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Accountants in the state of Rhode Island. Jennifer
is a senior assistant accountant with SKM’s

auditing and accounting practice group. She holds a master

of science degree from the University of Rhode
Island. Dennis is a senior accountant, also with the
auditing and accounting practice group. He earned

his master of science degree in accounting from

East Carolina University.

) partner, has been appointed to the Finance
Committee of Care New England. Care New

England (www.carenewengland.org) is devoted to
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The new act allows an addition to the standard deduction for
sales tax paid on the first $49,500 of the purchase price of a
new vehicle purchased after February 16, 2009. The deduction

starts to phase out as your adjusted gross income exceedsparmer’ has been appointed to serve on Accounting

$125,000 ($250,000 for joint filers).
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For taxpayers purchasing their first home from January 1,
2009 through November 30, 2009, the first-time homebuyers
credit is increased to $8,000. Unlike the prior year credit, this
amount does NOT have to be repaid (unless the purchaser
sells the home within 36 months). To claim the credit, you
cannot have owned a home within the three year period ending
on the date of purchase of the new home. A special election
is available for 2009 purchases, to amend your 2008 return
to claim the credit (and obtain the refund much quicker than
waiting to file your 2009 return).
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Both the increased expensing election and bonus depreciation
amounts that would have expired at the end of 2008 have been
extended until the end of 2009. Accordingly, for equipment used
in a trade or business, you can elect to expense up to $250,000
of the cost of qualifying equipment placed in service during
2009. This can apply to new or used equipment but starts to
phase out once your qualifying purchases exceed $800,000. For
amounts not expensed, purchase of new equipment during 2009
will qualify for a 50% bonus depreciation. This allows you to
depreciate one-half of the cost of the new property AND take

your normal tax depreciation expense on the balance of the cost.

For more information about potential new tax benefits, please

contact a SKM tax professional at 401-331-0500.

and communities it serves.

Congratulations to *ENNIFER (USNETNLNEIS as
-OSER on becoming licensed Certified Public

*OHN-C.AMEE, CPA and SKM’s managing
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Department Advisory Board of the University of
Rhode Island. The purpose of the board is to advise

URTI’s College of Business on issues such as curriculum and
programs, recruitment and retention of students, and emerging
trends in the accounting field.

#H E BYIG $IH, ISEIR Wealth Management
financial planner and CPA, has been appointed
the treasurer of the Rhode Island Public Health
Association (RIPHA). RIPHA is dedicated
to improving the health, and health care access, of all RI

residents (www.ripha.org).

Matthew Mansour (11), Jessica Koszela (S) and Alex Mansour (9) participated in the
Central Coventry Little League’s opening day ceremonies at Paine Field on April 25, 2009.
Matt and Alex are sons of Joe Mansour, Partner in SKM’s audit and business valuation
groups. Jessica is daughter of Paula Koszela, a senior manager in our tax department.
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HOW TO BECOME A
BETTER NEGOTIATOR

Negotiation is a fact of everyday life for most business owners.
Whether it’s negotiating a price and delivery date with a supplier,
a contract with a potential customer or a salary with an employee,
there probably isn’t a day that goes by when you don’t engage in

some type of negotiation.

This is why it’s so important for owners to hone their negotiation
skills. Many books have been written on the subject, and there
are countless seminars and workshops you can take to help you
become a better negotiator. Here are a few tips for starters:

- Always strive for win-win negotiations. The most successful
negotiation is one in which both sides feel like they came
out a winner. You'll probably want to maintain an ongoing
relationship with the other party (a vendor, customer or
employee, for example), and this is much easier when one side
doesn’t feel shortchanged or cheated in a negotiation.

- Be willing to walk away. Most experts say this is the key to
becoming a successful negotiator. Before entering into a
negotiation, decide what’s the most you're willing to pay

or give up — and then stick to your guns. Otherwise, your
emotions may take over and you could end up making a deal
that you regret later.

Create options and alternatives. This will make it easier to
compromise with the other party. Is there something that’s
important to the other side where you can give in without it
costing you much (or anything)?

Establish your goals upfront. Decide what are the most
important things that you want to accomplish as a result of
the negotiation — the “non-negotiables,” so to speak. This will
help you determine where you can give a little and where you
need to stand your ground.
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