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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. 

The Top 10 Useless Things You Didn’t Know About Taxes 
You always need something to fill the natural voids that occur in the conversation at Christmas and 

New Year’s parties. Here are a few useless Q & As that could start a long-winded debate or a bored 

sigh. So use them carefully. 

 

Q1) How long is the federal tax code? 

A) 73,954 pages. That’s 185 times longer than it was in 1913, when the code was 400 pages. 

 

Q2) Which amendment to the U.S. Constitution established the government’s right to tax income? 

A) The 16th amendment. Ratified in 1913, the 16th amendment stated that “[t]he Congress shall 

 have power to lay and collect taxes on income, from whatever source derived…” 

 

Q3) How many changes have been made to the code since 2001? 

A) Approximately 4,680 changes have been made over the past dozen years, or more than one a 

 day on average. 

 

Q4) How many hours do individuals and businesses spend on their taxes every year? 

A) 6.1 Billion hours a year. That’s equivalent to more than three million full time workers’ 

 hours annually, assuming at least two weeks of time off. 

 

Q5) When did the income tax start to hit the middle class in earnest? 

A) World War II. Between 1939 and 1943, the number of Americans paying the income tax in-

 creased more than six fold to fund WWII and instill shared sacrifice. 

 

Q6) What makes the federal income tax code progressive? 

A) The more you make the more you pay (generally speaking). 

 

Q7) Which is the most expensive tax break? 

A) Health care exclusion. The money your employer contributes to help pay for your health in-

 surance is treated as tax-free income to you. The break is estimated to cost $760 billion over 

 five years. 

 

Q8) How many tax provisions are set to expire this year? 

A) 55. Congress has made more parts of the tax code “temporary” over the years. The number 

 of annual expiring tax provisions has more than tripled since 1998. 

 

Q9) What percentage of total revenue in 2012 came from the individual income tax? 

A) 44%. In fiscal year 2012, individual income taxes accounted for 44% of all federal revenue. 

 That includes, however, business income from companies whose owners opt to file under the 

 individual code. 

 

Q10) When was the last time Congress embarked on full-blown tax reform? 

A) 1986.  Congress last overhauled the tax code in 1986. But the work began a few years before. 

 So today’s Congress still has a long way to go before it’s ready to approve a major reform. 

 

Do you have a question for the Taxpert that you’d like to see answered in a future Taxing Times or 

perhaps just an issue you’d like the Taxpert to address?  

Send the Taxpert an email to taxpert.zl@comcast.net or send the Taxpert a note to Taxing Times, 

1050 Hillcrest Rd., Ste A, Mobile, AL 36695. 

mailto:taxpert.zl@comcast.net
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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. 

This month’s special  

Member-Only call-in times 

for Lindsey’s Insider’s Circle 

will be 12/16/13 from 2:00 

to 4:00 pm. To schedule 

your appointment,  

contact Kristen at  

(251) 633-4070. 

What Business Are You In? By: Keith Lee 

I used to think we were in the business of selling price guns to retail stores. Then, I thought we were in the 
business of selling price guns and packaging to retail stores. Then, I decided we were in the business of selling 
retailers everything they needed to operate their stores. 
 
Now, I know what business we are really in. 
 
In their first hour of employment, each new team member at American Retail Supply receives Out-Nordstrom Nordstrom Customer 
Service Training. The system includes the DVD In Search of Excellence with a portion of Disney’s new employee (guest service) 
training. In the DVD, the Disney trainer asks: “What business are we in? We know that GM makes cars and Whirlpool makes 
refrigerators. What do we make here at Disney? The answer is: We Make People Happy.” That’s when it occurred to me, that’s 
what we do at American Retail Supply! We make people happy. Frankly, I think that’s the business every company should be in. 
 
If you are in the business of Making People Happy, it becomes clear to every team member in your business what their job is… 
Make Customers Happy. 
 
Now, we understand that after Customers call us, they’re not going to be singing “Zip-a-Dee-Doo-Dah,” but the reality is, our job 
is to make them happy, and if we don’t make them happy, they won’t, and they shouldn’t, come back! 

 
Should you be in the business of making customers happy? 

 
Excerpt from Out-Nordstrom Nordstrom: Creating the World’s Best Customer Service by Keith Lee. Reprinted with permission.  In the early 
1980s in an effort to answer the question, “Why should someone do business with me versus anyone I compete with?” Keith determined the an-
swer should be, “Because we have the best customer service.”  That’s what everyone says, right?  But Keith really delivers, and in fact, has made 
it his professional crusade to educate and provide strategies to keep independent business people ahead of the competition. If you would like to 
learn more about how to train your Team to provide World Class, Exceptional, Out-Nordstrom Nordstrom Customer Service, check out 
www.KeithLee.com. 
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Thanks for the Referrals 
 

We appreciate the opportunity we’ve 
been given to serve others by those 
who have taken the time to express 

their trust and confidence in us to their 
friends. Your referrals are our greatest 

compliment.  
 

~ Mark Roberts ~ 
~Brian Frampton~ 

file:///G:/MSAPPS/Data/Ral/Newsletter/www.KeithLee.com%20


T A X I N G  T I M E S  P A G E  3  V O L U M E  5 ,  I S S U E  1 2  

Getting Into the Winner’s Circle is More Than “Blood, Sweat and Beards” 

Several of the Red Sox best known players swore off shaving until 
they won the World Series…making way for beard-yanking ritu-
als after a big hit and “Fear The Beard” headlines. 
 
In the world of baseball, it’s just one more crazy superstition and 
a way for Red Sox supporters to bond. Baseball players have been 
known to be notoriously superstitious throughout the years. 
Many feel it gives them more luck and a better chance to win. For 
instance, Atlanta Braves Elliot Johnson must have a piece of Super 
Bubble grape-flavored gum in his mouth when he’s on defense. 
When his team bats, he gets rid of the grape gum and exchanges it 
for watermelon-flavored gum. 
 
Cardinals relief pitcher, Randy Choate must have everything 
around him cleaned up before he can begin to pitch. If a napkin 
blows near him on the mound when he pitches, he’ll come off the 
mound, pick up the napkin and stick it in his pocket before con-
tinuing. He has other routines he follows as well…such as never 
picking up the ball off the dirt when he comes out to the mound. 
If it’s in the dirt, he has to kick it into the grass and 
then pick it up. 
 
Of course, superstitions aren’t the only thing that 
people believe attributes to success… 
 
You’ll also hear people attribute success to “having 
good genes,” “having athleticism,” “blessed with 
talent” or “got lucky.” 
 
This happens in business too. Not so much superstitions, but the 
idea that people are successful for no real reason. They were in 
the right place at the right time. They have the right degree. There 
was no work involved—it just “happened.” 
 
But, the truth is success comes from something else. Something 
most people don’t want to hear. 
 
Frankly, I’m puzzled by it and even slightly troubled by this 
trend. 
 
Anybody who thinks these people got there by luck or because 
they were blessed or because they are talented or smart or consis-
tently execute some superstitious ritual…just isn’t paying atten-
tion. 
 
They got there because of hard work. If you look at successful 
people, you would see they took a lot of action and implemented 
a load of campaigns and systems in order to earn that distinction. 
Donald Trump, for instance, starts his day at 5:00 am. He works 
all day, goes home for dinner and is back out every night to at-
tend some social function. In between, he’s doing interviews, on 
TV, hyping books, and giving speeches. 
 
And here’s the good news out of all this – if you’re willing to put the 
work in, anyone can be successful. 
 
So, there are three things about work you need to know. 
 
First, you have to be consistent. What I mean by that is that you 

have to keep showing up. In a way it’s similar to getting and stay-
ing in shape. If it takes you three months to lose say 15 pounds, 
your work isn’t over. You have to keep exercising. You can’t just 
stop or you’re going to gain back the weight. 
 
Michael Jordan, considered by many to be the greatest basketball 
player of all time, has an incredible work ethic. When told to take 
a break, he would continue working on his game. In 
shootarounds, he would arrive earlier than everyone else and stay 
later. He had the reputation for working harder than anyone else. 
For example, he’d arrive way before tip-off on game days to shoot 
free-throws and practice immediately after a loss. 
 
Hard work isn’t something that comes naturally. You have to 
train yourself. Obviously it is easier to procrastinate and put off 
doing something until the opportunity has passed. But, behind 
every successful person is someone who has trained himself to 
work hard. 
 

Former British Prime Minister, the late Margaret 
Thatcher once said, “I do not know anyone who has got 
to the top without hard work. That is the recipe. It will 
not always get you to the top, but it should get you 
pretty near.” 
 
So, you’ve got to do the work. 
 

The second thing is that it’s a good idea to find something that 
sort of blurs the line between work and play. In other words, love 
what you do. 
 
If you don’t lose track of time during the day, if your days don’t 
fly effortlessly by – you’re probably in the wrong business. Most 
everyone has had the type of job where you count down the 
hours, minutes and seconds until your shift is over. 
 
That’s no way to spend the bulk of your day.  So if you don’t love 
what you do, put a plan together today to implement positive 
change in your life. 
 
The third thing about work is you’ve got to work smart, not 
dumb. One of the obvious ways to do this (that most don’t do) is 
to work without interruption. You’ve got to work without looking 
at your text messages, or answering your phone every time it 
rings, or checking your email every five minutes. You’ve got to 
control your work environment. Don’t let it control you. 
 
The beards may have contributed to the fun, but the truth is the 
Red Sox got to the World Series through good old fashioned 
blood, sweat and tears. And if you too want to be the winner, 
you’ll have to stop making excuses and do it the same way—
through consistently doing the work. 
 
One of the reasons that people misinterpret what it really takes to 
be successful is because often super achievers make it look so 
easy. 
 
There’s a Nike ad in which Michael Jordan says: 
    Continued on back cover  
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“Maybe it was my own fault. Maybe I lead you to believe it 
was easy when it wasn’t. Maybe I made you think my high-
lights started at the free throw line and not in the gym. Maybe 
I made you think that every shot I took was a game winner. 
That my game was built on flash and not fire. Maybe it’s my 
fault that you didn’t see that failure gave me strength, that my 
pain was my motivation. Maybe I lead you to believe that bas-
ketball was a God-given gift and not something that I worked 
for every single day of my life. Maybe I destroyed the game. 
Or maybe…you’re just making excuses.” 
 
If you want to know how to join the ranks of the super achiev-
ers…and get more accomplished much faster without having 
super-human powers, having to work crazy-stupid hours, or 
having to hire an army to help you, check out “Your Best Year 
Ever.” 
 
In it, I reveal the five big keys that are going to be necessary 
and helpful for you to have your best year ever in 2014 and 
each of those five keys have anywhere from three to seven 
components. This is not information you’ll want to consume 
once and stick in a drawer. This is posted on the wall next to 
my monitor so that I am regularly reminded of what I need to 
do be successful. You’ll want to do the same.  
 
To request your free copy of “Your Best Year Ever” call 251-
633-4070 or send an email to zevaclindsey@comcast.net with 
the subject line “Your Best Year Ever.” Be sure to include your 
name and address. There is no obligation on your part. We’ll 
get it right to you. 

Getting Into the Winner’s Circle—
continued from page 3 

We Believe in Referrals 

We really believe in the process of referrals, so part of the ser-

vice 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 credi-

ble, 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. 

Marketing Coach 

Web Developer 

Self Storage Warehouse 

Realtor 

Veterinarian 

Pest Control 

Printer 

Mortgage Broker 

Signs 

Attorney 

Remodeler 

Personal Trainer 

Dentist 

Auto/Home/Life Insurance 

Land Surveyor 

Financial Advisor 

Caterer 

Cultured Marble  

Catch Us on the Radio 
 

Richard is the co-host of  
“Safe Investing in the New Economy”  

with Jim Byrd. The show can be heard each 
Sunday evening at 6:00 pm on WAVH FM Talk 
106.5 and each Tuesday morning at 10:05 am 

on WABF 1220 AM. 

mailto:zevaclindsey@comcast.net

