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Executive Summary 

Baker & Associates CPA is a start-up accounting firm that will offer traditional 

accounting services and business consulting. Located in Orange City, Iowa, Baker & Associates 

CPA will provide tax, audit, bookkeeping, payroll, business consulting, and financial planning 

services. Because of the owner, Heath Baker's, tax experience and the local market's demand 

for tax services, Baker & Associates CPA's core service will be tax. Baker & Associates CPA will 

be entering a fragmented industry that is in the growth stage. It has low barriers to entry, 

competes primarily on quality of service, and has fairly constant demand. By providing value­

added solutions, being active in the community, and developing long-term relationships with its 

clients, Baker & Associates CPA will differentiate itself in the local market. 

Baker & Associates CPA will be owned and operated as a Limited Liability Company, and 

Heath Baker will be the sole owner of the firm. He will bring four years of tax experience from 

Ernst & Young, a globally recognized firm. Baker & Associates CPA will use this experience to 

form its core service-tax. In year one, Baker & Associates CPA will hire an office assistant and 

accounting staff member, and in year three they will hire an additional accountant. 

Additionally, Baker & Associates CPA will utilize local consultants in law, banking, insurance, and 

information technology fields. 

Baker & Associates CPA will enter the market in September of 2014. It will locate in 

Orange City, Iowa, and will also serve the surrounding communities. Orange City has a strong 

retail market, but shows opportunity in the service sector which Baker & Associates CPA will 

capitalize on. Baker & Associates CPA will target small businesses and high-net worth 

individuals in the area, and through being active in the community and providing quality 
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services, Baker & Associates CPA will penetrate the market and compete with the two existing 

accounting firms in Orange City. The primary promotional strategy will be through personal 

selling and public relations. Additionally, Baker & Associates CPA will promote themselves 

through direct mail and advertising in the local newspaper and yellow pages of the phone book. 

Baker & Associates CPA will utilize value pricing in order to align the interests of the client with 

the interests of the firm. Once-a-year tax preparation will have a fixed fee schedule. 

The $45,000 of start-up capital needed for Baker & Associates CPA will come from the 

personal equity of the owner, Heath Baker. The firm projects a profitable business and first 

year sales of $193,489. The net income is projected to be $85,015 in the first year. 
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The Business 
Baker & Associates CPA is a public accounting firm that will offer traditional accounting 

services and business consulting. It will target local businesses and high net-worth individuals 

in northwest Iowa. By leveraging itself around the tax knowledge of the owner, Heath Baker, it 

will capitalize on the continuous.demand for tax services by businesses and individuals. Baker 

& Associates CPA will specialize in tax. Additionally, it will offer audit, bookkeeping, payroll, 

business consulting, and financial planning services. 

Industry Segmentation 

Baker & Associates CPA falls within the accounting, tax, bookkeeping, and payroll 

services industry. According to IBISWorld Inc., the accounting industry has three primary 

segments. Certified Public Accountants make up the largest portion, accounting for almost 58% 

of the total industry revenue. This segment is dominated by the four largest public accounting 

firms in the nation (referred to as the Big Four-Ernst & Young, PricewaterhouseCoopers, 

Deloitte & Touche, and KPMG). The next largest segment is payroll services, which accounts for 

around 24% of industry revenue. This segment has grown in recent years due to increased 

outsourcing of this function by businesses. Lastly, tax return preparation services account for 

6.5% of the total industry revenue. This segment is dominated by H & R Block {IBISWorld 8). 

When it comes to segmenting the major markets of the accounting industry, 

approximately 75% of the market consists of corporate and government clients. The remaining 

25% is made up of individual clients (IBISWorld 9). According to Datamonitor's industry 

analysis, the segmentation of the accounting market in the United States is 53.5% audit, 25.4% 

tax, and 21.1% advisory. Additionally, it forecasts that the compound annual growth rate for 
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the period spanning 2007-2012 will be 3.4%. This will bring the overall accounting industry to a 

value of $119.7 billion by the end of 2012 (Data monitor 7, 10). 

Concentration 

Overall, the industry concentration is low. While the Big Four accounting firms account 

for 27.5% of the available market, almost 66% ofthe accounting establishments have between 

one and four employees. Additionally, about 17% of the establishments have between five and 

nine employees. Baker & Associates CPA will fall within this 83% of the firms that have nine or 

fewer employees. This fragmented industry will provide opportunities for mergers and 

acquisitions, giving Baker & Associates CPA an opportunity to grow and eventually exit with a 

sound strategy. Further, IBISWorld Inc. states that medium-sized companies are continuing to 

increase their market share at a faster rate than the Big Four because of industry regulation 

that has forced big firms to sell many of their non-audit and accountancy specific services 

(IBISWorld 9). 

Demand 

The demand for general accounting, tax, and auditing service is fairly constant, 

regardless of the business cycle. The demand for insolvency/bankruptcy services increases as 

the economy declines. Consulting services generally move in line with the business cycle and 

the overall economy, as they are tied to discretionary income. Changes in tax laws and other 

legislation can also lead to an increase in demand (IBISWorld 12). 

Competition 

The competition in the industry is high and steady. Accounting firms are able to 

compete based on service and price. According to IBISWorld Inc., "Clients are more likely to 
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change their accountants because they are dissatisfied with the level of service rather than to 

obtain a lower price" (13). Part of this shift to the importance of quality service has been due 

to the importance of federal government regulation, risk management, and more intense 

auditing standards (IBISWorld 14). 

Life Cycle 

The accounting industry is in the growth stage of the business life cycle. There are 

several reasons for this. First, the demand for accounting services is growing due to increasing 

regulation and stricter auditing standards. Next, the continuous changes made to corporate tax 

create an ongoing demand for tax advice. Also, opportunities have arisen due to the Big Four 

selling off their non-auditing/advisory functions after the passing of the Sarbanes-Oxley Act. 

Last, financial planning advice for individuals nearing retirement is becoming a growth area 

(IBISWorld 14). 

Barriers to Entry 

The barriers to entry in the accounting industry are low. One barrier can be obtaining 

the necessary qualifications, such as a Certified Public Accounting license, or becoming an 

Enrolled Agent. Another barrier to entry is attracting a large number of clients and developing 

relationships with them. Further, the time it takes to get licensed or attract clients can be a 

barrier. A final reason the barriers to entry are low is because set-up costs are low and the 

industry is fragmented (IBISWorld 15). 

Regulation 

The level of regulation in the accounting industry is considered medium, but is 

increasing. The increased regulation has stemmed from the collapses of Enron and WorldCom, 
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which led to the passing of the Sarbanes-Oxley Act. The following regulatory agencies are 

involved in the accounting industry: Securities and Exchange Commission (SEC), State 

Accountancy Boards, Public Oversight Board (POB), and the Internal Revenue Service {IRS) 

{IBISWorld 15-16). Baker & Associates CPA would only need to be concerned with the State 

Accountancy Boards and IRS, as it won't be providing service to any public companies. 

Cost Structure 

The primary cost for accounting firms is wages. This is due to the knowledge-intensive 

industry it is a part of. Wages make up approximately 52% of the costs for an accounting firm. 

Profit makes up about 27.5% of the cost structure. Other expenses include, but are not limited 

to, rent, utilities, purchases, and depreciation. Each of these expenses range from two to five 

percent of the total costs of the firm {IBISWorld 16). 

Capital and Labor Intensity 

Capital intensity is low in the accounting industry. The basic capital expenditures are on 

office equipment such as computers, software, and office furniture. The level of labor intensity 

is high. This is due to the high level of education and skill that is required for the job, as well as 

the time required to keep in frequent contact with clients. IBISWorld Inc. states that the labor 

intensity in the accounting industry is determined by the ratio of labor to capital costs, and is 

1:0.04, which shows that for every dollar spent on wages, four cents is spent on depreciable 

assets (17). 

Key Factors 

Key success factors in the accounting industry according to IBISWorld Inc. include: 

-Ability to quickly adopt new technology 

-Access to highly skilled workforce 
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-Having a good reputation 

-Effective quality control 

-Having a loyal customer base 

-Having a clear market position 

-Competitive pricing in the local market place (19-20) 

The Service 

Baker & Associates CPA's core service will be tax preparation and tax planning. 

According to Randy Myers in Start Your Own Practice, "Your market niche will come from your 

background and experience" (Myers 53). Heath's experience with Ernst & Young is in the tax 

industry. Further, there is a continuous demand for tax work and the majority of revenues for 

small CPA firms are tax-related (Kroese). Therefore, Baker & Associates CPA sees the biggest 

opportunity in the tax service line. This will be the core of the company and will account for 

approximately 75% of the sales. Additionally, Baker & Associates CPA will offer other 

traditional accounting services such as audit, bookkeeping, payroll, financial planning, and 

business consulting. These services will make up the remaining 25% of sales. Baker & 

Associates CPA will seek niches in these areas in order to penetrate the market. 

First, Heath and his accounting clerk will become Certified QuickBooks ProAdvisors 

through lntuit's program. This will provide access to premium software, listing on the Find-a-

ProAdvisor website, product discounts, and unlimited technical support through Intuit 

("QuickBooks Certification"). Additionally, being a QuickBooks ProAdvisor affords a way to gain 

and retain new clients. Baker & Associates CPA will offer QuickBooks classes in Orange City for 

local businesses. This will get clients in the door, and when they run into future QuickBooks 

questions, they will call Baker & Associates CPA to receive answers from someone whom they 

know is qualified. This will be a valuable way to gain sales and repeat customers. This is a niche 



Baker 10 

market recommended by Judy Schindel, partner of Grant & Schindel, Certified Public 

Accountants in Waterloo, IA. It is a valuable part of their firm, and the classes she teaches 

provides her continuous access to new clients. Additionally, it results in repeat sales because 

companies continue to run into different QuickBooks problems and have questions (Schindel). 

This niche will fall under the business consulting portion of Baker & Associates CPA and will 

primarily be handled by an accounting clerk starting in the second year of operations. 

IBISWorld Inc. cites financial planning and advice for individuals nearing retirement age 

as a growth area (14). Baker & Associates CPA plans to capitalize on this growth market. By 

specializing in tax preparation and tax advice, Baker & Associates CPA will have an in depth 

knowledge of the financial positions of the clients it helps. This leads into a natural 

opportunity. Baker & Associates CPA will offer financial planning as a part of the firm. This will 

allow the firm to help its individual clients manage their assets, and ensure that they will be 

ready for retirement when that time comes. This will lead to additional sales for the firm, and 

another way to gain loyal customers through building relationships with the clients. 

Baker & Associates CPA will offer general accounting, bookkeeping, and payroll services. 

IBISWorld, Inc. notes the growth opportunities for smaller firms from the outsourcing of these 

general accounting, bookkeeping, and payroll services (37). According to Randy Myers, author 

of Start Your Own Practice, "As industry, midtier accounting firms and the Big Four scramble to 

meet the new mandates, the needs of smaller businesses have, in many cases, taken a 

backseat-and those clients need help sooner rather than later. There's a lot of low hanging 

fruit out there, including good clients some of the bigger firms don't want" {51). Baker & 

Associates CPA feels that the outsourcing of these general accounting duties will provide an 
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additional revenue stream for the firm. Baker & Associates CPA will provide clients with an 

analysis showing the savings that can be provided to the firms by outsourcing these functions 

to Baker & Associates CPA. Further, many small business owners are very skilled at their trade, 

but don't want anything to do with preparing financial statements. Baker & Associates CPA will 

serve these businesses by taking care of their books and preparing their financial statements. 

It is through the quality of service provided in these specialty areas and the core tax 

practice that Baker & Associates CPA will have a competitive advantage. Baker & Associates 

CPA will focus on gaining loyal customers, which will result in repeat sales. In a service industry, 

it is harder to differentiate the product, and Baker & Associates CPA plans to do so through the 

relationships it builds with its customers and the quality of the services it provides. 

Location 

Baker & Associates CPA will initially locate at 813 Lincoln Place SE in Orange City, Iowa 

(see appendix Al for DOT map). This will provide access to a high visibility area. The daily 

traffic count provided by the Iowa Department of Transportation is approximately 8,300 (Iowa 

DOT). Additionally, it offers relatively low-cost space, which is essential for a start-up. The 

office also provides room to expand, which may be needed within the first few years of 

business. The lease agreement includes 1,750 square feet of space, and everything except for 

utilities. Baker & Associates CPA will be required to pay $12 per square foot for the year, which 

equals a monthly lease payment of $1,750. 

Baker & Associates CPA plans to be open from 8:00 a.m. to 5:00 p.m., Monday through 

Friday from April 16 through December 31. Due to peak tax season, January 1 through April 15 

will have expanded hours of 8:00 a.m. to 7:00 p.m., Monday through Friday. Additionally, 



Baker 12 

Baker & Associates CPA will be open on Saturday from 9:00 a.m. to 12:00 p.m. during tax 

season. 

Facility, Equipment, and Supplies 

The office will be equipped with desks, chairs, computers, and telephones for Heath and 

his employees. There will be an area with a printer and fax machine, as well as a furnished 

reception area for the clients. Baker & Associates CPA will utilize Dell computers and an HP 

printer/scanner/fax machine based on rankings from the 2009 Reader's Choice Awards from 

CPA Technology Advisor. Additionally, Baker & Associates CPA will need to invest in special 

software for the services it provides. It will use CCH Small Firm Services-ATX for tax software. It 

was the best option based on an analysis included in the appendix. It is geared towards small 

firms, is reasonably priced at $1,100, and includes payroll software. It is given a 4.5 out of 5 

ranking by CPA Technology Advisor, and ranks second in the 2009 Reader's Choice Awards. 

Baker & Associates CPA will utilize The American Dream Planner PRO for estate and financial 

planning software. It is made for professional service firms who help multiple clients and 

provides "what if" scenario building tools to help analyze all aspects of a client's wealth and the 

effects of certain actions. Priced at $799, it is the perfect option for Baker & Associates CPA 

("CPA Technology Advisor"). Because Baker & Associates CPA doesn't foresee much audit 

business early on, it will purchase Thomson Reuters PPC's Workpapers for Nonpublic 

Companies. It is targeted at small firms, costs only $108, and automates key steps in audits of 

small businesses. It provides templates for determining planning materiality, audit risk, 

substantive testing, and other key parts of the audit ("Shop for Audit"). While it costs $599 per 

year to become a Quickbooks ProAdvisor, the Quickbooks software is included. This can be 
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used for handling companies' general accounting, bookkeeping, and financial statement 

preparation. Additionally, Baker & Associates CPA will utilize AccountantsWorld's Accountant's 

Office Online. This software includes a professional website, up to 10 email addresses 

(mail@yourfirmname.com), and secure document transfer capabilities for $695 per year ("CPA 

Technology Advisor"). Accountants Office Online was ranked second in website builders for 

accounting firms according to the 2009 Reader's Choice Awards from CPA Technology Advisor. 

It will provide clients with the option of securely transferring important information to Baker & 

Associates CPA, as well as the access to a professional and client-friendly website (see 

appendices A2-A20 for supporting documentation and additional details regarding software). 
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The Management 

Ownership Composition 

Baker & Associates CPA will be organized as a Limited Liability Company. Initially, Heath 

Baker will be the sole owner of the firm. Eventually he will offer equity in the firm to valuable 

employees in order to retain them and reward them for their work. However, Heath will 

always retain majority control of Baker & Associates CPA. 

Management 

As mentioned above, Heath Baker will be the owner and manager of the firm. Heath 

will have graduated from the University of Northern Iowa with a Bachelor of Arts in accounting 

and will have a certificate in entrepreneurship. He will have completed accounting internships 

at John Deere and Ernst and Young. Additionally, he will have four years of public accounting 

experience in the tax practice at Ernst and Young in Des Moines, Iowa (see appendix A21 for 

current resume). Because ofthis experience, Heath's primary responsibility will be the tax 

practice at Baker & Associates CPA. He will prepare the majority of the tax returns and be 

responsible for business consulting._ Heath will do the majority of face-to face interaction with 

the clients. He will also be responsible for the financial planning portion of the firm. He will be 

in charge of planning for the future and making any operational changes in the firm. 

Personnel 

Initially, Baker & Associates CPA will hire one office assistant and one accounting staff 

member. The ideal office assistant will have graduated with at least a 3.2 grade point average 

and a bachelor's degree. This assistant will be responsible for answering phone calls, setting 

appointments, and welcoming clients to Baker & Associates CPA. The assistant will also do a lot 
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of data entry. He/she will input the basic information into the tax return, as well as do any 

client data entry into Quickbooks. The assistant will also input Baker & Associates CPAs daily 

accounting entries, and will go through a tax return checklist with clients to make sure that they 

have all the information they need before meeting with Heath. Also, the assistant will put the 

tax return in final form and will be responsible for marketing the firm. 

In future years there will be more responsibility assigned to the assistant, including 

increased payroll and Quickbooks work. A very important criterion for the office assistant will 

be that he/she needs to be outgoing, friendly, and active in the community. Baker & 

Associates CPA's image is vital, and this person will have to portray the personal and friendly 

culture that Baker & Associates CPA believes in. The office assistant is the first person clients 

will encounter when they enter Baker & Associates CPA, so he/she must make the client feel 

comfortable and welcomed to the firm. Based on the Laborshed Analysis performed by the 

Iowa Workforce Development on Orange City, Iowa, the median non-salary wage for someone 

in the professional services industry is $11.39 per hour ("Orange City/ Alton"). Baker & 

Associates CPA will start the office assistant at $10.00 per hour. The office assistant will work 

approximately 20 hours per week, with potentially fewer hours in the summer and more during 

tax season. There will be room for advancement. There will be an annual job performance 

review, with an annual raise and opportunities for bonuses. 

Additionally, the office assistant will receive the following benefits based upon research 

from the Bureau of Labor Statistics and researching benefit offerings in the area: 

-8 paid holidays (New Year's Day, Memorial Day, Independence Day, Labor Day, 

Thanksgiving, Day after Thanksgiving, Christmas Eve, Christmas) 

-2 weeks paid vacation for first five years, increasing one day a year each year after that 
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-2 days paid personal leave each year 

-65% employer paid health care 

-Employer 401k match of 2% of the employee's wages 

-50% reimbursement of professional attire each year ($150 max) 

("Orange City/Alton") ("Benefits Home Page") 

Baker & Associates CPA will also hire a part-time accounting staff. This staff member 

will perform accounting work. The candidat·e will have graduated with at least a 3.2 grade point 

average and a degree in accounting. Ideally the staff member will have a couple years of public 

accounting experience. The primary responsibilities of this staff member will be bookkeeping 

and general accounting work for businesses, tax work, and he/she will also become a Certified 

QuickBooks ProAdvisor. According to the Laborshed Analysis, the median non-salary wage for 

someone in the professional services industry is $11.39 per hour ("Orange City/Alton"). Baker 

& Associates CPA plans to start this accounting staff member out at $14 per hour. This staff 

member will work 20 hours per week, increasing to around 30 hours per week during tax 

season. The accounting staff will receive the same benefits as the office assistant, and will 

additionally receive reimbursement of costs to take the CPA exam if they are not already 

certified. Just like the office assistant, the accounting staff member needs to be outgoing, 

friendly, active in the community, and fit the image of Baker & Associates CPA. There will be 

room for advancement. There will be an annual job performance review, with an annual raise 

and opportunities for bonuses. As business increases, so will the hours for this job. When the 

accounting staff member becomes full-time, the staff will be promoted to Associate. Baker & 

Associates CPA projects that this will happen before the third year of business. The Associate 

will become salaried at this time. According to the Laborshed Analysis, the median salary for a 

professional services worker in Orange City, IA is $33,500 ("Orange City/Alton"). The Associate 
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will start at an annual salary of $35,000. The Associate will take on increased tax, financial 

planning, and consulting work. The Associate will have more face-to-face interaction with 

clients. If the Associate fits the culture and sees a long-term relationship with Baker & 

Associates CPA, Heath will eventually provide an option for a small percentage of equity in the 

firm. 

Additionally, at the start of Year Three, Baker & Associates CPA will fill the staff member 

position. This staff member will basically fit the mold of the previous staff member. This new 

member will have graduated with at least a 3.2 grade point average, a degree in accounting, 

and ideally a couple years of public accounting experience. The primary responsibilities will be 

bookkeeping, general accounting work for businesses, and tax work. The staff member will also 

become a Certified QuickBooks ProAdvisor, and handle a lot of payroll work. The staff member 

will start out at $14 per hour, and will work approximately 20 hours per week and more during 

tax season. Benefits will be the same as the previous staff member. Again, this person needs 

to be personable, friendly, and willing to be active in the community. There will be an annual 

job performance review, with an annual raise and opportunities for bonuses. If the staff 

member fits the culture of Baker & Associates CPA, promotion and equity in the company are 

possible. 

Security 

Some of the most valuable assets of Baker & Associates CPA will be intangible. 

Primarily, it will come in the form of clients' information. It will also include the processes that 

Baker & Associates CPA utilizes. For this reason, a background check will be performed on all 

employees. Further, they will be required to sign non-disclosure and non-compete agreements 
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(see appendices A22 to A23) to prevent the loss of important information and the risk of an 

employee trying to take a valuable client if they leave Baker & Associates CPA. Last, there will 

be strict controls placed on the computers. Baker & Associates CPA will outsource all 

information technology related issues to Amiracle Computers & Consulting. They will be 

responsible for securing the com·puters and all client information in order to protect our most 

valuable asset-client information. Any problems with the online software through 

AccountantsWorld will also be handled by Amiracle Computers & Consulting. 

Consultants 

Brad De Jong, Partner 

Jim Plagge, President 

Dale Hiemstra, Agent 

Erik Fritsch, Owner 

Klay, Veldhuizen, De Jong, Attorneys at Law-Orange City, IA 

Northwestern Bank, Orange City, IA 

AmBank Insurance, Orange City, IA 

Amiracle Computers & Consulting, Sioux Center, IA 
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Baker & Associates CPA is a professional services firm. As discussed in the business 

section, Baker & Associates CPA will offer services in tax, bookkeeping, audit, payroll, financial 

planning, and business consulting. By seeking niches within these areas, Baker & Associates 

CPA is confident that it can penetrate the local market. The overall strategy of Baker & 

Associates CPA is to provide professional services that add value for businesses and individuals. 

Trust and confidence is an integral part of the relationships formed with clients in a professional 

services firm. In order to strategically grow the firm, Baker & Associates CPA strives to provide 

a service that can not be matched. The services are centered on building relationships with 

clients through providing timely and value-added solutions. The firm focuses on being easy to 

reach and friendly in order to gain loyal customers. Baker & Associates CPA strives to be 

viewed by clients as friends and trusted advisors. 

Local Market 

Baker & Associates CPA will be located in Orange City, Iowa. Orange City's population 

was 5,872 in 2008. It grew 16.9 per.cent in the past 15 years. Fifty-two percent of the residents 

claim Dutch ancestry. Orange City has a median age of 27.9, which is young compared to the 

state median of 35.3 ("Demographics"). 

In 2008, Iowa State University did a retail trade analysis of Orange City. The following 

statistics are derived from this source for fiscal year 2008 (8). 

Real retail sales ($ millions) 

Orange City 86.7 

Sioux County 308.3 

State of Iowa 33,089.0 



Real Per capita retail sales ($) 

Orange City 14,762 

Sioux County 

State of Iowa 

9,529 

11,074 

Real Retail sales per business ($) 

Orange City 390,457 

Sioux County 

State of Iowa 

263,925 

378,122 
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This data illustrates that in comparison to Sioux County and the state of Iowa, Orange 

City is a relatively strong retail town. It has retail sales per capita (per person) that are much 

greater than Sioux County and the State of Iowa. Additionally, sales per business are 

significantly higher than the average business in Sioux County. 

Perhaps even more relevant data relates Orange City's sales to its peer towns. These 

towns are close in proximity, and relatively close in population. They would be considered 

competitors of Orange City ("Retail Sales Analysis" 17). 

Real retail sales ($ millions, 2008 $) 

Orange City 86.7 

Sheldon 64.4 

Cherokee 65.6 

Sioux Center 

Le Mars 

Spencer 

Sioux City 

110.4 

129.6 

256.9 

1319.0 

Real per capita retail sales($) 

Orange City 14,762 

Sheldon 13,531 

Cherokee 13,700 

Sioux Center 16,383 

Le Mars 14,108 

Spencer 23,369 

Sioux City 15,952 

Real retail sales per business ($) 

Orange City 390,457 

Sheldon 259,139 
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Cherokee 234,172 

Sioux Center 392,541 

Le Mars 327,652 

Spencer 458,168 

Sioux City 637,720 

By examining the sales per capita and sales per business numbers, the peer analysis shows that 

Orange City is competitive in the local market. 

The analysis also broke the $86.7 million in sales into categories to provide a deeper 

analysis of Orange City sales. Baker & Associates CPA falls within the service category. In 2008 

Orange City had $5,431,860 in service sales. This averages out to $925 per person ("Retail Sales 

Analysis" 19). A measure used to compare service company sales to its peers is a per capita 

sales (PCS) index. This can be used as an indicator of a city's relative strengths and weaknesses. 

If the PCS is greater than one, the city's per capita sales are greater than the state average. If 

less than one, the city's per capita sales are less than the state average. The lower the number, 

the weaker the sales are in that town. Below are the PCS index numbers specific to the service 

category that Baker & Associates CPA would fall within ("Retail Sales Analysis" 20). 

Orange City Sheldon Cherokee Sioux Center Le Mars Spencer Sioux City 

0.62 1.30 1.14 1.04 1.47 1.58 1.34 

The analysis points out that where the PCS index is less than one, leakage of sales may 

be occurring in that category. This shows that the service industry in Orange City is very weak 

compared to its competitors. This seems to provide an opportunity for Baker & Associates CPA 

to gain clients that may currently be leaving Orange City to find a provider of public accounting 

services. 

One more statistic that is useful to Baker & Associates CPA in regards to the local market 

is the "city trade area capture." This number represents the population the retail sector serves, 
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regardless of where their residence is. For Orange City this number is 9,000. Because Orange 

City's population is approximately 5,900, this number tells us that Orange City serves 

approximately 3,100 people from outside the city limits ("Retail Sales Analysis" 15). Because 

the market serves 9,000 individuals and the average household size is 2.58 ("Demographics"), 

this means that there are approximately 3,488 households in the local market 

(9,000/2.58=3,488). This represents the pool of individual customers for Baker & Associates 

CPA. In addition to the individual market there are local businesses. Currently, Baker & 

Associates CPA's local market includes 697 businesses (see appendix A24 for calculation). 

Below are future estimates for the local market assuming a 1.5% growth rate for the individual 

market, and a 1% growth rate for the business market. 

Individuals 

Businesses 

2008 ... 

3,488 

697 

2014 

3,814 

740 

2015 

3,871 

747 

2016 

3,929 

755 

The local market includes Orange City and the following surrounding towns that are part 

of Orange City's MOC-Floyd Valley school district: Alton (population 1,195), Hospers 

(population 666), Maurice (population 261), and Granville (population 321) ("City Data"). These 

communities will be the primary market area for Baker & Associates CPA; however, Baker & 

Associates CPA will not limit its service region to this area. It will additionally seek clients from 

surrounding communities. Sioux Center (population 6,581), Le Mars (population 9,127), and 

Sheldon (population 4,757) are three surrounding communities that Baker & Associates CPA 

would consider its secondary geographic market ("City Data"). These towns are larger markets 

and have established public accounting firms that provide services similar to those that Baker & 
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Associates CPA will provide. Additionally, these towns are farther away and have their own 

school districts, which lead to stronger ties to their communities. For these reasons, Baker & 

Associates CPA is less likely to draw clients from these towns. 

Target Market 

Within the geographic market that Baker & Associates CPA will serve are specific types 

of clients that are ideal. These are the target markets of the firm, and Baker & Associates CPA 

will focus on two. 

Target Market 1 

Baker & Associates CPA's primary target market will be small businesses. Baker & 

Associates CPA feels that this will comprise approximately 75% of their total clients. The reason 

that this is the primary market is the repeat business that it produces. As opposed to a once-a­

year individual taxpayer, a small business has ongoing needs. An example of an ideal customer 

that would fit the profile of this target market would be a general contractor. First, this client 

could be provided with assistance with payroll throughout the year. Next, either the client 

would use QuickBooks, which will lead to consulting opportunities, or Baker & Associates CPA 

would handle all of the client's general accounting. This would include bookkeeping and the 

preparation of quarterly financial statements. Baker & Associates CPA would provide annual 

tax planning in addition to the preparation of the tax return. If the company were large 

enough, it may also need an audit of its pension plan or a need for audit services may arise if it 

needs audited financial statements in order to secure more financing. The client would have 

ongoing consulting needs as different situations arise. Last, through providing valuable services 

to these target companies, Baker & Associates CPA would develop a relationship with the 
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owner, and would be in an ideal position to prepare individual tax returns. These ongoing 

needs lead to continued work and billings for Baker & Associates CPA. Each of the clients that 

fit this target market would generate between $2,500 and $10,000 of revenue annually. 

Target Market 2 

The second target market for Baker & Associates CPA is high net-worth individuals. The 

first way to gain access to these individuals would be through serving the companies they own 

or where they are employed. Business owners and company executives make-up a large part of 

this market. Individuals with a high net-worth will have more complex tax returns, which will 

lead to higher billings. Additionally, these individuals often have questions during the year 

involving tax planning and wealth management. Baker & Associates CPA will be the first place 

they turn to when they have questions regarding complex situations such as property 

transactions and estate planning. These individuals will provide revenues of between $300 and 

$2,500 annually. This market would make up approximately 15% of Baker & Associates CPA 

client base. 

The remaining 10% of Baker & Associates CPA client base will be made up of other 

businesses and individuals. This will include one-time projects for larger businesses, businesses 

that utilize only one of Baker & Associates CPA's service lines, and individuals that come in once 

a year for tax preparation services. 

Competition 

Based on a competitive analysis of the Orange City market there is opportunity to 

succeed in Orange City. Baker & Associates CPA feels it has an advantage over F.H. Anderson 

Co because of the professional environment of Baker & Associates CPA and the CPA 
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certifications that Baker & Associates CPA will have. Baker & Associates CPA will be able to gain 

a lot of small business clients because of its active involvement in the community and free 

QuickBooks seminars. Van Bruggen & Vande Vegte PC are not as involved in the community, or 

actively pursuing these small businesses. Finally, by simply being a CPA firm, and its core 

service being tax, Baker & Associates CPA has a large advantage over all of the law firms that 

provide tax services in the area. Below is a detailed analysis of the three tiers of competitors 

for Baker & Associates CPA. 

Tier 1: Direct Competition 

Company: 

City: 

Services: 

Strengths: 

Weaknesses: 

Employees: 

Company: 

Oty: 

Services: 

Strengths: 

F.H. Anderson Co 

Orange City, IA 

Tax, Accounting, Special Projects, Consulting 

Affordable, Laid-back, Friendly 

Aggressive, Hasty, Unprofessional, Not involved in community, No audit, not 

CPA's 

12 

Van Bruggen & Vande Vegte PC 

Orange City, IA 

Tax, Assurance/Audit, Consulting, Accounting, Financial Planning 

Variety of services, specialize in dairy, three offices 

Weaknesses: Not active in community 

Employees: 28 

Company: 

City: 

Services: 

Strengths: 

Klay, Veldhuizen, Bindner, De Jong & Jacobsma, P.L.C. (Law office) 

Orange City, IA 

Tax 

Client base established through law services, client confidentiality 

Weaknesses: Only tax services, specialty is in law, primarily simple tax returns, only do tax 

work during tax season 

Employees: 10 



Company: 

City: 

Services: 

Strengths: 

Rensink, Pluim, & Vogel (Law office) 

Orange City, IA 

Tax 

Client base established through law services, client confidentiality 

Weaknesses: Only individual taxes, specialty is in law, primarily simple tax returns 

Employees: 6 

Company: 

City: 

Services: 

Strengths: 

Tepaske & Krull (Law office) 

Orange City, IA 

Tax 

Client base established through law services, client confidentiality 

Weaknesses: Only tax services, specialty is in law, primarily simple tax returns 

Employees: 3 

Tier 2: Less Direct Competition-12 Miles away 

Accounting: 

Kroese & Kroese, PC 

Reichert Tax and Bookeeping Services 

Seibrecht & Co PC 

H & R Block Income Tax Preparation Services 

Law: 

Oostra Bierma Law Offices 

Evans Law Office 

Jacobsma & Clabaugh, PLC 

Kramer Law Firm 

Tier 3: Other competitors within 25 Miles 

Accounting: 

15 more CPA and tax preparation firms within 25 miles of Orange City, Iowa 

Law: 

19 more law offices within 25 miles (may or may not provide tax services) 

Indirect competition: 

Approximately 40% of tax returns are not completed by a paid preparer (Grassley). 
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Market Entry 

Baker & Associates CPA will enter the market in September of 2014. This timing is 

primarily based upon when the owner, Heath Baker, will have gained the experience needed to 

own and operate a public accounting firm. At this point he will have had four years of public 

accounting experience at Ernst and Young, a globally recognized firm. This will allow him to 

gain the skills and expertise needed before starting a business of his own. During these four 

years Heath will gain experience in tax preparation, business consulting, and building client 

relationships that he feels will be necessary to start a top-notch public accounting firm. 

Additionally, during these four years, Heath will be able to acquire the capital needed to start a 

business. Entering the market in September will allow the firm to get established in the 

community and allow the firm to begin gaining clients before tax season. January through April 

will be an extremely busy time, so starting in September will allow Baker & Associates CPA to 

get established and develop efficient operations before the busiest time of the year. This will 

also allow Heath to promote the firm to businesses and individuals around the area before tax 

season. 

Promotional Strategy 

Because Baker & Associates CPA is a start-up firm, it will not have a large advertising 

budget. For this reason, the primary form of promotions will be through personal selling and 

public relations/publicity. Joining the Chamber of Commerce would include a ribbon-cutting 

ceremony that will be recognized in the local newspaper. This will inform the community that 

the doors are open. Baker & Associates CPA will be active in the Chamber of Commerce and 

will participate in the annual business expo and Chamber golf outing. Next, Heath will be 
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targeting executives and Chief Financial Officers of local companies. He will set-up lunches or 

personal meetings with these business professionals to sell the services of Baker & Associates 

CPA. Because these targeted companies would be the most valuable clients for the firm, Heath 

thinks it is vital to be able to personally sell both himself and Baker & Associates CPA to these 

potential clients. 

Next, as mentioned in The Business section, Baker & Associates CPA will put on 

QuickBooks seminars in Orange City. The seminars will be free and will allow companies to 

learn about a module of QuickBooks from a QuickBooks ProAdvisor. Baker & Associates CPA 

sees this as a great way to gain clients, because when businesses encounter future QuickBooks 

questions, they will come to Baker & Associates CPA. 

A primary form of public relations that Baker & Associates CPA will utilize is being active 

in the community. By being involved with the Jaycees, participating on the board of a non­

profit, being a member of the golf course, getting involved at church, and simply showing his 

face around the community as much as possible, Heath and Baker & Associates CPA will gain a 

reputation and image in the community. As a provider of professional services, this is a vital 

part of the business, and the trust and relationships that form from this involvement will lead to 

new clients and additional sales for the firm. 

Baker & Associates CPA will also use other forms of promotion. In the middle of 

January, the firm will send out direct mail postcards to promote the business. The postcards 

will be sent primarily to the target markets, and they will be focused around the firm's 

competitive advantage of having a personal touch. Baker & Associates CPA wants their clients 

to know that their personal financial information is secure and that they can develop long-term 
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relationships with the firm. The postcard will state that Baker & Associates CPA would like to 

help with tax returns. The postcards can be purchased, printed, and put in the mail through 

directmail.com. Baker & Associates CPA will send out 2,500 postcards at a price of $946. An 

example can be seen in appendix A25, but would be customized to Baker & Associates CPA 

("Postcard Printing"). Additionally, Baker &.Associates CPA will run weekly ads in the local 

newspaper from January through March, and will place an advertisement in the yellow pages of 

the local phone books. 

Pricing 

A business is defined by the value that it provides to its customers, and Baker & 

Associates CPA will strive to provide exceptional value. Instead of creating a pricing strategy 

around the firm's costs, Baker & Associates CPA will price its services based on their value to 

customers. In Pricing on Purpose: How to Implement Value Pricing in Your Firm Ronald Baker 

calls this value pricing. Basically, Baker & Associates CPA will sit down with the client and ask 

them questions to gauge what level of services they are expecting and what their price 

sensitivity is. Baker & Associates CPA will then provide them with different levels of service and 

corresponding prices. Ronald Baker provides the following illustration to show how Baker & 

Associates CPA could come up with a pricing strategy after talking to the client. 

Figure 1 

Platinum 

Gold 

Green 

Reservation 

$C 

$N 

$Z 

Hope For 

$B 

$M 

$Y 

Pump Fist 

$A 

$L 

$X 
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In this illustration by Ronald Baker, the green, gold, and platinum rows represent the 

level of service the client expects. If they choose a lower level of service, the price will be 

lower. Based on the price sensitivity of the client, Baker & Associates CPA would choose to 

present the reservation, hope for, or pump fist column to the client. The "reservation" column 

is the least amount that Baker & Associates _CPA would take and would provide an average 

margin on the services. The "hope for" column would be higher prices, and would increase the 

margins for the firm. Last, is the "pump fist" column, which provides margins large enough that 

Baker & Associates CPA would "give a pump fist" afterwards. These prices would be provided 

to a client insensitive to price and willing to pay for the best service. Baker & Associates CPA 

would not provide all nine options to a client, but perhaps just one column. This allows the 

client the flexibility to choose the level of service they desire, as well as the corresponding price 

they are willing to pay. This provides the client with a fixed price before the services are 

provided. Clients love to know exactly what they will be charged up front as opposed to an 

estimate or hourly rate. Additionally, it aligns the interests of the firm with those of the client. 

Baker & Associates CPA wants to provide value to the client and do it as efficiently and 

effectively as possible. Charging by the hour would cause Baker & Associates CPA to want to 

spend more hours on a client, where the client wants us to spend as few as possible. There are 

many more advantages to value pricing and disadvantages to hourly pricing provided in Pricing 

on Purpose: How to Implement Value Pricing in Your Firm (see appendices A26 to A27 for list). 

After the client chose the option they wanted, Baker & Associates CPA would set up a 

fixed-price agreement. It will lay out the exact services the firm will provide and the price it will 

charge. If there would happen to be a change in scope during the work, Baker & Associates CPA 
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could create a change order that would list the additional services that would be provided and 

what it would charge to do so (see appendices A28 to A32 for examples of both forms). Value 

pricing will be primarily used for business clients. It is for ongoing clients that will be 

continuously using services such as payroll, bookkeeping, general accounting, consulting, and 

ongoing tax needs (Baker). 

For individual clients, Baker & Associates CPA will have a pricing structure for prepared 

tax returns. The pricing structure will have a normal and discount price for each type of return, 

and will list the prices for each additional schedule/form. Baker & Associates CPA's price 

schedule is based upon Buck, CPA's pricing schedule out of Schaller, IA ("Buck, CPA Fee 

Schedule"). The prices were increased by 10% because Baker & Associates CPA is serving a 

town of almost 6,000, as opposed to a population of only 700 in Schaller, IA (see appendices 

A33 to A34 for fee schedule). For example, Baker & Associates CPA will charge $156.00 for 

preparation of Form 1040. If the client itemizes their deductions they will use Schedule A, and 

it would cost an additional $58.00 for a total of price of $214. According to a survey by the 

National Society of Accountants, the average price for preparation of a 1040 and Schedule A in 

the West North Central region (which includes Iowa) is $169 ("Tax Preparation Fees"). There 

are two reasons Baker & Associates CPA is priced a little higher than this. First, generally CPA 

firms are a little higher priced because people are willing to pay for CPA expertise. Second, the 

survey is now two years old, and prices have been adjusted. 
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Finances 

Capital Requirements 

Baker & Associates CPA's start-up capital will come solely through an equity investment 

of $45,000 by the owner, Heath Baker. The original uses of this capital will be for start-up 

expenditures and the first four months of operating capital. 

Projections 

Baker & Associates CPA projects sales of $193,489 and a net income of $85,015 in the 

first year of operation. In year two, it expects sales of $277,383 and a net income of $150,614, 

with these numbers increasing to sales of $400,896 and a net income of $216,399 by year 

three. Additionally, the amount of revenues that are needed to cover operating expenses are 

$96,011 in year one, $120,698 in year two, $176,808 in year three. 

Cash flow is expected to be negative for the first four months, but should reach a 

positive inflow in January, the first month of tax season. At the end of year one, the cash 

balance is projected to be $48,465. The ending cash balance is projected to be $71,956 at the 

end of year two, and $102,615 at the end of the third year. These numbers include the owner's 

draw. 

As this strategic business plan demonstrates, Baker & Associates CPA will become a 

profitable business venture by filling niches within the Orange City, Iowa, market and providing 

valuable services to clients. 



START-UP FUNDING & EXPENDITURES 
Baker & Associates CPA 

Start-up Cash 
Equity Investments 
Loan Proceeds 
Real-Estate Loans 

Total Start-up Cash 

Start-up Expenditures 
Security Deposits 

Rent (last month's) 
Telephone Deposit 
Utilities Deposit 
Other Deposits 

Total Security Deposits 

Start-up Expenses 
Accounting Fees 
Activation Fee 
Corporate Fees & Taxes 
Federal Tax ID 
Fictitious Name Costs 
Insurance 
Legal & Consulting Fees 
Meals & Entertainment 
Office Supplies 
Payroll Expenses (training/setup) 

Salaries & Wages 
Payroll Taxes 
Benefits 

Pre-opening advertising 
Printing (cards, stationery, brochures) 

Miscellaneous 
Software/Literature 
Total Start-up Expenses 

Other Costs 
Opening Inventory 

Capital Expenditures 
Computer Equipment 
Equipment/Machinery 
Furniture & Fixtures 
Vehicles 
Leasehold Improvements 
Buildings 
Land 

Total Start-up Capital Expenditures 

Total Start-up Expenditures 

Appendix 

45,000 

45,000 

1,750 

1,750 

-
-
-

50 

-
2,507 

-
-

340 

576 
69 

144 
-
-

3,294 
6,980 

-I 

10,007 
350 

5,200 
-
-
-
-

15,557 

24,287 I 



SALES PROJECTIONS 
Baker & Associates CPA 
Year 1 
Sales Budl!et 

..,: Product/Service Category A 
~ Product/Service Category B 
:'.: Product/Service Category C 

Product/Service Category D 
;;; Product/Service Category E 
> Product/Service Category F 
:'.: Product/Service Category G 

Gross Sales 
;;1 Less: Returns & Allowances 
~ NetSales 
- Other Income 

Total Income 
;;1 Credit Manaeement 
> Sales ( cash) :,:, - Sales ( credit) 

Received on Account 
Bad Debt Expense 

Year 1 Assumptions 
Product/Service Category A 

;;1 Product/Service Category B 
~ Product/Service Category C 
- Product/Service Category D 
-<: Product/Service Category E 
m Product/Service Category F 
~ Product/Service Category G 
- Less: Returns & Allowances 
..,: Other Income 
tT'l Sales ( cash) > :,:, Sales ( credit) - Received on Account 

Bad Debt Expense 

SEP OCT NOV DEC 

6,047 6,047 6,047 6,047 

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

6,047 6,047 6,047 6,047 

- - - -
6,047 6,047 6,047 6,047 

- - - -
6,047 6,047 6,047 6,047 

1,209 1,209 1,209 1,209 
4,837 4,837 4,837 4,837 

- 4,837 4,837 4,837 
42 42 42 42 

see sales calculations page 

JAN FEB MAR APR 

36,279 36,279 36,279 36,279 

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

36,279 36,279 36,279 36,279 

- - - -
36,279 36,279 36,279 36,279 

- - - -
36,279 36,279 36,279 36,279 

7,256 7,256 7,256 7,256 
29,023 29,023 29,023 29,023 

4,837 29,023 29,023 29,023 
254 254 254 254 

Appendix 

MAY JUN JUL 

6,047 6,047 6,047 

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

6,047 6,047 6,047 

- - -
6,047 6,047 6,047 

- - -
6,047 6,047 6,047 

1,209 1,209 1,209 
4,837 4,837 4,837 

29,023 4,837 4,837 
42 42 42 

AUG 

6,047 

-
-
-
-
-

6,047 

-
6,047 

-
6,047 

1,209 
4,837 
4,837 

42 

TOTAL 

193,489 

-
-
-
-
-
-

193,489 

-
193,489 

-
193,489 

38,698 
154,791 
149,954 

1,354 

~ 
..I-



SALES PROJECTIONS 
Baker & Associates CPA 
Year2 
Sales Budeet 

-< Product/Service Category A 
~ Product/Service Category B 
;ti Product/Service Category C 
N Product/Service Category D 
-< Product/Service Category E 
~ Product/Service Category F 
;'.; Product/Service Category G 

Gross Sales 
;;j Less: Returns & Allowances 
~ NetSales 
N Other Income 

Total Income 
trl Credit Manaeement 
~ Sales ( cash) 
N Sales ( credit) 

Received on Account 
Bad Debt Expense 

Year 2 Assumptions 
Product/Service Category A 

;;j Product/Service Category B 
~ Product/Service Category C 
N Product/Service Category D 
-< Product/Service Category E 
m Product/Service Category F > . 
;ti Product/Service Category G 
N Less: Returns & Allowances 
,< Other Income 

~ Sales (cash) 
;ti Sales ( credit) 
N 

Received on Account 
Bad Debt Expense 

SEP OCT NOV DEC 

8,668 8,668 8,668 8,668 

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

8,668 8,668 8,668 8,668 

- - - -
8,668 8,668 8,668 8,668 

- - - -
8,668 8,668 8,668 8,668 

1,734 1,734 1,734 1,734 
6,935 6,935 6,935 6,935 
4,837 6,935 6,935 6,935 

61 61 61 61 

see sales calculations page 

JAN FEB MAR APR MAY JUN JUL AUG TOTAL 

52,009 52,009 52,009 52,009 8,668 8,668 8,668 8,668 277,383 

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

52,009 52,009 52,009 52,009 8,668 8,668 8,668 8,668 277,383 
- - - - - - - - -

52,009 52,009 52,009 52,009 8,668 8,668 8,668 8,668 277,383 
- - - - - - - - -

52,009 52,009 52,009 52,009 8,668 8,668 8,668 8,668 277,383 

10,402 10,402 10,402 10,402 1,734 1,734 1,734 1,734 55,477 
41,607 41,607 41,607 41,607 6,935 6,935 6,935 6,935 221,906 

6,935 41,607 41,607 41,607 41,607 6,935 6,935 6,935 219,809 
364 364 364 364 61 61 61 61 1,942 

Appendix 
~ 
\. f\ 



SALES PROJECTIONS 
Baker & Associates CPA 
Year3 
Sales Bud2et 

-< Product/Service Category A 
~ Product/Service Category B 
:'.: Product/Service Category C 

Product/Service Category D 
-< Product/Service Category E 
tt1 . > Product/Service Category F 
:'.: Product/Service Category G 

Gross Sales 
~ Less: Returns & Allowances 
~ NetSales 
w Other Income 

Total Income 
~ Credit Mana2ement 
~ Sales ( cash) 
w Sales ( credit) 

Received on Account 
Bad Debt Expense 

Year 3 Assumptions 
Product/Service Category A 

~ Product/Service Category B 
~ Product/Service Category C 
w Product/Service Category D 

Product/Service Category E -< . m Product/Service Category F 
~ Product/Service Category G 
w Less: Returns & Allowances 
-< Other Income 

~ Sales ( cash) 
:,;:i Sales ( credit) w 

Received on Account 
Bad Debt Expense 

SEP OCT NOV DEC 

12,528 12,528 12,528 12,528 

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

12,528 12,528 12,528 12,528 

- - - -
12,528 12,528 12,528 12,528 

- - - -
12,528 12,528 12,528 12,528 

2,506 2,506 2,506 2,506 
10,022 10,022 10,022 10,022 
6,935 10,022 10,022 10,022 

88 88 88 88 

see sales calculations oage 

JAN FEB MAR APR MAY JUN JUL AUG TOTAL 

75,168 75,168 75,168 75,168 12,528 12,528 12,528 12,528 400,896 

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

75,168 75,168 75,168 75,168 12,528 12,528 12,528 12,528 400,896 
- - - - - - - - -

75,168 75,168 75,168 75,168 12,528 12,528 12,528 12,528 400,896 

- - - - - - - - -
75,168 75,168 75,168 75,168 12,528 12,528 12,528 12,528 400,896 

15,034 15,034 15,034 15,034 2,506 2,506 2,506 2,506 80,179 
60,134 60,134 60,134 60,134 10,022 10,022 10,022 10,022 320,717 
10,022 60,134 60,134 60,134 60,134 10,022 10,022 10,022 317,629 

526 526 526 526 88 88 88 88 2,806 

Appendix vJ 
~ 



Year I SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG TOTAL 

Operatine Expenses 
Advertising 200 1,072 400 400 2,072 

Bank Charges 
Dues & Subscriptions 725 725 

Insurance 

-< Licenses & Fees 

~ Marketing & Promotion 946 946 ,, 
Meals & Entertainment 100 100 100 100 100 100 100 100 100 100 100 100 1,200 -
Miscellaneous 1,612 1,612 1,612 1,612 1,612 1,612 1,612 1,612 1,612 1,612 1,612 1,612 19,344 

-< Office Expense (postage) ~ ,, Office Supplies 300 300 300 300 300 300 300 300 300 300 300 300 3,600 - Outside Services 
-< Payroll Expenses 
~ ,, Salaries & Wages 2,350 2,350 2,350 2,350 2,350 2,350 2,350 2,350 2,350 2,350 2,350 2,350 28,200 - Payroll Taxes 282 282 282 282 282 282 282 282 282 282 282 282 3,384 

-< Benefits 588 588 588 588 588 588 588 588 588 588 588 588 7,056 
~ Professional Fees ,, - Property Taxes 

-< Rent 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 21,000 

~ Repairs & Maintenance ,, 
Shipping & Delivery - Telephone & Internet 100 100 100 100 100 100 100 100 100 100 100 100 1,200 

-< Training & Development ~ ,, Travel 167 167 167 167 167 167 167 167 167 167 167 167 2,004 - Utilities 240 240 240 240 240 240 240 240 240 240 240 240 2,880 

Vehicle 
Software 
Continuing Education 800 800 800 2,400 

Software/Literature (start-up) 
Total Operatine Expenses 9,360 7,489 7,489 7,489 8,561 7,889 7,889 7,489 8,289 8,289 8,289 7,489 96,011 

Assumotions - Year 1 
Advertising Big we're open ad in Ad-visor, a local newspaper--200 and yellow pages ad 672 and ad in newspaper $100 per week for 12 weeks 
Bank Charges 
Dues & Subscriptions A!CPA-$65 vr I fee+ 395 annual, Iowa Accountancy Examining Board fee $50, Iowa Society ofCPAs $215 = $725 total 
Insurance in start uo for vr one 

-< Licenses & Fees 
~ Marketing & Promotion direct mailings to targeted markets through directmail.com--2500 postcards includes printing and mailing= 946 ,, - Meals & Entertainment take business owners/cfo's out to eat to eain clients 

-< Miscellaneous 10 % of sales-based on industry average. I• 193,489=19348 annual/12=1612 monthly 
~ Office Expense (postage) ,, - Office Supplies stationary/binders/paper/random supplies 

-< Outside Services 

~ Payroll Expenses ,, 
Salaries & Wages 1000 hours *$10 =10 000 & 1300 hours• $14=18 200, so total 28 200 annual/12=2350 monthly - Payroll Taxes calculated at 12% of wages= ,so 2350 •. !2=282 

-< Benefits calculated at 25% of waees--2350/month wages • .25= $588 monthly ~ ,, Professional Fees - Property Taxes 
-< Rent $12 per sauare foot x 1750 sa ft=2 l,OOO annual rent/12 months= 1750 monthlv rent---includes evervth;no except utilities, telephone internet 
~ Repairs & Maintenance ,, - Shipping & Delivery 

-< Telephone & Internet monthlvbill 
~ Training & Development ,, 

Travel 2000/12=167 monthlv based on industrv averaees -
Utilities monthly bill based on research of commercial utilitv bills in the area 
Vehicle 
Software 
Continuing Education approx $30/hr and 2 People need continuine ed at 40 hrs annuallv each so 80*30=2400 ... will do in summer months 

Software/Literature (start-up) 
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Year 2 
Ooeratine Exoenses 

Advertising 
Bank Charges 
Dues & Subscriptions 
Insurance 

-< Licenses & Fees 
Ii,! Marketing & Promotion ,, 

Meals & Entertainment N 

Miscellaneous 
-< Office Expense (postage) Ii,! ,, Office Supplies 
N 

Outside Services 
-< Payroll Expenses 
Ii,! ,, Salaries & Wages 
N Payroll Taxes 

-< Benefits 
Ii,! Professional Fees ,, 
N Property Taxes 

-< Rent 

Ii,! Repairs & Maintenance ,, 
Shipping & Delivery N 

Telephone & Internet 
-< Training & Development Ii,! ,, Travel 
N 

Utilities 
Vehicle 
Software 
Continuing Education 

Software/Literature (start-uo) 
Total Ooeratine Exoenses 

Assumptions - Year 2 
Advertising 
Bank Charges 
Dues & Subscriptions 
Insurance 

-< Licenses & Fees 
Ii,! 

Marketing & Promotion ,, 
N Meals & Entertainment 

-< Miscellaneous 
Ii,! Office Expense (postage) ,, 
N Office Supplies 

-< Outside Services 

Ii,! Payroll Expenses ,, 
Salaries & Wages N 

Payroll Taxes 
-< Benefits Ii,! ,, Professional Fees 
N 

Property Taxes 
-< Rent 
Ii,! Repairs & Maintenance ,, 
N Shipping & Delivery 

-< Telephone & Internet 
Ii,! Training & Development ,, 
N Travel 

Utilities 
Vehicle 
Software 
Continuing Education 

Software/Literature (start-up) 

SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG 

1,072 400 400 

650 

210 210 210 210 210 210 210 210 210 210 210 210 

946 

120 120 120 120 120 120 120 120 120 120 120 120 

2,311 2,311 2,311 2,311 2,311 2,311 2,311 2,311 2,311 2,311 2,311 2,311 

400 400 400 400 400 400 400 400 400 400 400 400 

2,917 2,917 2,917 2,917 2,917 2,917 2,917 2,917 2,917 2,917 2,917 2,917 

350 350 350 350 350 350 350 350 350 350 350 350 

730 730 730 730 730 730 730 730 730 730 730 730 

1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 

100 100 100 100 100 100 100 100 100 100 100 100 

250 250 250 250 250 250 250 250 250 250 250 250 

240 240 240 240 240 240 240 240 240 240 240 240 

2,294 

800 800 800 

13,268 9,378 9,378 9,378 10,450 9,778 9,778 9,378 10,178 10,178 10,178 9,378 

1vellow oaees ad 672 and ad in newsoaoer $100 oer week for 12 weeks 

AICPA-$395 annual, Iowa Accountancv Examinine Board fee $50, Iowa Societv ofCPAs $215, = $660 total 
500 eeneral liab + 2000 errors and omissions+ workers como .29 • 35 = 10 (.29 oer thousand dollars waees)=2510/12=210 

direct mailines to tareeted markets throueh directmail.com--2500 oostcards includes orintine and mailine= 946 
take business owners/cfo's out to eat to gain clients 
10 % of sales-based on industrv averaee. I *277,383=27,738 annual/12=23 llmonthlv 

stationarv/binders/oaoer/random suoolies 

1000 hours *$11 =11,000 & 1600 hours• $15=24,000, so total 35,000 annual/12=2917 monthly 
calculated at 12% ofwaees= ,so 2917 •. 12=350 
calculated at 25% of waees--291 ?/month waees • .25= $730 monthly 

$12 per square foot x 1750 sq ft=21 000 annual rent/12 months=l750 monthly rent---includes evervthine except utilities, telephone, internet 

3000/12=250 monthly based on industrv averaees 
monthlv bill based on research of commercial utilitv bills in the area 

599 auickbooks + 695 annual website/email + other uodates of I 000 
aoorox $30/hr and 2 people need continuine ed at 40 hrs annuallv each so 80*30=2400 .. will do in summer months 

Appendix 

TOTAL 

1,872 

650 
2,520 

946 

1,440 

27,732 

4,800 

35,004 

4,200 

8,760 

21,000 

1,200 

3,000 

2,880 

2,294 

2,400 

120,698 
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~1 Telephone & Internet 
Training & Develooment 

Year3 SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG TOTAL 
Ooeratine Exoenses 

Advertising 1,072 400 400 1,872 

Bank Charges 
Dues & Subscriptions 660 660 

Insurance 210 210 210 210 210 210 210 210 210 210 210 210 2,520 

-< Licenses & Fees 

~ Marketing & Promotion 946 946 
:,J 

Meals & Entertainment 150 150 150 150 150 150 150 150 150 150 150 150 1,800 
"' Miscellaneous 3,340 3,340 3,340 3,340 3,340 3,340 3,340 3,340 3,340 3,340 3,340 3,340 40,080 
-< Office Expense (postage) ~ 
:,J Office Supplies 500 500 500 500 500 500 500 500 500 500 500 500 6,000 
"' Outside Services 
-< Payroll Expenses 
~ 
:,J Salaries & Wages 5,350 5,350 5,350 5,350 5,350 5,350 5,350 5,350 5,350 5,350 5,350 5,350 64,200 

"' Payroll Taxes 642 642 642 642 642 642 642 642 642 642 642 642 7,704 

-< Benefits 1,338 1,338 1,338 1,338 1,338 1,338 1,338 1,338 1,338 1,338 1,338 1,338 16,056 

~ Professional Fees 
:,J 

"' Property Taxes 

-< Rent 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 1,750 21,000 

~ Repairs & Maintenance 
:,J Shipping & Delivery 
"' Telephone & Internet 100 100 100 100 100 100 100 100 100 100 100 100 1,200 
-< Training & Development ~ 
:,J Travel 333 333 333 333 333 333 333 333 333 333 333 333 3,996 
"' Utilities 240 240 240 240 240 240 240 240 240 240 240 240 2,880 

Vehicle 
Software 2,294 2,294 

Continuing Education 1,200 1,200 1,200 3,600 

Software/Literature (start-uo \ 
Total Ooeratine: Exoenses 17,853 13,953 13,953 13,953 15,025 14,353 14,353 13,953 15,153 15,153 15,153 13,953 176,808 

Assumptions • Year 3 
Advertising vellow oages ad 672 and ad in newsoaoer $100 oer week for 12 weeks 
Bank Charges 
Dues & Subscriptions AJCPA-$395 annual Iowa Accountancv Examining Board fee $50, Iowa Societv ofCPAs $215 = $660 total 
Insurance 500 general liab + 2000 errors and omissions + workers comp .29 • 64 = I 9 (.29 per thousand dollars wages)=25 I 9/12=210 

-< Licenses & Fees m 
)> Marketing & Promotion direct mailings to targeted markets through directmail.com--2500 postcards includes printing and mailing= 946 :,J 

"' Meals & Entertainment take business owners/cfo's out to eat to '-!ain clients 
-< Miscellaneous 10 % of sales-based on industrv average . I *400 896=40,090 annual/12=3340 monthlv 
~ Office Expense (postage) 
:,J 

"' Office Supplies stationarv/binders/paper/random supplies 

-< Outside Services 

~ Payroll Expenses 
:,J Salaries & Wages 1000 hours *$12 =12,000 & 1300 hours• $14=18,2000 +34,000 so total 64 200 annual/12=5350monthly 
"' Payroll Taxes calculated at 12% of wages= ,so 5350 *.12=642 
-< Benefits calculated at 25% ofwages--5350/month wages• .25= $1338 monthly ~ 
:,J Professional Fees 
"' Property Taxes 
-< Rent $ 12 per sauare foot x 1750 sa ft=2 l ,OOO annual rent/12 months= I 750 monthlv rent---includes eve.-vth;na exceot utilities teleohone internet 
~ Repairs & Maintenance :,J 

"' Shipping & Delivery 

-< Telephone & Internet 
~ Training & Development 
:,J 

"' Travel 4000/12=333 monthlv based on industrv averages 
Utilities monthly bill based on research of commercial utilitv bills in the area 
Vehicle 
Software 599 quickbooks + 695 annual website/email + other updates of I 000 
Continuing Education approx $30/hr and 3 Peoole need continuing ed at 40 hrs annuallv each so l20*30=3600 .. will do in summer months 

Software/Literature (start-up) 
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CAPITAL BUDGET PROJECTIONS 
-< Year 1 SEP OCT NOV DEC JAN FEB 
~ Capital Budl!et 
~ Owner's Draw 2,000 2,000 2,000 2,000 2,000 4,000 

Investor's Draw - - - - - -
~ Dividends Paid - - - - - -
~ Security Deposits - - - - - -
- Amortization - - - - - -

Depreciation ( existing assets) 344 344 344 344 344 344 
~ Capital Asset Purchases - - - - - -
~ Depreciation (new purchases) - - - - - -
- Land - - - - - -

Assumptions - Year 1 
Owner's Draw 

~ Investor's Draw 
~ Dividends Paid 
- Security Deposits 
-< Amortization 
~ Equipment 
~ Equipment Depreciation 

Furniture 
~ Furniture Depreciation 
~ Leasehold Improvements 
- Leasehold Depreciation 
-< Vehicles 
~ Vehicle Depreciation 
~ Building 

Building Depreciation 
Land 

Appendix 

MAR APR MAY JUN 

4,000 4,000 4,000 4,000 

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

344 344 344 344 

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

JUL AUG 

4,000 4,000 

- -
- -
- -
- -

344 344 
- -
- -
- -

Year I Total Depreciation 

TOTAL 

38,000 

-
-
-
-

4,129 

-
-
-

4,129 

J:_ 
0 



CAPITAL BUDGET PROJECTIONS 
-< Year 2 SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG TOTAL 
~ Capital Budeet 
~ Owner's Draw 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 7,000 84,000 

Investor's Draw - - - - - - - - - - - - -
;;:j Dividends Paid - - - - - - - - - - - - -
~ Security Deposits - - - - - - - - - - - - -
N Amortization - - - - - - - - - - - - -

Depreciation ( existing assets) 344 344 344 344 344 344 344 344 344 344 344 344 4,129 

tri Capital Asset Purchases - - - - - - - - - - - - -
~ Depreciation (new purchases) - - - - - - - - - - - - -
N Land - - - - - - - - - - - - -

Year 2 Total Depreciation 4,129 

Assumptions - Year 2 
Owner's Draw 

tri Investor's Draw 
~ Dividends Paid 
N Security Deposits 
-< Amortization 
~ Equipment 
~ Equipment Depreciation 

Furniture 
tri Furniture Depreciation 
~ Leasehold Improvements 
N Leasehold Depreciation 
-< Vehicles 
~ Vehicle Depreciation 
~ Building 

Building Depreciation 
Land 
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CAPITAL BUDGET PROJECTIONS 
-< Year3 SEP OCT NOV DEC 
~ Capital Bude;et 
c; Owner's Draw 10,000 10,000 10,000 10,000 

Investor's Draw - - - -
~ Dividends Paid - - - -
~ Security Deposits - - - -
w Amortization - - - -

Depreciation ( existing assets) 344 344 344 344 
~ Capital Asset Purchases 2,615 - - -
~ Depreciation ( new purchases) 63 63 63 63 
w Land - - - -

Assumptions - Year 3 
Owner's Draw 

~ Investor's Draw 
~ Dividends Paid 
w Security Deposits 
,-< Amortization 
~ Equipment 1 purchase laptop and desktop for new hire=$2000 
C: Equipment Depreciation telephone $115 

Furniture I purchase desk $300 and chair $200 for new hire 
~ Furniture Depreciation 
~ Leasehold Improvements 
w Leasehold Depreciation 
,-< Vehicles 
~ Vehicle Depreciation 
C: Building 

Building Depreciation 
Land 

JAN FEB MAR APR MAY 

10,000 10,000 10,000 10,000 10,000 
- - - - -
- - - - -
- - - - -
- - - - -

344 344 344 344 344 

- - - - -
63 63 63 63 63 

- - - - -
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10,000 10,000 10,000 

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

344 344 344 
- - -

63 63 63 

- - -
Year 3 Total Depreciation 

TOTAL 

120,000 

-
-
-
-

4,129 
2,615 

755 

-
4,883 

..L 
~ 



DEPRECIATION SCHEDULES 
Baker & Associates CPA 

Year 1 Existine: Assets 
Set-up Assets (no detail entered) 
Set-up Assets (detail entered) 
Start-up Purchases 
Total 
Year 2 Existine: Assets 
Set-up Assets (no detail entered) 
Set-up Assets ( detail entered) 
Start-up Purchases 

Total 
Year 3 Existin!! Assets 
Set-up Assets (no detail entered) 
Set-up Assets ( detail entered) 
Start-up Purchases 

Total 

Year 1 New Purchases 
Computer Equipment 
Computer Equipment Depreciation 
Equipment/Machinery 
Equipment Depreciation 
Furniture 
Furniture Depreciation 
Leasehold Improvements 
Leasehold Depreciation 
Vehicles 
Vehicle Depreciation 

Building 
Building Depreciation 

Year 2 New Purchases 
Computer Equipment 
Computer Equipment Depreciation 
Equipment/Machinery 
Equipment Depreciation 
Furniture 
Furniture Depreciation 
Leasehold Improvements 
Leasehold Depreciation 
Vehicles 
Vehicle Depreciation 
Building 
Building Depreciation 

Year 3 New Purchases 
Computer Equipment 
Computer Equipment Depreciation 
Equipment/Machinery 
Equipment Depreciation 
Furniture 
Furniture Depreciation 
Leasehold Improvements 
Leasehold Depreciation 
Vehicles 
Vehicle Depreciation 
Building 
Building Depreciation 

SEP OCT 
- -
- -

344 344 
344 344 

- -
- -

344 344 
344 344 

- -
- -

344 344 
344 344 

SEP OCT 
- -
- -
- -
- -
- -
- -

-
- -
- -
- -
- -
- -

- -
- -
- -

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

2,000 -
56 56 

115 -
I I 

500 -
6 6 
- -
- -
- -
- -
-
- -

NOV DEC JAN FEB 
- - - -
- - - -

344 344 344 344 
344 344 344 344 

- - - -
- - -

344 344 344 344 
344 344 344 344 

- - - -
- - - -

344 344 344 344 
344 344 344 344 

NOV DEC JAN FEB 
- - - -
- - - -
- - -
- - - -
- - - -
- - - -
- - - -
- - - -
- - - -
- - -
- - - -
- - - -

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

- - - -
56 56 56 56 

- - - -
I I I I 
- - - -
6 6 6 6 
- - - -
- - - -
- - - -
- - - -
- - - -
- - - -
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- - - -
- - - -

344 344 344 344 
344 344 344 344 

- - - -
- - - -

344 344 344 344 
344 344 344 344 

- - - -
- - - -

344 344 344 344 
344 344 344 344 

MAR APR MAY JUN 

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

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

- - - -
56 56 56 56 

- - - -
I I I I 
- - - -
6 6 6 6 

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

JUL AUG 

- -
- -

344 344 
344 344 

- -
- -

344 344 
344 344 

- -
- -

344 344 
344 344 

JUL AUG 

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

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

- -
56 56 

- -
I I 
- -
6 6 

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

TOTAL 

-
4,129 
4,129 

-
-

4,129 
4,129 

-
-

4,129 
4,129 

TOTAL 

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

-
-
-
-
-
-
-
-
-
-
-

2,000 
667 
115 
16 

500 
71 

-
-
-
-
-
-

...r. 
\.N 



MONTHLY INCOME STATEMENT 
Baker & Associates CPA 

Yr.1 
Net Sales (less returns & allowances) 
Cost of Goods Sold 
Gross Income 

Operating Expenses 
Advertising 
Bad Debt Expense 
Bank Charges 
Depreciation & Amortization 
Dues & Subscriptions 
Insurance 
Licenses & Fees 
Marketing & Promotion 
Meals & Entertainment 
Miscellaneous 
Office Expense 
Office Supplies 
Outside Services 
Payroll Expenses 

Salaries & Wages 
Payroll Taxes 
Benefits 

Professional Fees 
Property Taxes 
Rent 
Repairs & Maintenance 
Shipping & Delivery 
Telephone 
Training & Development 
Travel 
Utilities 
Vehicle 

Software 
Continuing Education 

Software/Literature (start-up) 
Total Ooeratin2 Expenses 

Ooeratine Income 

Interest Expense 
Other Income (interest, royalties, etc.) 

Income Before Taxes 

Pre Start-up SEP 
6,047 

6,047 

200 
42 

344 
725 

2,507 . 
50 . 

946 
l00 

. 1,612 

340 300 

576 2,350 
69 282 

144 588 
. 

1,750 

. 
100 

. 

167 
240 

. 

. 
3,294 

6,980 9,746 

/6,980) /3,700) 

. 

. 

(6,980) (3,700) 

OCT NOV DEC JAN 
6,047 6,047 6,047 36,279 

. . . 

6,047 6,047 6,047 36,279 

. . 1,072 
42 42 42 254 

. . . 

344 344 344 344 
. . 

. . . 
. . 

. . 
100 100 100 100 

1,612 1,612 1,612 1,612 
. . 

300 300 300 300 
. . . 

2,350 2,350 2,350 2,350 
282 282 282 282 
588 588 588 588 

. . . . 

. . . 

1,750 1,750 1,750 1,750 
. . . . 

. . . 
100 100 100 100 

. . . . 

167 167 167 167 
240 240 240 240 

. . 

. . 
. . . 
. . . 

7,875 7,875 7,875 9,159 

(1,829) (1,829) (1,829) 27,120 

. . . 

. . . 

(1,829) (1,829) (1,829) 27,120 
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FEB MAR APR MAY 
36,279 36,279 36,279 6,047 

. . 
36,279 36,279 36,279 6,047 

400 400 
254 254 254 42 

. . . . 
344 344 344 344 

. . . 
. . . 
. . . 

. . 

100 100 100 100 
1,612 1,612 1,612 1,612 

. . . 
300 300 300 300 

. . . . 

2,350 2,350 2,350 2,350 
282 282 282 282 
588 588 588 588 

. . 

. . . 
1,750 1,750 1,750 1,750 

. . . . 
. . 

100 100 100 100 
. . . 

167 167 167 167 
240 240 240 240 

. . . 

. . . . 
. 800 
. . 

8,487 8,487 8,087 8,675 

27,792 27,792 28,192 (2,629) 

. . . 
. 

27,792 27,792 28,192 (2,629) 

JUN JUL 
6,047 6,047 

6,047 6,047 

42 42 

344 344 
. . 
. . 
. . 
. . 

100 100 
1,612 1,612 

. . 

300 300 

2,350 2,350 
282 282 
588 588 

. 
. . 

1,750 1,750 
. . 
. . 

100 100 
. . 

167 167 
240 240 

. . 
800 800 

. . 
8,675 8,675 

(2,629) /2,629) 

. . 

. . 

(2,629) (2,629) 

AUG 
6,047 

. 
6,047 

. 

42 
. 

344 

. 
100 

1,612 
. 

300 
. 

2,350 
282 
588 

. 

. 
1,750 

100 
. 

167 
240 

. 

. 
7,875 

(1,829) 

(1,829) 

Total 
193,489 

193,489 

2,072 
1,354 

4,129 
725 

2,507 
50 

946 
1,200 

19,344 
. 

3,940 

28,776 
3,453 
7,200 

. 

21,000 

. 
1,200 

. 
2,004 
2,880 

2,400 
3,294 

l08,474 

85,015 

. 

85,015 
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MONTHLY INCOME STATEMENT 
Baker & Associates CPA 

Yr. 2 
Net Sales (less returns & allowances) 
Cost of Goods Sold 
Gross Income 

Operating Expenses 
Advertising 
Bad Debt Expense 
Bank Charges 
Depreciation & Amortization 
Dues & Subscriptions 
Insurance 
Licenses & Fees 
Marketing & Promotion 
Meals & Entertainment 
Miscellaneous 
Office Expense 
Office Supplies 
Outside Services 
Payroll Expenses 

Salaries & Wages 
Payroll Taxes 
Benefits 

Professional Fees 
Property Taxes 
Rent 
Repairs & Maintenance 
Shipping & Delivery 
Telephone 
Training & Development 
Travel 
Utilities 
Vehicle 

Software 
Continuing Education 

Software/Literature (start-up) 
Total Qperatinl! Expenses 

Operatin11 Income 

Interest Expense 
Other Income (interest, royalties, etc.) 

Income Before Taxes 

SEP OCT 
8,668 8,668 

- -
8,668 8,668 

- -
61 61 

- -
344 344 
650 -
210 210 

- -
946 -
120 120 

2,31 I 2,311 

-
400 400 

- -

2,917 2,917 
350 350 
730 730 

- -
- -

1,750 1,750 

- -
- -

100 100 
- -

250 250 
240 240 

- -
2,294 -

- -
- -

13,673 9,783 

(5,005) (1,115) 

- -
- -

(5,005) (1,115) 

NOV DEC JAN FEB 
8,668 8,668 52,009 52,009 

- - - -
8,668 8,668 52,009 52,009 

- - 1,072 400 
61 61 364 364 

- - - -
344 344 344 344 

- - - -
210 210 210 210 

- - - -
- - - -

120 120 120 120 
2,311 2,311 2,311 2,311 

- - - -
400 400 400 400 

- - - -

2,917 2,917 2,917 2,917 
350 350 350 350 
730 730 730 730 

- - - -
- - - -

1,750 1,750 1,750 1,750 

- - - -
- - - -

100 100 100 100 

- - - -
250 250 250 250 
240 240 240 240 

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

9,783 9,783 11,158 10,486 

(1,115) (1,115) 40,851 41,523 

- - - -
- - - -

(1,115) (1,115) 40,851 41,523 

Appendix 

MAR APR MAY JUN 
52,009 52,009 8,668 8,668 

- - - -
52,009 52,009 8,668 8,668 

400 - - -
364 364 61 61 

- - - -
344 344 344 344 

- - - -
210 210 210 210 

- - - -
- - - -

120 120 120 120 
2,311 2,31 I 2,311 2,31 I 

- - - -
400 400 400 400 

- - - -

2,917 2,917 2,917 2,917 
350 350 350 350 
730 730 730 730 

- - -
- - - -

1,750 1,750 1,750 1,750 

- - - -
- - - -

100 100 100 100 

- - - -
250 250 250 250 
240 240 240 240 

- - - -
- - - -
- - 800 800 

- - - -
10,486 10,086 10,583 10,583 

41,523 41,923 (1,915) (1,915) 

- - - -
- - - -

41,523 41,923 (1,915) (1,915) 

JUL AUG 
8,668 8,668 

- -
8,668 8,668 

- -
61 61 

- -
344 344 

- -
210 210 

- -
- -

120 120 
2,311 2,311 

- -
400 400 

- -

2,917 2,917 
350 350 
730 730 

- -
- -

1,750 1,750 

- -
- -

100 100 

- -
250 250 
240 240 

- -
- -

800 -
- -

10,583 9,783 

(1,915) (1,115) 

- -
- -

(1,915) (1,115) 

Total 
277,383 

-
277,383 

1,872 
1,942 

-
4,129 

650 
2,520 

-
946 

1,440 
27,732 

-
4,800 

-

35,004 
4,200 
8,760 

-
-

21,000 

-
-

1,200 

-
3,000 
2,880 

-
2,294 
2,400 

-
126,768 

150,614 

-
-

150,614 

..r:.. 
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MONTHLY INCOME STATEMENT 
Baker & Associates CPA 

Yr. 3 

Net Sales (less returns & allowances) 
Cost of Goods Sold 
Gross Income 

Operating Expenses 
Advertising 
Bad Debt Expense 
Bank Charges 
Depreciation & Amortization 
Dues & Subscriptions 
Insurance 
Licenses & Fees 
Marketing & Promotion 
Meals & Entertainment 
Miscellaneous 
Office Expense 
Office Supplies 
Outside Services 
Payroll Expenses 
Salaries & Wages 
Payroll Taxes 
Benefits 

Professional Fees 
Property Taxes 
Rent 
Repairs & Maintenance 
Shipping & Delivery 
Telephone 
Training & Development 
Travel 
Utilities 
Vehicle 

Software 
Continuing Education 

Software/Literature (start-up) 
Total Operatine Expenses 

Operatine Income 

Interest Expense 
Other Income (interest, royalties, etc.) 

Income Before Taxes 

SEP OCT 

12,528 12,528 

- -
12,528 12,528 

- -
88 88 

- -
407 407 
660 -
210 210 

- -
946 -
150 150 

3,340 3,340 

- -
500 500 

- -

5,350 5,350 
642 642 

1,338 1,338 

- -
- -

1,750 1,750 

- -
- -

100 100 

- -
333 333 
240 240 

- -
2,294 -

- -
- -

18,348 14,448 

(5,820) (1,920) 

- -
- -

(5,820) (1,920) 

NOV DEC JAN FEB 

12,528 12,528 75,168 75,168 

- - - -
12,528 12,528 75,168 75,168 

- - 1,072 400 
88 88 526 526 

- - - -
407 407 407 407 

- - - -
210 210 210 210 

- - - -
- - - -

150 150 150 150 
3,340 3,340 3,340 3,340 

- - - -
500 500 500 500 

- - - -

5,350 5,350 5,350 5,350 
642 642 642 642 

1,338 1,338 1,338 1,338 

- - - -
- - - -

1,750 1,750 1,750 1,750 
- - - -
- - - -

100 100 100 100 

- - - -
333 333 333 333 
240 240 240 240 

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

14,448 14,448 15,958 15,286 

(1,920) (1,920) 59,210 59,882 

- - - -
- - - -

(1,920) (1,920) 59,210 59,882 

Appendix 

MAR APR MAY 

75,168 75,168 12,528 

- - -
75,168 75,168 12,528 

400 - -
526 526 88 

- - -
407 407 407 

- -
210 210 210 

- - -
- - -

150 150 150 
3,340 3,340 3,340 

- - -
500 500 500 

- - -

5,350 5,350 5,350 
642 642 642 

1,338 1,338 1,338 

- - -
- - -

1,750 1,750 1,750 

- - -
- - -

100 100 100 

- - -
333 333 333 
240 240 240 

- - -
- - -
- - 1,200 

- - -
15,286 14,886 15,648 

59,882 60,282 (3,120) 

- - -
- - -

59,882 60,282 (3,120) 

JUN JUL 

12,528 12,528 
- -

12,528 12,528 

- -
88 88 
- -

407 407 

- -
210 210 

- -
- -

150 150 
3,340 3,340 

- -
500 500 

- -

5,350 5,350 
642 642 

1,338 1,338 

- -
- -

1,750 1,750 

- -
- -

100 100 

- -
333 333 
240 240 

- -
- -

1,200 1,200 

- -
15,648 15,648 

(3,120) (3,120) 

- -
- -

(3,120) (3,120) 

AUG 

12,528 

-
12,528 

-
88 

-
407 

-
210 

-
-

150 
3,340 

-
500 

-

5,350 
642 

1,338 

-
-

1,750 
-
-

100 

-
333 
240 

-
-
-
-

14,448 

(1,920) 

-
-

(1,920) 

Total 
400,896 I 

-
400,896 

1,872 
2,806 

-
4,883 

660 
2,520 

-
946 

1,800 
40,080 

-
6,000 

-

64,200 
7,704 

16,056 

-
-

21,000 

-
-

1,200 

-
3,996 
2,880 

-
2,294 
3,600 

-
184,497 

216,399 

-
-

216,399 

..J:_ 
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Baker & Associates CPA 

~-~-- - -- .. ~----.. ·---- - -- -----
IYr.1 Pre Start-up SEP OCT NOV DEC JAN FEB 

Cash In 
Cash Sales 1,209 1,209 1,209 1,209 7,256 7,256 
Collections from Accounts Receivables (42) 4,795 4,795 4,795 4,583 28,769 
Equity Received 45,000 - - - - - -
Loans Received - - - - - - -
Other Cash In (receipts from other assets) - - - - - -
Other Cash In (interest, royalties etc.) - - - - - -

Total Cash In 45,000 1,167 6,004 6,004 6,004 11,839 36,025 
Total Cash Available 45,000 21,880 16,524 13,039 9,555 11,905 37,369 

Cash Out 
Inventory Expenditures 

Inventory/Raw Material (Cash) - - - - - - -
Inventory/Raw Material (Paid on Account) - - - - - - -
Production Expenses - - - - - - -

Operating Expenses 
Advertising - 200 - - - 1,072 400 
Bank Charges - - - - - - -
Dues & Subscriptions - 725 - - - - -
Insurance 2,507 - - - - - -
Licenses & Fees 50 - - - - - -
Marketing & Promotion, - 946 - - - - -
Meals & Entertainment - 100 100 100 100 100 100 
Miscellaneous - 1,612 1,612 1,612 1,612 1,612 1,612 
Office Expense - - - - - - -
Office Supplies 340 300 300 300 300 300 300 
Outside Services - - - - - - -
Payroll Expenses 

Salaries & Wages 576 2,350 2,350 2,350 2,350 2,350 2,350 
Payroll Taxes 69 282 282 282 282 282 282 
Benefits 144 588 588 588 588 588 588 

Professional Fees - - - - - - -
Property Taxes - - - - - - -
Rent - 1,750 1,750 1,750 1,750 1,750 1,750 
Repairs & Maintenance - - - - - - -
Shipping & Delivery - - - - - - -
Telephone - 100 100 100 100 100 100 
Training & Development - - - - - - -
Travel - 167 167 167 167 167 167 
Utilities - 240 240 240 240 240 240 
Vehicle - - - - - - -

Software - - - - - - -
Continuing Education - - - - - - -

Software/Literature (start-up} 3,294 - - - - - -
Paid on Account - - - - - - -

Non-operating Costs 
Capital Purchases 15,557 - - - - - -
Estimated Income Tax Payments - - - - - - 11,624 
Interest Payments - - - - - - -
Loan Principal Payments - - - - - - -
Owner's Draw - 2,000 2,000 2,000 2,000 2,000 4,000 
Other Cash Out 1,750 - - - - - -

Total Cash Out 24,287 11,360 9,489 9,489 9,489 10,561 23,513 

Monthlv Cash Flow (cash in ~ cash out) 20,713 (10,193) (3,485) (3,485) 13,485) 1,278 12,512 
Bee:innine Cash Balance - 20,713 10,520 7,035 3,550 66 1,344 
Endine: Cash Balance 20,713 10,520 7,035 3,550 66 1,344 13,856 

MAR APR MAY JUN 

7,256 7,256 1,209 1,209 
28,769 28,769 28,981 4,795 

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

36,025 36,025 30,190 6,004 
49,881 74,017 92,719 70,427 

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

400 - - -
- - - -
- - - -
- - - -
- - - -
- - - -

100 100 100 100 
1,612 1,612 1,612 1,612 

- - - -
300 300 300 300 

- - - -

2,350 2,350 2,350 2,350 
282 282 282 282 
588 588 588 588 

- - - -
- - - -

1,750 1,750 1,750 1,750 
- - - -
- - - -

100 100 100 100 
- - - -

167 167 167 167 
240 240 240 240 

- - - -
- - - -
- - 800 800 
- - - -
- - - -

- - - -
- - 16,007 -
- - - -
- - - -

4,000 4,000 4,000 4,000 
- - - -

11,889 11,489 28,296 12,289 

24,136 24,536 1,895 (6,285) 
13,856 37,992 62,528 64,423 
37,992 62,528 64,423 58,138 

JUL AUG 

1,209 1,209 
4,795 4,795 

- -
- -
- -
- -

6,004 6,004 
64,143 57,858 

- -
- -
- -

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

100 100 
1,612 1,612 

- -
300 300 

- -

2,350 2,350 
282 282 
588 588 

- -
- -

1,750 1,750 
- -
- -

100 100 
- -

167 167 
240 240 

- -
- -

800 -
- -
- -

- -
- (2,126) 
- -
- -

4,000 4,000 
- -

12,289 9,363 

(6,285) (3,359) 
58,138 51,854 
51,854 48,495 

TOTAL 

38,698 
148,599 
45,000 

-
-
-

232,297 
253,010 

-
-
-

2,072 
-

725 
2,507 

50 
946 

1,200 
19,344 

-
3,940 

-

28,776 
3,453 
7,200 

-
-

21,000 
-
-

1,200 
-

2,004 
2,880 

-
-

2,400 
3,294 

-

15,557 
25,504 

-
-

38,000 
1,750 

183,802 

48,495 
-

48,495 

_t:.. 
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IYr. 2 SEP OCT NOV DEC 

Cash In 
Cash Sales 1,734 1,734 1,734 1,734 
Collections from Accounts Receivables 4,777 6,874 6,874 6,874 
Equity Received - - - -
Loans Received - - - -
Other Cash In (receipts from other assets) - - - -
Other Cash In (interes~ rovalties etc.) - - - -

Total Cash In 6,510 8,608 8,608 8,608 
Total Cash Available 55,005 43,344 35,574 27,803 

Cash Out 
Inventory Expenditures 

Inventory/Raw Material (Cash) - - - -
Inventory/Raw Material (Paid on Account) - - - -
Production Expenses - - - -

Operating Expenses 
Advertising - - - -
Bank Charges - - - -
Dues & Subscriptions 650 - - -
Insurance 210 210 210 210 
Licenses & Fees - - - -
Marketing & Promotion 946 - - -
Meals & Entertainment 120 120 120 120 
Miscellaneous 2,311 2,311 2,311 2,311 
Office Expense - - - -
Office Supplies 400 400 400 400 
Outside Services - - - -
Payroll Expenses 

Salaries & Wages 2,917 2,917 2,917 2,917 
Payroll Taxes 350 350 350 350 
Benefits 730 730 730 730 

Professional Fees - - - -
Property Taxes - - - -
Rent 1,750 1,750 1,750 1,750 
Repairs & Maintenance - - - -
Shipping & Delivery - - - -
Telephone 100 100 100 100 
Training & Development - - - -
Travel 250 250 250 250 
Utilities 240 240 240 240 
Vehicle - - - -

Software 2,294 - - -
Continuing Education - - - -

Software/Literature (start-up) - - - -
Paid on Account - - - -

Non-operating Costs 
Capital Purchases - - - -
Estimated Income Tax Payments -
Interest Payments - - - -
Loan Principal Payments - - - -
Owner's Draw 7,000 7,000 7,000 7,000 
Other Cash Out - - - -

Total Cash Out 20,268 16,378 16,378 16,378 

Monthly Cash Flow (cash in - cash out) (13,758) (7,770) (7,770) (7,770) 
Be2innin2 Cash Balance 48,495 34,737 26,966 19,196 
Endin2 Cash Balance 34,737 26,966 19,196 11,425 

Baker & Associates CPA 

...__.._..., __ - -- .. ~----------- - -- ----
JAN FEB MAR APR MAY 

10,402 10,402 10,402 10,402 1,734 
6,571 41,243 41,243 41,243 41,547 

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

16,972 51,645 51,645 51,645 43,280 
28,398 62,593 75,252 110,119 137,022 

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

1,072 400 400 - -
- - - - -
- - - - -

210 210 210 210 210 
- - - - -
- - - - -

120 120 120 120 120 
2,311 2,311 2,311 2,311 2,311 

- - - - -
400 400 400 400 400 

- - - - -

2,917 2,917 2,917 2,917 2,917 
350 350 350 350 350 
730 730 730 730 730 

- - - - -
- - - - -

1,750 1,750 1,750 1,750 1,750 
- - - - -
- - - - -

100 100 100 100 100 
- - - - -

250 250 250 250 250 
240 240 240 240 240 

- - - - -
- - - - -
- - - - 800 
- - - - -
- - - - -

- - - - -
22,208 24,460 

- - - - -
- - - - -

7,000 7,000 7,000 7,000 7,000 
- - - - -

17,450 38,986 16,778 16,378 41,638 

(478) 12,659 34,867 35,267 1,643 
11,425 10,948 23,607 58,474 93,741 
10,948 23,607 58,474 93,741 95,384 

JUN JUL 

1,734 1,734 
6,874 6,874 

- -
- -
- -
- -

8,608 8,608 
103,992 95,421 

- -
- -
- -

- -
- -
- -

210 210 
- -
- -

120 120 
2,311 2,311 

- -
400 400 

- -

2,917 2,917 
350 350 
730 730 

- -
- -

1,750 1,750 
- -
- -

100 100 
- -

250 250 
240 240 

- -
- -

800 800 
- -
- -

- -
- -
- -
- -

7,000 7,000 
- -

17,178 17,178 

(8,570) (8,570) 
95,384 86,814 
86,814 78,243 

AUG 

1,734 
6,874 

-
-
-
-

8,608 
86,851 

-
-
-

-
-
-

210 
-
-

120 
2,311 

-
400 

-

2,917 
350 
730 

-
-

1,750 
-
-

100 
-

250 
240 

-
-
-
-
-

-
(1,483) 

-
-

7,000 
-

14,895 

(6,287) 
78,243 
71,956 

TOTAL 

55,477 
217,867 

-
-
-
-

273,344 
321,838 

-
-
-

1,872 
-

650 
2,520 

-
946 

1,440 
27,732 

-
4,800 

-

35,004 
4,200 
8,760 

-
-

21,000 
-
-

1,200 
-

3,000 
2,880 

-
2,294 
2,400 

-
-

-
45,184 

-
-

84,000 
-

249,882 

23,461 
48,495 
71,956 

L 
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I Yr. 3 SEP OCT NOV OEC 

Cash In 
Cash Sales 2,506 2,506 2,506 2,506 
Collections from Accounts Receivables 6,847 9,935 9,935 9,935 
Equity Received - - - -
Loans Received - - - -
Other Cash In (receipts from other assets) - - - -
Other Cash In (interest, rovalties etc.) - - - -

Total Cash In 9,352 12,440 12,440 12,440 
Total Cash Available 81,308 63,281 51,768 40,255 

Cash Out 
Inventory Expenditures 

Inventmy/Raw Material (Cash) - - - -
Inventory/Raw Material (Paid on Account) - - - -
Production Expenses - - - -

Operating Expenses 
Advertising - - - -
Bank Charges - - - -
Dues & Subscriptions 660 - - -
Insurance 210 210 210 210 
Licenses & Fees - - - -
Marketing & Promotion 946 - - -
Meals & Entertairunent 150 150 150 150 
Miscellaneous 3,340 3,340 3,340 3,340 
Office Expense - - - -
Office Supplies 500 500 500 500 
Outside Services - - - -
Payroll Expenses 

Salaries & Wages 5,350 5,350 5,350 5,350 
Payroll Taxes 642 642 642 642 
Benefits 1,338 1,338 1,338 1,338 

Professional Fees - - - -
Property Taxes - - - -
Rent 1,750 1,750 1,750 1,750 
Repairs & Maintenance - - - -
Shipping & Delivery - - - -
Telephone 100 100 100 100 
Training & Development - - - -
Travel 333 333 333 333 
Utilities 240 240 240 240 
Vehicle - - - -

Software 2,294 - - -
Continuing Education - - - -

Software/Literature (start-up) - - - -
Paid on Account - - - -

Non-operating Costs 
Capital Purchases 2,615 - - -
Estimated Income Tax Payments -
Interest Payments - - - -
Loan Principal Payments - - - -
Owner's Draw 10,000 10,000 10,000 10,000 
Other Cash Out - - - -

Total Cash Out 30,468 23,953 23,953 23,953 

Monthly Cash Flow (cash in - cash out) (21,116) (11,513) (11,513) (11,513) 
Beginning Cash Balance 71,956 50,840 39,328 27,815 
Endin2 Cash Balance 50,840 39,328 27,815 16,302 

Baker & Associates CPA 

JAN FEB MAR APR MAY 

15,034 15,034 15,034 15,034 2,506 
9,496 59,608 59,608 59,608 60,047 

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

24,530 74,642 74,642 74,642 62,552 
40,832 90,449 108,484 158,773 197,372 

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

1,072 400 400 - -
- - - - -
- - - - -

210 210 210 210 210 
- - - - -
- - - - -

150 150 150 150 150 
3,340 3,340 3,340 3,340 3,340 

- - - - -
500 500 500 500 500 

- - - - -

5,350 5,350 5,350 5,350 5,350 
642 642 642 642 642 

1,338 1,338 1,338 1,338 1,338 
- - - - -
- - - - -

1,750 1,750 1,750 1,750 1,750 
- - - - -
- - - - -

100 100 100 100 100 
- - - - -

333 333 333 333 333 
240 240 240 240 240 

- - - - -
- - - - -
- - - - 1,200 
- - - - -
- - - - -

- - - - -
32,254 35,113 

- - - - -
- - - - -

10,000 10,000 10,000 10,000 10,000 
- - - - -

25,025 56,607 24,353 23,953 60,266 

(495) 18,035 50,289 50,689 2,286 
16,302 15,807 33,842 84,131 134,820 
15,807 33,842 84,131 134,820 137,106 

JUN JUL 

2,506 2,506 
9,935 9,935 

- -
- -
- -
- -

12,440 12,440 
149,546 136,833 

- -
- -
- -

- -
- -
- -

210 210 
- -
- -

150 150 
3,340 3,340 

- -
500 500 

- -

5,350 5,350 
642 642 

1,338 1,338 
- -
- -

1,750 1,750 
- -
- -

100 100 
- -

333 333 
240 240 

- -
- -

1,200 1,200 
- -
- -

- -
- -
- -
- -

10,000 10,000 
- -

25,153 25,153 

(12,713) (12,713) 
137,106 124,393 
124,393 111,680 

AUG 

2,506 
9,935 

-
-
-
-

12,440 
124,121 

-
-
-
-
-
-

210 
-
-

150 
3,340 

-
500 

-

5,350 
642 

1,338 
-
-

1,750 
-
-

100 
-

333 
240 

-
-
-
-
-

-
(2,448) 

-
-

10,000 
-

21,505 

(9,065) 
111,680 
102,615 

TOTAL 

80,179 
314,823 

-
-
-
-

395,002 
466,958 

-
-
-

1,872 
-

660 
2,520 

-
946 

1,800 
40,080 

-
6,000 

-

64,200 
7,704 

16,056 
-
-

21,000 
-
-

1,200 
-

3,996 
2,880 

-
2,294 
3,600 

-
-

2,615 
64,920 

-
-

120,000 
-

364,343 

30,659 
71,956 

102,615 
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Baker & Associates CPA 
Year-End 

Income Statement (Projected) 
Yr.1 Yr.2 Yr.3 

Net Sales (less returns & allowances) 193,489 277,383 400,896 
Cost of Goods Sold 
Gross Income $ 193,489 $ 277,383 $ 400,896 

Operating Expenses 
Advertising 2,072 1,872 1,872 
Bad Debt Expense 1,354 1,942 2,806 
Bank Charges 
Depreciation & Amortization 4,129 4,129 4,883 
Dues & Subscriptions 725 650 660 
Insurance 2,507 2,520 2,520 
Licenses & Fees 50 
Marketing & Promotion 946 946 946 
Meals & Entertainment 1,200 1,440 1,800 
Miscellaneous 19,344 27,732 40,080 
Office Expense 
Office Supplies 3,940 4,800 6,000 
Outside Services 
Payroll Expenses 

Salaries & Wages 28,776 35,004 64,200 

Payroll Taxes 3,453 4,200 7,704 

Benefits 7,200 8,760 16,056 
Professional Fees 
Property Taxes 
Rent 21,000 21,000 21,000 
Repairs & Maintenance 
Shipping & Delivery 
Telephone 1,200 1,200 1,200 

Training & Development 
Travel 2,004 3,000 3,996 

Utilities 2,880 2,880 2,880 

Vehicle 
Software 2,294 2,294 

Continuing Education 2,400 2,400 3,600 
Software/Literature (start•ue) 3,294 

Total Operating Expenses $ 108,474 $ 126,768 $ 184,497 

Operating Income $ 85,015 $ 150,614 $ 216,399 

Interest Expense 
Other Income (interest, royalties, etc.) 

Income Before Taxes $ 85,015 $ 150,614 $ 216,399 

Income Taxes (ifC Corp) 

Net Income $ 85,015 $ 150,614 $ 216,399 



Baker & Associates CPA 
Year-End 

Balance Sheet (Projected) 
Yr.1 Yr.2 Yr.3 

Assets 
Current Assets 

Cash & Equivalents 48,495 71,956 102,615 

Accounts Receivable 4,837 6,935 10,022 

Inventory 
Security Deposits 1,750 1,750 1,750 

Other Current Assets 
Total Current Assets $ 55,082 $ 80,641 $ 114,388 

Fixed Assets 
Property, Plant & Equipment 15,557 15,557 18,172 

Less: Accumulated Depreciation (4,129) (8,257) (13,140) 

Other Non-Current Assets 
Total Non-Current Assets $ 11,428 $ 7,300 $ 5,032 

Total Assets $ 66,510 $ 87,940 $ 119,420 

Liabilities 
Current Liabilities 

Accounts Payable 
Line of Credit 
Other Current Liabilities 

Total Current Liabilities $ $ $ 

Long-term Liabilities 
Loans 
Mortgages 
Other Non-Current Liabilities 

Total Non-Current Liabilities $ $ $ 

Total Liabilities $ $ $ 

Equity 
Equity Investments 45,000 45,000 45,000 

Retained Earnings 85,015 235,629 452,028 

Less: Owner's & Investor's Draws (63,504) (192,689) (377,608) 

Total Eguit~ $ 66,510 $ 87,940 $ 119,420 

Total Liabilities and Equity $ 66,510 $ 87,940 $ 119,420 



Baker & Associates CPA 
Financial Ratios 

Yr. I Yr.2 Yr.3 

Profitability Ratios 

Gross Margin Gross Income 100.00% 100.00% 100.00% 
Net Sales 

Operating Margin Oeerating Income 43.94% 54.30% 53.98% 
Net Sales 

Net Margin Net Income 43.94% 54.30% 53.98% 
Net Sales 

Return on Assets (ROA) Net Income 127.82% 171.27% 181.21% 
Total Assets 

Return on Equity (ROE) Net Income 127.82% 171.27% 181.21% 
Total Equity 

Liquidity Ratios 

Current Ratio Total Current Assets #DIV/0! #DIV/0! #DIV/0! 
Total Current Liabilities 

Quick Ratio Current Assets - Invento!)'. #DIV/0! #DIV/0! #DIV/0! 
Current Liabilities 

Risk Ratios 

Debt Ratio Total Liabilities 0.00 0.00 0.00 
Total Assets 

Debt to Equity Total Liabilities 0.00 0.00 0.00 
Total Equity 

Efficiency Ratios 

Inventory Turnover Cost of Goods Sold #DIV/0! #DIV/0! #DIV/0! 
Inventory 

Days Sales Outstanding (DSO) Accounts Receivable 9.13 9.12 9.13 
Net Sales/365 

Investment Turnover Ratio Net Sales 2.91 3.15 3.36 
Total Assets 
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CCH Small Firm Services - A TX 
800-681-1752 
www.atxinc.com 

Resources 

From the April 2009 Review of Professional Tax Compliance Systems & Tax 

Specialty Products 

CCH's Small Firm Services division oversees both ATX and TaxWise, which the 

company acquired neany three years ago. While some around the profession 

anticipate the two products to eventually be combined , CCH has continued to actively 

develop both brands separately. This includes adding new features to ATX, which 

this year include automatic transfer of K-1 information between associated returns . 

The ATX MAX system offers federal and state compliance for all entity types , 

includes unlinited e-filing , and has line-by-line integration with Kleinrock tax research. 

Designed for smaller practices, CCH also bundles in a W-2/1099 and payroll 

compliance system. ATX MAX costs $1, 11 O for a standard license that is 

networkable with up to three users. For firms with four or more preparers , an unlimlted 

license is an additional $565. Also available to A TX users are add-on systems for trial 

balance, document management, automated form population (Scan&FilQ and fixed 

asset management. 

General Operations/Ease-of-Use - 5 Stars 

A TX MAX opens within an intuitive and easy-to-use screen that provides tabs for the 

primary areas of the tax preparation system, including managing returns , rollovers, 

preparers , e-filing and bank products . Each of these areas also offers pull-down 

menus and icon shortcuts related to these functions, such as the Rollover Manager 

offering year or quarter views , and the Bank Manager providing a spreadsheet client 

return view as well as quick links to acknowtedgements and transmittals. 
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The main work area of the program is housed in the Return Manager screen, which offers additional tabs for moving between a master 

client list, accounts receivable functions and the system's Tax Warehouse. The client list includes virtually all identifying information 

at-a-glance, and allows sorting and filtering by numerous methods. A collection of icons on the Return Manager screen also provide links to 

creating new returns, changing preferences, using built-in program tutorials and visiting ATX's training website . 

When working on a client return, either when creating ;i new one or opening one from the client list. MAX opens to a replica of the master 

form, with associated forms accessible via tabs. The preparer can add any forms to a client return by simply selecting the Add Forms icon 

and selecting from the program's more than 10,000 federal , state and local forms , schedules and worksheets . The list is sortable by entity 

type , jurisdiction and other methods, and is also searchable. Data is entered direcUy onto the form replicas, with information from supported 

schedules and forms automatically transferred 0/v-2 , K-1 , Sch. C, etc.). The MAX system also offers an alternative Interview mode for data 

enby, with a split screen that displays the actual form, while data-enby fields above guide the preparer through category-based information 

enby. 

Workflow & Productivity Tools - 4 Stars 

The MAX system is very well organized , with its various Manager tabs offering quick access to various areas of tax practice management. 

The program provides great organization of client returns, making finding and working with client data simple to accomplish. The system 

automatically performs calculations as data is entered , transfers information from related forms , and offers data transfer between 

parent/child returns. Smaller firms will also find value in the built-in accounts payable module, as well as with optional add-on options for trial 

balance and document management. 

ATX partners with four banks for lending products like refund anticipation loans, simplifying the "instant refund" process with management 

utilities built into the program, and enabling practices to compete against the national chains for the basic prep market. Another optional 

feature is ATX's FeeCollect program, which allows firm's to deduct preparation fees direcUy from e-filed returns due a refund in cases 

where a bank product is not being used. 
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CCH Small Firm Services - ATX 
800-681-1752 
www .atxinc.com 

While A TX is generally intended for practices with less complex needs, the program 

does offer a respectable automated population system. The A TX Scan&Fill add-on 

($725) was introduced last year, allowing preparers to quickly scan in dient W-2s 

and 1099s, then automatically pulling the financial data from the forms and 

transferring it into their return. Scan&Fill also creates PDF versions of the 

documents, which are stored in digital folders. 

lntegratlonnmport & Export - 4 Stars 

Data flows well between associated returns and forms, with the program 

automatically performing calculations as necessary. The ATX MAX system has line­

by-line links to form instructions and to Kleinrock and CCH tax research and 

reference materials, providing easy access to these offerings. Users can import 

dlent financial data from QuickBooks, Peachtree and Excel. The system can save 

returns in PDF format, and also offers a document management solution for 

paperless archiving. 

Support/Training & Help System - 4 Stars 

The program is exceptionally easy to use, and indudes a well stocked Help utility, as 

well as tutorials and access to the vendor's University, an on line source for training 

and other assistance. Through its support website, users can also check FAQs, 

consult the knowledgebase, download system updates, or participate in user forums. 

Technical support is induded In pricing. 

Relative Value - 4.5 Stars 
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Overall, the ATX MAX system Is very easy to learn and use, and provides good assistive features for less experienced or seasonal staff. 

The all-inclusive package also provides good ancillary functions, such as bank products and basic AR, making it well-suited to smaller 

practices that may have large client bases with a variety of tax compliance needs. 
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2008 Review of Estate Planning Systems 
Relationships Form Bedrock of Estate Planning 

By Isaac M. O'Bannon 

From the June/July 2008 Issue Article Tools 

June-July 2008 Issue 

Print This Article 

eNewsletter 

Prudent planning Is a cornerstone of successfully managing finances, whether for 
a business entity, or an indh.ldual or family . Preparing for major transitional e\lellls 

is a core component of sound financial management. Just as 18luation techniques 

help ensure that stakeholders in a business are best compensated when readying 
a small business for sale, estate planning is the key to helping an indi\idual 
maximize the \Slue of their personal 1Nealth by minimizing potential tax liabilities 

that will follow their "transition" and ensure that their wishes for these assets are 
property canied out . 

Email This Article to a Friend 

In contrast to the senAces pro\Aded by Certified Financial Planners and other 
imestment strategists, 'Nhose goal is to find the most efli!ctiw ways to increase 

wealth, estate planning entails assessment of owrall assets and dissolution of an 

Saw This Article 
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indi\idual's 1Nealth, either through transference to family, fiiends or charitable organizations through inheritance or planned gifting, or 

the establishment of a trust which will, itself, ewrrtually need to be dissoh.ed. 

Although often thought of as a legal function by many people, estate planning is as much a role for financial professionals since the 
processes lmiolwd are inherently related to taxation issues. But ewn more Integral to the planning process, an indi\idual 'Nho uses a 

tax and accounting professional for other senAces has dewloped a relationship with this professional - one that enables that 
professional to haw a more complete picture of the indi\idual's financial holdings. 

Executive Summary: 

• Federal estate tax gone in 2010. 

• Tax returns in 2011, reset to $1 Million Exemption. 

• Tax-free gifting up to $11 ,000. 

• In 2006, about 3 percent of estates \Nere subject to 
federal estate tax. 

• Consider RellOCllble Li\ing Trusts. 

ot that the role of an experienced tax lawyer is not \ital to the 
rocess. Attorneys are, of course, experts on drafting legal 

nstruments, and many are experts In the area or taxation, 
pecilically those 'Nho haw concentrated on the areas of estate law. 
ut their interaction with clients is much less frequent. Whereas tax 
nd accounting professionals often haw more intimate knowledge of 

is or her client's real and personal property, other wealth, and the 

cial oals the client has. 

Ince few people seek both legal and tax or accounting 

ccreditatlons, many firms 'Nho offer estate planning ser\Aces partner 
· h a tax attorney to pro\Ade their clients with the best combination 
this experience. The financial professional monitors the needs of 

he indi\idual and their family and brings in the counsel of the attorney 

en drafting or amending trusts, wills and other legal documents. 
l..:::===================:..I.Ar.ith many lawyers charging higher hourly rates than tax preparers, 
this can also be the most prudent system for the client financially. 

This relAew section focuses on products designed primarily for tax and accounting professionals 'Nho pro\Ade estate planning senAces 

to their cHents. They all deal with the central Issues of setting up l8rious ~ if' scenarios to help Identify the strategies with the 

most ad1.wltageous (or least penalizing) tax outcomes, 'Nhile some also offer reporting tools that can help explain the strategy to 

clients. 

But 'Nhlle using a specialized estate tax plalnlng system gl- the professional a l)O',ollelful tool for pn>loiding these sen.ices, one of the 

most "'81uable things the tax and accounting professional offllrs his clients is the relationship that haS already been established, 
pn>loiding a cornerstone of trust and respect from IM\ich to st.t the occasionally uncomfortable com.ersation about what will happen 
when they're gone. 
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BNA Software • BNA Eslate & Girt Tax Planner 

The Estate & Gift Tax Ramer from SW. Soltw ere is a 
plllmlng solution designed for eccounwn, et1ornoy.­

and tax professionals serving rrulliple clients. The system 

is arrong the rrost COITl)rehensive on the narket, offering 

tools for designing various estate scenarios that take the 
best adv.,. of existing and pending estate taxation legislation. 
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Brentmark Software • te Planning Tools 

Brentmerk Soltw ere's Estate Aami1g Tools prOYides an 
extensive cclloction of rrore than 100 celclUtion tools for 

estate-related plrnng, lncludi,g GSTs, GRA Ts, GRIT1 
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American Dream Planner LLC - American Dream Planner PRO 
866-375-2589 
www .AmericanDreamPlanner.com 

From the June/July 2008 Review of Estate Planning Systems 

The American Dream Planner PRO is an estate and financial planning system for 

professional advisors who provide service to multiple clients, offering extensive 

Monte Cano-style "what-if" scenario building tools for analyzing all aspects of a 

client's wealth and the effects or potential effects of certain actions upon future 

wealth and taxation issues. The system provides users with side-by-side views of 

plans with advanced graphical output options for client deliverables, and also 

includes user dashboards that display data Input and results in the same window. A 

feature unique to American Dream Planner is the inclusion of a secure data sharing 

platform that enables all of the financial professionals involved with a client 

(accountant, CFP, attorney, bank, trust officers) to Interact with the client and with 

each other regarding the client's data. 

Pricing for American Dream Planner PRO Is based on the number of clients 

supported, with a 10-client version costing $449 and a 50-client system available for 

$799. The vendor also offers the software in a Personal Edition for individual users, 

and provides links to professional financial advisors on its website. 

Ease of Use/Basic Functionality - 5 Stars 
American Dream Planner was initially designed as a personal finance application for 

use directly by individuals, but has since expanded into a professional system. 

Because of its initial consumer background, the product has a masterfully designed 

interface that retains excellent ease-of-use and functionality, while also meeting the 
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needs of professional users. The system opens into the client selection list, which initially includes sample data, and provides multiple 

columnar sorting options, as well as a list filtering option . . ,. 

Within client files, American Dream Planner's interface offers a dashboard view that provides data input in a panel on the left, with 

graphical elements like pie and line charts and graphs in the output panels on the left. Users can easily select between several output 

options using pull-down selection menus for Pie Charts, Line Charts, Bar Charts and Tables. As data Is entered, all calrulations are 

automatically performed and the graphical elements and summary information is Instantly refreshed. 

This primary interface also includes tabbed access to various system features across the top of the screen, including Scenario 

Maintenance, individual planning settings (which spouse survives the other, if applicable), client Plans, No Plan, Tables, Comparisons and 

the ability to extend 2001 , 2009 and 2010 codes. Traditional Windows pull-down menus are also offered. The data input panel provides 

tabs for jumping between more than a dozen categories, including General Information, Goals, Risk Tolerance, Investments, Income, 

Expenses, Real Property, Business and other options. Each of these selections provides additional subtopics for specific data types. An 

unlimited number of scenarios can be saved per client, with the ability to view up to three at one time. 

Calculations - 4 Stars 
American Dream Planner includes a broad selection of built-in calculators for planning specific events like business costs, cash flow, ROI , 

business sale, break-even and business investors, as well as personal and family goals, with a college expense calculator, IRS 

withhokling, expenses, 551 benefits and economic Inflation estimations. The program can be used to plan for state and federal lnhelllance 

and estate taxes and offers tools for planning wealth transfer, Including establishment of family and Individual trusts and charitable giving. 

Client P111Sentatlon Tool• - 6 Stars 
American Dream Planner provides outstanding reporting and presentation options with extensive graphical output that includes line and 
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American Dream Planner LLC - American Dream Planner PRO 
866-375-2589 
www.AmericanDreamPlanner.com 

Help, Support & Training Options - 4.5 Stars 

American Dream Planner Includes a traditional Help utility, along with additional 

options like right-dick menus and assistive features. The company's website also 

offers dozens of tutorials, a collection of MP3 audio files, an online user's manual 

and downloadable program updates. Technical support is included In program 

pricing. 

Relative Value - 4.5 Stars 

American Dream Planner offers an innovative and advanced financial planning 

application that provides great tools for professionals who serve clients in preparing 

for retirement and wealth retention and growth strategies. The system is best suited 

to developing financial planning but also offers functionality geared toward trust and 

estate dissolution techniques. 
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bar charts and graphs, as well as financial statements, plan projections and scenario comparisons. The system enables export of reports 

Into PDF or Excel formats, as well as into Crystal Reports for further data manipulation and formatting. Through its data sharing 

capabilities, users can share data files with other users of the system through the enaypted system. 
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•Home • My Library 

Accounting & Auditing 

Tax Compliance & Planning 

Consulting 

Practice Management 

CPE & Training Solutions 

Customer Help Center 

PPC Product Catalog 
+ Accounting & Auditing 

Tax Compliance & PlaMing 

Consulting 

Practice Management 

CPE/Training 
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Demos and Quicktours 

Educational Materials 
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Accountin.9 & Auditin.9 Products 

can 800-323-8724, option 6, for 
more Information or to order 

PPC guidance and Practice Aids. 

Description Self-Stdy CPE 

Audit & Attest Products 

PPC's 

Workpapers for 
Nonpublic 
Companies 

WPCE 

Available Media: 
CD-ROM/DVD: 
$108.00 

can for multi-license 
pricing 

Also available on 
Checkpoint - call 
800.323.8724, 
option 1 for more 
Information. 

The Best Time-saving Microsoft Excel-based 
Practice Aids and Engagement Tools In the 
Industry! 

PPC's Workpapers 'M for Nonpublic Companies is just a 
part of PPC's Checkpoint Tools ' M Suite-solutions 
powered by Excel and Word that save you both time 
and money. 

From the source you've trusted for engagement 
guidance comes a collection of money-saving tools to 
automate your engagements. These MS Excel-based 
practice aids and templates save you setup and 
completion time, and help you follow professional 
standards and the PPC engagement process. Since they 
are built with MS Excel and based on the PPC guidance 
you already use, you can start saving money right 
away! 

PPC's Workpapers ' M for Nonpublic Companies is 
designed to work with PPC's Engagement Manager®, 
Creative Solutions ' Engagement Solution® or with MS 
Excel® alone. PPC's Workpapers™ give you tickmark 
capabilities that can be applied to any MS Excel 
workbook! You can customize your tickmark 
descriptions and automatically create customized 
tickmark legends. 

Automate many of the key steps in audits of small 
commercial businesses with these templates, including : 

• Determining planning materiality and assessing 
audit risk. 

• Determining the extent of substantive testing, 
including audit sampling. 

,,.. 
Customer Help Center i..,., 

More Options 

Use this menu to explore more 
choices in this section. 

Accounting & Auditing Product 
Categories: 
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> Audit & Attest 
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• Tracking confirmations received, summarizing 
results, and projecting misstatements. 

• Evaluating important accounting decisions, such 
as lease classification and asset impairment. 

• Developing appropriate disclosure information, 
such as for income taxes, investments, and loan 
maturities. 

We also offer 3 other separate PPC's Workpapers'M for 
Audits : 

• PPC's Workpapers TN for Local Government Audits 
(WPGEJ 

• PPC's Work_papersTN for Nonprofit Organization Audits 
(WPNEJ 

• PPC's Workpapers"' for EmpJoyee Benefit Plan Audits 
(WPEE) 

Also see PPC's e-Workapers™ for Tax: PPC's 1120 
Workpapers"' LW20g), PPC's 1120S Workpapers"' (W2SE) , 
and PPC's 1065 Workpapers"' [_W65El . 

And see PPC's Interactive Disclosure Library for 
Nonpublic Businesses (/DLR) , Governments (IDGR) , and 
Nonprofits (JJ)NR) . 

Also Applies to Compilation and Re1tlew 
Engagements! 
You can save time using PPC's Workpape,s 'M on your 
compilation and review engagements. Each product 
provides templates that help you in applying accounting 
procedures, developing note disclosure information, and 
performing many other common engagement tasks! 

System Requirements : Microsoft Excel® 2000 or 2002/XP 
w/SP2 
Click here for additional information 
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E!lroll Now 

For information or to enroll, (888) 890-2919 

"With the support behind me from the ProAdvisor Program, I have taken clients and projects that I would have 
never dreamed of previously. " 

A Certified ProAdvisor talks about Certification 

Watch Video 

The QuickBooks ProAdvisor® Program 
Take your practice to a higher level. 

- Judith Conant, 
Accounting Made Simple 

On average, ProAdvisor Program support tools and training increased Certified 
ProAdvisors' productivity by nearly 20% * 

Answers, solutions, and tips from Intuit experts and your peers: 

Get fast and definitive answers to your questions with: 

• Unlimited technical support from a team of over I 00 U.S.-based agents who exclusively address accountant software issuest. ($350 value- included in your low 
membership fee .) 

• Dedicated-ProAdvisor technical support hours, from 6:00 a.m. to 6:00 p.m., PST. 

• 14x7 access to our expert QuickBooks technical support team. 

http://proadvisor.intuit.com/content/product/support _ benefits.jsp 10/13/2009 
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• A comprehensive and easy-to-use Self-Service Site that quickly provides answers to many questions. 

• The real-world expertise you'll find in our private online ProAdvisor community, The QuickBooks Accountant Discussion Forum. In this robust community, 
ProAdvisors exchange solutions to technical issues that work for them and their clients . 

• 
The 20% productivity increase is among those Certified ProAdvisors who expressed an opinion. Based on survey 
June 2009. 

tProAdvisors enjoy unlimited technical support from a team of over 100 U.S.-based agents who exclusively address 
accountant software issues. Extended U.S.-based technical support hours, from 6 a.m. to 6 p.m. PST. General 
QuickBooks technical support team available 24/7. Terms and conditions of ProAdvisor technical support, support 
features, pricing and support availability are subject to change at any time without notice. Intuit reserves the right 
to limit each telephone call to one hour and to limit each contact (telephone or electronic) to one incident. Inquiries 
are limited to the following QuickBooks product areas: installation, upgrade assistance, and basic functionality. 
Toll-free access available from the United States only. For complete Terms and Conditions for QuickBooks 
ProAdvisor Technical Support, please visit accountant.intuit.com/paptechsupportterms. 

http://proadvisor.intuit.com/content/product/support _ benefits.jsp 10/13/2009 
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AccountantsWorld-Accountant's Office Online 
By Isaac M. O'Bannon 
The CPA Technology Advisor 
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AccountantsWorld makes a suite of CD-based and online accounting, financial and business management software, in 
addition to offering its Accountant's Office Online, which is an open platform that enables accountants to conduct 
business and interact with their clients online. The platform provides a professional web site as an interface that dients 
and accountants can use to access accounting, payroll and practice management applications, as well as securely 
collaborate on files. Subscribers to the online versions of AccountantsWorld's software are able to use the firm's web 
site to remotely and securely log into these programs from any location, and dients can be given the ability to log into 
secure areas for data transfer, document access and other functions. More than 2,200 firms are currently using 
Accountant's Office for their web site management and practice applications. 

AUTOMATED CONTENT - 4 Stars Accountant's Office provides a library of newsletters on various subjects, several 
financial calculators and tax calendars, as well as daily financial news headlines, all of which are automatically posted 
into the firm's web site and are accessible via links in the primary navigation menu. The newsletters can be customized 
and used on the site or sent to dients via e-mail. The system includes editable pre-written templates for service 
descriptions, such as payroll, tax and accounting services. 

EDITING/UPDATING EASE-OF-USE - 5 Stars Accountant's Office utilizes a very easy-to-use interface with templates 
that help ensure web site consistency and an overall professional design. The templates are customizable with images 
and letterhead information, as well as basic visual elements, so that firm web sites maintain their originality. The 
company offers unlimited free technical support, as well as web seminars to help users optimize their web sites, and 
the system provides firms with a domain name (www.firmname.com) that is owned by the firm. Firm's that already have 
a domain name can keep that site name and use it with Accountant's Office Online. Web site content can be updated 
as often as needed, and users have the option of modifying templates and adding additional features when desired. 

TOOLS - 5 Stars Purchase of Accountant's Office indudes 10 e-mail addresses (mail@yourfirmname.com) with up to 
50MB of storage space, and the ability to manage the e-mail through an Exchange server or leave it on the 
Accountant's Office system. The e-mail tool allows creation and management of client e-mail lists and sending of a 
single, personalized message to multiple dients with one dick, including the newsletter and other content. The system 
supports secure document sharing through its induded CyberCabinet feature. This dient collaboration tool enables 
sharing and reviewing of client tax returns, financial statements and other documents electronically and securely. The 
Online Tax Organizer is designed for use by a firm staff and dients, enabling ongoing compilation of tax data 
throughout the year in a format that can be imported into tax preparation programs. 

Accountant's Office also includes a CPE component that offers 40 hours of free CPE per year from a selection of more 
than 80 NASBA and OAS approved courses developed by VViseGuides. Time2Money, a new web-based practice 
management system, is also induded and provides time, expense and task management, billing, and reporting and 
analysis functions. Accountant's Office is intended to be a portal for firm staff to access accounting applications and for 
users, if authorized, to access certain financial records and applications. This is one of the biggest system features: the 
ability to access client files and programs from anywhere. Among the web-based programs the system integrates with 
is the new Payroll Relief AC, which allows clients to log in and enter payroll data, which is then automatically prepared 
by the system and awaits review. The system also works with AccountantsWorld's sales tax and general accounting 
programs. 

http://license.icopyright.net/user/viewFreeUse.act?fuid=NTMzNTMOMA%3D%3D 10/13/2009 
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VISUAL QUALITY/USER NAVIGATION - 4.5 Stars Accountant's Office produces clean, well-designed web sites with 
standard navigation menus that provide good access to tools and content. Firms can create a virtually unlimited 
number of pages, and the system gets many of the common ones started by including template text for 'about us,' 
service descriptions and intro pages. The system currently includes the phrase 'Designed by AccountantsWorld' at the 
bottom of a web site's homepage, but the company says this is being discontinued. C&L Tax Service in Plano, Texas, 
uses the system for its web site (www.cltaxservice.com). 

SITE MARKETING • 4.5 Stars Accountant's Office includes a directory listing service that continually promotes firm 
web sites to major search engines and local directory sites, and also includes a free listing on AccountantsWorld's 
directory of accounting firms, which was used 800,000 times last year. The system provides limited web site user 
statistics, but its e-mail tools, including the ability to send out 'broadcast' newsletters to all or select clients within a 
personalized e-mail, provide a good outreach technique. E-mail tracking and analysis tools further the value of this 
function. 

PRICINGNALUE - 5 Stars Accountant's Office costs $695 per year, with no setup costs. This price includes the 
purchase and registration of a domain name for the firm, as well as the practice management software Time2Money, 
secure document transfer capabilities through CyberCabinet, the system's strong e-mail functions with 1 O addresses, 
and CPE credit. 

SUMMARY Accountant's Office combines a good web site building solution with excellent tools and features that are 
included in the overall cost. But more than just a web site development kit, the system provides additional value by 
serving as a portal to accounting, tax and payroll applications, which enables professionals to securely access those 
programs and their client files from anywhere and relieves them of having to update software. AccountantsWorld offers 
a free demonstration of the online products, including the web site builder. 

2004 OVERALL RATING: 4.5 Stars 

This review looks at several web builder solutions that are designed for accountants, tax preparers and other financial 
professionals. They range in cost from free to more than $1,000 per year and offer significantly varying degrees of 
content, tools and ease-of-use, so firms should identify the needs that are most important to them. Based on input from 
accounting professionals and the system vendors, we scored these systems in the following areas: 

Automated Content: This section looks at the financial content provided by the vendor, including quality/reliability, 
whether it is automatically updated, newsletter offerings, and other material that would be valuable to a visitor of the 
web site. 

Editing/Updating Ease-of-Use: After you build it, you still need to update contact and service information periodically. 
This section looks at the tools the vendor provides for creating and updating the site, which are usually accessed 
through a browser. Ease-of-use is an important factor here, because users may only work on the site a few times per 
year. 

Tools: In addition to rich financial content, tools such as financial calculators, calendars, useful links and online tax 
preparation keep clients and prospects coming back to a web site. Additionally, options such as secure file transfer 
enhance the client relationship. This section considers such tools as well as e-mail and Intranet capabilities. 

Visual Quality/User Navigation: How a web site looks and whether navigation is intuitive plays a very large role in 
whether visitors will return, and can certainly influence the impression the site has on clients and potential clients. This 
section also evaluates the templates used by the system, and how logos and other image files are incorporated. 

Web Site Marketing Tools: If you build it, they still need to find it before they can come. This section identifies whether 
the vendor assists in registering the site with search engines and other directories, as well as other marketing 
assistance. And since measurement tells you how you're doing, the availability of web site visitor stats is also 
addressed. Who owns the web site? Firm's need to own their primary domain name (www.firmname.com). 

PricingNalue: Is there an initial setup cost? How much does it cost per month/year? Are there any other fees? 

http://license.icopyright.net/user/viewFreeUse.act?fuid=NTMzNTMOMA%3D%3D 10/13/2009 
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AUDIT /ENGAGEMENT TOOLS 
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Heath Baker 
Current Address 
1115 W. 22nd St. #502 
Cedar Falls, IA 50613 

heathb@uni.edu 
(712) 441-6474 

Permanent Address 
703 Juneau Ave. SE 
Orange City, IA 5104 I 

EDUCATION 

.WORK 
EXPERIENCE 

HONORS/ 
AWARDS 

ACTIVITIES 

University of Northern Iowa, Cedar Falls, IA 
Bachelor of Arts: Accounting 
Certificate in Entrepreneurship 
University Honors Program 
Cumulative GPA: 3.91/4.0 Major GPA: 3.92/4.0 
Expected Date of CPA Exam: May 2010 

Ernst & Young, Des Moines, IA 
Tax Intern 
*Prepared federal and state tax returns for corporations and partnerships 

Jun 2009-Aug 2009 
(seasonal) 

*Helped with tax projects such as calculating R & D credits, preparing accounting method 
changes, and any other requested projects 
*Gained experience with GoSystem RS, Analyze Workbook, and RIA Checkpoint 

John Deere, Cary, NC May 2008-Aug 2008 
Accounting Intern (seasonal) 
*Completed an extensive profitability analysis of the John Deere customer service plans 
* Audited coupon master list and made adjusting entries 
*Posted routine and non-routine transactions 
* Performed account reconciliations, posted daily inter-unit charges, prepared weekly travel 
and expense report and journal entry, and took over month-end closing responsibilities 

American State Bank, Sioux Center, IA Jun 2006-Present 
Customer Service Representative (seasonal) 
* Provide excellent customer service, process transactions and answer inquiries 
* Perform general ledger transactions, and balance A TMs, the vault, and drawers 
* Attend meetings for Executive Loan Committee and Asset Liability/ALCO 
* Review loan presentations and customer financial statements 

University of Northern Iowa, Cedar Falls, IA Aug 2007-Present 
Admissions Information Specialist 
* Answer and direct incoming phone calls regarding questions about the university 
*Set up individual visits and preview days for potential students 

Memory Savers, Cedar Falls, IA Mar 2007-Present 
Business Owner 
*Started and manage the business, including all marketing, advertising and financial records 
* Assist customers with converting home videos to DVD 

Provost Scholarship 
Evelyn Black Yeaton Scholarship 
John Deere Accounting Scholarship 

UNI Accounting Club 
Navigators Bible Study 
Big Brothers, Big Sisters Mentor 
Honors Peer Group Leader 
Vice President Beta Gamma Sigma 
Collegiate Entrepreneurship Organization 
UN I Accounting Club Treasurer 
Orchard Hills Bible Study 

Aug 2006-Present 
Aug 2008-May 2009 
Aug 2009-Present 

Aug 2006-Present 
Aug 2006-May 2007 
Feb 2007-Present 
Aug 2007-May 2009 
Apr 2008-Present 
Aug 2008-May 2009 
Dec 2008-Present 
Jan 2009-Present 



EMPLOYEE NON-DISCLOSURE AGREEMENT 

FOR GOOD CONSIDERATION, and in consideration of being employed by ____________ (Company), the 
undersigned employee hereby agrees and acknowledges: 

1. That during the course of my employ there may be disclosed to me certain trade secrets of the Company; said trade secrets 
consisting but not necessarily limited to: 

(a) Technical information: Methods, processes, formulae, compositions, systems, techniques, inventions, machines, computer 
programs and research projects. 

(b) Business information: Customer lists, pricing data, sources of supply, financial data and marketing, prcx:luction, or 
merchandising systems or plans. 

2. I agree that I shall not during, or at any time after the termination of my employment with the Company, use for myself or 
others, or disclose or divulge to others including future employees, any trade secrets, confidential information, or any other 
proprietary data of the Company in violation of this agreement. 

3. That upon the termination ofmy employment from the Company: 

(a) I shall return to the Company all documents and property of the Company, including oot not necessarily limited to: drawings, 
blueprints, reports, manuals, correspondence, customer lists, computer programs, and all other materials and all copies thereof 
relating in any way to the Company's business, or in any way obtained by me during the course of employ. I further agree that I 
shall not retain copies. notes or abstracts of the foregoing. 

(b) The Company may notify any future or prospective employer or third party of the existence of this agreement, and shall be 
entitled to full injunctive relief for any breach. 

(c) This agreement shall be binding upon me and my personal representatives and successors in interest, and shall inure to the 
benefit of the Company, its successors and assigns. 

Signed this __ day of _________ , 20 __ . 

Company Employee 



Nondisclosure and Noncompetition. 
(a) After expiration or termination of this agreement, [employee name] 
agrees to respect the confidentiality of [company name] patents, trademarks, and trade secrets, and not 
to disclose 
them to anyone. 
(b) [Employee name] agrees not to make use of research done in the course of work done for [company 
name] 
while employed by a competitor of [company name] 
(c) [Employee name] agrees not to set up in business as a direct competitor of [company name] within a 
radius of 
[number] miles of [company name and location] for a period of [number and measure of time (e.g., "four 
months" or 
"10 years")] following the expiration or termination of this agreement. 
(d) [Employee name] agrees to pay liquidated damages of $[dollar amount] if any violation of this 
paragraph is 
proved or admitted. 
IN WITNESS WHEREOF, [company name] and [employee name] have signed this agreement. 

[company name] 

[employee name] Date 
Complied information gathered from various sources. ITCS, University of Minnesota-Twin Cities. 



Business Market Calculation 

Orange City 350 

Hospers 27 

Maurice 15 

Alton 65 

Farms 240. 

Total 697 

Farms in Sioux County 2400 

Targeting Orange City area which makes up¼ of Sioux County x .25 

Farms around Orange City 600 

Percentage structured other than individuals for tax purposes x .40 

Farms included in business market instead of individual 240 





Exhibit I: Advantages of Value Pricing 

• Value pricing comports with the laws of economics and consumer psychology, aligning the 
interests of the firm with those of the client. 

• It manages, clarifies and offers the firm the ability to exceed the client's expectations. 
• It prequalifies the client to ensure they are a good fit for the firm . 
• It provides the opportunity to cross-sell additional services. 
• It allows you to gain "ego investment" from the client. 
• It improves communication . 
• It projects confidence and experience, as opposed to being unable to inform the client upfront of a 

price as with hourly billing ; or offering a range of prices, which is done more for the benefit of the 
firm than the client. 

• It increases a client's switching costs, increasing their loyalty and long-term profitabi lity. 
• It forces the firm to be effective in project management and to get the work done within the time 

promised to the client. 
• It overcomes the cl ient's pricing emotions and maximizes the firm 's price leverage. 
• It incentivizes the client to complain-through triggering the service guarantee-giving the firm a 

second chance to win back the client, and prevents similar problems from happening with other 
clients in the future. 

• Fixed-price agreement (FPA) prices can be increased each year, even if there are no changes in 
services. It is much easier to increase the price of a customized FPA rather than increasing your 
hourly rate by $1 O per hour. 

• It provides a competitive differentiation for your firm when you offer clients certainty in price and 
less risk of dealing with you. 

• It specifies conditions for change orders that are usually value-added services that can command 
a premium price. 

• It uses price bundling, allowing the client to focus on the totality of the firm's value proposition 
rather than the price of each service. 

Disadvantages of Hourly Billing 

• Hourly billing misaligns the interests of the CPA and the client-the client wants work done 
effectively, whereas the CPA firm wants to log more hours. 

• It does not focus on what clients buy. Clients buy value , not hours. 
• It focuses on efforts, inputs, hours, costs and activities, rather than outputs, results and value. 
• It places the transaction risk on the client. 
• It fosters a production mentality, not an entrepreneurial spirit. 
• It transmits no useful information as to value, project management, the effectiveness of CPAs or 

the future behavior of clients. 
• It encourages the hoarding of hours and decreases delegation , leading to surgeons piercing ears. 
• It penalizes technological advances, reducing a firm's revenue if it performs work more 

effectively. 
• It commoditizes the firm's intellectual capital into one inadequate hourly rate, denying a firm the 

opportunity to differentiate itself from the competition . 
• It does not take into account the risk the firm is assuming working for clients. Risk is not priced by 

the hour. Actuaries have an axiom: There are no such things as bad risks, only bad premiums. 
• It places an artificial ceiling on a firm's net income, since there are only so many hours in a day­

indeed, a lifetime. 
• It creates bureaucracy. The maintenance of time and billing programs consumes 7% to 10% of a 

firm's gross revenue. These resources are better spent pricing on purpose-by establishing a 
pricing cartel, appointing a CVO, pricing all work upfront, performing adequate project 
management, as well as After Action Reviews. 



• It does not set prices upfront, violating the laws of economics and consumer psychology. 
Customers want to compare value to price before they buy, not after. 

• It diminishes the quality of life. No one became a CPA to bill the most hours, but rather to help 
people. Knowledge workers resent having to account for every six minutes of their day, as if their 
leaders do not trust them to do the work and the right thing . 

Adapted from Pricing on Purpose: How to Implement Value Pricing in Your Firm." By Ronald J. Baker in 
June 2009 article in Journal of Accountancy 
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Sample Fixed-Price Agreement 

BY RONALD J. BAKER 
JUNE 2009 

Editor's note: This is a Web-exclusive exhibit for "Pricing on Purpose: How to Implement Value Pricing in 
Your Firm." 

November 19, 2009 

Dear Client: 

In order to document the understanding between us as to the scope of the work that ABC, CPAs will perform, 
we are entering into this Fixed Price Agreement with XYZ, Inc. To avoid any misunderstandings, this 
Agreement defines the services we will perform for you as well as your responsibilities under this Agreement. 

2010 PROFESSIONAL SERVICES 

ABC will perfprm the following services for XYZ during 2010: 

• ·2009 XYZ S Corporation Tax Returns 

• 2009 Financial Statement Review wit_h PBCs (Prepared by Client) to be provided by XYZ by March 15, 2010 

• 2010 Tax Planning 

• Unlimited Access in 2010* 

TOTAL 2010 PROFESSIONAL SERVICES $XXX 

*Included in the Unlimited Access are the following services to be provided by ABC to XYZ: 

• Unlimited meetings, to discuss operations of XYZ, business matters, tax matters, and any other topic at the 
discretion of XYZ or its employees and/or agents. 

• Unlimited phone support for XYZ personnel and/or independent contractors and agents regarding accounting 
assistance, transaction analysis, etc. 

Because our Fixed Price Agreement provides ongoing access to the accounting, tax and business advice you 
need on a fixed-price basis, you are not inhibited from seeking timely advice by the fear of a meter running 
endlessly. Our service is built around one-price pricing, as opposed to hourly rates, and offers you access to the 
accumulated wisdom of the firm through CPAs with substantial experience, who can help enhance your 
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company's future and achieve its business objectives. 

While the fixed price entitles your company to unlimited consultation with us, if your question or issue requires 
additional research and analysis beyond the consultation, that work will be subject to an additional price, 
payment terms, and scope to be agreed upon before the service is performed, and a Change Order will be 
issued to document this understanding. 

Unanticipated· Services 

Furthermore, the parties agree that if an unanticipated need arises (such as, but not limited to, an audit by a 
taxing agency, a financial statement audit or compilation required as part of a lender financing agreement, or any 
other exogenous service not anticipated in this agreement by the parties) that ABC hereby agrees to perform 
this additional work at a mutually agreed-upon pri_ce. This service will be invoiced separately to XYZ, using a 
Change Order. 

Service Guarantee 

Our work is guaranteed to the complete delight of the customer. If you are not completely satisfied with the 
services performed by ABC, we will , at the option of XYZ, either refund the price or accept a portion of said 
price that reflects XYZ's level of value received. Upon final payment of your invoice, we will judge you have been 
satisfied. 

Price Guarantee 

Furthermore, if you ever receive an invoice without first authorizing the service, payment terms and price, you are 
not obligated to pay for that service. 

Payment Terms 

The following payment terms are hereby agreed to between XYZ and ABC: 

January 31 , 2010 $XX 

February 28, 2010 xx 
March 31 , 2010 xx 
April 30, 201,0 xx 
May 31 , 2010 xx 
June 30, 2010 xx 
July 31 , 2010 xx 
August 31 , 2010 xx 
September 30, 201 O xx 
October 31 , 2010 xx 
November 30, 2010 xx 
December 31 , 2010 xx 
TOTAL 2010 PAYMENTS $XXX 

To assure that our arrangement remains responsive to your needs, as well as fair to both parties, we will meet 
throughout 2010 and, if necessary, revise or adjust the scope of the services to be provided and the prices to be 
charged in light of mutual experience. 

Furthermore, it is understood that either party may terminate this Agreement at any time, for any reason, within 
10 days of written notice to the other party. It is understood that any unpaid services that are outstanding at the 
date of termination are to be paid in full within 10 days from the date of termination. 

If you agree that the above adequately sets forth XYZ's understanding of our mutual responsibilities, please 
authorize this Agreement and return it to our office. A copy is provided for your records. 
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We would like to take this opportunity to express our appreciation for the opportunity to serve you. 

Very Truly Yours, 

BY: 

· Allan Somnolent, partner, ABC, CPAs 

Agreed to and accepted: 

BY: DATE: 

Customer, president, XYZ, Inc. 

Copyright © 2008 American Institute of Certified Public Accountants. All rights reserved. 

A3o 
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Sample Change Ord~r 

BY RONALD J. BAKIR 
JUNE 2009 

Editor's note: This is a Web-exclusive sidebar for "Pricing on Purpose: How to Implement Value Pricing in 
Your Firm." 

Client: 

Date: 

Project description and scope of services [and estimated completion date, if appropriate] : 

Price: $ _____ _ 

We believe it is our responsibility to exceed your expectations. This Change Order is being prepared because 
the above project was not anticipated in our original Fixed Price Agreement, dated xx/xx/xx. The price for the 
above project has been mutually agree<;l upon by XYZ, Inc. and ABC, CPAs. It is our goal to ensure that XYZ is 
never surprised by the price for any ABC service, and therefore we have adopted the Change Order Policy. The 
price above is due and payable upon completion of the project described [or, payable upfront, if agreed upon, or 
in installments, etc., whatever you and the client agree to] . 

If you agree with the above project description and the price, please authorize and date the Change Order 
below. A copy is enclosed for your records. Thank you for letting us serve you. 

Sincerely, 

Allan Somnolent, partner, ABC, CPAs 

Agreed to and accepted: 

BY: 

Customer, president, XYZ, Inc. 
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Date: __________ _ 

Copyright © 2008 American Institute of Certified Public Accountants. All rights reserved. 

12/10/2009 1:54 PM 



Baker & Associates CPA Income Tax Preoaration Fee Schedule 
dfective throuah December 31 2008 
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ORMS: 
!040 ndividual Income Tax Return EA $ 156.00 $128.00 

!040ES stimated Tax for Individuals EA 30.00 24.00 
040X +forms ~mended Return For Individuals EA 353.00 283.00 

!041 iduciarv Income Tax Return EA 471 .00 377.00 
1065 +forms Partnership Return EA 689.00 545.00 

Dartnershio State Return EA 177.00 142.00 
1116 ~oreiqn Tax Credit EA 65.00 47.00 
120 OR 1120S +forms ::;oroorate Return EA 689.00 545.00 

I 120X + forms ~mended Return For Corporations EA 353.00 283.00 
1106 molovee Business Exoenses EA 47.00 37.00 
1210 Underpayment of Estimated Taxes EA 47.00 37.00 
1441 Child/Dependent Care Expenses EA 47.00 37.00 
s800 Business Credit FORM 88.00 70.00 
~136 ~ed Tax Paid on Fuels Credit EA 35.00 29.00 
868 Six month extension EA 58.00 47.00 

6903 Movinq Expenses EA 70.00 57.00 
562 )eoreciation and Amortization ITEM 30.00 24.00 

Minimum FORM 88.00 70.00 
797 Sale of business Prooertv ITEM 35.00 29.00 

Minimum FORM 88.00 70.00 
~835 i=arm and Rental Income EA 206.00 165.00 
952 nvestment Interest Expense EA 47.00 37.00 
i329 Early Withdrawal Penalty EA 47.00 37.00 
i695 Residential Enerqy Credit EA 58.00 47.00 
6251 

, 
A.ltemative Minimum Tax EA 88.00 70.00 

i252 nstallment Sales 1st Year EA 107.00 85.00 
Subsequent Years EA 47.00 37.00 

3801 0 rior Year Minimum Tax Credit FORM 88.00 70.00 
3283 Non-Cash Charitable Contributions ITEM 35.00 29.00 

Minimum FORM 88.00 70.00 
582 Passive Activity Loss Limitation EA 58.00 47.00 

3606 Non-Deductible IRA Contribution EA 58.00 47.00 
3812 ~dditional Child Tax Credit EA 35.00 29.00 
3829 Home Office Expenses EA 107.00 85.00 
3853 ~rcher MSAs, Lonq-Term Care EA 52.00 43.00 
3863 :ducational Credits EA 58.00 47.00 
3880 Qualified Retire Saving Credit EA 35.00 29.00 
3889 Health Savings Accounts EA 52.00 43.00 
3903 Domestic Production Activity EA 35.00 29.00 
3910 Alternative Motor Vehicle EA 35.00 29.00 
3465 nstallment Request EA 88.00 70.00 
State Return EA 118.00 95.00 

SCHEDULES: 
t.. temized Deductions FORM 58.00 47.00 



-

B nterest and Dividend Income ITEM 12.00 10.00 
Minimum FORM 53.00 43.00 

" Sole-Proprietor Business EA LUb.00 165.00 
Multiple Auto Statement EA 35.00 29.00 

.,-t:L tlusiness (short torm) t:A 88.00 70.00 
D C:apital Gains & Losses ITEM 23.00 19.00 

Minimum t-UKM 70.00 57.00 
Kental Property Income/Loss EA 88.00 70.00 

-page 2 ,upplemental Income/Loss K-1 41:l.UU J/ .UU 

IC ~amed Income Credit EA 41 .00 33.00 
arm Income and Expenses EA LUb.UU lbb.UU 

><-1 -'artnem,nareholder Income Stmt K-1 48.00 37.00 
,E ,elf-Employment Tax EA 48.00 37.00 

)THER ITEMS: 
:Jther Scneoules Depending on schedule EA 
:Jther Forms Depending on form EA 
:ll:l /~ ~-Filing 48.00 47.00 
3ookkeeping Time HOUR 88.00 70.00 
-'ostage/Handling 1-ee 15.00 15.00 
-<ush Fee C:ompleted tax information received 

less than 30 days before deadline TOTAL ZU"/o LUio 

*Please be advised that we also track the time it takes to prepare your return(s). In most cases we will be 
,ble to limit our fees based upon the above schedule. However, sometimes we find ii necessary to have 
1umerous extra consultations in order to gather and clarity the needed information. In these cases you 
,hould expect to be billed for the actual time needed to do a proper and complete job for you.** 

,. 
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