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Unless you happen to be Bill
Gates and just love running
an archery shop for fun of it

the chances are that you are in busi-
ness to make money. However mak-
ing money is a more complex issue
then simply counting the cash that
comes in through sales and subtract-
ing inventory cost and overhead.   

The first year I was in business
with my own archery shop I was so
intent on making my business grow
and increasing sales that I forgot
about one simple but important fact.
I forgot to take steps to ensure that I
got to keep as much of the money I
earned as possible. Oh, I made sure I
controlled my overhead expenses,
bought my inventory at the best pos-
sible price, priced my goods to
ensure a fair markup and paid my
bills on time to take advantage of any
available discounts but when it came
to taxes I blew it completely. Like
most people I thought that taxes
were something that I simply had no
control over.

Taxes must be considered as part
of your operating expenses. It is true
that you have to pay them but just
like your other overhead expenses
you can control them. More impor-
tantly, with the proper help you can
minimize your taxes and put more
money in your pocket at the end of
the year. 

First let me categorically state
that I am not suggesting that you do
anything such as hiding income or
inflating expenses. That is not only
illegal but it is a sure way to wind up
in a small room with bars on the
windows. What I am suggesting is
that you take the steps to minimize
your tax liability. This is not some-
thing that you can do easily by your-
self; you will need some specialized
help in the form of a good tax con-
sultant. Now I choose the term tax
consultant carefully. Depending
upon the size and complexity of your
business that tax consultant could
be a tax lawyer, an accountant or a
tax preparer. They could be totally
involved in every aspect of your
business or they might simply com-

plete your taxes providing advice as
required. 

All tax consultants are not creat-
ed equal. Take the time to select one
that you feel comfortable with and
who is willing to take the time to
understand your business and your
personal situation. Think of a tax
consultant like a doctor, if you don’t
tell him where it hurts he can’t do
much to help you.

In preparation for this business
brief I decided who better to ask for
input than my own personal tax con-
sultant, Dave Oppel, President of
Oppel Associates, located in
Duncansville, Pennsylvania. “The
most common mistake I see busi-
nesses make is in not building a rela-
tionship with their tax consultant,”
Oppel said. “It’s not a problem for
me or any other consultant to simply
fill in the numbers on the proper tax
form but that is not in the client’s
best interest. Taxes are not a once a
year thing. To manage a businesses
tax liability it is necessary for me to
meet with my clients periodically
throughout the year. Depending
upon the size and nature of the busi-
ness it might mean monthly and in
other cases less. However in any case
I feel that a quarterly meeting is a
good basic guideline.”

“These periodic meetings do two
very important things,” Oppel con-
tinued. “First, it keeps both of us
abreast of any changes in the busi-
ness and second, it gives us time to
react. Let’s assume for a moment
that a client waits until the first of the

year to bring me his business figures.
While I can still prepare their taxes
we have lost the ability to made deci-
sions that could result in reducing
their tax liability. It might be some-
thing as simple as making sure that
all outstanding accounts payable are
paid before the end of the year to
reduce taxable profit or something
more complicated such as deciding
if a capital expenditure should be
moved into this calendar year or
postponed until next year. In any
case without periodic meetings and
business reviews it becomes impos-
sible to make the correct tax liability
decisions.”

“I think now is the perfect time
to shed some light on one of the
most misunderstood tax traps, the
tax deduction,” Oppel laughed.
“While we want to take every tax
deduction available it makes no
sense to spend money simply to gain
a tax deduction. Many times I will
have a client who wants to purchase
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a new piece of equipment or busi-
ness vehicle simply to get the tax
deduction. Never spend money to
get a tax deduction unless you actu-
ally need the equipment or services
being purchased. However if the
purchase can be justified from a
business standpoint the next impor-
tant decision is when to buy. This is
where tax planning comes into play.”  

“As an example let’s assume that
you had just sold the local school
district $20,000 worth of equipment
for a new in-the-school archery pro-
gram that they were starting up,”
Oppel explained. “The chances are
good that they will not be spending
this money again next year so it is
necessary to look at this increase in
sales as a one time event that may
not occur again for several years if at
all. This is the perfect time to consid-
er moving a capital expenditure orig-
inally planned for next year into this
year. The capital expenditure,
assuming it is necessary and benefits
the business, might just cancel out
or significantly reduce the additional
income from this one time sale and
in turn reduce the tax liability that
could have resulted if no action were
taken.”

“Another simple but often over-
looked aspect of tax management is

record keeping,” Oppel stressed.
“While tossing all of your receipts in
a shoe box may seem like a system, it
may do more harm than good. It is
best to keep your records by the
month; it helps minimize errors and
allows you to get a more accurate
picture of your business and can be
critical if you are faced with an IRS
audit.”

Everyone is afraid of an audit
and if they aren’t they should be. An
audit can be very intimidating and
one of the best ways to avoid it is by
not throwing up red flags. What are
red flags and how do you avoid
them, you might ask. First, report all
of your income. Not reporting your
total income is not only illegal but if

the IRS finds any evidence that you
had income that was unreported
they are going to turn your business
upside down looking for other dis-
crepancies. The next way to raise a
red flag is to claim expenditures or
deductions that are out of line with
your overall business profile. Again
in these matters your tax consultant
is well aware of acceptable parame-
ters and you should rely on their
expertise to eliminate these poten-
tial danger points.

In the event you are audited your
best defense or should I say your
only defense is going to be your
records. Personally I have been
audited three times and each time
my records saved the day. I also
believe that the more detailed your
records are the better the chances
are of surviving an audit. For exam-
ple as a writer I get much of my
information over the phone.
Because I work from my home I
installed a separate phone line.
While you might think that would be
sufficient it isn’t as you might be
questioned if you use that phone for
any personal calls. To avoid that situ-
ation I have my phone tied in
through my computer and a pro-
gram that records the date and time
of each call as well as the party being
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It often seems as if the tax man speaks a foreign language. To make sure you minimize
your tax liability and keep more of the money you earn it is necessary to understand the
tax language and the constant changes to the tax code. While often impossible to do
yourself help can often be found through the use of a qualified tax consultant.
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called. At the conclusion of the call
I make a few quick notes on the
computer log as far as the subject
discussed. When I was audited and
the subject of phone usage was
brought up I simply hit the button
on the computer and printed pages
and pages of detailed phone logs.
After a quick glance at the records I
produced, the auditor accepted all
charges and allowed the deduc-
tions without even questioning any
specifics. Remember it is up to you
to produce proof of records.
Without records your deductions
can be disallowed regardless of how
legitimate or logical they might
seem. I think it is also important to
note here that the IRS does not
accept a cancelled check as proof of
expenditure; you must be able to

produce a receipt as
well.

There are count-
less subjects that
could be discussed
in conjunction with
taxes but because
each case is subject
to variables depend-
ing upon your spe-
cific situation let me
summarize this way.
While we all are
required to pay our
fair share of taxes
anyone that pays too
much is simply toss-
ing money out the
window. Taxes are a
manageable part of
your overhead and

with a little effort they can be mini-
mized. When it comes to taxes I
think we all should do what we do
best in business and make as much
money as we can. Then when it
comes to managing the tax liability
seek a good tax consultant and take
the time to develop a relationship
with him so he knows and under-
stands your business. Let him do
what he does best and minimize
your tax liability because like death,
the tax man cometh. 

Editor's Note: In addition to his
writing duties, John Kasun is an out-
door seminar speaker and a business
consultant with experience in corpo-
rations large and small. He can be
reached at 126 Hickory Ln,
Ducansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@aasdcat.com

Selecting a tax consultant for your business is an important decision
and not one that should be taken lightly. To do the best job for your
business your tax consultant must be familiar with your business and
its various aspects. Dave Oppel, President of Oppel Associates, is
very knowledgeable about the tax codes but to do the best job for his
client, the author, he must know and understand the authors busi-
ness as a writer. The responsibility for developing a complete under-
standing is shared by both the tax consultant and the client.
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