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VIEWPOINT

Adventures in Business Innovation
The word “innovation” has always been profoundly 
meaningful to me, since it serves as one of the guiding 
principles for the work we do here. Lately, however, I’ve 
noticed it’s in danger of becoming just another buzzword. 
So let me give you my definition of innovation.  

Innovation is boldness. Originality. Adventure. 
While you’re not literally embarking on a safari 
or scaling a mountain, you’re still exploring and 
implementing as you find ways to make your firm 
more productive and profitable—and resilient 
enough to grow and evolve for years to come.

Whether that means incorporating new technology 
into your firm, offering additional services to clients 
or changing the model of how you serve those 
clients, it’s never too late to get started.

Let’s take a look at two prominent examples of 
innovation in major companies that succeeded 
despite challenging times.

In 2011 Netflix, which had already changed the 
business model of the video rental business and put 
the less agile Blockbuster and Hollywood Video out 
of business practically overnight, announced a new, 
more expensive pricing model and separated its 
instant streaming and DVD mailing services. These 
changes resulted in outraged customers, canceled 
subscriptions and plummeting stock. 

The key to the comeback was a steady approach to 
regaining customer trust and improving services, while 
still embracing innovation. The CEO took responsibility 
in an open apology letter, increasing the company’s 
transparency with the public. Netflix maintained the 
separation of DVD and streaming services, but took 
advantage of recent technologies to offer their content 
on tablet computers and internet televisions. And when 
studios refused to license online content to Netflix on 
feasible terms, the company began creating its own 
original, exclusive programming, which attracted  
millions of new subscribers. In less than two years, Netflix 
became the best-performing stock in the S&P 500 index.

Another great innovation survival story is USG 
Corporation, a manufacturer of construction 
materials. After the housing market crash, the CEO 
cut millions in expenses and reprioritized their 
focus on one important innovation project: cutting 
35% of their leading drywall product’s weight while 
maintaining the product’s strength. The result 
was SHEETROCK Brand UltraLight Panels, a huge 
success that increased the selling price, decreased 
shipping and installation costs and expanded 
their reach internationally. Even in the toughest 
economic times, USG prioritized innovation and 
improvement, inspiring their employees and 
delighting their customers. 

This November, you’ll once again experience  
Thomson Reuters innovation firsthand at the  
SYNERGY Users’ Conference Innovation Lab, a key 
component of our exhibit area. You’ll get a hands-
on sneak peek at our latest development efforts 
as you interact with our product management and 
development staff. We’ll reveal the latest technologies 
used in our product lines, and you’ll have the 
opportunity to critique our design and provide  
feedback on the future direction of our software.

Remember, it’s never too late to introduce new forms 
of innovation into your own firm. Being complacent, 
even if things seem to be going well, is never a good 
idea. Innovation isn’t easy, as we’ve found with our 
own recent website transition (see page 14 for details). 
It’s a challenging, ongoing process that calls for 
an adventurous spirit and pushes the limits of your 
creativity. But it’s a journey well worth undertaking. 
Let’s continue down the road together.  

Regards,

Jon Baron
Managing Director, Professional Segment,  
Tax & Accounting, Thomson Reuters
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NEWSLINE

Building Your  
Online Footprint

H ave you ever tried to find a new 
product or place online, and 
found the website lacking or 
difficult to navigate? So have 

we—and ultimately, it can squelch the desire 
to use that business. 

An active online presence is becoming 
progressively more important as customers 
are taking their business online. With a 
professionally designed website, potential 

customers can find you easily and identify your 
services quickly. 

Thomson Reuters provides tools that make 
it easy to establish a unique online presence. 
It starts with Web Builder CS, which you can 
use to easily create a website—or you can let 
Thomson Reuters do it for you.

Learn more at CS.ThomsonReuters.com/ 
Web-Builder. 

CS Professional Suite®

ACCOUNTING & AUDITING
Accounting CS® 

Accounting CS Client Access
AdvanceFlow™

Engagement CS®
Workpapers CS™

DOCUMENT MANAGEMENT
FileCabinet CS®

GoFileRoom®

MOBILE APPS 
Mobile CS® 

myPay Solutions®
NetClient CS®

PAYROLL
Accounting CS Payroll 

myPay Solutions

FIRM & WORKFLOW  
MANAGEMENT

Practice CS®
FirmFlowTM

TAX
UltraTax CS® 

GoSystem® Tax RS 
Fixed Assets CS® 

Planner CS® 
ToolBox CS®

WEB SERVICES
SaaS for CS Professional Suite 

Virtual Office CS®
Web Builder CS®

NetClient CS®
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Year-End Payroll Compliance Tips
Prepare for a successful payroll year-end with this checklist

When the new year arrives—and the busy season, never far behind—it’s 
more important than ever for your team to be running on all cylinders. 
Here’s a short readiness checklist to make sure you’re on the right track 
for a successful year-end. Start working today to remove any barriers 
(however small) that could impact your staff’s work, so your firm can 
focus on payroll deliverables during this most critical time.

    Verify names and Social Security numbers, and know which 
reports should be run to confirm employee information prior to 
processing W-2s. Most software has diagnostics to verify that 
employee personal information is up to date—for example, 
printing the Employee List report. It’s a good idea to verify taxable 
wage and tax withholding information, as well as identify missing, 
duplicate or invalid W-2 information (such as missing addresses 
or any issues with Social Security numbers). If applicable, this 
information is listed at the end of the report. It’s also critical to 
know the process to verify W-2 information by box number for all 
employees. Software such as Accounting CS Payroll has a W-2 
verification report to assist with this process.

    Give your staff the tools and resources they need to be 
successful with some refresher training. Now is an especially 

important time to make sure they are aware of and using  
all new product functionality available for compliance.  
Thomson Reuters offers year-end training at 
CS.ThomsonReuters.com/Training/Year-End. The majority  
of classes are web-based and cover topics like improving 
efficiency and productivity, and some are product-specific,  
like year-end training for Accounting CS and Practice CS.

    Order printer supplies and test your processes—it might sound 
trivial, but any printer problems can waste time and send stress 
levels skyrocketing. Make sure you’ll be ready by testing alignment 
and making any needed modifications on the printer. 

    Know the process for correcting the amounts on an employee’s 
W-2 form. Mistakes will happen (we’re all human) and a stressful 
time of year isn’t always the ideal time to learn something new.  

    Register or renew all of your passwords at the SSA Businesses 
Services Online at ssa.gov/bso/bsowelcome.htm.

Learn more payroll tips every month at  
bit.ly/PayrollTips.

Business Workflow Consulting
Consultants can point the way to increased efficiency and organization

We’ve all been there. 

We’re faced with change and we panic. 
Maybe it’s the wrong time of year. Maybe 
we don’t have the time, the tools or the 
guidance. Or maybe we just don’t want to 
admit that we have no idea where to start. 

So we put off badly needed process or 
software improvements, waiting for the right 
moment—which never seems to come. 

Sound familiar? Do you wonder if there’s a 
way to get that gentle but firm push into the 
great unknown universe of progress?   
 
We’re happy to report the answer is yes. It’s 
called Business Workflow Consulting (BWC), 
and here’s an idea of how our consultants go 
about the business of making your business 
more efficient.

At its essence, BWC helps firms improve 
efficiency across their business. However, 
there’s a world of variation in how that 
improvement happens, because the process of 
identifying change is as unique as each firm.

When a consultant is asked to help a firm 
improve processes, the first step is talking 
with stakeholders and partners to see what 
senior management thinks is happening at 
the firm. Next, the consultant job-shadows 
the staff—to see what’s really happening on 
the front lines each day. 

At every point of the job-shadow process, 
the consultant asks questions from the 
point of view of someone who knows 
nothing about the workflow, the software 
or the work to be done. Then the consultant 
makes recommendations based on his or 
her findings. The recommendations may 

center on process, technology, the personal 
interactions of the staff or any other 
combination of factors—along with metrics 
that demonstrate how much not taking 
action could be costing the firm. 

If you’re thinking, “But what’s the cost?” a 
better question might be, “What’s the cost 
of not moving forward?” Most firms find that 
the resulting process improvements quickly 
justify the money spent; in fact, the process 
frequently brings to light organizational tools 
the firm isn’t even aware they already own. 

BWC consultants offer firms an organized 
“map” for change, free of the emotion that 
often impedes progress. If you’ve considered 
making changes at your own firm, and 
would like more information about the ways 
Business Workflow Consulting can help, visit 
CS.ThomsonReuters.com/Consulting. 
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CLASS NOTES

Campus pride: Earlier this 
year, Natalie’s sales student 
team at Michigan State 
University (pictured below)
competed against eight other 
company-sponsored teams  
and took first place.

Making a difference:  
“I feel so fortunate that I am 
doing what I love by impacting 
students, our business and the 
reputation of Thomson Reuters,” 
Natalie says. She also does 
good deeds by volunteering for 
organizations like the Michigan 
Humane Society.

Just for fun: Natalie enjoys 
spending time with friends and 
family, including her young 
niece and nephew—especially 
if it involves time on one of 
Michigan’s lakes.

SOLUTIONS: What’s behind the 
Thomson Reuters campus recruiting 
and internship programs?

NATALIE LAMPAS: In the past, we had a 
lot of turnover because salespeople would 
come in and then decide this wasn’t the 
field for them. That wasn’t good for our 
customers. There’s a lot of complexity in 
our industry, so we realized we needed to 
find and develop young professionals who 
would have the skill and interest in working 
with our customers and with us.

How do you partner with area universities?
We form close relationships with the 
students and professors at the schools. 
We sit on advisory boards and help 
influence the schools’ sales curriculum 
and the skills students are taught. We 
also present to classes so students get to 
know about Thomson Reuters and how 
our sales process works.

Are there other ways you work  
with students?
I spend a lot of time coaching and 
mentoring. I get especially involved with 
an annual sales competition at Michigan 
State University. The students work on a 
project as Thomson Reuters employees, 
with me acting as the customer, and they 
learn how to sell in our environment. 
They learn about the product inside and 
out, and then sell it back to us. 

How does the internship program work?
Interns spend about four months with 
us developing the skills they need. They 
get to find out if we’re the right fit for 
them—and it plays full circle because we 
are able to hire almost a year in advance, 
choosing the students who are going to 
best represent Thomson Reuters and 
take care of our customers.

Q
A

The Best and the Brightest
MEET NATALIE LAMPAS, campus recruiting and sales supervisor at Thomson Reuters. 
She joined the company in 2003 and worked as a support representative and sales rep. 
After learning about recruiting while working in human resources, Natalie moved back 
to sales, where she is responsible for campus recruiting and managing the sales intern 
program. She is based in our Ann Arbor, Mich., office.

BEHINDTHESCENES
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SOFTWAREINACTION

Outsourcing Payroll Pays Off
Firm reaps the rewards of offering payroll services, without any of the effort.

If you want to know how satisfied the 
partners at Cozart and Edwards, PA, are  
with myPay Solutions from Thomson Reuters, 
consider this: They use it for their own firm’s 
payroll. That shows how confident they feel 
about offering it to the roughly 70 clients 
whose payroll they manage.

“I can’t recommend it to anyone else if I don’t 
use it myself,” says Kim Cozart, managing 
partner of the Creedmoor, NC-based firm. 

The firm has been offering payroll services for 
20 years. Five years ago they began thinking 
about outsourcing their payroll because it’s 
so time-intensive. The real motivation came 
when an employee had to take an extended 
maternity leave, and the firm needed a way 
to get payroll done without taking up too 
much of the staff’s time.

Enter myPay Solutions, which the 
firm began using in August 2014. The 
myPay Solutions team helped the firm 
incrementally transition their clients, a 
process that took three months at the 
most, Cozart says. The firm’s clients 
knew they were making the switch, but 
the only difference they saw was better 
functionality. Even the checks issued to 
employees still bear each client’s company 
name, just like they always did.

“With myPay Solutions, you have the 
secure portal with all your reports and 
payroll checks, so clients can go online 
whenever they want to enter payroll,” 
Cozart says. “They enjoy the greater 
flexibility myPay Solutions offers.”

What’s more, myPay Solutions provides 
direct deposit and other services at a more 
economical price than the firm was initially 
able to offer their clients. In fact, the cost of 
myPay Solutions for most clients is less than 
what clients were paying the firm directly. 

According to Cozart, the firm did a cost 
analysis before switching to myPay Solutions. 

“We determined that we’d actually be 
more profitable by not having to hire extra 
employees to process payroll,” she says. 
“And at the same time, our employees can 
do other things that are more profitable for 
us than payroll. So our cost analysis showed 
that we’d come out ahead.”

In addition to the financial benefit, there’s a 
stress-management benefit. In the past when 
someone was out sick, another employee—
including the firm’s partners—would have 
to step in so clients’ payroll checks weren’t 
delayed. “I do not like to do payroll, and  
now I don’t have to,” Cozart says.

Plus, myPay Solutions integrates 
seamlessly with all the other  
Thomson Reuters tools the firm 
already has in place. “The more we can 
import and integrate without having 
to key anything in, the better I like it 
because there are fewer mistakes that 
way,” Cozart says. “And we can let our 
staff focus on more high-value tasks, 
which is good for our business.”

Find out how myPay Solutions  
does payroll work so you don’t have to.  
Visit CS.ThomsonReuters.com/
myPaySolutions.
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USERPROFILE

Instead of fighting the tide of 
constant change, RBSK Partners 
PC rides the waves to improve 
efficiency and performance.

SAILING
Smooth
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In the 50 years RBSK Partners PC has 
been in business, the firm has seen the 
tax and accounting industry change 
dramatically. Since 1965, the entire 

business world has evolved from the most 
basic automation to a high-tech environment 
that would seem space-age to the founders 
of the Greensburg, Ind.-based firm.

Since joining the firm in 1984 as an 
accountant, managing partner John G. Seale, 
CPA.CITP, has had a front-row seat for the 
technology transformation, largely since it’s 
an area of keen interest to him.

“I’ve always been fascinated with process and 
procedures and how to do things faster and 
better,” Seale says. “I’m always wanting to  
look for a better way to do things.”

That’s one reason RBSK Partners PC 
maintains a full-time information technology 
(IT) staff and eagerly adopts new technology 
when it’s available. Five years ago, the  
firm moved its operations to in-house  
virtual servers, and made the switch to 
Virtual Office CS last year.

“I think it’s probably the best thing we’ve ever 
done,” Seale says. “We’ve minimized our risk 
and the burden on our in-house technology. 
Disaster recovery is always in the back of my 
mind, and that was the underlying reason 
to feel good that we’ve moved out to a safer 
environment—probably more secure than our 
own could have been.”

GETTING ON BOARD WITH ACCOUNTING CS
Given this emphasis on technology, it’s not 
surprising that RBSK Partners PC was a 
relatively early adopter of Accounting CS and 
Accounting CS Payroll. 

When he first heard about Accounting CS, 
Seale knew it was the way of the future. But 
he also knew the conversion would not take 
place overnight.

“It was obvious to me that this was more 
than just an upgrade—this was a kind of 
revolutionary and totally different way of 
looking at your client engagements and the 
way you perform them,” he says. 

Seale admits that it was “easy to put off” 
making the switch, until he recognized just 
how much the firm could benefit. It was 
Accounting CS Payroll that initially prompted 
the decision to convert.

“I saw that it might allow us to grow the 
payroll area and be more efficient and 
profitable,” he says. “The first part of our 
conversion was driven to our payroll clients.”

Like any significant business transformation, 
it required effective change management. 
To create a paperless environment, the 
firm began by setting some guidelines for 
how information is shared between the 
practice and its clients. Although walking 
clients through the new processes was time-
consuming, both the firm and its clients 
quickly saw the value of eliminating the need 
to deliver payroll hours in person or by fax.

“We’re coaching the clients to adopt these 
new procedures,” Seale says. “We’re not 
only converting their data, we’re actually 
converting them into better clients.”

The firm currently has 75 payroll licenses, 
and now that it’s armed with better 
technology and processes, it’s on track to 
land three new clients that will bring the  
firm fees totaling $30,000. 

“That’s how we’re using Accounting CS 
Payroll to grow the business,” Seale says.

NAVIGATING CHANGE
Of course, payroll is only one of the 

FIRM FACTS
BASICS: Established in 1965, RBSK 
Partners PC is based in Greensburg, 
Ind. With a staff of 21, including 
four IT specialists, the full-service 
firm offers the spectrum of tax, 
accounting and consulting services 
to businesses and individuals. 

WEBSITE: The firm offers a  
wide range of services—including  
a secure client portal and a toolbox 
full of online resources—at  
www.rbskpartners.com.

SOFTWARE: RBSK Partners PC 
uses just about every tool offered 
by Thomson Reuters, including 
Accounting CS, Accounting CS 
Payroll, Practice CS, GoFileRoom, 
UltraTax CS, FileCabinet CS,  
Fixed Assets CS, Workpapers CS, 
ToolBox CS , Web Builder CS and 
NetClient CS portals. 
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services the firm offers to its clients, 
which include individuals and 
businesses. Agricultural operations, 
nonprofits and family-owned businesses 
are among the core industries RBSK 
Partners PC serves. Most of the firm’s 
work centers around tax and accounting 
work, along with audit work, advisory 
services, bookkeeping, mergers and 
acquisitions, financial and retirement 
planning, and peer review. The firm also 
has a small-business-services team that 
does write-up, payroll and more. Plus, 
the firm’s IT staff provides tech support 
and consulting services to clients.

Seale says part of the reason converting to 
Accounting CS has taken some time is that 
it’s not the only task in front of the firm, 
which is obviously busy. Part of the process 
included the essential training provided by 
Thomson Reuters. 

“This is not a willy-nilly decision to convert,” 
Seale explains. “You need to go through the 
training—we trained lots of people on it, with 
team meetings—and make sure everybody 
here is on board.” The firm also assigned 
specific staff members to coach clients 
through the conversion, a process everyone 

only needs to go through once. He estimates 
the entire conversion process, which is  
nearly complete, will ultimately take about  
a year and a half.

Starting the conversion with payroll clients 
made sense because it didn’t affect any 
of their other operations. Once clients see 
how well Accounting CS Payroll works, 
encouraging them to switch to the rest of 
Accounting CS isn’t a hard sell, especially 
when they understand the benefits of the 
Client Access feature. 

Accounting CS Client Access lets firms and 
clients work simultaneously in the same 
real-time database, conducting day-to-day 
business using a secure portal. 

“We can’t convert [clients] fast enough 
because now that they’ve used Accounting CS, 
they want to do everything in a more efficient 
manner. It’s a tremendous retention tool that 
makes it very easy for the client to do business 
with us.”

Plus, he says, there’s the “phenomenal 
upside” of the cloud-based Virtual Office CS, 
which the firm moved to in part to prepare  
for Accounting CS.

“If you’re talking to a client who has suffered 
a data loss, you have their attention real 
quick,” Seale explains. “That anytime-
anywhere access is a big plus for them.”

AN EYE ON THE HORIZON
Seale is a firm believer in the value of 
Accounting CS, especially its integration 
with the firm’s other Thomson Reuters 
software. But true to form, he continues to 
wonder how the software will transform 
the firm’s future operations. 

Consider a traditional tax engagement. RBSK 
Partners PC has always sent out document 
requests and set up appointments with 
clients to discuss their needs, and then has 
the client fill out an organizer form. But with 
Accounting CS Client Access, Seale says, the 
process is significantly improved.

“We may still send out the document request 
and set up the appointment, but what has 
happened in some cases now is that when 
I go to that appointment, I already have a 
draft of what their information looks like 
because we already have access to it,” Seale 
explains. “We can start working on a year-
end engagement long before we ever even 
thought about doing it before.”

He admits there’s some pain involved in  
any large-scale conversion—but the pain  
is outweighed by the gain.

“Accounting CS is a very sophisticated 
piece of software, and you really need to 
understand how it works,” Seale says. “Slow 
down, learn what the capabilities are and do 
the training. It’s well worth it.”

Family traditions, on water and on land
When he’s not working or serving on the 
board of directors of MainSource Financial 
Group, John G. Seale spends as much 
time as he can in his Sea Ray Cruiser on 
the lake near his home. 

“We have a community of friends we call 
our boater friends,” he says. “My wife, 
Julie, and I spend a lot of time boating on 
days, evenings and even some weekends 
when we have the time.”

In recent years, Seale has also passed 
many hours walking golf courses with his 
son, Austin, who set high school records 
for his golf game. Now, his son is off to 
college in the fall. 

“Just guess what his field of study is 
going to be,” Seale says with pride. “He’s 
going to pursue an accounting degree.”

It was obvious to me that 
this was more than just 
an upgrade—this was 
a kind of revolutionary 
and totally different 
way of looking at client 
engagements and the 
way we perform them.

 — John G. Seale,  
on Accounting CS
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INDUSTRYATLARGE

How a practice 
management system 
can keep your business 
from turning into a 
three-ring circus.

JUGGLING
Expert-Level
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When you’re running a tax and accounting 
practice, there’s an awful lot to juggle. But 
how do you keep all the balls in the air? Let a 
practice management system do it for you. 

A practice management system keeps everything you need 
to know about your operation in one place, from workflow 
to billing and more. Plus it can integrate with all your other 
systems for seamless collaboration and connectivity. 

Step right up and see some of the reasons a practice 
management system is a good business move.

A RINGMASTER FOR BUSINESS-CRITICAL INFORMATION 
The tax and accounting profession is starting to view practice 
management systems as the central hub for everything 
that goes on in the firm, says Matt Jagst, director of product 
management for Thomson Reuters.

A practice management system is the repository for all the 
information a firm needs to easily and efficiently provide  
top-notch service to clients. That’s why Jagst suggests firms 
keep their most current client and contact database in their 
practice management system.

“If a client calls with a question, you immediately have a 
dashboard view of that client relationship and anything you’re 
working on for them,” he says. “Instead of having to call them 
back after you find what they need, you can answer their 
question immediately.”

FIRM DETAILS APPEAR RIGHT BEFORE YOUR EYES
Not having up-to-date information to manage their firm’s 
business is a real pain point for practices, says Jagst. A 
practice management system allows them to manage their 
firm efficiently—and in real time. 

“A big part of a practice management system is the robust 
reporting that comes with it, which paints a picture for the 
firm’s managing partner or owner so he or she can get a good 
grasp of what’s going on with the firm,” Jagst says. “They’ll 
be able to tell which clients they’re making money on, which 
clients they’re not and which tasks employees are best at.”

Even small firms can benefit from the big-picture view a practice 
management system like Practice CS provides, he adds. “We’ve 
had lots of firms tell us, ‘We had no idea we were losing money 
on what we thought were some of our best clients,’” Jagst says.  

NO SLIP-UPS, EVEN WHEN YOU’RE WALKING  
THE TAX-TIME TIGHTROPE

With hundreds of projects going on at any given time, especially 
during tax season, firms have a lot to keep an eye on. There’s 
constant fear of missing a deadline, something that’s not likely 
to happen with a practice management system in place.

“It’s really easy to see what needs to be done, who’s assigned 
to it and when it’s expected to be completed,” Jagst says. 
“It also gives you the information you need in order to see 
if there’s a better way to distribute the workload among 
employees. It’s an efficient way to make sure you have the 
right people on the right projects at the right time.”

BILLING AND ACCOUNTS PAYABLE THAT HIT THE TARGET
Every firm likes to keep a steady cash flow, but that means 
being efficient with billing and collecting payments—a task that 
sometimes gets put on the back burner during busy times. With 
a practice management system, firms can post their invoices or 
bills online, which clients can pay via credit card, thus cutting 
down on the effort and time involved for everyone.

THE WORK-LIFE FLEXIBILITY OF AN ACROBAT
As more and more tax and accounting professionals seek to 
balance their work and personal lives, technology that lets 
them do business from anywhere is vital. 

“It’s a trend in this profession, so there’s the challenge of 
keeping everyone connected,” Jagst says. “The ability to 
connect to essential client information, whether employees are 
in the office or not—including access through a mobile app—is 
where a practice management system really comes into play.”

Being able to access data from anywhere means staff 
members can collaborate on projects without being in the 
same place at the same time.

When a practice management system is integrated with other 
accounting software, such as client portals, that means better 
collaboration with clients, too. 

“Everyone can be looking at the same data at the same time,” 
Jagst says. “And even when your staff isn’t on the clock, your 
clients can access information through a secure portal any 
time they need it.”

BUILD YOUR BUSINESS FOR PEANUTS
With a robust practice management system, firms can keep 
track of not just their current clients, but their prospects, too—
without having to invest in a separate customer relationship 
management (CRM) solution. 

“It’s much more expensive to go out and bring in a new client 
than it is to get additional business from an existing client,” 
Jagst says. “Firms can use a practice management system to 
look for opportunities with current clients as well as keeping 
track of prospects.”

WANT TO KNOW MORE about the magic a practice 
management system can work for your firm? 
Check out our recorded Practice CS webcasts at 
CS.ThomsonReuters.com/Events. 
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Getting the bigger picture:
Tax.ThomsonReuters.com

One of the hallmarks of the CS Professional Suite and 
other Thomson Reuters products is the way they all work 
together to create an ideal blend of solutions for just about 
any situation.

To make it easy to access these powerful resources in one place,  
we’ve integrated our CS.ThomsonReuters.com website into the  
Tax.ThomsonReuters.com site. That means you can now manage 
your CS Professional Suite and other Thomson Reuters software and 
research solutions in a cleaner, more intuitive interface that makes it 
easy to get the entire picture for your Thomson Reuters products.

ENTER THE CUSTOMER CENTER 
Our comprehensive Customer Center will give you easy access  
to the same self-service tools you currently use to manage your  
CS Professional Suite products.
•  My Account—Firm profile information and self-service tools 

that help you manage your products, view orders, renew 
software, submit payments and more.

•  Support/Help & How-To Center—Convenient support resources 
provide the help you need for your software and services.

•  Training & Consulting—A wide variety of training and consulting 
options to help you get even more out of your software and services.

•  Idea Communities—Online communities dedicated to product 
ideas and suggestions. Suggest ideas for new features  
and enhancements, and vote for or comment on the ideas  
you support.

•  Thomson Reuters Community—We’ve transitioned our 
ARNE community into the Thomson Reuters Community, 
where you can connect with even more of your tax and 
accounting colleagues and stay up to date on product 
information and profession news.

The next issue of Solutions magazine will reflect the URL change, 
and you should start seeing it on other CS Professional Suite 
collateral any day now. And don’t worry—if you happen to forget 
and type CS.ThomsonReuters.com, you’ll be automatically 
redirected to the right place.

We think you’ll like the look, feel and navigation of the  
new site. Take a moment to get the bigger picture now, at  
Tax.ThomsonReuters.com/CS-Professional-Suite.
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Taking advantage of  
estate tax portability
The portability election may be one of the 
most effective tools to maximize a couple’s 
applicable exclusion amounts without having 
to set up a bypass trust or engage in other 
more sophisticated tax planning. 

HOW THE PORTABILITY  
ELECTION WORKS
When the first spouse dies, and the 
value of that spouse’s estate doesn’t 
require the use of all of his or her federal 
exclusion amount ($5.43 million in 2015), 
any amount not used for the deceased 
spouse’s estate may be passed to the 
surviving spouse so that he or she can use 
that amount plus his or her own exclusion 
for lifetime gifts or transfers at death. 

Unlike the estate marital deduction, 
the portability election doesn’t require 
an actual transfer of property from the 
deceased spouse to the surviving spouse. 
In fact, if property is transferred to the 
surviving spouse, the amount eligible for 
the portability election will be greater due 
to the marital deduction. But if the property 
passes to someone other than the decedent’s 
surviving spouse, the amount available to 
pass to the surviving spouse will be reduced 
by the value of property passing to others. 

MAKING THE ELECTION
The executor of the deceased spouse’s estate 
must elect to transfer the unused portion 
of the decedent’s exclusion amount to the 
surviving spouse by timely filing an estate 
tax return (Form 706) for the deceased 
spouse—even if an estate tax return wouldn’t 
otherwise be required. Part 6 of Form 706 
must be completed to make the portability 
election or to opt out of it, and once made, 
the election is irrevocable.

DECIDING WHETHER TO MAKE  
THE PORTABILITY ELECTION
Deciding whether to elect portability 
depends upon many factors, including the 

anticipated appreciation of assets owned 
by the surviving spouse. Ultimately, the 
benefits of portability, such as simplification 
and the opportunity to gain an additional 
step-up in basis upon the surviving spouse’s 
death, should be compared to those of 
using a bypass trust, such as the certainty of 
minimizing estate taxes if tax laws change.

For more information on planning for the 
portability election and other wealth transfer 
topics, see PPC’s Guide to Practical Estate 
Planning. For more information on making 
the portability election and reporting the use 
of the transferred exclusion amounts, see 
PPC’s 706/709 Deskbook.

This topic is covered in more detail in our  
free special report. It can be downloaded at  
Tax.ThomsonReuters.com/Portability.
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THERE’S STILL TIME TO REGISTER FOR

The 35th Annual Thomson Reuters Users’ Conference  •  November 4-7, 2015
Gaylord Palms Resort & Conference Center, Orlando, Florida 

Join us in sunny Orlando, where you’ll enjoy four action-packed days of:
•  Inspiration from nationally recognized accounting, technology and motivational experts
•  Networking with industry professionals from across the country
•  Workshops, hands-on software training and product demos
•  Technology updates to help you stay current with the latest tools
•  Honors for the best of the best (which could include your firm!) with the SYNERGY Customer Superstar Awards
•  Magical fun at our special Friday evening event at Universal Studios Florida®

Plus you can earn up to 19 CPE credits in one event.

Limited hotel rooms are still available—register and book your room now by visiting
CS.ThomsonReuters.com/SYNERGY. Click the Hotel tab to see our special room rates.

Questions? Call Customer Service at 
800.968.0600 (press 1, then 6).

SYNERGY 2015


