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T
he San Fernando Valley Business Journal has once again turned to 
the experts at gish SEIDEN LLP and SRG, LLP – who are among 
the leading accountants in the region – to get their assessments 
regarding the current state of business accounting, economic 
variables, and the various trends that they have been observing, 

and in some cases, driving.  
What follows is a series of questions we posed to these financial stewards of 

the Valley area and the unique responses they provided – offering a glimpse 
into the state of business accounting in 2019 – from the perspectives of those 
in the trenches delivering financial advice and leadership to the businesses 
of our region today.
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Are the current administration’s fiscal policies 
affecting your clients? 

WOLFE: Yes, we have several clients impacted negatively by 
the tariffs on Chinese imports. For example, we have an air 
filter manufacture whose steel mesh is imported from China 
and a sporting goods manufacture who relies on its Chinese 
supplier for a valuable component of the product. This has 
put pressure on product margins as all of the higher cost of 
inputs cannot be passed through to customers.

How do you see the general accounting model 
changing in the immediate future?

GREY: The post-Enron environment resulted in a series of 
new accounting standards aimed at driving improved finan-
cial reporting, but didn’t differentiate between public and 
private companies. This created significant challenges for 
non-public companies to provide usable financial informa-
tion within the existing framework at a reasonable cost.  In 
recent years, there has been greater acknowledgment of 
the need for financial statements aimed toward the needs 
of the users and reducing the cost of complying with highly 
technical accounting rules. This resulted in the creation of 
accounting alternatives within U.S. GAAP for private com-
panies. Taking this even further, for small- and medium-sized 
entities (“SMEs”), the AICPA has introduced a financial 
reporting framework for SMEs, which is focused on produc-
ing plain-English financial statements that are specifically 
targeted toward to needs of the users of the financial state-
ments for SMEs. The result is financial statements that are 
more understandable at a lower cost to produce.

Are there any new accounting pronouncements 
that will greatly affect future financial statements?

WOLFE: Yes, there are new accounting rules for operating 
leases. Beginning in 2020 for private companies, operating 
lease liabilities will have to be reported on the balance sheet. 
The offset will be a right-of-use asset that will depreciate 
over the length of the lease commitment. Covered under the 
new rules are all leases in excess of one year in length. While 
capitalizing equipment leases is presently quite common, 
the new accounting rules will require putting popular leases 
like office and plant facilities, retail space, and autos on the 
balance sheet. The added debt on the books could put a com-
pany out of compliance with a loan’s debt ratios.

Are there any new accounting pronouncements 
that will greatly affect the future financial 
statements?

GREY: We are in the middle of the 1st year of new revenue 
recognition rules.  The change in the framework impacts 
certain industries more than others.  At the least, the new 
rules warrant consideration by all companies to evaluate its 
potential impacts. The next major change on the horizon is 
accounting for leases, and this is going to affect everyone. 

Once adopted, the new lease standard will require all leases 
with terms greater than 12 months to be recorded on the 
balance sheet, and thus will have significant effects on key 
metrics calculated by financial statement users, including 
leverage and current ratios. Additionally, in the quest to 
make financial statements more user-friendly and transparent 
for private and not-for-profit entities, there continues to be 
a push to modify cumbersome accounting rules to create pri-
vate company alternatives.

Are there any recent trends you’ve noticed in 
terms of how your clients manage their finances?

GROSS: Over the past couple years, I’ve notice technology 
really affect personal finance management.  A lot of clients 
use personal finance apps like Mint or Expensify to keep track 
of their daily spending, create budgets and even make savings 
goals.   The beauty of the apps is that they link directly to 
your bank and credit card accounts, so a client can see where 
they stand as often as they want. This allows them to keep a 
close eye on their progress. 

What keeps your clients up at night?

GREY: The regulatory environment has made it more difficult 
for many of our clients to operate their businesses.  The Inter-
national Tariff issues have caused certain of our client’s signif-
icant concern as this impacts their costs and their customers’ 
order volume.  These clients have purchased more inventory 
than they need which impacts their cash flow.  The lenders 
are tightening credit policies, which exacerbates the prob-
lems.  Many tax deductions have been eliminated causing 
clients to have to pay more taxes for the IRS and FTB.  We 
are continually advising them on effective strategies, however 
the rule changes and complexity of these changes makes it 
much more difficult for our clients to achieve their goals.

What are some of the top concerns of CFOs and 
how do you help them?

GREY: CFOs are continually faced with balancing the com-
pany’s financial statements and the amount of income taxes 
paid from net income that is impacted by the bank’s loan 
covenants. Clients preparing financial statements for finan-
cial institutions need to balance reducing federal and state 
taxes with reporting strong earnings to the financial institu-
tions that have provided credit facilities. At SRG, we have 
strategies that emancipate the clients’ financial statements 
from their tax reporting. How do we do this? Financial 
institutions require an accrual-based financial statement, 
while tax law differs significantly from accrual accounting. 
This difference can yield lower taxable income without 
impacting the accrual-based EBITDA of the company. We 
evaluate each company to identify areas where the financial 
statement and tax reporting can be separated by applying 
different year-ends and methods of accounting.  We use 
the GAAP and tax rules to our clients’ advantage, while 
maintaining integrity in all aspects of our reporting. This is 

another example of our creative, value-added approach to 
solving our clients’ problems.

What are some of the biggest mistakes companies 
make when it comes to managing their finances?

WOLFE: We find that some businesses run into a cash squeeze 
caused by a mismatch of their debt and their assets. Bor-
rowings that are term loans that require monthly principal 
payments do not fill the need of working capital.  Instead, 
owners find themselves funding working capital because 
cash flow from operations is needed to meet long-term debt 
obligations. In this scenario, sales growth actually puts more 
strain on a business’ cash position and owner.

GREY: Companies need to better plan for their financing 
needs, and more effectively project their covenant per-
formance. This planning helps to confirm and maintain 
compliance and the conditions required to increase their 
credit facilities.  Companies also need to communicate more 
frequently with their lenders, in either positive or negative 
situations. The biggest mistake companies make is that they 
try to reduce their tax obligation in the same entity that 
they are using to borrow from the bank.  Tax minimization 
and financial statement optimization are mutually exclu-
sively and cannot be achieved in the same entity.  The SRG 
Advantage is the emancipation of the financial statements 
from the tax returns, yielding our clients optimal results.  
Lower income taxes are paid, and the financial statements 
are fairly stated; this enables the company to obtain the 
maximum amount of available financing while paying the 
least amount of tax possible.

What role can smart accounting play when it 
comes to helping a company grow its business 
these days? 

GREY: The CPA firm needs to identify growth opportunities 
and help clients implement strategies to optimize their mar-
ket share.  Short term, mid-term and long-term planning 
contributes to achieving these goals.  Once a comprehensive 
business plan is developed, our firm will introduce lend-
ing institutions, private equity firms or private sources to 
achieve the goals. The accounting firm is an active partner 
with its clients in reaching their goals.  Continual moni-
toring of results is a critical contribution of the accounting 
firm. The business plan and forecast should be monitored 
and revised regularly to properly plan for the company’s 
success.

What are some of the things that tech-savvy 
accountants can do for their clients now that 
they couldn’t before?

GREY: Our services have evolved to meet the changing 
landscape of business operations today.  We are active in 
strategic financial consulting, acting at a level of a Chief 
Financial Officer and, in some cases, as the Chief Executive 

“

“

‘The CPA firm needs to identify growth 
opportunities and help clients implement 

strategies to optimize their market share.’

DREW GREY

“

“

‘With improved technology, I’ve seen 
a strong movement toward business 
intelligence and data analytics with  

my clients.’

DARRYL J. GROSS
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21800 Oxnard Street, Suite 300, Woodland Hills, California, 91367 
818.854.6100  |  gishSEIDEN.com

Accounting for the past, planning for the future.

Audits/Reviews/Compilations   •   Tax and Accounting 
Management Advisory   •   Financial Consulting   •   Specialty Services

CONTACT US

OUR EXPERIENCE
BRINGS YOU IN. 

OUR PEOPLE
BRING YOU BACK.

Since 1942, our accountants have counseled medium- and small-sized businesses  
with the best in accounting, tax and financial advisory.  Today, we focus on the  

same goals: meeting our clients’ needs and exceeding their expectations.
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Officer. Many of our partners and professional staff have 
been controllers, CFOs, or CEOs. This seasoned experience 
at a high level gives our firm a unique ability to meet our 
clients’ needs. We are also actively involved in the Merger 
and Acquisition activities from the buy and sell side, select-
ing the appropriate investment banker, and assisting with 
long-term planning for tax minimization and succession 
planning. We have developed highly effective strategies to 
eliminate or substantially reduce estate taxes and regular 
taxes from the sale.  Asset protection is another benefit that 
flows from an effective structure. Our firm has become glob-
al to meet the needs our clients who cover the world.

How are you seeing companies use data 
analytics differently now than before?

GROSS: With improved technology, I’ve seen a strong move-
ment toward business intelligence and data analytics with 
my clients.   They are a lot more digital than before and 
they are capable of measuring every aspect of their organi-
zation, from developing marketing campaigns to planning 
future expansion, by using the data collected from their cus-
tomer base, local competition or even social media.   One 
of my clients analyzed the characteristics of their customer 
base to build out a detailed expansion plan built on target-
ing customers with the same demographics. 

How are you seeing companies use data 
analytics differently now than before?

GREY: Data analytics allows for more targeted decision-mak-
ing and operating efficiencies. The information is being used 
to help identify and anticipate customer trends and design 
user experiences and products toward its customer base.  
At the same time, companies that carry inventory are able 
to more accurately forecast purchasing needs and reduce 
slow-moving products, thereby improving cash flows. 

What specialties have you or your firm 
developed and how do you use them to  
benefit your existing clients?

ISAVI: One of the specialties that we have developed over 
the years is planning and compliance in the estate and trust 
area. Having a good estate plan is extremely important. 
We advise clients about either setting up a trust or will or 
updating their existing one if needed. Over the years we 
have become very proficient in preparing estate and trust 
tax returns. We have also put a lot of effort in to getting to 
know a number of trust and estate attorneys in the region. 
We are able to make referrals that are well suited for our 
clients based on the firm’s location, area of expertise, their 
fees, years of experience, firm size, etc. 

GREY: Our firm has developed value-oriented services that 
increase our clients’ net after-tax cash flow.  We provide tax 
strategies that reduce taxable income and do not impact 
the financial statements that commercial banks rely upon 

to provide credit facilities. We separate tax planning from 
financial reporting in a responsibly creative manner.  We 
can save significant amounts utilizing Cost Segregation, 
Research and Development Credits, Opportunity Zones, 
Complex IRC 1031 and 1033 deferred exchanges.  In the 
Estate Tax areas, we strive to develop effective strategies 
the eliminate or reduce the estate taxes through a variety 
of techniques specifically suited to the needs and desires of 
our clients. We are trusted advisors serving at top levels in 
management.  Our expertise as Controllers, CFOs and CEOs 
offers our clients knowledge and experience, which other 
CPA firms do not possess.

Is geography ever a factor in client-accountant 
relationship? Does the location of a client impact 
your firm being able to service their needs? 

ISAVI: Geography used to be a big factor but has become less 
and less of an issue. We have clients in many different states 
that we provide our services to, including audit/review/compi-
lation, tax and accounting, management advisory, and financial 
consulting. Utilization of technology such on online Quick-
Books, Skype, and cloud-based technology has enabled us to 
work with clients in real time and with increased efficiency, 
while doing so safely via ShareFile for secure data transmission. 

Is bigger better? How does the size of firm  
impact clients?

GREY: Big is not better.  Better is better.  Our firm has grown 
to meet the needs of our clients and changes in our client 
needs.  We have affiliated with experts in areas such as State 
and Local, International, Research and Development, Cost 
Segregation and Valuations.  We have found that we can 
provide a higher-level service to our clients with the partic-
ipation of highly seasoned professionals in specialized areas.  
The increase in the size of our firm has enabled us to attract 
higher-level professionals who want more opportunity and 
a faster track to manager, principal and partner. Therefore, 
our clients receive higher level of service, which is provided 
in an efficient manner.

How does your firm’s structure meet your 
clients’ needs?

GREY: Our firm’s philosophy is to hire highly trained profession-
als, many of them from the Top 20 Firms nationally, which is 
where many of our partners, principals and mangers have come 
from.  We operate as a smaller firm providing personalized 
attention at all levels.  Our clients can obtain the best of both 
worlds-- national firm expertise with local firm attention and 
pricing.  This has been a winning formula for SRG.

What’s the biggest piece of advice you give your 
clients when it comes to planning for the future?

GROSS: I tell all my clients that future thought is extremely 

important.  You’ll blink an eye and ten years will have gone 
by and you’ll wish you had done something productive with 
that time.  My biggest piece of advice to them is “it’s never 
too early.”  It’s never too early to start saving for the down 
payment on a house, contributing to a retirement plan like 
a 401k or an IRA, or planning how you’ll afford that much 
needed vacation to Hawaii.

GREY: Clients need to adapt to continually changing circum-
stances. We meet with our clients regularly to review their 
goals and desires, and to ensure that we are providing them 
with the maximum value possible. We recommend that our 
clients who own businesses plan their exit strategy well in 
advance, as they may need to transition family members or 
key employees into a succession plan.  Exits can be costly, 
but we have ways of reducing those costs substantially.  Our 
income tax and estate tax methods achieve the transfer 
while offering our clients maximum control and cash. Many 
clients want to maximize their entity value and then exit 
through a sale.  We can assist with the sale. We recommend 
that exit-strategy planning be done many years before it is 
executed.   Having a well-seasoned plan can ensure proper 
capital gains treatment, avoid inclusion in the client’s tax-
able estate, and often help avoid paying taxes to the state  
of California.

ISAVI: The biggest piece of advice we give clients when it 
comes to planning for the future is to minimize their expo-
sure to tax uncertainty. No one can predict future tax rates, 
but it is very likely that both Federal and State rates will 
increase to pay for increased deficits, shortages in govern-
ment programs such as Social Security and Medicare, and 
the growing unfunded pension liabilities.  

How should companies evaluate the 
effectiveness of their accounting firms?

GREY: The CPA firm should be a profit center, not a cost 
to the client. Companies should be receiving services that 
provide value from their CPA firm.  Consistently providing 
significant value is the best formula for creating a success-
ful relationship with clients.  SRG is not a cookie-cutter 
CPA firm; we offer creative, value-centric solutions for 
a wide array of needs. Many of our clients want services 
such as tax minimization, financial statement optimization, 
assistance with finding debt or capital for their businesses, 
and increasing their credit facilities. Our high net-worth 
individuals value having an estate plan that reduces their 
estate taxes while maintaining control. Public accounting 
is a client-driven business—whether a client needs strategic 
business consulting or other services, the CPA must recog-
nize these needs and deliver both cost-effective and quality 
services to clients.

Drew Grey is located at SRG, LLP, 6320 Canoga Avenue, 17th 
Floor in Woodland Hills. He can be reached at (818) 995-0090. 

Darryl J. Gross, Sargis Isavi and Barry Wolfe are located at gish 
SEIDEN, LLP, 21800 Oxnard Street, Suite 300 in Woodland 
Hills. They can be reached at (818) 854-6100.

“

“

‘We find that some businesses run into a 
cash squeeze caused by a mismatch of their 

debt and their assets.’

BARRY WOLFE

“

“

‘The biggest piece of advice we give 
clients when it comes to planning for the 

future is to minimize their exposure to tax 
uncertainty.’

SARGIS ISAVI
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Strategies. Solutions. Success.™
Certified Public Accountants n Strategic Business Consultants

6320 Canoga Ave., East Tower, 17th Floor n Woodland Hills, CA 91367 n 818.995.0090

1990 South Bundy Drive, Suite 420 n Los Angeles, CA 90025 n 310.843.0400 n www.srgcpas.com 

Practice Areas
n Tax Planning & Strategies 

n  Tax Compliance & Controversy
n  Audits & Assurance
n  Strategic Business Consulting 

The SRG Advantage™

Growing companies face challenges such as 
increasing revenue, increasing profitability, 
managing tax liabilities, and enhancing credit 
facilities. SRG is a team of business advisors 
and CPAs highly experienced in helping 
companies grow faster and optimize results. 

Our strategies increase our clients’ net worth 
and retain more cash. We reduce taxes  
without impacting financial statements.  
We introduce clients to our banking and 
financing partner network. 

Out-of-the-box thinking.  
That’s the SRG Advantage™.

Out-Of-The-Box Thinking For
GROWING BUSINESSES
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