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With ATS 2022 just around the corner on November 16, 17 and 18, we have 
given our sponsors an opportunity to submit articles for this edition. We hope 
that you will find the information they provided relevant to your practice and, 
more importantly, that you take advantage of their knowledge by stopping by 
their booth or attending their sessions. 

James Hall mentions in his article; the close of yet another filing season. I 
cannot help but recall when I made the leap from a traditional accounting practice to my first 
forensic accounting position. The ad in the paper read: “Casual environment. Wear jeans 
to work. No overtime.” – it was the perfect fit. The partners at my prior firm told me forensic 
accounting was a fad, it would never catch on and I would return to them some day. More than 
25 years later, I am happy to report they were wrong. 

While my stresses are different, I certainly appreciate the time and effort my fellow CPA 
colleagues put forth every busy season. I applaud you for keeping up with the fast pace of 
constant changes and challenges every year (not to mention a pandemic) brings. And I am 
grateful to the membership for sharing their ideas and taking my calls when I need assistance 
on behalf of a client – I know I don’t speak for myself, this is a consensus among our members. 

Several of my son’s friends have now graduated college and entered the accounting profession. 
I hear them speak of the long hours working and studying for the exam, yet somehow, I still 
encourage them to muster on because I know that there are so many facets to being a CPA 
that can open a world to them if they can survive their first few years. That said, I echo Varun’s 
sentiment that it is our collective responsibility to attract the next generation of CPA practitioners 
to the profession and provide them with the technical and practical education to be successful.

As always, if you have any ideas for content or topics – whether for the newsletter, programs or 
otherwise for the Chapter, we encourage your participation and welcome your input and ideas.  

We are and always will be Member Helping Member.

Nannette Watts, CPA currently serves on the Board of the Nassau/Suffolk Chapter of 
NCCPAP. She is a CPA and Accredited in Business Valuation (ABV) and Certified in Financial 
Forensics (CFF) by the AICPA. Nannette has been qualified as an expert in the courts of New 
York and is trained in mediation and collaborative divorce. She is currently serving as the 
Nassau/Suffolk Chapter Newsletter Editor. She can be reached at nwatts@nwattscpa.com 
or 516-506-8224.

Message from the Editor
By Nannette Watts

mailto:nwatts%40nwattscpa.com?subject=
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As we prepare to celebrate 20 years of the Symposium I look back at how the world has 
changed. Over the last 20 years we have had 10 IRS Commissioners and many NYS 
Commissioners of Taxation and Finance. There was nothing known of Superstorm Sandy or 
a global pandemic. The HOV lanes on the Long Island Expressway had only recently been 
completed when we started.

Twenty years ago, Ross Kass had a brilliant idea for the Nassau/Suffolk Chapter of NCCPAP 
to host a tax symposium, where local practitioners could come together to get updates on 

various tax matters over the course of several days. We never envisioned it would have grown and flourished 
into this wonderful event surviving so many changes to our community and our membership.

Over the last 20 years we lost two of our premiere speakers – Professors Sam Dyckman and Robert Katz.  But 
other speakers like Beanna Whitlock, Neil Katz and Robert Barnett stepped up to fill some BIG shoes, not to 
mention the numerous other speakers who dedicate their time to making this such a dynamic event. 

When our members suffered losses to their offices and homes during Superstorm Sandy, NCCPAP members 
rallied the cavalry to help them rebuild by offering them space to work, assistance with technology, staffing 
and a whole host of other initiatives. Prior to the onset of the pandemic, we lost an important founding 
Symposium Committee member, Harold Ogulnick. During COVID, we lost two instrumental NCCPAP members, 
Harvey Mendelsohn, a founding member, and Don Ingram, an Executive Symposium Committee member, 
who was there from the beginning. In true NCCPAP fashion, the next generation of  members have stepped up 
- James Hall, Varun Kathait, Kelly Rohrs and Matt Taus have taken over the reins. This very capable leadership 
team  would make Harold, Harvey and Don very proud to know that their efforts and what they contributed to 
our organization were enduring. 

Over the last 20 years, the Symposium with the help of the Long Island Community Fund, has been the proud 
sponsor of numerous charitable fund-raising events. I am proud to say that your donations to our LINDA Fund 
have helped many deserving Long Island charities including Ronald McDonald House, Bethany House, Long 
Island Cares, Canine Companions for Independence, and the Leukemia and Lymphoma Society, to name a 
few.

It’s been three long years since we have been able to host the Symposium in person. Even though it was 
not possible for us to be together in person, in the last two years we supported one another and brought the 
information to you with our great speakers in a virtual format. I am looking forward to getting together face to 
face to socialize and network at the Crest Hollow and I am sure many of you are as well.

The Executive Symposium Committee, our wonderful volunteers, our administrative staff and I are excited to 
once again be able to see everyone in person as we celebrate 20 years of “Practitioners Helping Practitioners” 
as we “CONNECT LEARN SHARE” with each other.  I am looking forward to seeing what the next 20 years will 
bring to our organization.  

Message from the Accounting and Tax Symposium Chairman 
By Robert L. Goldfarb CPA, DABFA, DABFE 

ATS NCCPAP
LIVE
EVENTA C C O U N T I N G  &  T A X  S Y M P O S I U M

2022

https://www.nationalats.org/home
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Message from the Nassau/Suffolk Chapter President
By James E. Hall

As yet another tax filing season comes to a close, a quick glance at the calendar 
brings us to the realization that the next tax season is once again around 
the corner. Many practitioners find themselves asking that annual question: 
“Am I ready to do this again?” This is usually followed by: “Well, what are my 
alternatives?” and “I wonder what my practice is worth.” The speculation 
continues… “I could sell my practice to a larger firm, but what will happen to my 
staff and clients? Perhaps I can merge into a younger firm. Maybe it’s just easier 
to sunset my practice and sift out clients until the volume is more manageable 
to maintain on a part-time basis...” If this sounds familiar, you are not alone. So 
many small practice accountants nationwide grapple with these questions all too 

often. The following are a few steps you can take to provide clarity to your options and value to your 
practice.

1. Take inventory of your clients and billings. 
Categorize your clients and evaluate their billings. Determine your average fee per engagement type. 
Assess the length and ease of collecting receivables. We all have easy clients and difficult clients. This 
can help determine which are an important part of your revenue stream and which are simply not worth 
the hassle. Often the 80/20 rule will prevail. 

2. Document your processes and procedures. 
This may seem like a daunting task but it can be the key to personal freedom in the office. Start by 
choosing one aspect of your practice and answer this question: “How do we do it here?” Every practice 
does things a little differently. Whether it's corresponding with clients, office workflow, or monthly 
billing. Everything we do is completed in a series of steps. Write them down. This will often expose 
inefficiencies and redundancies in your processes which can then be modified or eliminated for more 
streamlined workflow. And now you have a roadmap for others to follow from an administrative and 
managerial standpoint. 

3. Remove yourself as the information bottleneck. 
As practice owners, everything runs through us. Clients call and email with important information, 
questions, documents and the like. Put yourself in the shoes of your staff, administrative assistant or 
associate accountant. What do you know that they don’t? And how do you get this information to them? 
Better yet, how can you route this directly to them without it running through you? Copy members of 
your team on emails with clients so they are privy to the issues at hand. Memorialize notes about your 
clients and their individual nuances. And create a universal process for collecting important documents 
and information that your administrator can implement. 

These three simple steps can be an eye-opening experience in and of itself. The results of which 
will reduce client headaches, empower your team to simplify your life, and prepare you for a future 
transition. You may just surprise yourself with the realization that you have more in the tank than you 
once thought, and answer the question: “Am I ready to do this again?” With a resounding YES, BRING IT 
ON!

I hope to see you all at our upcoming Accounting and Tax Symposium at Crest Hollow Country Club in 
Woodbury, NY on November 16, 17 and 18!
James E Hall, CPA is the managing partner at Hall CPA Group, LLP, a small business tax, accounting and 
advisory firm in Kings Park, NY. He specializes in improving business accounting systems and strategic planning 
in a variety of industries, with a concentration in real estate, construction and professional service firms. James 
is the current president of the Nassau Suffolk Chapter of the National Conference of CPA Practitioners, an active 
member in the New York State Society of CPAs, and an alumni of the Goldman Sachs 10,000 Small Businesses 
Initiative.
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Message from the Nassau/Suffolk Chapter 
Executive Vice President

By Kelly Rohrs

Is it time to fire that client?
 
Boundary setting… It’s time we talk about it! Sometimes in our firms, when 
you give clients an inch, they will take a mile. Has this happened to you? 
 
One thing I have noticed a lot lately, in the process of working on boundaries, 
is that when you give, give, give to your clients, they will continue to take, 
take, take. I mean, that’s not their fault; you’re the one letting them. It’s very 

easy for a situation to spiral and before you know it, you are giving away services or products for 
free and not charging your worth. This is also known as “scope creep.” 
 
For instance, if you allow a business that is your client to only pay half of your fee because 
they are having a difficult few months and you want to be empathetic, it can be difficult to then 
charge your actual fee and require them to pay it. At the end of the day, you may think you are 
doing them a favor but you could be doing them a disservice by not holding them accountable. 
Worse, you no longer feel good about the engagement because you feel like all of your time isn’t 
being valued. No one is made better off by the situation. 
 
If you have been dealing with scope creep, here are a few ways to stop the spiral:
 

1. Stick to your prices 
2. Set up clear boundaries and communicate them 
3. Adhere to your agreements and understanding
4. Stay in your lane
5. Define the scope upfront
6. Document any scope changes 

 
If clients are uncomfortable with the above, then it may be time to reevaluate the engagement 
altogether. If our clients do not adhere to our boundary settings, why would we want to keep 
them as clients? It is okay to tell a client that they are not a fit for your practice. You are the 
driver of your own life and you need to give yourself the permission to make the hard decisions. 
 
Raise the fees. Set the boundaries. Fire the problems. 
 
You will feel so free after! 

Kelly Rohrs, CPA started her firm in July 2021, after almost a decade of experience in public 
accounting. She has grown to a team of three that specializes in tax planning and client 
advisory services for healthcare providers and professional services. Kelly strives to change 
the perspective of public accounting and promote wellbeing within the industry. Kelly resides in 
Oceanside, NY with her husband, 2 year old son and dog. 
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Message from the Educational Foundation President
By Varun Kathait

For years, this Chapter has served our members, our national organization, 
and the tax professional community-at-large, becoming the go-to source 
for all things related to tax law, compliance, and practice management. 
Despite a slew of tax law changes, a pandemic, and further tax law changes 
in response to the pandemic, we did not lose sight of the mission of the  
Nassau/Suffolk Chapter, which is:

• Advocating issues and matters which affect our members
• Monitoring, anticipating and responding to changes in the profession
• Promoting the exchange of ideas and information among our members
• Providing a means for our members to develop and maintain skills necessary to be 

successful in the competitive business environment.

Due to our active board and committees, we were able to adapt to the increase in pace at 
which tax laws are changing and continue to provide our members with the practical knowledge 
necessary to provide maximum value to their clients. We will continue to provide timely and 
relevant CPE, however, there is one specific area in which we can improve.  

Our current membership holds a wealth of knowledge and experience; however, it is vitally 
important that we continue to grow our membership to keep pace with the changing 
demographics of our profession. It is imperative that we attract and develop young practitioners 
which is the lifeblood of our organization and respective practices. To this end, our Chapter has 
begun the process of exploring traditional and non-traditional avenues for generating interest 
in joining NCCPAP and the profession-at-large. In any case, it is our collective responsibility to 
attract the next generation of CPA practitioners to the profession and provide them with the 
technical and practical education to be successful.  

As always, we thank you for your continued support and I look forward to seeing you in person at 
ATS 2022. 

Varun Kathait, Esq., CPA, is a tax manager in the International Private Client Services group at 
RSM US LLP. He is also the current Chair of the Business, Accounting, and Tax Committee of the 
Nassau County Bar Association. 
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Choice of Entity – Key Considerations
By Matthew Taus

One of the most common client requests of practitioners is for assistance 
with the formation of a new entity. As an advisor, you are expected to consult 
with your client when the current entity structure is no longer the right fit, 
or there are advantages to changing the entity structure based on changes 
in the law or the needs of the client. While clients often assume there is 
an easy answer to which entity is appropriate for their venture, to provide 
adequate advice requires a deeper understanding of the goals and needs of 
the business and its owners.

Here are some key discussion points when advising clients on choice of entity:

• Liability Protection. Does the entity provide adequate personal liability protection under state 
law for actions of other owners and debts of the business? In some cases, a discussion of 
charging orders may be appropriate as this differs based on the entity type and state.

• Flexibility. Limited liability companies are often favored where flexibility is desired in deciding 
management, profit, loss, and capital allocations, or various classes of owners exist. 
S-corporations are restrictive in this regard. Perhaps they are looking to raise capital and 
have their business acquired, favoring corporate treatment. 

• Tax Implications. While sole proprietorships and single-member LLCs provide for reporting 
simplicity, these forms of ownership come with increased audit risk and potential loss of tax 
savings offered by pass-through entities such as participation in the Pass-Through Entity Tax 
Program (PTET), payroll tax savings offered by the S-Corp structure, and possible limitation of 
the Qualified Business Income (QBI) deduction where owner salaries come into play of non-
specified service trades or businesses (SSTB). Where real estate is involved, LLC benefits of 
qualified non-recourse financing, 1031 exchanges, and IRC 754 must be discussed. 

• State Treatment. Will the entity be a product or service provider? Where will the owners of 
the entity reside? States source and tax income differently based on the type of business 
and form of ownership which may be important for business owners. For example, the 
Metropolitan Commuter Transportation Tax in New York has a low threshold before self-
employed owners are subject, but a substantially higher threshold for corporations based on 
payroll. 

There are a myriad of considerations when deciding the correct entity for the client. The decision 
often requires an in-depth discussion with owners, accountants, and attorneys to ensure the 
correct structure is chosen to yield the desired benefits now and later on.

Matthew Taus, CPA/PFS, CFP® is a Partner with Wild, Maney & Resnick, LLP. He graduated Hofstra University 
in 2008 with a BBA with specialization in Accounting. He began his career with KPMG performing audits of large 
multinational companies before transitioning to financial and tax planning for a diversified group of mid-size 
businesses and individuals focusing on advising high wealth business owners, real estate professionals, and 
families in the areas of trust, estate and gift tax planning, income tax, and international tax matters. Matthew 
is an active board member of the Estate Planning Council and the National Conference of CPA Practitioners. 
Matthew is also a member of the American Institute of Certified Public Accountants, New York State Society of 
CPA's, and Financial Planning Association, and regularly speaks and writes on tax matters for organizations and 
publications.
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On October 13th the S&P 500 (Price Return) Index reached a new maximum intraday 
draw-down of 27.5% from its January 4th peak price. The initial indication of a Bear 
market on May 20th (based on the technical intraday definition of a 20%+ decline), has 
very significant implications for portfolio management strategy.

The history of the S&P 500 index since 1950 reveals that once Bear markets have 
been identified (in which a 20%+ decline from a record peak has occurred), they have 
continued for an average of an additional 4.61 months and have experienced an average 
additional cumulative loss of 16.56% until the trough is reached. However, six out of 
thirteen instances of a Bear turned around within 1 month after it was indicated (some 
as early as the same day), while all others lasted longer (up to a maximum of 1.63 years). 

For long term investors that can afford to wait until a recovering upturn in the market cycle, such data calls for 
aggressive deployment of cash and cash equivalents into stocks (and bonds in this case) both immediately 
and in the months following confirmation of a new Bear market. As of October 18th, 5.03 months have already 
elapsed since Bear market indication. Therefore, long term investors should consider an immediate deployment 
of 100% of any idle cash (not needed for short term liquidity or expected upcoming spending). There is no longer 
any need to wait for further declines, or to use a dollar cost averaging program for idle cash (as was the case 
in the last 5 months). This should be discussed with your advisor to confirm appropriateness for your situation 
before taking action. 

Based on analysis of the complete historical market type data set using our Multi-Method Adaptive algorithmic 
process (in which we analyze Bear, Bull, Wolf, and Eagle Markets), we are now allowing overweight allocations to 
Strategic Asset Allocation, and underweights to Liability-Driven Investing, Opportunistic Investing and Selective/
Concentrated Investing.

From a probabilistic analysis perspective, valuations tell a story that's positive for most stock types, but even 
more favorable for some bond types. On this basis, most stock types are now measured as moderately to 
significantly undervalued. By comparison, most bond types now range from significantly undervalued to deeply 
undervalued (as in the case of investment grade corporate bonds). Investment grade corporate bonds now 
reflect the most attractive pricing relative to the alternatives, while US mid cap stocks are the least attractive. 

Against this backdrop the outlook for stocks is now highly positive in the intermediate term based on the overall 
aggregate of our historical market-type data analysis and quantitative probabilistic analysis.

If you have questions, please contact 4Thought Financial Group Inc. at 516-300-1617 or at info@4tfg.com.

A Multi-Method Investing® Market Perspective
(as of October 18th, 2022)

By Jesse Mackey, Chief Investment Officer of 4Thought Financial Group Inc.

mailto:info%404tfg.com?subject=
https://www.4tfg.com/
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Your clients are likely accustomed to online billing, and have come to expect a digital payment option for most 
transactions, to the point where it may be the deciding factor when choosing a firm. Because of this, adopting 
new technologies that better serve your clients may be necessary for your business’ survival. In this article, we’ll 
explore what a frictionless client experience is, why it matters to you, and how it can boost your business. 

What is a frictionless customer experience?
So what exactly makes a frictionless experience? Primarily fewer steps and simpler interactions. With one-click 
purchasing, for example, customers can avoid extra steps like adding to cart, adding payment information, and 
selecting shipping options. Instead, the customer can order exactly what they want and have it shipped right to 
their door with just a click. 

Similarly with automatic billing, clients don’t have to take time out of their day to manually pay bills, which 
can involve frustrating steps that create friction. Instead they can quickly pay online anytime, anywhere, and 
continue with their day knowing that their bills will be handled without any extraneous activity. The key factors 
of a frictionless experience are convenience and simplicity, frequently through online solutions using the latest 
technology. 

Benefits beyond payments
By eliminating steps and reducing time spent on payment processing or tedious administrative tasks, 
accounting professionals can spend more growing their business. You can also just as easily receive regular 
payments and feel less uncertainty about your cash flow when it’s easy for your clients to pay. 

But the benefits of removing friction from the customer journey go beyond just payments. One of the ways 
your business can facilitate a frictionless experience is through an established onboarding process, which can 
save time and reduce onboarding mistakes. Customize your forms, brand them, and have them ready in your 
business management system. A smooth onboarding process creates a positive first impression and establishes 
communication. You’ll retain more happy clients, and those satisfied clients are more likely to refer others to 
your business.

How reducing friction helps clients
These tools also greatly benefit your clients, who likely prefer to pay electronically. 84 percent of consumers say 
the ability to pay their bills by credit card is either “nice to have” or “must have,” and 74 percent of consumers 
say the same of debit card payments. It’s no surprise that online payments are the preferred method, as it 
makes it easier for clients to keep track of their records. They no longer have to print out confirmations and fill 
out books by hand, as they can manage their finances electronically and have all necessary documents instantly 
available to them. Additionally, the instant confirmation of online payments can alleviate stress, as clients won’t 
be worried about missed payments or past-due fees. Clients then feel empowered to pay in a way that works for 
them, in their own time. 

See why we’re a proud member benefit of the Minnesota Society of CPAs. Schedule a demo today!

Why a Frictionless Customer Experience Matters
Provided by CPACharge

https://www.cpacharge.com/resources/practice-management-tools/accounting-client-intake-form/
https://www.cpacharge.com/resources/practice-management-tools/accounting-client-intake-form/
https://www.fiserv.com/en/about-fiserv/resource-center/consumer-research/expectations-experiences.html
https://www.fiserv.com/en/about-fiserv/resource-center/consumer-research/expectations-experiences.html
https://www.cpacharge.com/member-programs/minnesota-society-of-cpas/
https://www.cpacharge.com/
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Filing season brings the inevitable increase in tax-related phishing scams. No longer content 
with just targeting taxpayers, identity thieves have diversified their fraud portfolio to include paid 
tax return preparers in recent years. This growing threat is just one reason why tax professionals 
need a comprehensive written information security plan (WISP) detailing how they secure client 
data.  
 
Unfortunately, some tax professionals are either unsure of the specific items that need to be 
included in a security plan or unaware of the intricacies of digital data security, potentially 
creating vulnerabilities that criminals can exploit. To address this issue, the Security Summit—a 
collaboration between the Internal Revenue Service, state departments of revenue, and private 
members of the tax industry—published a template that can help create or update a WISP. 

Why am I required to have a WISP?
The Gramm-Leach-Bliley Act of 1999 requires that financial institutions take steps to protect consumer data. Since it 
identifies all tax and accounting offices as financial institutions, those businesses are subject to the FTC’s Safeguards 
Rule, which mandates the creation of a WISP. 

What information should I include in a WISP?
Security plans should be appropriate to the size of the tax office, addressing the breadth and complexity of provided 
services— not arbitrary policies for the sake of checking the box. An effective WISP addresses issues of physical access, 
security software, network administration, password creation, confidentiality, data-loss contingencies, data-breach 
notification, and employee training.  

Where can I find a sample WISP?
The IRS released the 29-page WISP template in “Publication 5708, Creating a Written Information Security Plan for Your 
Tax & Accounting Practice.” In addition to tips for creating a WISP, it includes a basic outline and sample policies for: 

• Retaining records
• Handling client information
• Addressing security breaches
• Taking inventory of devices containing client information
• Identifying employees who have access to client information

Keep in mind that this template is not a one-size-fits-all document. Instead, think of it as a flexible starting point for 
addressing the specific needs of your tax and accounting business.   

How can I learn more about creating a WISP?
IRS-approved continuing education providers may offer data security courses that award continuing professional education 
credits. Drake Software customers can attend Virtual Update Schools: live webcasts that can be viewed at the office, 
home, or wherever is convenient. Topics include software enhancements, tax laws, and, of course, tips for developing a 
WISP.

How do I stay up to date on tax issues?
In addition to covering the latest tax and industry news (like the IRS announcement about the sample WISP), the Drake 
Software blog has free downloadable resources. From survey results to our Tax Year 2022 Desk Reference Guide, we 
ensure you have the information you need.  

Jared Ballew is a 19-year veteran of the tax industry and an expert in liaising and building relationships with federal 
and state governments, industry and professional associations, and other partners. In addition to serving as director of 
government and industry relations at Drake Software, one of the nation’s largest tax software firms, Jared also serves 
on several national cybersecurity and tax advisory committees and leads a national tax software development trade 
association.

Confident in Your Written Information Security Plan?
By Jared Ballew

https://www.irs.gov/pub/irs-pdf/p5708.pdf
https://www.irs.gov/pub/irs-pdf/p5708.pdf
https://www.drakesoftware.com/service-learning/learning-resources/
https://www.drakesoftware.com/
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Several states including New York are moving forward to implement a payroll tax to fund a small amount of state-provided long-term 
care (LTC) coverage.

While there are many questions about what the legislation might include, we have experience based on a similar process implemented 
in 2021 in Washington State. 

This experience can help inform strategies for individuals interested in exploring their private LTC insurance options. We encourage 
you to get ahead of the legislation. Some key points including our take aways are presented here and will be further explored when we 
present at ATS 2022. New York State follows Washington State in creating a publicly funded long term care insurance program that will 
provide residents of the State an opportunity to vest into a basic level of LTC benefits. 

The program will be financed with a payroll tax from NYS employees who will pay a premium through a payroll deduction. OF 
PARTICULAR INTEREST is the short time frame for those who own long term care insurance to opt out and apply for an exemption.

Overview of the New York State Program
If passed, the legislation is projected to take effect on or before January 1, 2024.  A maximum LTC benefit of $36,500 will be available 
five years after the effective date of the article which will require proof of assistance with at least three ADLs (Activities of Daily Living).

Opting Out
An employee who has maintained private long term care insurance on an uninterrupted basis beginning no later than January 1 of the 
year in which the article takes effect may apply for an exemption of premium contributions to the state plan.
 
Lessons Learned from Washington State

1. Unprecedented interest in private LTC Insurance given the limited state benefits:
-Private LTC Insurance plans are far more robust than a payroll tax would offer.
-Easier to qualify for benefits with private insurance.
-No vesting period with private insurance.
-People are eligible for State benefits once they need assistance with three or more daily activities.
-State plans are NOT portable outside the state.

2. Get well ahead of the curve as carriers limit offerings and availability due to overwhelming LTC applications.
3. Once legislation was passed carriers were unable to fulfill and underwrite for those who wanted coverage.
4. Be proactive. DO NOT WAIT for details of any state plan to be announced.  We are being advised that states may not have an opt 

out period.
5. Younger people in the work force will want and need coverage. 
6. Only 7720B policies (true LTC triggers in policies with standard federal language) were approved for the exemption. This means 

that most life insurance with chronic illness riders (101g contracts) do NOT qualify.
7. 1035 Exchanges are ideal for Life with LTC Riders. However, given the process of this transaction getting a head start will be 

paramount if a 1035 is involved. There is no luxury of time once the mandates hit.
8.  Regardless of the payroll tax, we encourage people to obtain meaningful coverage, not just coverage that qualifies for an 

exemption. 
 
The next states with proposed plans for public financed LTC plans include Arkansas, California, Colorado, Hawaii, Illinois, Missouri, 
Montana, Oregon, North Carolina, Pennsylvania and Utah.Positioning proactively, in advance of legislative mandates will ensure the 
most comprehensive set of options and carrier availability. The lessons learned from Washington State will be most beneficial to those 
who “front run” the tax.
 
Karp Loshak LTC Insurance Solutions is a trusted source of information on Long Term Care Insurance that includes traditional (stand-
alone) Long Term Care Insurance, Asset Based and Hybrid LTC, and Life Insurance using LTC Riders to create customized plan designs 
and maximize financing options for tax and estate advantages. As national and independent brokers, Natalie Karp, MBA, CLTC and 
Rona Loshak, MBA, CLTC are fiercely client focused and affiliate with the leading LTC Insurance carriers and myriad options in today’s 
marketplace. They navigate the LTC marketplace to optimize successful outcomes and confident decisions. 

KarpLoshak.com
516-801-1419. 
www.linkedin.com/in/nataliekarp
https://www.linkedin.com/in/ronaloshak/

LTC Payroll Tax Expcted in NY State
Presented by Karp Loshak LTC Insurance Solutions

https://www.karploshak.com/
http://www.linkedin.com/in/nataliekarp
https://www.linkedin.com/in/ronaloshak/%0D
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One of the things that can hurt accounting firms is an issue that, if 
they are operating smartly, they can fix so easily themselves: improving 
client retention by paying attention to how they communicate with their 
customers. Tax season can be a particularly tough time, as it is one when 
busy workloads can sometimes get in the way of keeping valuable clients in 
the loop. The facts and figures speak volumes:

• A lack of clear communication, advice, and guidance are to blame for 
90% of accounting practices shedding clients.

• According to research conducted by Frederick Reichheld of Bain & 
Company, increasing customer retention rates by just 5% lifts profits by 
25% to 95%.

As Reicheld says, among the most golden opportunities that companies have to keep costs 
down in these challenging times is building loyal relationships with customers. This is because 
returning customers generally spend more with a company over time and the operating costs 
involved in serving the client decline accordingly. 

Improving your client communication is also simple to introduce:
• Make sure that your engagement letters include firm communication policies. You can help 

prevent misunderstandings and clarify expectations by establishing these points from the 
outset of your relationship with the client: service details, working days and hours, methods 
of communication, for example, via the client portal, chat, phone, email, etc.

• Whether you use a dedicated client portal where clients can view documents, ask questions, 
or receive information on the status of their return, make sure they can do all of these things 
in one dedicated place.

• Automate to accumulate: With TaxDome, accounting firms can inform clients of any changes 
automatically, thus reaping the previously outlined benefits with the minimum of effort. This 
streamlined communication process bypasses the need for most client questions and is an 
incomparable driver of customer retention.

If your clients feel that they are in the dark about the status of their return, they will spend time 
trying to contact you and worrying about their businesses. If you are not providing them with 
clarity, they are more likely to switch to a different company who will better cater to their needs.
Ilya Radzinsky is the Co-Founder & COO of TaxDome; an all-in-one solution for tax and 
accounting professionals to manage their practice smarter, faster, and more affordably.
LinkedIn - https://www.linkedin.com/company/taxdome 
Facebook - https://www.facebook.com/taxdome 
Instagram - https://www.instagram.com/taxdome/ 
Youtube - https://www.youtube.com/channel/UCaDEVWpnWtYvo4fhHFPlVmQ

Client Communication During Busy Season to Retain 20% of Clients
By Ilya Radzinsky

https://www.linkedin.com/company/taxdome%20
https://www.facebook.com/taxdome%20
https://www.instagram.com/taxdome/%20
https://www.youtube.com/channel/UCaDEVWpnWtYvo4fhHFPlVmQ
https://www.drakesoftware.com/
https://www.cpacharge.com/
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News in the NCCPAP Family

Our Good & Welfare Chairman is Stephen Sternlieb, CPA  steve@ssternliebcpa.com

If you have any news that you wish to share with membership please contact our Good & 
Welfare Chairman and it may be featured in our next newsletter!

Bob Goldfarb on his engagement.

Varun Kathait on his engagement.

Kelly Rohrs on receiving the 
Long Island Business News 2022 Top 50 Women in Business Award.

Congratulations to:

The LINDA Fund is a charitable organization benefiting Long Island Charities 
In Memory of

John S. Giunta, Linda L. Goldfarb & Susan Gallo
You can support the LINDA Fund with donations of cash or checks
mailed to Long Island Community Foundation, 900 Walt Whitman
Road, Suite 205, Melville, NY 11747, or bring your donation directly
to any NCCPAP meeting.

P.O. Box 262 - Babylon, NY 11702
516.445.5800 - support@LindaFund.org

www.LindaFund.org
Co-Founders

Karen P. Giunta and Robert L. Goldfarb 
Advisory Board

Frank A. Gallo, CPA, Ross S. Kass, CPA, 
Andrea M. Parness, CPA,

Mark S. Rosman, CPA, Michael Rubinstein, CPA, Paula A. Sheppard, CPA
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Andrea Parness, CPA  2017-19
Robert Brown, CPA  2015-17
Michael D. Rubinstein, CPA   2013-15
Gary Sanders, CPA   2011-13
Bruce Berkowitz, CPA  2009-11
Donald Ingram, CPA, CISA*  2007-09
Barry Zalk, CPA   2005-07
Andrew L. Hult, CPA   2003-05
Anthony Finazzo, CPA, CFP, CVA *  2002-03
Michael Winnick, CPA   2001-02
Karen P. Giunta, CPA             2000-01
Stuart G. Lang, CPA   1999-00
Jerald l. Wank, CPA               1998-99
Jack Weisbrod, CPA *             1997-98
Arthur Libman, CPA   1996-97
Rhona Liptzin, CPA, PFS, CFP    1995-96
Alan I. Brooks, CPA                     1994-95
Carol C. Markman, CPA             1993-94
Leon D. Alpern, CPA *                1992-93
Harold Ogulnick, CPA *       1991-92
Laurie Greenberg, CPA       1990-91
Steven Greenberg, CPA     1989-90
Robert Berkal, CPA*             1988-89
Irwin Rosenblatt, CPA *       1987-88
Carole Roble, CPA               1986-87
Raymond Jablons, CPA *    1985-86
Herbert Schoenfeld, CPA   1984-85
Peter Ciccone, CPA             1983-84
Bernard Rader, CPA           1982-83
Samuel Baum, CPA*           1981-82
Edwin J. Kliegman, CPA *      1979-81

PAST PRESIDENTS
Nassau/Suffolk Chapter of NCCPAP

OFFICERS
President - James Hall, CPA
Executive VP  - Matt Taus, CPA
Vice President - Kelly Rohrs, CPA
Secretary - Kristina Grimmer, CPA
Treasurer - Paul Sadej, CPA

DIRECTORS
Lori Di Marco, CPA
Lawrence Prosky, CPA
Nannette Watts, CPA
Robert Brown, CPA
Larry Bloom, CPA
Richard Finelli, CPA

Educational Foundation of 
Nassau/Suffolk Chapter of NCCPAP

OFFICERS
President - Varun Kathait, CPA
Secretary - Frank Gallo, CPA
Treasurer - Leilani Elias, CPA

DIRECTORS
Elaine Yue, CPA
Dominic Frandina, CPA
Kenneth Hauptman, CPA 
Karen Giunta, CPA
Larry Bloom, CPA 
Paula Sheppard, CPA
David Rothfeld, CPA
Stephen Sternlieb, CPA 
Steven Weisberg, CPA

BOARD OF DIRECTORS

National Conference of CPA Practitioners 
Nassau/ Suffolk Chapter

Newsletter Committee

Managing Editor 
Nannette Watts, CPA

Design Production
Michael Casey

Co-Editor & Advisor
Carol Markman, CPA

ATS Chair and 
Newsletter Co-Editor
Robert Goldfarb, CPA

Executive Administrator
Kathy Casey

N/S Chapter President
James Hall, CPA

Educational Foundation President
Varun Kathait, CPA
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go.nccpap.org
Please Visit Our Website!

Find & Follow NCCPAP on
     
         -  instagram.com/NationalCPAS

   
   
   -  facebook.com/NCCPAP

   

     -  youtube.com/MediaNCCPAPns

   
   -  @NCCPAP #NCCPAP #LITPS
 
   
   -  linkedin.com/company/nccpap

   

    -  flickr.com/photos/nccpap

go.nccpap.org
https://go.nccpap.org/home
https://go.nccpap.org/home
https://www.instagram.com/nationalCPAS/
https://www.facebook.com/nccpap
https://www.youtube.com/user/MediaNCCPAPns
https://twitter.com/nccpap
https://www.linkedin.com/company/nccpap
https://www.flickr.com/photos/nccpap
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ISSUE
HIGHLIGHTS

Hear from Our ATS 2022 
Sponsors
p. 7-11

ATS 20th Annivesary Message

p. 2

Newsletter
NOV 2022

Disclaimer
We have not reviewed the accuracy or originality of the content as submitted by any author, 
which remains the sole responsibility of the author.

PRE-REGISTRATION POLICY
PRE-REGISTRATION MEANS: A COMPLETED REGISTRATION FORM WITH PAYMENT AND 

POSTMARKED, FAXED OR E-MAILED TO THE N/S CHAPTER OFFICE THE FRIDAY 
PROCEEDING (Unless otherwise noted) THE CHAPTER MEETING, MAP MEETING AND/

OR SEMINAR THAT YOU ARE PLANNING TO ATTEND. 
CANCELLATION AND REFUND POLICY 

A PRE-PAID REGISTRANT WHO CANNOT ATTEND THE CHAPTER MEETING, MAP 
MEETING AND/OR SEMINAR WILL BE ISSUED A CREDIT FOR THE NEXT MEETING IF 

CANCELLATION NOTICE IS GIVEN TO N/S NCCPAP CHAPTER OFFICE BY THE DAY 
BEFORE THE CHAPTER MEETING, MAP MEETING AND/OR SEMINAR.

FOR SPONSORSHIP OPPORTUNITIES PLEASE CONTACT KATHY CASEY AT  
KCASEY@NS-NCCPAP.ORG

The Nassau/Suffolk Chapter of NCCPAP
185 Froehlich Farm Blvd
Woodbury, New York 11797
Tel. (516)997-9500
Fax (516)997-5155

NEWSLETTER ADVERTISING
Advertising space is now available in our newsletter! 
The Nassau Suffolk Chapter Newsletter reaches over 
700 of our members who are decision makers in 
their respective companies. 

For pricing contact Kathy in the N/S Chapter office 
516-997-9500 x2
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