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When business is booming, your need for tax planning and all-inclusive business consulting 
is top of mind. Your first call should be to someone who knows you and your business. Our 
trustworthy advice, answers and guidance take the stress out of every challenge and change.

Business solutions. Peace of mind. That’s The Rehmann Experience.

rehmann.com/growing  |  866.799.9580
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Business Wisdom Delivered

A Letter from the Publisher

Create a winning game plan
Football teams have worked hard all summer, spending countless hours training 
and honing their skills to prepare for the season upon us. The same effort should 
go into planning for your financial goals. 

It’s probably no surprise that when professional quarterbacks step on the field, 
they have put forth significant effort ahead of time to strategically and physically 
execute the game well. Of course, things don’t always go as planned, and they 
must lean on their trusted teammates and coaches for help and guidance. Much 
like playing football, you have to be strategic if you want to win and meet your 
financial objectives. By mapping out your game plan, you’re able to develop 
tactics that can get you to the end zone and prepare you for the opposing forces 
that threaten to hinder your dreams of success.

In football, there are 11 teammates on each side of the ball. Each player must 
work together to achieve the same goal of providing top-notch offense and 
defense to ultimately win the game at hand. Likewise, at Rehmann, we offer our 
clients access to associates from all service lines who are committed to working 
together as an everyday business partner to accomplish your missions.

So, what’s your strategy? Football is a game of adjustments, but so is planning 
for your financial future. Our commitment is to help you work towards achieving 
your financial aspirations by reading the field and building a playbook that is sure 
to help you succeed.

Randy Rupp, CPA 
CEO
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Choosing the right  
service provider for your business
So you’ve decided it’s time to engage a service provider to 
support some or all of your most critical business functions, 
but realize choosing the right provider can be challenging. 
There are dozens of companies to choose from, which is why 
it’s extremely important to thoroughly research each prospect 
to find the right partner for your business. Here are nine areas 
to keep in mind when evaluating service providers. 

Your intellectual property is like a rare 
jewel — it should be guarded. Do you have 
confidence that the provider will protect and 
maintain the integrity of your data? Confirm 
their information security policies are up to 
date and adhere to best practices.

Having a provider that is readily accessible 
will prove to be invaluable. Spend time in 
the beginning stages communicating your 
needs and developing a relationship with 
the company to confirm that they will be 
available when you need them most.

How your provider communicates with your 
business team will be a strong indication of 
how well your companies will work together. 
Make time to interview the service team to 
ensure there’s a fit and confirm that your 
overall goals align.

It’s important to find a service provider who 
will be responsive to questions and needs. 
Some providers may have several clients; 
make sure the provider has an effective 
strategy and the capacity to accommodate 
your needs in a timely manner.

Weigh the benefits of working with an 
outside provider compared to leveraging 
in-house resources. Whether choosing a 
provider for part- or full-time support, confirm 
that they will work to support your goals, 
meet your needs and honor your mission.

8) SHARING CONTROL

7) TIME TO MANAGE RELATIONSHIP

6) COMMUNICATION AND CULTURE

5) PROVIDER ACCESSIBILITY

Confirm that your provider delivers realistic 
deadlines and goals and does so without 
compromising the quality of the project. Set 
clear expectations about the level of service 
you expect and document them to ensure 
accountability and overall satisfaction.

Don’t be afraid to ask for details about the 
company. How long have they been in 
business? How many clients do they have? 
What is their history and experience? Are 
there any financial concerns?

Natural disasters and other extreme 
conditions could impact the business staying 
open. Ask about business continuity plans 
and learn about their incident response time 
and how they plan to handle disruptions. 

3) PROVIDER STABILITY AND MATURITY

2) BUSINESS CONTINUITY ASSURANCE

1) SECURITY AND PRIVACY

Make sure your provider is using leading 
storage solutions and taking precautions to 
protect your data.

9) PROTECTION OF INTELLECTUAL PROPERTY4) QUALITY AND TIMELINESS OF WORK
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Imagine your business has received a notice that it 
has an upcoming tax audit, but you get to choose 
between two types of audits. You can choose an 
IRS income tax audit, requiring you to verify the 
completeness of your income and legitimacy of your 
expenses, along with ensuring these items have 
been recorded in the proper tax year. Or you can 
have a state sales tax audit by a state from which you 
generate 30 percent of your annual revenue. Which 
audit would you choose?

While your risk in either audit depends on the specifics of 
your business (what you sell, to whom you sell, profitability, 
etc.), many businesses would choose the state sales tax audit, 
thinking that sales taxes are “easier” than income taxes or 
that an audit by any one state couldn’t be more damaging to 
the business than an audit of the entire business by the IRS. 
Based on the changing landscape of sales taxes, this choice 
could bankrupt a business. Let’s consider what could go 
wrong in a sales tax audit.

1) Nexus – Sales tax nexus has long been determined 
by physical presence, but a recent U.S. Supreme Court 
decision held that physical presence is not necessary 
for a state to require a business to collect sales tax. Now 
nexus determinations need to be reconsidered in light of 
both physical presence and various economic threshold 
tests. Further, even under the historical physical presence 
standard, many businesses were not aware of the myriad 
ways that physical presence could exist.

2) Taxability – With increased nexus comes an increased need to 
understand whether what you sell is taxable in a particular state. 
States have different definitions of what things are, whether they are 
taxable and on which party the tax falls. This is especially true in the 
construction industry and for sellers of software as a service.

3) Tax base – It is common to have issues with whether shipping costs 
are in the tax base or excluded. Also, the way a business invoices 
customers can drastically affect how much of the invoice is included 
in the tax base.

4) Exemption certificates – These are required from customers 
in any state in which a business has nexus if the business does not 
charge sales tax. Failure to have these timely and/or completely filled 
out can cause otherwise exempt transactions to be subject to tax.

Now is the time to review your business’s compliance with sales tax 
laws. The expanded nexus standard approved by the Supreme Court 
will allow states to come after businesses they never could have touched 
before, and those states will be looking at all the above issues. A 
financial advisor can work with you to get ahead of the states, to make 
sure that any sales tax due comes out of your customers’ pockets instead 
of your own.

By Michael Bannasch, CPA, MST

ABOUT THE AUTHOR

Michael Bannasch is a state and local tax (SALT) 
senior manager, providing consulting services to help 
clients minimize tax and manage risk. These services 
include structural and operational strategic planning, 
audit representation and appeals, nexus studies and 
reverse audits. Contact him today at  
michael.bannasch@rehmann.com.

Four reasons a  
state sales tax audit  
could be costly for your business
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Tax reform’s big savings  
opportunities – Here’s how
Business owners’ eyes usually roll when tax accounting methods dominate the discussion. 

However, since the federal tax overhaul, they matter a lot more because new opportunities 
exist to slash taxes — and some depend on tax accounting methods. 

So, it’s worth examining your company’s practices in 2018 because it could mean big savings.

By Ryan Bryker, CPA
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Expanded eligibility for cash accounting 
Companies generally use either cash or accrual accounting. The 
main difference lies in how revenue and expenses are recorded.

Accrual accounting records revenue when it’s earned and expenses 
when they’re incurred. Cash accounting records revenue when 
payment is received and expenses when they’re paid (i.e., when cash 
changes hands).

In general, cash accounting is simpler. So, it’s no surprise the cash 
method is typically used by smaller businesses ($10 million or less), 
while accrual is required for large companies. 

Under the new law, companies or unincorporated taxpayers with 
$25 million or less in average revenue over the past three years can 
now use the cash method. This applies to producers and resellers of 
personal and real property as well.

Beyond being simpler, using the cash method means businesses 
with more in accounts receivable than accounts payable at the end of 
the year can defer the difference (taxable income) for tax purposes. 
Generally speaking, the higher a company’s profit margin, the 
greater this tax benefit can be.

Changes to inventory tax treatment
Tax reform also brought inventory taxation relief to businesses. 

Companies with less than $25 million in average revenue no longer 
need to capitalize inventory in accordance with IRS “Section 471” 
standards. Instead, they can choose to treat inventory as non-
incidental materials and supplies.

Another inventory-related benefit is the removal of “Section 263A” 
uniform capitalization or “UNICAP” requirements. These are 
additional costs capitalized into inventory for tax purposes above 
and beyond requirements of Section 471. They can now be written 
off for tax year 2018, though changes to previous years’ inventory tax 
calculations may be required.

Eased long-term contract requirements
Long-term business deals are commonplace for construction 
companies, real estate developers and the like. Their projects can 
extend months or years, often covering multiple tax years. 

When projects end in different years than they began, they’re viewed 
as “long-term contracts” by the IRS and generally require use of the 
“percentage-of-completion” accounting method. 

Beyond being a compliance burden for companies, the “percentage-
of-completion” method also results in slower expense recognition for 
tax purposes. However, through the federal tax overhaul, companies 
under the $25 million average revenue threshold can now elect not 
to use the “percentage-of-completion” method. 

That means development costs can be expensed faster, allowing 
companies to lower their taxable income. While these new rules 
won’t absolve companies of financial reporting requirements, it can 
mean substantial tax deferrals for profitable construction contracts.  

Savings opportunities are there,  
with proper planning
Modifications to the tax code can bring a big ripple effect that 
cause businesses to adapt, sometimes drastically. This latest 
federal tax overhaul could usher in many changes. 

But it also offers opportunities to save substantial amounts of 
money. That said, there are a few things to keep in mind.

First, a change in accounting method may be required. These 
changes should be filed with 2018 tax returns by the tax return 
filing deadline, including extensions. These changes will 
generally be considered “automatic” by the IRS and approved 
without review.

Also, be mindful of net operating losses (NOLs) when evaluating 
tax savings opportunities. Before owners get too excited about 
carrying losses back to grab old tax dollars, a review of the law 
precludes such action.  NOL carrybacks are no longer permitted 
with the new tax law. They are carried forward indefinitely and 
are limited to offsetting 80 percent of taxable income in a given 
tax year.

There are several more provisions to consider for 2018 year-end 
tax planning outside of tax accounting method changes. For 
instance, how to handle the qualified business income deduction 
(“Section 199A”), the expiration of the domestic production 
deduction (“Section 199”), and more, should also be addressed.

The new law is complex, and this article covers just some of the 
highlights. To take full advantage of the reforms, substantial 
research and analysis is required. 

ABOUT THE AUTHOR

Ryan Bryker is a senior manager with Rehmann’s 
tax department. In addition to a variety of tax 
consulting services, Ryan provides income tax 
planning and preparation services to individuals, 
corporations and partnerships. Contact  
him today at ryan.bryker@rehmann.com. 
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By Jeff Brogley, CPA, MT and Doug Kelly, CPA

For many people, we have officially made it to the best time of the year: fall weather, tailgating with 
friends, and of course, football season. Although it officially kicks off in September, a successful 
season involves a year-round commitment to prep work—training camps, analyzing the game tape, 
developing the playbook and getting the right players in place. 

As a fan, you admire the success of a big play, but also the relationship of the team. With an eye on 
the prize, they work together to get the right player in the game, coordinate the next play, and not 
only work together to move down the field but back up all the hard work with diligent defense once 
the points are on the board. Strong football teams and your trusted business advisor have more in 
common than one would think. So … is it time to review your strategy?   

Are you considering  
ALL the moving parts of 
your financial strategy?
Time to put your team to work!
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ABOUT THE AUTHORS

Jeff Brogley leads Rehmann’s family office initiative, working closely with high 
and ultra high-net-worth families, closely held businesses, real estate and 
investment partnerships to achieve their strategic goals. Contact him today 
at jeff.brogley@rehmann.com. 

Doug Kelly leads Rehmann’s private household industry practice, primarily 
focusing on serving high-net-worth individuals and their corresponding family 
offices, closely held businesses and real estate partnerships. Contact him 
today at doug.kelly@rehmann.com. 

Advisors often have a broad view of your financial situation, 
including all of the moving parts and the people working together 
to make it happen. Many people solicit advice from multiple 
advisors; yet, few utilize one advisor to coordinate the entire team. 
It’s important to have an integrated approach when it comes to your 
finances. 

Your team may consist of your CPA, investment advisor, attorney, 
banking advisors, and/or estate planners, just to name a few. An 
integrated strategy can utilize advisors from a single firm but is often 
most needed when working with advisors across several different 
disciplines and firms. Once established, ensure all advisors are 
putting their strengths to work — relying on the individual team 
members to do their part to implement a holistic plan to help you 
reach your financial goals. Some of the areas that must be considered 
in the overall objectives are:

Wealth Management – Analyzing current cash flow objectives 
and assessing the impact on long-term investment and 
retirement goals.

Tax Implications and Planning – Understanding your 
unique tax situation and applying the ever-changing tax laws to 
maximize your after-tax returns.

Estate planning – Recent estate tax changes have refocused 
planning for many individuals to ensure that transferred assets 
qualify for a step up in basis. The current rules sunset at the end 
of 2025, which may seem like a long time away. However, your 
documents need to be flexible to provide for future changes. 
Inherent in sound estate planning is the minimization of estate 
taxes, as well as the avoidance of probate via properly drafted will 
and trust documents. 

Insurance needs – Beneficiary designations can have 
significant tax and financial implications. Properly planning and 
designating the appropriate beneficiaries is critical.  

The benefits of having a financial team are numerous; perhaps 
most importantly, it enables you to save time by directly 
coordinating with one advisor and allows you to approach your 
financial goals more holistically with an experienced team. 

Football and the financial industry have many similarities. It may 
seem challenging to meet all of your objectives, but with the right 
lineup in place, you can put the right plays in motion, move toward 
your goals and limit the number of fumbles along the way.  

Are you considering  
ALL the moving parts of 
your financial strategy?
Time to put your team to work!
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Mary Van Skiver is a senior manager with Rehmann’s consulting team. In this capacity, she plays a team lead 
role assisting businesses with the design and implementation of transition strategies and human resource 
initiatives. Contact her today at mary.vanskiver@rehmann.com.

Basam Malik is a retirement plan advisor at Rehmann. He works to improve the overall retirement readiness of 
retirement plan clients through delivery of participant education, enrollment services and comprehensive day-
to-day support, plan sponsor fiduciary due diligence support, and investment research and analysis. Contact 
him today at basam.malik@rehmann.com. 

There once was a time when preparing employees 
for retirement meant throwing a going away party. 
You’d grab a few gifts, order a cake and you’ve 
done your part. But today, there’s much more for 
employers to consider. 

As times change, organizations must adapt to 
help employees reach their retirement goals. From 
new hires fresh out of college to individuals more 
seasoned in their careers, retirement planning is an 
ongoing process and the tools and resources may 
vary depending on the organization’s demographics.  
Regardless, planning and education for retirement 
needs to begin the day an employee walks through 
the door, with consideration for wherever they may 
be in their career and retirement funding journey.

Today’s workforce can include four or even five generations working 
side-by-side, with different retirement savings challenges. Recent 
graduates face challenges in saving and planning for retirement as 
they focus on repaying loans, workers with retirement savings in 
employer-sponsored plans may be unsure if they should transfer 
these funds when they begin a new position, and there are numerous 
workers over the age of 50 who haven’t begun saving for retirement. 

When it comes to 401(k)s and retirement planning, the current 
perspective is that it’s important for employers to help employees 
as much as possible. However, a study conducted by Arthur J. 
Gallagher & Co. found that “while 78 percent of employers offer a 
retirement program, only 37 percent take steps to measure employee 
retirement readiness.” Employers are in a position to help employees 
develop their retirement goals, help them realize the importance, 
and equip them with the necessary tools they need to thrive in 
retirement. By doing this, employees will thank you both now and 
later. While there are many methods to help your employees prepare 
for retirement, consider contributions, offering tax savings and 
educating employees.

Coaching your employees 
towards retirement

By Basam Malik, C(k)P and Mary Van Skiver, CPA, MBA, PHR, CEPA
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CONTRIBUTE
If your company can afford to, offer 401(k) matching to your 
employees. This encourages employee participation and shows them 
that you’re invested in their retirement. Common structures include 
employer matching contributions, often based on a percentage of 
the employee’s salary or deferral, or a specific amount to contribute 
to each employee. Employers are encouraged to explore and utilize 
intelligent plan design features, such as auto enrollment and auto 
escalation, to further enhance the retirement plan benefit. Auto 
enrollment automatically enrolls employees in the plan (once 
eligibility is met) at a contribution amount specified by the plan 
document. Auto escalation allows the employee to automatically 
have their contribution increased annually, until they reach their 
contribution rate goal. 

OFFER HSA ACCOUNTS 
One of the best things your employees can participate in to add to 
their retirement strategy is through contributions to their Health 
Savings Account (HSA). This applies to employees enrolled in a 
high deductible health plan (HDHP). The HSA savings account was 
created to cover medical expenses either now or in the future. Both 
employees and employers may contribute up to an annual maximum, 
which is indexed annually via inflation. Research conducted by the 
Employee Benefit Research Institute found that some couples may 
need $370,000 for medical expenses during retirement. Yet, only a 
small fraction of the population has prepared and saved money. HSAs 
allow individuals to save money for the unexpected. 

While this is a big benefit, many people don’t understand how 
powerful HSA accounts can be when leveraged correctly. HSA 
accounts can potentially provide the benefits of a Traditional 
IRA and Roth IRA account because employees are able to 
contribute pre-tax dollars, while having the ability to take 
advantage of tax-free growth and distributions. They can be 
thought of as an emergency stash for your employees’ medical 
fund as well as a great investing tool. 

EDUCATE EMPLOYEES
There are many ways to educate employees about retirement. 
You can host a lunch and learn where employees can chat 
with the human resources department or the appropriate 
representatives about general retirement planning. Structured 
activities can also be developed, including guest speakers, 
webinars, and staff meetings focused on retirement. 

Some employees may not have the time or resources to speak 
with a financial advisor. Bringing in an expert who specializes 
in employee retirement to cover topics that interest your team is 
very beneficial. Ideally, the expert will hold brief, individualized 
meetings with employees to discuss their goals and objectives. 
Seminars and workshops can be helpful, with content that is 
relevant to the ages and knowledge of your workers. 

These three methods are contributors to an employee’s 
retirement readiness and their ability to enjoy the next phase of 
their journey.

While there are many methods to help your employees prepare for retirement, 
consider contributions, offering tax savings and educating employees.



Notes from a fraud investigation
Bill Kowalski, director of Rehmann’s Corporate Investigative Services division and former FBI special agent, 
investigates fraud and embezzlement cases for private and governmental clients. 

I asked if there is any oversight of financials.Owners said they used to do a little but didn’t have time and she had it under control.  Bookkeeper like family — pitches in — positive — knows everyone — birthdays … Cookies.
February 2018. Rush project on a weekend; needed a unique part and called their supplier. The supplier had worked with them for years and was on friendly terms. But he was very upset on the call and demanded cash up front. Very awkward. They asked why — he said they owed six months back invoices — $70K — and he wouldn’t float them any longer. They were shocked. They opened bookkeeper’s desk for checkbook. Underneath the checkbook, face down, found a company check for cash made out to the bookkeeper personally. The date and dollar amount were blank. They didn’t know what to do.

I asked if two signatures were required on checks. Said “most of the time” with some exceptions like vacation/travel — then they sign some blank checks in advance. I asked if this was one of those checks — affirmative.I asked if they review checking account statements — sometimes but mostly not.
I suggested we do background plus preliminary forensic accounting — look at books/records just in case something is amiss.

They agreed – said review must be done on weekend so bookkeeper is not aware.
4.26.18 – 1:30 p.m.
On site to copy physical records/make forensic image of ledgers and other digital devices.

4.28.18 to 5.13.18 
Forensic accounting/records review/background intelligence gathered.

4.20.18 – 3:20 p.m.

Received call from client asking if we could do a 

background on his bookkeeper — said he “just wanted to 

make sure” — doesn’t think anything is wrong.

Explained our background process covers records for 

criminal, civil, property, bankruptcy, liens, associates and 

relatives, DBAs — looking for possible red flags. He asked 

if we could meet at my office the following morning.

4.21.18 – 9:30 a.m.

Client arrived with business partner. Said they couldn’t call 

from their office because the bookkeeper would overhear 

the conversation.

They insisted she is a wonderful person and don’t think she 

did anything really bad. 

I asked if anything had changed recently to prompt their 

call and suspicions. 

They have been in business together for 25 years — they 

weathered the recession and are doing very well — sales 

way up. But in the last few years some incidents occurred 

that didn’t seem right. 

2015. A large investment in new production was 

almost delayed because funds were somehow not 

immediately available. The bookkeeper explained she 

had miscalculated timing for the purchase and hadn’t 

transferred funds yet. Neither partner is skilled at 

financials, but they didn’t think funds should be that tight. 

The purchase was only about $50K.

I asked if they had done a background on the bookkeeper 

when she was hired. Negative. They had a reference from 

a friend in the company long ago. She had since worked 

her way up through AP, payroll, purchasing.  

I asked if anyone else worked with the financials.

In the beginning, owner “A’s” wife kept the books. Then 

they hired the current bookkeeper part-time — everyone 

liked her and she learned quickly. Five years ago, wife 

left for medical reasons and the new one assumed all 

responsibilities — bookkeeping, banking, expenses, 

payroll, taxes, purchasing … modernized everything. 
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By Bill Kowlaksi, JD
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5.13.18 – 9:00 a.m.
Verbal report to client:

• Background investigation shows two bankruptcies 
in early 2000s; husband unemployed. Home value 
$750,000, purchased in 2017. 

• Embezzlement trail (4 years)
– 42 company checks to cash or to personal CC 

account: $350,000
– Company CC charges for personal expenses: 

$150,000 

• Total approx. $500,000  

Client OKs my investigative interview with the bookkeeper.

5.18.18 – 9:30 a.m.
Meet bookkeeper in office for interview. After 2 hours 
of obfuscation and offering chocolate chip cookies, 
confesses to taking over $100,000 — tears flow, so sad.

5.18.18 – 11:00 a.m.
Box up her personal effects, escort out of work space and 
home to retrieve company digital devices. Remove all of 
her access from systems and facilities.

5.18.18 – 1:30 p.m.  
Call with client. Their concern: loss recovery. 

Recommend these steps:
1) Retain counsel
2) Engage for full forensic accounting to total actual loss
3) Refer findings to law enforcement for prosecution 
4) With guilty plea or verdict, court can order asset  

seizure/restitution. 

Encouraged to review insurance policy for possible 
coverage of investigative costs and losses.  

Current status: Forensic accounting completed; total loss 
$600,000. Referred to law enforcement for prosecution. 
Insurance policy did not cover.

Trust is not an internal control. For assistance, contact 
Rehmann CIS: 248.267.8445.
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Since the passage of the Tax Cuts and Jobs Act (TCJA) in late 2017, 
many taxpayers have focused on how it can impact their charitable 
giving. According to the Association of Fundraising Professionals, 
donations to charity decreased overall in the first three months of 
2018 compared with the same quarter of 2017 – and cites tax reform 
as a possible cause. Though charitable giving is generally motivated 
by compassion, the TCJA includes several provisions that have 
left individuals and charitable organizations contemplating how 
charitable giving will be impacted.

Here are a few areas to help you in maximizing your donations due to 
reform changes.

Focus on what’s important
According to the Urban Institute & Brookings Institution Tax Policy 
Center, about 49 million taxpayers currently itemize. The TCJA 
included an increase to the standard deduction, nearly doubling to 
$12,000 for singles and $24,000 for married couples who file jointly. 
With the higher standard deduction, fewer filers are anticipated to 
itemize in the future. However, one way to boost the tax benefits 
of charitable giving is by “bunching” donations into alternating tax 
years to surpass the itemization threshold. 

For example, suppose Karen, who files as a single taxpayer, donates 
$10,000 to church every year. Typically, her donation allowed her 
to itemize her deductions due to the fact she was above the lower 
standard deduction threshold. She has deducted the amount from 
her income as a charitable tax deduction. In 2018, her donation 
may no longer help her surpass the standard deduction threshold. 
If she bunches two years of donations into one year, she may be able 
to itemize every other year and receive the full tax benefit of her 
charitable donation.

Pease limitation repealed
The TCJA repealed the “Pease” limitation (named after Congressman 
Donald Pease who introduced the legislation in 1991), which was 
created to raise tax revenue by increasing the taxable income for high 
income earners as much as 80 percent. 

Because the Pease limitation reduced the tax benefits of itemized 
deductions, including charitable contributions, taxpayers can now 
potentially achieve larger tax savings through charitable giving.

New qualified charitable distribution rules 
The 2017 tax bill did not change the regulations for qualified 
charitable distributions (QCDs). QCDs allow anyone 70½ or 
older to donate up to $100,000 annually to a public charity 
directly from their IRA. Most senior citizens have little or no 
mortgage interest and lower state income taxes due to receiving 
lower taxable income in retirement. Therefore, they may not be 
able to itemize with the new higher standard deduction limits 
even with increasing their charitable giving. 

For example, a 71-year-old couple with a required minimum 
distribution of $24,000 can instead donate $10,000 of it directly 
to charity as a QCD and reduce their taxable income in that same 
tax year by $10,000. The couple would still be able to claim their 
standard deduction of $24,000.

In this case, if their standard deduction of $24,000 is greater than 
their total itemized deductions –including the $10,000 charitable 
contribution – the QCD can provide a benefit, reducing their taxable 
income and they can elect to take the greater standard deduction.  

Take time to speak with your financial advisor and get a fresh look 
on the best way to donate to charity moving forward. With careful 
planning, you will be able to recognize the tax benefits of your 
charitable giving. 

By Jeff Hert, CPA

Tax reform implications on charitable donations
New considerations and familiar tax planning strategies
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