,	  or	  any	  
trade	  or	  business	  where	  the	  principal	  asset	  of	  such	  trade	  or	  business	  is	  the	  reputation	  or	  skill	  of	  1	  or	  more	  of	  its	  
employees,	  

(B)	  	   any	  banking,	  insurance,	  financing,	  leasing,	  investing,	  or	  similar	  business,	  
(C)	  	   any	  farming	  business	  (including	  the	  business	  of	  raising	  or	  harvesting	  trees),	  
(D)	  	   any	  business	  involving	  the	  production	  or	  extraction	  of	  products	  of	  a	  character	  with	  respect	  to	  which	  a	  deduction	  is	  

allowable	  under	  section	  613	  or	  613A,	  and	  
(E)	  	   any	  business	  of	  operating	  a	  hotel,	  motel,	  restaurant,	  or	  similar	  business.	  

	    

  

  	  	   EXCEPTIONS	  TO	  SPECIFIED	  SERVICE	  BY	  SERVICE	  CATEGORIES	  
(A)	  	   Medical	  -‐	  health	  clubs	  &	  spas,	  payment	  processing,	  research	  &	  testing,	  manufacture	  and	  sales	  of	  pharmaceutical	  or	  

medical	  devices.	  
(B)	  	   Accounting	  -‐	  payment	  processing	  and	  billings.	  
(C)	  	   Law	  -‐	  printing	  services,	  delivery	  service	  &	  stenography	  services.	  
(D)	  	   Consulting	  -‐	  any	  service	  that	  is	  not	  providing	  advice	  or	  counsel.	  	  
(E)	  	   Athletics	  -‐	  broadcast,	  video	  or	  audio	  recording	  of	  athletic	  events.	  
(F)	   Financial	  Services	  -‐	  does	  not	  include	  making	  loans	  or	  taking	  deposits	  
(G)	  	   Brokerage	  services	  -‐	  excludes	  real	  estate	  agents	  &	  brokers	  as	  well	  as	  insurance	  agents	  &	  brokers	  

	    	  	   DEFINITION	  OF	  REPUTATION	  OR	  SKILL	  FOR	  SSTB	  PURPOSES	  
(A)	  	   Fees	  for	  endorsing	  a	  product	  or	  service	  	  
(B)	  	   Licensing	  or	  income	  from	  use	  of	  the	  individual’s	  likeness,	  name,	  signature,	  voice,	  and	  symbols	  or	  trademark	  
(C)	  	   Appearance	  fee	  income	  including	  fees	  or	  income	  for	  others	  performing	  impersonations	  of	  the	  individual	  
	    

 

  

• For third-party payors, common paymaster or leased employees, the W-2 wages will be allocated directly to the qualified business where the employee 
works. 
• Allocation to whomever has control over the employee, such as setting hours and work to be performed.

• W-2 wages must be allocated among the separate business lines in the same manner as above when an entity has multiple lines of business.

W-2 WAGES FOR PURPOSES OF THE 199A CAPS 
• Wages for purposes of the W-2 Wage cap also include deferred income. The Regulations establish three methods to compute W-2 wages.
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EXCEPTIONS TO SERVICE CLASSIFICATION FOR MIXED BUSINESS
Businesses providing ancillary services to their customers will not be deemed  SSTB, provided that services are 10% or less of their gross revenue when the 
businesses’ three-year average revenue is $25 million or less (5% for over $25 million).  

OTHER EXCEPTIONS:

	  	   THREE	  METHODS	  FOR	  DETERMINING	  W-‐2	  WAGES	  
(A)	  	   Unmodified	  Box	  Method-‐	  W-‐2	  wages	  paid	  under	  the	  Unmodified	  Box	  Method	  equal	  the	  lesser	  of	  the	  total	  of	  the	  

amounts	  reported	  in	  Box	  1	  (Wages,	  tips,	  and	  other	  compensation)	  and	  the	  total	  of	  the	  amounts	  reported	  in	  Box	  5	  
(Medicare	  wages	  and	  tips)	  with	  respect	  to	  Forms	  W-‐2	  of	  that	  individual's	  or	  RPE's	  employees.	  

(B)	  	   Modified	  Box	  1	  Method-‐W-‐2	  wages	  paid	  under	  the	  Modified	  Box	  1	  Method	  equal	  the	  total	  of	  the	  amounts	  
reported	  in	  Box	  1,	  minus	  the	  total	  of	  the	  amounts	  reported	  in	  Box	  1	  that	  are	  “not	  wages	  for	  Federal	  income	  tax	  
withholding	  purposes,"	  plus	  the	  total	  of	  certain	  elective	  deferral	  amounts	  reported	  in	  Box	  12.	  

(C)	  	   Tracking	  Wages	  Method-‐W-‐2	  wages	  paid	  under	  the	  Tracking	  Wages	  Method	  equal	  the	  total	  of	  the	  “amounts	  of	  
wages	  subject	  to	  Federal	  income	  tax	  withholding	  that	  are	  paid	  to	  employees	  of	  the	  taxpayer	  for	  employment	  by	  the	  
taxpayer	  and	  that	  are	  reported	  on	  Forms	  W-‐2	  filed	  with	  [the	  Social	  Security	  Administration]	  by	  the	  taxpayer	  for	  the	  
calendar	  year”	  plus	  the	  total	  of	  certain	  elective	  deferral	  amounts	  and	  employee	  salary	  reductions	  under	  a	  §408(p)	  
SIMPLE	  plan	  reported	  in	  Box	  12.	  

	  
QBI INCOME-CLAW BACK FOR INCOME FROM RELATED SSTB(S)
The Regulations recharacterize non-SSTB income as SSTB income when there 
is common ownership (50%) between the SSTB and non-SSTB entities, and the 
non-SSTB receives 80% or more of its income from the SSTB.  This related party 
rule is different for real estate rentals, as rent for the space occupied by the 
related SSTB will be SSTB income and only rent for the space occupied by the 
non-SSTB tenant(s) will be QBI.

TCJA Changes Other Than §199A
$25 MILLION SMALL BUSINESS EXCEPTION 
TCJA substantially increased the threshold over which our clients are required 
to use IRS prescribed accounting methods for income tax purposes.  Affected 
methods of accounting are the accrual method, maintaining inventories, 
UNICAP adjustments to inventories, and the percentage-of-completion method 
of accounting for long-term contracts.  If your review indicates that your clients 
will benefit from discontinuing the above required methods, you will need to 
file Form 3115 to make the accounting method change(s).  The good news is 
that all the method changes can be made on one Form 3115.  The codes to 
make the changes are as follows:

• The code to change from accrual to cash method is 233.

• The code to discontinue accounting for inventories under 
UNICAP is 234.

• The code to discontinue accounting for inventories is 235.

• The code to cease using the percentage of completion method for 
long term contracts is 236.

All the above changes, except the percentage-of-completion change, will 
typically require a §481(a) adjustment.  The percentage-of-completion method 
change is applied on the cut-off method, so it applies only to contracts entered 
into after 12/31/2017 and has no associated §481(a) adjustment. 

THOUGHTS ON CONVERTING TO A C-CORPORATION  
Though the idea of a flat 21% tax rate with no AMT may sound very attractive, 
you must run the numbers.  Keep in mind that any dividend distribution may be 

taxed at a federal rate as high as 23.8%, while pass-through income is subject 
to a graduated rate at the individual level, and business income may be QBI.  
By my calculations, assuming all taxable income is pass-through QBI subject to 
the 20% QBD, the breakeven taxable income between pass-through treatment 
and corporate entities’ 21% rate would be $322,000 for single taxpayers and 
$650,000 for MFJ.  This does not consider the pass-through’s advantage of 
having no second layer of tax on distributions.

INTEREST AND TAXES
The new limitations on mortgage interest and taxes will require a more careful 
review.  If you have clients with rental properties which include vacation 
rentals, be careful to allocate those costs to those properties where possible.  
Mortgage interest, remember, applies only to original acquisition debt and 
improvements.  Home equity debt interest still qualifies if the debt was used 
for home improvements and, when combined with regular mortgage interest, 
total interest is still less than the $750,000 cap.  Pre-2018 mortgage debt is 
grandfathered at $1,000,000, but the $100,000 equity loans not used for 
property improvements are not. 

If your clients are over the mortgage cap, do not forget to look at the interest 
tracing rules to see if any qualifies as investment interest.  Investment interest 
carries forward indefinitely while noninvestment interest does not.

I hope this will help your client year-end planning. My best for the Holidays!

Tom Zoebelein, CPA is Director of Tax 
Research at Pearce, Bevill, Leesburg & 

Moore in Birmingham. In 2017, he was 
recognized with the Extraordinary Service 

Award for his six years as chair of the 
ASCPA’s State Taxation Committee.
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FLYING INTO 
THE JOB: 

The Society’s First Executive, 
His Accomplishments, 
His Challenges, and 
His Legacy (Part two) 

1

The Montgomery Advertiser (MA) from July 22, 
1973	reported	that	the	Educational Foundation of 
Alabama	Society	of	CPAs	(Society)	established	their	
first	accounting	scholarship	granted	to	outstanding	
accounting	 students	 who	 have	 completed	 their	
junior	year	in	college.	The	1973	award	was	made	
to	Jimmy	L.	Hurst,	a	Jacksonville	State	accounting	
major	 from	 Talladega.	 The	 Foundation	 named	
this	 first	 scholarship	 after	 David E. Young the 
first	 Executive	 Secretary	 of	 the	 Society	 who	
passed	 away	 in	 December	 1972	 at	 age	 56	 after	
an	extended	illness.	As	a	previous	article	the	July/
August Connections discussed, the process of 
hiring	 the	 first	 full-time	 Society	 executive	 lasted	
nearly	 a	 decade	 and	 included	 uncharacteristic	
political	 maneuvers	 within	 the	 Society.	 At	 the	
Society’s	 January	 17,	 1959	 Council	 Meeting,	
Edward	Powers,	a	CPA	from	Birmingham	and	chair	
of	 the	 Executive	 Secretary	 Search	 Committee,	
formally	 moved	 that	 David	 E.	 Young	 be	 offered	
the	 position	 of	 the	 Society’s	 first	 paid	 Executive	
Secretary.2	 The	 Board	 at	 this	 time	 offered	 Young	
a	 starting	 salary	 of	 $4,000,3 which he promptly 
accepted.	A	March	2,	1959	article	in	the	MA noted 
that Young’s responsibility with the Society would 
include,	“the	administration	of	the	Society’s	affairs	
and	assisting	in	the	groups	professional	activities.”	
This	article	discusses	Mr.	Young’s	 twelve	years	at	
the	helm	of	the	Society	before	his	untimely	death	
in	1972.

Biographical	 information	published	in	several	MA	
articles	from	1958	-	1972	specified	that	Young	was	
born	 in	 rural	 Lawrence	County,	Alabama	 in	1916	
and	was	a	1941	graduate	of	Auburn	University4 in 
Agricultural	Education.	Young	enlisted	in	the	Army	
Air Corp on December 8, 1941, earned has wings 
as a service pilot and was assigned to Southwest 

1  Materials of this article come from Society records, the 
Montgomery Advertiser, and Mary Bailey’s History of the ASCPA. 
1919-1965
2  The search committee only brought Young’s name forward with 
no other potential candidates were mentioned
3  The U.S. Bureau of Labor Statistics Inflation Calculator estimat-
ed this would be equivalent to $34,757.10 in 2018 dollars. Author 
Note: At this level of income, Jeannine Birmingham is probably 
eating her heart out.
4  The school was named Alabama Polytechnic Institute at this 
point in history.

Airlines	as	a	trainer	of	flight	instructors	who	would	
teach thousands of new combat pilots. During 
1943,	he	was	attached	stateside	to	the	Air	Corps’	
Ferry Command5 to free up combat pilots from the 
mundane	 job	 of	moving	 single	 and	multi-engine	
aircraft	 from	base	 to	base.	During	 this	period	he	
married Hilda Pope of Abbeville, Alabama and 
they would eventually have two children, David 
Jr.	and	Brenda,	after	 the	war.	 In	1944	Young	was	
reassigned to the Air Transport Command in the 
China-Burma-India	 Theater	 (CBI)	 of	 operations.	
He	 flew	 supplies	 in	 Curtis	 built	 C46	 Commando 
cargo	 planes	 over	 the	 Himalayas	 “the	 hump.”	
(See	Exhibit	I).		After	earning	a	distinguished	flying	
medal	 for	 completing	 56	 missions,	 Young	 was	
discharged	from	the	service	in	1946	attaining	the	
rank	of	flight	officer.6 

Upon	 his	 return	 to	 Alabama,	 he	 was	 employed	
by	the	Veterans	Administration	as	an	agricultural	
training	officer	working	with	disabled	veterans.	In	
1948 he was hired as a district supervisor for the 
state	Department	 of	 Education’s	 Joint	Vocational	
and	Rehabilitation	Service	where	he	worked	until	
hired by the Society in 1959. During the 1950s 
Young completed a master’s degree in agricultural 
education	and	counseling	and	worked	with	many	
civic	 organizations	 ranging	 from	 the	 Lion’s	 Club	
and	 its	 associated	 Alabama	 Sight	 Conservation	
Association.	 He	was	 instrumental	 in	 forming	 the	
Alabama Association of Mental Health and one 
of	 America’s	 first	 really	 successful	 not-for-profit	
organizations	 –	 the	March of Dimes whose goal 
was to eradicate child birth defects. Finally, Young 
was	 a	 very	 active	 member	 of	 Montgomery’s	
Cloverdale Church of Christ. From his resume, it 
was clear that Young was a focused worker with 
the	 talents	 that	 Society	 needed:	 organizational	
skills, leadership skills, and community skills. 
Young,	however,	would	eventually	make	his	lasting	
mark	on	the	Society	through	his	love	of	education.

Young began work in March 1959 and, as they say 
about	 some	 workers,	 “hit	 the	 ground	 running.”	
His	 work	 ethic	 was	 more	 than	 apparent	 after	
presenting	his	first	 report	on	his	 activities	 to	 the	
Society’s	Annual	Meeting	 in	 June	1959.	Although	
covering only three and half months, it was in 
excess of ten pages detailing his travel schedule, 
meetings	 with	 various	 chapters,	 working	 on	
legislative	 issues,	 and	 monitoring	 committee	
activities.	Young	also	able	identified	several	areas	
of	improvements	for	the	Society	and	its	operations	
(See	Exhibit	II)	and	presented	them	to	the	Annual	
meeting	 for	discussion	and	action.	At	 the	end	of	
the	report,	he	noted:	“…	I	am	pleased	to	be	filling	

5  This organization is famous for the all-female WASP (Women’s 
Air Force Service Pilots) organization.
6  The title “flight officer” was a military rank used by the United 
States Army Air Forces during World War II for mostly non-combat 
flight personnel. 

[this] post as ... I can envision great things for this 
profession and certainly hope to be part of the 
growth	 and	 development	 that	 the	 future	 holds.”	
He	ended	in	a	self-deprecating	manner	by	joking,	
“I	certainly	hope	I	have	not	talked	myself	out	of	a	
job	by	suggesting	that	some	of	you	must	assume	
responsibility	and	contribute	your	time	and	energy	
toward making The Accounting Profession the 
leading	profession	in	the	field	of	Public	Service.”	It	
would not be long before his skills as an advocate 
had to face looming challenges to the integrity of 
the profession in Alabama. 

The primary challenge came from Alabama’s 
small,	 but	 apparently	 politically	 savvy,	 Alabama	
Association	 of	 Public	 Accountants	 (PA)	 that	 was	
contesting	 the	40	 year	old	CPA	 law	 to	gain	a	 co-
equal	 status	 in	 the	 accounting	 and	 auditing	
profession. Apparently, the PA profession started 
the	 challenge	 because	 its	 designation	 of	 PA	 (as	
unofficial	 as	 it	 was)	 was	 “dying	 out”	 and	 they	
wanted	 legislative	protections	 (colloquially	 called	
dying	class	 legislation)	to	allow	PAs	to	be	“grand-
fathered”	 in	 as	 “class”	 of	 practicing	 accountants	
with	a	limited	time	for	their	members	to	register.	
According to the November 23, 1958 Council 
minutes the challenge began in late 1958 and 
to	mitigate	 the	 problem	 a	 committee	 of	 six	 PA’s	
and six CPAs met on November 21 1958 to forge 
a	 framework	 of	 regulatory	 legislation	 “for	 the	
accounting	profession	in	Alabama.”

Out	 of	 this	 framework,	 Bill	 571	 was	 passed	 in	
January	1960.	Unfortunately,	before	Young	 could	
deal	with	the	legislation	because	he	had	suffered	
a	 “serious	 heart	 attack”	 in	 mid-September	 1959	
at	 age	43	and	 remained	 in	 the	hospital	 until	 the	
second week November 1959. During his absence, 
the	Society	officers,	particularly	President	Winston	
Brooke of Anniston and Treasurer Frank Hill 
of	 Montgomery	 took	 over	 his	 responsibilities.	
Although	 Young	 was	 back	 in	 the	 office	 by	 mid-
December	 1959	 completing	 a	 shortened	 work	
schedule,	 he	 did	 not	 appear	 in	 official	 council	
minutes	 until	 April	 1960	when	 he	was	 again	 the	
recording	secretary.	 In	his	Annual	meeting	report	
on June 13, 1960 he thanked the Society for their 
support during his convalescence from the heart 
attack	he	suffered,	and	proceeded	to	discuss	 the	
work he completed since his illness.

The new law apparently did not please either the 
CPAs or the PAs because it appeared that the PA’s 
could	 legally	 attest	 to	 financial	 statements,	 but	
not	before	a	 rigorous	evaluation	by	 the	Alabama	
State Independent Contractors Board. Principally, 
the PAs would be regulated by the State Board of 
Accountancy but presumably licensed Contractors 
Board.	In	the	end,	regulations	from	Bill	571	were	
promulgated	 that	 required	 current	 PAs	 who	
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wished to be grand-fathered needed to apply by 
September 30th of 1960 with the contractor’s 
board	 accepting	 and	 evaluating	 those	 viable	
applications	by	December	30,	1960.	The	applicant	
then	 was	 required	 to	 pass	 a	 “CPA	 Board	 exam”	
by	December	31,	1961	to	gain	recognition.	What	
really surprised the PA’s is that they would have 
to	 show	 “audited	 financial	 statements”	 for	 the	
period	of	examination.7	Though	left	unspoken,	this	
probably was done to show that each candidate 
was	 actually	 working	 in	 accounting.	 By	 the	 end	
of	 June	1960,	only	seventy	applications	from	PAs	
(compared	 with	 about	 500	 current	 practicing	
CPAs)	had	been	received	with	only	a	few	months	
remaining	in	the	application	process.	

Although	he	was	partially	back	to	his	administrative	
duties	by	January	1960,	Young	was	not	able	to	not	
participate	in	the	political	activities	of	the	Society	
before he had a second health setback. At the 
August	31,	1960	Council	meeting	it	was	announced	
Young	 again	 had	 a	 heart	 attack	 in	 church	 in	
Lawrence	 County,	 the	 area	 where	 he	 was	 from	
and	 where	 his	 parents	 still	 lived.	 Unfortunately,	
the development of modern medical treatment 
for	such	attacks	was	only	in	its	infancy	at	this	time	
with	reports	revealing	that	“although	this	was	not	
as	 bad	 as	 his	 previous	 attack,	 he	 had	 to	 remain	
quiet	under	an	“oxygen	tent”	with	no	visitors	for	
two	weeks	…	with	months	of	bed	rest	expected.”	It	
would	two	more	years	before	UAB	hospitals	would	
perform	 their	 first	 open	 heart	 bypass	 operation	
that would be eventually become the primary 
treatment	for	avoiding	future	heart	attacks.	Young	
would survive this setback and served the Society 
for	a	dozen	more	years.	

The	next	time	that	Young	appeared	in	the	records	
was as recording secretary for the council on 
February 25, 1961. Now apparently in good 
health, Young would work for eleven more years 
making	 positive	 mark	 of	 the	 society	 and	 the	
profession through the use of his experience 
as	 a	 vocational	 rehabilitation	 expert.	 His	 first	
challenge, however, would be from the PAs. They 
wished	now	for	a	change	 in	 the	Bill	571	that	 the	
originally	 supported,	 asking	 for	 “perpetuation	 of	
the	 PA	 profession,	 equal	 representation	 on	 the	
board of accountancy, and a ‘lesser’ exam for 
PAs	 compared	 to	 that	 for	 a	 CPA.”	Well,	 so	much	
for	 equality.	 The	 two	 groups	 would	 wrangle	 for	
another	 four	 years,	 at	 which	 time	 Gov.	 George	
Wallace	 signed	 legislation	 in	 July	 1965	 to	 realign	
the	CPA	board.	Under	the	new	law,	the	CPA	Board	
was	expanded	to	five	members,	the	requirement	
of	 an	 attorney	 member	 was	 dropped,	 and	 the	
PAs	were	“temporarily”	recognized	as	a	regulated	
profession in Alabama with one PA to serve on the 
7  Eventually this would be required for all independent contractors 
but the process had to be clarified to deal with business year-ends 
other than December 31. 

Board. Thanks to lobbying from the council and 
Young, the number of PAs grandfathered remained 
at about the original 1962 levels8, It would not 
be	 until	 February	 2018,	 that	 this	 legislation	 was	
changed	and	the	requirement	of	PA	representative	
on the board was dropped because that profession 
had	 largely	 “and	 officially”	 died	 out	 with	 few	
candidates	left	to	take	this	position.	

Over the next seven years, Young’s background 
of	 educational	 training	 came	 to	 forefront	 as	
he	 became	 an	 ardent	 advocate	 for	 continuing	
professional	 development	 and	 education	 of	
practicing	 CPAs.	 Training	 CPAs	 was	 actually	
nothing new to the Society who had been co-
sponsoring	 the	 Alabama	 Tax	 Clinic	 since	 1947	
along	 with	 the	 University	 of	 Alabama.	 In	 the	
mid-1950s, the Society also provided training on 
Electronic Data Processing and the Management 
of Small Businesses. However, with the advent 
of	 accounting	 and	 auditing	 standards	 from	 the	
Accounting	 Principles	 Board	 and	 AICPA,	 Mr.	
Young and the Council felt that it was necessary 
to develop and present courses sponsored by the 
Society.	In	their	1962	a	Committee	for	Professional	
Development	was	organized	and	in	its	first	report	
to	 the	 membership	 they	 indicated	 that,	 “It	 is	
the	 opinion	 of	 the	 committee	 that	 a	 systematic	
program	 of	 continuing	 education	 should	 be	
adopted	 by	 every	 practitioner	 to	 assure	 his	 own	
growth	 and	 development.”	 Based	 on	 the	 need	
for CPAs to maintain professional knowledge and 
skills, between 1962 and 1965 Baily reported that 
the society sponsored twenty six professional 
development courses with topics ranging from 
managing	a	CPA	firm	to	understanding	newly	issued	
accounting	 and	 auditing	 standards.	 Attendance	
exceeded	67%	of	the	registered	CPAs	in	Alabama.	
By 1966 the success of PD courses compelled the 

8   In addition to this legislative fight, there were 
many others facing Young including a challenge to CPAs 
auditing of public hospitals and municipalities which, at this 
time, was assumed to be the purview of the Alabama Exam-
iners of Public Accounts. Eventually the elected State Auditor 
would ask for more audit power and subject these entities to 
a possible triple audit. In the end the State Auditor accepted 
only the constitutionally authorized audits of state property 
inventories. CPAs began auditing municipalities for GAAP re-
porting purposes and issuances of the annual. Comprehensive 
Annual Financial Report (CAFR) required by the Governmental 
Accounting Standards Board (GASB).

Society to form a Professional Development Fund 
to account for the courses separately from regular 
Society	 business.	 Although	 the	 “profits”	 of	 the	
fund	remained	as	“seed	money’	for	future	classes,	
transfers	 from	 time	 to	 time	 were	 made	 to	 help	
with	the	costs	of	operating	the	Society.	

During the 1960s, Young also became involved 
with	 the	 national	 AICPA	 efforts	 to	 expand	
professional	education.	For	example,	1966	Young	
attended	 a	 national	 planning	meeting	 hosted	 by	
the AICPA that covered such topics as scheduling, 
promotion,	 and	 faculty	 for	 CPE	 courses	 as	 they	
were	 now	 being	 called.	 As	 part	 of	 his	 efforts	 to	
“institutionalize”	 professional	 development	 for	
CPAs in Alabama, Young also became a member 
of	 the	 recently	 formed	 National	 CPA	 Society	
Executives	 Association	 whom	 he	 served	 first	 as	
secretary/	 treasurer	 and	 later	 President	 in	 1967	
and	1968.	In	an	interview	about	the	organization	in	
the MA,	he	stated	that	“he	was	amazed	to	find	that	
many of the state directors did not have the [close 
relationship]	 with	 their	 membership	 as	 he	 does	
with	Alabama’s	Society	membership.	With	his	and	
the	membership’s	 hard	work,	 Young,	 in	 his	 1967	
annual	report,	explained	that	“your	society	work	is	
being	recognized	by	…	other	states	…	therefore	the	
tempo	of	requests	concerning	[your	programs]	 is	
picking	up	considerably.”	In	1971,	the	AICPA	called	
for all CPA members to undergo annual training 
and	by	1972,	the	Alabama	State	Board	had	written	
regulatory	 rules	 for	 legislative	 approval	 requiring	
professional development hours for all licensed 
certificate	holders	(maybe).	

In	addition	to	these	efforts,	Young	administratively	
was sending out in excess of 22,500 pieces of mail 
by	 the	 1966-1967	 fiscal	 year.	 As	 such	 the	 Board	
and the Council approved a hiring of a secretary 

Exhibit I – Picture of a C46 Commando 
flying the “Hump” in World War II
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and	 larger	office	space.	To	help	with	 this	mailing	
problem he also purchased a used address – o – 
graph machine9 to deal with the expanding list 
of	society	members	and	not-for-profit	post	office	
rules	with	recent	advent	of	mandatory	zip	codes	on	
all	mail.	Communication	was	important	for	Young	
who	 often	 sent	 out	many	 letters	 explaining	 new	
legislation,	changes	 in	bylaws	and	questionnaires	
regarding the member’s opinion, and of course 
collecting	 dues.	 This	 communication	 between	
the	 Society	 and	 its	membership	 continues	 to	 be	
important,	 but	 now	 it	 is	 fulfilled	 by	 less	 “work	
intensive	means”	 like	 e-mail,	 but	 it	 continues	 to	
collect	 dues.	 With	 this	 excellent	 work	 ethic	 and	
advocacy	of	the	profession,	Young	continued	to	be	
rewarded by the Society who was now paying him 
$8,700	per	year.10 

Over	 the	 next	 five	 years,	 Young	 continued	 his	
efforts	 with	 professional	 development	 and	
monitoring	 legislation	 that	might	 be	 detrimental	
to Alabama’s CPAs. This was accomplished while 

9  If you really want to know what this is, go to https://en.wikipedia.
org/wiki/Addressograph 
10  His final annual salary would be $11,200.

acting	as	the	“de facto”	executive	director	of	the	
State Board of Accountancy that was housed in the 
same	set	of	offices.	He	completed	a	wide	range	of	
administrative	duties	for	the	board	from	verifying	
dues to dealing with CPA ethics problems, in 
addition	 to	 member	 communication.	 It	 would	
not	 be	 until	 1985	 when	 the	 Board	 had	 its	 own	
Executive	Director.

All	 was	 going	 well	 for	 Young	 until	 May	 1972.	
Executive	 Committee	 minutes	 in	 the	 months	
prior	 to	 May	 show	 that	 Young	 was	 continuing	
to work on professional development, CPA 
professional	insurance	and	general	administration	
of the Society, but his old nemesis, the PAs were 
in	 the	 process	 of	 filing	 another	 legislative	 effort.	
The problem was never fully explained in the 
documents but seemed to focus on the PAs asking 
the legislature to exempt them from the coming 
state	board	professional	education	requirements.	
After	 the	 AICPA	 asked	 for	 across-the-board	
requirements,	 the	 state	 board	 wrote	 regulations	
and	 legislation	 to	 require	 120	 hours	 over	 three	
years,	but	backed	off	to	96	hours.	Through	a	series	
of	regulations,	by	1984	the	Board	would	have	the	
power	 to	 enforce	 CPE	 for	 CPAs,	 but	 not	 exactly	
for PAs.11	 The	 last	 formal	 mention	 of	 Young	 at	
this	point	would	be	at	an	April	26	meeting	where	
he	 discussed	 problems	 of	 attendance	 for	 the	
upcoming	1972	annual	meeting	to	be	held	in	the	
Grand Bahamas. Apparently the Society charter 
three	 planes	 to	 take	 all	 of	 the	 participants	 and	
spouses,	 but	 reservations	 were	 lagging.	 About	
three weeks later David Young would again be in 
intensive care and just holding his own.

David Young Jr.,12	 came	to	 June	 the	 June	3,	1972	
meeting	with	 a	 cautiously	 optimistic	 outlook	 for	
his father’s recovery, but it was expected to take 
six months for senior Young to recover. Although 
both of his children were out high school and 
his	 wife	 Hilda	 had	 been	 employed	 as	 an	 English	
teacher	 for	 27	 years	 in	 the	 Montgomery	 Public	
Schools,13 the Society kept Young on full salary 
for	the	time	being	with	hopes	of	a	quick	recovery.	
Unfortunately,	by	end	of	 July	1972	 it	was	getting	
ever clearer that Young may never return to work. 
At	this	point,	the	Executive	Committee	took	steps	
to	 maintain	 Society’s	 integrity	 and	 continue	 to	
help	 the	 Young’s	 financially.	 First	 it	 was	 decided	
that the Society could only pay his salary through 
the	end	of	November	1972,	at	which	time	it	would	

11  A person who passes the CPA examination, …, must complete 
at least forty (40) acceptable professional CPE,  --- Filed Septem-
ber 3, 1982 
12  David Young Jr. was a 1965 winner of the prestigious Jimmy 
Hitchcock award in 1965 as the half-back for the state champion-
ship Lanier High School Poets. 
13  According to Hilda Young’s obituary in 2013, in addition to 
being a teacher, she was the president of the Montgomery County 
Teacher’s Association and enjoyed a reputation in Montgomery for 
service projects. She was 95 when she passed away.

be	cut	 in	half	 and	finally	ending	by	mid-1973.	 In	
the	meantime	 the	 Society	 set	 up	 a	 special	 trust	
account	to	take	donations	for	the	Young’s.	By	the	
end of November, the trust fund was just shy of 
$4,000	that	could	be	accessed	by	the	family	to	pay	
medical bills or supplement income. Finally, Mr. 
Joe Robertson14,	a	retired	army	colonel,	was	hired	
as	 the	 Assistant	 Executive	 Secretary	 to,	 at	 least	
temporarily,	take	over	Young’s	duties..	

In early November, things actually began looking 
up for the David Young and his doctor allowed 
him	 to	 come	 back	 to	 work	 half	 time	 after	 the	
Thanksgiving	holiday.	During	this	time	he	was	able	
to	 come	 to	 two	 executive	 committee	 meetings	
on	Nov	30	and	Dec	12.	At	the	November	meeting	
he was surprised by the existence of the Trust 
Fund	 and	 at	 the	 December	 meeting	 he	 even	
optimistically	asked	for	funding	to	go	to	the	1973	
AICPA	 annual	 meeting	 to	 be	 held	 in	 Portland,	
Oregon.	 Unfortunately,	 a	 week	 later	 word	 came	
that	David	E.	Young	passed	away	at	12:45	am	on	
December	19,	1972:	He	was	only	56	years	old.	His	
funeral	would	be	a	few	days	later	at	Leak	Memory	
Chapel in Montgomery and laid to rest in nearby 
Greenwood Cemetery.

Young’s term was up, but over intervening half 
century	 his	 legacy	 continues	 in	 the	 form	 of	 the	
wide-ranging	CPE	programs	of	the	Society	and	it’s	
to	 work	 with	 the	 legislature	 to	 move	 legislation	
that is to its advantage. Young also put together 
an embryonic framework for the Society’s 
modern	 administration	 and	 acts	 as	 a	 model	 for	
all	 subsequent	 Society	 executives.	 Finally,	 as	
discussed	in	a	previous	article15 in this series, Young 
championed	the	development	of	 the	Educational	
Foundation	 to	 help	 recruit	 and	 educate	 new	
members of the profession. In the end, the Society 
would	 name	 the	 first	 scholarships	 after	 him.	
Overall, Young took a forty-year-old provincially 
minded professional club and changed it into a 
modern	 professional	 organization	 that	 continues	
to	 advocate	 for	 the	 accounting	 profession	 and	
serve its members.

Jan Richard Heier, CPA
Professor Emerita Auburn University 

–Montgomery & Visiting Professor 
of Accounting, Huntingdon College, 

Montgomery, AL

14  After Young’s death, Joe Robertson was named Executive Sec-
retary and served until 1988. His story and obituary was published 
in the September 2015 Connections Magazine 
15  Note Connections Sept. /Oct 2017

Exhibit II – Picture of Young from the 
Montgomery Advertiser Feb. 11, 1962
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CLASSIFIEDS

888-553-1040     

www.APS.net

Lori Newcomer, CPA & 
Tim Price, CPA
PNGroup@aps.net  

Call or visit APS.net today for a free, confidential valuation of your practice.

Imagine...  
a chair  
without  
a desk

Delivering Results - One Practice At a time

YOUR PRACTICE WANTED
Thinking	about	 selling	 your	practice?	
Accounting	 Practice	 Sales	 delivers	
results, bringing you the best price, 
optimal	 terms,	 and	 a	 buyer	 who	

represents	 an	 ideal	 fit	 for	 your	
clientele. Contact us today for a 
confidential	discussion.	

PRACTICES FOR SALE:
•	 Southwest	of	Birmingham	tax	practice
	 grossing	$275,000	*	New	*
•	 Gulf	Shores	CPA	practice	grossing
	 $250,000	*	Available	*
•	 Jackson,	MS	CPA	firm	grossing	
	 $1.3	million	*	New	*
•	 Knoxville,	TN	area	EA	grossing	
	 $250,000	*	Available	*
•	 Pensacola,	FL	tax	practice	grossing	
	 $445K	*	Available	*

•	 Marshall	County,	AL	CPA	grossing	
	 $170,000	*	Sold	*
•	 Dothan	area	EA	grossing	
	 $100,000	*	Sold	*

For more information on these listings 
or to sell your practice, contact Lori 

Newcomer, CPA and Tim Price, CPA at 
(888) 553-1040 or PNgroup@APS.net, 

or visit www.APS.net.

SELLING YOUR FIRM IS COMPLEX.
WE CAN HELP.

Accounting	 Biz	 Brokers	 has	 been	
selling	 CPA	 firms	 for	 over	 13	 years	
and	we	know	your	market.	We	have	
a large database of buyers ready to 
purchase.	Our	“Six	Steps	to	Success”	
process	for	selling	your	firm	includes	
a	personalized,	confidential	approach	
to bring you the win-win deal you are 
seeking.	 Our	 brokers	 are	 Certified	
Business	 Intermediaries	 (CBI)	
specializing	 in	 the	 sale	 of	 CPA	 firms.	
We	 are	 here	 to	 help	 you	 navigate	
through	 the	 entire	 sales	 process	 –	
from	 marketing	 to	 negotiating,	 to	
closing	and	successfully	 transitioning	

the	firm.	Contact	us	TODAY	to	receive	
a free market analysis. 

LISTINGS:
Huntsville	 Gross	 $200k-SOLD;	 NE	
MS Tax & Bookkeeping Firm Gross 
$850k-SOLD,	Montgomery	Area	Gross	
$28k-SOLD.

Kathy Brents, CPA, CBI
Cell 501.514.4928

Office 866.260.2793
Kathy@AccountingBizBrokers.com

Visit us at
www.AccountingBizBrokers.com

JUNE 12, 2019 
ROBERT TRENT JONES  CAPITOL HILL 

PRATTVILLE, ALABAMA 
WWW.ASCPA.ORG/YCPAGOLF 

Golf Tournament 

ROUND YOUR TEAM UP FOR THE 

Young CPA Charity  



MACHEN MCCHESNEY:
RETURNING	VALUE	FOR	65	YEARS

From	our	1954	origin	as	a	small	 tax	and	bookkeeping	practice	to	 the	 large	
regional	full-service	accounting	and	business	advisory	firm	we	are	today,	our	
philosophy has remained unchanged: our clients deserve candid service with 
a commitment to consistently Returning Value.

We	deliver	on	this	philosophy	by:	
•	 Recruiting	high-caliber	individuals	who	will	provide	the	quality	of	service	

and	personalized	attention	our	clients	require	and	deserve
•	 Creating	thought	leadership	that	keeps	our	people	and	our	clients	ahead	of	

the curve
•	 Performing	 sound	 proactive	 procedures	 and	 experienced	 analysis	 to	

identify	 opportunities,	 achieve	 results,	 present	 solutions	 and	 provide	
accountability 

•	 Developing	industry	and	service	specializations	tailored	to	best	serve	our	
clients

•	 Giving	 back	 and	 being	 active	members	 in	 our	 community	 and	 industry	
associations

Machen McChesney pledges to Return Value to our clients, employees, 
communities	and	business	partners	on	a	daily	basis.	

RETURNING VALUE TO OUR CLIENTS
We	pledge	to	maintain	the	highest	 level	of	 integrity,	quality,	and	service	 in	
each	of	our	interactions	and	seek	long-lasting	mutually	beneficial	relationships	
that	 make	 a	 difference	 for	 our	 clients	 and	 promote	 their	 success.	 Clients	
understand	we	utilize	our	experience	and	resources	to	solve	complex	issues	
and	commit	to	providing	excellence,	proactive	service,	and	relationships	with	
a highly skilled professional team. 

“Machen McChesney has provided professional services for my business and 
personal endeavors for 61 years and continues to do so in my retirement. 
The sincere relationship was built on knowledge, trust, respect, and action. I 
highly recommend them to anyone,” states Dr. Wayne McLaughlin.

RETURNING VALUE TO OUR EMPLOYEES
We	 pledge	 to	 maintain	 an	 environment	 where	 our	 people	 can	 develop	

strong	 connections	 and	meaningful	 relationships.	We	encourage	our	 team	
members	to	spend	time	with	their	family,	creating	a	work/life	environment	
that	enhances	family,	social,	and	professional	growth.	We	enjoy	each	other’s	
companies	 and	 believe	 in	 having	 a	 great	 time	 together	 whether	 we	 are	
tailgating	before	 a	 football	 game,	bowling,	 recruiting	or	 celebrating	at	 our	
annual	firm-wide	lake	day.

RETURNING VALUE TO OUR COMMUNITIES AND BUSINESS 
PARTNERS  
We	pledge	to	give	back	and	believe	it	is	our	social	responsibility	to	improve	
the	communities	in	which	we	live	and	serve.	Every	employee	is	encouraged	
to	actively	serve	in	the	community.		A	measurable	impact	is	our	teams	2017	
annual	 contribution	of	 over	 250	work	hours	 and	 countless	 personal	 hours	
serving	over	35	charitable,	civic	and	community	organizations.	However	the	
greatest	impact	is	immeasurable,	“Changed	Lives”.

HISTORICAL TIMELINE
Don McChesney, having earned his degree from North Carolina State in 
1940,	moved	 to	 Auburn,	 Alabama	 in	 1947	 to	 teach	 accounting	 at	 Auburn	
University.	 After	 teaching	 for	 seven	 years,	 Don,	 along	 with	 two	 other	
accounting	professors	began	the	practice	in	1954	under	the	name	of	Gritz,	
Hill & McChesney, located at Toomer’s Corner.  Don’s passion for serving 
clients	led	him	to	become	the	firm’s	first	Managing	Partner	while	both	Gritz	
and	Hill	returned	over	time	to	their	first	love	of	teaching.

Don	Machen,	a	graduate	of	Auburn	University,	started	working	for	the	firm	
in	1963	and	by	1965	became	a	partner.	At	that	time	the	firm	began	operating	
under	the	name	of	McChesney	&	Machen.	Don	served	as	the	firm’s	second	
Managing	Partner	from	1983	until	his	retirement	in	2002.	Don	had	a	passion	
for serving, especially in the profession he loved so much. He served on 
many	ASCPA	boards,	committees	and	 leadership	positions	 including	ASCPA	
President	in	1989	and	AICPA	council	representative	for	seven	years.

Anne May, a graduate of Auburn and Florida State, started working for the 
firm	 in	 1974,	 became	 a	 partner	 in	 1982	 and	 served	 as	Managing	 Partner	
from 2002 through 2009.  Anne, daughter of Don McChesney, provided 
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great	leadership	for	the	firm,	Auburn	community,	and	accounting	profession	
including	ASCPA	Vice-President,	Treasurer	and	Council	Member.	Anne	retired	
in	2018	after	more	than	48	years	in	the	accounting	industry	and	continues	on	
with	the	firm	as	a	consultant.		

Don	Chastain,	a	graduate	of	Auburn	University,	started	working	for	the	firm	
in 1983. In 1984, Don joined Anne May and Don Machen as a partner and 
the	firm	changed	its	name	to	Machen,	McChesney	&	Chastain.	Don	has	been	
active	 in	 the	 community	 through	his	 service	 in	 various	 civic	organizations	
and	has	focused	44	years	of	experience	to	develop	the	firm’s	tax	practice.

The	firm	flourished	in	the	1990’s	growing	its	tax,	accounting,	auditing,	and	
management	advisory	services	with	the	addition	of	three	new	partners	and	
a	facility	expansion.	Marty	Williams,	a	graduate	of	Auburn	University,	started	
with	 the	 firm	 in	 1990,	 became	 a	 partner	 in	 1996,	 and	 since	 2009	 serves	
as	 the	firm’s	Managing	Partner.	Mike	Machen,	 son	of	Don	Machen	and	a	
graduate	of	the	University	of	North	Alabama,	started	working	for	the	firm	
in 1993 and became a partner in 1996. Mike, who has served as a President 
of the Auburn Chamber of Commerce, has 28 years of experience and leads 
the	firm’s	accounting,	business	advisory	and	valuation	services.	Melissa	W.	
Motley	came	to	the	firm	in	1991	and	became	a	partner	in	1996.	Melissa,	a	
graduate	 of	Auburn	University,	 has	 utilized	her	 30	 years	 of	 experience	 to	
grow	both	the	audit	and	tax	services	of	the	firm.

In	 2001,	 the	 firm	 became	 a	member	 of	 BDO	 Alliance	 USA,	 a	 nationwide	
association	 of	 independently	 owned,	 high-quality	 local	 and	 regional	
accounting	 firms	 that	 share	 our	 commitment	 to	 exemplary	 service	 and	
value.	Through	 this	alliance,	 the	firm	enabled	 itself	 to	offer	clients	access	
to	the	same	range	of	extended	capabilities	as	those	provided	by	any	major	
international	accounting	firm.

In	 2009,	 Aaron	Waller,	who	 started	working	 for	 the	 firm	 in1998,	 became	
a	partner.	Aaron,	 a	 graduate	of	Auburn	University,	 has	 extensive	 auditing	
experience	and	leads	the	firm’s	audit	and	assurance	services.

In	2015	the	firm,	who	for	31	years	had	operated	under	Machen,	McChesney	
& Chastain rebranded and is known today as Machen McChesney. In 2016, 
Machen	McChesney	merged	in	Wolf	&	Taunton,	an	accounting	firm	located	
in	Montgomery,	AL.	Combining	forces	under	the	Machen	McChesney	name,	
the	merger	allowed	both	firms	 to	better	 serve	 the	ever-growing	needs	of	
our	expanding	client	base,	as	well	as	have	a	greater	positive	impact	on	our	
region.	Bobby	Taunton,	a	graduate	of	Auburn	University,	with	over	35	years	
tax	and	advisory	experience	leads	the	firm’s	Montgomery	office.

In	 2018	 the	 firm	 added	 four	 new	 partners	 Louis	 Hawkins,	 Jessica	 Pagan,	
Lesley	Price,	 and	Nick	Wheeler.	“The focus of our growth is grounded in 
our continual effort to best serve our clients. We understand having a 
large, competent, and highly motivated team provides our clients access 
to deep advisory knowledge and industry-specific expertise while receiving 
individualized attention and timely service,”	 states	 Marty	 Williams,	
Managing Partner. 

Machen	McChesney	 has	 grown	 to	 be	 a	 regional	 firm	 expanding	 services	
to	meet	 the	 evolving	 needs	 of	 our	 clients.	 In	 addition	 to	 traditional	 CPA	
and business advisory services, our team Returns Value through wealth 
management	services	and	a	comprehensive	payroll,	HR,	and	benefits	services	
company	 under	 the	 name	 of	 FocusPay	 Solutions.	 With	 over	 20	 certified	
public	accountants	and	over	40	total	staff	members,	the	firm	recently	ranked	
nationally	among	the	top	400	accounting	firms	by	INSIDE	Public	Accounting.
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INSIDE THE MIND OF A HACKER
Knowing The Motivations Can Help You Mitigate the Risk of a Breach

By	Stan	Sterna,	JD	and	Nick	Graf,	CISSP,	CEH,	CIPT

Successfully	avoiding	a	cyber	threat	means	first	understanding	the	mindset	
and	motivation	of	cybercriminals.		Not	all	hackers	are	teenagers	hanging	out	
in their parents’ basements, simply looking for something to do.  Many are 
disgruntled,	unemployed	“coders”	or	nation	state-sponsored	paramilitary	
groups	lurking	on	the	deep	web	hawking	their	skills,	exchanging	tradecraft	
and	selling	stolen	data.		Some	are	involved	in	traditional	hacking	methods,	
such	as	breaking	into	networks	to	steal	and	corrupt	data.	Still	others	
manipulate	users	through	phishing	expeditions	and	social	engineering	to	
receive	access	into	a	system.	“And	CPA	firms	are	high-value	targets	due	to	
the	sensitive	data	they	possess,	similar	to	banks	and	broker	dealers,”	said	
Sam	Aidee,	senior	AICPA	risk	advisor	for	Aon.	Regardless	of	their	motives	--	
from mischievous, to malicious, to moneymaking schemes – cybercriminals 
can	seriously	threaten	your	firm’s	continued	success	and	profitability.	

What can you do to thwart cybercriminals? Understand	the	nature	of	the	
data in your possession and establish methods for how to discover a breach.  
Having	a	robust	internal	reporting	process	and	incident	response	plan	is	key.		
With	CPA	firms,	hackers	tend	to	focus	their	efforts	on	mobile	devices,	which	
are vulnerable to malware when not patched properly, and can be easily 
lost exposing unencrypted data. They also target remote access to internal 
systems	for	the	mobile	workforce.		We	recommend	the	following	best	
practices	to	stay	a	step	ahead	of	the	hackers:

•	 Ensure	full	disk	encryption	on	all	laptops,	desktops,	mobile	
devices, and external storage

•	 Utilize	multi-factor	(or	at	least	two-factor)	authentication	for	
remote login

•	 Establish	robust	cloud/vendor	management	controls
•	 Conduct regular security awareness training for all employees
•	 Extend	internal	security	controls	to	embedded	devices	like	

internet connected web cameras, HVAC, and door badge access 
systems

•	 Document and test incident response plans
•	 Establish	a	formal	data	retention	policy	–	including	secure	

deletion	of	data
•	 Ensure	physical	security	of	hardware
•	 Conduct	annual	penetration	tests,	and	remediate	identified	

issues 

Since	each	state	has	its	own	breach	notification	laws,	the	timing	to	execute	
remedial	measures	is	critical.		Apply	the	law	as	the	facts	are	discovered,	
and	be	cognizant	of	the	applicable	breach	reporting	deadlines.		Under	most	
breach	statutes,	one	must	comply	with	the	rules	even	if	no	theft	or	damage	
occurred.		When	necessary,	consider	hiring	vendors	that	have	expertise	in	
implementing	a	breach	response	plan	that	sets	forth	timely	notification,	
forensic analysis of how the breach occurred, client credit monitoring and 
other regulatory compliance measures. 

An inadequate breach response can be devastating to an accounting 
practice.		Not	only	does	it	result	in	reputational	harm,	but	can	result	in	
higher	out-of-pocket	expenses,	including	heavy	fines,	and	more.	From	a	

hacker’s	perspective,	just	because	a	firm	has	been	breached	once	does	not	
mean	that	it	cannot	be	breached	again;	in	fact,	a	breach	history	can	make	a	
firm	a	more	appealing	target.	The	likelihood	of	repeat	attacks	is	a	real	risk.	
“Because	of	the	severity	of	the	cyberattacks,	it	is	hugely	important	for	all	CPA	
firms	to	assess	their	cyber	security	posture,”	Aidee	said.

To further help insulate your firm from exposure, purchase appropriate 
cyber liability coverage.		Remember	that	your	existing	coverage	may	not	
adequately	cover	a	data	security	breach	and	the	necessary	response.		
Accordingly, consult with your insurance agent or broker when assessing 
your	cyber	coverage.	Read	the	general	terms	and	conditions	of	the	policy	
and	understand	how	it	applies	to	first	party	risks	(i.e.,	business	interruption	
and	data	restoration)	as	well	as	to	third	party	risks	(i.e.,	network	damage,	
privacy	injury,	event	expenses,	regulatory	proceedings	and	extortion).	

Cybercrimes are constantly evolving, as hackers routinely alter their mode 
of attack to avoid detection.  As a result, CPAs need to stay abreast of 
the latest threats and take measures to avoid them. In the meantime, 
firm employees should be fully trained in security awareness. Most of 
all, recognize that statistically, you have a greater chance of being hacked 
than not. Having adequate data security measures in place can make all 
the difference between being just another victim of a cyber breach or a 
bulwark against data fraud. 

About the Authors:
Stanley D. Sterna, JD, serves as Vice President in the Professional Firms 
Division of Affinity Insurance Services, Inc. (Aon Affinity). As a Claim 
and Risk Management Consultant, Stan provides quality control, 
claim/litigation management, and risk control expertise to many 
of the country’s largest accounting firms. He also advises clients on 
broader enterprise risks including cyber liability. He supports business 
planning, client relations, and sales/marketing initiatives for the AICPA 
Professional Liability Program and Aon Affinity’s business partners. Aon 
Affinity has been the endorsed administrator of the AICPA Professional 
Liability Insurance Program since 1974.  To learn more about the AICPA 
Program, visit www.cpai.com.

Nick Graf serves as Assistant Vice President of Information Security for 
CNA’s Risk Control unit. Nick has more than a decade of information 
security experience and specializes in data leakage prevention, security 
policies, incident response, data breach and security awareness.  He 
has presented courses on privacy, big data, the cloud and healthcare 
risks, and has also written and contributed to articles regarding 
information risks, social engineering, mobile device security, phishing 
and personal password management.

------------------------------------------------------------------------------------------------------

This article is provided for general information purposes only and is not 
intended to provide individualized business, risk management or legal advice. 
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TAXPAYERS HELP THE ALABAMA 
DEPARTMENT OF REVENUE 
PROTECT THEIR IDENTITY
Has your personal data already been stolen? For hundreds of millions of 
people,	the	answer	to	this	question	is	“Yes”.		Do	not	allow	identity	thieves	to	
steal more from you and your family.  Protect yourself!

The	Alabama	Department	of	Revenue	(ADOR)	partnered	with	IDEMIA	
(formerly	MorphoTrust®	USA)	to	launch	a	new	pilot	program	utilizing	
IDEMIA’s	electronic	ID	(eID)	to	combat	state	income	tax	fraud	for	2017	and	
future	filing	seasons.	

Launched	in	April	2017,	ADOR	broke	new	ground,	allowing	Alabama	to	
become	the	first	state	in	the	nation	to	employ	a	selfie	verification	system	
using	cutting-edge	technology	that	empowers	the	taxpayer.	

There	are	no	usernames	or	passwords;	instead,	biometric	technology	(a	
person’s	selfie)	is	used	to	unlock	the	eID,	making	it	secure	and	easy-to-use.	
The user starts by downloading the mobile eID app from Apple iTunes or 
the	Google	Play	Store	and	validating	their	credentials	with	the	Alabama	
Law	Enforcement	Agency	by	taking	a	photo	of	the	front	and	back	of	their	
Alabama	driver’s	license	or	ID	card.	Then	the	user	submits	a	selfie	with	their	
smartphone	to	create	the	eID.	This	information	is	then	compared	against	the	
data and photo on record in the driver’s license database to ensure only the 
rightful	identity	holder	can	obtain	an	eID.	Once	verified	the	user	then	registers	
with	ADOR	to	complete	the	process,	ensuring	that	they	receive	notification	
whenever ADOR receives a state income tax return in the user’s name.

As a bonus, taxpayers, who use the eID app, receive priority processing and 
expedited issuance of their state tax refund, if applicable. The app also aids 
in monitoring fraud, so when a state income tax return is received, the state 
will	push	a	notification	to	the	app	asking	the	user	to	verify	its	veracity.			If	
the	taxpayer	did	not	file	the	return,	they	can	deny	the	filing	which	alerts	
the ADOR that the return may be fraudulent.  No longer will fraudsters be 
successful	in	filing	returns	and	claiming	and	receiving	fraudulent	refunds	
using	a	taxpayer’s	name	and	personal	information.

Anyone with an Alabama issued driver’s license or ID card is encouraged 
to download the app, create an eID, and register with ADOR to receive 
notifications.		Working	together,	we	can	combat	state	income	tax	fraud.	No	
one	should	wait	until	they	have	been	a	victim	of	fraud	to	act.

ADOR	has	continued	to	demonstrate	that	it	is	doing	everything	possible	to	
protect	taxpayers	from	criminals	looking	to	steal	their	information	and	use	it	
to	file	fraudulent	state	income	tax	returns.		This	technology	gives	taxpayers	
the	ability	to	actively	participate	in	having	their	state	income	tax	returns	
processed	more	efficiently.

Updates	to	the	technology	are	currently	being	made	to	permit	its	use	on	the	
latest mobile devices.  If your device is not currently supported, please check 
again	before	the	income	tax	filing	season	to	create	your	eID.

ADOR	is	also	exploring	potential	future	uses	of	this	technology	where	
verifying	the	identity	of	a	person	is	vital	prior	to	the	issuance	of	credentials.

The	more	information	regarding	this	innovative	technology,	please	visit	
www.alabamaeid.com.
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Register for these courses and more CPE events on ASCPA.org

GAAF   Governmental Accounting & 
Auditing Forum
Thursday, December 06, 2018
8:45AM - 4:30PM
BIRMINGHAM | AA: 8, Other: 8

180   Staff Tax Training Level I
Monday, December 10, 2018
8:00 AM - 3:45 PM

MONTGOMERY	|	Tax:	16

176   The Best Federal Tax Update 
Course by Surgent
Wednesday,	December	12,	2018
8:00 AM - 3:45 PM

HUNTSVILLE	|	Tax:		8

181   Staff Tax Training Level II
Monday,	December	17,	2018
8:00 AM - 3:45 PM
MONTGOMERY	|	Tax:	16

177   The Best Federal Tax Update 
Course by Surgent
Wednesday,	December	19,	2018
8:00 AM - 3:45 PM
MOBILE	|	Tax:		8

LS178   LIVE STREAM-The Best Federal 
Tax Update Course by Surgent
Thursday, December 20, 2018
8:00 AM - 3:45 PM
WEBCAST	|	Tax:	8

178   The Best Federal Tax Update 
Course by Surgent
Thursday, December 20, 2018
8:00 AM - 3:45 PM
MONTGOMERY	|	Tax:	8

179   The Best Federal Tax Update 
Course by Surgent
Friday, December 21, 2018
8:00 AM - 3:45 PM
BIRMINGHAM |Tax:  8

182   Staff Tax Training Level III
Monday,	January	07,	2019
8:00 AM - 3:45 PM
MONTGOMERY	|	Tax:	16



BUSINESS APPRECIATION   |   MARCH 2019

100TH ANNUAL MEETING   |   JUNE 13, 2019

SUMMER EDUCATION CONFERENCE   |   JULY 1-5, 2019

TECHNOLOGY CONFERENCE   |   AUGUST 15-16, 2019

FINANCIAL A&A CONFERENCE   |   SEPTEMBER 27, 2019

EDUCATOR CONFERENCE   |   OCTOBER 2019

GOVERNMENTAL A&A FORUM   |   DECEMBER 2019

save 
the
date.
2019 ASCPA Conferences

Get more details and register at www. ascpa.org/CPEConferences.
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