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Newslink - Fall 2007  

 

Message from the Chair 

Dear JHI Colleagues, 

As Chair of the Region of the Americas, I am delighted to introduce the inaugural issue of the Newslink, the new 
RoA E-newsletter. We intend to publish the newsletter electronically each quarter. The goal is to keep each of us 
linked together throughout the year. The newsletter will feature articles of interest hopefully for all members, profile 
new members and introduce you to other member firms. I invite each of you to submit topics that you would like to 
see covered or better yet, submit an article that you have written. 

Read the complete Message.

 

Read complete article. 

In Profile
TAX ADVISORS in Chile 

Christian Blanche formed TAX 
ADVISORS in the nineties. 
Today the firm has five partners. 
Four of them are lawyers with 
expertise in different legal and 
tax fields and a managing 
partner. Our law firm provides 
legal, tax, auditing and 
accounting services. For this 
purpose, the firm’s professional 
team is made up of lawyers and 

auditors, in total 14 people.  

In Profile
Marks Paneth & Shron LLP in New York 

Read the complete article.

Marks Paneth & Shron LLP, 
a premier middle market  
professional service firm 

exceeding 400 people � 56 of whom are partners and p rincipals.  
Our firm was recently ranked 15th largest in the New York region 
(Crain�s New York Business) and 28th largest, nationally (Accounting 
Today).  Our main office is located in Manhattan with additional 
offices in White Plains and Long Island. We serve an international 
client base and no single client represents more than 2 per cent of 
our total revenues.  

 Tax planning:  Using transfer pricing as a tool 

Historically, transfer pricing practitioners were like umpires in a baseball game:  They went unnoticed until they made a bad call or, in the 
case of a CPA, they said something their client didn�t want to hear.   

As displayed in the GlaxoSmithKline case, a CPA had to make the call and tell the CFO that the best settlement they could negotiate with 
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As displayed in the GlaxoSmithKline case, a CPA had to make the call and tell the CFO that the best settlement they could negotiate with 
the IRS in a transfer pricing dispute had a $3.4 billion price tag, while at the same time had to convince the same CFO that it was a good 
deal!  Similarly, another CPA had to deliver the news to Symantec that their $1 billion company had been hit with a $1 billion transfer 
pricing adjustment, without including potential penalties. These high-profile cases illustrate the stakes involved with transfer pricing issues. 
This, of course, lends some urgency to the compliance aspect of transfer pricing.    

Read the complete article.

Rave reviews for first JHI University! Mark your calendar for spring 2008 session 

How successful was the first session of JHI University at the JW Marriott in Houston, Texas October 21 � 26?   

The short answer is: super successful!  In fact, the 23 participants asked for breaks and lunch periods to be shortened so they could 
spend more time in this new continuing education program for staff from JHI firms.  

Read the complete article.

Names in the News 

Here is a sample of news from Region of the Americas’ firms. Send news about your firm to Editor Becky Dowd, bdowd@kafgroup.com. 

Edwards, Ellis, Stanley, Koshiw, Armstrong, Bowren & Company, P.C. is proud to announce that on October 1, 2007 they celebrated 
the firm’s 35th anniversary. The firm also was listed in Crain�s Business as the 19th largest CPA firm in Michigan.  This includes national 
and regional firms with locations in Michigan. 

Read the complete article.

Conference Corner 2008
 

Circle these dates and watch for more details, as they become available, on Jeffnet, the website and via JHI e-mails.   

                                             

                                               June 11- 14, 2007                                                    
Region of the Americas Conference & AGM

Auberge St-Antoine Hotel
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QuØbec City, QuØbec  

See the complete Calendar.

Message from the Chair
As Chair of the Region of the Americas, I am delighted to introduce the inaugural issue of the new RoA E-newsletter, Newslink.  We intend 
to publish the newsletter electronically each quarter. The goal is to keep each of us linked together throughout the year. The newsletter will 
feature articles of interest hopefully for all members, profile new members and introduce you to other member firms. I invite each of you to 
submit topics to editor Becky Dowd, bdowd@kafgroup.com that you would like to see covered or better yet, submit an article that you 
have written. 

I will be using Newslink as a forum to discuss what the Regional Executive Committee has initiated and will be initiating over the next year. 
The Committee has been hard at work since June and is excited about the progress they have made on several initiatives.
 

JHI University � The University opened its doors and had its firs t class the week of October 22nd in Houston, Texas.  The 
University not only had a great curriculum but the added benefit of peer networking.  I want to give a special thanks to the JHI
University Committee for all its hard work and dedication to making this a reality. We welcome any feedback you may have in 
making the next JHI University a success. 

Spanish Language Conference � The first Spanish Language Conference for JHI members took place in Sao Paulo, Brazil from 
August 22 �  24. This was a Latin America member firms� initiative to bring together all Spanish-speaking firms to discuss issues 
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August 22 �  24. This was a Latin America member firms� initiative to bring together all Spanish-speaking firms to discuss issues 
and ideas specific to their region. The first conference was a great success and we congratulate the pioneer firms who attended 
their first annual conference.  

New Member Recruitment � The Regional Executive Committee has initiated an aggressive campaign to recruit new members for 
the Region. We have hired Bob Lewis of Visionary Marketing to spearhead this campaign to recruit prospective new firms.  As of 
today, we have potentially 6 prospective firms interested in joining JHI. 

Jeffnet � offers three new areas specific to certain Region of Americas firms:  (1) a 100 per cent Spanish-speaking section was 
 launched in August; (2) the Canadian sub-region has created their own location to hold conversations and post questions and ideas 
specific to this region; and (3) a JHI University Alumni section will be created shortly to link all our students through Jeffnet. 

I am excited and honored to Chair the Region of the Americas for JHI over the next two years. I look forward to meeting you at the next 
conference. Call me if you have any questions or ideas on how we can improve our Region. 

Ken Kirkland, CPA, MST
Chair, Region of the Americas 

In Profile
TAX ADVISORS in Chile
Christian Blanche formed TAX ADVISORS in the nineties. Today 
the firm has five partners. Four of them are lawyers with expertise in 
different legal and tax fields and a managing partner.  

Our law firm provides legal, tax, auditing and accounting services. 
For this purpose, the firm’s professional team is made up of lawyers 
and auditors, in total 14 people. All our lawyers teach in the most 
prestigious Chilean law schools, and 60% of our auditors teach tax 
related matters in Chilean Universities.  

Our Mission is to provide highly personalized service for our clients 
with a professional team of lawyers and auditors who accompanies 
our clients throughout their business life.  

Our practice areas include: strategic tax planning, tax and 
financial auditing, accounting books handling, foreign investments, 
corporate legal services, estate planning and taxpayer defense 
before the authorities (IRS) and the courts.  

We have a highly diversified client portfolio, which goes from 
individuals to large corporations, providing them with top level legal 
and tax services.  

A significant part of our client base is comprised of family 
companies with businesses in different industries.  

We are active members of our community and country, participating 
as members of the Pro Bono Organization and advising the Chilean 
Congress.  

We are also members of the Chilean Bar Association, the Chilean 
Tax Law Institute (ICHDT), the Chilean branch of the International 
Fiscal Association (IFA), the Spanish Association of Fiscal 
Advisors (AEDAF), the European Fiscal Association (CFE), and of 
course, JHI Region of the Americas.  

Founding Partner 
Christian Blanche Reyes 

 

Contact Information
 

Burgos 80, floor 8
Las Condes

Santiago, Chile
Phone - (56)2-431 3500
Phone - (56)2-430 7040 

Fax - (56)2-430 0963
www.advisors.cl  

 

In Profile
Marks Paneth & Shron LLP in New York

Marks Paneth & Shron LLP, a premier middle market professional 
service firm exceeding 400 people �- 56 of whom are p artners and 
principals. Our firm was recently ranked 15th largest in the New York 
region (Crain�s New York Business) and 28th largest, nationally 
(Accounting Today). Our main office is located in Manhattan with 
additional offices in White Plains and Long Island. We serve an 
international client base and no single client represents more than 
2% of our total revenues.    

Controlled growth enables us to offer a full range of services and 
expertise yet maintain the strong, personal relationships that assure 
individually-focused, judicious planning.  Our clients look to us for 
the sound professional guidance that can help make the most of 
their business potential. Whether it is strategic planning, information 
technology, revenue maximization or tax strategies, Marks Paneth & 
Shron LLP helps companies prepare for the future. 

An invaluable asset for our clients is the hands-on involvement of 
partners and principals who are qualified and have particular 
knowledge of the needs and requirements of specific industries. We 
provide extensive experience in a variety of industries making use of 
our core services. 

Industry Service Groups 
International 
Real estate
Petroleum/energy/environmental 
High net worth individuals and their families     
Media and entertainment
Manufacturing, distribution and retail
Financial and professional service firms
Nonprofit 

Core Services: Accounting and Auditing, Taxation, Litigation 
Support Services 

Affiliated Companies 
TAILORED TECHNOLOGIES LLC, led by Richard Nathan, this 
wholly owned subsidiary of Marks Paneth & Shron LLP delivers 
practical thinking and a proactive approach to solving the business 
challenges of small to medium-sized companies and non-profit 
organizations. The firm offers a variety of consultative services to 
help customers identify their most pressing business issues and 
develop solutions that enable their people, processes and systems 
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to work more efficiently.  

Partner:  William H. Jennings, CPA 
Phone: 212-503-8958

E-mail: wjennings@markspaneth.com
www.markspaneth.com 

Tax planning:  Using transfer pricing as a tool 

By David Flanagan
Historically, transfer pricing practitioners were like umpires in a baseball game: They went unnoticed until they made a bad call or, in the 
case of a CPA, they said something their client didn�t want to hear.   

As displayed in the GlaxoSmithKline case, a CPA had to make the call and tell the CFO that the best settlement they could negotiate with 
the IRS in a transfer pricing dispute had a $3.4 billion price tag, while at the same time had to convince the same CFO that it was a good 
deal!  Similarly, another CPA had to deliver the news to Symantec that their $1 billion company had been hit with a $1 billion transfer 
pricing adjustment, without including potential penalties. These high-profile cases illustrate the stakes involved with transfer pricing issues. 
This, of course, lends some urgency to the compliance aspect of transfer pricing.    

In today’s world, CPA firms need to approach transfer pricing more as a value-added tax planning tool and less of a compliance 
requirement.  
 

To illustrate the planning potential, it is helpful to review the transfer pricing process. The first and perhaps most important part of the 
process is to gain a thorough understanding of the client�s business. A CPA should understand the following.   

What kinds of risks does the company have to manage as part of its business?   
How does it currently manage those risks?   
Where are the various business functions performed? 
How are the various business functions performed?   
Is overall cash flow from foreign operations positive or negative? 
Is the overall goal of the company tax deferral or repatriating cash? 

Armed with the responses to these questions, CPAs can take a holistic approach to helping their clients manage their worldwide income 
tax liability. Practitioners may also identify structural/operational inefficiencies and missed opportunities.  

Structural/operational inefficiency
A structural/operational inefficiency arises when a company pays too much tax in a given jurisdiction over several periods. This may occur 
as a result of inter-company transactions in which the transfer price is incorrect. For example, a US company with a manufacturing facility 
in China may purchase the output of that facility for resale to customers. If the sales price is set too high, too much profit will be left in 
China. While the company may have tax holidays in China which provide for a low rate, it has set a precedent for higher prices that the 
Chinese authorities will expect to see maintained, even after the tax holiday has expired.  A more immediate problem in these 
circumstances is that cash would be left in China. Current exchange control laws may make it difficult to return that cash to the US. When 
it is returned, it may be classified as a dividend and subjected to a higher US tax rate. 

Even worse, the IRS may not accept the initial transfer price. This would result in lower basis in inventory for the US buyer, resulting in 
higher US tax upon final sale. Neither the Chinese nor the US authorities are likely to be moved by the taxpayer�s hardship of double 
taxation. Although there are remedies to such double taxation (such as competent authority under a treaty provision), such remedies are 
invariably quite expensive and time-consuming. 

The consequences of incorrect transfer pricing policies also reach to taxes other than income taxes. Continuing with the above example, 
suppose the US company sells raw materials to its affiliate in China. If the transfer price is set too high (because the company wishes to 
minimize its tax in China and prevent currency transfer issues), the company will pay more in import duties and VAT than it otherwise 
would. Since China disallows a portion of VAT refunds upon export of finished goods, the company will suffer an economic loss as a result.

Missed opportunities may also reveal themselves during the course of a transfer pricing exercise. In analyzing a company�s functions, risks 
and assets (including intangible property), it may become clear that profits are not taxed in the locations in which profits are derived in an 
economic sense. For example, a US-based company may manufacture in Mexico and sell its products in Canada, yet recognize a 
substantial portion of the profits in the US. While the US would require compensation to move the associated income stream offshore, it 
may be more tax efficient to do so.   

Therefore, transfer pricing practitioners have an opportunity to deliver more value add services than calling balls and strikes. If approached 
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Therefore, transfer pricing practitioners have an opportunity to deliver more value add services than calling balls and strikes. If approached 
properly, transfer pricing practitioners can work with tax planners to deliver substantial increments of value. 

To learn more about Transfer Pricing or other international tax planning opportunities please contact David Flanagan, KAF International Tax 
Consultant, at 781-356-2000 or via e-mail dflanagan@kafgroup.com.  

About David Flanagan
Before consulting for KAF, David Flanagan was the in-house international tax director for Teradyne, Inc., where he was responsible for the 
design and implementation of international corporate tax strategies involving global management of intangible property, tax efficient 
leveraging, cash flow management, transfer pricing, and foreign tax credit planning. He was previously with the international tax practice of 
PricewaterhouseCoopers, LLP in Boston, where he designed and implemented similar structures for US companies operating abroad, and 
for foreign-based companies operating in the US. Before joining PricewaterhouseCoopers, David was with KPMG’s Boston and Moscow 
international tax practices. His clients have ranged from large, publicly-traded corporations to closely-held middle market companies and 
start-ups.   

Rave reviews for JHI University                    
Mark your calendar for Spring 2008 session  

How successful was the first session of JHI University  at the JW Marriott in Houston, Texas October 
21 – 26?   

The short answer is: super successful!  In fact, the 23 participants asked for breaks and lunch periods 
to be shortened so they could spend more time in this new continuing education program for staff from 
JHI firms.  

Level One certified public accounting training was provided in October. Organizers are confident that 
the first session will generate increased interest in the Level Two and Four training planned for spring 
2008.  

Three of the October participants described their experience as follows. 

“I had a lot of fun and a great time meeting new people with other firms that are associated with JHI. There were a lot of different accents 
and cultures in one room which I thought was a wonderful way to integrate the same training with different people. It was a way for 
everyone to explore what other firms and people are like from various states throughout the US. I thought the training in Houston was 
definitely a great learning experience, especially to be able to learn with other firms. I liked being able to train and learn in another state, as 
opposed to just staying in New York. It was interesting to be able to see how other firms operate in other states, compared to learning with 
the people in the same firm within the same state. I was also able to see how we all had slightly different accounting/auditing methods, but 
we were all similar when it came to learning the general basic accounting/auditing techniques. I think it opened up a lot of minds to different 
ways/techniques of other firms. It was great to explore parts of Houston and be in another area of the US that I have never seen before. It 
was fun to walk around and see parts of Texas with other people that were also on the same page as I was and learn not only accounting, 
but (explore) different cultures together as well. It was wonderful eating at different types of restaurants with everyone and being across the 
street from a HUGE mall to shop! I really enjoyed learning about new things, people, and cultures the whole way through and gaining some 
newfound friends across the US.” 

Sabrina Chan, Marks Paneth & Shron LLP

 “…there was something special about learning with other firms. The selection of people made it really interesting. There were people with 
different levels of experience in different industries so everyone (including the two of us from Marks Paneth & Shron LLP) had their own 
unique experiences to share with the rest of the class, which added to the whole process. Learning the different methods other firms used 
was interesting and also made us really understand why ours worked and gave us ideas about how we could do things differently. The other 
great benefit is (that) now we have a small but close network of friends in accounting across the country. Meeting others with completely 
different backgrounds, but similar professional interests and goals, was pretty powerful. It was nice just exploring Houston with the others 
and eating as a group each night as well. So all in all, we had a great experience, and those from other firms all said the same.” 

Matthew Estersohn, Marks Paneth & Shron LLP

 “The training session went well and provided me with a better understanding of the PPC risk- based audit approach. This training gave me 
the structure and framework that I need to fully understand what I'm doing in the field and why I'm doing it. Even though I was familiar with 
some of the material covered, there are still a lot things that I would like to understand better. I really like the nature of what my job entails 
and aspire to attain a level of knowledge where I can add back value to the firm.”                                                             

Ramona Ruth, Dorfman Abrams Music, LLC
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