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New In-Plan Conversions
■■ The IRS answers FAQs on Roth 401(k)s, known as Designated Roth Accounts, at  

www.irs.gov/Retirement-Plans/Retirement-Plans-FAQs-on-Designated-Roth-Accounts.

Tax-Free Gains From Home Sales
■■ The fine points of the tax treatment on the sale of a principal residence are explained in IRS Publication 523,  

Selling Your Home, at www.irs.gov/pub/irs-pdf/p523.pdf.

Diversify 529 Accounts
■■ For The IRS explains the tax benefits of qualified tuition programs, known as 529 plans, in Publication 970,  

“Tax Benefits For Education,” p. 33, at www.irs.gov/pub/irs-pdf/p970.pdf.

Maximizing Medical Deductions
■■ For the rules on medical deductions, see IRS Publication 501, “Medical and Dental Expenses,” at  

www.irs.gov/pub/irs-pdf/p502.pdf.

Using the Work Opportunity Tax Credit
■■ The U.S. Department of Labor spells out the rules for claiming the WOTC at 

www.doleta.gov/business/incentives/opptax/wotcEmployers.cfm.

Practice Development Tip
Time to Review Life Insurance Trusts
From 1987 to 1997, the federal estate tax exemption was $600,000. Bequests to non-spouse heirs in excess of that amount 
faced taxes up to 55%.

The estate tax exemption has gradually increased since then while rates have fallen. Still, as recently as 2003 the exemption 
was $1 million, with rates as high as 49%.

Under the tax law passed in early 2013, that exemption was permanently set at $5 million, indexed to inflation in future 
years (it is $5.25 million in 2013), and the tax rate on excess assets is 40%. Therefore, relatively few clients have reason to be 
concerned about a sizable exposure to federal estate tax.

However, many clients still have irrevocable life insurance trusts (ILITs) that were created 10 or 20 years ago. Considering 
the current shape of federal estate tax law, this is an ideal time to contact clients to see if they have such trusts that should be 
updated.

Often, ILITs are designed to provide liquidity. A client who expected a $1 million estate tax obligation, for example, might 
have purchased a $1 million life insurance policy.

Held in trust, the policy’s death benefits could escape estate tax as well as income tax. Then the trustee could lend $1 
million to the estate or buy $1 million of assets from the estate, providing cash for the tax bill.

Such ILITs may no longer be needed for estate tax liquidity. If you discover you have clients with ILITs, you can explain 
the situation and see how the clients want to proceed.
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Clients may prefer not to keep paying life insurance premiums and trustee fees if estate liquidity is no longer necessary. If 

so, you might suggest clients meet with a knowledgeable attorney to see if the trust can be unwound, under state law.
On the other hand, keeping the ILIT in place can ensure that the client’s heirs will receive a substantial inheritance at the 

client’s death, tax-free. Clients who are concerned about leaving a legacy after possibly spending huge amounts on health care 
for many years may decide to leave the ILIT alone, providing peace of mind as they spend down assets. 

Such client discussions need not be limited to ILITs. You also can ask about existing bypass trusts, qualified personal 
residence trusts (QPRTs), and so on. Clients may be grateful if you help them evaluate whether or not their old estate 
planning trusts should be retained or revised.
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Tax Planning After the Healthcare Surtax: Tools, Tips, and Tactics
■■ The new 3.8% healthcare surtax adds a new dimension to tax planning in 2013 and beyond, but there are things you 

can do now to minimize the effects the new tax law will have on your clients, their assets, and their estates. Learn how to 
protect your clients’ interests and preserve their assets with this helpful resource.
[Item no. PTX1302M—AICPA Member $59.00, Nonmember $73.75]

Save Wisely, Spend Happily: Real Stories About Money & How to Thrive from Trusted Advisors
■■ Published in honor of the AICPA’s 125th Anniversary, and edited by best-selling financial author and CPA Sharon 

Lechter, this collection of advice offered by CPAs gives your clients the information and tools they need to make managing 
their money less daunting and helps them thrive at any stage of life.
[Item nos. PPF1301P—AICPA Member $15.99, Nonmember $19.99 and PPF1301E—AICPA Member $7.99, 
Nonmember $9.99]

Leading an Accounting Firm: The Pyramid of Success
■■ Using the model of the pyramid to illustrate his concept, author Troy Waugh builds a case for ongoing leadership 

development, guiding you through the essential ideas and practices that are at the core of great leadership and great firms. 
Using this powerful framework, you can improve your personal leadership and build great leaders around you.
[Item no. PPM1201P—AICPA Member $57.00, Nonmember $71.25]

On Your Own! How to Start Your Own CPA Firm, Second Edition
■■ Going solo doesn’t have to be a game of trial and error. Careful planning can make it one of the most rewarding 

decisions of your accounting career. Now in its second edition and revised by author Brannon Poe, this book leads new 
sole practitioners through each stage of creating your own firm, bringing your vision to reality, and nurturing your practice 
to make that reality a success.
[Item nos. PPM1212P—AICPA Member $55.00, Nonmember $68.75 and PPM1212E—AICPA Member $50.00, 
Nonmember $62.50]


