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CERTIFIED PUBLIC ACCOUNTANTS 

“You see the numbers, we look for the opportunities.” 

Dedicated to helping our clients keep the money that belongs to them through a focus on tax. 

ATTENTION ALL EMPLOYERS, S CORPORATIONS,  
PARTNERSHIPS, LLCS, AND C CORPORATIONS 

New January 31 Deadline for Employers 
Employers are now required to file their copies of Form W-2, submitted to the Social Security 
Administration by January 31.  
  
The new deadline also applies to Forms 1099-MISC reporting non-employee compensation, such 
as payments to independent contractors. 
  
In the past, employers typically had until the end of February if filing on paper, or the end of March 
if filing electronically, to submit copies of these forms. 
  
The new accelerated deadline will make it easier for the IRS to spot errors and verify the legitimacy 
of tax returns and properly issue refunds to eligible taxpayers. Penal-
ties for late filing can be exorbitant! For example, if a business fails to 
file Form 1099-MISC or furnish a copy to the payee on time the penal-
ty can be as high as $520 per occurrence. 
  
New March 15 Deadline for Partnerships and LLCs 
Partnership tax returns are now due March 15, NOT April 15 as in the 
past. 
S corporation tax returns due date remains unchanged at March 15. 
  
New April 15 Deadline for C Corporations 
C corporation tax returns are now due April 15, NOT March 15.  

Critical Changes You Need to Know About NOW! 

Do the Thing You Fear 
Ralph Waldo Emerson said: “Do the thing you fear and the death of the fear is certain.” Quite often we know what it is we need to do—the 

challenge is getting ourselves to do it. Why do we so often put off doing what we know we should do? Why do we procrastinate, postpone, 

and put off taking action? According to Joe Tye, more often than not, the underlying cause is fear. Fear of failure, fear of rejection, fear of 

humiliation, and yes, even fear of success. 

 

As we enter the new year, you will undoubtedly hear advice from a lot of people on how to make 2017 your best year yet. There will proba-

bly be one common thread in all of that advice—you must take action. You must confront your fears and take action. 

 

In their book Whoever Makes the Most Mistakes Wins, Richard Farson and Ralph Keyes argue that “the world belongs to those who don’t let 

anxiety about screwing up keep them from moving forward. Those who are too afraid to make a mistake work for those who aren’t.” To act 

is to risk, and to risk is to eventually fail. 

 

Unfortunately, in our risk-adverse world, failure has gotten a bad name. Because people are afraid to fail, they are afraid to act; because they 

fail to act, they fail to learn and grow, which is the ultimate failure. 

 

Farson and Keyes point out the most successful organizations, and the most successful individuals, generally have a track record of 

“failure” (and learning from that perceived failure) that leads up to the success for which they are recognized. 

 

Remember this “Rule for the Journey” from Joe Tye: “Action is the difference between positive thinking (expecting something and working 

to make it happen) and wishful thinking (hoping for something and waiting for someone else to make it happen).  
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Avoiding the #1 Fear About the IRS 
Inevitably, the question I get asked when I work with people dealing with severe IRS problems is “Can you keep me out 

of jail?” It’s one of the big fears about finally facing up to and doing something about the problem. 
 

Not filing your tax returns IS considered a crime. You CAN go to jail if you have not filed your tax returns OR if 
you’ve filed them inaccurately. You can receive one year of prison time for each year of unfiled returns and procrastinat-

ing just increases the chances of going to jail. 

 
The IRS doesn’t take kindly to non-filers they have to chase down. And believe me, they will eventually chase you down. 

Just because it’s been a few years since you’ve filed and nothing has happened, doesn’t mean you’ve slipped through 
the cracks. People rarely slip through the cracks. Why go through life looking over your shoulder wondering when the 

other shoe is going to drop, when the IRS is finally going to catch up with you and demand their money? Life’s too short 
to live that way. 

 

Even if it’s been years since you filed returns, you can still avoid prison. The more willing you are to face up to your situ-
ation and seek a solution, the more likely the IRS is to work with you. The IRS doesn’t seek to put anyone in jail that 

voluntarily comes forward and files old returns. 
 

Owing the IRS money IS NOT considered a crime. The IRS cannot send you to jail for owing money, if you’ve ac-

curately filed your tax returns. But, don’t pop the bubbly just yet. Although jail time is arguably the worst thing that can 
happen, it’s not the only punishment that the IRS can deliver. By not facing your IRS debt and taking action, you could 

be staring into the ugly eyes of…  
 

 wage garnishments;  
 seizure of your car, house, or boat; 

 seizure of your bank account; 

 seizure of other real estate; 
 seizure of your Social Security benefits, 401(k)s, and IRAs; 

 seizure of cash loan value of your life insurance; and  
 seizure of commissions owed to you. 

 

If you have filed your tax returns accurately but can’t afford to pay the taxes owed, there are ways to pay your debt and 
avoid those nasty consequences listed above. But, it’s a bad idea to go it alone. Walking into an IRS office and trying to 

work out a deal is a recipe for disaster. It’s too easy for them to get you to say something you’ll regret later. Seek out a 
qualified professional you can trust.  

What I’m Reading… 
NOW 

Lost Symbol by Dan Brown 
The Golden Rules: 10 Steps to World-Class  

Excellence in Your Life and Work by Bob Bowman 
 

RECENTLY 
Raise the Titanic by Clive Cussler 

Lindbergh by A. Scott Berg 



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 businesspeople in the 

community. 

 

Below, you’ll find a list of areas in which we know 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 ser-

vices. 

 

Home Insulation 

Banker 

Pest Control 

Financial Advisor 

Payroll Processor 

Realtor 

Massage Therapist 

Electrician 

Auto /Home /Life Insurance 

Land Surveyor 

Veterinarian 

Copiers 

Printer 

Mortgage Broker 

Identity Theft Protection and Restoration 

Fitness Coach 

Plumber 

Cultured Marble 
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Cutting to the Bone 

Many of us use sophisticated software tools in our business. For instance, 
we use a top-of-the-line tax-prep software. But, you can walk into any 
Staples® and buy a similar program yourself. Financial advisors use soft-
ware to model asset allocation and investing strategies. But, you can go 
to Fidelity® or Charles Schwab and get those tools online for free. 
 
So, why do you need us? Well, for one simple, but crucially important, 
reason! Here’s a picture of a tool I purchased on the internet for $19.95. 
 
 
 
 
 
 
 
 
 
In case you don’t recognize the cringeworthy image above, it’s an old 
English torture device orthopedic bone saw. Surgeons invest years study-
ing and training to use tools like their bone saw. So do we. We invest 
years studying and training how to help clients navigate the tax system. 
Yet, patients who would never dream of performing surgery on them-
selves and their families think they can download TurboTax® and per-
form surgery on their tax bills. They understand how complicated the 
human body is. But, have you ever taken a look at the tax code? 
 
Just because you can go out and buy the tool doesn’t mean you should be 

using it.  

Looking for Someone You Can Rely On? 

Ask for Written Testimonials 

An important strategy that most people fail to take ad-

vantage of for their business is capturing success stories. 

It’s understandable, after all, many of us were taught as 

children that we should refrain from bragging. Indeed it is a 

wise lesson for children. In fact, some adults have obviously 

forgotten those values. But, they apply to our personal lives, 

not our businesses. In business, those success stories are 

vital to the success we deserve. 

 

One approach to capturing success stories about your busi-

ness is to ask for written testimonials. Testimonials carry a 

level of credibility, because they come from someone who 

has direct experience with your product or service. People 

generally place more trust in a testimonial than in a busi-

ness’s own marketing message. They believe that the aver-

age person is unbiased and has nothing to gain from provid-

ing a testimonial. The business, on the other hand, has   

everything to gain, or lose. 

 

A good, specific testimonial from a satisfied customer can 

be almost as good as a referral. To be 

good, the testimonial must be specific. It 

might identify the client’s specific con-

cerns and how you overcame them. It 

might discuss how you solved a problem 

for her. It might talk about a particular 

benefit the customer achieved by buying your product or by 

buying from you. It might brag about you saved them a cer-

tain amount of time or money. But, it needs to be specific. 

The generic, “They were so helpful,” or “They were all so 

nice,” won’t mean a thing to the person reading the testimo-

nial. 

 

There are a lot of ways you can use written testimonials so 

that your prospects read them. Publish them in your bro-

chure, on your website, in your advertisements, in your 

newsletter, on the back of your business card, in a testimo-

nial notebook. Anywhere you are doing marketing is a good 

place for a testimonial. Publish as much information about 

your customer as privacy will allow. Name, occupation, city, 

length of time they’ve been a customer all add credibility to 

the testimonial. 

 

Have you ever stopped to ask a satisfied client for a testi-

monial? Consider making this a standard practice in your 

business. Often the best time to ask for a testimonial is at, 

or near, the end of the sales cycle. Decide 

on the best time to ask and ask every time. 

Written testimonials can be powerful. They 

can be used to, in many ways, enhance 

your credibility and set you apart from your 

competition. But, you have to ask.  
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Charles Alfred Pillsbury was born December 3, 
1842, in Warner, New Hampshire. He had a modest 
upbringing and graduated from Dartmouth College 
in 1863, paying for his college education by teach-
ing part-time. Pillsbury was drawn to business in 
Minneapolis after experienc-
ing and observing the com-
mercial interests in Montreal, 
which processed grain from 
the west. Pillsbury created 
his own brand of flour called 
“Pillsbury’s Best.” 
 
It was claimed that 
“Pillsbury’s Best” was the 
finest flour in the world, and 
its production techniques 
allowed Pillsbury to capture 
a niche in the marketplace 
demanding high-quality flour. The use of a series of 
carefully gauged steel rolls in the crushing of grain 
into flour affected an entire revolution in all the large 
flour mills of the United States, as it was efficient 
and produced excellent quality. It led to important 
changes in wheat growing, because it created a de-
mand for hard “spring wheat”, which was, up to 
that point, less desirable than that of the softer win-
ter wheat of the South.  

Fun Business Trivia 

The Rainbow Bridge from the 1989 movie 

All Dogs Go to Heaven. 

He had a good life and he will be missed.  Rest in peace my friend. 

BUSTER 
7/8/99—12/6/16 

This month’s special Member-Only call-in 
times for Lindsey’s Insider’s Circle will be 

1/23/17 from 2:00 to 4:00 pm.  
To schedule your appointment,  

contact Kristen at (251) 633-4070.  
 

Not a member yet?  
Find out how to become one TODAY! 

1050 Hillcrest Road, Suite A 

Mobile, AL 36695 

(251) 633-4070—phone 

(251) 633-4071—fax 

www.CPAMobileAL.com 


