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Being an entrepreneur is not for everybody. It can be daunting. 
The uncertainty frightening. And the steps between leaving the comfort of  an 
established firm to strike out on one’s own can seem like leaps. Still, as technology 
evolves and becomes a larger part of  the accounting profession, it’s becoming 
more common for CPAs to tap the entrepreneurial fountain and start their own 
businesses. Why? Reasons vary from having the freedom to shape the business 
after their own values to hand picking the clients they want to serve.

If  they are successful, that is.
To get a better idea of  what reaching that success takes for those members 

who may be considering taking this leap, I spoke with five, successful 
entrepreneur CPAs to find out what makes them tick, and ask what advice they 
may have for those following in their footsteps.

 
Karina Gharibian, CPA: Just Jump In
Owner, KMG Accounting and Consulting

Gharibian was a tax associate at Moss Adams LLP and spent a number of  years 
at the IRS before striking out on her own.
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“I had been at the IRS almost seven 
years and I couldn’t believe how fast the 
time had gone,” she says. “I loved my time 
at the IRS—I enjoyed every part of  it—I 
just wanted something different. I didn’t 
exactly know what that change was, but I 
had done a lot of  different things at that 
point and it seemed like entrepreneurship 
was the right move for me. In my work with 
taxpayers at the IRS, I knew that I would be 
of  more help on the other side of  the divide, 
helping them.”

There really was no transition period for 
Gharibian. She just told her boss she was 
going to take a safari in Africa and, after that, 
start her own business. 

“I felt like those two things were going to go hand in hand. I 
remember thinking I don’t want to talk to anyone about my decision 
because I don’t want to change my mind. The unknown factor of  it was 
really powerful for me; I wanted to be in a position where I didn’t have 
all the answers anymore.” 

Gharibian just successfully finished her first tax season and says it 
has been exciting. “I’m still learning a lot—you learn on a daily basis.”

Through all this, Gharibian says CalCPA has helped her 
tremendously. “One of  the things I did very early on is join the 
CalCPA Technology Committee and our first meeting was up north at 
Microsoft right before tax season, which was a great start to my year,” 
she says. “Then I joined as a board member of  the LA Chapter and, 
in doing so, continued to build this safety net where I could reach out 
to people for help. It’s been an amazing experience. I almost feel like 
the people at CalCPA are my coworkers.”

Gharibian’s advice for those considering this leap of  faith runs 
contrary to advice she received when she was starting out. “One of  
the main pieces of  advice I received was to save on my overhead. But 
my advice is the opposite of  that. Go big,” she says. “Right off the bat 
I got an office and purchased everything I needed and wanted, from 
furniture to software. And I’m so glad that I did. I had way more than I 
needed at the time, but I was so confident that my business would grow 
into it, and with that solid foundation I have grown. So, don’t worry 
about the money. It’ll come. Just set it up right from the beginning.” 

 
Jacquelene Bishop, CPA:  
Be Part of the Evolution  

Owner, Jacquelene Bishop, CPA
Bishop knew she wanted to get into accounting in the 11th grade. 
She felt lucky to have the clarity of  mind to know so clearly what she 

wanted back then, and the black  
and white world of  debits and credits  
made perfect sense to her. Fast forward  
years into her career and she was dealing 
with the more advanced aspects of  
accounting and realized most things were 
“gray, in the middle, and deal with people’s 
lives—there’s a lot more to it than just 
balancing debits and credits.”

Bishop is from Boston and moved to 
California to get her master’s degree in 
taxation and study for her CPA license, 
and she studied at four diverse firms before 
deciding to strike out on her own.

“I knew I wanted to be surrounded by 
people who wanted to help the accounting profession evolve, especially 
in how it connects with the people that we serve,” she explains. “I 
wanted more freedom to explore that evolution of  serving clients in a 
new way. I think the accounting profession is a little bit slow to evolve.”

Bishop has just finished her second tax season and says things are 
going well. “I’m still pretty new and am only now starting to look at 
articulating my brand and creating a marketing presence. Up until now 
I have grown solely through referrals, which has been a good indication 
that I should keep doing what I have been doing.”

CalCPA has also played a big role in the development of  her  
new business. “CalCPA was the first organization I knew I needed  
to be a part of  as soon as I moved to California, and it has been  
pivotal in building my network,” she says. “I’m part of  a wealth of  like-
minded professionals.”

Bishop’s advice speaks to having a core backbone of  business 
values you can rely on. “Reflect on the confidence in the clarity you 
have regarding how you want to serve your clients,” she says. “It 
becomes easier to go through the ups and downs of  going out on your 
own if  you’re really clear about that.”

Adam Blitz, CPA: Trust Yourself
Owner/Operator, Streamline CPAs 

“When I struck out on my own I went with nothing. I had no clients,” 
says Blitz, who not only has his own CPA firm, but also is a formidable 
presence for the accounting profession online. Blitz’s confidence in his 
abilities was a major driving force for him.

“For me it was just being tired of  working for other people,” he 
says. “I felt like I had the skills, and knew the system that I wanted to 
build: A cloud accounting, high-level, client service firm where the 
focus was on the client and getting them the information they needed 
in a timely manner and utilizing the technologies that were available. I 
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knew I wanted to do that, and knew that type 
of  firm wasn’t here in Fresno. I just started 
getting on the phone and talking to people. 
Lo and behold, I’m still here a year later and 
everyday I’m growing and putting people 
onto the system so it’s obviously working.”

Having the support of  his wife, Blitz has 
been able to sustain the confidence needed 
to grow the practice. His company consists 
of  himself, and his wife on payroll. “She’s 
definitely my marketing extraordinaire. I 
call her my CEO, actually, because if  I don’t 
bring in money, she’s the one I have to report 
to.” He also works with a small team in India 
that he outsources work to and deals with on 
a daily basis. 

Blitz’s advice is two-fold. “Find a partner 
to work with, but one who is entrepreneurial 
as well,” he says. “Secondly, I would say trust 
yourself  and your judgment. It’s easy to get 
down on yourself  when sales are slow and 
you’re not sure what to do. But if  you believe 
in the things that you do, and trust it, you’ll 
be successful and find the people you want to work with. You’ll make 

it.”
 

Scott Hoppe, CPA: Break Down the Risk
Owner/Operator, Hoppe Tax
Hoppe has been an entrepreneur at heart since before college, 
dabbling in all sort of  small start-up ideas in a hodgepodge of  different 
industries—from landscaping to raising money for go-carts as a youth, 
to computer building when he saw his then-employer, Circuit City, 
wasn’t offering the products his customers needed.

One of  his favorite jobs was with a bounce house/toy company that 
worked with small businesses, which he says was the turning point in 
his life when he fell in love with small business, knew that was who he 
wanted to work with and, later in his accounting career, would lead him 
to pick clients that fit that mold.

Hoppe eventually landed in audit in Ernst & Young, and then tax at 
PwC before starting his own, completely virtual firm, Hoppe Tax. He 
wanted to work with small businesses, and going into tax was a way he 
could support them on the accounting side of  things. “That decision 
allowed me to choose who I wanted to work with and the style in which 
I would work with them,” he says. “I also could select businesses that 
shared values with me. For instance, we don’t like taking short cuts, 
which led to us wanting to work with clients who want to be compliant 
as opposed to flying by the seat of  their pants.”

Hoppe’s advice speaks to something much bigger in ourselves that 
may stop us from taking a risk or being adventuresome. “Break down 
all the reasons why you don’t think you should go out on your own and 
then figure out if  you are writing down excuses to stop yourself, or if  
you have legitimate reasons.” Essentially Hoppe is suggesting you figure 
out if  what you actually need to do is just get out of  your own way of  
achieving what it is you actually want.

Bryan Carpenter, CPA  
(The Craft Beer CPA):   

    Branding Your Passion
Senior Audit Manager, 
LevitZacks Certified Public Accountants
Carpenter has taken his entrepreneurial spirit 
and applied it to his professional career within 
a bigger firm. His entrepreneurial spirit is best 
reflected through his company, Hammocraft 
LLC, a company he started with a friend of  
his that specializes in creating frames which 
hold up to five hammocks and attach to 
stand up paddle boards, rafts and set up on 
the ground as well. He does that on the side, 
and recently completed a Kickstarter for 
that company that ended in May. He is now 
ramping up production on that front. 

He has taken lessons learned from that 
experience in branding, and applied it to his 
work at LevitZacks.

“It started with me asking myself  what 
my passions were and trying to focus on that 

niche,” he says. “I identified early on in my career that craft beer was 
a big passion of  mine. I started home brewing and getting as much 
education as I could. When my firm started implementing business 
development efforts, it struck me, with all the breweries popping up 
around San Diego, that this might be a good opportunity to mix my 
passion with my 9-to-5 job.”

So Carpenter started thinking how he could brand himself  to 
accomplish his goal. “It dawned on me: Why don’t I proclaim myself  
The Craft Beer CPA and see where it leads?” he says. “At first I wondered 
if  I was allowed to do something like that, but the more I thought about 
it, the more I realized I was the only thing holding me back.”

Knowing that branding was extremely important, he started to 
work with a friend of  his on designing a logo, which you can see in his 
LinkedIn profile. His firm supported him in the endeavor, plastering his 
logo and brand everywhere and, voila, he had reinvented himself.

“It all led me to being the treasurer of  the San Diego Brewers 
Guild, which gives me the chance to be in a leadership position among 
the breweries in San Diego and see everything that’s happening with 
respects to them.”

Carpenter’s advice reflects his success in branding. “It’s never too 
early to start. Branding and business development in the accounting 
profession takes a long time to build the relationships, trust and land the 
referrals,” he says. “Start as early as you can and leverage the network 
you already have, as well as use social media to influence that branding. 
Even though you may not see those people viewing your profiles on 
LinkedIn, Instagram and Twitter, people are visiting, and that’s a huge 
part of  the branding process.”

Damien B.M. English is CalCPA’s managing editor. You can reach him at 
damien.english@calcpa.org. 
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