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2017 chapter tour
Meet President-elect, Steve Britsch

Grand Forks
Thursday, May 25, noon
Culvers, 3451 32nd Ave

Fargo
Thursday, May 25, 4:00 pm
Herds & Horns, 1414 12th Ave N 

Minot
Thursday, June 1, noon
The Grand, 1505 N Broadway

Williston
Thursday, June 1, 4:30 pm
Eide Bailly, 210 University Ave

Dickinson
Friday, June 2, 7:45 am
Brady, Martz & Assoc, 2257 3rd Ave W

Bismarck
Friday June 2, noon
Chamber, 1640 Burnt Boat Road

CPA firms across the country are thriv-
ing, according to the 2016 PCPS/CPA.
com National Management of an Ac-
counting Practice (MAP) Survey. This 
unique study is the largest and most 
comprehensive examination of firms’ fi-
nancial health and practice management 
approaches and solutions. To enhance 
the survey’s usefulness, the results are 
broken down into seven defined CPA 
firm segments, from small practices with 
less than $200,000 in annual revenue 
to large firms with $10 million or more. 
The latest survey found that firms are 
indeed doing well, with many practices 
making the strategic decision to reinvest 
profits back into the firm to build an 
even stronger foundation for the future.  
 
Small firms appeared to have a particu-
larly bright future. Firms with less than 
$200,000 in revenues who completed 
the survey reported growth of almost 
11%—up from 8% in 2014. What trends 
or decisions are powering small firm 
growth? Here are some key insights 
based on the survey findings:  
 
Client relationships/management. The 
core of any CPA firm’s success is the 
bond that practitioners create and build 
with their clients. Clients value their 
CPAs because they provide quality ser-
vices, are responsive to client needs and 

have a proactive interest in the issues 
affecting them. These positive attributes 
allow firms to retain their current clients 
and obtain new ones. The resources in 
the Clients and Relationship Building 
section of the AICPA PCPS Firm in Mo-
tion e-Toolkit can help you enhance your 
own firm’s efforts.  
 
New approaches to billing. For many 
years, firms have been investigating 
the merits of moving away from hourly 
billing. It turns out that some smaller 
firms are in the vanguard when it comes 
to adopting different billing practices. 
The survey found that 85% of all firms 
still use hourly billing. However, at firms 
with under $500,000 in revenues, a 
median of 25% of their fees are based 
on another method, including fixed fees, 
value billing, a per-tax-form fee and 
client retainers. While implementing 
new billing methods won’t make a direct 
contribution to firm growth, they can 
change the way firms position what they 
have to offer clients and emphasize their 
value. Firms considering a switch can 
turn to information on transitioning to 
value pricing in the PCPS’s Trusted Cli-
ent Advisor Toolbox.  
 
Flexibility. Smaller firms are in an excel-
lent position to adopt new practices, 
given their relatively flat management 

structure. In addition to implementing 
new billing methods, small firms can 
become more competitive in the staffing 

continued on page 14
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PRESIDENTS Message
May 2017

Marci Schorsch, CPA

Welcome to spring everyone!  
Surely many of you feel as I do that 
it has been a long winter, especially 
in the western half of the state 
where snow came hard and heavy 
in November.  After all that snow 
and the constant shoveling that en-
sued for months, it’s amazing how 
quickly it disappeared!  It’s time for 

new beginnings of the four seasons here in North Dakota.

Speaking of new beginnings…in recent years, I have seen 
a good number of respected colleagues enter into their 
own new beginnings as they retire from the workplace.   
It’s an exciting yet unnerving time for these baby boom-
ers who are moving into their “Encore Careers”.  But it 
is also a bit unsettling for those of us left behind who 
were mentored by or worked closely with them for many 
years.  Two managers retired this past month from the 
Financial Services Department at Basin Electric, and it 
really hit home.  I have worked with both of them over 
my entire career and as I reflect on that, I realize how 
much I learned from these highly qualified professionals 
and how much I will miss their guidance.  

One of these retirees was a trailblazer as both a woman 
and CPA in accounting.  This provided significant inspi-
ration during the early years of my career.  I watched 
her grapple with work/life balance issues before there 
was wide acceptance and accommodation by employ-
ers.  I observed courage and tenacity as she continually 
proved herself, ultimately resulting in advancement into 
management.  She was instrumental in encouraging me 
to obtain my CPA certificate even though I had been out 
of college for six years.  She set an example I could follow 
and gave me hope and belief in myself. 

The other retiree was a jolly fellow who basically broke 
the mold for a typical accountant.  He was the “life of the 
party” even without the party!  His quick wit and one-
liners where so good, whether it was the CEO or house-
keeping, a hardy chuckle or giant belly laugh would rise 
up in the hallway.  Yet he could get serious and focused 
when analyzing the convoluted language of new legisla-
tion, quickly laying out the impact for our subsidiar-
ies.  He earned the respect of top management for these 
abilities and was our “go-to” resource for state and local 
tax issues.  I had the joy of traveling with him on a couple 
of business trips and watched a true artist at work with 
business associates.  His ability to connect with people 
was outstanding and it was an incredible learning experi-
ence - along with a ton of fun!   

Overall, I have great respect for the baby boomer gen-
eration who led the way for me.  Their thirty to forty 
year career span encompassed all kinds of challenges 
resulting from economic swings to corporate culture 
changes.   A voice of experience from someone who 
walked that path can provide valuable insight to us.  Let’s 
take a look around and select a couple of those trusted, 
seasoned professionals in the office.  How about begin-
ning a conversation with them by posing a question or 
two about their career:  What happened along the way 
and what perspective did it bring both personally and 
professionally?  Let’s honor them by showing interest in 
the institutional knowledge that will soon walk out the 
door:  Why do we do that process the way we do?  Let’s 
really hear them out on what they know and what they’ve 
done.  By doing so, we acknowledge directly to them that 
their loyalty, dedication and hard work definitely made a 
difference!
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Society Awards
Nominations are due May 15, for Life membership, and for the Making 
a Difference Award. Feel free to nominate a colleague or yourself.  

The Making a Difference Award is available to recognize significant 
contributions in community service or within education, or service to the 
CPA Society.  Recipients must be a CPA and Society member. Nomination 
forms are available at ndcpas.org/awards.

Life Membership 
This award is to recognize long-standing Society participation. The recipi-
ent must be a CPA and retired (not employed full time, and be 60 or older). 
Generally the award will be presented to a CPA who has been actively in-
volved over a number of years. To nominate or apply for life membership, 
simply prepare a brief recommendation letter and email it to the Society 
office, mail@ndcpas.org. 

Board of Directors Scholarship
These $1000 awards are available to student members and affiliates.  The 
recipient should be planning to write the CPA exam and become a CPA.  
Applicants are to apply online, and provide a narrative about why they’re 
pursuing the CPA credential.  Application instructions are at ndcpas.org/
scholarships.  To become a member, see ndcpas.org/studentform or call 
877-637-2727.

Other Awards
The Society presents 3 awards that recognize performance on the CPA 
exam, and also issues certificates to members with lengthy tenure. 

Huotari named one of top 25 

Congratulations to Jenni Huotari who was recently 
named one of the 2017 Top 25 Women in Prairie 
Business Magazine. The award is given to Women 
who are leaders in their communities as well as in 
their careers. To read the full article visit http://
prairiebusiness.epubs.

  NDSBA Notes
The State Board of Accountancy 
had a special meeting March 30, 
to address a number of consumer 
issues. 

Four of the cases are now closed. 
In another case, a reprimand will 
be issued and a fine assessed. 

Other items handled included 
credit extensions in light of sec-
ond quarter score delays. These 
will be handled on an individual 
basis; candidates will have a 
limited time to request consider-
ation. A request for credit exten-
sion was denied. 

There was no objection to ad-
dressing “nano learning” in the 
May meeting. Two other issues 
will be raised:  the amount of 
ethics CPE to propose, and the ef-
fective date for a planned change 
in non-public accountant CPE 
(120 hours, instead of the current 
60/3-year level). 

The Board’s next meeting will be 
May 8, 11:30, in Bismarck. 

And the Winner is...

Member Perks

AAA - Membership discounts
AICPA Life Insurance  
CareerBank - Find staff & positions
CCH Materials - 30% discount
Exam Preparation  - various options 
FedEx Office - Low copy rates & more
InterCall Conferencing by West 
Office Depot - office supply savings
UPS - Discounts up to 36%
Verizon - 20% discount on accessories

State Board License Renewal  June 30
If you haven’t completed your annual registration online, watch for a paper 
form to be mailed in mid-May.  All CPAs and LPAs are required to renew 
each year.  Renewals are due on June 30.  After this point, unrenewed li-
censes are no longer in “good standing.”  Register by July 31 to avoid a $50 
late fee.  Go to www.nd.gov/ndsba to renew your license.

NEW members
Renelle Allmaras, New Rockford
Edel Mae Alvarez, Minot
Erica Anderson, Fargo
Atta Khan, Multan  Punjab
Cole Musland, Jamestown
Michael Smith, Fargo
Diane Thayer, Moorhead

To access these discounts go to 
ndcpas.org/memberperks

women in business
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Industry profile
Jeanne Devine Narum, CPA

Member Profiles

Position: Vice President Compliance & 
Audit / Independent Compliance Officer

Company Name and Location: No-
ridian Healthcare Solutions (a subsid-
iary of NMIC dba Blue Cross Blue Shield 

of North Dakota), headquarters in Fargo, ND.

Job Responsibilities: Accountable to the Board of Direc-
tors for all aspects of the compliance program and department 
functions to prevent and detect unethical and illegal activities. 
Program administration of regulatory/contract compliance, 
external agency and internal audits, quality assurance, privacy, 
and risk management.

Company Biography: Noridian has been a Medicare con-
tractor since 1966, beginning as a division of BCBSND and 
currently a wholly owned subsidiary of NMIC. Beyond Medi-
care, Noridian serves clients by delivering affordable solutions 
to improve the care and health of those we serve.  
 

Employment Background: It reflects the confluence of my 
passion for business, accounting and law. Law Partner for Tax 
Law Office, a boutique law firm focused on tax and business 
law. Manager for Eide Bailly focused on client tax, regula-
tory, compliance opportunities. General Counsel for Adams 
Development (a vertically integrated real estate and manage-
ment company). And, General Counsel for Chrysler subsidiary 
Global Electric Motorcars.

Professional Activities: I have enjoyed serving and sup-

porting nonprofit boards/committees, United Way, FM Area 
Foundation, Dollars for Scholars, Homeless Coalition. Cur-
rently, a focus is volunteering for youth programs and clubs, 
ranging from sports to community interest efforts.  

Birthplace: Lakota, ND

Degree: The University of North Dakota, Bachelor Accoun-
tancy and Juris Doctor

Hobbies/Pastimes: Taxi Mom and Bleacher Bestie, laughs 
and fun with family and dear friends.

Personal: My family is my joy… my husband, Chris and our 
teenagers Alonna and Paul. 

Favorite Quote:  My parents modeled this quote and it 
led me to take calculated risks in my life and career, with 
solid results and no regrets.  “Stand often in the company of 
dreamers: they tickle your common sense and believe you can 
achieve things which are impossible.”  Maryanne Radmacher. 

Something Most People don’t know about me: An 
education I could not have imagined…. At 18, I decided to re-
open a shuttered seasonal resort and turned it into a local “hot 
spot”. Five seasons later, Stump Lake Park operations included 
a restaurant, bar, pavilion/wedding/band venue, campground, 
and special events (rodeos, carnivals, art/theater camp, ball 
games, etc.). My final season ended with approximately 37,000 
visitors (by day) and responsibility for 55 employees, all ser-
vices, events, marketing, financing, accounting/business/tax 
reporting, purchasing, and facilities.

Young Professional profile
Jessica Speicher, CPA

Hometown: Perham, MN

First job ever: I coached softball and 
tee ball for the summer rec program. 

How did you decide to be an 
accountant? I took a couple 

accounting courses in high school and really liked it. I loved  
having a career that incorporated both numbers and puzzles.  
 
Current Position: Senior Associate at Brady, Martz & 
Associates, P.C. in Grand Forks 

What did you do to celebrate passing the exam? I actu-
ally found out I passed the exam the day after I had shoulder 
surgery so my celebrating was laying on the couch at home. 

Professional/Community Activities: I’m a member of the 
AICPA and NDCPA. I’m on several sports teams and volunteer 
at Calvary Lutheran Church. 

Alma Mater/Degree: Concordia College, Acct and Bus  

Hobbies and Pastimes: Watching/playing sports, camping, 
and reading.  
 
Family: My parents, Kellie and Eric; and three siblings, 
Kayla, Brady, and Carson. 

Dream vacation: I would love to go to Australia with my 
family.  

The best advice you ever received: Never let yourself get 
in your own way. Success comes with hard work and self-
belief.  
 
Something most people don’t know about you: I love 
penguins! If you try to pick them up though they will bite, les-
son learned. 

The nicest thing someone has said to you this week: I 
was told good job at work, which is always nice to hear. 



COLLEAGUES YOU CAN COUNT ON 5

6 ways to boost your leadership presence By Eddie Huffman

We often hear that someone is a “natu-
ral leader”—but leadership presence is 
something you can develop over time, 
said Tony Alessandra, Ph.D., speaker 
and author of Charisma: Seven Keys to 
Developing the Magnetism That Leads 
to Success.

Some leaders seem to have been born 
with charisma, he said, citing former 
U.S. Presidents John F. Kennedy and 
Bill Clinton. Others, such as the late 
Lady Diana, attained charisma through 
hard work and personal transformation.

Given enough time, practice, and the 
right know-how, individuals “can make 
a pretty dramatic change and improve-
ment in the way they come across to 
other people,” he said.

People admire leaders for qualities such 
as integrity, honesty, and the ability 
to inspire. While those qualities may 
sound lofty and abstract, it’s possible to 
develop leadership traits by following a 
few practical steps.

Alessandra and a few CPAs offer sug-
gestions for increasing your personal 
charisma and leadership presence:

Work on one area of focus at a time. 
“Here’s the key: We want it to be evolu-
tionary, not revolutionary,” Alessandra 
said. In other words, he said, don’t feel 
pressured to transform your leadership 
style overnight. “Work on one thing at 
a time, and one aspect of one thing at a 
time,” he said. For instance, you might 
focus on your body language, tone of 
voice, public-speaking skills, or capacity 
for listening.

Keep your eye(s) on the ball. Eye contact 
is key in making a strong connection 
with another person, said Greg Brenan, 
CPA, CGMA, audit partner with Han-
nis T. Bourgeois LLP in New Orleans. 
Looking someone directly in the eyes 
shows that you’re interested in what they 
have to say, sincerely listening, and not 
distracted by anyone or anything else, he 
said. It also indicates self-assurance.

“For folks to want to follow you, you’ve 
got to have a certain self-confidence and 
project that out to them,” Brenan said.

Close your mouth, open your ears. “Good 
listeners draw people to them,” Alessan-
dra said. “People who only talk at times 
push people away from them. We love to 
be around people who listen to us, who 
listen to what’s important to us.”

Listening hasn’t always come easily to 
Sarah Hofkens, CPA, but she knows it’s 
important for gaining trust and respect.

“I have a tendency to want to jump in, 
because I think I know what the problem 
is, or I think I know what they want,” 
said Hofkens, a senior manager for Cook 
& Haugeberg LLC, based in Fairbanks, 
Alaska. “One thing that I’m consciously 
trying to work on is to listen to what-
ever someone has to say and wait until 
they’re done—not try to think about my 
response as they’re speaking, but to re-
ally focus on what they’re saying.”

Get feedback. Ask friends and colleagues 
for their impressions of your tone of 
voice and body language. Record video 
of yourself giving a presentation, and 
look for ways to improve your delivery. 

Alessandra suggests recording a sub-
stantial phone call and listening back 
to your tone of voice to look for areas of 
improvement.

Thomas Huling, CPA, learned from 
college communications classes and at 
the AICPA Leadership Academy that he 
needed to improve the tone and delivery 
of his voice.

“I’m not overly charismatic in my day 
to day,” said Huling, a senior staff CPA 
with Thomas, Head and Greisen PC in 
Anchorage, Alaska. “I speak in a mono-
tone and I’m kind of subdued, so I’m 
consciously aware that I need to be more 
animated when I’m talking.”

Adapt your style to your listeners’. 
Increase your personal magnetism 
by paying attention to social cues and 
responding accordingly, Alessandra ad-
vised. One person may like to chit-chat 
at the beginning of a conversation, while 
another may want to get right down to 
business. Some people may want a lot of 
detail, while others want to go straight to 
the bottom line.

“When I ask for the time, I don’t want to 
be told how to build a watch,” Alessan-
dra said.

Think about how you use space. Hofkens 
has learned that something seemingly 
as inconsequential as the placement of 
office furniture can have a big impact 
on how others view you. She once held 
a difficult conversation with a subordi-
nate who was facing her head-on. The 
setting felt confrontational, and it led to 

continued on page 11

Young Professional Group
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SIMPLE….& focused 
Jim Abbott, Executive Director

Life can be complicated, for example, finding the right 
answer to a tax question, with an IRS tax code of about 
3000 pages, according to tax attorney Andrew Gross-
man, and the related CCH Tax Reporter up around 
70,000 pages (from Slate, 4/4/14).  But wait, bad 
example. That tax question can actually be pretty easy – 
ask a tax CPA. 

But buying a home or car, or even a 99 cent song; now 
that gets involved. You can plan on spending a chunk of 

time at a home sale closing … even for an all-cash sale.  Buying a car seems al-
most as bad.  When my son recently bought a car, he spent maybe 20 minutes 
deciding, but the waiting and paperwork was about 2 hours. The paper signing 
was similar to buying a house, but the car dealer did have free espresso! Even 
buying a 99 cent song has volumes of fine print. 

Maybe the world should be a little simpler; or at least your world. 
Here’s a book to consider:  Simple Rules; How to Thrive in a Complex World, 
by Sull & Eisenhardt. And here is a simple, 10 second summary: Keeps things 
simple, focused where it really counts. 

So what would move the “needle” for you? What’s holding you back?  How 
could your life be better?  What keeps you from being substantially better as 
a parent, a CPA, or a golfer?  Find the key drivers of improvement, and create 
some simple rules that should make a difference for you.  Say you want to take 
better care of yourself. What changes would really count?  You could line up 
numerous rules: 1 dessert every other day, 200 calories or less; 30” of cardio, 
3 times a week, alternating with 20” of strength training on the off days with 
three minutes each of 7 different exercises; 4 green vegetables each day, 12 
ounces of coffee tops and only after 16 ounces of cold water. No pita chips, no 
chocolate, no french bread or cheese (ouch; that doesn’t sound so good).  You 
could go on and on. But with so many rules, you get a memory issue. How 
many of those details make a real difference?  

You could instead focus on one or two key influencers, and keep your rules few 
and simple:  Whole grain in the morning and a walk at noon. The grains maybe 
get the metabolism in higher gear, and soften the appetite. The walk is a simple 
no-prep exercise and a chance to dream a little. You can always refine the rules 
as you go, and some will hopefully become habits. 

So what do you need to do now, to be healthier, happier, and contributing more 
to your world?  What keeps you from being substantially better as a parent, as 
a CPA, or as a golfer?  Zero in on key issues that feel like they will make a real 
difference. Create a couple of simple clear rules that will move the needle.  

“Simplicity is the ultimate sophistication”. Leonardo da Vinci (from 
brainyquote.com)
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schedule of events
Monday, May 22
8:15 - 10:00
A.  The Great Rewrite

10:20 - 12:00
B1. Create Stunning Dashboards with 
Power BI Desktop
B2. Tax Issues in the North Dakota LLC 
Statute
B3. Five Business Books in 100 Minutes
B4. Overloaded, Overwhelmed and Over 
it! Strategies to Reduce Stress
B5. Workplace Violence Awareness

1:00 - 2:40
C1. A New Day, A New Technology Way
C2. Making a Tax Efficient Business 
Transfer to the Next Generation
C3.  Introvert Power: Why Quiet Leaders 
are Successful
C4. Survival Skills for Managers, Super-
visors and Other Leaders
C5. Better Business Writing

3:00 - 3:50 
D1. Securing the Perimeter –                     
A Management View

Management Conference
Fargo	Holiday	Inn

Fees:
Add $50 if postmarked after May 8

 � $350 Society or RRV IIA Member
 � $400 Nonmember
 � $300 One day Society member
 � $350 One day nonmember
 � $50 Printed Materials (electronic 

materials included with 
registration)

 � $250 webinar of B3, C3, D3, E3 
 � $250 webinar of F2, G2, H2 
 � $400 webinar 

B3,C3,D3,E3,F2,G2,H2 
Nonmembers add $50 to webinar 
pricing. Must register for webinar 
by 5/21/17.

Who should attend:  the ND CPA Society’s 
Members in Industry Committee 
develops this conference each year.  You 
will find that it is of interest to both 
public and nonpublic CPAs as well as the 
business community in general.  Anyone 
interested is welcome to attend.

CPE: 16 hours available

D2. The President’s Tax Agenda
D3. Profit Improvement: Ten Tips
D4. How to Be an Effective Board Member
D5. Data Analytics: Discover the Value of 
Data in your Business Systems 

3:55 - 4:45
E1.  PivotTable Refresher
E2. Positioning Your Company for a Tax 
Efficient Sale
E3. Leaders Eat Last
E4. Optimizing Your Organization with 
the Right ERP Strategy
E5. Beyond Bookkeeping: Utilizing Your 
Data to Become More Strategic

4:45 - 5:30  Reception

Tuesday,  May 23   
8:00 - 9:40
F1. Excel Tips & Tools for Better Budgets 
& Forecasts
F2. Lease Accounting: a Whole New Ball-
game 
F3. Ethics for the Industry Accountant

We are living in a moment in history, 
when change in all sectors is occurring at 
a frenzied pace. This large scale of disrup-
tion has left organizations on shaky foot-
ing, struggling to engage consumers and 
employees and stay relevant. Those that 
learn to adapt, those that allow themselves 
to be “rewritten” for the modern day, will 
survive and prosper. Those that do not will 
collapse.  Leonard Brody explains how to 
deal with the questions the future holds.

THE GREAT REWRITE

Leonard Brody

In today’s constant state of change, busi-
nesses and individuals are faced with a 
steady stream of information, choices and 
change. The traditional pathways to success 
are also changing, as are perceptions of risk, 
sustainability and achievement. Extreme 
experiences are a compelling metaphor for 
life and work. Steph speaks on the lessons 
she’s learned in the mountains and in the 
air as a professional climber and wingsuit 
pilot, and in choosing a highly nontradi-
tional career path.

learning to fly: lessons from the air

Keynote Speakers

F4. HR Compliance Update
F5. How to WOW Leadership

10:00 - 11:45
G1. Working Effectively From Anywhere
G2. Key challenges of ASC 606- Revenue 
from Contracts with Customers
G3.  Enterprise Risk Management and 
Forecasting
G4. Recruitment and Retention in a 
Tight Labor Market
G5. How to WOW Service Excellence 

12:45 - 2:25
H1. Hot Tech Tools, Apps & Services
H2. What Has The FASB Been Up To 
Lately?
H3. Critical Performance Measures - 
Useful Tools for Gauging Success
H4. Aligning Compensation with Work-
place Strategy
H5. How to WOW Leadership (repeat)

2:45 - 4:20
I.  Learning to Fly: Lessons from the Air

Steph Davis
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Summer CPE Variety Pack
Bismarck	Ramkota	

Price Per 4-hour Session: $145 / $175 Nonmember (Add $15 after 6/6/17) 
Save an additional $10/class by registering before May 15

June 20  |  8:00 AM - 11:30 AM
Preparation, Compilation, and Review 
Engagements: Update and Review (SVP1)

Instructor: Tyrone Inglis
If you supervise preparation, compilation, and review 
engagements, this course will help you comply with the 
professional standards by informing you of the latest 
developments and issues relevant to these engagements. 
Learn about the U.S. business economy, peer review, FASB 
updates, International Financial Reporting Standards, and 
other areas affecting preparation, compilation, and review 
engagements. 
Intended Audience: CPA firm seniors (and above) 
managing engagements performed in accordance with SSARS
Level: Update
CPE Credits: 4 Auditing
Prerequisite: Experience with engagements performed in 
accordance with SSARS

June 20  |  8:00 AM - 11:30 AM
Tax Planning Strategies for Small Businesses: 
Corporations, Partnerships, & LLCs (SVP2)

Instructor: Peter Bunce
Solid tax planning strategies are essential for your corporate 
and small business clients. Join us as we explore state-of-the-
art planning ideas and tax-saving strategies to keep more of 
your client’s money in their pockets. We’ll answer the tough 
questions and show you what strategies are best for your 
clients as a result of the most recent tax reform.
Intended Audience: CPAs looking for innovative tax 
planning and savings techniques to solve client problems
Level: Intermediate
CPE Credits: 4 Taxes
Prerequisite: Basic knowledge of business taxation 
This class approved for IRS CE.

June 20  |  12:30 PM - 4:00 PM 
Accounting Methods and Periods: Including 
Form 3115 (SVP4)

Instructor: Peter Bunce
This course provides participants with an overview of the 
various factors considered for the determination of the proper 
accounting method (such as cash, accrual) and provides 
detailed examples of court rulings and client examples (for 
specific industries) involving each. Then, the course discusses 
accounting periods, and considerations for changes in the 
accounting period of an entity. Lastly, there is a case study 
and example tax forms to highlight how to identify which IRS 
Revenue Procedures are applicable to a given client situation, 
as well as how and when to prepare the Form 3115.
Intended Audience: Tax professionals in public 
accounting: seniors, supervisors, and managers Tax 
professionals within corporate finance or tax departments
Level: Intermediate
CPE Credits: 4 Taxes
Prerequisite: Three to five years of tax experience 
This class approved for IRS CE.

June 20  |  12:30 PM - 4:00 PM 
Internal Controls for Small- and Medium-
Sized Entities (SVP3)

Instructor: Tyrone Inglis
This course provides practical guidance for those involved 
with internal control responsibilities(auditing, monitoring, 
implementing, etc.) in adapting the updated COSO Internal 
Control Framework to small and medium-sized entities’ 
transaction processing systems. Transaction processing IT 
and manual controls are appropriate for every entity, regard-
less of size. However, there is no standard set of transaction 
processing controls that can be applied to all entities. Often-
times the transaction processing manual and IT internal con-
trols “best practices” that have evolved over time are based 
upon large entity environments and these “best practices” are 
not necessarily relevant to small and medium-sized entities. 
Even those with transaction processing control responsibili-
ties who are involved with large entities should benefit from 
this course as large entities are often a conglomeration of 
divisions, stores, departments, etc. Many controls that are 
appropriate for small and medium-sized entities are also ap-
propriate in these decentralized environments.
Intended Audience: Accountants, auditors, managers, 
and others who are responsible for implementing, 
monitoring, evaluating, auditing, and designing cost-effective 
transaction processing system internal controls for small and 
mediumsized entities
Level: Basic
CPE Credits: 4 Auditing
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Summer CPE Variety Pack
Bismarck	Ramkota

Price Per 4-hour Session: $145 / $175 Nonmember (Add $15 after 6/6/17) 
Save an additional $10/class by registering before May 15

June 21  |  8:00 am – 11:30 am 
Capitalized Coasts and Depreciation: Key 
Issues (SVP6)

Instructor: Peter Bunce 
Gain a comprehensive and practical understanding of the 
various complex tax laws dealing with property transactions 
from acquisition to disposition. This course provides analysis 
of the rules dealing with depreciation, amortization, like-kind 
exchanges, involuntary conversions and sale of property. It also 
covers important property-related timing issues and planning 
opportunities that can lead to significant tax savings for C 
Corporations and S Corporations.
Intended Audience: Public accounting staff and
senior associates, tax professionals in company finance or  
tax departments
Level: Basic
CPE Credits: 4 Tax
This class approved for IRS CE.

June 21  |  8:00 AM - 11:30 AM
Interpreting the New Revenue Recognition 
Standard: What You Need to Know (SVP5)

Instructor: Tyrone Inglis
The new accounting standard for revenue recognition has 
finally been released! With the issuance of FASB ASU No. 
2014-09, Revenue from Contracts with Customers, FASB has 
completed a convergence project with the IASB to improve 
financial reporting by creating common revenue recognition 
guidance for U.S. GAAP and IFRS. For years, revenue 
recognition has been the cause of audit failures and the focus 
of corporate abuse and fraud allegations. This course will 
provide you with an in-depth understanding of the framework 
for revenue recognition built around the core principle that 
is applied in a five step process. In addition, understanding 
the changes and new requirements is critical for successful 
implementation of this new standard. Supported by practical 
examples, this course will assist you in avoiding revenue 
recognition traps and provide you with latest FASB guidance.
Intended Audience: Accountants in public practice 
and industry who need an update on the latest revenue 
recognition guidance
Level: Intermediate
CPE Credits: 4 Accounting 
Prerequisite: Experience in the application of  
accounting standards

June 21  |  12:30 PM - 4:00 PM 
The Bottom Line on the New Lease 
Accounting Requirements (SVP7)

Instructor: Tyrone Inglis
How do the leasing requirements in the new standard differ 
from current GAAP? This course addresses that question by 
focusing on the basic core principles of the new standard. 
Discussion includes basic identification, recognition, 
measurement, presentation and disclosure requirements. 
Case study exercises are included to illustrate application of 
the new standard. This course discusses the lessee accounting 
model, including lease classification, amortization of the 
right-of-use asset, and interest on the lease liability. This 
course also discusses the lessor accounting model, including 
profit recognition and collectability.
Intended Audience: Accountants in practice and industry
Level: Intermediate
CPE Credits: 4 Accounting
Prerequisite: Experience in application of  
accounting standards

June 21  |  12:30 PM - 4:00 PM 
Smart Tax Planning Strategies for Individuals 
(SVP8)

Instructor: Peter Bunce
Make sure your clients are protecting themselves from 
the onslaught of higher taxes. Get the latest techniques 
for building and conserving wealth through proactive tax-
planning and investment strategies. Completely updated for 
tax law changes, this course will bring you up-to-date on the 
latest strategies which will keep more money in the hands of 
your clients and make you look like a hero!
Intended Audience: CPAs looking for innovative tax 
planning techniques to help clients fight higher taxes
Level: Intermediate
CPE Credits: 4 Taxes
Prerequisite: Basic knowledge of individual income taxation 
This class approved for IRS CE. 
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upcoming webinars
www.ndcpas.org/webcpe

May
9 Risk, Cost, and Cash Management for Controllers and   
                Financial Managers (4 CPE)

10 Analyzing a Company’s Financial Statements (4 CPE)

18 Fraud and Cash Receipts: Common Frauds and  
                Internal Controls (4 CPE)

19 Preparation, Compilation, and Review Engagements:  
                Update and Review (4 CPE)

22 Management Conference - Business Mgmt Track 
                (6 CPE) 

22-23 Management Conference - Business Mgmt and  
                Accounting Tracks (12 CPE) 

23 Management Conference - Accounting Track (6 CPE)

26 Best Practices for Payroll Taxes and 1099 Issues 
               (8 CPE)

31 Yellow Book Financial Audits (4 CPE)

june
2 Yellow Book Financial Audits (4 CPE)

6 Analyzing a Company’s Financial Statements (4 CPE)

12 Accounting and Auditing Update (4 CPE)

13 Preparation, Compilation, and Review Engagements:  
               Update and Review (4 CPE)

14 Fraud and Cash Receipts: Common Frauds and  
                Internal Controls (4 CPE)

22 Risk, Cost, and Cash Management for Controllers and  
                Financial Managers (4 CPE)

27 Best Practices for Payroll Taxes and 1099 Issues  
               (8 CPE)

30 Not-for-Profit Accounting and Auditing Update 
               (4 CPE)  

Not seeing the class you need?  Check out our partner webinars at www.ndcpas.org/partnerwebinars.

Register by May 15 and Save

Want the Best Deal? Plan your CPE early and 
reap the benefits.  Not only will you avoid missing the 
classes but you will save money!  If plans change, you 
can switch your selection or get a refund.  Simply reg-
ister for any eligible course* by May 15 and save $20 
on 8 hour classes and conferences, and $10 on 4 hour 
sessions.  *Excludes the Management Conference, Tax 
Practitioner Institutes, YP events and web programs.

Cancellations:  In the event you are unable to attend a 
class, let us know at least 14 days in advance and you 
can switch to another 2017 program or we will refund 
your money.  Any cancellations received after the 14 
day notice period will require a $30 administrative fee.  
You can also transfer your registration to another par-
ticipant.  Additional fees will be required if a member 
transfers to a nonmember.

Preseason pricing
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a turning point for state revenues
by Ryan Rauschenberger, Tax Commissioner

The legislature 
of North Dako-
ta is in the final 
weeks of the 

2017 legislative session.  Tough deci-
sions are being made on major policy 
issues and agency budgets.  Sig-
nificant tax relief has been provided 
by the legislature in recent years. 
Individual income tax rates have 
been reduced by 40 percent in the 
past eight years, and huge commit-
ments have been made by the state 
to lower property taxes. Maintaining 
the state’s commitment to tax relief 
is a policy question made difficult by 
the recent decline in state revenues. 
Although there has been no serious 
discussion of rolling back income tax 
rate reductions, ongoing state fund-
ing for property tax relief is, at the 
time of this writing, one of the major 
budget and policy issues yet to be 
finalized. By the time you read this, 
session will likely be over and those 
end-of-session decisions may be old 
news. However, the official revenue 
forecast for the upcoming two-year 
state budget has already been final-
ized and it will govern many of these 
decisions.  It shows reasons to be 
optimistic.

At the Office of State Tax Com-
missioner, we report quarterly on 
taxable sales and purchases in the 
state.  Not only is the resulting sales 
and use tax the single largest source 
of revenue for the state general fund, 
but the statistics provide an informa-
tive look at business activity levels 

in various sectors of the North Dakota 
economy.  If you follow these reports, 
you are aware that there has been little 
positive information since the first 
quarter of 2015.  

In calendar year 2014, taxable sales and 
purchases grew by nearly 11 percent 
over calendar year 2013, an impressive 
rate of annual growth by historic stan-
dards.  Making it even more remark-
able are some of the preceding years 
where growth rates were unprecedent-
ed in state history, such as 29 percent 
in 2012, 39 percent in 2011, and 20 
percent in 2010.  Growth continued 
through the first quarter of 2015, with a 
more modest growth rate of 2.3 percent 
compared to Q1-2014. However, after 
that the rate of change turned negative 
with a drop of 16 percent in the second 
quarter of 2015.  Year over year change 
in each quarter since that time has 
continued to be negative.  There were 
declines in seven consecutive quarters 
with some quarters declining by more 
than 30 percent. 

Many of the transactions upon which 
sales and use tax is levied are busi-
ness to business transactions, and in 
recent years, an increasing portion of 
those transactions have been directly or 
indirectly related to oil and gas devel-
opment and production. The decline in 
taxable sales and purchases coincides 
with a precipitous drop in the price of 
oil, from over $100 per barrel to less 
than $50 per barrel.  The price of oil 
eventually bottomed out at around $30 
per barrel, but more recently has stabi-

lized at around $50 per barrel.  Although 
this is still low by comparison to the 
prices of 2010 through 2014, develop-
ment and production costs have de-
clined and processes have become more 
efficient, making oil and gas production 
feasible even at current prices.  

Although the fourth quarter of 2016 
showed a decline of 18 percent compared 
to the fourth quarter of 2015, there was 
positive news below the surface.  Com-
paring Q4-2016 to Q3-2016 showed 
growth in the mining and oil extraction 
sector for the first time since Q4-2014.

Is this a turning point for state revenues?  
Have we reached the bottom? That is the 
view of the economic forecasting con-
sultant retained by the state, Moody’s 
Analytics, and the view reflected in the 
revenue forecast adopted by the legisla-
ture for the 2017-19 biennium.  During 
the next two years, sales and use taxes 
are estimated to grow by 6 to 8 percent 
per year, from $774 million in fiscal year 
2017 to $882 million in fiscal year 2019.  
Oil and gas taxes are expected to grow 
by 3 to 6 percent per year, from $1.46 
billion in fiscal year 2017 to $1.58 billion 
in fiscal year 2019.

We are hopeful that economic activity 
meets or exceeds the growth rates as-
sumed in the legislative forecast. We are 
not expecting a return to the boom peri-
od of 2010 to 2014, with the tremendous 
level of business activity and inflated 
prices, but a return to a new normal – a 
sustainable level of activity with moder-
ate growth rates going forward.  

Continued from Page 5 - 6 Ways to Boost Your Leadership Presence

the other person shutting down and 
becoming disengaged, she said.

“When I want to talk to one of the 
staff members about something that’s 
not exactly pleasant, I would prefer 
not to sit them directly across the 
desk from me,” Hofkens said. She 
prefers having the other person sit 
at a diagonal to the side of her desk 
rather than directly in front of her.

“That way it seems like, ‘We’ve got to 
talk about this, but I’m here to support 
you to make things better,’” she said.

Another option: Take a difficult conver-
sation out of the office completely. Talk 
with the other person in a neutral loca-
tion, such as a coffeehouse or over lunch 
in a restaurant.

Eddie Huffman is a freelance writer 
based in Greensboro, N.C. 
 
This article original appeared in AICPA 
You CPA Network, 21 Feb 2017. ©2017 
AICPA. Used by permission.”
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May 2017
Classified Ads for

ID Practices for Sale:  
Northern ID Tax Practice - gross $68K, 70% tax, 30% account-
ing/miscellaneous services, quality, loyal client base, knowl-
edgeable staff member in place and owner available, short 
term, to assist with a smooth transition. Call 1-800-397-0249 
or visit www.AccountingPracticeSales.com to learn more.

THINKING OF SELLING YOUR PRACTICE?   
Accounting Practice Sales is the leading marketer of account-
ing and tax practices in North America.  We have a large pool 
of buyers, both individuals and firms, looking for practices 
now. We also have the experience to help you find the right fit 
for your firm and negotiate the best price and terms. To learn 
more about our risk-free and confidential services, call Ryan 
Pannell at 1-800-397-0249 or email Ryan@accountingpractic-
esales.com.

WATFORD CITY- FINANCE DIRECTOR
This is advanced executive professional and administrative 
work in directing the accounting and finance activities for the 
City of Watford City, North Dakota.

Work includes developing, establishing and coordinating the 
policies and philosophy of the City’s finance department.  Posi-
tion acts as the City Accountant and performs reconciliations 
and journal entries including all high-level accounting main-
tenance, conducts bond sales, grant writing, and maintains 
responsibility for the City’s internal financial controls.  Work 
also involves managing all of the City’s assets, subsidiary, and 
general ledgers.  Position will also be responsible for the devel-
opment and oversight of the annual budget, and coordinating 
the annual external audit. 

Desired Minimum Training & Experience:
Possession of a bachelor’s degree in accounting, or closely 
related field and 1-3 years’ experience in municipal or public 
accounting, preferred Certified Public Accountant (CPA) and 
experience in supervising professional and clerical financial 
personnel; or any equivalent combination of training and 
experience.

Please send resume to kclemons@nd.gov. Position open until 
filled. EEOC/Drug Free Work Place
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College SAVE: Picture the Future
The tax-advantaged, flexible way for your clients  
to invest today in tomorrow’s dreams.

 

Celebrate  529 Day!Visit collegesave4u.com during the month of  May to enter to win  $529 for your child’s  higher education.

* Rollovers from another state’s 592 plan are not eligible for the state income tax deduction.

For more information about North Dakota’s College SAVE Plan (College SAVE), call 
1-866-SAVE-529 (1-866-728-3529) or visit www.collegesaves4u.com to obtain a Plan Disclosure 
Statement. Investment objectives, risks, charges, expenses, and other important information 
are included in the Plan Disclosure Statement; read and consider it carefully before investing. 
Ascensus Broker Dealer Services, Inc. (ABD) is Distributor of the Plan.

The College SAVE Plan (College SAVE) is a 529 plan established by the State of North Dakota. Bank of North Dakota 
(Bank) acts as trustee of College SAVE Trust, a North Dakota Trust, and is responsible for administering College 
SAVE Trust and College SAVE. ABD, the Plan Manager, and its affiliates, have overall responsibility for the day-to-day 
operations of College SAVE, including recordkeeping and marketing.  The Vanguard Group, Inc. (Vanguard) provides 
underlying investments for the Plan. College SAVE’s Portfolios, although they invest in mutual funds, are not mutual 
funds. Units of the Portfolios are municipal securities and the value of units will vary with market conditions.

Investment returns are not guaranteed, and you could lose money by investing in College SAVE. Participants assume 
all investment risks, including the potential for loss of principal, as well as responsibility for any federal and state 
tax consequences.                UIIIND MKT8934C 0416

Visit collegesave4u.com/CPA 
or call 1.866.SAVE.529.
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News from the IRS

Continued from Page 1 - 5 Ways to Drive Small Firm Growth

marketplace by offering recruits or exist-
ing staff members schedules and assign-
ments that best meet their needs and 
expectations. This can enable firms to 
minimize turnover costs and confidently 
rely on having staff with the necessary 
knowledge to meet client needs, each of 
which can help maximize firm success 
and profitability.  
 

Technology. CPA firms are increasingly 
investing in technology, according to the 
2016 MAP Survey findings. In fact, there 
were double digit increases over the pre-
vious survey in firms’ use of tools such 
as cloud-based software, cloud-based 
backups and video conferencing ser-
vices. For smaller firms, technology can 

help simplify and speed processes, mini-
mize duplication of effort and enhance 
communication with clients. As a new 
generation begins to take over at client 
businesses, technological advancements 
can also demonstrate that the firm is 
prepared to meet their shifting needs.  
 

Specializations. Looking for a way to 
stand out in a crowded marketplace? Or 
do you wish you could streamline your 
processes to promote greater efficiency 
and productivity? Specializations may be 
the answer. Whether you focus on a spe-
cific industry, service or other segment, a 
niche practice can help you deepen your 
expertise and reputation in one area and 
may help mitigate standards overload, 

Taxpayers: Watch 
Out for Scam Calls

Starting this month, 
the Internal Revenue Service will begin 
sending letters to a relatively small 
group of taxpayers whose overdue feder-
al tax accounts are being assigned to one 
of four private-sector collection agencies. 
 

The new program, authorized under a 
federal law enacted by Congress in De-
cember 2015, enables these designated 
contractors to collect, on the govern-
ment’s behalf, unpaid tax debts. Usually, 
these are unpaid individual tax obliga-
tions that are not currently being worked 
by IRS collection employees and often 
were assessed by the tax agency several 
years ago.
 

Taxpayers being assigned to a private 
firm would have had multiple contacts 
from the IRS in previous years and still 
have an unpaid tax bill. 
 

“The IRS is taking steps throughout this 
effort to ensure that the private collec-
tion firms work responsibly and respect 
taxpayer rights,” said IRS Commissioner 
John Koskinen. “The IRS also urges 
taxpayers to be on the lookout for scam-
mers who might use this program as a 
cover to trick people. In reality, those 
taxpayers whose accounts are assigned 
as part of the private collection effort 
know they have a tax debt.”

The program will begin this week with 
a few hundred taxpayers receiving 
mailings and subsequent phone calls, 
with the program growing to thousands 
a week later in the spring and sum-
mer. Taxpayers with overdue taxes will 
always receive multiple contacts, letters 
and phone calls, first from the IRS, not 
private debt collectors. 
 

How the New Program Works 
The IRS will always notify a taxpayer be-
fore transferring their account to a pri-
vate collection agency (PCA). First, the 
IRS will send a letter to the taxpayer and 
their tax representative informing them 
that their account is being assigned to 
a PCA and giving the name and contact 
information for the PCA. This mailing 
will include a copy of Publication 4518, 
What You Can Expect When the IRS As-
signs Your Account to a Private Collec-
tion Agency. 
 

Only four private groups are participat-
ing in this program: CBE Group of Cedar 
Falls, Iowa; Conserve of Fairport, N.Y.; 
Performant of Livermore, Calif.; and 
Pioneer of Horseheads, N.Y. The tax-
payer’s account will only be assigned to 
one of these agencies, never to all four. 
No other private group is authorized to 
represent the IRS. 
 

Once the IRS letter is sent, the designat-
ed private firm will send its own letter 
to the taxpayer and their representative 
confirming the account transfer.                                                                                   
 

To protect the taxpayer’s privacy and se-
curity, both the IRS letter and the collec-
tion firm’s letter will contain information 
that will help taxpayers identify the tax 
amount owed and assure taxpayers that 
future collection agency calls they may 
receive are legitimate. 
 

The private collectors will be able to 
identify themselves as contractors of 
the IRS collecting taxes. Employees of 
these collection agencies must follow the 
provisions of the Fair Debt Collection 
Practices Act, and like IRS employees, 
must be courteous and must respect                     
taxpayer rights. 
 

The private firms are authorized to discuss 
payment options, including setting up 
payment agreements with taxpayers. But 
as with cases assigned to IRS employees, 
any tax payment must be made, either 
electronically or by check, to the IRS. 
A payment should never be sent to the 
private firm or anyone besides the IRS 
or the U.S. Treasury. Checks should only 
be made payable to the United States 
Treasury. To find out more about available 
payment options, visit IRS.gov/Payments. 
 

Private firms are not authorized to take 
enforcement actions against taxpayers. 
Only IRS employees can take these ac-
tions, such as filing a notice of Federal Tax 
Lien or issuing a levy. To learn more about 
the new private debt collection program, 
visit the Private Debt Collection page       
on IRS.gov.

among other benefits. The possibilities of 
specialties you can build are seemingly 
endless, but you can begin by getting 
some inspiration from the available AIC-
PA credentials. What factors will power 
your firm’s growth? The PCPS/CPA.com 
National MAP Survey can help you spot 
trends and best practices that are driving 
success at firms in your size segment 
and across the profession. Check out the 
executive summary for more key findings 
from the survey research, and find out 
what insights the MAP Survey can offer 
your practice. 

This article originally appeared in the 
AICPA Insights ©2017 AICPA. Used by 
permission.
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The Case of the NOCLAR  
No Tell
By Charles Selcer, CPA, MBA

The senior auditor at Stone & 
Coald CPAs assigned to the review 
engagement for Silicone Sales, Inc. 
informed the engagement partner 

that she discovered a non-compliance with a law 
or regulation (NOCLAR) at the company.  After 
management deliberations, the CPA firm decided to 
withdraw from the engagement.  A letter was sent to 
Silicon Sales.  Silicon Sales engaged a new CPA firm 
who called Stone & Coald asking them to disclose the 
NOCLAR to them.
Q.   Does Stone & Coald have to disclose?
A.   No. While the IESBA NOCLAR standard has such a 
provision, the proposed AICPA  NOCAR statement does 
not.  It proposes that the CPA would have to get client 
permission to discuss the NOCLAR with the successor.  
(See AICPA Exposure Draft on NOCLARS dated     
March 10, 2017)

Ethics Corner

Payday has Never Been Easier for You & Your Clients.
Benefit from Partnering with CBI Business Services Today!

Affordable Care Act Solutions 
& Consulting

• 1095 Forms and Electronic Filing with IRS

• Employee Tracking through Measurement, 
      Administrative and Stability Periods

• Full-Time Equivalents Tracking

• Affordability Standard Alerts

• Pay or Play Calculations

Payroll & Human Resources
• One secure and easy login to access all your 

clients

• Private Labeling, Revenue Sharing and
      Discounts for Referred Clients

• Online Timekeeping

• HR Outsourcing

• Recruiting, Onboarding, Electronic PTO    
Requests and Benefit Statements

ENHANCE YOUR BUSINESS. ELIMINATE HEADACHES.

CBI business services
www.cbipayroll.com •  701.237.6128 (Fargo) •  605.336.2458 (Sioux Falls)
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