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From the President...

Handling Administrative Tasks

by Keith Mast

Mast Consulting, LLC
President
ICCA/DelawareValley

How do | CCA membershandle accounting, taxes
and retirement?

Recently, | surveyed our members with five questions about
these administrativetasks. Theresultsarebelow. Therewerea
few humorous responses but most provided straight forward
answerstothesurvey. Be sureto read the member comments at
the bottom of this article on page 4.

How do you handle day-to-day accounting needs?
a. | personally enter my own datainto accounting software (94%)
b. My employee entersinto XY Z software program (6%)

Summary of survey comments/r esponses:

*Most use Quickbooks

*Othersuse Excel, Quicken, MY OB, MSMoney, and ACCPAC.
*One company resells accounting solutions (ACCPAC Execu-
tive & Advantage Series).

*One person wrote his own package under Lotus Notes.

How do you handle YEAR END accounting needs?
a Rely onmy own experience with QuickBooksor software (33%)
b. My own experience plus talk to other consultants & profes-
sionals (24%)

c. Take data and reports to accountant for help and planning
(43%)

Survey comments/r esponses:
We have an in-house accountant handling all our finances; he
workswith our CPA — who iswith an outsidefirm to prepare
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taxes, strategizefor tax purposes. | also discussissueswith our
CPA—how to take advantage of our state’shigh-tech tax credits
and changesin that area, also for fed if that applies.

How do you handle your YEAR END TAXES?
a. | use Turbo Tax. No other outside help (22%)

b. I use Turbo Tax with accountant or CPA help (22%)

¢. In-house data and tax accountant or CPA (56%)

Survey comments/r esponses:

*| do the federal and state corporate taxes the way | think they
should be done, then take to an accountant for finalization. | do
monthly and quarterly payroll reporting myself.

*You need to have revenueto pay taxes! Thisyear, | finally do,
so I'll have to let you know. Based upon previous years loses,
thegov't will still oweme. (Continued on page 4)
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M eeting
| nformation
610-394-9090
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®

info@iccadelval.org
www.iccadelval.org

6:00PM. Networking & Cash Bar

7:00PM. Dinner

8:15PM. Meeting & Program

EntireEvening Prepaid ~ $30Members  $40 Guest

EntireEveningat Door ~ $40Members  $45Guest

Networking/Speaker FreeMembers  $5Guest

First time guests pay member rates. Prepayment
must be received and cancellationsfor refunds must be made
by Monday before meeting. Credit Cards accepted (MC,
Visa, Discover). If there is more than one person in your
party, wereguest that you pre-pay. Notethat making areser-
vationisapromiseto pay. “No-Shows’ will bebilled.

Mail Check Payableto:
ICCA DelawareVadley
125 N. Highland Avenue
Lansdowne, PA 19050

Meeting Locations:
(Pleasecall thehotel for directions.)

PhiladelphiaAirport Hilton
215-365-4150

4509 |sland Avenue )
Philadelphia, PA DoubleTree Guest Suites
610-834-8300

640 W. Germantown Pike

. Plymouth Meeting, PA
Clairon Hotd y g

856-428-2300
Route 70 & 1-295 )
Cherry Hill, NJ Holiday Inn Select
302-792-2700

630 Naamans Road
Claymont, DE

TOP TOPICS at
ICCA DelVal
2004-2005

by Kathleen Conti, WebSquared,LLC

| really enjoyed the presentation by Mel Payne at our October
meeting. He made methink about the fact that to be success-
ful asacomputer consultant in today’s marketplace you need
to bein one of two categories. You either have astate-of - the-
art high technology product/service or you need to have new
or unique products and services. If you find yourself with a
servicethat isaccepted and widely used, or worse still provid-
ing servicesthat are acommodity, you will quickly find your-
self struggling to keep up with the competition.

If | took onething away from the presentation it wastheimpor-
tance of selling your skillsto the key playersin an organiza-
tion. The entrepreneur/owner and the quiet guy or gal that
everyone goesto for advice often have alot of influence when
it comes to who gets the sale/contract within a company.

Also at this October meeting, three member firmswere recog-
nized for fiveyearsof membershipwith ICCA. Thesemembers
received certificates and name badges.

Congratulations to ...

JamesW. Schott, |1 WS, LLC
Rangargjan Suresh Chipper Systems, LLC
John Erthal Alphalon Business Solutions, Inc

InNovember at our Plymouth Meeting location, we have Dan
Goldber g presenting - Using Public Relationsto Position Your
Business — where he will discuss how to position your busi-
nessfor success while differentiating it from the competition.

Our final meeting for 2004 will bein Cherry Hill in December
wherewewill bejoined by ChrisFearnley whowill betalking
about Linux and Open Source Technologies. Thiswill be a
joint meeting with PM1 so I am hoping we will have a great
turnout.

I am currently finalizing the 2005 schedul e and thinking about
the 2005/2006 schedul e, so let me know of any good speakers
you have heard lately or any topicsthat you are interested in.
Email me: kconti @websguared.com

For more information on upcoming programs, don’t forget to
check out our website: http://www.iccadelval.org/ and click
on the “Monthly Meetings’ link on the left.
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GeorgelL etkiewicz

312 Sharon Court

Kingof Prussia, PA 19406

610-405-2013

Fax: 610-354-9217

Expertise: Microsoft Access, SQL Server, Visual
Basic, Excd

Kevin McGahey

Abacuslnternet, Inc.

1033 Glendevon Dr.

Ambler, PA 19002

267-992-0099

Fax: 215-793-9061

Expertise: Software Development

Jointhel CCA!

Becomeapart of theregion’spremier
association for Independent Computer
Consultants.

Membershipratesare:

* $100 Local Chapter Dues

* $175 National duesfor 1 personfirm

* $225 National duesfor 2-9 person firm

* $275 National duesfor 10+ personfirm

* $25 National Processing fee
(1sttimeonly)

This Trandlates to:
* $300for afirst-time 1 personfirm
* $275 subsequent yearsfor 1 person firm

Call 610-394-9090 to request an application, or
fill out membership application on line at
www.icca.org

| CCA Upcoming Dinner Meeting Dates 2004

% 11/11 DoubleTree Guest Suites, Plymouth Meeting, PA

Topic: Using Public Relationsto Position Your Business

Presented by: Dan Goldberg

Description:

Positioning your business for success and differentiating it from the competition is essential for

substantial growth. Your public image and how it's delivered can help position your organization as an industry
leader, innovator, expert, and/or company on therise. Learn some proven public relations positioning techniquesto

help your business grow.

#% 12/9 Clarion Hotél, cherry Hill, NJ

(Thisisajoint meeting with PMI)

Topic: Survey of Linux and Open Sour ce Technologiesand their Business Functions.

Presented by: ChrisFearnley

Description: Anoverview of what Linux and Open Source Technologies can provideto businesses and consultants

(i.e., the business functions).

Consulting Matters - Page 3
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From the President

continued from page 1

What type of year-end retirement plan are you us-
ing?

a Regular IRA (22%)

b. Roth IRA (28%)

c. SEP(61%)

d. Individual 401K (6%)

e. none (17%)

Survey comments/r esponses:

*Huh? What'saretirement?A 401K from prior employmentis
being used to hel p cover shortcomingsin the consulting busi-
ness. Managed by Wachovia Securities. We have setup a
SIMPLE-IRA for partnersand employees. | alsohaveasole-
proprietorship under which | contributeto aSEP-IRA. | also
maintain a Regular IRA — which | may change to a Roth
because | can’t deduct my regular IRA.

| subscribe to tax newdletter - RIA Tax Guide. | have been
looking at CFS Tax Software.

*|f | couldretireat year-end, do you think | would befilling out
this survey?

Do you pay for personalized professional advice?
a Yes(17%)
b. No(83%)

What are going to do DIFFERENTLY next year to
enhance your consulting?

Survey comments/r esponses:

*Better Marketing; Alliances with other consultantsin larger
ventures; Networking and call on past and existing clientsfor
more business; building my referral business and working
with existing clients.

*Use myhizoffice.com, your clients pay them, they pay you.
They charge 4% but, at the end of the year, you get aw?2 with
all your taxes already done and paid. Essentially you become
an employee of mybizoffice.

*Bemorediligent about keeping records up to date during the
year to avoid the year-end madness of |ooking for and sorting
through papers and receipts.

*Pay for professional help when you really need it since your
time and frustration probably ends up costing you more than
their bill.

*\We spend far too much time on administration and other
non-paying work (like tech-support). We need to organize

what we can quickly do and disperse the rest to others -
perhaps some helpful family membersor part-time help.

*\We've branched out into severa areas.

1) JV on Product Development w/ Clients,

2) Forge Strategic Alliances w/ Product Start-Ups as Their
ServicesArm,

3) Growing our Gov't ServicesArm,

4) Partner w/ Other Tech Start-Ups That Are Strong on Con-
cept but Weak on Technology,

5) Investor Services,

6) Provide Higher Level Business Strategy to Clients,

7) Gateway Outsourcing.

*|t becomes much easier to deal with clients, and to maintain
good relationships with them, if you can bring them busi-
ness. Quite often, just the sheer fact that you make effortsto
bring them business, will change their entire perspective of
you. Nothing makes a client happier than if you bring busi-
nessto them. And morebusinessfor them, meansmorebusi-
ness for you.

¢ ook for work in Richmond, Raleigh, Washington, areas as
well asPhila

*Don't put off entering your accounting data, reconciling, or
keeping your soft and paper files up to snuff for an audit.
Consider hiring me, an experienced Quickbooks bookkeeper,
one day a week for peace of mind. See my background at
http://www.magnatech-pa.com/,

| will ramp this business up with advertising and articles,
and so on and see what happens.

Thank you for everyone who participated in this survey. If
you think of an interesting survey topic, send it to me at
keithmast@aol.com.

[ ]

[ ]

s Consulting Mattersawayswelcomes newsletter
e articlesubmissions. If you havean articlethat would
: be of interest to the computer consulting community,
e Sendyour articleto:

® newdetter @iccadelval.org.
[ ]

[ ]

[ ]

[ ]

[ ]

[ ]

[ ]

[ ]

MS-Word or plaintextispreferred. Articlesubmission
deadline for the December Issue of Consulting
Matters isNovember 15.
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Growing Your Business: The Future of Relationship Selling

by Mel Payne, President, Knowledge & Success, Inc

Remarkabl e bottom-line benefits can be gained when you understand the customers and marketsyou aretrying to reach. You may
have the best products or servicesin the world, but until you clearly understand where you want to aim your pitch, your sales
effortswill be ineffective. It is not enough to be different; you must be better.

Itispossiblethat your marketing and sales strategy isontarget. If so, | hopeto provide an overview that will keep you on course.
If you are off course, | want to help you move your organization in the right direction. | suggest that you consider the Quadrant
Solution results-oriented approach to identify the most important buying behaviors and needs of the customers and marketsyou
serve. The Quadrant Solution concept (Diagram 1) isadisciplined processthat can help you effectively market to four different
types of buyers. To grow your business successfully you have to understand these buyers better than your competitors and
identify their pressing needs. Then deliver benefits that solve their problems and help them manage their success.

All customers are not alike. This might

Ty pes Gf CUStUmEI'S sound obvious, but only the less suc-

cessful salespeopletend to treat al cus-
tomersalike. HR Chally Group research

L“. wnl! studies show that top salespeople use

two basic dimensions to classify cus-

H Fast Growth Wide usage tomers. These _dimensions are the

e customer’s experience with the product

—‘ o Hew System Buy Established or service and purchasing complexity.
H Inexperienced U System Buyer (SeeDiagram 1)

Experienced i
Eperenc 1 Inexperienced customersdon't

want to struggle with all the
Saturation complexity and details. They

Furchase
Compiexity Introduction

| need a lot of hand-holding to
L Mew Produs dity Euryed guidethem compl etely through
| o the purchase decision.

T L
: 2. Experienced customerswant to
make quality decisionsbut may

1 : | LA need technical help. They want
Lo I.;_::,: Eﬁerienc:a HiGH = to know that you can provide

| gl o customization, quality stan-
With Product/Service | dards and deliver on schedule.

The Quadrant Solution process defines four sales quadrants based on the two customer dimensions described above. In each of the
guadrants the type customer and what they buy is identified. When you understand these characteristics you are better prepared
to aim your pitch, solve the customer’s problems and increase your sales. New products (Quadrant 1) are typically purchased by
visionary CEOs or Entrepreneurs, also known as “gate swingers’, who rarely used the product but hire an expert to implement
solution. The solution must be unique and exciting with a benefit that is ease to understand. These buyers enjoy purchasing new
and unique product and service. They also want to know how increased margins are tied directly to the uniqueness that your
solution delivers.

The new “system” buyers (Quadrant 2) are inexperienced but real users. An IT manager could purchase a computer system or a
financial services buyer could select an asset management solution. These buyers usually have both substantial technical and
application support needs. The solution in this case should help eliminate activity interruptionsand deliver improvements. Oncethe
buyer becomes comfortable with their knowledge of the solution, he or she becomes an experienced and more controlling user of the
system. Often this person becomes the “ expert”.

Experienced and demanding users,(Quadrant 3) “experts’, no longer have high technical and application needs. However, they have
pressing purchase and delivery needsthat require personal “relationship” involvement from salespeople. They want to ensure that

the solution meets the require quality standards while delivering cost (not price) savings. (Continued on page 7)
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Employee Benefit Planning for Independent Contractors

By Brad S Arnold, JD

Due to their size, the independent consultant can often get
overlooked in the employee benefitsworld. However, there
are unique opportunitiesfor theseindividualsthat are worth
pursuing. Thisisespecialy trueinthe qualified retirement
plan area.

There are two main types of qualified retirement plans: de-
fined contribution plans and defined benefit plans. A de-
fined contribution plan is based upon an annual contribu-
tionthat cannot exceed certain Internal Revenue Code (IRC)
limits. Because of theannual contribution limits, thereisno
limit on the amount that can accumulate over timein one of
these plans. A defined benefit plan is based upon a benefit
at retirement age. The maximum benefit at retirement ageis
limited by theIRC. Asaresult, therearerelatively few limits
on the amount of the annual deposit.

The most common example of a defined contribution plan
today isthe 401(k) plan. Thistypeof plan alowsfor pre-tax
deferral of income up to certain levels. In addition, an em-
ployer can also make profit sharing contributions to these
plans, resulting in substantial tax deductible contributions.
Most importantly, a401(k) plan can be maintained by aone-
person entity such as an independent contractor.

The current annual limit on contributionsto adefined contri-
bution planis$41,000 (the 2004 limit). Inaddition, the maxi-
mum deduction that can be taken for contributions to these
plansis 25% of compensation. This25% limit does not in-
cludethe salary deferral contributions made under the 401(Kk)
part of the plan. Furthermore, for individuals aged 50 and
over, the law allows for additional salary deferrals of up to
$3,000 (for 2004) that are unaffected by any of the annual
limits. As aresult, particularly for individuals looking to
maximizeretirement contributions and tax deductions, these
plans have become extremely useful to independent con-
tractors. The market refers to them as “individual 401(k)
plans.”

Let'stakealook at an example:

Anindependent contractor with acorporation makes $100,000
inW-2income. For calendar year 2004, this person can make
a401(k) contribution of $13,000 and still have the corpora
tion fund a profit sharing contribution of $25,000 (25% of
compensation). Thetotal deductible contributionis$38,000.
Inaddition, if theindividual isover 50, they can take advan-
tage of the catch-up contribution rules and deposit an addi-
tional $3,000 over and above the other amounts.

This is tremendous result for someone who does not need
theincometo live off of and is seeking amaximum tax deduc-

tion. Frequently, this describes an independent contractor.

These plansare subject to annual tax reporting depending upon
their sizeand do require aplan document. However, theinvest-
ment options are very flexible and the plans are widely avail-
able.

With all the notice that gets paid to 401(k) Plans, the defined
benefit plan option can be easily overlooked. In addition, with
large plan failureslike those that occurred in the steel industry
and are now beginning to occur with the airlines, they have
acquired abad name. However, there are still situationswhere
the defined benefit plan is the perfect design option and it isa
serious mistake in planning to overlook them.

We have noticed a growing number of independent contrac-
tors are discovering the benefits of these plans. These indi-
vidualsaretypically looking to maximizetax deductibleretire-
ment savings. Because independent contractors do not usu-
ally have other employees, the problemswith inflexibility -- so
often a deterrent to the use of the defined benefit plan -- is not
present. Quite the opposite is true. There is a tremendous
amount of flexibility in annual depositsaslong as proper moni-
toring and planning is done.

Because there are no annual limits to contributions under a
defined benefit plan, the tax-deductible deposits that can be
achieved are substantially higher than the $41,000 in the de-
fined contribution plan. For example, the chart below givesa
rough idea of the deposits and maximum lump sums at retire-
ment that can be attained:

Current | Retirement | Contribution| Lump Sum at
Age Age Retirement
40 55 $60,100 $1,400,000
45 55 $106,100 $1,400,000
50 60 $136,100 $1,800,000
55 62 $165,300 $1,400,000
60 70 $179,800 $2,400,000
65 70 $210,200 $1,200,000

Let’slook at another example:

The same independent contractor above, assumed to be age
65, can make atax-deductible contribution of virtually all of his
incomeinto a defined benefit plan. The same would be true if
theindividua was consistently making $200,000 per year.

(Continued on page 7)
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Employee Benefit Planning for Independent Contractors
Continued from page 6

A defined benefit plan a so requires the same annual reporting that a defined contribution plan does and also has plan document
requirements. In addition, the services of an actuary are required to properly administer them. However, the actual costs of
maintaining a defined benefit plan for an independent contractor are virtually the same as for a defined contribution plan.

Individuals looking to shelter as much of their income as possible will be best advised to take along look at the defined benefit
approach. Thoseindividualswith lower levelsof incomethat don’t desire deductionsin excess of 25% of their compensation will
find the defined contribution approach to be better.

Asistruewith all employee benefits, it is most important to seek the advice of an expert to help design the plan that best suitsthe
client’sindividual needs. Independent contractors provide expert advice in their field and understand the benefit of letting other
experts provide advice to them.

Please contact Brad S. Arnold, JD of Tycor Benefit Administrators, Inc. at 610-251-0670, extension 12 for moreinformation on the
range of services that we can provide to independent contractors.

hhkhkkhkhkhhkhhhhhhhhhhhhhhhhdhhhhhhhhhhhhhhhhdhhhhhdhhhdhhhhhhhhdhhhhhhhhhhhhhhhhdhhhhdhhhdhhhdddhdrhrx*x

About the author:
Brad Arnold, JD isaconsultant for Tycor Benefit Administrators, Inc. in Mavern, PA. Contact him at barnold@tycorbenefit.com,
or 610-251-0670, extension 12.

Tycor Benefit Administrators, Inc isaconsulting firm specializing in comprehensive integrated benefit solutions for employers,
employees and business owners. Tycor specialists advise, administer, and produce products in the areas of Retirement and
Employee Benefit plans: www.tycorbenefit.com

Growing Your Business: The
Future of Relationship Selling

Continued from page 5

ICCA Delaware Valley Shirts

Sze S M L XL XXL
Color Green Ecru White Navy

Commodity buyers (Quadrant 4) aretotally experienced with
the standardized product or service. Price and convenience .
are typicaly their two key concerns. They want to know Qy ___ @$25 Total Enclosed:
that the product or service is readily available and easily Name
replaced at the best price. Address

Utilizing the Quadrant Solution concept to identify theright
customers, buyers and markets for your products and ser-
viceswill help you grow your business.

Email

kkhkhkkkkhhkkhkhhhkkhkhhhkhkhhhkkhkhhhkhkhhhkhkhhkkhkhhhkhkhhkhkkkx*x

About the author: Send thisform with check payableto:

Melvin Payne is the President and founder of Knowledge ICCA

and Success, Inc. Knowledge & Success, Inc assists cli- 125N. Highland Ave

ents with building successful organizations using World Lansdowne, PA 19050

Class standards and tools. Knowledge and Success, Inc.

providesemployee assessments, sales, management and lead- Or call/email your VISA/MC/Discover card number,
ership development training, organizational design consult- expiration date, and total dollar amount of order to

ing and mentoring programs. 610-394-9090 icca@erols.com

Mel can be reached at: Shirtswill beready for pickup by the following meeting.
Office: 215-230-4128,

Email: mpayne@knowl!edgeandsuccess.com,
Website: www.knowledgeandsuccess.com
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November
Tech Calendar

11- Nov
PADLA's 2004 Distance/e-L earn-
ing Conference
8:00-5:00pm
Dr. Marc Rosenberg, Keynote
Location:
Penn State Great Valley
Malvern, PA
http://www.tempo-train.org/

programs.html

11- Nov
ICCA Del Val Chapter Mesting
Using Public Relationsto Position
Your Business
Presented by: Dan Goldberg
Location:
Doubletree Guest Suites
Plymouth Meeting, PA
6:30PM -9:30PM

www.iccadelval.org

17 - Nov
DeawareValley Computer Users
Group
“The Dynamic Ul Environment--
Modernization and Beyond!”
Tom Herman, Look Software
Location:

Airport Embassy Suites
Philadel phia, PA

5:30 PM Cocktails

6:00 PM Roundtable
6:30 PM Dinner
Meeting information:

www.dvcug.org

If you hear of an event that
would be of interest to our
members, send the meeting
noticeto

newd etter @iccadelval .org

ICCA Delaware Valley Board of Directors
Committees and Other Contacts 2004-2005

| President/Webmaster | | Education Chair |
Keith Mast MikeHerrera
Mast Consulting, LLC Client Server Specidists, Inc.
WebSite: www.iccadelval .org Voice: 610-992-9287
E-Mail: president@iccadelval.org E-mail: mherrera@cssi.org
Vice-President | | Newsletter Editor |

. DianeHerrera
:\_A(;;P Caghh(:: ilr;:irews Client Server Specialists, Inc.
' \oice 610-992-9287

610-324-5721 . .
. . . - : @iccad .org
Michagl.M cAndrews@L ogicChoice.com E-Mall: newsletter(@ elval.or

| Secretary | |Program Coordinator |
CynthiaColeMacia Kathleen Conti
Computer Concepts and Methods WebSquared, LLC
\oice 610-649-2769 \oice 610-344-9446
E-mail: CindyCole@ccam.biz E-Mail: kconti @websquared.com
| Treasurer | | Directors |
GeorgeR. Smith Kathleen Conti
GRSAssociates WebSquared, LLC
\oice 302-478-5919 610-344-9446
E-mail: grsassociates@juno.com E-mail :kconti @websquared.com
— John Erthal
| Chapter Administrator | Alphalon Business Solutions, Inc.
LindaFalotico E-mail:jerthal @al phalon.com
ICCA DelawareVadley Leigh Weber
POBox 835 Weber Consulting Services, L.L.C.
Lansdowne, PA 19050 \oice 215-519-1697
Voice: 610-394-9090 E-mail: lweber @weberconsult.com
E-mail: info@iccadelval.org .
Rose McNeill
Neillix Networks, L.L.C.
Voice 267-978-6503

s -mai|: rmcneill 944@comcast.net

ICCA Disclaimer Notice

Discussion of any legal issues in any article that appears in this publication is pre-
sented as educational material only. The Independent Computer Consultants Associa
tion, Inc. does not and cannot take responsibility for any statements made within this
publication asto the meaning or effect of any federal or state law, statute, regulation or
ordinance, and any opinions expressed in this publication asto such meaning or effect
are the opinions of the authors and are not the opinions of the Independent Computer
Consultants Association, Inc. Any actions or legal steps taken should be throughly
reviewed with your personal attorney or tax consultant, as laws vary from state-to-
state and also because the facts of your situation may not support application of any
rule, statement, or suggestion that may be printed in this publication.
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