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Cons and Pros of Roth IRAs
 ■ The IRS spells out the contribution rules for Roth IRAs in 2015 at

www.irs.gov/Retirement-Plans/Amount-of-Roth-IRA-Contributions-That-You-Can-Make-For-2015.

Facing College Costs
 ■ The College Board’s latest report on college costs is at

http://trends.collegeboard.org/sites/default/files/2014-trends-college-pricing-final-web.pdf.

Deducting Taxes Paid
 ■ The IRS explains the rules for deductible taxes at www.irs.gov/taxtopics/tc503.html.

QTIP Trusts Still Offer Advantages
 ■ TThe IRS provides a definition of qualified terminable interest property at 

www.gpo.gov/fdsys/pkg/CFR-2012-title26-vol14/pdf/CFR-2012-title26-vol14-sec20-2056b-7.pdf.

Succession Planning for a Family Business
 ■ The AICPA offers a client presentation on Family Business Succession Planning at

www.aicpa.org/InterestAreas/PersonalFinancialPlanning/Resources/PracticeCenter/ForefieldAdvisor/
DownloadableDocuments/FFFamilyBusinessSuccessionPlanningPresentation.pdf.

Practice Development Tip
Talk About Taxes for Tapping Home Equity
As you approach the end of tax season, you might be facing a slowdown after April 18. One way to maintain your business is 
to set up future meetings for the time after most tax preparation has ended. Finding the right meeting topics to suggest can be 
crucial.

One possibility is to offer a discussion on using home equity in retirement, including the tax aspects. A recent study by 
JPMorgan concluded that many Baby Boomers (generally people now in their 50s and 60s) will not have enough spending 
money in retirement if they rely solely on their savings and Social Security checks. The answer may be to tap their home 
equity.

Retired clients might be interested in this topic if they find themselves concerned about running out of cash, as they grow 
older. Clients still planning for retirement may be reluctant to stop working, if their savings are low, so you can provide them 
with ideas about using home equity to bridge the gap they anticipate.

One way to tap home equity is to use a reverse mortgage. You can give clients an idea of how much they can expect to 
receive—the Internet has several reverse mortgage calculators to provide examples. You can explain to clients that reverse 
mortgage proceeds are tax-free.

Clients who qualify might prefer to use a home equity line of credit instead. They’ll have to pay interest, but such interest 
payments probably will be tax-deductible on loans up to $100,000.

Yet another option for retirees is to sell their homes and use the proceeds to rent housing or to buy a less expensive place. 
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When explaining this approach, you might point out that home sellers owe no tax on gains up to $250,000 ($500,000 for 
married couples filing joint tax returns), provided certain requirements are met.

Raising this subject can make clients aware of a possible need to tap equity in retirement. Moreover, going over the tax 
aspects can give clients a better idea of just how much spending money from home they can expect.

Practice Development and Management Resources
from the AICPA 

For more information or to order, log on to www.cpa2biz.com or call 1.888.777.7077.

10 Steps to a Digital Practice in the Cloud: New Levels of CPA Firm Workflow Efficiency, 
Second Edition

 ■ In today’s marketplace, leveraging technology and cloud-based solutions to automate data processing and other low-
value work is essential to running an efficient and profitable CPA practice. This popular how-to guide is your roadmap to 
building your successful practice in the cloud in just 10 steps.
[Item nos. PTX1401P—AICPA Member $55.00, Nonmember $69.00 and PTX1401E—AICPA Member $49.00, 
Nonmember $59.00]

The Engaged Employee: 10 Initiatives for Successful Firms
 ■ The most successful firms have discovered a solution that retains the best and the brightest while driving desired 

business outcomes: employee engagement. In this book, author Sandra Wiley presents 10 key initiatives that your firm can 
employ to foster engagement.
[Item nos. PPM1402P—AICPA Member $49.00, Nonmember $59.00 and PPM1402E—AICPA Member $45.00, 
Nonmember $55.00]

You Are the Value: Define Your Worth, Differentiate Your CPA Firm, Own Your Market
 ■ Learn how to stand out from other CPAs by showing clients that YOU are the value of your CPA firm. This book 

provides you with practical strategies to build meaningful and lasting relationships with clients. Written specifically for 
CPAs, this new book guides you to discover what makes you valuable and different from other CPAs.
[Item no. 090550—AICPA Member $59.00, Nonmember $73.75]

CPA Client Bulletin Select
 ■ Do you ever wish you had more flexibility with your CPA Client Newsletter content?  Now you can with this new 

monthly offering from the AICPA. Optimize your client and prospect communications with the AICPA’s trusted CPA 
Client Newsletter content, now available in a flexible, editable MS Word format for use in your firm blog, social media 
outlets, traditional client newsletter communications, and beyond.
[Item no. PCN1301W—AICPA Member $895.00, Nonmember $1095.00]

Need help with your subscription? 
Contact our Member Service Center at 888.777.7077 or service@aicpa.org.

Questions or comments about the content? 
Contact Andrea Sterling, Managing Editor, at 919.402.4025 or CBeditor@aicpa.org.


