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Making Your Own  
Tax Season

Mary E. Humphrey, CPA, partner,  
Vanni & Humphrey CPAs

My partner and I are trying to take the “seasonality”  
out of tax season—or at least trying to minimize the impact  

that it has on our quality of life and also work product.
We proactively identify clients that are proper candidates  

for an extension. Rather than only selecting those clients that  
bring their work to us late in the season, there are other candidates,  

as well. For example, clients that have a one-time complex  
situation or clients that always require a lot of staff and  

partner time to complete their tax returns.
With these same clients, we attempt to perform  
tax planning before the tax year ends. This  

nurtures the client relationship and allows us to 
virtually put them on extension during tax 

time with little or no work.

Provide Finished  
Products Digitally

Erin E. Roche, CPA, CGMA, team leader,  
Elliott CPA Group Inc.

Clients are becoming increasingly accustomed to conducting  
their lives online and on their own schedule. While plenty of  

folks still want to see us in person, they also want the convenience  
of anytime access to information, like they have with their bank. To meet  

this expectation and buy ourselves some precious minutes during tax season,  
our firm has transitioned to e-delivery of all tax returns. 

We chose a portal system that integrates directly with our tax software  
and it has been a dream come true. 

Our processing and delivery time for each return is now less than 60 seconds. Clients 
then have online access to current and prior year returns whenever they need them, 
so we get far fewer requests for refinance copies, etc. Source documents provided 

by the client also are saved in the portal system for clients to reference later. 
We use the portal for all of our client deliverables, not just taxes, and it has 

provided a safety net for confirming clients are not mistakenly given 
access to information they shouldn’t be. By sending deliverables 

via the portal, even if an incorrect link is provided, the system 
will only allow access to the document if you have the 

login credentials for that account.

Taking Electronic Payments
David A. Duben, partner, Duben & Associates, Inc.

Cash flow is crucial to any business. With technology improving at a 
quickening pace, accounting offices need to keep up. Make sure you can 

accept payment from your clients in whatever form they wish to provide. Not that 
long ago, the only forms were cash or check. The proliferation of innovative payments 

now makes it difficult to know what is practical to offer. With mobile payment options from 
Venmo and Apple Pay, to cryptocurrencies like Bitcoin, it can be a little terrifying for traditional 

accounting firms to know what, or even how, to accept all the different payment types available. 
What I do know is that there’s a minimum of what all offices should be able to accept and can 

do so with relative little investment in time and resource:
•  Credit cards from all the major cards (Visa, MasterCard, Amex and Discover), both at the office and online;

•  Debit cards, again in person and online; and
•  Electronic checks online.

The cost to accept these payments is minimal and there are a number of suppliers that can assist in set up. I 
recommend reaching out to your bank, website provider or accounting/billing software provider. Often they will have 

plug-and-play solutions making integration simpler. With the amount of competition out there for your business 
you should compare a few solutions and evaluate not only the price, as well as the ease of integration into 

your existing billing and collection systems.
If you’re in a technology niche or are dealing with younger clientele, I would  

highly recommend you explore some of the other alternative payments in the  
marketplace like Venmo, Paypal and cryptocurrencies. While these alternative  
payment types are not quite mainstream, they’re gaining traction and in some 

demographics are the preferred form of payment. As we are in a service industry, 
we all need to stay focused on keeping our clients happy. 

Promote that you accept all these payments. Add to all  
outgoing invoices the ability to fill in credit card information  

for payment. Update your website to accept payments  
online (credit, debit and checks).

Make Practices Perfect
CalCPA MAP 
Committee’s 

Tips & Tricks 
to Managing 

Your Firm
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Managing an accounting practice isn’t for the faint 
of heart. Thankfully, CalCPA’s Management of an 
Accounting Practice (MAP) Committee has your back. 
Check out the following guidance from various MAP 
Committee members to help you see the light toward 
a happier accounting practice.

 

Explore Your Service Options
Chuck Streamer, CPA, sole proprietor

Many CPAs with practices that primarily revolve around 
tax and other more traditional structures sometimes avoid 

offering management consulting as a service. They might be 
surprised to know, though, that they are already qualified, as CPAs, 
to offer some fairly straightforward services. One such area is cash 

and credit management consulting, which pervades all levels of business 
structures and individual tax and accounting clients. 

Cash and credit budgeting with information provided by the client and the 
creation of a cash flow spreadsheet template can be used at any level for virtually 
any person or organization. The initial help in populating the template through the 

consulting process can be helpful for focusing clients on the critical value of 
such a tool. This consulting can be used for new business startups, existing 

clients, retiring seniors and even newly graduating students entering the 
work force and developing their own financial competence. As it is an 

ever changing document requiring first, projected or budgeted 
information, and then replacing the budgeted with actual 
revenues, expenses and changes in credit, it can operate 

as a perpetual financial guide for the client as well as 
a discussion source for other client services.

An Effective Tax Season 
Debrief With Your Staff

Johanna Sweaney Salt, CPA, CGMA,  
managing partner, GSA, LLP

A number of years ago, as our staff was celebrating with adult 
beverages on the afternoon of April 15, the conversation turned to the 

good, the bad and the ugly of tax season. It was such a good conversation 
and there were so many great ideas expressed, that the following year we 
formalized the meeting and dedicated a few hours to it soon after April 15. 

The key, of course, is to schedule it as soon as possible while tax season memories 
are still fresh. Everyone—from our interns to our admins to our professional staff to our 
managers to our partners—is encouraged to participate. We go around the room and 

have each person discuss three things that worked well, three things that didn’t, 
any suggestions/ideas they might have and the client they’d most like to fire. 

Over the years, we’ve had so many great ideas—including the layout and 
design of the workroom area, suggestions for healthy snacks, procedural 

changes, things to add to our busy season fun calendar and dozens 
of others. We’ve also yanked a few things that just weren’t 

working for our firm. But the best part has been giving staff 
the power to nominate someone to fire, as it gives them 

a strong voice in the type of firm we want to be. And 
there is usually a consensus among staff!
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Regular Project Updates
Paul W. Nienow, CPA, MST, managing partner, 

Nienow Tierney, LLP
Last year I ordered something online from a small company that 

handcrafts their products. I received regular updates from the company 
as the project made its way through their process—from order intake, to 

manufacturing, then curing and finally shipping. And it arrived with instructions 
as to how to use the product. As a customer, it really kept me abreast of my order  

at all times. They did a great job of walking me through the process.
We decided to implement such a process in our firm at the beginning of the year by 

developing a few email templates for our administrative staff to send out as needed. 
When a project comes in the door, our clients receive an email spelling out what to expect 

during the process—such as the contact information for the team members working on their 
project, billing and expected turnaround time. Our clients receive an update email when 

the project goes to manager review and partner review, and finally when it is being 
finalized and packaged up. The communications take our clients step-by-step through 

accessing our work products and how to properly review them, what to do to file 
their returns and pay their taxes, and also explains options for paying our bills. 

Our clients have really appreciated not being left in the dark, 
and have been more than happy to give us extra time when 
needed during the busiest part of tax season. The regular 

communication has cut down on the interruptions from calls 
and emails from clients just asking for a status update. 

It has been a real win-win.

Breaking Up the  
Monotony of Tax Season

Eric Sousa, CPA, partner,  
Genske, Mulder & Company, LLP

Some things we do for staff during tax season is bring 
in a masseuse, get their cars washed, or bring in lunch  
and Cold Stone ice cream or Starbucks. We usually do a  

couple of these things a month.
Another thing we do is rent a suite at a San Francisco Giants  
game and invite staff and their spouses every other year.

In our office of about 35 we’ve found it more efficient to break up into 
teams: Each partner or group of partners has their own team, which 

is a set of staff that are dedicated only to work on their clients. 
For example, myself and two other partners have nine staff 

that work only on our clients. Another partner has three 
staff that work on his clients, etc. We have found this 
more efficient because staff becomes familiar with 

clients by working with them over times and it 
makes it simpler when distributing work.

Make Practices Perfect


