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FROM THE DESK OF THE PRESIDENT 
Curtis E. Clanton, ABA 

 
We had another great convention this year in 
Natchez.  The accommodations, food, tours and 
companionship was great.  It’s always good to see 
old friends and share our triumphs, frustrations and 
problems.  Most of the time, someone in the group 
can offer some insight into how to solve or mini-
mize some of the problems.  If you did not get to at-
tend, start planning for next year (last week in 
June).  If you do not attend you are missing out on a 
preplanned vacation at discount rates with a little 
education thrown in.  Our convention will be held 
jointly with the Tennessee Association somewhere 
in the Nashville area.  They will let us know the ex-
act dates and place when the arrangements are 
made. 
 
We have a new membership committee and I be-
lieve they will work hard to recruit new members 
but they need help.  I am convinced the only way 
we will get new members and retain them is going 
to be by personal contact and invitation.  We all 
know someone that qualifies for membership that is 
not currently a member.  Please make it your goal to 
personally contact someone and invite them to be-
come members this year.  MAPA has a lot to offer 
accountants and we just need to make them aware 
of that. 
 

 
 

TIME  
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NSA STATE DIRECTOR’S REPORT 
Pamela C. Stamps, CPA 

 
I had the privilege of attending the first District VI 
Leadership Development Program held in Huntsville, 
Alabama, on July 25, 2009.  I would like to commend 
the Alabama Association for hosting such a wonderful 
event.  Also, I would like to thank Ruby Smith and 
Holly Jones for their efforts in planning and catering 
the weekend event. 

The District X state director, Christine “Chris” Free-
land of Arizona, provided our leadership development 
and training program Saturday morning.  Her topic 
was Trust, The Foundation of Communication and 
Leadership.  We were presented with challenges that 
required working as teams in order to come up with a 
solution.  This allowed us to use the fundamentals dis-
cussed during her presentation. 

NSA President, Jim Nolen, was also on the program 
and discussed NSA’s legislative activities and prepa-
ration for future activities.  He informed the group of 
the steps taken this year in order to represent the Ala-
bama Association of Accountants against pending leg-
islation as it related to our right to practice.  It was an 
eye opening presentation.  He gave us handouts to as-
sist our association in future legislation that may occur 
in our state. 

Our District Governor, Perry Smith, pointed out the 
many benefits of NSA membership and asked for in-
put as to recruitment of members.  We discussed the 
steps necessary in order to offer dual membership to 
first time members that join our state associations. 

After our class ended at 5:00 Saturday, we were all 
treated to a boat ride down the Tennessee River which 
consisted of anchoring and watching the sunset, com-
plete with drinks and appetizers.  To end the evening 
everyone met at a local Mexican restaurant and en-
joyed dinner together.  Thanks to the captains” of the 
boats.  I don’t know about everyone else, but I know 
my son will remember that night forever. 
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WHAT TO EXPECT IN THE TAX AREA 

 

Tax planning with our clients is very difficult at this time.  We are not certain what is 
happening or what is going to happen.  One thing for sure is that taxes are going to in-
crease.  The information group from the White House is hinting at this more and more 
with information being released to the media.  At first it was the high income people 

(those with income over $250,000).  Now the suggestion is that it will also affect middle class individuals. 

One area we are sure of is that the capital gains tax will increase to 20%.  This has been announced for some 
time.  Is could it be more.  We have two more capital areas that are affected.  One is the recapture of deprecia-
tion.  This carried a 25% rate and nothing has been said about increasing or decreasing it.  The other is the capi-
tal gain rate for collectibles.  This rate is currently 28%.  Again, nothing has been said about changing this rate.  
The increase to 20% will affect all of our clients for the most part.  You will probably want to advise clients to 
follow through with transactions that are affected before the change comes. 

We do have a stimulus tax credit of $400 to $800 depending on the status of your client.  Some individuals have 
withholding from pensions.  The credit will reduce the amount that is withheld for the year and may result in 
additional taxes owed at the end of the year. 

Many of our clients are taking money from their IRAs or other retirement savings.  The Tax Court recently 
ruled that no penalty would be incurred if the individual was already taking money from the IRA penalty free 
(over five years or until 59 ½ years of age) if the money was taken out for paying tuition for a child.  The same 
rule would apply for first time home buyers and medical expense. 

Your clients may be able to get a sales tax deduction for the purchase of two cars if purchased before January 1, 
2010.  If you do not itemize then add the sales tax to the standard deduction.  If you do itemize and you are 
claiming the state income taxes (rather than state sales taxes) you can also deduct the sales tax paid on the vehi-
cles.  Watch this so you don’t miss the advantage of the sales tax deduction. 

As the year progresses there will be other threats and/or actual changes in the tax law that will need to be dealt 
with. 

 

��������  
 

Our deepest sympathy goes out to Susan and Wayne Beard on the loss of their son, Jerry.  He was only 26 and 
just about to graduate from EMT school.  Please know that our thoughts and prayers are with you and will be 
with you in the long days ahead.  We love you and want you to know you can call on any of us at any time. 

FROM THE DESK OF THE EXECUTIVE DIRECTOR 
DIRECTOR  
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The 2008-2009 year has been both challenging and rewarding since I accepted 
the District Governor position.  It really makes me appreciate my worthy associ-
ates that have gone before me. 
 

First and foremost is discovering as well as exploring all the opportunities NSA offers its members.  I have 
learned first hand our dues come back to us many times over with the innumerable benefits. 
 
If you haven’t done so already, please go to the NSA website and take advantage of the informative Webinars. 
You are not only brought up to date on matters but you gain CPE credit as well. Coming up August 4th is Stop-
ping Identity Theft Before It Stops Your Clients. Later in the month is The Looming Sales Tax Crisis.  Go to 
the NSA website for a complete listing of the titles of Webinars through December 2009.  I am impressed with 
the ability of these writers to go to the heart of the matter with the expertise they present. 
 
Something that affects each of us is the issues abounding with tax preparer’s rights.  A model bill on tax pre-
parer registration can be found on the home page of the NSA website.  I urge you to read this fifteen page 
document and offer your insights. You need to be aware that the IRS is proposing new efforts in registration of 
tax preparers.  NSA is working hard lobbying and writing proposals to protect our rights.  NSA has been se-
lected one of four organizations to express our views.  President Nolen is attending the IRS meeting this week. 
 
The MAPA/TAA Annual Convention was an overwhelming success in Natchez. We had good attendance, good 
CPE and were able to make plans with TAA for continuing the joint convention hosted by TAA in 2010. 
 
A leadership and planning group met in Huntsville, Alabama, recently with the officers and directors from Ala-
bama, Mississippi and Tennessee joining together  to plan more effective leadership roles for 2009-2010. The 
VI District had eighteen of their ASO leaders present to participate. Christine Freeland, the NSA Leadership 
representative, provided an abundance of information for recruiting members, being effective leaders and pre-
sented some of the ideas covered in Leadership conferences. We all became convinced these national confer-
ences provide the needed training and stimulation to help each ASO with its leaders. 
 
Jim Nolen, President of NSA, attended the meeting and reinforced the NSA benefits available to us and encour-
aged us to utilize its services. 
 
MAPA has the good fortune of being blessed with knowledgeable and willing volunteers. I look forward to us 
continuously moving forward together with the goal of being all we can be. 
 
 

 
 

GOALS 
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District VI Governor Report 
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A highlight and vacation every year for me is the MAPA/TAA Annual Convention. Each one just gets better 
and better. Sometimes I think it can better be described as a family reunion. After ten years of joint conventions 
and all the quality time spent together, I am sometimes hard pressed to say who is Mississippi and who is Ten-
nessee. 
 
This year’s activities were like a centrifuge, spinning and dizzying due to such a full schedule. But not a single 
one could be eliminated without missing out on what Natchez has to offer. 
 
I want to challenge any member of MAPA/TAA. If you have not attended an annual convention you are miss-
ing out. You have a tremendous opportunity to get away and fellowship with fellow accountants that can speak 
your language. The guest/spouse has the opportunity to make lifelong friends and memories. As a family, we 
welcome first timers with open arms. The next year you will be part of the welcoming committee. 
 
The famed Eola provided the right atmosphere for Natchez. It was all it promised to be, elegant and comfortable 
and in walking distance of shops, restaurants and historic landmarks. The Eola owns what used to be a gentle-
men's club and is named The Prentiss Club. This is a very ornate and gilded mansion with gigantic ballrooms 
and  elaborately furnished sitting rooms and bedrooms. Now this mansion is used for private parties and recep-
tions. A private guided tour was provided for our guest to ooh and ahh. Believe me, we did just that. 
 
We were entertained by a talented dance team from Dance Unlimited in Byram, Mississippi, for the opening 
ceremony, the President’s reception. What moves they could make. This team performed in Las Vegas after the 
convention in a competition. I am not at all surprised to learn they scored very high in the contest. 
 
I am not going to say much about our tour of Longwood or Rosalie. Most of you should be familiar with these 
stately mansions. This was offered for the members as well as the spouse/guest. A special touch was being 
served lemonade and cookies under the big shady oak trees on the grounds of Rosalie at the conclusion of this 
event. If you haven't been, GO. 
 
We took an informative tour of the Old South Winery. They make their wine from muscadines and they sell all 
over the world. Anyone of age and desiring to visit will get to sample favorites such as Sweet Magnolia, Miss 
Scarlett and many others. 
 
The biggest hit of all was our high tea and guided tour of The Towers. This has been open for about twenty-two 
months. It is a completely restored Italian style mansion. The owner has an extensive collection of glassware, ti-
aras, beaded purses and, to Matthew Boyd's delight, a collection of items from The Phantom of the Opera. I 
could elaborate much more but this is one you have to see to believe. They will open for their Christmas Tour 
the day after Thanksgiving. Many of us have vowed to contact each other and go see these decorations. They 
will have 90 plus Christmas trees. Many will be decorated with jewelry. If you want to go with us, just call me. 
 
Finally the food and fellowship in our exclusive hospitality area became the common meeting ground to group 
and regroup as well as refresh.  Everybody caught everybody up on all that’s going on in their lives. 
 
Next year Tennessee will be planning a grand event for us. Just sign up the first day registration is available. I 
promise you will be glad you did. 
 
 

CONVENTION FROM THE PROSPECTIVE OF A SPOUSE 
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Another fiscal year has come to and end and we are already half way through the second month of a new year and 
quickly approaching the deadline for registration for the Gear Up Business Entities seminar at the Jackson Hilton on 
September 21-22, 2009.  Don’t forget to get your registration in before September 1st to save the late fee. 

Dues statements for the new fiscal year went out in May and reminders in June.  If you have not yet paid your dues 
remember you are delinquent and must register for the seminars at non-member price.  At June 30, 2009 we had 190 
members.  This is down three from the prior year.  We have processed twelve new members since July 1, 2009 but 
four have stated they do not plan to renew and 34 others have not renewed as of this writing. 

A wonderful time was had by all at the convention in Natchez.  If you missed it you missed a treat.  This is a chance 
to get to know each other, share thoughts and ideas and plan the future of your organization.  We hope you will make 
plans to attend each year. 

At the annual meeting the following officers were elected to serve for the 2009/2010 year: 

 President Curtis L. Clanton, ABA, Eupora, Mississippi 
 Exec. Vice President Michael H. Gilreath, Gulfport, Mississippi 
 First Vice President Pamela C. Stamps, CPA, Brookhaven, Mississippi 
 Secretary Ramona T. Walls, CPA, Houston, Mississippi 
 Treasurer Jo M. Allen, EA, ATA, ABA, Carthage, Mississippi 
 Directors – one year Paula J. Pixler, Ridgeland, Mississippi 
  Jean A. McKay, EA, ATA, Pelahatchie, Mississippi 
 Directors – two years Marshall E. Jenkins, EA, ATA, ABA, Tupelo, Mississippi 
  John M. King, CPA, Grenada, Mississippi 
  Vickie W. Blakeney, CPA, Bay Springs, Mississippi 
 

Addresses and phones numbers are in the yearbook which is the next big project here at the Central Office.  
PLEASE REVIEW YOUR LISTINGS IN THE ALPHABETICAL, BY  CITY AND EMAIL PAGES AND 
SEND ME VIA EMAIL ANY CHANGES THAT NEED TO BE MADE SO THAT I WILL NOT HAVE TO 
PRINT OUT AND MAIL ALL THOSE COPIES.    This will be greatly appreciated . 

 

��	
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Our heartfelt sympathy goes out to long-time member Eugene Byrd of Hattiesburg, Mississippi on the loss of 
his wife Mary who passed away April 26, 2009.  Please keep Gene and his son, Joey, in your prayers. 

CENTRAL OFFICE NEWS 
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Over the last twenty years, I have been asked one question more than any other: “Should I 
leave my computer on all the time, or turn it off at the end of each day?” During that time, 
my answer has evolved from a long one to a very short one: “Yes.” When a client recovers 

from my initial response, I provide them with a more detailed answer explaining why I feel there is no single answer 
that works best for everyone.  

In the “old days”, say ten or fifteen years ago, there was a plausible hardware-based reason to encourage users to 
leave their computers on all the time. Originally, computer circuit boards were very large and the expansion and con-
traction of components caused by heating up and cooling down could produce slight warping of these boards. The 
warping could potentially cause two significant problems. First, many computer chips were not soldered into place, 
but rather inserted into sockets that were then soldered to the boards. Unsoldered chips could work their way out of 
the sockets with the flexing of the board over time. Secondly, where solder was used to make connections, the warp-
ing could cause small fractures in the connections creating electrical failure points. Additionally, the initial surge of 
electricity when turning on a computer could result in excess voltages being sent to the delicate components. Add a 
hard drive into the mix and when you applied electricity, the discs’ rotational speed went from 0 to 3,600 rpm in un-
der two seconds, placing a lot of strain on the moving parts.  

Today, motherboards are much smaller; making them more rigid and warping is no longer an issue. Most if not all 
chips are now soldered into place. Power supplies are better designed to keep voltage and amperages within tolerable 
limits. Today’s hard drives are smaller and spin two to three times faster but they are engineered to tolerate the start 
up far better than ever before.  

Fifty per cent of my clients turn their computers off at the end of each day and the other 50% leave their computers 
on all the time. In the past 15 years, I have not seen any statistical difference in the failure rates of computers for ei-
ther group. Hardware advances have improved the meantime between failures to the point where hard drives now 
come with 5-year warranties and every computer I sell comes with a 3-year warranty on internal components. The 
need to keep computers on 24 hours a day in order to maximize the life of the computer is simply passé. 

So, without a hardware-based reason to guide us in making a choice, we are left with more subjective reasoning 
which basically falls into two categories: Economic and Convenience. The value of each of these two categories var-
ies from person to person and therefore, must be considered on an individual basis. 

From an economic standpoint, let’s assume that a standard personal computer uses about 300 watts of electricity and 
electricity costs 10 cents per kilowatt-hour. At this rate, every 24 hours of operation will cost you 72 cents or 
$262.80 per year. When not in use, if you at least turn off your monitor (which uses the most electricity) and/or use 
the energy saving features of your computer, you can expect to cut your cost by 50 to 60 percent. Even then you will 
spend around $150 per year to leave your computer on all the time. Those who want to help save their pocketbook 
and/or the environment will probably want to turn off their computers when they are not using them. This does not 
mean you should turn off your computer every time you leave your desk, but shutting down your computer at the 
end of the day can indeed save money and reduces demand for electricity.  

From a convenience point of view, value is determined in a completely different way. For instance, after hours or 
while on the road, I often work on my office computer remotely. I have servers in my office that must run 24 hours 
per day to provide backup services each night. I simply detest having my virus scanning software running while I’m 
trying to work and prefer to have it run at 2:00 am when computer usage is low. I like coming to work each day with 
all of my email already downloaded to my inbox as soon as I arrive. The value of having my computer instantly 
available and accessible 24 hours per day far exceeds the economic cost of electricity.  

One of the risks that you may encounter if you leave your computer on all the time is lightening and power failures. 
Lightening can send huge amounts of electricity surging through electrical circuits and telephone lines. These surges  
can turn your computer into an expensive paperweight very quickly. Regardless of whether you leave your computer 
 

LEAVE IT ON OR TURN IT OFF? 
 



LEAVE IT ON OR TURN IT OFF? - CONTINUED 
on or turn it off, do not use your computer during severe weather that includes lightening. You might even consider 
unplugging it from the power and disconnecting any modem or network cables. This goes for cable/dsl modems and 
monitors as well.  

On the other hand, power losses or brownouts where the voltage routinely drops below the standard 110-120 volts 
can damage computers just as easily as lightening, though it will take much longer. Using an Uninterruptible Power 
Supply (UPS) can reduce the potential for damage caused by either condition. A UPS protects against surges and 
conditions the incoming power to meet minimum voltages as necessary. Surge protectors are good, but if you want 
your computer to run 24 hours per day, consider getting a UPS battery backup; it’s good and cheap insurance.  

Finally, if you decide to leave your computer on all the time, consider at least once per week, shutting the computer 
down completely, counting to 10 and then turning the computer back on. All computers benefit from clearing their 
memory registers and circuits from time to time. No matter what operating system you use, over time things can get 
confused.  
 
In the end, you have to evaluate your own computer usage and needs when making this very personal decision. 
Many people feel their computer controls them, but in this one case you can be in total control and feel good about 
your decision either way.  
 
Paul Tarver has been working in the computer industry since 1984 and has owned and operated two businesses in 
the Meridian area since 1992. He writes regular articles for websites and newsletters and he appears as a co-host 
on WMOX AM-1010 on a monthly basis. Comments can be emailed to paul@tpcqpc.com. 
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Many firms understand the importance of using a value-add approach to improving client service and for developing new 
business. One often overlooked area is in providing financial analysis to small business clients. Most small businesses 
lack the resources to support a financial analysis expert. They will rely on their CPA, accountant or financial advisor to in-
form them of any problems, when it comes to managing the finances of their business. Although quite often we are en-
gaged to provide specific services such as tax, write-up, assurance or payroll services, in most cases our clients assume 
that we are also keeping an eye on the rest of their finances. This often leads to an expectation gap in client service. Most 
advisors would like to spend more time filling that gap by providing business advisory services to their clients, but existing 
workloads may get in the way. The key to being able to leverage business advisory services is being able to link the fi-
nancial performance of the client’s company to its operations. Normally this means not only gaining an understanding of 
the client’s business and controls but also periodically monitoring and preparing financial statement analysis to provide the 
linkage between the two. This is often where the expectation gap begins to grow. We may have gained an understanding 
of our clients operations but then we never find the time to monitor and analyze the performance.  

Business analytics and financial analysis software provides a solution to reduce the time needed to monitor and analyze 
the client’s performance. This type of software uses a combination of expert system technology (a type of artificial intelli-
gence that emulates a body of knowledge), industry data and analysis, and financial dashboards to perform a financial 
analysis of the client’s historical financial statements. The advisor can then take that information along with their knowl-
edge of the client’s operations and provide meaningful and valuable information to their clients. This is actionable informa-
tion that can be used to prevent or detect problems in the clients operations as well as improve upon existing processes 
and procedures. Business analytics software also provides a useful segue into providing next step advisory services and 
consulting engagements. In analyzing the financial statements, business analytics software may detect that the receiv-
ables aging and collection rates are skyrocketing. This is an opportunity for the advisor to step in and provide a solution, 
possibly engaging the client to reengineer the receivables function and related controls. Also these same business ana-
lytics tools can then be used to perform what-if analysis to evaluate the impact on the financial statements of alternative 
recommendations that the advisor may propose. Many advisors find these engagements to be more lucrative and satisfy-
ing than traditional accounting services. 

The typical value-add approach (see fig. 1) will begin at the completion of the various compliance services that we cur-
rently provide to our clients. At the completion of an audit or once the tax return has been prepared the next step will be to 
analyze the clients annual financial statements. This provides the benchmark for monitoring future performance. This first 
step is where many firms hit their initial roadblock in the value-add approach. There may be some initial hesitation or re-
sistance because it may not be clear at this point how the time spent on developing the financial analysis will correspond 
to future fees and revenue streams. One technique that can be applied here is using sample analysis that can be provided 
to a wide range of clients to test the waters and gauge client interest. Once we are confident that we have identified the 
appropriate client base to provide our value add approach to we can then expend the time and effort of creating custom 
financial analysis. 

The next step will be to establish a program of regular performance monitoring reviews. This can be done monthly or 
quarterly and ideally will correspond with the clients other monitoring procedures such as budget reviews. The purpose of 
this is to provide a structured recurring monitoring service. Once this has been established you are now in a position to 
create a formalized engagement. A formal engagement letter with your proposed fees can be issued or the service can be 
included as part of the engagement letter for existing services. Right now, you might be thinking to yourself, “but my client 
doesn’t even have a budget, much less regular budget reviews to schedule performance reviews around”. Voila! You have 
just uncovered the next business advisory service you can provide for your client.  

Applying the Value Add Approach 



The preceding statement is a great example of how the value-add approach grows from being a performance monitoring 
service to an advisory service. In the course of analyzing client’s financial statements and discussing the results with cli-
ents, new advisory service opportunities can be uncovered. This discovery process is what drives additional client value 
and ultimately more firm revenue. To fully leverage this discovery process, the persons charged with presenting financial 
analysis to clients should spend adequate time reviewing the results of the analysis before ever sitting down and meeting 
with the client. Any problem areas and recommended solutions should be identified prior to meeting with the client so that 
the recommendations can be delivered in connection with the performance review rather than as a follow up. Once again 
this does represent an initial up front time investment but this is time spent that your client will gladly pay you for. 

The value-add approach bridges the expectation gap and with the use of business analytics and financial analysis soft-
ware can be done in a matter of minutes rather than hours. By letting software do the mechanical process of financial 
analysis the advisor can focus their attention on linking that analysis to the clients operations and providing meaningful 
recommendations. Once you have accomplished that you have created a business advisory service that your client will 
truly value and appreciate, strengthening your position as their advisor. 

 

Figure 1 – The Value-Add Approach 

   
 
 
 
 
About the Author: 

Alex Vuchnich, CPA, CFE is the Manager of Enterprise Accounting Markets for Sageworks, Inc. The company develops 
ProfitCents (www.profitcents.com), an application that aids accountants in communicating with clients. Mr. Vuchnich as-
sists CPAs and other financial advisors with leveraging software to enhance communication and understanding of finan-
cial analysis and business analytics. He can be reached at alex.vuchnich@sageworksinc.com or 919.851.7474. 

 


