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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. 

That’s Quite an Invoice 

"Most people give up just when they're about to achieve success."  - Ross Perot 
 
Some years ago, one of the major manufacturing companies in this country was facing a crisis. The central conveyor 
belt of its automated assembly line quit running and brought the entire plant to a stop.  
 
Although they tried everything they could think of, and even brought in several consultants, no one was able to get 
the conveyor belt running again, or even to identify what caused the breakdown in the first place. The company was 
really in a bind. With ongoing overhead, and the loss of production, the company was losing money at the rate of 
$1,000,000.00 a day.  
 
Finally, after a week of down time, the big brass told the plant manager to call Tom -- the mechanical engineer who 
had retired the year before, after 25 years with the company. The conveyor belt had been Tom's specialty and primary 
responsibility.  

 
When Tom got the call, he caught the next flight from the city where he now lived and arrived at the plant the next 
day. He met with both the local vice president and the plant manager to get as much information as he could as to 
what had happened and what they had tried. He then walked slowly along the belt until he came to a particular point.  
 
He put his ear against the machine and listened. He asked for a hammer and then gave the machine a swift and force-
ful blow.  
 
"Give it a try now!" he called to the foreman. The conveyor belt started right up and ran like a dream.  
 
Tom then left and went back home, but before he did, the company vice president told him to send them a bill for 
what he had accomplished. Two days later, the company received Tom's invoice for one million dollars!  
 
Thinking that was way too high for the little time Tom had    Continued on page 3 

The End of the Road 
Just prior to Christmas 2015, Congress passed the PATH Act which permanently extended several tax provi-
sions, which had been on a cycle of being temporarily extended for one or two years at a time. (See “Congress 
Takes a New Tack on Extenders” in the February 2016 issue of “Taxing Times”.) While there were some very im-
portant items that were permanently extended by the PATH Act, not everything was. Some provisions 
which expired at the end of 2016 and may be important to you include: 
 

 the exclusion from gross income of the discharge of qualified principal residence indebtedness income, 

 the treatment of mortgage insurance premiums as qualified residence interest, which permits a taxpayer 
whose income is below certain thresholds to deduct the cost of premiums on mortgage insurance pur-
chased in connection with acquisition indebtedness on the taxpayer’s principal residence, 

 the above-the-line deduction for qualified tuition and related expenses, and 

 the 7.5% adjusted-gross-income floor for deducting medical expenses, applicable to individuals age 65 
and older and their spouses, which increases to 10% in 2017. 

 
It is possible Congress will retroactively extend some, or all, of these provisions, but as it currently stands, 

these provisions have seen the end of the road.  
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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. 

Ask the Taxpert 

Q : I lost my job last year, couldn’t afford to make the payments any longer and walked away from 

my house. Someone told me I might have to pay income taxes on losing my house. Is that for real? 

A : That depends. When an individual voluntarily, and permanently, gives up possession and use 

of property with the intention of ending their ownership, without passing it on to someone else, it’s 

called abandonment. The tax consequences of abandoning property secured by a debt depend on the 

nature of the debt. Are you personally liable for the debt (recourse debt) or not (nonrecourse debt.) 

Most individual mortgages are recourse debt. 
 

If you walk away (abandon) from property in which you have recourse debt, you do not recognize a gain or loss until the later foreclosure is com-

pleted. If the debt is subsequently cancelled, you may have to recognize ordinary income up to the amount of debt cancelled. This income is re-

ported on your tax return unless you meet certain exceptions or exclusions. 

 

Abandoned property securing nonrecourse debt is treated as a sale or exchange on the date of abandonment.  The amount you realize from the 

“sale or exchange” is the amount of the nonrecourse debt. If you realize more than your adjusted basis, you have a gain. If you realize less than your 

adjusted basis, you have a loss. 

 

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., Ste A, Mobile, AL 36695 or an email to taxpert@CPAMobileAl.com.  

Building a Referral Sales Force 
I recently read an article by John Jantsch, marketing coach, award winning blogger, and author of Duct Tape Mar-
keting: The World’s Most Practical Small Business Marketing Guide in which he talks directly about building your 
own referral network. 
 
Jantsch’s contention is that “any business can benefit from having a group of trusted providers effectively market-
ing your business like a referral sales force,” and I agree. When you build relationships with other business profes-
sionals for the express purpose of giving referrals to each other, it is powerful. You can experience an increase in 
connections you never would have been able to make without your network. 
 
According to the article, the first key to building your own referral network is focusing on developing relationships 
with businesses you can thoroughly believe in. But the second is just as important: focus not on what the other 
businesses can bring to you, but what they can bring to your customers or clients. 
 
Jantsch explains that he sees many ways to build a “formal” referral network. A “formal” network being one where 
there is an agreement between the members that explains what each will do. He believes there should be a process 
where each member educates the others on the best way to refer business to them. You can’t focus on keeping 
score with one another. You must focus on the benefit to your clients. Doing this ensures that “the universe will 
take care of the rest.” 
 
The article’s conclusion is that while you can join other networking groups, like BNI® or local chamber groups, and 
generate referrals, the most powerful way is to grow your own. 
 
It makes sense that if you surround yourself with a network of competent professionals you will be able to add 
more value to your client relationships, but I don’t think it makes sense to reinvent the wheel. 
 
Why create your own network structure, when BNI® already has a structure in place to do everything this marketing 
expert suggests except doing all of the heavy lifting yourself. As the world’s largest referral network, BNI® is al-
ready a global organization with over 211,000 members whose referrals were valued at more than $12.5 billion in 
business in the last twelve months. (Source: BNI.com.) Why? Because, in addition to unparalleled business growth, 
BNI® members develop lasting relationships with people that allow them to grow personally and professionally. 
 
In BNI®, you’ll have the opportunity to increase your exposure to like-minded professionals, gain referrals from a 
global network, and sharpen your networking skills with exclusive member resources. If you’re interested in meet-
ing my referral partners, let me know. We’ll see if you’re a fit.   

mailto:taxpert@CPAMobileAl.com
https://www.bni.com/
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That’s Quite an Invoice 
— continued from page 1 

spent to solve the problem, and how he did so with just a single 
blow from a hammer, the company wrote back and asked Tom to 
provide them with an itemization. This was Tom's response:  
 
One hammer blow: $2.00  
Knowing where to hit it: $999,998.00  
 
With the receipt of that simple invoice, the company came to 
understand the reason for Tom's fee and immediately issued a 
check to him for one million dollars. 
 
Special knowledge is the key. Although the company's leaders had 
to be reminded of that fact by receiving Tom's invoice, as soon as 
it did, they knew he was right. They could have given hammers 
to every employee in the plant and even had the big brass bang-
ing on the machine from sunrise to sunset, but it would have done 
no good ... because they didn't have the knowledge; they didn't 
know where to hit it.  
 
This is an old story, told in different ways, with different names 
and amounts. But, it's powerful for a simple reason: labor is NOT 
about how much "time" is put into executing a particular solution 
to a problem -- it's knowing when and how to do it. 
 
In the realm of preparing your tax return for you, or your busi-
ness, I urge you ... do NOT fall prey to the thinking that a soft-
ware program, or forms downloaded from the internet, can suffice 
to enable you to preserve your resources, or properly leverage the 
multiplicity of credits, loopholes, and deductions available. 
 
Give yourself, and your business, the gift of financial 
peace of mind during this tax season, and do it with 
someone who knows how to do it right.  

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

2/20/17 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! 

What I’m Reading… 
NOW 

The Bourne Betrayal by Eric Van Lustbader 
Truth or Delusion? Busting Networking’s Biggest Myths  

by Ivan Misner, Ph.D., Mike Macedonio and Mike Garrison 
 

RECENTLY 
Broken Trust by W.E.B. Griffin and William E. Butterworth IV 

Lindbergh by A. Scott Berg 

The third Monday in February is designated as Washington’s Birthday, more commonly 

known as President’s Day. 

 

The federal holiday celebrated on the third Monday in February is not “officially” called President’s Day. Instead, it is George 

Washington’s Birthday. There was an attempt in 1968 to officially name it “President’s Day”. However, this suggestion died in 

committee. Many states, however, choose to call their own celebrations on this day “President’s Day”. 

 

George Washington’s Birthday is February 22. Originally, under the Julian calendar that was followed until 1752, it was February 

12. His birthday was moved when America switched to the shorter Gregorian calendar. 

 

On February 22nd of almost every year since 1888, Washington’s Farewell Address has been read in the U.S. Senate. While this 

does not happen on President’s Day, it is an annual celebration of Washington’s Birthday that stems from 1862 when the Ad-

dress was read as a way to boost morale during the Civil War. This address was, and is, so 

important because it warns of political factionalism, geographical sectionalism, and inter-

ference by foreign powers in the nation’s affairs. Washington stressed the importance of 

national unity over sectional differences. 

 

Traditionally, many celebrated, and continue to celebrate, Washington’s Birthday with 

desserts made with cherries. Cherry pie, cherry cake, bread made with cherries, or just a 

huge bowl of cherries are often enjoyed on this day. Of course, this relates to the apocry-

phal story that Washington would not tell a lie when asked if he cut down a cherry tree.  

President’s Day Facts 
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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 commu-
nity. 
 
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. 
 
 Hair Stylist 

 Caterer 

 Port Facility 

 Pest Control 

 Identity Theft Protection and Restoration 

 Custom Embroidery and Monogramming 

 Auto and Home Insurance 

 Home Inspector 

 Civil Engineer 

 Banker 

 Realtor 

 Copiers 

 Web Developer 

 Electrician 

 Marketing Coach 

 Military Mortgage Specialist 

 Printer 

 Financial Advisor  

Is Your Will Up To Date? 

When was the last time you reviewed your will? People gen-

erally make wills to guarantee the proper disposition of their 
money and property, which is why it’s a good idea to consult 

your CPA when it’s time to create or update your will. 

 

We recommend that you revisit your will every time you ex-
perience a major life event, such as marriage, the birth of a 

child, retirement, or other significant milestones. Even if 

there is no meaningful change in your life, it’s smart to re-

view the document every couple of years to ensure it still ad-
dresses all your estate concerns and reflects your wishes. 

Changes in the value of your investments – such as stock 

portfolio or real estate – may also require adjustments in 

your estate plan. 
 

Reviewing your will may raise questions about various areas 

of your financial life, including your retirement or estate 

planning, college savings, or other financial concerns. Be sure 

to turn to us for the perspective and advice you need to make 
the best choices.  

Happy Valentine’s Day!! 


