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2011 TAX CHANGES AT-A-GLANCE

A host of tax provisions enacted in 2001 and 2003 —
commonly referred to collectively as the “Bush tax cuts”
— expire at the end of the year. While it’s (remotely)
possible that new legislation could extend some or all of
these expiring tax provisions, election-year politics
make it difficult to predict what action, if any, Congress
will take. With that in mind, here’s what you need to
know about the major changes that are scheduled for
2011.

Federal income tax brackets

Right now, there are six income tax brackets: 10%, 15%,
25%, 28%, 33%, and 35%. For 2010, these brackets ap-
ply to married couples filing joint returns in the follow-
ing manner.

2010 Income Tax Brackets -- Married Filing Jointly

Taxable Income Marginal Tax Rate
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Thousands of
Consumers
Drowning in Tax

Debt Fall Victim to

Nationwide Scam

Who wouldn’t want to
settle with the IRS for
pennies on the dollar?

You may have heard or seen the
ads by American Tax Relief and
others. The companies brag
about their ability to settle your
overdue taxes for a fraction of
what you owe. You may have

. seen actors on television portray
2011 Tax Changes Nofoyeablciis0 10% themselves as wealthy clients
ST 1 Over $16,750 to $68,000 15% who owed the government thou-
sands, hundreds of thousands or
o,
Thousands of Over $68,000 to $137,300 25% even millions of dollars and
Consumers Over $137,300 to $209,250 28% were able to settle for pennies on
Drowning in Tax | the dOllar Wlth the help Of the
o,
Debt Fall Victim to Over $209,250 to $373,650 33%
Nationwide Scam Over $373,650 35% Continued on page 2
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What Are You
Marketing?

As it stands now, there will be no 10% bracket for 2011,
and the remaining bracket rates will return to their
original 2001 levels: 15%, 28%, 31%, 36%, and 39.6%.

Marginal Tax Rate
For 2010, if you sell your shares of stock that you’ve
held for more than a year, any gain is a long-term capi-
tal gain, generally taxed at a maximum rate of 15%. If
you’re in the 10% or 15% marginal income tax bracket,
however, you’ll pay no federal tax on the long-term
capital gain (a 0% rate applies). That means if you’re a
married couple filing a joint return, and your taxable
income is $68,000 or less, you pay no federal tax on the
gain.
However, these rates expire at the end of 2010. Begin-
Continued on page 3
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Thousands of Consumers Drowning...continued from Page 1

advertiser. The implication is always that
the individuals were able to continue
their previous lifestyles while escaping
their tax debts and you can too.

What you may not have heard is that
federal authorities say the owners of
American Tax Relief were living the high
life behind the wheels of a Ferrari, Rolls
Royce, Bentley and two Porsches while
bilking their customers out of more than
$60 million because few customers ever
saw the promised tax relief.

In early October the company, which
had its California business license sus-
pended last year for failing to pay its
own income taxes, was shut down by the
Federal Trade Commission.

According to an October 6, 2010 article
on WebCPA, American Tax Relief
charged up-front fees ranging from
about $3,200 to $25,000 for the purported
tax relief services. The company’s ads
included a toll-free number for consum-
ers to call for a “free consultation.” After
speaking briefly with a commission-
based sales person who was supposedly
a tax consultant, virtually all consumers
were told that they qualified for a tax
relief program and that American Tax
Relief could help them significantly re-
duce their tax debts.

In reality few of the company’s custom-
ers qualified for the promised tax relief

programs, which are available only in
very limited circumstances. Accord-
ing to the FTC, most people who
hired the company would, at most,
qualify for an installment agreement
which still requires that the amount of
the debt be paid in full.

The tax debt relief program is referred
to by the IRS as an offer-in-
compromise. If you don’t know, an
offer-in-compromise is an agreement
between a taxpayer and the IRS
where the government accepts less
than the full amount owed in ex-
change for the taxpayer’s promise to
abide by the tax laws for at least five
years.

The idea of an offer-in-compromise is
sound — when it is utterly hopeless for
a taxpayer to be expected to pay off
his or her tax liability, then the
amount to be paid is discounted to a
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manageable amount and the tax-
payer starts over. The uncollectible
tax is written off of the IRS” books.
The most common reason for the
government’s acceptance of an offer
-in-compromise is doubt as to col-
lectability. That is, doubt exists, on
the part of the IRS, that the taxpayer
could pay the full amount of the
liability within the remaining statu-
tory period for collection.

In making its determination about
your ability to pay, the IRS says you
should be able to use the full fair
market value of the equity in all
your assets —home, cars, stocks and
bonds, retirement accounts,-- plus
four, five or more years” worth of
future income to pay toward your
tax debt.

Despite the IRS’ claims that it
would be more considerate of tax-
payer’s financial difficulties in these
particular economic times, from
2001 to 2009, offers-in-compromise
accepted by the IRS declined 72 per-
cent. Conversely, the number of
offers submitted increased 18 per-
cent from 2008 to 2009 alone.

My advice is to approach an offer-in
-compromise with care. Expecta-
tions should not be too high for a
favorable outcome, no matter what
representations are made by actors
on television. %

We really believe in the process of referrals, So part of the
service we provide is to be sure to refer our clients and
associates to other qualified business people in the com-
munity. Below, you'll find a list of areas in which we know

g BETE I ReIetal

very credible, ethical and outstanding professionals. If you're looking for a professional in a specific area we've listed,
please feel free to contact us. We will be glad to put you in touch with the people we know who provide these services.

Medicare Advantage Plan Consultant
Home Insulation

Copier Sales & Service

Financial Advisor

Security Consultant

Used Auto Dealer

Real Estate Stager

Realtor

Massage Therapist

Xt O Ok % Ot ot ot
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Attorney

Classified Advertising Specialist
Residential Organizer

Life and Disability Insurance
Advertising Specialties
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Soaring With
Eagles

Since 1983, the U.S. President has proclaimed a Na-
tional Minority Enterprise Development Week obser-
vance to recognize and highlight the outstanding
achievements of minority business owners and to
honor those corporations and financial institutions
that support minority business development. These
dedicated individuals are helping create a more hope-
ful society for themselves and their communities. In
doing so, they are helping to bring the American
dream within the reach of all citizens.

Locally, the Mobile Area Chamber of Commerce and
the Minority Business Enterprise Center honored one
of our clients, Chiropractic Works, PC, as one of their
2010 Eagle Award winners.

Led by Dr. Be Phetsinorath and Dr. Link Nguyen, Chi-
ropractic Works provides a variety of hands-on thera-
peutic procedures and treats patients after auto acci-
dents and sports injuries.

Both doctors are active in the community, volunteer-
ing for the Mobile Jaycees, the Young Women Civic
Club and the Mobile Azalea Trail Maids.

Helping families in the Mobile area stand tall and pain
free, Chiropractic Works offers quality care to patients
of all ages.

Chiropractic Works is located at 3263 Demetropolis
Rd, Suite 10. Doctors Be Phetsinorath and Dr. Link
Nguyen can be contacted at 665-4999.

“The successful person makes a habit of doing
what the failing person doesn’t like to do.”
~ Thomas Edison
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2011 TAX CHANGES AT-A-GLANCE—

CONIINUED FROM PAGE [
10%. Special rules (and slightly lower rates) will
apply for qualifying property held for five years
or more. Finally, while qualifying dividends are taxed in 2010
using the same capital gains tax rates described above (i.c.,
15% and 0%), in 2011 they’ll be taxed as ordinary income sub-
ject to the increased 2011 tax brackets.

ning in 2011, a 20% rate will generally apply to
long-term capital gains. Individuals in the 15%
tax bracket (remember, there won’t be a 10%
bracket in 2011) will pay the tax at a rate of

The Estate Tax

There is currently no estate tax for 2010, and special rules are
in place that govern the way basis is calculated for property
passing upon death. The estate tax reappears in 2011, how~
ever, with a $1 million exclusion amount (meaning that up to
$1 million of assets will be exempt from estate tax) and a top
tax rate of 55%. To put that in context, for 2009, the top estate
tax rate was 45%, and estates received an exclusion of $3.5
million.

Year 2009 2010 2011
Estate tax exclusion $3.5 million N/A $1 million
Top estate tax rate 45% No tax 55%

Other Important Changes
Other changes for 2011 include:

e Phaseout of itemized deductions and exemption amounts —
itemized deductions and personal exemption amounts will
once again be phased out for higher-income individuals

e The “marriage penalty” returns — Changes made to correct
the federal income tax “marriage penalty” expire at the
end of 2010, resulting in a reduced standard deduction
amount and lower tax bracket thresholds (i.e., higher rates
will apply at lower income levels) for married couples fil-
ing jointly in 2011

e Tax credits get cut — The child tax credit will be reduced
and both the Hope education tax credit and the earned in-
come tax credit become less generous (the Making Work
Pay tax credit also disappears). &

I was in the six item express lane at the store quietly fuming. Completely ignoring the sign,
the woman ahead of me had slipped into the check-out line pushing a cart piled high with
groceries. Imagine my delight when the cashier beckoned the woman to come forward,
looked into the cart and asked sweetly, "So which six items would you like to buy?”

Wouldn't it be great if that happened more often?

If and only to the extent that this publication contains contributions from tax professionals who are subject to the rules of professional conduct set forth
in Circular 230, as promulgated by the United States Department of the Treasury, the publisher, on behalf, of those contributors, hereby states that any U.S. federal tax advice that is
contained in such contributions was not intended or written to be used by any taxpayer for the purpose of avoiding penalties that may be imposed on the taxpayer by the Internal Revenue

Service, and it cannot be used by any taxpayer for such purposes.
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“You see the numbers, we look for the opportunities.”

1050 Hillcrest Road, Suite A
Mobile, AL 36695
(251) 633-4070—phone
(251) 633-4071—fax

For more information, visit us on the
web at:
www.ZevacLindsey.com
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We are thankful for our wonderful clients! : |
We hope you have a safe and Happy Thanksgiving!! * -

\_

“Degire ig the Rey to motivation, Gut it's the determination and commitment to an unrelenting pursuit
of your goal—a commitment to excellence - that will enalble you to attain the success you seel.”

—Mario Andretti
What Are You Marketing?

When [ recently asked a group of small business owners, managers and salespeople this question most of the answers
[ got related to that person’s particular product or service. But is that what people really buy? Your product or ser-
vice?

Great customers are everywhere! People need and want to be safer, richer, more successtful, healthier, and happier.
The list of human desires is endless! And that means that opportunities to serve others and increase your business are
also endless. Are you taking advantage of that fact?

People buy benefits! They buy things that make their lives better. They buy solutions. They buy comfort, safety,
health, and happiness. Very few people buy nutrition — they buy health. Very few people buy transportation — they
buy economy, safety, or sex appeal. What benefits are you selling?

“Customers are best heard through many cars.”

Describe the benefits of your product or service from the customer's perspective. Emphasize its selling points. Suc-
cesstul business owners know or at least have an idea of what their customers want or expect from them. This type of
anticipation can be helptul in building customer satistaction and loyalty. The description of your product should in~
clude decisions about package design, brand, trademarks, warranties, guarantees, product life cycles, and new prod-
uct development.

Clients respond to and buy what your product or service will do for them. This has often been called “selling the siz~
zle..not the steak!”

So when gou’re marketing your product or service, when gou’re selling your company or yourself tell people what
gou’re selling in terms of what the results will be and L]ou’ll be abundantly more successful. &



