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“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.
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Trust, and the Door Will Open
Thank you. Even if you’ve only been reading Taxing
Times a short while, I hope you have noticed these
words:

SPECIAL POINTS OF
INTEREST:


Thank you!



Are you using these keys
to success?



How will you classify your
property?



Referrals, funnies, quotes



And much more...
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“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.”
We greatly appreciate it when you refer your friends,
customers, and family members to us. In 2014 you did
so in record numbers. Our referrals were up over 23%
to record breaking levels in 2014.

We want to be able to look at our keys and see if we
have the right key to open the door for you.
It’s all about trust. Now that you have that key, you must
find out if the person who gave it to you will trust you
with it.
If the key belongs to a friend who knows and trusts you,
they might say yes. If it belongs to someone who
doesn’t know you very well, or at all, you would expect
them to refuse. Right? How could they possibly know if
you were trustworthy?

So we understand your trust in us plays a big role in you
Most people understand the general idea of giving a
handing over the keys to your relationships with family,
referral. But getting and giving a referral isn’t always so customers and friends.
simple. Nobody wants to give a referral and have it
come back to bite them.
The same is true whether you’re talking about individual
relationships or business relationships. We belong to
Imagine you are in a room of 30 people, and you ask
Business Networking International, and, as a group, it is
everyone to pull out their keys and throw them into a
consistently the largest single source of referrals we
bowl. Probably, there are a lot more keys than people. receive. It’s like having a group of people who not only
trust you with their keys, but are actively working to
If you pick up one key from one key ring, it is likely that open the doors for you.
only one person in the room can identify exactly what
door or lock it opens. Hopefully that is the person you
If you are a business owner, manager or sales person
borrowed that key ring from.
and you’re interested in growing your business, ask me
about BNI, I’ll be happy to share.
Referrals are really about opening doors for one another. Hopefully, you tell us which doors you would like
Again, thank you. We enjoy building our practice based
opened for you. That’s why we include, in each issue, on the positive comments and referrals from people just
the “Looking for Someone You Can Rely On?” section. like you. We couldn’t have done it without you. 

The Keys for Success in 700 Words or Less
It’s a new year and it’s time to think about goals, right? We all know that most New Year’s resolutions
are broken within a few weeks, if not days. So what’s the difference between a New Year’s resolution and
goal setting? And why is goal setting important?
I’ve studied a lot about goal setting. I’ve read The New Psycho-Cybernetics by Maxwell Maltz. I’ve read
Tony Robbins, Brian Tracy, Ivan Misner, and many others. Volumes have been written about goal setting, but precious little actually implemented.
According to one study, only 3% of adults actually write down their goals. If it’s not written down, however, it is not a goal, it’s just a wish. The evidence is out there for all to see. Numerous studies have reported that successful people make written goals but for those who don’t; it’s like they can’t fathom how
that could possibly be THE factor that makes a difference in being successful or not.
I’m not in a position to explain why it works, why it makes such a difference, but I accept that it does.
Continued on page 3 
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Implementing the New Property Regulations
Whenever you fix or replace something in your business or rental property you have to determine, for tax purposes, whether you have made a repair or an improvement. What difference does it make? Because you can
deduct the cost of a repair, but you must capitalize the cost of an improvement and recover that cost through
depreciation. On your commercial building or rental property that could be as many as 39 years.
For example, if you classify a $1,000 expenditure as a repair, you get to deduct the entire $1,000 in the year you
spend it. If you classify the expenditure as an improvement, you’ll likely have to depreciate it over 39 years and
the most you’ll get to deduct in depreciation this year is $25.
HUGE Difference!
The difference between a repair and an improvement has, historically, been difficult to determine. Often we relied on various subjective interpretations and court cases for guidance. In an effort to clarify matters, the IRS has issued over 200 pages of complex regulations explaining how to tell
the difference.
With the final regulations, the IRS has provided rules for classifying property as deductible materials and supplies and provided guidance for identifying (generally capitalized) costs of acquiring tangible real and personal property. A key area addresses what is a unit of property versus a component, with implications for determining depreciable class life.
A capitalized improvement to property is also now more precisely defined, mainly as expenditures that result in a betterment, adapt the property
to a new or different use, or restore it to working order or like-new condition after the end of its depreciation class life (the BAR tests).
The IRS estimates the new regulations will affect about 4 million businesses. Every affected business will need to elect new treatment for 2014
that may require an application for an accounting method change.
Significant provisions of the new regulations include:
Materials and supplies. The threshold for deduction materials and supplies was increased from $100 to $200 and generally applies to items
expected to be consumed in 12 months or less, or that have an economically useful life of 12 months or less.
De minimis safe harbor. The new regulations allow a taxpayer with an “applicable financial statement” to deduct up to $5,000 of the cost of an
item of property per invoice (or per item substantiated by an invoice). Taxpayers must have a written policy in place at the beginning of the tax
year that specifies a per-item dollar amount (up to the ceiling) that will be expensed for financial accounting purposes. Taxpayers without an
“applicable financial statement” may expense up to $500 per invoice/item.
Example: David purchased an Orange Beach condo through his limited liability company (LLC) to add to his rental portfolio in November 2013.
However, the condo came sans appliances, and in February 2014 David purchased a refrigerator for $499, a washer for $459 and a dryer for $479.
They were all delivered the same day and the invoice totaled $1,437. If David elects to take advantage of the de minimis safe harbor, he must
expense the appliances since they are each individually under the $500 threshold.
Unit of property. The general rule for determining a unit of property other than a building provides that all of the components of a property
that are “functionally interdependent” comprise a “single unit of property” (UOP). The regulations say: “Components of property are functionally
interdependent, if the placing in service of one component by the taxpayer is dependent on the placing in service of the other component by the
taxpayer.”
Example: John purchases a new automobile for his business. John cannot place the automobile into service without tires; therefore, the automobile and the tires may be a unit of property.
Routine maintenance and improvements. The new regulations contain controversial “unit of property” rules that apply the rules for real property to eight separate building systems. However, the rules do extend the routine maintenance safe harbor to real property and provide a new safe
harbor for small taxpayers. The real property safe harbor for small taxpayers allows expensing of amounts paid for repairs, maintenance and improvements when the total costs during the year do not exceed $10,000 or two percent of the unadjusted basis of the building.
Example: Jack owns an office building with ten roof-mounted heating/air conditioning units. In June 2014, two of the units began malfunctioning
and the tenants complained. Jack replaced the two malfunctioning units with new units that are 10% more energy efficient than the old units. No
work is performed on the other roof-mounted heating/cooling units. Jack can deduct the cost of the two new units as repairs because the “unit
of property” is the HVAC system and replacing two of the ten units with similar units is not a betterment or improvement. 
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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The Keys for Success in 700 Words or Less—continued from page 1
Study successful people and one of the first things you discover is that, without exception, they have a passion for what they are successful at. Without passion, without a love for the activity, whether that be sports, politics, religion or business, you will not be able to sustain the drive necessary to carry you through the inevitable adversity to success.
Napoleon Hill used the term “magnificent obsession” while Earl Nightingale referred to it as a “burning desire.” Whatever you want to
call it, it is so important, that, without it, nothing else matters. But it is insufficient alone.
Entire books have been written about the goal setting process by people much smarter than I. But in an attempt to boil it down for you,
the next criteria for success is belief. You have to believe in yourself. You have to be able to see yourself accomplishing your goal. We
often don’t know, when we start the journey towards success, exactly how we are going to achieve it. Earl Nightingale talked about a
ship captain sailing from one port to another. For fully 99% of his journey the captain can’t see his next port of call. But he knows what
actions he must take; what systems he must use; what feedback he needs to receive in order to make course corrections so that he will
indeed arrive safely at his next port of call.
So we still have to visualize ourselves as being there now. We have to be clear about what the goal is and we have to be focused on its
achievement. If the captain wasn’t clear about his next port of call he would likely sail around in circles or end up crashing on a reef
somewhere.
One of the best ways to get this clarity is to write your goal as if you’ve already accomplished it. For instance, if your goal is to earn
$250,000 per year, you might write your goal like this:
It is 2015 and I am earning $4,800 per week by providing such and such product or this and that service to my customers/clients/
patients.
Your goal must be written in the affirmative and must be written as if you’ve already accomplished it at a given point in time. It needs
to be specific and written in such a manner that you can gauge your progress toward that goal. You need to be as specific as possible
about your behavior, about the actions you need to take to be successful. It’s a lot easier for us to monitor and adjust our behavior than it
is to monitor and adjust the results.
We can’t actually control the results, but we do control our own actions. So we have to take responsibility for what we do control.
So why do so few people achieve the pinnacle of success? Are they more passionate? Do they have better self esteem? Is it that they visualize it better? Are they better goal setters? Are they just the winners?
Yes and no. The biggest enemy of success, the biggest enemy of your success, is not failure…
It is complacency. 

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 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 services.










IT Specialist
Civil Engineer
Identity Theft Protection
Personal Trainer
Printer
Banker
Cultured Marble
Carpet Cleaner
Mortgage Lender











This month’s special Member-Only
call-in times for Lindsey’s Insider’s
Circle will be 2/23/15 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!

Realtor
Web Developer
Advertising Specialties
Attorney
“Tis easy enough to be pleasant, when life flows
Financial Advisor
along like a song; But the man worth while is the
Funeral Service Counselor
one who will smile when everything goes dead
Business Coach
wrong.”
Eldercare Solutions
Mary Kay
- Ella Wheeler Wilcox, American writer
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Happy
Valentine’s
Day!!
New Viruses Are on the Attack Looking for a Speaker for Your Club or Organization?
According to published reports the current flu season is a
bad one, with the flu vaccine’s estimated effectiveness at
only 23 percent. The flu is no laughing matter but there
other viruses out there that you may have to do battle
with.
AT&T virus: Every three minutes it tells you what great
service you are getting.
MCI virus: Every three minutes it reminds you that
you’re paying too much for the AT&T virus.

It is difficult to find a good speaker – one that will educate and entertain – that
has an interesting topic. Taxes aren’t the top of most people’s “interesting topics” list, but Richard has a way of captivating audiences so they leave being entertained and saying: “Wow, I didn’t know that!” If your club or organization is
looking for a seasoned speaker get in touch with Richard at
rlindsey@CPAMobileAL.com for details.

Ask the Taxpert
Question: What’s the best way to sell my business property in order to pay the least
amount of taxes?

Answer: Normally, when companies sell properties, they must pay taxes on any gain they
receive. Like-kind exchanges, transactions in which companies or investors trade properPolitically correct virus: Never calls itself a “virus,”
ties, may be carried out without any immediate tax consequences.
but instead refers to itself as an “electronic microorganism.”
Federal bureaucrat virus: Divides your hard drive
into hundreds of little units, each of which does practically
nothing, but all of which claim to be the most important
part of your computer.
Texas virus: Makes sure that it’s bigger than any other
file.
Starbucks virus: Burns up all your hard drives for
consistency.
Congressional virus: The computer locks up, screen
splits erratically with a message appearing on each half
blaming the other side for the problem.
Airline virus: You’re in Dallas but your data is in
Singapore.

They must satisfy IRS rules, however, which include:
 The properties must have the same “nature or character,” as set forth in IRS guidance.
 The exchanges can be business or investment properties put to a productive use.
 The exchanges can’t involve inventory, most securities and some other assets.
 Taxes must be paid on any cash or non-similar property that is part of the deal.
Keep in mind that like-kind exchanges are tax-deferred transactions, not tax free. When a
company or investor eventually sells the property it received in an exchange, it must pay
tax on any gain from its original investment. In the meantime, though, the business can use
the funds it would have paid in taxes, and acquire a new property that may better suit its
needs without necessarily making a cash outlay.
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 a note
to Taxing Times, 1050 Hillcrest Rd., Suite A, Mobile, AL 36695 or an email to
Taxpert@CPAMobileAL.com.

