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Having a System saves 
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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. 

Will You Have to Pay Taxes on Your Health Benefits? 
In 2012, businesses will be required to include the value of health care benefits 

they provide to employees on W-2s, beginning with W-2s for 2011. The set 

of forms going out in 2012 will reflect coverage provided in 2011. 

Obviously, this will require employers to work with their insurers and, for 

self-insured plans, with their third-party administrators (TPA). Regard-

less of the entity that ultimately provides the health care insurance, the em-

ployer has the responsibility to make sure that the documentation is accurate. 

Although the new rule applies for employees’ tax years beginning after December 31, 2010, payroll systems 

will need to be updated for this change by January 2011, meaning that this issue must be addressed in 2010. 

This deadline must operate because employees are entitled to request their Form W-2s early if they termi-

nate employment during the year. 

While it is expected that most Form W-2s for 2011 will be issued in January 2012, Form W-2s reflecting 

the new health insurance information must be available no later than February 1, 2011, in the event a termi-

nating employee requests one. 

There’s been a lot of talk, especially on the internet and via email blasts, that once the value of employer paid 

health coverage begins showing up on the Form W-2 that the currently tax-free benefit will become taxable to 

the employee. Some fear the taxability begins immediately, others worry that the reporting is the precursor to 

the benefits being taxable in the future. 

There’s no way to predict what Congress will do in the future, but as of right now, health insurance benefits 

will not become taxable when the value is re- ported on the W-2 nor 

is there any law, rule or regulation currently on the books which would 

make them taxable in the future. 

So what’s the deal? Starting in 2016, you’ll be subject to additional 

tax if your health insurance premiums exceed $10, 200 per year for 

employee-only coverage, or more than $27,500 per year for a family 

plan. Oh, and would you believe, Congress actually had the fore-

sight to index these thresholds for inflation? 

Diversify Your Contacts 

It’s been said that most people know between two and 
three hundred people. Isn’t that plenty for a network? A 
major key to building a powerful business network is 
diversity. Yet, it’s natural for us to be attracted to people 
much like ourselves. We tend to hang out with others in 
our age group, our income, our social status. People 
with our interests. The problem is that when you sur-
round yourself with similar contacts, you may find it hard 
to connect with new people or companies you want to 
do business with. The more diverse your business net-
work,  the more different groups you might have connec-
tions into. Linchpins that link people together in ways 

you never would have thought 
about. When it comes to business 
networking, you never know who 
people know. 
 
In “The 29% Solution” Dr. Ivan Mis-
ner talks about one of the most 
profitable referrals BNI has ever 
seen. It was passed by—are you 
ready for this—a Mary Kay consult-
ant! It seems the Mary Kay con-
sultant was giving a facial at a 
woman’s home in West Los Ange-
les. As the consultant worked, the  
 Continued on back cover 
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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. 

Creating A Successful Business Isn’t For The Faint 
At Heart, It’s A Lot Of Work 

However, developing Systems will create more free time and more income 

One of my favorite books is The E-Myth Revisited by Michael 
E. Gerber. The book gives the reason many small businesses 
fail and offers suggestions on preventing it. Much of it has to 
do with systems, or lack thereof. Systems can take your busi-
ness to the next level; enable you and your team to consis-
tently deliver top quality service to your clients. Here are a 
few suggestions on using systems to help you grow your 
business and regain or retain balance in your life; 

NEVER rely on your memory, use checklists. Simple, but 
often overlooked. Lists will ensure that all activities nec-
essary to perform the work are completed and provide 
accountability. Checklists are also a great way to commu-
nicate with your clients and team members and eliminate 
unnecessary repetition of others. 

Develop a written procedure manual for all of the activi-
ties you do. Successful entrepreneurs don’t do it all. Docu-
ment everything from how you perform each task in 
your business. A written plan will make it simple to hire 
the right person in the future and give you a reference 
point to discover where your time is being best spent.  

Devote quality time for income generating activities 
DAILY. Review your business, determine the steps neces-
sary to create the results you want then daily take steps 
toward that goal. If you are a Realtor and it takes you 100 
calls to generate a new listing, then daily you must set 
aside time to do these calls. 20 to 25 a day and you’ll be 
on your way to having a new listing each week. Schedul-
ing for this and creating a system will dramatically in-
crease your success. 

Focus! Start your day with a plan and stay focused. It’s 
easy to get off on something else as soon as the phone 
rings but, staying true to your plan will help you achieve 
your goals. You’ll be amazed at how much you’ll get 
done in a shorter period of time without any interrup-
tions or distractions. Remember how much you got done in 

the few days prior to your last vacation? 
Make time to grow your business. As a small business 
owner I am all too familiar with the day to day distrac-
tions and time zapping activities that come our way. 
However, in order to be successful you must schedule 
time to work on your business rather than in it. Spending 
time developing goals, new systems and solutions for 
implementing them is a surefire way to increase your 
business. Don’t get stuck in the day to day and confuse 
busy time for business building time. Many top profes-
sionals take one or more days off a month and work on 
their business. To really get the full impact of this, join or 
start a mastermind group. Step away from the email, turn 
off the phone and eliminate interruptions during this 
critical time to simply work on improving your business. 
Remember most of us started our own business to be free 
from the constraints of having a J.O.B. However, if your 
business is solely relying on you to make it work and you 
are the only one who can do all the activities then you 
don’t really have a business. Small steps taken daily can 
put you on the path to the success and freedom you de-
sire.  
 
Michelle Spalding, a.k.a. Virtual Fairy Godmother, is a speaker, 
consultant and founder of Transaction Management Consultants. 
Her team helps Realtors® and real estate investors nationwide 
manage their transactions from con-
tract to close. The systems her team 
uses are responsible for helping many 
average real estate businesses become 
extraordinary. For additional informa-
tion please visit 
www.OnlineClosingTeam.com or if 
you have a specific question email  
Michelle@OnlineClosingTeam.com. 

It was Joseph Vlasic’s reputation as a milkman 

that made his name the best known name in pickles in America. 

Born in 1904, Vlasic acquired an inconsequential night milk run in 

Detroit while still in his teens. Within ten years he had built the 

business into Michigan’s largest wholesale milk 

company. In 1937, a small Detroit pickle maker sug-

gested that Vlasic carry his pickles. Vlasic agreed to 

sell the pickles on a small basis in Detroit’s Polish 

community under his own name. Vlasic even printed 

the jar labels in Polish. He never expected the pickle 

business to be any more than a minor sideline to his 

milk business. Joseph Vlasic ended his involvement with his 

company in 1960, turning operations over to his son Robert. 

Under his leadership Vlasic went national, on the wings of a 

cartoon stork. As a small private firm, Vlasic sold more pickles 

than food giants Heinz and Del Monte.  

Fun Business
 

Trivia 



T A X I N G  T I M E S  P A G E  3  V O L U M E  2 ,  I S S U E  9  

Dog, It’s hot! I think it’s about time you people 
came up with some different ways to entertain your 
dog during these DOG DAYS of SUMMER. You 
don’t seem to have any problems coming up with 
ideas to entertain yourselves and provide some re-
lief from this oppressive LA (lower Alabama) heat. 
Swimming, boating, jet skiing……does anyone else 
see a theme here? Water! – Cool refreshing water! 
I’ll admit though, when Richard had his grandsons 
over and filled up their little pool, he did let me 
sneak a drink of the water in it, but that’s not the 
same as swimming. It’s hard to get yourself wet 
when all you do is lap. It’s not like I lick myself all 
over like some cat. Dog, that beach is still calling 
my name. So, what kind of entertainment options 
do you have for us? 
Running to chase that ball – very HOT and NOT 
fun! BTW sports fans, I don’t fetch in any weather. 
It’s undignified. 
Running to chase that stick – see chasing the ball. 
Ok, ok, I do like to run – a little. But it’s September 
and it’s still too hot for much of that to be very 
enjoyable. Besides, I’m getting on up there. Now, 
I’m not as old as Richard, but I’m getting there.  
(Don’t tell him I said that, he’ll just shorten the 
leash.) 
This time of year, I do like to walk though. Early in 
the morning or just before dusk is the best time. 
It’s a little cooler then. Unfortunately, you people 
have found a way to ruin that for us dogs as well. 
The retractable leash! You let it play out like fishing 
line, just enough to think we’ve got free reign, and 
then, bam, you lock it place. How cruel! 
I guess what I’m saying is since you’ve done such a 
lackluster job of amusing your pets, just admit de-
feat and leave things to us. If nothing else I enjoy 
laying on the tile floor underneath the ceiling fan 
and then getting my back scratched. What? You 
thought I’d say ‘licking myself’ didn’t you? Grow up 
dog. Until next time, 
 
Your Canine Friend, 
 
 
Buster  

Buster’s Corner 
 We LOVE 

testimonials; tell 
us how we’re    

doing!! 

T he tax summit was a big hit with small busi-

ness owners. 

There was a lot 

of great infor-

mation to be 

had from the 

“tax guru”. Al-

though, some 

are still in shock 

over the amount 

of paperwork 

they will be 

required to file, everyone stayed awake as Richard 

plowed his way through the new tax laws that im-

pact all taxpayers, especially the small business 

owners. 

  

While the bad news was handed out in the form of 

new filing requirements 

and increased taxes, the 

“super tax guru” saved the 

day with cash savings 

NOW in the form of tax 

savings and credits. The 

crowd was excited to hear 

about the potential of not 

paying Uncle Sam for 

some payroll taxes and 

maybe even getting back some money by paying for 

employee health care benefits. Many employers 

already do this anyway. 

  

Overall, there was sense of power in the form of 

knowledge. The super tax guru was satisfied know-

ing that everyone who attended walked away know-

ing more about the tax laws than they did when they 

arrived. He knows it may be easier to not know the 

bad news but it is GREAT knowing the good news. 

In these taxing times, knowledge is power!  
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customer’s husband walked by several 
times with a sheet of paper, grumbling 
and cursing under his breath. Finally his 
wife asked, “What’s wrong honey?” 
 
The husband said, “I gotta fire this 
graphic design outfit. They’re doing a 
horrible job. The problem is, I need 
someone to take over the project 
quickly.” 
 
Hearing this, the Mary Kay consultant 
turned to the woman’s husband and 
said, “Gee, I know a great graphic de-
signer. I think I have his card right here.” 
She opened her business card file, “I’m 

going to see him tomorrow morning. 
Would you like me to give him your card 
and have him call you?” 
 
“Absolutely!, “ replied the husband. 
 
The Mary Kay consultant made the con-
nection and the graphic designer got the 
job. Here’s the kicker: the husband was 
a movie producer. The graphic design 
work was for a new movie. The referral 
turned into a six-figure contract, and the 
designer did such a great job that he got 
the producer’s next movie project as 
well. 
 

The moral here, is that you never 
know who “they” know. 
 
If you wish to build a powerful busi-
ness network, you’ll need to build 
one that includes people who don’t 
look like you, sound like you, speak 
like you, or share your background, 
education or history. The only thing 
they should have in common with 
you is that they should be really good 
at what they do. Create a network 
like that, and you’ll have a network 
that can help you succeed at any-
thing.  

Diversify Your Contacts— continued from page 1 

Looking for 
Someone You  
Can Rely On? 

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 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 services. 

 Medicare Advantage Plan Consultant 

 Home Insulation 

 Copier Sales and Service 

 Financial Advisor 

 Security Consultant 

 Used Auto Dealer 

 Real Estate Stager 

 Realtor 

 Massage Therapist 

 Classified Advertising Specialist 

 Residential Organizer 

 Life and Disability Insurance 

 Advertising Specialties 

 Land Surveyor 

 Veterinarian 

 Printer 

 Bathroom Remodeler 

 Attorney 


