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Business Wisdom Delivered

A Letter from the Publisher

As the world turns
It’s safe to say that the business world is constantly evolving and shows no 
sign of slowing down. A new generation has shaped the workplace, diving 
into international territory is no longer uncommon, and business technology is 
becoming more and more robust. 

As we look ahead, many new trends will impact and define business decisions, 
as well as enable individuals to think about their overall financial goals and 
strategies. For the most part, business owners are optimistic about the future and 
growing their businesses, yet also anxious about all the challenges that they may 
possibly face. 

In the past few months, many high-profile businesses have struggled with 
maintaining the security of their technology, falling victim to data breaches and 
phishing attacks. Additionally, small business owners reported a significant 15 
percent increase in challenges with recruiting and retaining employees.

It’s important for businesses to actively evaluate their organization, work toward 
managing risk and build innovative corporate strategies. 

At Rehmann, we have always found excitement in challenge. We are transforming 
ourselves to take advantage of the latest wave of business demands by reshaping 
our organization and staying on top of emerging trends and growing markets. 

In this issue, we reveal secrets on how to venture into an international market, 
uncover why cyber security should be at the forefront of your business, and 
offer succession planning tips to keep your business afloat during a transition. 
Financial advisors are in a prime position to assist with helping to improve your 
financial situation and be proactive in reaching your financial goals. It all boils 
down to identifying pain points and working to overcome any issues.

We hope you enjoy reading our summer edition of BWD and we look forward to 
helping you reach your business and financial goals throughout the year. 

Randy Rupp, CPA 
CEO
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RECRUITING FOR TALENT: 
Finding the best around

Recruiting talent has never been as  
critical as it is today. It seems like recruiting 
strategies are changing at the speed of 
light, and human resource departments 
and management have to keep up with the 
latest trends and changes in the workforce. 
And, for the first time, there are now five 
generations in the workplace working 
together side-by-side. This creates new 
challenges for managers as they attempt 
to engage employees at various stages of 
their careers. 

When recruiting talent, you want 
employees that are engaged in their 
positions, which means finding those 
whose skills and needs match the job as 
closely as possible. Here are five tips on 
how to recruit top talent and stay up-to-
date on recruiting trends.

RECRUITING FOR TALENT
We live in a climate of uncertain economy, vicious competition and 
skyrocketing turnover. Make sure you’re bringing in the right people who 
will be engaged and perform at all levels. 

Also, be sure to highlight your company culture. Revealing to talent what 
working for your company would be like on a daily basis could be an early 
indicator of if it’s a good fit or not. For instance, some people like working in 
open environments or for companies that support the environment.

AN EMPLOYEE-FIRST FOCUS
The best way to recruit and retain the very best talent is to create a culture 
where employees are the first focus of the company. Employees who feel that 
they are valued, get to regularly use their own special skills, and are treated 
as important figures in the company are less likely to look for employment 
somewhere else.

HIGHLIGHT EMPLOYEE SKILLS
When advertising a role, learn what your current employees are good at 
and highlight within the job description exactly what it would take for a 
candidate to succeed. Make it clear that you’re looking for someone who 
would be happy, fulfilled and engaged in this kind of job. It’s about desire and 
talent as much as it is experience and transferable skills. 

MEASURE EMOTIONAL INTELLIGENCE
Emotional intelligence is considered increasingly important for 
organizations as business leaders are looking for employees who have more 
than just technical skills. Engage in assessments of emotional intelligence, as 
well as the candidate’s other skills and IQ.

BE INVOLVED  
Be involved with the recruitment, hiring and employee development process. 
Establish solid relationships and an open, constant line of communications. 
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Now that summer is here, many business owners will spend time 
away from their business to enjoy a warmer climate and take a  
break from their day-to-day routines. But as we discuss the 
importance of transition planning, business owners tend to 
invest more time in planning for a trip than planning for their 
business’s transition. Why is this? The short answer is that it is 
easier for owners to focus on the “here and now” than to plan for 
future changes to their organization. In fact, less than 15 percent 
of business owners have a plan for their business transition, even 
though more than half of them plan to transition in the next three-
to-five years. How do they begin?

This is a major life event for many business owners, and it is critical 
to have a plan in place to ensure the business and the people thrive 
post-transition. Developing this plan takes time, and an optimum 
outcome involves assistance from experts in business transitions to 
navigate the steps and address three major segments of the process: 
transfer motives, transfer channels and transfer methods.  

For transfer motives, the business owner must first understand their 
personal and business goals, as these will determine the direction 
of the other segments. There are several aspects of transfer motives, 
including short-term strategic thinking (next two-to five-years) the 
level of  their continued involvement with the business, their view 
of their business legacy, areas of interest outside the business, the 
financial realities after the transition of the business, and all of the 
stakeholders affected by the transition.

Transfer channels are the second segment of a business transition 
and address whether the business owner would like to transition 
internally to either family or key employees, or externally via a 
sale or similar transaction. A critical element of this process that 
provides baseline information for decisions is the completion of a 
business assessment. This includes a valuation of the business and 
evaluates business readiness and attractiveness.  

Transfer methods are the steps taken once the channel has been 
identified and are relevant regardless of which channel is selected. 
The timeframe and preparation for the transition are primary 
drivers of the tasks in this phase. A shorter timeline limits the ability 
to implement value enhancement items and narrows the scope 
and time involved in completing critical tasks for the transition. A 
longer runway allows time to develop effective leaders, document 
and implement systems and procedures, and to work a strategic plan 
to increase value. A current buy/sell agreement, communication 
regarding the transition, a review of tax implications, an analysis of a 
gap in transfer value and personal assets for life after transition, and 
options for financing alternatives are all a part of this phase. 

Communication and a focus on value are key in any transition and 
especially impactful in the early stages of a transition. While there 
is not a perfect time to inform others of the intended transition, a 
plan should be developed and aligned with the transition timeline. 
Key stakeholders are often informed of the transition at the start of 
the planning process, where employees, suppliers and customers 
are often brought in once the plan has been confirmed and initiated 
to minimize the ripple effect and avoid the sharing of inaccurate 
information. This may often include the offering of specific benefits 
provided to employees to remain engaged throughout the process. 
However, regardless of the who and when, it is important to connect 
with everyone directly and follow up throughout the transition.  

Business owners put extensive effort into running their business. 
When they take the time to plan for their future, they create control 
of the timing, options and method of their transition. A strong 
plan and the help of experienced professionals will navigate owners 
and stakeholders through the maze of difficult decisions and will 
optimize their chosen outcome. The result is a business that captures 
value for the successor and creates the opportunity for transitioning 
owners to be well prepared for their next chapter. 

ABOUT THE AUTHOR

Mary is a senior manager, who plays a team lead role assisting businesses with design and implementation of exit and transition plans. She also 
supports the development of successor leaders, optimizing the financial structure of each situation. She is a certified exit planning advisor with 
over 18 years of experience in the business industry. Contact her today at mary.vanskiver@rehmann.com.

By Mary Van Skiver, CPA, MBA, PHR, CEPA 

Improve the  
pre-transition value 
of your business 
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Businesses across the U.S. are receiving thousands of dollars by taking advantage of the 
Research and Development (R&D) tax credit. But unfortunately, there are still many who aren’t 
fully benefitting from the credit because of misconceptions and uncertainty about applicability. 

The R&D tax credit is one of the most underutilized tax savings opportunities for taxpayers, so 
how do you know if you qualify? 

Are you missing out? 
How to qualify for the R&D tax credit

By Mike Powell, CPA, MST, CMP
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Background 
Enacted in 1981 by the Economic Recovery Tax Act, the R&D tax 
credit rewards companies for investments in developing new or 
improved products, processes, or techniques, and developing and 
improving upon production/manufacturing processes. 

The tax credit is a dollar-for-dollar credit against a taxpayer’s federal 
income tax liability. For defined small start-up companies of less 
than five years of maturity, the credit may also offset payroll taxes.

Though it’s been around for years, new laws and regulations have 
expanded the credit to benefit numerous industries. A general 
misunderstanding is that it only applies to high-tech, “white lab 
coats” and “clean room” activities, which is totally false. The credit 
can be claimed by C-corporations, individuals and pass-through 
entities where the credit flows to the shareholder’s or partner’s 
personal returns. If your business is doing any of the following, 
there is an excellent chance that it qualifies for the credit: 

If an activity qualifies for the R&D credit, businesses may apply the 
cost of wages, supply costs and outside contractor services associated 
with the activity toward the credit. Qualified wages include the 
individuals performing the experimentation or trial and error, the 
wages that are directly supervising the trial and error, and the wages 
supporting the R&D, like quality assurance individuals. Qualified 
R&D supply costs are expenditures associated with supplies that 
are used or consumed in the process of experimentation. Contract 
service costs are expenses paid to third-parties that a business utilizes 
in its development of a new or improved product or process.  

Qualified production tooling expenditures  
Companies that develop their own tooling — especially in the 
plastics, tool and die, and industrial machinery manufacturing 
industries — are seeing significantly higher R&D credits because 
of a taxpayer-friendly ruling in TG Missouri Corporation v. 
Commissioner and recent Internal Revenue Code section 174 
regulations.  

The regulations provide that if expenditures qualify as research or 
experimentation expenditures, the ultimate success, failure, sale 
or use in a taxpayer’s trade or business associated with a product 
is not relevant and may be applied toward the credit.  

Therefore, if you are a plastic or tool and die business and you are 
developing your tooling internally, there is substantial authority 
to include the expense of the mold or tool and die in your R&D 
credit supply expenses — regardless if the tooling becomes 
customer-owned tooling or the company retains ownership.

This also applies to businesses that develop unique automated 
manufacturing machinery for its customers. If the system 
developed is a first-of-its-kind system, the entire system could be 
defined as a R&D supply cost.   

Financial documentation and next steps  
Taxpayers that have not claimed the credit in the past should 
review prior years’ tax returns to determine whether amending 
prior filed returns is warranted. Taxpayers already claiming the 
credit should occasionally review their credit methodology and 
documentation that support its credit claim. 

Finally, be diligent with your recordkeeping. Proper 
documentation is critical for supporting R&D credit claims with 
taxing authorities, so make sure you keep project documents. 
This includes emails, project timelines, payroll records, drawings, 
meeting schedules and so on. If an R&D credit claim is ever 
pulled for review, taxing authorities like to see that there is 
contemporaneous documentation to support the R&D activities 
and their respective expenses.  

The R&D tax credit can be a lucrative incentive for innovative 
businesses. Given the new permanent nature of the tax credit, 
now is the time to consider whether activities performed by your 
company qualify for major cash-saving tax credit opportunities.

ABOUT THE AUTHOR

Mike is a principal and the director of tax consulting 
and manufacturing services. He is a firm-wide authority 
for research and development (R&D) tax credit studies, 
accounting methods and periods, exposure items, and 
inventory analysis for LIFO and §263A. Contact him 
today at mike.powell@rehmann.com. 

– Manufactures products
– Develops software
– Designs tools, dies, fixtures or jigs
– Develops new, improved or more reliable 

products or processes
– Develops prototypes, models or samples
– Develops or improves production or 

manufacturing processes
– Employs engineers
– Develops new formulas
– Employs the production part approval process 

(PPAP) to get new products to market

The R&D tax credit can be a lucrative incentive for 

innovative businesses. Now is the time to consider 

whether activities performed by your company 

qualify for major cash-saving tax credit opportunities.



Golf and owning a business are a lot alike. 

It takes hard work and dedicated practice to succeed. Those who reach higher levels usually have a 
trusted team supporting them. Of course, golf and business can provide ample frustration too! 

But learning and experience bring improvement. And along the way, increasingly advanced tools 
become part of the formula for success.

One such tool for business owners is the buy-sell agreement. It dictates the terms and conditions of 
ownership changes caused by an owner death or any other reason. 

Think of a buy-sell agreement like a custom-fit lob wedge. It’s built just for you, conforming to your 
needs and desired results. While you won’t use it regularly, when you do need it, it fits and does the 
job. And like a trusty wedge, a buy-sell agreement is something you should have from the start.

Avoid business bunkers  
with a buy-sell agreement

By Derrek Klimek, CFP®, CPA and Erik Schumacher, CPA
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ABOUT THE AUTHORS

Derrek is a principal and develops creative strategies that help clients work toward success, 
integrating asset management and retirement plan services with overall business and financial plans. 
Contact him today at derrek.klimek@rehmann.com.

Erik is a principal and helps clients effectively manage their tax obligations while staying current with 
compliance and reporting requirements. Contact him today at erik.schumacher@rehmann.com. 

Controlling variability
Golfers want to control the golf ball. Similarly, as a business 
owner, you want to be in control of any changes in ownership as 
much as possible.

A buy-sell agreement protects owners’ interests. That’s especially 
true if it’s created as a business begins and is readdressed every 
few years or any time there is a material change to the company.

Think of it like a business prenuptial agreement. Like the 
marriage equivalent, it may not ever be needed. But if it is, you’ll 
be glad it’s there.

Unfortunately, many business owners lack succession planning 
documents like buy-sell agreements. And when they do have 
them, the language is often outdated and irrelevant.

If you don’t have a buy-sell agreement in place, consider creating 
one. If you do, it’s probably a good time for a review to see if it still 
fits the needs of the business. 

The players involved
Professional golfers have entire teams of people working toward 
the same goal. Just the same, business owners should have a team 
of professionals working for them when it comes to buy-sell 
agreements. Here’s who you’ll need.

Attorney — It should be someone who knows your business’s 
plans and is well-versed in drafting these documents. Every 
situation is unique, so an off-the-shelf agreement may not be 
the best fit.

Accountant — Numerous tax implications arise when a 
business changes hands. Also, heir payouts, buyoffs and other 
taxable events could take place. So, an accountant is a must. 

Valuation expert — Obviously, the value of the business 
needs to be assessed. There are several ways to do it, so use a 
person with experience valuing firms comparable to yours.  

Financial planner/Insurance expert — If a business 
doesn’t have enough capital to fund a buy-sell agreement 
on its own, a funding mechanism must be put in place. A 
financial planner can analyze potential solutions to find the 
proper fit. It’s often life insurance, which means you’ll need a 
planner with life insurance expertise.

Ideally, all these experts are in the room together to help 
compose the agreement. That is one of the best ways to ensure it’s 
comprehensive, relevant and done efficiently. 

What matters most
Two main considerations in buy-sell agreements are control over 
business succession and the funding behind the agreement.

It’s important to envision how your business would look if any 
ownership interests changed hands. 

Obviously, you wouldn’t want shares sold to a competitor. 
And like sand traps and three-putts, being in business with a 
surviving spouse is generally best avoided. Plus, consideration 
must also be given to owners’ different ideas on how to cash in 
on a potential sale.

A buy-sell agreement can help bring control to these variables. 

In addition to succession planning, the other important factor is 
the agreement’s funding. 

If it’s with life insurance, some questions should be answered. 
Are your needs the same as when you bought the policy? Is 
there enough coverage? Should the policy be competitively 
shopped? Many times, a business will skyrocket, and the buy-sell 
agreement can no longer be funded using the measures in place.

The situation in a long-established business could be different. In 
that case, the firm could be carrying life insurance to fund a buy-
sell agreement when it has enough assets on hand, rendering the 
insurance unnecessary. Why pay unneeded premiums?

Your buy-sell one-stop
Crafting or updating a buy-sell agreement for your business 
doesn’t have to be a drawn-out affair. 

While getting all the players in the room could seem like a 
monumental task, take advantage of a firm that offers a one-
stop-shop for buy-sell agreements, with all the expertise under 
one roof.



Cyber security is “mission critical” because of 
its profound effects across a business. In some 
industries, it means everything. And for C-level 
tech executives, cyber security can make or 
break a career.

So, it’s surprising to see how many businesses 
aren’t prepared for attacks. 

According to the Hiscox 2018 Cyber Readiness 
Report, 70 percent of U.S. companies aren’t 
ready for an attack. Clearly, cyber security is 
more liability than asset for many companies. 

However, that can change. Cyber security can 
become a strength at your business. 

CORRECT THE BLIND SPOTS
First off, protection is not absolute. Businesses spend millions on cyber security, and 
attacks still occur. The defensive efforts undoubtedly help, but hacks happen.

So, organizations must be proactive in protection and nimble enough to detect 
incidents and respond quickly. If not, they could find themselves out of business.

But in practice, cyber security is a blind spot for many businesses. They aren’t ready, 
and it’s evident in their tools, policies and organizational behaviors. 

Most businesses do some things to protect themselves and respond to events. But, 
it’s grossly underpowered for what could happen.

HIGHEST STAKES
If cyber security goes wrong, severe reputational and operational harm can ensue. 

Too often, businesses are lulled into believing they’re not vulnerable, or they’ve 
had near misses and avoided repercussions. So, they’re unwilling to invest in cyber 
security protections. 

But if a severe attack occurred, the investment in information technology (IT) 
security may seem negligible compared to the financial losses absorbed. And while 
difficult to quantify, reputational harm can be even more punitive because it’s 
longstanding. Ultimately, a big enough hit can sink a business.

However, when cyber security goes right, it’s a strength. 

In banking and government, cyber security is institutionalized throughout  
people and practices. Yes, attacks still happen. However, an infrastructure exists  
to handle them. And more issues are avoided or handled than we hear about in 
the news.

EFFECTIVE SECURITY PROGRAMS
What does effective security look like? 

It starts with people. They interact with the technology, so they should be the 
frontline of cyber security. Supporting people should be policies, tools and 
behaviors. These protocols should be in use constantly, maintained regularly and 
reviewed often.

Making cyber security  
an asset in your business

By John Hey, CBCP, ITIL, Security+ and Jessica Dore, CISA
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Policies
Used to inform and guide, policies should cover everything from everyday use to 
crisis reaction measures. Here are some policies every business needs:

Technology
The hardware and software that protects data and communications are the 
“blocking and tackling” of cyber security. They’re employed at some level by nearly 
all organizations, including these “must have” technologies:

Advanced practices, known as “managed security services,” offer a higher level of 
cyber security. They’re often provided by a dedicated outside cyber security partner.

Making cyber security  
an asset in your business

BEST PRACTICES
Again, cyber security starts with people. Diligent 
users and an alert, proactive IT team promote good 
overall security. 

On the technology side, regular maintenance and 
cyber security infrastructure assessments are vital. 
That means ongoing patching and security log 
monitoring, as well as less-frequent macro-level 
analysis.

For instance, conduct an IT risk assessment every 
year. If a big change occurs — a new location or an 
acquisition, for example — do an assessment then. 
Any big variation can alter your security posture and 
introduce new risks.

MANAGED SECURITY 
SERVICES BENEFIT

Phishing testing Detect and respond to fraudulent access attempts

User awareness training Educate on best practices

Dark web scanning Monitor and detect illicit use of company data

Intrusion detection Secure network connections

DNS layer protection Filter unwanted content and network activity

Advanced endpoint security Automatically detect, stop and recover from attacks

Security information and  
event management (SIEM)

Real-time analysis of security infrastructure for quick 
response and recovery

TECHNOLOGY PURPOSE

Firewall Allow only acceptable network activity, prevent 
unauthorized access

Nightly backup Safely maintain copies of current data

Filtering Remove spam and unwanted content 

Anti-virus Keep technology safe, operational and free from malware

POLICY BENEFIT

Security Outlines proper IT security measures

Acceptable use Dictates acceptable technology use

Data protection Sets rules around company data, its use and safety

Response plan Details how to recover from IT breaches

Business continuity plan Identifies operational contingencies in the event of an attack

Summer 2019  |  BWD  11
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Global growth can accelerate business value quickly. Between new revenue streams, larger pools of talent, 
increased finance opportunities and more — international expansion can vault a business to new heights.

But just as venturing into any new territory, global growth can be filled with unknowns. So, if your business 
wants to grow, seek as many inroads as possible into new markets. Stylistic differences around the world 
cover every aspect of business. 

By Chip Hoebeke, CPA, CIRA, Fellow INSOL International and John Pridnia, CPA, CGMA

LEVERAGE LOCALITY  
TO GROW GLOBALLY
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UNDERSTANDING UNIQUENESS DRIVES VALUE
For instance, you would think doing business in a neighboring 
country would be relatively easy. Well, it can be. But if you’re 
unsure of all that’s involved, the learning curve could be steep. 

And despite technology “shrinking” our world, every market is 
unique. As such, businesses looking to grow will have several 
considerations on their plates: 

Taxes and accounting — Different financial rules 
and regulations exist around the world. For example, 
value-added taxes have unique structures in different 
countries. So, an experienced team on your side 
handling compliance at home and abroad can avoid 
stiff penalties.

Legal — Should the business be “opaque” or a 
non-look through entity? What sort of protections 
should be in place for the parent company? How will 
employment deals be arranged, especially for key 
employees? Global businesses can face a potentially 
vast array of legal issues, making international 
expertise critical.

Ownership — Not only do ownership laws vary 
around the world, but in some countries, domestic 
ownership is required to conduct business, meaning 
you might need to partner. A strong global network 
can bring the right people together to make deals 
work. 

Culture — Always be mindful of local customs. 
For instance, after business dinners in China, it’s 
important to argue over who pays the check a certain 
number of times. Any less is seen as being ungrateful, 
while any more is considered patronizing and 
dishonorable. Culture matters everywhere. 

Logistics — Supply chain coordination, 
international operations, local rules, sourcing, 
service and other global business concerns can be 
challenging. Or they can be competitive advantages, 
if leveraged well. Usually that takes local people and 
knowledge. 

Businesses young and old must always be mindful of market 
intricacies, especially for markets that are new to the company.

BREAKING NEW GROUND
To help make international growth a successful undertaking, there 
are firms that offer full-service, turnkey international growth 
platforms to ramp up quickly in new markets. It aims to make global 
growth easy.

That coordination is valuable because of how important relationships 
and information are to successful global expansion. After all, how 
can you grow if nobody will take your calls? Leveraging business 
intelligence and relationships can be a catalyst for growth. 

For instance, a Michigan-based company looking to expand in 
Europe or Asia used the power of relationships to save months of 
exploratory time in one fell swoop. Of course, at first there were 
more questions than answers. And the uniqueness of each possible 
site was only adding complexity to the situation. 

By utilizing a turnkey platform, the company held a single fact-
finding meeting with representatives from each potential market. 
The Michigan-based management team was able to understand 
each international market better while also getting specific questions 
answered on regulations, taxes and more.

In the matter of a couple of hours, the company knew what path it 
would choose, where it needed to be, who it could work with and 
what had to be done. Such an effort would likely have taken months 
for the company to coordinate on its own. 

Beyond the time savings, the company went forward confidently 
knowing it was on the right path. On its own and absent the fact-
finding meeting, the management team may have arrived at the 
same conclusion. But it wouldn’t know with any degree of certainty 
that it was the right path forward. The Michigan company’s case is 
testament to the value of strong international relationships.

MAKE GLOBAL BUSINESS EASIER
Whether you’re thinking about expansion or have been operating 
internationally for years, an international growth platform can 
deliver value to your business. In many ways, a turnkey platform is 
the “easy button” for businesses to be successful overseas. 

ABOUT THE AUTHORS

Chip is a principal and director of the firm’s consulting practice. Chip has significant experience in insolvency and consulting 
matters both domestically and abroad. Contact him today at chip.hoebeke@rehmann.com.

John is the regional managing principal for greater Michigan. Additionally, he is a member of the firm’s board of directors 
and represents Rehmann within Nexia International, a worldwide network of independent accounting and consulting firms. 
Contact him today at john.pridnia@rehmann.com.

Whether you’re thinking about expansion or 

have been operating internationally for years, 

an international growth platform can deliver 

value to your business.
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Whether or not to hire someone to fill a CFO role is a 
question that many small businesses face. Maybe to 
help answer this question, we need to ask another. 
What does a CFO provide beyond what your controller, 
accounting manager or bookkeeper are providing?

Here’s a brief listing of what you could expect from a seasoned CFO:

STRATEGIC THINKER 
What’s our value proposition in the market place? Are we 
focused on the right customer and product lines? Where do 
we want to be in five years and how do we get there? These 
are all questions that a CFO is driving to answer through a 
collaborative strategic planning process.

PREDICTIVE NOT REACTIVE  
CFOs are forward thinking and ensure the company has the 
right tools (forecasting, financial modeling, cash projections) 
in place to navigate the outlook in front of them.

DECISION MAKING 
Small businesses need to be nimble and dynamic in 
their decision-making ability. CFOs provide leadership, 
experience and the financial tools to streamline decisions as 
they support key negotiation areas such as banking, legal, 
customer and suppliers.

These CFO abilities make a compelling argument that all small 
companies should have a CFO.  Unfortunately, budget limitations 
greatly impact the ability of small companies to actually have 
a CFO.  When small businesses figure out how many senior 
management positions they can afford in their budget, the dollars 
usually run out before they get to a CFO.

What other options do small businesses have? Maybe they can hire 
someone who’s recently retired and would like to work part-time? 
Maybe they can form an advisory committee and ask a couple 
financial folks to help in this capacity? Maybe they can outsource 
the CFO position until they can afford a full-time role? In the end, 
small companies need to find a way to get CFO level capabilities 
into their business to ensure they are well positioned for the future.

If outsourcing the CFO position is appealing to your business, 
Rehmann has a team of seasoned professionals that offer “CFO 
services”. Rehmann can assist your efforts to be strategic thinkers 
and develop predictive tools to help your company reach its goals. 
Contact Rehmann today to discuss CFO services.
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Rehmann has been named  
a Best of Accounting™ winner.
Fewer than one percent of all accounting firms in the United States and Canada earned the Best 
of Accounting Award for providing remarkable service quality to their clients. We are proud to be 
among them and humbled by our clients’ feedback.

Rehmann is committed to understanding where your business is today and where you want to take 
it in the future. Rehmann offers you direct access to associates from across our service lines, which 
cultivates more ideas, more service and more experience. That’s The Rehmann Experience.
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