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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 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 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 

Page 1


