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❶ 
How have you added value 
to your clients’ business 

in this down and then slowly-re-
covering economy? Are there any 
additional services that you offer 
now that perhaps were not offered 
in the past?

 Chris Allen, Deloitte & Touche LLP
 Over the past few years, our clients 
have been looking primarily to stream-
line their operations through head count 
reduction and increased automation.  
Our consulting professionals are active 
in helping clients identify and realize 
operational cost savings through stream-
lining of  processes including efficiencies 
through IT automation.  Clients are also 
looking for counsel regarding new and 
increased regulations while position-
ing themselves for future growth as the 
economy recovers. For example, we’ve 
helped clients understand the implica-
tions of  new regulations including health 
care reform and Dodd-Frank. Companies 
are also looking for ways to be more in-
novative with their offerings to differenti-
ate in a competitive marketplace. We’ve 
worked with our clients to implement our 
thought leadership in evolving industries 
including new structures for alliances, 
and arrangements to develop new ap-
plications and access new markets for life 
sciences companies. We’ve also been at 
the forefront in helping our federal gov-
ernment customers in optimizing mission 
critical operations while reducing costs in 
the constrained budget environment.

Don Williams, Grant Thornton LLP
 The first and foremost action step on 
our part in adding value to our clients is 
that we are listening. Often times, when 
the financial markets become difficult, 
you will find many professional service 
providers will begin selling the magic 
bean of  the day. It is not always the right 
fit for every client or every situation, but 
it becomes more of  a campaign on the 
accounting firm’s part. We have found 
that it is far more meaningful and creates 
more value for our clients if  we step back 
and listen to what they are faced with 
and the various pressures that impact the 
business decisions that must be made to-
day. We try to make sure that we do not 
become victims of  the internet age and 
rely on technology for communicating 
with our clients. It is far more important 
to us if  we can establish a face-to-face 
meeting to gain an update from manage-
ment. Often times, these interactions will 
alert us to action steps which manage-
ment can take in order to improve their 
operations and operating results. While 
I would not characterize our services 
as “new”, we are certainly aware of  the 
impact of  new accounting literature on 
our clients and new developments in both 
federal and state taxes that create plan-
ning opportunities for our clients.

Elsa Romero, AKT LLP 
Our mission at AKT is to help our 

clients achieve their goals and is our fun-
damental driver for serving our clients. In 
working with our clients we continually 

provide additional value-added services 
in addition to the traditional compli-
ance services. The value-added services 
vary as they are a function of  the niche 
or industry of  our clients. We can give 
you several examples: Our Construction 
Niche advisors have worked with their 
clients to help them with claiming credits 
specific to their operating structure which 
have in turn provided the clients with 
tax savings and increased operating cash 
flows. In the Nonprofit Services area, we 
have worked with several of  our organi-
zations to help them create internal prac-
tices that have allowed them to work with 
reduced staff. We have consulted with 
many of  our family owned and/or small 
business clients to help them structure 
their financing needs and other strategic 
cash flow planning ideas.

Harvey J. Schroeder, White Nelson 
Diehl Evans LLP
  In this slowing economy our clients 
are looking to reduce costs where they 
can and one way is by outsourcing some 
of  their accounting needs.  We have 
worked with our clients and provided ser-
vices ranging from accounting to control-
lership duties.  This allows our clients to 
reduce staffing levels that are not needed 
because of  the economic slowdown but 
at the same time continue to receive the 
timely advice and accounting informa-
tion needed to make decisions. We have 
also been engaged by our clients to assist 
with expense analysis, budgeting and 
projections, and to review their internal 
controls, information technology systems 

and other processes and methodologies. 
This has enabled us to recommend cost-
saving options while improving efficien-
cies and their processes at the same time.

Wade McKnight, J.H. Cohn LLP 
  J.H. Cohn continues to add value to 
clients’ businesses by understanding their 
industries and their operations. We stay 
vigilant to bring ideas to the table that, 
in turn, bring improvement. Looking be-
yond traditional accounting services, we 
have focused on ancillary services that 
can help clients manage costs, such as 
insurance risk management and benefits 
consulting. Unique among accounting 
firms in the U.S., we have a director of  
economic research, Patrick O’Keefe, who 
helps clients understand the economic 
data that help shape their business plans. 
 We have emphasized a measured, 
“back to basics” approach to business 
and work with our clients to help them 
leverage capital from traditional third 
parties, such as banks, which are a 
middle market companies’ lifeblood. We 
have also, through our Private Equity and 
Venture Capital Services Group, worked 
diligently to assist our clients in accessing 
alternative sources of  capital for a variety 
of  strategic needs. Because it’s an area 
we’re actively engaged in, we are able to 
make recommendations and introduc-
tions with very positive outcomes. 

❷ 
Have you seen a change in 
the way your clients moni-

tor cash fl ow and what are some 
examples you can share?
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Chris Allen, Deloitte & Touche LLP
 Over the past few years when credit 
has been very tight, monitoring and 
forecasting of  cash flows has been an 
enhanced focus and investors have paid 
more attention to cash burn rates.  In 
response to this, we’ve helped clients 
improve the sophistication of  their cash 
flow modeling techniques. We’ve also as-
sisted financially – distressed companies 
with tax and other planning to address 
debt forgiveness issues and effective use 
of  losses to achieve tax refunds or reduce 
future tax liabilities, as well as restructur-
ing to streamline operations and improve 
cash flow.

Don Williams, Grant Thornton LLP
 Monitoring and managing cash 
flow is a critical task of  any company, 
especially a growing one. Delaying pay-
ment to vendors is one way we have seen 
companies improve the cash position in 
the recent terms; however, such practice 
could have detrimental results in the long 
term. Negotiating new payment terms 
with vendors has proven to be a more 
effective method as well as providing cus-
tomers improved incentives to pay within 
a shorter period of  time. Those compa-
nies with debt financing have considered 
refinancing to improve the payment 
structures and timing of  their principal 
and interest. Finally, a significant number 
of  companies have managed their capital 
expenditures and discretionary spending 
to the extent that such deferrals of  cost 
would not impact their operations. As 
many companies have learned in this 
tough economy, cash is king and manag-
ing your business’s cash flow can signifi-
cantly impact growth and sustainability. 
Ryan Selhorn, Senior Manager, contrib-
uted to this response.

Elsa Romero, AKT LLP 
Yes, our clients have transitioned 

into having a more direct hand in manag-
ing their cash flows as well as increasing 
the frequency of  updating their projected 
cash flows for both the short and long 
term. Our goal is to not only be available 
to our clients in responding to their needs 
when they have questions that could 
impact their cash flows, but to proactively 
bring ideas to them.

Harvey J. Schroeder, White Nelson 
Diehl Evans LLP
  Nearly all of  our clients have been 
affected by the downturn of  the economy 
in some fashion and trying to improve 

cash flow has been a prime directive. To 
mitigate the effects of  decreasing cash 
flows, we have seen clients revisit their 
contractual obligations from restructur-
ing capital and operating leases to delay-
ing construction and other expansion 
projects.  We have unfortunately seen 
clients forced to reduce staffing levels 
to accommodate their lower volume of  
business, while at the same time using 
creative uses of  part-time and contract 
labor to continue to get the work com-
pleted. Many clients have a large amount 
of  capital tied up in accounts receivable 
and inventory so we have worked with 
them to plan for reduced inventory levels 
and improve their accounts receivable 
turnover ratio based on the lower levels 
of  business activity. The result is the 
client has budgeted for their cash flows 
and can plan for the cash flow highs and 
lows, instead of  being surprised when 
there is a shortage of  cash and wondering 
how it happened. 

Wade McKnight, J.H. Cohn LLP 
 Yes, particularly in the areas of  
customer credit, inventory control, and 
the review and evaluation of  overhead 
expenses. Depending on the industry, we 
have seen tightening of  days outstand-
ing, and many of  our clients have placed 
more focus on their monthly budgets and 
cash flow projections. They are monitor-
ing budget-to-actual results in a timelier 
manner and are adjusting their opera-
tions as needed. Among smaller compa-
nies, we also have noted that executive 
management and owners are more 
closely monitoring cash disbursements 
and have extended the disbursement 
timeline.
 We are encouraging our clients to 
conserve cash to be better prepared as the 
economy rebounds and to seize strategic 
opportunities as they become available. 
We worked with one of  our clients, for 
example, to improve operational efficien-
cy and reduce their cost structure, which 
in turn led to the buildup of  sufficient 
capital reserves and the financial bench 
strength to acquire a struggling competitor.

❸ 
What federal/state 
regulations have the most 

signifi cant impact on your clients’ 
business? Why?

 Chris Allen, Deloitte & Touche LLP
 Clients are spending a significant 
amount of  time and resources dealing 

with the additional reporting and tax 
liabilities associated with the upcom-
ing changes in health care coverage. 
Many clients also are considering and 
implementing additional estate and gift 
planning as a result of  the temporary 
changes made to the gift and estate rules 
in December, 2010.

Don Williams, Grant Thornton LLP
 Companies trying to turn the corner 
during the down economy have been bur-
dened by limits on their ability to use net 
operating losses. Taxpayers losing money 
during a bad economy can normally use 
their net operating losses to either offset 
future income or carryback the losses 
against profitable years to generate tax 
refunds and reinvest in their businesses. 
But tax laws under Code Section 382 
limit the ability of  businesses to use these 
losses if  the business is considered to 
have undergone an ownership change. 
Even worse, California has suspended 
the use of  net operating losses since 2007 
unless certain narrow criteria apply. With 
these restrictions and the tough economy, 
it is more important than ever for busi-
nesses to employ available tax planning 
strategies to ensure they can use as much 
of  their losses as possible. Shane Orr, 
San Diego Tax Partner, provided this 
response.

Elsa Romero, AKT LLP 
  Certain industries have been more 
directly affected by current legislation 
than others, but it is safe to say that 
many of  our clients have been impacted 
by recent legislation. To some they may 
have had positive results by receiving 
potential tax credits, but many have 
had negative effects. For example, the 
California Legislature has suspended net 
operating losses for most businesses. This 
has caused many clients to pay California 
state tax when they were not expecting to 
have this liability. 

Harvey J. Schroeder, White Nelson 
Diehl Evans LLP
  Small businesses are faced with 
regulations covering just about every 
aspect of  their business and complying is 
a big burden. Unfortunately, many times 
they are not even aware they are out of  
compliance. Most recently, payroll and 
payroll tax regulations have impacted 
our clients’ businesses.  The recent two 
month extension of  the 2 percent payroll 
tax holiday has led to confusion over 
withholdings, particularly with highly-

compensated employees. Regulations 
impacting our clients range from the 
many forms of  taxes to labor standards 
to OSHA to EPA. California taxes and 
fees, such as the S-Corporation taxes and 
LLC Gross Receipts fees, continue to 
frustrate our clients. California non-com-
pliance with taxpayer-friendly federal 
laws, such as higher Section 179 and bo-
nus depreciation limits and net operating 
loss carrybacks add to their frustrations. 
Small businesses continue to struggle 
with classifying workers as independent 
contractors or employees and the various 
reporting requirements. We also pro-
vide auditing and consulting services to 
municipalities and the recent California 
Supreme Court rulings regarding redevel-
opment agencies has severely impacted 
our clients in those sectors.

Wade McKnight, J.H. Cohn LLP 
All taxing jurisdictions are trying 

to find additional ways to raise revenue, 
so compliance is imperative. Given the 
prominence of  multi-state issues, such 
as nexus and the tax liability associated 
with it, compliance and proper planning 
are also top issues of  concern. Certain 
previously extended federal tax provi-
sions will expire on December 31, 2012, 
representing a finite window for business 
owners to initiate extremely beneficial 
estate planning and wealth management 
strategies, and new international personal 
income tax reporting guidelines have a 
significant impact on the way U.S. 
citizens working abroad report income 
and pay tax upon income earned outside 
the U.S.

❹ 
As of  now, the tax cut 
provisions announced last 

year will expire one year from 
now. How are you working with 
your clients to help them maximize 
the opportunities that have been 
presented to them prior to their 
expiration?

Chris Allen, Deloitte & Touche LLP
 Assuming that ordinary and capi-
tal tax rates will be increasing in 2013, 
we are assisting clients in re-evaluating 
their overall tax planning strategies and 
putting timely plans in place so they do 
not miss opportunities.  This includes: 
acceleration of  ordinary income and 
capital gains into 2012 and planning for 
the alternative minimum tax; reviewing 
opportunities to trigger qualified divi-
dends in 2012 primarily from closely held 

Wade McKnight 
Office Managing Partner-
San Diego
J.H.Cohn LLP
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companies; deferral of  deductions into 
2013; and using the increased exemption 
for lifetime gifts and reviewing their 
current estate plans.

Don Williams, Grant Thornton LLP
 Educate, Educate, Educate. We 
follow the changes in tax law so our 
clients do not have to. We regularly hold 
tax planning meetings with our clients 
to discuss the regulatory and legislative 
environment so they understand how 
changes will affect their company’s oper-
ations. There is still plenty of  uncertainty 
surrounding which tax provisions may 
expire and which may be extended. The 
key is for businesses to understand the 
outlook and begin preparing now so that 
they can act when the legislative situation 
becomes clearer. It is also important to 
remember that tax planning is only one 
element of  a business decision. There 
are many factors to consider, but clients 
educated about the tax environment 
can make better, well-rounded decisions 
about potential business transactions. 
Shane Orr, San Diego Tax Partner, pro-
vided this response.

Elsa Romero, AKT LLP 
 We are continually working with our 
clients’ tax planning needs regardless of  
expiring provisions. We also work hard 
to inform them on future changes. Maxi-
mizing tax opportunities is a normal 
course of  service to our clients from year 
to year. As would be expected our clients 
are at various stages in their business 
cycle. As such we help them evaluate tax 
planning opportunities not only in the in-
come tax area, but also in the estate and 
gifting tax areas. Meeting regularly with 
our clients to make sure we are up to date 
on these opportunities is important. 

Harvey J. Schroeder, White Nelson 
Diehl Evans LLP
  The difficulty with tax planning 
around expiring tax provisions is that 
their expiration may not come to fruition.  
A prime example of  this is the AMT per-
sonal tax exemption which has been set 
to sunset nearly every year but continues 
to be extended. The year 2012 will be 
especially difficult in this regard.  Favor-
able tax rates for certain dividends and 
capital gains are set to expire at the end 
of  year.  Do we encourage our clients to 
sell appreciated assets before capital gain 
rates increase?  Similarly, favorable depre-
ciation rules are set to expire at the end 

of  2012.  Do we encourage our clients to 
invest in their infrastructure?  As a firm, 
we continually monitor actions taken in 
Congress and alert our clients to changes 
that affect them and their businesses. We 
find that by constantly working with our 
clients and keeping them informed of  
the ever-changing income tax situation 
promotes more communication between 
us and results in tax planning that is year-
round instead of  just a year-end activity.

Wade McKnight, J.H. Cohn LLP 
 One of  the most significant changes 
for businesses is the expiration of  the 
100 percent Bonus Depreciation provi-
sion. This provision allowed 100 percent 
write off  of  new qualifying fixed asset 
additions and certain Qualified Lease-
hold Improvement Property placed into 
service after September 8, 2010, and 
before January 1, 2012. Unless Congress 
extends this provision, the Bonus Depre-
ciation write off  will be reduced to 50 
percent for 2012 qualifying asset addi-
tions. Additionally, the Internal Revenue 
Code Section 179 deduction for new or 
used qualifying additions up to a total 
of  $500,000 will decrease to $139,000 in 
2012. By accelerating business expansion 
purchases into 2011, our clients were 
able to maximize these tax provisions’ 
benefits. 
 We also work closely with our clients 
in light of  the possible expiration of  the 
Research and Development and Work 
Opportunity tax credits to help identify 
and maximize qualifying costs for 2011 
and help them leverage other new busi-
ness credits that are applicable to their 
business. In anticipation of  increasing 
tax rates, we have looked at the benefits 
of  expanding company retirement plans 
through the use of  Defined Benefit Plans 
and other types of  arrangements. We also 
assisted our clients in planning for the 
increase in long- term capital gain rates 
after 2012 and the persistent challenge of  
minimizing the impact of  the Alternative 
Minimum Tax.

❺ 
How should companies 
evaluate their accounting 

fi rms?

Chris Allen, Deloitte & Touche LLP
 Trust is essential.  We believe that 
professional services firms are best evalu-
ated based on trust created by a track 
record of  consistently providing quality 
services and bringing incremental value 

to clients by not just being responsive, 
but also being proactive.  Firms should 
also have a practice of  straight talk that is 
forthright about the issues, risks, options, 
and preferred solutions that clients face, 
as well as a working style that is collab-
orative and involves proactive knowledge 
transfer to the client.
 A professional services firm should 
have breadth and depth of  services to 
help its clients compete in an increasingly 
complex environment. One of  Deloitte’s 
differentiators is our comprehensive 
business portfolio. Our multidisciplinary 
approach – audit, tax, financial advisory 
and consulting – gives us the resources 
necessary to help clients find solutions 
for today’s demanding marketplace. 

Don Williams, Grant Thornton LLP
 The current trend seems to be that 
companies are evaluating their account-
ing firm based on cost. The old allure of  
brand or experience is becoming less im-
portant during tougher economic times. 
However, companies often realize that 
choosing an accounting firm based solely 
on cost will drastically reduce the quality 
and level of  service received. Companies 
should instead evaluate an accounting 
firm based on attention and accessibility, 
applicable industry and technical knowl-
edge, and the right fit of  professionals. 
Having an affordable firm will not carry 
much weight if  they are unresponsive, 
inexperienced, or simply do not work 
well with a company. This is illustrated 
in Vault.com’s recent ranking of  the 
best accounting firms to work for. Grant 
Thornton placed first in the Vault survey 
that measured several factors including 
satisfaction and prestige of  a firm. 
 An important consideration also is 
whether the firm will have the right skills, 
knowledge and resources to serve a com-
pany, not only presently, but as it grows. 
In addition, companies should consider 
the relationship with the firm, selecting a 
team that is the right fit of  advisors, not 
just a group that will check the box. 

Elsa Romero, AKT LLP 
 While cost of  service is important it 
is not the only criteria to use. We believe 
that working with a firm that special-
izes in the clients’ industry is important 
as well. At AKT we strive to train and 
develop our people so we can provide 
our clients with a true professional that 
not only understands their business, but 
works as their long-term advisor. Com-

municating with our clients throughout 
the year - rather than once a year - is also 
a major component of  providing great 
service. Our goal is to have direct ongo-
ing communication with our clients. 

Harvey J. Schroeder, White Nelson 
Diehl Evans LLP
  Your accounting firm should be your 
partner in business.  As such, compa-
nies should look for a firm with similar 
values to their own. An accounting firm 
should know your industry and be able 
to offer not just traditional tax, account-
ing and audit services, but also a variety 
of  consulting, financial services and 
referrals to other services, such as legal 
and banking.  Does the firm offer cost 
effective “one stop” shopping for all the 
services you need? An accounting firm 
is only as good as its personnel.  Compa-
nies should inquire about staff  retention 
rates and continuing education policies. 
Companies should also ask for and check 
references.  They should also ask what 
do other clients think of  the accounting 
firm’s work, performance and reputation 
in the community. Fee, of  course, will 
always be a part of  the decision; but com-
panies should be careful not to let fees be 
the only factor.  The adage - you get what 
you pay for - can certainly be true when 
hiring an accounting firm.

Wade McKnight, J.H. Cohn LLP
 Companies need to ask, is our inde-
pendent accountant viewed as a trusted 
business advisor capable of  providing 
insight to help management in their 
decision making and business planning? 
Does the firm have a reputation for qual-
ity? What are the results of  their most 
recent peer and PCAOB reviews? Is their 
service delivery timely and are their fees 
commensurate with the level of  service? 
Do they have the requisite knowledge 
of  my industry? Do they have a strong 
reputation in the community? Can they 
make introductions to other business and 
community leaders who can address my 
business needs? 
 A formal client service plan, for 
example, helps us to document our com-
mitment to achieving the highest level 
of  client satisfaction. We look at how we 
can help our clients gain insight, manage 
costs, and achieve their goals
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D eloitte has a dynamic 

practice of  225 profession-

als, including 25 partners, 

principals and directors, in San 

Diego – all committed to providing a 

high level of  service and world-class 

business solutions. Deloitte always 

strives to be one step ahead and help 

position our clients for the future. 

 Both large and emerging compa-

nies in the life sciences, technology, 

telecommunications, real estate, con-

sumer business, energy, defense, and 

manufacturing sectors are key to San 

Diego’s future. Our people are com-

mitted to serving these companies 

with the client service excellence we 

are known for, and to continuing our 

legacy of  community involvement.

 The San Diego office also in-

cludes consulting professionals 

from our Federal Practice, which 

provides cross-functional services to 

all branches of  the U.S. Department 

of  Defense, all major U.S. federal 

civilian agencies, and all major U.S. 

government and military health 

organizations.

 The San Diego practice of  

Deloitte has a long-standing commit-

ment of  more than 50 years to this 

marketplace. Our people serve a wide 

spectrum of  businesses, from the 

largest public entities to private com-

panies in various stages of  growth. 

In fact, growing companies not only 

play a significant role in San Diego’s 

economy - they are integral to our 

practice. Companies with annual 

revenues less than $500 million make 

up 85 percent of  Deloitte’s clients in 

San Diego.

Deloitte Growth 
Enterprise Services

 Deloitte Growth Enterprise Services 

professionals deliver a distinctive client 

service experience by providing a tailored 

approach, breadth and depth of  resourc-

es, and a trusted advisor relationship, 

resulting in value, efficiency, and insight.

 Our Perspectives program utilizes 

live events, signature reports, research 

publications, webcasts, and other vehicles 

to deliver tailored and relevant insights to 

mid-market and privately-held companies 

in an integrated fashion.

Private Company 
Audit Services

 Our risk-based audit methodology 

requires our audit partners and profes-

sionals to design an audit plan custom-

ized for each client’s risk profile. Our 

approach allows us to perform high-

quality audits in a cost-efficient 

manner.

Building a Tax Plan 
Designed for Your 

Needs
 At Deloitte, we offer a 

wide array of  tax services 

that help growth companies 

design a tax strategy tailored 

specifically to their needs, 

including federal, state and 

local tax compliance and 

planning services, mergers 

and acquisitions tax services, 

international tax compliance 

and planning, and transfer 

pricing studies.

Advisory Services
Deloitte offers a broad set of  

advisory service offerings. This 

includes a world class consult-

ing practice and a financial advi-

sory practice that advises clients on 

managing business controversy and 

disputes, executing deals, and main-

taining regulatory compliance. 

Submitted by Deloitte LLP. 

Contact Chris Allen, Office Managing Partner, 

San Diego Practice, Deloitte & Touche LLP at 

(619) 237-6512 , or challen@deloitte.com. 

655 West Broadway, Suite 700, San Diego, 

CA 92101.

As used in this document, “Deloitte” means 

Deloitte LLP and its subsidiaries. Please see 

www.deloitte.com/us/about for a detailed 

description of  the legal structure of  Deloitte LLP 

and its subsidiaries. Certain services may

not be available to attest clients under the rules 

and regulations of  public accounting.

Copyright © 2012 Deloitte Development LLC. 

All rights reserved.

Member of  Deloitte Touche Tohmatsu Limited

Deloitte & Touche LLP

Deloitte & Touche LLP new offi ce building
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The people in the independent 

firms of  Grant Thornton Inter-

national Ltd. provide personal-

ized attention and the highest quality 

service to public and private clients in 

more than 100 countries. Grant Thorn-

ton LLP is the U.S. member firm of  

Grant Thornton International Ltd., one 

of  the six global audit, tax and advisory 

organizations. 

We’re Thinking About 
What Matters to You

 From tax laws to industry trends to 

the broader economy - the topics that you 

care about, we care about. Our collec-

tion of  thought leadership is called Grant 

Thornton Thinking. This section includes 

white papers, newsletters, our comments 

to regulatory bodies, webcasts, and more, 

to help you run your business more 

effectively.

What Makes us Different? 
It’s Called The Grant Thornton 

Client Experience
 We know you have a choice of  

professional service providers. Before you 

make that choice, consider the elements 

of  the experience we’re committed to 

providing. The Grant Thornton Client 

Experience is our promise to each client 

that we will:

 •  Understand and meet their 

expectations

 • Deliver the highest quality service

 •  Provide valuable ideas and 

recommendations

 • Demonstrate a personalized focus

Global Reach, Local 
Office Attention

 Grant Thornton’s Southern Califor-

nia practice has provided professional 

services to the market for more than 40 

years. Leveraging resources comparable 

to larger CPA firms through the member 

and correspondent firms of  Grant Thorn-

ton International Ltd., we set ourselves 

apart from local firms by bringing those 

resources and personal partner involve-

ment expressly to smaller markets. With 

more than 200 partners, managers and 

staff, we are one of  the fastest growing 

CPA firms in Southern California. Our 

comprehensive range of  services can 

support you through most of  your busi-

ness activities and help you reduce costs 

in an increasingly competitive and global 

marketplace.

Submitted by Grant Thornton LLP

Grant Thornton LLP

AKT LLP

AKT helps organizations and 

individuals achieve their goals 

by offering an integrated suite 

of  financial and business consulting ser-

vices. The professionals at AKT work as 

trusted advisors and consultants, helping 

clients solve problems, recognize oppor-

tunities, streamline processes and better 

utilize their resources.

Tax Services 
 Tax planning is an essential element 

of  any integrated financial management 

strategy. Not only do organizations need 

to comply with increasingly complex 

regulations, they also need a trusted 

advisor with a proactive approach to 

manage tax risk, control costs and reap 

maximum benefit. AKT’s team of  tax 

professionals strive to know their clients, 

their business and the various tax 

implications impacting them.

Financial 
Assurance 

and 
Advisory

 In today’s 

competitive 

environment, 

business owners, 

investors, credi-

tors and chari-

table donors 

are demanding 

more financial 

information to 

make their deci-

sions, requiring 

a greater need 

for assurance 

services. AKT’s assurance philosophy 

involves developing a deep knowledge of  

our client’s industry, their financial state-

ments and their 

internal control 

environment.

Employee 
Resources

 People are 

a company’s 

greatest asset. 

Organizational 

success often 

hinges on how 

a workforce 

is acquired, 

developed and 

deployed in the 

marketplace. 

AKT’s expe-

rienced professionals help define and 

articulate an employee resources strategy 

to manage costs, prevent lost 

work though wellness programs and help 

owners and employees achieve their long-

term financial goals. 

Management Consulting
 Organizations are continually 

changing. They adapt. They grow. Their 

leadership evolves. But, the need for 

optimal performance never waivers. AKT 

provides comprehensive strategic, finan-

cial, performance and organizational 

management consulting services. As a 

result, clients obtain real-world informa-

tion and advice that leads to tangible and 

lasting solutions. 

 AKT helps clients grow and succeed 

by improving their business performance 

with a highly personalized level of  

service delivered at the local level. 

Submitted by AKT LLP

Steve Tatone, CEO
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By Scott Jones, Director of  Practice Development 
White Nelson Diehl Evans LLP

White Nelson Diehl Evans 
LLP was formed by the 
merger of  two of  Southern 

California’s oldest and most well respect-
ed accounting firms. With more than 
80 years of  
tradition, our 
dedicated team 
of  profession-
als combines 
unparalleled 
passion and 
knowledge 
with strategic 
services that no 
business should 
be without. We 
provide a full range of  accounting, tax 
and management advisory services that 

support some of  Southern California’s 
most successful and entrepreneurial 
companies. 
 White Nelson Diehl Evans LLP, and 
our staff  of  more than 130, represents 
over 2,000 business and 2,500 individual 
clients from our offices in Orange and 
San Diego Counties. The firm is focused 
on serving the tax, financial reporting 
and accounting needs of  privately-held 
small and middle market businesses, non-
profit organizations and governmental 
agencies throughout Southern California.
 We attribute the longevity and suc-
cess of  our firm to our commitment to 
quality of  product and responsiveness of  
service, along with our ability to retain 
quality personnel. Most of  our partners 

and managers began with White Nelson 
Diehl Evans LLP as interns or junior 
staff  accountants. Our partners’ experi-
ence ranges from approximately 20 years 
to 35 years. Our managers’ experience 
ranges from approximately 10 years to 
20 years.
 Our financial reporting and attesta-
tion services transform your figures into 
timely and accurate reports for making 
better business decisions on things like 
tactical initiatives, extending credit, or 
making an investment. We provide a 
wide range of  reporting and attestation 
services, including: audits, reviews, and 
compilations; pension plan and ERISA 
audits; budget preparation and analysis; 
agreed-upon procedures engagements; 

internal controls studies; and, cash flow 
forecasts and projections.
 Our firm maintains a separate and 
dedicated tax group. Our tax specialists 
regularly assist and advise our clients 
on planning for a variety of  situations 
including business acquisition and 
disposition strategies, business reorgani-
zation and work out strategies, estate and 
succession planning, employee benefit 
arrangements (including pensions), estab-
lishing and maintaining foreign business 
operations, real estate investment/devel-
opment, and more.

Submitted by White Nelson Diehl Evans 
LLP, www.wndecpa.com
Office Locations: 2875 Michelle Drive, Ste. 
300, Irvine, CA  92860; 2965 Roosevelt 
Street, Carlsbad, CA  92008; 613 W. Valley 
Parkway, Ste.330, Escondido, CA 92025

White Nelson Diehl Evans LLP

Company Profiles

One of the leading accounting 

and consulting firms in the 

United States, J.H. Cohn LLP 

specializes in audit, accounting, tax, and 

business consulting services for public 

and private companies and not-for-profit 

organizations.

 Since 1919, the Firm’s philosophy 

has remained constant: to provide a 

highly personalized approach to each 

client, with intelligent guidance and 

solutions driven by technical and indus-

try expertise that positively affect client 

profitability and growth. J.H. Cohn 

has cultivated a reputation for strategic 

insight, proactive leadership, unwaver-

ing integrity, and a genuine concern for 

clients and their businesses  

 To help clients think and act across 

national boundaries, J.H. Cohn is 

an independent member of  Nexia 

International, a global network of  

independent accountancy, tax, and 

business advisors and the tenth largest 

provider of  audit and advisory services 

worldwide. The Firm has offices in 

New York, New Jersey, Connecticut, 

Massachusetts, and California. 

 J.H.Cohn has three offices in South-

ern California. The local San Diego 

office was established in 1978.

Submitted by J.H. Cohn LLP

For more information, visit our website at 

www.jhcohn.com.

J.H. Cohn LLP

(L to R) Armon Mills, Melody Thornton, Wade McKnight, Craig Golding, Jim Harlan, Marshall Varano

Harvey J. Schroeder
Managing Partner

San Diego County Offi ces
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