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President's Message

In an ongoing effort to keep the GSCPA membership up-to-date on the latest issues under discussion, I 
offer the following synopsis of the Fall Council meeting held in November at Reynolds Plantation. The 
Board welcomes your thoughts and comments.
     The focus of the Council is to involve as a body the leadership of the Georgia Society of CPA’s at all 
levels of the overall governance of the Society: to develop and identify the future leadership of the 
GSCPA; to provide guidance and input to the Board of Directors and to provide opportunities for debate 
and dialog among the leadership. 
     The duties of the Council include electing members to the Nominating Committee; annually appointing 
a member of the Audit Committee; ratifying the budget adopted by the Board; serving as members of the 
Educational Foundation of the GSCPA; electing directors to the Educational Foundation and assisting in 
selecting members to represent the state on the AICPA Council.
     The Council meeting began with past AICPA chairman, Bill Ezell, providing an update on the accounting 
profession. Bill touched on such issues as fair value accounting, the difference between US GAAP and 
IFRS, the effect that IFRS will have in student education and the program the AICPA is instituting to 
increase the number of PhDs available to teach accounting in our universities. GSCPA member Doyle 

Williams is heading up this concerted effort between the AICPA, universities, accounting firms and companies to increase the number 
of Ph.D..
     Following the PhD discussion, the Council broke into groups to discuss the following subjects:

1)	 Other professional organizations, such as the AICPA, have affinity or preferred vendor programs. These organizations may 
receive a royalty from these programs. At this time, the GSCPA does not participate in affinity programs. Should the GSCPA 
participate in affinity or preferred vendor programs? If so, which programs could the GSCPA offer?

2)	 Should the GSCPA offer a membership category for non-CPA’s? If so, what type of membership category should be created?
3)	 Would you be in favor of combining the Spring Council meeting and the Annual Business Meeting and hold both during the 

Annual Convention? Why or why not?
4)	 Since the Annual Convention typically takes place after the start of the GSCPA fiscal year (June 1), how should the Council 

handle the ratification of the budget before the beginning of the fiscal year?
5)	 Georgia recently passed mobility legislation that will take effect July 2009. Should the GSCPA form a political action 

committee (PAC) and ask for members to contribute donations to the committee?
     If you have questions or suggestions on the topics that the Council discussed, please send those to me or Donna Heavener at the 
GSCPA office. We would love to hear from you on these issues.
     The Council then elected Harvey Tarpley, Ellen Sweatt and Lisa Conti-Bacon to the Nominating Committee and approved the 
recommendation of Jason Blair to the Audit Committee.  
     Gary Julian, GSCPA executive director, presented information regarding the recently passed mobility legislation. The Society is 
committed to work with the State Board of Accountancy who is in the process of drafting the rules that support the legislation. Gary 
Julian and Donnie Roland, former State Board chair, attended the November 19 meeting of the State Board to discuss the proposed 
rules. The final draft will be released shortly.
      Carolyn Riticher, GSCPA past president, gave a report on the AICPA Fall Council meeting that was held in October in Tucson, 
Arizona. I want to congratulate Carolyn on being elected to the AICPA Nominating Committee. It is an honor to serve on this 
committee and gives the state of Georgia a strong presence with the AICPA leadership.  
     I wish you all the best for a wonderful and prosperous 2009. Thank you all for making our profession and the Society the best that 
it can be.  

Stewart Carlin
President, 2008-2009
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Current Accounts

Current Accounts is a publication of the GSCPA, published six times per year. Member 
subscriptions are complimentary. Members may submit address changes and 
corrections to the Member Services Department at 404-231-8676, Opt. 4. 

Materials submitted as advertising or publicity are subject to acceptance for 
publication at the sole discretion of Current Accounts. Advertising deadlines are the 
first day of the month prior to the publication date (Feb 1 - March/April issue) and sold 
on a space availability basis. For advertising rates and availability, contact 
jetzbach@gscpa.org.

The editorial staff welcomes submissions of manuscripts on topics relevant to CPAs. 
Email the submission in the body of the email or as a Word document attachment 
to jetzbach@gscpa.org. Desired length is 1000-1200 words. Please include contact 
information. 

The Georgia Society of CPAs

features
President's Message 

Sections Update

Member and Chapter News

Conference Update

Course Update

Classified Advertising

Conquering 21st Century Threats: Why
Traditional Risk Assessments Fall Short
John Bosco Hama

Dividing Retirement Benefits in Divorces: 
Tips Every CPA Should Know
Emily Widmann McBurney, Esq.

Providing Leadership for the Profession

A Call For Ethical Courage
Donald L. Ariail, CPA

Hetty Green: The Witch of Wall Street
Jay Starkman, CPA

GSCPA Members Stand-Up For Charity

Giving Your Business Clients Things They 
Need and Things You Can Provide
Brian Hamilton

Annual Convention Save the Date

The Georgia Society of CPAs
Atlanta Financial Center, North Tower
3353 Peachtree Road NE, Suite 400
Atlanta, GA 30326-1414

404-231-8676	   	 800-330-8889
Fax 404-237-1291	 www.gscpa.org

Staff
Executive Director/COO    	  Gary L. Julian
Assoc. Executive Director	   Donna L. Heavener
Editor/Designer		    Jamie P. Etzbach
Assistant Editor		    Elizabeth D. Kistler	

in every issue
  4

  
  
  6

  

  8

10

12

13

14

22

  2

16

17

19

21

23

�One Profess ion.  One Voice.



� Current  Accounts  •  Jan/Feb 2009

Conquering 21st Century Threats: Why 
Traditional Risk Assessments Fall Short

John Bosco Hama

In 2007, U.S. consumers witnessed a saga of product recalls 
ranging from pet food, lead-tainted toys and frozen foods.  After 
the second largest beef recall in U.S. history involving more 
than 21.7 million pounds of ground beef products forced one 
company into bankruptcy, the COO of the company remarked 
in a press release, “In one week, we have gone from the largest 
U.S. manufacturer of frozen hamburgers to a company that 
cannot overcome the economic reality of a recall this large.” Is 
your company next in line? 

Operational Risk: What Is it and How Is it Measured?
Operational risk assumes different attributes depending on 
management’s perception and attitude, and could largely be 
categorized as:

• Threat – To be avoided at the operational level
• Opportunity - To be exploited at the strategic level
• Uncertainty – To be managed at the macro level

Management’s effort at operational risk assessment should 
address both sides of the risk equation – protection of existing 
assets (the traditional focus of risk management) and risk taking 
for reward. To do so, management should address two pivotal 
questions:

• Where are we currently exposed?
• Are we taking enough of the right kinds of risk?

The Traditional Risk Assessment Model
Generally, a traditional risk assessment using an impact/
probability matrix (see Figure 1) focuses on quadrant 1 (high 
impact, high likelihood) and quadrant 2 (high impact, low 
likelihood). Evaluating the likelihood of occurrence, essentially 
assigning probabilities, is perhaps the most challenging aspect 
of the risk assessment process because it involves some level of 
uncertainty and discretion.

Figure 1

The results of inaccurate probability assessment in risk 
evaluation can be disastrous. Although it is uncertain to what 
extent companies that experienced major product recalls used 
the impact/probability model, the question remains – could 
some of these risk failures have been minimized or avoided? 

Managing the Identified Risks 
At least two fundamental elements must be present in any 
approach management elects to manage operational risks: 

•  Manage operational risk for performance (profitability/
    growth) and,
•  Manage operational risk for conformance (governance/
    compliance). 

     Although risk profiles are constantly changing because of the 
kaleidoscopic business environment, controls that have been put 
in place generally do not keep pace and remain largely constant. 
     The risk management matrix (Figure 2) below highlights 
implications of management's approach to risk management. 
This classification is based on companies track records.  Note 
that it is possible for companies to move from one quadrant to 
the other over their life cycle. 

Figure 2

Quadrant 1: High Achiever - Companies in this quadrant 
maintain a good balance between high performance and 
high compliance. The result is consistent superior performing 
companies that outperform the market indexes and survive 
generation after generation.

Quadrant 2: Great Pretender - This quadrant is characterized 
by high performance in terms of revenue and profit growth, 
but low conformance in corporate governance and regulatory 

Figure 1 

Figure 2 

Figure 1 

Figure 2 
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Conquering 21st Century Threats: Why 
Traditional Risk Assessments Fall Short

1 This paradigm was developed by Deloitte. As used in this document, 
‘Deloitte’ means Deloitte & Touche LLP and Deloitte Financial Advisory 
Services LLP, which are separate subsidiaries of Deloitte LLP.  Please 
see www.deloitte.com/us/about for a detailed description of the legal 
structure of Deloitte LLP and its subsidiaries.

compliance. For example, as is true for the majority of 
companies in this quadrant, Enron focused more attention on 
performance (profitability) than compliance (conformance) and 
risk management. Enron identified opportunities in the energy 
deregulation market; was quick to grasp the opportunities 
presented by the California energy crises; was first to identify 
opportunities in weather derivatives; and was quick to identify 
opportunities in using embedded derivatives and off-balance 
sheet financing, but was not equally quick in identifying and 
managing the risks that ended up resulting in the company’s 
failure. Some senior executives were convicted of securities 
fraud, insider trading and making false statements to auditors 
and bankers, among others, according to the May 25th 2006 
edition of The New York Times.

Quadrant 3: Unmet Expectations - Many fly-by-night companies 
fall into this category. They are identified by great launch hype 
and fanfare and conceptually innovative business models, but 
they lack long-term growth prospects and profitability. The “dot-
coms” in the 1990s are the perfect example of this quadrant.

Quadrant 4: Overly Risk Averse - Companies in this category 
tend to allocate the majority of their risk management and 
governance energies on unrewarded risk at the expense of 
rewarded risks. Risk taking is the price of doing business, and the 
markets tend to reward perceived ability to manage rewarded 
risks well. 

The objective of every management team is to have their 
company in Quadrant 1 (High Achiever). The question is, how 
do they get there? An effective operational risk management 
process enables management to achieve two goals:

•  Align corporate activities with ever-changing risks profile, 
    and
•  Identify opportunities to enhance focus on strategic risks  
    at the macro level.

     As a result, management avoids the typical knee-jerk 
reactionary and “firefighting” responses that could lead to 
financial loss.

The New Assessment Paradigm
Although no risk methodology can guarantee a zero percent 
risk failure, a new risk assessment paradigm1 is a useful tool 
that can help management focus on the critical risk areas. This 
model, described in detail in Figure 3, shifts emphasis away from 
probability to vulnerability (also called “residual risk”). Under 
the new paradigm, Inherent Risk– Risk Mitigation Activities = 
Residual Risk.
     Under the traditional model discussed previously, 
management is often biased toward mitigating high-impact, 
high-likelihood events. However, if a risk is relevant to the 
business and is extremely high impact, it should be addressed, 
regardless of probability.      
     This is particularly true of risks associated with value creation 
as they have higher uncertainty (such as the development and 
launch of new products and services, entry into new markets, 
and mergers and acquisitions). The longer the time horizon, the 
greater the uncertainty and the less meaningful probabilistic 
estimates become.
     In the “A” (Assurance) quadrant, management should be 
expected to provide reasonable assurance that controls to 
prevent, detect, correct, or escalate a risk are both effective and 
efficient in managing a risk such that the residual exposure is 
within the company’s appetite for that type of risk. 
     For risks that fall into the “M” (or Mitigate) quadrant, the 
exposure is not within the company’s appetite for that type of 
risk. In such cases, management should address risks requiring 
mitigation by developing and designing controls to reduce 
exposure and to also track progress on remediation plans.
For “R” (Redeploy) quadrant risks, management may choose to 
test controls for effectiveness and develop remedial action plans.
     Finally, for the “CI” (Measure for Cumulative Impact) quadrant 
above, management may choose to assess cumulative impacts 
to determine whether these risks could in aggregate have a 
more significant impact. Management should take a top-down 
focus on mission-critical risks to strategy and execution while 
encouraging informed and calculated risk-taking (also called 
“rewarded risk-taking”). 

Conclusion
In adopting a Risk Intelligent approach, management should 
strive to achieve a fair balance between performance and 
conformance in managing its operational risk profile.  To achieve 
a balanced perspective to operational risk, management should 
consider adopting a more holistic and comprehensive risk 
assessment process that utilizes both top-down and bottom-up 
approaches depending on the risk profile. Vulnerabilities, as well 
as probabilities, should be carefully considered.

John Bosco Hama, CPA, MBA, CA, is a senior manager in the 
Forensic & Dispute Services practice of Deloitte Financial Advisory 
Services LLP. Previously, he worked at Unilever where he held 
various management positions and managed a number of risk 
assessment processes at a Unilever subsidiary in Ghana. He can 
be contacted at 404-460-3563 or 
jhama@deloitte.com

Figure 3 Figure 3
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Dividing Retirement Benefits in 
Divorces: Tips Every CPA Should Know

� Current  Accounts  •  Jan/Feb 2009

Emily Widmann McBurney, Esq.

Given the national divorce rate, most CPAs will work with 
clients who are getting divorced.  One aspect of dividing marital 
assets that can cause tremendous headaches is the division of 
retirement benefits.  While this is generally handled by divorce 
lawyers, there are certain things CPAs should know in order to 
assist clients with the financial aspects of divorce.  

Most retirement plans are governed by federal statute, the 
Employee Retirement Income Security Act of 1974 (“ERISA”).  If 
a retirement plan meets the requirements of ERISA, it is called a 
“qualified” retirement plan.  To keep them safe from creditors, 
retirement benefits were originally not transferable under ERISA, 
which created many problems.  ERISA was amended in 1984 
to provide that, if a state court issues an order in a domestic 
relations matter that awards a non-employee spouse (or other 
dependent) an interest in a qualified retirement plan, the plan 
must follow the court’s order, called a Qualified Domestic 

Relations Order (“QDRO”).  If a QDRO is properly entered, 
concerns property division, alimony, or child support, and 
conforms to the rules of the retirement plan, the plan is required 
to provide the benefits awarded directly to the non-employee 
spouse. The QDRO requirements are set forth in Internal 
Revenue Code § 414(p) and ERISA § 206(d)(3).  

Qualified Retirement Plans
Many divorce lawyers and their clients are not aware of the 
differences between defined contribution plans and defined 
benefit plans, which are often lumped together in Settlement 
Agreements simply as “retirement plans.”  CPAs can help explain 
the types of retirement benefits that their clients have.  The 
method and consequences of dividing the various types of 
retirement and deferred compensation plans are significant 
financial decisions clients must make while negotiating divorce 
settlements.  
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Non-Qualified Retirement Plans
Several types of retirement assets do not fall under ERISA.  
State and local government plans cannot be divided by QDRO 
in Georgia.  Many companies offer non-qualified retirement 
benefits to highly paid employees, which allows them to 
provide additional retirement benefits beyond those permitted 
under ERISA.  Non-qualified retirement plans are common for 
high-ranking employees, and normally prohibit payments to 
anyone other than the employee.  It is crucial for divorcing 
parties to determine whether a plan cannot be divided before 
settlement negotiations are completed.  Although the majority 
of nonqualified plans are not divisible, a small number of 
non-qualified plans will accept a document similar to a QDRO, 
called a Domestic Relations Order (“DRO”).  The basis for these 
payments (and taxation of benefits to the non-employee) is often 
linked to Internal Revenue Service Revenue Ruling 2002-22.

However, most non-qualified plans remain non-divisible.  If this 
issue is addressed during the divorce proceedings, then the 
Settlement Agreement can reflect the fact that the funds will not 
be divided until the employee spouse actually receives payment.  
Non-qualified plans are usually intended to operate as “golden 
handcuffs,” providing incentives for key employees to remain 
with the company until retirement.  If the employee is many 
years from retirement at the time of divorce, several tricky issues 
arise regarding how payments to the non-employee spouse 
will be calculated and taxed in the future.  The key is to identify 
these problems during negotiations, and establish a method for 
making calculations to avoid future disputes.  CPAs should be 
aware that it is common for divorce settlements to dodge this 
issue by providing that, when benefits are paid in the future, the 
parties will engage a “mutually agreeable CPA” to calculate and 
resolve the tax issues involved. 
	
Individual Retirement Accounts (IRAs) and Simplified Employee 
Plans (SEPs)
A QDRO is not necessary to divide an IRA or a SEP.  A letter of 
instruction and copy of the Final Judgment and/or Settlement 
Agreement should suffice.  Many financial institutions that 
sponsor IRAs have simple forms that will effectuate the tax-free 
transfer of funds in connection with a divorce.  The financial 
institution will likely require a copy of the divorce decree and/or 
Agreement.
	
Stock Options
Although stock options are rarely transferable, divorce attorneys 
often lump them together with retirement benefits in Settlement 
Agreements.  Stock options are not subject to ERISA, and 

since they are usually granted as incentives for continued 
employment, they can almost never be divided or assigned to 
anyone other than the employee.  

When stock options are divided in a divorce action, the 
Agreement must specify how and when the options will be 
exercised and how the non-employee’s portion of the proceeds 
will be calculated. Given the complicated tax implications of 
exercising stock options and paying a portion of the proceeds to 
a former spouse, divorce Agreements often designate a CPA to 
calculate the amount paid to the non-employee spouse when 
the stock options are exercised. Ideally, CPAs working with 
divorcing clients who must divide stock options (or non-divisible 
retirement or deferred compensation plans) will have a chance 
to review the relevant provisions prior to the execution of the 
Settlement Agreement. 
		
Market Volatility and Defined Contribution Plans
QDROs normally take several months to complete, and the 
account balances in defined contribution plans may shift 
dramatically during this period. The divorce Agreement must 
make it clear whether the non-employee spouse’s portion is 
frozen on the agreed upon date of division, or should rise and fall 
with the market between the date of division and the date the 
funds are actually segregated. There can be a huge difference in 
outcome between a provision that specifies the non-employee 
spouse shall receive “50 percent of the 401(k) balance as of June 
1, 2008” and “50 percent of the 401(k) balance as of June 1, 
2008, including earnings and/or losses from that date until the 
date the funds are distributed to the non-employee spouse.” 
Given the current volatility of financial markets, CPAs might 
advise their clients to stipulate in their divorce Agreements that 
401(k) funds must be transferred into stable investments until 
the QDRO is completed to reduce the risk to both parties of 
substantial swings in value.

Emily McBurney is a shareholder at Davis, Matthews & Quigley 
who practices in the Taxation and Domestic Relations and Family 
Law sections. Her practice is devoted to Qualified Domestic 
Relations Orders ("QDROs") and the division of retirement 
benefits, stock options, and deferred compensation. She has a 
B.A., magna cum laude, from Brown University and received a 
J.D., cum laude, from Harvard Law School. Emily can be reached 
at 404-261-3900 or at emcburney@dmqlaw.com.
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Providing Leadership for the Profession

COMMITTEES/TASK FORCES
Accounting Career Awareness Expand awareness among 
students about career opportunities in accounting. Encourage 
communication between colleges and universities in Georgia and 
the CPA profession. (Members to be appointed by the GSCPA 
President)

Bylaws
Receives suggestions for and initiates amendments 
of the  bylaws, and submits drafts of 
recommended changes to the Board. 
Reviews and submits recommendations 
on proposed amendments to chapter 
bylaws.

College Outreach
Develops and implements programs to 
promote the CPA credential to college and 
university students.

Financial Literacy
Identifies and develops programs to educate target 
groups  about financial topics. The programs are to 
increase the awareness of issues that are of importance 
to specific audiences.

High School Residency Programs
Plans and implements summer programs at UGA and 
Georgia Southern University that introduce high school 
students to careers in accounting.

High School Student Outreach
Plans and implements programs designed to educate high 
school students on the accounting profession and financial 
strategies for their age demographic.

Leadership Academy
Plans and implements the Leadership Academy, a program 
developed to provide participants with leadership skills and 
expertise they will use in their careers.

Leadership Academy Alumni
Responsible for developing advanced leadership programs 
and networking opportunities for GSCPA Leadership Academy 
alumni.

Minority Issues
Promotes and supports minority accounting students in their 
pursuit of a career in the accounting profession with an initial 
goal of getting their CPA certification.

Peer Review
Educates members on the value of the peer review process and 
administers peer reviews to Georgia firms in accordance with the 
AICPA. 

Much of the work done by the Georgia Society of CPAs is accomplished by volunteers on committees, 
sections, and task forces. These “work teams” provide a great opportunity to network with other members, 
expand your knowledge base, and be of service to the profession.
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Professional Ethics
Investigates complaints made against members for alleged 
violations under the Code of Professional Ethics of the Society. 
Committee members are required to complete a CPE ethics
course prior to or during the first year of service. Required 
attendance policy enforced.

CONFERENCE TASK FORCES
Conference task forces are open to all members of the Society 
and provide a great opportunity to become involved with 
the Society through the planning of the yearly educational 
conferences.

Accounting Institute
Coordinates and presents annual conference that covers 
topics such as professional regulations, fraud, peer review, and 
professional standards. 

Annual Convention
Plans and implements the program and CPE for the current 
annual meeting of the Society.

Estate Planning
Plans annual conference designed for estate planning 
professionals, and covering a range of topics, current events, and 
financial planning.

Financial Institutions
Plans annual conference that discusses issues affecting the 
financial institution industry.

Fraud
Coordinates and implements this conferences designed to show
attendees their role in detecting and preventing fraud, and teach 
the procedures needed to follow if fraud is suspected.

Government A&A
Plans the annual conference for CPAs in the government sector 
that covers issues such as paperless audits, GASB updates, and 
e-commerce.

Healthcare
Oversees the implementation of the annual conference aimed at 
CPAs and attorneys in the healthcare field. 

Nonprofit
Responsible for planning this conference that focuses on a 
variety of topics specific to the needs of both 501c3 and 501c6.

Real Estate
Presents annual conference that communicates and discusses 
issues affecting the real estate industry. 

Spring Decision Makers
Coordinates and presents annual conference aimed at 
consultants, CFOs, CEOs, and CPAs in Industry and the business 
community.

Spring Government Workshop
Implements this one day, in-depth workshop on a topic specific 
to the government arena.

Southeastern Accounting Show (SEAS)
Plans, implements, and coordinates GSCPA's largest conference 
of the year, held in August.

Tax Forum
Plans this conference for tax professionals in all areas. Held in 
Atlanta and Savannah each fall.

Technology
Plans and develops the conference on technology.

Name 

Member #

Email			 

COMMITTEES/TASK FORCES
Bylaws 
College Outreach
Financial Literacy
High School Student Outreach
High School Residency Program 
Leadership Academy*
Leadership Academy Alumni*
Minority Issues
Peer Review 
Professional Ethics 	

Indicate 2009-10 committee and task force preferences below. 
You may select as many committees and task forces as desired; 
however, all requests may not be filled. If you have served on a 
committee, or task force in the past, you will NOT automat﻿ically 
receive the same assignment. Committee assignments are for 
the next fiscal year, beginning June 1, 2009. 

Return completed form to Jennifer Poff 
by March 6, 2009

Georgia Society of CPAs
3353 Peachtree Road NE • Suite 400

Atlanta, GA 30326-1414
404-231-8676  •  Fax 404-237-1291

www.gscpa.org

2009-10 Committee and Task Force Registration Form












CONFERENCE TASK FORCES
Accounting Institute
Annual Convention
Estate Planning
Financial Institutions
Fraud
Government A&A
Healthcare
Nonprofit
Real Estate
Spring Decision Makers 
Spring Govt Workshop
SEAS
Tax Forum
Technology







q
q
q
q
q
q
q
q

*Must be a graduate of 
the Leadership Academy

Register online at
http://www.gscpa.org/Content/MemberConnections/VolunteerOpp.aspx

�One Profess ion.  One Voice.



10 Current  Accounts  •  Jan/Feb 2009

A Call For 
Ethical Courage

Donald L. Ariail, CPA

The publics’ confidence in the accounting profession rests 
on its perception of CPAs’ having a high level of integrity.  
Moreover, the financial markets depend on accountants 
acting as the “watchdogs” of the publics’ interest.  In order 
to “honor the public trust,” as required by the AICPA Code of 
Profession Conduct (Code), CPAs “should act with integrity.”  
According to the Code, “integrity is measured in terms of 
what is right and just, …requires a member to be … honest 
and candid…, [and] …requires [observation of] both the form 
and spirit of technical and ethical standards…  Service and 
the public trust should not be subordinated to personal gain 
and advantage.”
     What does it take for CPAs to act with unwavering 
integrity?  In short, the answer is courage.  A frequently cited 
model developed by the psychologist James Rest proposes 
that ethical behavior is determined by the four components 
of ethical sensitivity, ethical reasoning, ethical character, and 
ethical courage.     
     Many CPAs are able to recognize that an unethical 
situation exists (ethical sensitivity), are able to make just 
decisions about what is right (ethical reasoning), and are 
able to prioritize ethical values over personal values (ethical 
character).  While failure in one or more of these areas may 
cause the CPA to start down the “steep and slippery slope” 
of unethical behavior, it has been the author’s observation 
that the fourth component, ethical courage, is often the main 
determinant of whether or not a CPA acts ethically. 
     Acting courageously is required in all areas of practice.  
For instance, courage is demanded in accepting less profit 
by acting ethically than could be had by acting unethically; 
in sticking to principles of justice and honor; in not allowing 
peer pressure to adversely influence one’s ethics; in speaking 
up to injustice instead of remaining silent; in getting rid of 
unethical clients; and in telling clients/management what 
they need to hear instead of what they want to hear.
Taking the ethical path is especially challenging for the CPA 
employed in an unethical environment.  As stressed by the 
Treadway Commission, the “tone at the top” is a major 
driver of ethical behavior.  If the tone signals an interest in 
profitability over integrity and public service, pressure may 
be exerted to minimally abide by rules, regulations, and 
principles; that is, in lieu of seeking to adhere to the spirit of 
such  guidelines.  For example, a focus on audit profitability at 
the expense of audit quality could pressure auditors to falsely 
indicate the completion or sufficiency of audit procedures.  
When superiors with the power to promote or fire directly or 
indirectly communicate that it is acceptable (nay, required) 
for subordinates to “cut corners” in order to keep the cost of 
the audit within budget, it takes courage to adhere to one’s 
ethical principles.
     Arthur Andersen’s unethical behavior in the Enron scandal 
appears to have been driven by greed.  According to Barbara 
Ley Toffler in Final Accounting: Ambition, Greed, and the Fall 
of Arthur Andersen, the profit motive at Andersen was the 
major driver of the firm’s behavior: “Keep the client happy” 
and the billings up seems to have been the firm’s unofficial 
motto.  Employees working in this culture of avarice lacked 
the courage to prioritize ethical values over personal values.  
Another example of an unethical environment is indicated by 
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Cynthia Cooper in Extraordinary Circumstances: The Journey 
of a Corporate Whistleblower.  None of the accountants 
involved in the WorldCom fraud had the courage to refuse 
making the fraudulent accounting entries demanded by the 
CFO.  None had the courage to simply say “this is wrong, 
I won’t do it.”  Fear of loosing their well paying jobs made 
it difficult for these accountants to be courageous.  CPAs 
working in an unethical environment must courageously 
defy the “group think” of greed and hold to their principles 
regardless of the financial consequences. 
     An important aspect of integrity is being “honest and 
candid.” While the overt lie may be readily suggestive 
of unethical conduct, another form of lying is often not 
so apparent.  Lying also involves being silent when the 
circumstances demand that one speak the truth. Remaining 
silent is often the easier course to take. This is especially true 
when the intended recipient of the truth is happier with the 
lie.  While it is always difficult to be the bearer of bad news, it 
is especially so when the results counter the predetermined 
decision championed by a client or management.  CPAs 
must have the courage to report the truth revealed by the 
numbers.  
      Clients often “push the envelope” to see how much they 
can get away with.  For instance, will the CPA readily accept 
mileage numbers for business travel without questioning 
the accuracy of the rounded amounts or percentages?  Are 
business expenses that are potentially personal in nature 
deducted without question by the CPA?  While addressing 
such issues demands the CPA’s due diligence and courage, 
more egregious actions by the client may call for a decision 
regarding client retention.  The Quality Control Standards of 
the AICPA directs CPAs to establish “…policies and procedures 
… for deciding whether to accept or continue a client 
relationship.  Such policies and procedures should provide 
the firm with reasonable assurance that the likelihood of 
association with a client who lacks integrity is minimized.”  If 
a client is unethical, the CPA has no choice but to disengage.  
The decision to get rid of a client who is perhaps profitable 
takes courage.  However, the unethical client who is profitable 
to the firm today may cause its downfall tomorrow.  The 
short-term financial benefit is not worth the long-term costs 
of lost reputation, lost self-respect, and the potential for 
professional and legal sanctions.
     Exemplary courage was shown by the whistleblower 
in the WorldCom accounting scandal.  Cynthia Cooper, 
head of internal auditing, overcame numerous hurdles in 
uncovering and reporting the fraudulent accounting entries 
perpetuated by top management.  Examples cited in her 
book include “the CFO [asking her] to delay [the] audit work, 
the Controller insisting that [her audit team] was wasting 
… time and should be auditing other areas of the company, 
[and] the Chairman of the Audit Committee …instructing 
[her] not to ask for support for the [questionable accounting] 
entries…”  Courageously, Cooper defied her superiors and 
thoroughly investigated the fraudulent accounting.  She 
forced disclosure of the fraud to the Board of Directors.  The 
fraud subsequently led to the restatement of the financial 
statements, the bankruptcy of WorldCom, and the criminal 

convictions of a number of top executives and mid-level 
accountants.
     Cooper’s actions exemplify the ethical courage demanded 
of a professional.  She was a “torch bearer” of accounting 
integrity.  Her example needs to be remembered and 
followed.  The author, a longtime member of the profession, 
calls for his colleagues to be courageous in their professional 
activities.  Acting ethically requires CPAs to be sensitive to 
unethical situations, to make right and just decisions, and to 
correctly choose moral and professional values – guidance 
for these components of ethical behavior are provided in the 
Code.  Nevertheless, the author proposes that having the 
courage to act ethically is the cornerstone of ethical behavior.  
Courage is what it takes to be an ethical CPA; Have the 
courage to take the ethical act!

Dr. Donald L. Ariail, CPA is an associate professor in the 
Department of Business Administration at Southern 
Polytechnic State University in Marietta. He can be reached at 
ariailcpa@aol.com or dariail@spsu.edu.

COURAGE IS WHAT IT TAKES

Courage to the CPA is what it’s always been:

Courage to do the right

when there’s profit in the wrong.

Courage to oppose the group

when principles are denied.

Courage to defy greed

when avarice is the vogue.

Courage to speak up

when silence is a lie.

Courage to disengage 

when dealing with deceit.

Courage to tell the truth

when the lie is what they want.

Yes, courage is what it takes

to fight the numbers true

to choose the path of honor

and thus serve the public good.
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Hetty Green: 

Hetty Green was the inspiration for passage of the 1894 Income Tax 
Act and the 1916 Estate Tax Act.  She was the shrewdest and richest 
woman in America, and an eccentric miser. Her wealth was estimated 
at $100 million.  She is the only woman in any list of richest Gilded Age 
millionaires.
     Amusing legends about her miserliness abound.  Once, she spent 
an entire night looking for a two-cent stamp she had dropped.  She 
owned few clothes, and would instruct the washerwoman to wash 
just the bottom of her skirt (which became soiled from contact with 
floors, streets, and sidewalks) so that it might last longer and cost less 
to launder. Fearing assassination by lawyers, she paid $50 for a New 
York City permit to carry a pistol.  When her New York bank asked for 
a $100 fee to transfer $1 million of Reading Railroad shares, she took a 
satchel with the certificates on a $4 roundtrip train ride to Philadelphia 
to deliver them to the transfer agent herself.
     She subsisted on oatmeal (heated on a radiator), graham crackers 
(purchased in bulk), and raw onions.  The New York Tribune reported, 
"Mrs. Green wore what once had been a black dress, which must have 
been of practically indestructible material. It turned brown, then green, 
and still she wore it; and carried an umbrella and handbag of about 
the same era as her dress."  This outfit was quite a sight in the financial 
district, and it earned her the nickname, "the Witch of Wall Street." 
(The agent who collected rent on her Chicago properties was named 
W.B. Frankenstein. Really!)
     Her annual income was at least $3 million, but she lived at cheap 
boarding houses and spent only a few hundred dollars a year.  
Congressman William Jennings Bryan used her as part of his winning 
arguments for passage of the 1894 income tax: “That woman, under 
[the tariff], does not pay as much toward the support of the Federal 
Government as a laboring man whose income of $500 is spent upon 
his family.”
     Hetty wouldn't pay taxes unless ordered by a court.  She refused 
to pay income tax.  To avoid a New York City personal property tax, 
she swore that her residence was in Vermont, where her estranged 
husband lived.  Eventually, Hetty settled into a $19 per month 
apartment in Hoboken, N.J. under the assumed name, Mrs. Dewey, 
after her shaggy dog, Dewey.  It left collectors guessing where to find 
her and the proper state in which to tax her.  Hoboken imposed a $2 

Jay Starkman, CPA

annual dog license, which she also refused to pay, so she had to keep 
ahead of the dog catcher too.
     Hetty sued and was sued frequently, often by her own lawyers, 
who had to sue to collect their fee. Frequent newspaper headlines 
made her a celebrity.  People flocked to court to catch a glimpse of 
her.  All that recognition caused another patient to identify her when 
she feigned poverty in order to obtain free charity medical care, for 
which she was then compelled to pay $600.
     Just two months before a federal estate tax was enacted in 
1916, Hetty died at the age of 82, worth an estimated $100 million.  
Woodrow Wilson’s vice president, Thomas R. Marshall, suggested 
her untaxed death was the impetus for Democrats to pass an estate 
tax.  Her will was probated in Vermont which imposed about $50,000 
estate tax. 
     Hetty had no grandchildren.  Her daughter, Sylvia was six feet tall, 
not pretty, and reportedly had “no trace of a personality.”  She didn’t 
wed until 1909 at age 38 when she married Matthew Astor Wilks, the 
63-year-old great-grandson of real estate magnate John Jacob Astor.
     Her son Ned injured his left knee when he was 14.  She treated the 
wound herself and relied on free clinics to avoid a medical bill.  His 
leg eventually turned gangrenous and had to be amputated above 
the knee.  Following a 1910 interview in Paris where he expressed a 
desire to find a wife, Ned received 5,000 written marriage proposals. 
But he claimed that women were only interested in his money.  This 
six-foot-four, 300 pound eccentric, who lavished millions on racing 
cars, yachts, planes, coins, stamps, politics and pornography, didn’t 
marry until age 48, a year after his mother died.  His 47-year-old 
bride, his “housekeeper” for 15 years, was a former prostitute.
     Ned died in 1936 at age 67.  In accordance with his mother’s 
wishes, Ned’s will left nothing to his widow, everything to his sister. 
The will was written in 1908 and never revised.  His widow signed 
a prenuptial agreement before they married in exchange for life 
income of $18,000 a year.  She settled an estate dispute with Sylvia 
for an additional lump sum of $500,000.
     He had moved from state to state, had multiple residences, 
and made conflicting statements on his intended domicile.  Texas, 
Florida, New York, and Massachusetts each assessed estate tax, 
which together with federal, totaled $37,727,210.  Unfortunately, his 
net estate was worth only $36,137,335.  The bizarre fact that these 
claims on the estate exceeded its assets resulted in a U.S. Supreme 
Court ruling that only Massachusetts could tax his estate, which 
together with federal, totaled nearly $22,500,000.
     Sylvia was worth $95 million when she died in 1951 at age 80, 
leaving no husband or children.  The top estate tax rate was 77 
percent, plus inheritance levies for New York and Canada. She 
avoided most estate levies by leaving her estate to 63 charities, 
reserving some $2 million for other purposes on which $1.3 million 
estate tax was paid.
     Hetty Green inherited $2 million as a young woman from her 
family’s fortune, made in the nineteenth century Massachusetts 
whaling industry.  It grew to $100 million by averaging a reasonable 
7 percent annual return during her 60-year stewardship, an era of no 
income tax and low inflation – and she spent very little.  That fortune 
eventually disappeared without a trace through estate taxes and 
contributions to too many charities.  Her only legacy is Hetty Green 
Hall at Wellesley College, paid for by Ned and Sylvia with a $500,000 
contribution (paid over five years) in the early 1920s.

Copyright © 2008 by Jay Starkman. Reprinted by permission.  
Excerpted from Jay Starkman's new book, The Sex of a 
Hippopotamus: A Unique History of Taxes and Accounting. More 
stories from his book are available at www.starkman.com/hippo. Jay 
practices in Atlanta and can be reached at cpa@starkman.com.

The Witch of 
Wall Street
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GSCPA Members Stand-Up for Charity
In the world of stand-up comedy we all know the greats - Jerry Seinfeld, 
Chris Rock and….Temple Draper, an accountant at Georgia System 
Operations? Though the latter may be less known, she represents one 
of nine financial professionals who performed in this year’s Search for 
the South’s Funniest Accountant. Created by Dunwoody accounting and 
recruiting firm Accountants One, the annual comedy event is out to dispel 
rumors that accountants are ‘humorless number crunchers.’
     In its fourth year overall and its second year expanding to the entire 
southeast, this year’s Search proved to be a huge success. The talent was 
outstanding, the crowd was huge and the contestants once again proved 
that financial professionals are a lot funnier than anyone ever imagined. 
     Two of this year’s participants are GSCPA members Mark Panfel and 
Temple Draper. Both made their stand-up comedy debut in front of 
the crowd of more than 500 people. Temple, an accountant at Georgia 
System Operations and Mark, the COO/CFO of Northside Anesthesiology 
Consultants, both participated for unique and personal reasons. 
     Temple decided to audition when she learned that Junior Achievement 
of Georgia was the beneficiary of the Search. She and her two daughters 
are very involved with the organization, and Temple serves as a mentor 
for young students. For the past two years event proceeds have 
benefitted Junior Achievement, which brings the real world to students 
by opening their minds to their potential and bridging the gap between 
the business and education communities. 
     Temple, whose comedic inspiration is Steve Harvey, is quick to admit 
taking the stage was anything but easy for her. One of her biggest fears 
is public speaking, and she insists that accountants are “behind the 
scenes” people who don’t typically get up in front of large crowds. But 
she faced her fears thanks to the encouraging words of comedy coach 
Tommy Housworth. “He told me to relax and treat it as if I was having 
a conversation with friends as opposed to making a big presentation, 
which changed my perspective,” Temple said. Her eagerness to benefit 
the cause she is passionate about helped too. When the Lithonia resident 
isn’t working or conquering her fears, she enjoys spending time with her 
family, traveling and watching football. 
     For Mark, auditioning for the Search was all about inspiring his kids. 
He wanted to encourage them to push themselves and always try new 
things, even if it’s not easy. “To go out of the comfort zone of what you 
do every day was very refreshing,” the East Cobb resident said. Though 
he wasn’t afraid of public speaking, Mark became nervous at the idea 
of entertaining a crowd of hundreds with original comedic material. To 
overcome it, he invited every single person he knew, and fortunately most 
of them showed up.

     His material was influenced by everyday occurrences, something he 
has in common with his favorite comedians, who include David Steinberg 
and Robert Klein. “Everyone can look at the same thing, but you never 
know what people will find funny,” he said. 
     Supported by a crowd of friends, family and co-workers, the GSCPA 
members blew away the entire audience. While both experienced 
great success in their first attempts at stand-up comedy, preparing for 
the Search wasn’t quite as simple as they had anticipated. It began 
with September auditions where they faced intense competition. Mark 
auditioned for last year’s show but didn’t make the cut, so he joked that 
this year he auditioned out of spite. 
     Impressing a team of judges, Mark and Temple moved on to Comedy 
Boot Camp where they worked for hours perfecting their acts. It was 
here that Temple was able to conquer her fear of public speaking and 
Mark received some great advice from their comedy coach. He told them 
to keep it clean, keep it relatable to the audience and to be natural and 
“do your thing.” Boot camp gave both contestants the confidence they 
needed, and on the night of the Search they performed like seasoned 
comedians. Mark and Temple agreed that one of the best parts of the 
entire experience was getting to know the other contestants.  
     This year’s Search not only brought out some of the South’s funniest 
financial professionals, but it also benefitted the community. During the 
event’s last two years, Accountants One has raised more than $17,000 
for Junior Achievement. 
     The night’s winner was Brian King, the manager of Corporate 
Accounting at Cox Enterprises. The Search’s “Laugh-O-Meter” took 
audience reaction into account for scoring, which gave King the points 
needed to be crowned the winner. First and second runners-up of the 
night were Gilbert Lawand of Atlanta and Jim Riley of Dunwoody. While 
Mark and Temple said they need another month or so to get their heads 
on straight before preparing material for next year’s audition, both 
loved performing in the Search for the South’s Funniest Accountant and 
supporting a great cause. 
 
Accountants One has served accounting professionals for more than 
35 years. For more information on the Search and to see clips from 
this year’s contest, visit http://accountantsarefunnytoo.com. For more 
information on Accountants One, please visit their web site, 
www.AccountantsOne.com, or call their office at 770-395-6969.

Mark Panfel

Temple Draper
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Giving Your Business Clients Things 
They Need and Things You Can Provide

When you go out to dinner, you are usually hungry.  When you 
buy water, you are thirsty.  When you buy a winter jacket, you 
want to stay warm.  In these individual cases, the value exchange 
between buyer and seller is clear and there is a definite need 
and solution set.  
     In accounting, less certain is that we are giving clients what 
they need.  Sometimes, we don’t know what they need, which is 
born of the fact that we either don’t ask them or they don’t tell 
us. Clients are sometimes intimidated by their accountants or by 
accounting and sometimes clients don’t quite know where their 
pain points are, at least with respect to accounting and finance  
By the time the pain points become obvious (i.e. a client runs out 
of cash), it is too late.  
     Often, clients don’t know enough about our knowledge pool 
to tap into what we might provide and what they need.  Let’s 
examine two broad challenges that people face each day in 
running a business:

1. They typically have at least some sense of isolation or 
separateness that comes from being on their own.  There 
is little or not enough written on this subject because it is 
quite difficult to describe.  Yet, a person’s sense of isolation 
in running a business is a real and important matter.  It is 
lonely running a business for many reasons that reach beyond 
the scope of this article.  For most of our lives starting from 
grade school, we are conditioned to be part of a structure or 
a group.  We are members of a team, we are members of a 

class, we are members of a neighborhood, a boy scout troop, 
a university, a family.  I believe that the largest determent to 
starting business is the sense of fright that comes from the 
realization of staring at detachment.  Not having a group to 
be attached to is scary before you start a business and lonely 
after you start the business.  I am also not sure that this can be 
explained very well by anyone (least of all by me), in the same 
way that it might be difficult for a war veteran to explain to a 
civilian what it is like to be in war.   
2. They need good advice and information to help them run 
their businesses. There is much excellent information available 
on the information needs of small businesses.  However, 
sometimes we mistake a need for good information with the 
symptom created when good information is not available.  
For example, while it is true that businesses need capital 
and resources, it is the lack of good information that often 
eventually drives the lack of resources and capital.  If you run 
out of cash, you usually do a bunch of things wrong to cause 
this.  So, in this way, it is tempting to mistake a symptom for 
a cause.  Many businesses suffer from a lack of adequate 
information and advice.  The reason that businesspeople need 
advice is that they are not competent in all the operating areas 
of a business.  Think of it.  If you run a business, you need to 
at least have a modicum level of competence in hiring people, 
training them, leading them, marketing products and services, 
selling products and services, doing compliance things, 

Brian Hamilton
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operating a business, and doing finance and accounting.  
There may be some people who are competent in all the 
areas of running a business but I don’t know any of them.  
Most people have an area of excellence in something when 
they start a business.  Many people are also competent or 
average performers in other areas of running a business.  
People usually also have at least several areas they are 
not competent in.  For example, most people who run 
businesses are distinctly incompetent or disinterested in the 
whole area of financial management and accounting, which 
can cause massive problems.

      As accounting professionals, wouldn’t it be nice to intersect 
the things that we are very good at with the highest and most 
acute needs of the client?  The best professionals can combine 
“1” and “2” above by reaching out to clients and helping them 
by giving them appropriate advice and information.  So, how 
can we intersect what we know with the needs that clients 
have?  The accountant needs to hold a line between trying to 
help out without moving too far into areas at which they are 
uncomfortable.
     People who run businesses are typically very good at 
either selling or getting products and services delivered well.  
In the food chain of needs, selling products is probably the 
highest need.  Developing great products is also a high need.  
Entrepreneurs are effective at selling products and getting out 
good products and services.  They are not very good at making 
financial decisions; however.  In fact, they are usually terrible 
at finance and have no interest in it.  What does this mean?  It 
means that they typically ignore finance and accounting.  
     As a result, what happens in companies where the people 
running them have little financial knowledge? (Please note 
that we are ignoring “sick” companies, those that have 
products or services that don’t meet market needs, where the 
companies are doomed to fail sooner or later):

1. Founders or principals are such good salespeople that 
they can make up with great sales volume what they miss 
in financial inefficiency.  In general, this scenario is not such 
a bad outcome.  If clients can generate super sales volume 
where marginal revenue exceeds marginal costs, then good 
things happen.  Did you ever have a client that infuriated 
you at some inner level because, despite their obvious 
indifference to finance and accounting, they still do well?  
In these very rare cases, this dynamic can make you feel 
unnecessary.  
2. Founders or principals are really super operational people 
and fairly good salespeople.  They can sell pretty well 
because they know the product really well and because they 
flat out know how to make things happen and get out great 
products and services.  The need for reasonable financial 
skills in these cases is lower as well.  These companies can 
do fine even though they may not have great accounting 
and financial skills.  These cases, too, are less than common.
3. Founders or principals are pretty good salespeople and 
are pretty good at pushing out good products and services.  
Yet, these above average skills cannot overcome both the 
inclination for poor financial management and the lack 
of interest in it.   This is where many businesspeople fail, 

since most of us are good at some things but not super 
performers in anything. These types of businesses and 
people can and do struggle.  The people running these 
businesses need your help.

     Most business people can benefit from understanding 
their financial condition and making better decisions.  Why?  
Because financial numbers tell a story about almost all areas 
of a business.  Your job is to tell the story of a business by 
helping your customers understand the financial picture of 
the business.  Take a simple case. Suppose a business has a 
low gross margin that is slipping over time.  (Sales less cost 
of sales/sales)? What are the ONLY possibilities here relevant 
to the business?:

1. The company is not controlling inventory or direct costs.  
Managers need to get unit costs under control.  Perhaps 
direct labor is out-of-line.  Perhaps people are not being 
managed efficiently.  Maybe new suppliers are needed.
2. Prices need to be boosted.  If prices cannot be boosted, 
then managers need to assess why.  Maybe it is the 
market.  More often, the company is not meeting the 
needs of clients and the marketplace.

     The idea is simple- help your clients look at financial 
statements, understand what is going on, and make a plan to 
get better results.  Here are some guidelines:

1. Sit down with clients once per quarter and go over 
their financial condition with them.  Bring the financial 
statements of the client and bring some written analysis to 
help them understand their statements in plain language 
(Don’t throw a bunch of financial numbers at them 
that they will never understand).  There are excellent 
technologies available that take hard-to-understand 
numbers and convert them into easy-to-understand plain 
language.
2. Be sure to set the right tone in these meetings.  Don’t 
talk down to clients.  Ask questions.  Listen carefully.  Go 
over the numbers carefully. Try to look at the important 
numbers- the key performance indicators.  
3. Put all the numbers into practice and action.  Make 
a plan.  Financial numbers come alive when they are 
understood and acted upon.  Give the owner some simple 
things that he/she can do to improve performance.

     By providing useful analysis, an accounting professional 
can become a confidant to the business owner and can 
help the business owner with tangible things to become 
successful.  Accountants are more than compliance 
professionals; they are in a unique position to build a great 
relationship with people who need friends and who need 
great information.

Brian Hamilton is the co-founder and chief executive officer 
of Sageworks, where he manages overall strategy and 
product development. He is an original co-developer of 
“FIND” (Financial Information into Narrative Data), the 
company's core artificial intelligence technology which 
converts financial numbers into plain-language reports.  
Brian is a noted expert in finance who has been published 
and quoted in most major national media outlets. He is 
currently a guest columnist for Forbes.com.
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GSCPA Spotlight on CPAs in Industry

http://sections.gscpa.org

Outstanding Member in Industry 
Award - Now Accepting Nominations

Each year, the CPAs in Industry Section seek 
nominations for the GSCPA Outstanding Member 
in Industry Award. This prestigious award has been 
bestowed upon deserving GSCPA leaders including 
President Stewart Carlin; Richard Ross, past board 
member; Warren Jobe, AICPA Business Hall of Fame 
Award recipient and Mike Herrald, AICPA Business Hall 
of Fame Award recipient.

Join this elite group, or nominate a deserving colleague 
for the 2009 award,  which will be presented at the 
Spring Decision Makers Conference on April 21, 2009.   

This award recognizes members in industry who have 
made significant contributions, professional and civic, 
that reflect the values and ideals to which CPAs in 
industry should aspire. 

The nominee must be: 
• A fellow member in good standing of the Georgia  
   Society of CPAs 
• Employed in, or retired from, practice in industry.

Each nomination must consist of a completed 
nomination form. Nomination forms can be 
downloaded at http://www.gscpa.org/Content/
MemberConnections/awards/Industry.aspx. The 
deadline for nominations is March 13, 2009.

CFO/Controller Roundtables

On August 26, 2008 the CPAs in Industry Section 
conducted its first quarterly CFO/Controller 
Roundtable. A survey distributed to the Section earlier 
in the year showed a need for Industry Executives 
who held these positions to have open lines of 
communication on a wide range of topics. The top 
two topics the survey revealed were at the forefront 
of Industry Executives minds were Human Resources 
Management and Sarbanes-Oxley Compliance. These 
two topics were the focus of the first roundtable 
hosted by Bennett Thrasher, PC. For more information 
regarding the CFO/Controller Roundtables, please 
contact Shannon Cannon, sections coordinator, at 
scannon@gscpa.org or 404-504-2937. 
 

AICPA Business & Industry Executive 
Committee Meets in Atlanta 

The AICPA Business and Industry Executive Committee 
(BIEC) met in Atlanta November 16-18, 2008 at the 
GSCPA Offices. The meeting focus was on the initial 
implementation of the AICPA’s three year strategic 
plan covering members in Business and Industry. 
While in town, the BIEC met with key leaders of the 
GSCPA for dinner at Maggiano’s in Buckhead. Among 
those meeting with the BIEC were GSCPA President, 
Stewart Carlin, GSCPA President-Elect Bob Prator and 
GSCPA CPAs in Industry Section Chair, Tim Minster. 

Please visit http://www.aicpa.org/Professional+ 
Resources/Business+Industry+and+Government/ for 
information regarding the AICPA Business and Industry 
Executive Committee.

Past recipients of the Outstanding 
Member in Industry Award:

2008 - Karen G. Brewster 
2007 - C.B. (Mike) Herreld 
2006 - Stephen L. Nelson 
2005 - Jessica Yates Carter 
2004 - Carol B. Yancey 
2003 - William I. Griffis 
2002 - M. Michelle Burns 
2001 - Richard H. Ross
2000 – Peter A. Tartikoff
1999 - Stewart H. Carlin  
1998 - James McGahee 
1997 - Robert Woodson 
1996 - Warren Y. Jobe 
1995 - Ronald B. Bobo 
1994 - H. Daniel Lovern, Jr. 
1993 - Paul D. Williams
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GSCPA Spotlight on CPAs in Industry

In Memoriam
We sincerely regret the loss of the following member 

and extend deepest sympathy to his family and friends.

Piyshkant Desai
Alpharetta, Ga.

Member and 
	 Chapter News

Clifton, Lipford, Hardison & Parker, LLC 
announcecs the following additions to the firm: 
Jennifer N. Parker as an audit specialist and 
Dee D. Whitt as a tax specialist.

Patrick Hill, CPA has joined The Coca-Cola 
Company as a senior accountant in treasury 
accounting, part of the controller's group.

John Barich has recently formed Equitable 
Divorce Solutions, Inc., a divorce planning firm. 

Michael J.Elliot, CPA joined 
Moore Colson as a senior 
manager in the tax services 
practice.

Gifford, Hillegass & Ingwersen 
LLP (GH&I), announces the 
addition of Dale K. Geeslin, 

CPA, as partner in the firm’s accounting and 
auditing practice.

AGH is proud to announce the addition of the 
following team members: Warren Binderman, 
CPA, director of specialty services; June Clark, 
CPA, tax manager; and Becky Booth, staff tax accountant.

Kelly Dixon of Moore Colson was named 2008 
YMCA volunteer of the year and honored at the 
annual volunteer recognition dinner.

Jackson, Reece & Scott, PC is pleased to 
announce the addition of Kerry Clark as 
manager with the firm.

James Freeman serves as chief financial officer 
of Strategic 1031 Exchange Advisors (“SEA”), an 
Atlanta based consulting firm.

Joseph Decosimo and 
Company, LLC (Decosimo) has 
named Patrick Terry, CPA as 
senior audit manager with the 
firm’s Atlanta office.

Jo Ann Cory, chief learning 
officer (CLO)  for Gifford, 
Hillegass & Ingwersen LLP 

(GH&I) is the incoming president of the Atlanta 
Chapter of the American Society of Training and 
Development (ASTD).

Carr, Riggs & Ingram, LLC is pleased to 
announce that Matt Gunning has been 
admitted as an equity 
partner with the firm. In 
addition, Leslie Rahn has 
been admited as a new audit 
and assurance partner in the 
firm’s Atlanta office.

Parker

Barich

Dixon

Cory

Gunning

RahnFreeman

Geeslin

Elliot

Terry

In an effort to more effectively communicate 
news and events to the membership, the GSCPA is 
launching an updated electronic newsletter schedule    
as of January 1, 2009. The number of newsletters 
sent out each month will be reduced, and the content 
will be more targeted and timely. Each newsletter 
will have a new look and some will even have a new 
name. 

E-Sources will no longer be sent on the second and 
fourth Friday each month. Instead the GSCPA will 
have two different member emails. On the first 
Monday each month you will receive The Voice, which 
will detail events, courses and news directly related to 
the GSCPA. On the third Monday of each month you 
will receive E-Sources 2.0, an accounting profession-
focused newsletter with articles, news and resources. 
Emails from Sections, Member Services and CPE will 
also be redesigned and scheduled systematically 
throughout the month. The GSCPA values you as a 
member and is excited about the new email release. 

For questions about the schedule and newsletters, 
please contact Jamie Etzbach at jetzbach@gscpa.org.

GSCPA E-Newsletter 
Upgrade for 2009

17One Profess ion.  One Voice.
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2009 Healthcare Conference
Practitioner Recommended for CPAs

February 24, 2009
Cobb Galleria Centre, Atlanta    •    Course No. 13010
CPE Credit: 8 hours general (possible 7 hours A&A; CLE applied for)

general sessions:
Navigating Through Health Care Legislative “Change” 
Holly Bates-Snow, Piedmont Healthcare, Atlanta, Ga.

Legal Update (A&A)
Glen Reed, King & Spalding LLP, Atlanta, Ga. 

Update on the RACs: Latest Developments For Georgia Providers (A&A)
Tracy Field, Arnall Golden Gregory LLP, Atlanta, Ga.

breakout sessions:
Possibilities and Pitfalls in Structuring Transactions Between Hospitals and Physicians (A&A)
Barbara Grant, Gates, Moore & Company, Atlanta, Ga.
Michele Madison, Morris, Manning and Martin, Atlanta, Ga.

Trust Your Mother But Cut the Deck (A&A)
Charles Hall, Draffin and Tucker, Macon, Ga.

The Redesigned Form 990: Reporting for Charity Care/Community Benefit, and Other Key Tax Initiatives 
Affecting Tax-Exempt Hospitals (A&A)
Robert Friz, National Tax Partner, PricewaterhouseCoopers LLP, Philadelphia, Pa.

Physician Compensation: Not Your Simple Arithmetic (A&A)
Deborah Holzmark, Dixon Hughes PLLC, Asheville, NC
Sidney Welch, Arnall Golden Gregory LLP, Atlanta, Ga.

Health Care in the Fast Lane: Freeway, Speed Bumps or Brick Walls?”
Christopher M. Kane, WellStar Health System, Marietta, Ga.

Medicare Reimbursement Update
Butch Bullock, Pershing Yoakley & Associates, PC, Atlanta, Ga.	

Accounting and Auditing Update (A&A) 
Mike Kovacich, UHY Advisors, GA, Inc., Atlanta, Ga. 

Applying Lean Manufacturing Principles to Improve Productivity and Reduce Costs in Healthcare 
Frank Mewborn, Georgia Institute of Technology, Atlanta, Ga.

Register for the Healthcare Conference at www.gscpa.org.
19One Profess ion.  One Voice.

The Healthcare Conference is a must-attend event for financial professionals who work with 
healthcare providers. This year’s agenda features general sessions of interest to all healthcare 
financial professionals and concurrent sessions on more specific issues of interest. There are topics 
of interest for those working with physicians, hospitals and other providers.
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Pritchard and Jerden, Inc.

www.pritchardjerden.com
404-238-9090
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To register for these courses, please visit the GSCPA web site: www.gscpa.org.

Upcoming CPE Courses

Real Estate Exchange Services, Inc. 3535 Roswell Road Suite 63 Marietta, GA 30062
(Local) 770.579.1155  |  (Toll-Free) 866.602.1031  |  rees1031.com

Providing superior 1031 qualified intermediary
services through our proprietary process and
innovative solutions.

z AICPA's Individual Income Tax Returns Workshop by Sid Kess**
January 5-6, 2009  •  Course No. 01001
CPE Credit: 16 hours general
Instructor: Patrick Kelley
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta 

z AICPA's Corporate Income Tax Returns Workshop by Sid Kess** 
January 12-13, 2009  •  Course No. 01002
CPE Credit: 16 hours general
Instructor: Gene Ristaino
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta 

Preparing Corporate Tax Returns for New Staff & Para-Professionals  
January 15, 2009  •  Course No. 01003
CPE Credit: 8 hours general
Instructor: James Vastarelli
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta 

Preparing Individual Tax Returns for New Staff and Para-Professionals  
January 16, 2009  •  Course No. 01004
CPE Credit: 8 hours general
Instructor: James Vastarelli
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta 

 F990 - Preparing the New Redefined Form 990 for Nonprofit 
Organizations (The First Major Change in 40 Years and It Is HUGE)
January 22, 2009  •  Course No. 01005
CPE Credit: 8 hours general
Instructor: Stuart Sobel
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta 

FASB Review for Industry**
February 13, 2009  •  Course No. 02001
CPE Credit: 8 hours A&A
Instructor: Richard Townsend
8:30 a.m. - 4 p.m.  •  GSCPA Training Center, Atlanta

** Eligible for $30 per day discount to AICPA members.  New Course z Indicates the course qualifies for CFP® credit 
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2009 Annual Convention

The Ritz-Carlton 
Amelia Island, Florida

June 28 – July 1, 2009
Plan to join the GSCPA in Florida this June for 

outstanding CPE and exciting networking events. For more 
information on the 2009 Annual Convention, please visit www.gscpa.org.
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business services

mergers/office space

Peer reviews for sole practitioners and small firms. I have the 
client base, technical skills, plus the understanding, to help your 
firm. Fifteen years of peer review experience with 150 firms ensures 
efficient work on report, engagement, and system reviews. Contact 
Joe W. Kilpatrick, Crescent Center, Tucker. 770-455-8706 or 
jwkilpatrick@kilpatrickcpa.com. www.kilpatrickcpa.com.

IRS and State Representation. Attorney & CPA available to 
consult with your firm or your clients on IRS and state matters. 
Audit, appeal, collection or criminal matters including offers in 
compromise, bankruptcy discharge of tax and non-filers. Practicing 
in Atlanta since 1982. Call Jeffrey S. Gartzman, The Gartzman Law 
Firm, PC; 770-939-7710; jeff@gartzmantaxlaw.com.

Business Valuations -  Estate and gift matters, SFAS141/142, ESPOs, 
FLPs, divorces, stockholder disputes. Substantial IRS and court 
testimony experience. Valuations affirmed by NC Court of Appeals. 
Mitchell Kaye, CFA, ASA – 770-998-4642. Past president, American 
Society of Appraisers– Atlanta chapter. Charters Financial Analyst. 
Serving appraisal clients since 1981.

Business Valuations: Formal valuations, consulting services for CPAs/
clients. Areas: Estate & Gift Taxes, Family Limited Partnerships, S 
Corp conversions: built-in tax gains, Shareholder Disputes, Purchase/
Sale of Business. Contact Marvin T. Brown, CPA/ABV, CVA, Brown 
Valuation Group, for qualifications, references, and a proposal. 706-
613-5313 or 770-447-1300.

Firm-on-firm reviews: Fowler, Holley, Rambo and Stalvey, PC is 
interested in performing your firm’s peer review. Personnel have 28 
years review experience. Contact Richard Stalvey for qualifications, 
references, and a proposal. PO Box 1887 Valdosta, Ga. 31603; 229-
244-1559.

Income Tax Savings By The Square Foot! We specialize in Cost 
Segregation Studies– that’s all we do. Over three thousand studies 
completed. Nationwide service. Complimentary Cash flow forecasts 
or FREE access to our BIQ+ On-Demand Forecasting system. www.
cost-segregation-studies.com or 770-476-9694.Cost Segregation 
Studies, LLC.

Leggett & Leggett, Inc. Real Estate Appraisals & Consulting, 
Brokerage & Investments. Serving greater Metro Atlanta and 
Northeast Ga. All property types: Commercial, Land, Industrial, and 
Residential. M.L. (Mell) Leggett, III, GRI. Certified General Appraiser 
and Broker. Cell: 706-490-1356.

Office space - two and three room suites for $550 -$650 including 
utilities. 1924 Clairmont Road near the VA hospital in St Michael's 
professional building. Atlanta area near Emory University. 404-786-0229.

Large Buckhead CPA firm seeks to acquire practices from 
practitioners in the metro Atlanta area. Please respond to GSCPA 
File Box 470.

Affordable Office Space - The Cheshire Corporation. 1141 Sheridan 
Road (Buckhead Area). Individual Offices and executive suites. 
Amenities available including T-1 internet access, copier and 
conference rooms. Free parking. Offices starting at $350 per month. 
Contact Panos Kanes at 404-634-6165 or panos@kanesbenator.com.

Classified Advertising

situations wanted
CPA with 15 years experience in public and corporate accounting, 
tax and auditing available for per diem work in the Atlanta metro 
area. Experience with PCs and business software packages. Call Bob 
at 770-498-8889.

positions available
North Atlanta/DeKalb County CPA firm seeks a highly motivated 
individual experienced in tax and audit to begin a track which will 
lead to purchase of the practice within three to five years. Individual 
should have a practice to merge with the existing firm, and have at 
least five years experience as a public practitioner. Please respond to 
GSCPA File Box 485.

Senior CPA or Controller. This is a confidential search for a senior 
level CPA. The ideal candidate will: be a CPA with a law degree or 
extensive legal background; have tax experience; have international 
experience (Mexico, South America); have worked for consulting 
firm in the Information Technology field. Our company is a growing 
software consulting firm with an international presence in Europe, 
Africa, North and South America, and Australia. This position is 
located in Atlanta, Ga. at our head office. Local candidates only 
please. Please send your resume, salary expectations and cover 
letter in confidence to GSCPA File Box 506.

Senior Tax Manager. Successful candidate will manage individual, 
corporate, and partnership tax compliance and consulting 
engagements. Other responsibilities include management and 
mentoring of staff and senior level associates. Requirements: 
corporate tax experience in a big four or regional firm serving the 
middle market; exposure to multi-state and/or international a plus; 
experience in manufacturing, wholesale, distribution or financial 
institutions desirable; 7+ years in public accounting; business 
development experience desired; CPA license; Master's degree 
desired; able to meet challenging client requirements and possess 
strong communication, interpersonal, analytical and research 
abilities. Send resumes to careers@kraftcpas.com.

Mail File Box responses to:
GSCPA File Box _____
3353 Peachtree Road, Suite 400, Atlanta, GA 30326

Looking to move out of your home office or to move your office 
closer to your home? East Cobb CPA has extra offices to share; this 
could be a great symbiotic relationship. Prime office suites available 
near Merchant’s Walk. Locally managed. Lease includes managed 
costs and fixed energy costs, over the term of your lease. Call for 
information about free rent! 770-579-3436.

East Cobb firm with unique practice model has available a practice 
opportunity for a small or start-up sole practitioner who desires to 
grow their practice while minimizing costs.  Opportunity includes 
shared costs, office space, and association with larger firm for 
marketing and growth potential. Additionally, there is a longer term 
buyout potential of other retiring partners and practices. Please 
respond to GSCPA File Box 505.

Professionals seeking other professionals to lease 2200 square 
foot, second floor furnished space in Dunwoody, close to I-285. 
Attractive surroundings, private entrance with reception, five offices, 
conference room, kitchen, bath and own security. Call Duffy 770-
451-2446 or Kal 770-457-8795.


