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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. 

Protect Yourself from the Stress of IRS Audits 
This doesn’t have to be as hard as some people (or other tax professionals) make it 
out to be. 
 
First, retain a paper copy or receipt of any tax-relevant transaction. Scan 
these documents and archive them electronically or acquire them in an electronic for-
mat. If the purchase has a manual or warranty, store all the doc-
uments in the same electronic and physical location. 
 
Sadly, the IRS has ruled bank or credit card records to be insuffi-
cient documentation. As a result, just keep your statements long 
enough to reconcile your account. 
 
If the purchase was a business or tax-deductible expense, record 
the expense and why it justifies the deduction. Store this infor-
mation with the receipts. 
 
Second, keep brokerage statements indefinitely for taxable accounts. You are 
responsible for reporting the cost basis of any security you sell to calculate the capital 
gains tax. For a mutual fund with 30 years of reinvested dividends each dividend pay-
ment is part of the cost basis. As a result, cost basis can sometimes be computed only 
if you have the complete transaction history. 
 
Without knowing the cost basis, the IRS could argue that the entire value of the in-
vestment be treated as gain.     Continued on page 3 

Ask the Taxpert 

Question: I’ve heard I can deduct trav-

el expenses back and forth to work when I 

work in a different state than I live in. Is 

that correct? 
 

Answer:  Like so much else in the federal tax code, that depends. (States 

vary on whether they follow the federal rules on this issue.) 

 

Daily transportation costs between your home and a regular work location are 

never deductible. Those are personal commuting expenses. You can’t choose to 
live in Mobile, take a permanent job in New Orleans and deduct the costs of go-

ing back and forth. 

 

However, you may be able to deduct “commuting” expenses between your home 

and a temporary job location in years after 2025 and before 2018. Employee 

business expense deductions (including travel to a temporary job location) are 
included in miscellaneous itemized deductions and are disallowed from 2018 

through 2025. 

 

Starting again in 2026, you may be able to deduct the costs of traveling between 

your home and a temporary work location. This deduction will be allowed if your 
work is one of the following:      

       Continued on page 2  
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Ask the Taxpert  
continued from page 1 

• You have one or more regular places of business 

outside your home, but sometimes travel to tem-

porary work locations in the same trade or busi-

ness. 

• You sometimes travel to a temporary work loca-

tion outside the metropolitan area in which you 
live and normally work. 

 

Generally speaking, employment at a work location is 

temporary if it is realistically expected to last (and 

does in fact last) for no more than one year. So, for 
example, if you have a regular workplace, say a hos-

pital in Mobile, but are assigned to another location 

for three months, say a sister hospital in New Orle-

ans, your new work location is considered a tempo-

rary one. This means you will be able to deduct your 

commuting expenses to the temporary location. 
 

Sometimes a temporary location can turn into a reg-

ular one. This happens when your realistic expecta-

tion changes, so that work at a location that had 

been expected to last for a year or less is now ex-
pected to last for more than a year. Assume, for ex-

ample, that a three-month assignment to the hospital 

in New Orleans becomes permanent. In that case, 

your commuting expenses to that location won’t be 

deductible after the date when your realistic expecta-

tion changed, even if the location is outside of your 
metropolitan area. 

 

You must have adequate records, such as a log or 

diary, to substantiate your auto expenses claimed. 

Mileage tracking apps are available that can generate 
records of miles traveled easier than a manual log. 

 

If your employer reimburses your commuting expens-

es, you don’t need to report the reimbursements as 

income if they are under an “accountable plan.” An 

accountable plan is one that reimburses only deduct-
ible business expenses, requires you to substantiate 

your expenses, and requires you to return amounts 

in excess of your substantiated expenses. If the plan 

isn’t an accountable plan, the reimbursement must 

be reported as income, and your deductible expenses 
must be claimed as employee business expenses, 

which, I’ll remind you, aren’t deductible again until 

2026. 

 

 
Do you have a question for the Taxpert that you’d like 
to see answered in a future “Taxing Times”? Or per-
haps just an issue you’d like the Taxpert to address? 
Send the Taxpert a note to Taxing Times, 1050 Hill-
crest Rd., Ste A, Mobile, AL 36695 or an email to tax-

pert@CPAMobileAL.com. ※ 

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 surround yourself with similar con-
tacts, 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 connections 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 Misner, the founder of Business Net-
work International (BNI), talks about one of the most profitable re-
ferrals BNI has ever seen. It was passed by…are you ready for 
this… 
 
a Mary Kay consultant! 
 
It seems the Mary Kay consultant was giving a facial at a woman’s 
home in West Los Angeles. As the consultant worked, the custom-
er’s husband walked by several times with a sheet of paper, grum-
bling 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 hus-
band and said, “Gee, I know a great graphic designer. 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 connection and the graphic de-
signer got the job. Here’s the kicker: the husband was a movie pro-
ducer. 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 business 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 anything. ※ 
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Protect Yourself from the Stress of IRS Audits—continued from page 1 
If you have lost a record of how much you originally paid for an investment, instead of selling and paying 15% or 
more of the value in taxes, you can use that investment as part of your charitable giving. Gifting appreciated stock 
avoids the tax owed and still qualifies for a full deduction. Oddly enough, the IRS still asks for the original purchase 
date and price for gifted securities, but leaving these lines blank has no effect on your tax owed. 
 
Many custodians keep several years of electronic copies of brokerage statements available. They are now required to 
send any known cost basis electronically when you transfer securities to a new custodian. If your current custodian 
has the correct cost basis of your securities, you probably no longer need to keep brokerage statements. However, 
an approach of “better safe than sorry” is always advisable with the IRS. 
 
Third, keep IRA non-deductible contribution records forever. You may need those records every year that you 
withdraw money in retirement to show that a portion of the withdrawal is not tax deductible. 
 
Or to avoid the hassle, clear out nondeductible IRA contributions by converting all of your IRA accounts to Roth ac-
counts. 
 
Fourth, keep partnership documents, contracts, commission or royalty structures forever. This includes 
property records, deeds and titles, especially those relating to intellectual property. It also includes any transfers of 
value for estate planning purposes. 
 
Finally, save all of your tax returns. After you file, save the paper and/or electronic copies with the rest of that 
year’s financial documents. 
 
Tax returns and all the supporting documentation must be kept at least seven years. The IRS can audit your return 
for up to three years from your filing date. However, the three year limit only applies to good faith errors. 
 
If the IRS suspects you underreported your gross income by 25% or more, they have up to six years to challenge 
your return. And because you may file for an extension at the October 15 deadline, you must keep your records for 
at least seven years. 
 
Taxpayers collectively spent 6 billion hours, or 8,758 lifetimes, annually trying to comply with the tax code. Fortu-
nately, you don’t have to be the one doing all the heavy lifting. We are on your side. ※ 

If You Really Want to Stand Out Above the Crowd,  

Avoid These Four Very Common Selling Points 
If you want your business to succeed, you have to market. You 

can’t build a better mousetrap and expect people to beat a path 

to your door. But, before you lay out your first ad, before you 

contact your first prospect, before you write your first post, you 

must decide how to make your offer stand out. You need to 

form your USP. 

 

A Unique Selling Proposition (USP) is that single unique bene-

fit that makes you special, that allows you to stand out from 

your competition. You should be able to articulate in one or two 

concise sentences what the USP of your business or product is. 

 

Lots of businesses try, ineffectively, to be all things to all peo-

ple. The result is they look like every other business and are 

nothing to anyone. 

 

What is your USP? It should be that one unique strength or 

advantage that you and only you can deliver. Your USP might 

be a) price -- you are the cheapest, b) quality -- you offer the 

best or the highest quality, c) service -- you offer the best ser-

vice in the industry, or d) reliability -- you are the most reliable 

in the industry. 

 

But, if you really want to stand out, don’t mention any of those! 

At least 99% of all businesses mention one or more of those in 

their marketing. Your USP needs to be different, unique, rele-

vant, and special only to you. For example: 

 

• You could offer a 100% 

money back guarantee 

AND a free 30-day trial, 

• You could offer more ex-

ceptional bonus reports, 

articles, tapes, gifts, or 

premiums than anyone 

else, 

• You could offer more 

choices or selections than anyone else, 

• You could guarantee a 30-minute delivery time,  

• You could offer a free 24 hour online or support service, 

or…. 

 

You get the idea. Spend some time developing your USP. Use it 

in all your materials, printed, online, whatever. If you have a 

website, and you certainly should, remind visitors why they 

should do business with you – why you are different and how 

you can help them. 

 

But first, decide what your USP is, has been, or should be be-

fore doing anything else. Then, integrate your USP into abso-

lutely everything you do. 

 

Finally, a word of caution: whatever you choose your USP to 

be, make sure you can deliver on every aspect of it. It’s no good 

saying you’re open 24/7 when you’re not. ※ 
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This month’s special Member-Only call-in times 
for Lindsey’s Insider’s Circle will be 8/23/21 

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 
Stolen Thoughts by Tim Tigner 
How to Build Your Inner Circle by Ivan Misner, Ph.D. 
 
RECENTLY 
Empire Rising by Rick Campbell 

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.  

• Air Conditioning Repair 

• Veterinarian 

• Printer 

• Attorney 

• Cultured Marble 

• Home Inspector 

• Business Coach 

• Identity Theft Protection 

• Realtor 

• Banker 

• Auto /Home /Life Insurance 

• Custom Monogramming 

• Roofing 

• IT Services 

• Travel Agent 

• Medicare Benefits 

• Social Media Marketing 

• Auto Repair 

“America was not built on fear. America was built 

on courage, on imagination, and an unbeatable  

determination to do the job at hand.” 

~ Harry S. Truman 

 

“The American, by nature, is optimistic. He is  

experimental, an inventor and a builder who builds 

best when called upon to build greatly.” 

~ John F. Kennedy 


