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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. 

Independence For Sale. Who’s Buying? 
By Dan Kennedy 

“Most of us live two lives. The life we live and the unlived life within us.”   

       ~ Stephen Pressfield, American author 

 

A rare copy of the first newspaper printing (dated July 6, 1776) of the Declaration of Independence 

was auctioned off in June 1991. According to Sotheby’s it fetched “far and away the highest price 

for historical Americana ever.” 

 

The Declaration of Independence, of course, documents the United States’ reasons for declaring 

freedom from Britain. It states that all men have certain rights…and that should the government 

become destructive of these rights, it is the right of the people to alter or abolish it. 

 

I’ve heard of business owners creating their own “Declaration of Independence” stating what they 

believe their business should provide for them… 

 

Wealth is the most obvious thing. 

 

But, obviously there’s more to it than that… 

 

People want a business that holds their interest. Business that keeps you involved and gives you 

an opportunity to keep getting better at what you do. 

        Continued on page 3  

Changing the Way You Give 
The Joint Committee on Taxation estimates that individuals will reduce charitable contribu-

tions by $13 billion annually because their donations will no longer be tax deductible. 

 

Tax reform brought about a near doubling of the standard deduction for 2018. (An increase 

from $12,700 to $24,000 for married couples filing a joint return and from $6,350 to $12,000 

for all other filers.) Individual taxpayers can choose to itemize their deductions or take the 

standard deduction depending on which gives them the greater deduction. The Tax Policy 

Center estimates that the number of taxpayers itemizing deductions will fall from 46.5 mil-

lion to 19.3 this year. 

 

Charitable contributions, along with property taxes and mortgage interest, is one of the 

three itemized deductions we usually see among our clients who itemize. A potential side 

effect of fewer people itemizing is that some may choose to reduce, or eliminate, charitable 

contributions because their contributions will no longer reduce their personal income taxes.  

 

Bunching donations may provide greater tax savings 

One-way individuals can continue to donate and retain a tax benefit is to “bunch” contribu-

tions in some years, while limiting contributions in other years. When bunching, you com-

bine multiple years of normal charitable contributions into a single year. In the bunch years, 

the larger donation, along with mortgage interest and property taxes, will increase the like-

lihood of exceeding the standard deduction and thus provide additional tax savings.  
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The Way of the Billionaire 
J. Paul Getty became the richest man in the world during his time 
by practicing a few basic principles of risk-taking and reward 
throughout his life. I've gathered them for you -- and these apply 
to other areas of life as well, beyond just the running of your busi-
ness. 
 
How to Assess A Decision 
Whenever J. Paul Getty was considering a business decision, he 
would ask, "What's the worst possible thing that could happen in 
this situation?" Then, when he was clear about the worst possible 
outcome, he focused all his attention on making sure that it didn't 
happen.  
 
Murphy Sub-Laws 
Remember Murphy's Law: "Whatever can go wrong, will go 
wrong."  
 
Per Getty, there are several secondary laws to Murphy's Law, such 
as, "Whatever can go wrong, will go wrong at the worst possible 
time," and, "Of all the things that can go wrong, the most expen-
sive thing will go wrong at the worst possible time." 
 
Another sub-law is, "Everything takes longer than your best calcu-
lation." In advising, Getty would take the very best estimate of 
break-even for any business venture, and then triple it to arrive at 
a more realistic number.  
 
Always Add a Fudge Factor 
Another sub-law is, "Everything costs more than you can possibly 
anticipate in advance." In minimizing risk in any venture, always 
add a "fudge factor" to account for the degree of uncertainty.  
 
Having learned from Getty, whenever I now do a business plan, I 
always add 20 percent to the total of all costs that I can identify, to 
come up with a more probable cost. Anything less than this, 
whether in business or your personal life, is likely to be an exercise 
in self-delusion, and to open you up for some unhappy surprises.  
 
Once you have identified the worst possible things that could go 
wrong, make a list of everything that you could do to offset these 
negative factors. Engage in "crisis anticipation". Look down the 
road, into the future, and imagine every possible crisis that could 
arise as the result of changing external circumstances. 
 
Do The Things You Fear 
Getty wrote that one of the very best ways to develop your ability 
to take intelligent risks is to consciously and deliberately do the 
things you fear, one step at a time. 
 
A very good way to overcome the fear of risk-taking is to set clear, 
written, measurable goals for yourself, and then to review those 
goals regularly. When you have clear goals and plans, and you 
continually work on them and evaluate your progress each day, 
you will see what you're doing right and how you could improve 
your performance. You'll feel more competent and capable and 
will feel better about yourself. You'll become more thoughtful and 
reflective and willing to take on even greater challenges. You'll feel 
like "the master of your fate and the captain of your soul". And 
your likelihood of success will become greater and greater. 
 
Now, here are three steps you can immediately take to 
put these ideas from Getty into action: 
 
First, take any worry situation in your life today and ask, "What 
is the worst possible thing that could happen?" Then go to work 
to make sure it doesn't occur. 
 
Second, look into the future and determine the worst things that 

could happen. Engage in "crisis anticipation" regularly, and con-
tinually be taking steps to guard against your worst-case scenari-
os. 
 
Third, work from clear, written goals and detailed plans. Review 
them regularly. Consider alternatives, and always look for ways to 
increase the likelihood of your success. 
 
If some of these concepts seem "tried and true" ... well, 
they are. 
 
And there's a reason for that. Maybe this should be the day you 
tried them anew.  

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 products or services.  

 A/C Repair 

 Welding Supplies 

 Printer 

 Banker 

 Realtor 

 Attorney 

 Electrician 

 Auto/Home/Life Insurance 

 Chiropractor 

 Painter 

 Home Insulation 

 Custom Embroidery & Monogramming 

 Financial Advisor 

 Home Inspector 

 Bulk Port Facility 

 Cultured Marble 

 Veterinarian 

 Roofer 

This month’s special Member-Only 
call-in times for Lindsey’s Insider’s 
Circle will be 6/18/18 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! 
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Independence For Sale. Who’s Buying? - continued from page 1 

A business that gives you a sense of accomplishment… a feeling that you are making a difference… and brings you satisfaction and 

happiness. 

 

But, the number one “Declaration of Independence item” people say they want from their business? 

 

Independence. 

 

Wouldn’t you agree? 

 

You want the freedom to do as you please, work with who you want, when you want, and where you 

want… and to have the financial security that let you do that. 

 

But, what often happens is that business owners, even if they declare freedom as their number one 

goal, end up burning the candle at both ends. They work long and hard like a dog and even if the ac-

complishment, the being in charge, the making a difference, the money is there… all of it… the free-

dom is missing. 

 

So, the #1 thing they set out to accomplish is absent. And they’re afraid to change anything because they are afraid of risking what 

they mistake as “security.” The truth is, if you are doing all the work or are very closely tied to it, then you really don’t have security. 

 

Because what happens if you can’t do the work? What happens if you get sick? Or need to take time off to help family and you aren’t 

available to do all the work? Then what? 

 

What happens if regulations change causing changes to your business? Then what? 

 

Or if your products or services become antiquated? Then what? 

 

In the movie, The Internship, Vince Vaughn and Owen Wilson’s characters find themselves out of work when the watch company they 

work for closes. The owner says no one buys watches anymore, they use their cell phones to see what time it is. The product became 

outdated. 

 

That’s why if you are in business to get more out of life and experience true security and freedom, you have to create and design your 

own declaration of independence correctly. Because if you don’t, you’ll work hard, grow your business, and end up a slave to your 

own business and any significant amount of time off will cause your business to fail. Or things will change, and you’ll need to figure 

out how to change with the times. 

 

While hard work is admirable and needed to grow a business, it’s not what gives you security and freedom. 

 

What you really need to be clear on is understanding what you really want and what it truly takes to create that. 

 

I’ve seen people wait to do this--wait until they lose their business, or their health fails, or their family falls apart, and that’s when 

they seek changes— out of desperation and when their back is up against the wall. 

 

The short answer is that you must break free from the work-money dependency link. You must have the ability to manifest money. 

Because being able to create money at will, gives you real security. And having real security creates true independence, freedom from 

worry, and freedom from financial struggles. 

 

The newspaper print of the Declaration of Independence, said to have been found in a picture frame bought at a flea market, was sold 

for $2.4 million. How much is gaining your independence worth to you? 

 

The author, Dan Kennedy, is a serial entrepreneur, celebrated business author, sought-after advisor to businesses worldwide, an accomplished pro-

fessional speaker—frequently appearing on public programs with four former U.S. presidents, Gen. Norman Schwarzkopf, Gen. Colin Powell; busi-

ness leaders and super-entrepreneurs; and Hollywood and sports celebrities. Information about the author can be found at www.NoBSBooks.com. 
 

http://www.NoBSBooks.com
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Changes in the tax law are here and 
we want to help you navigate the 
landscape. Contact us soon for an 

appointment to identify tax  
planning strategies to capitalize on 
opportunities within the new law. 

 
Did you know? 

 

• Due to the increase in the standard deductions and changes in item-
ized deductions, it is more important than ever to consider the tim-
ing of deductible expenses. 

• The child tax credit increased to $2,000 per qualifying child. Plus, 
more people will qualify for the credit since the threshold at which 
the credit is phased out has increased to $400,000 for married tax-
payers and $200,000 for other tax payers. 

• There are now limitations on the ability to unwind Roth IRA contri-
butions. 

• There is a new deduction for business income. The calculation and 
limitations are complex, but we can help you. 

• Expenses for entertainment are no longer deductible. 

• More businesses will qualify to use the cash method of accounting; 
businesses with $25 million or less on gross receipts are now eligi-
ble. 

What’s New 

that Affects 

You? 

What I’m Reading… 
 

Now 
Pushing Brilliance by Tim Tigner 
The Go-Giver Influencer by Bob Burg and John David Mann 
 

Recently 
The China Pandemic by A.R. Shaw 
Find Your Why by Simon Sinek 

“I was referred to Richard Lindsey by one of his clients who 
raved about him. I went in for a consult with my tax returns, 
(which had been done by a CPA in another state), and Richard 
amended them and got me more money. The other CPA was 
not totally aware of Alabama tax laws and applications. So it’s 
worth the long drive from where I live, in Baldwin County, to 
have Lindsey & Waldo prepare my taxes.” - Marti Hash 
 
 
“When I retired from the FBI in 2014, I asked several of the fo-
rensic accountants in the FBI office who they would refer as a 
CPA for my newly formed insurance office. I got your name from 
one person who had high praise for you in particular. She was 
right, and I am happy I took her advice. I have often referred 
your office to anyone looking for a CPA.” - Tim White 

What Our Clients are Saying 


