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In 1953, I came to Mountain City to partner with a lo-
cal businessman, Joe Blackburn, in a grocery store.  A 
couple of years later, our business was growing and “an-
other” Joe Blackburn was highly recommended as our 
CPA.  Through the years, our association with Black-
burn, Childers & Steagall has been very rewarding both 
personally and professionally. - Nelson Gray

My brother Joe 
(BJ) and I started 
Economy Printing 
in 1963. A friend 
in the banking 
business recom-
mended Mr. Carl 
Childers for my 
accounting needs. 

At that time his offi ce was located on Wal-
nut Street in the Morrow Machine Shop 
building. After only one visit I felt con-
fi dent to hand over the business of all of 
my accounting. The integrity, knowledge 
and honesty of Carl Childers was evident 
after only a few minutes of speaking with 
him. His experience working for the IRS 
as a CPA gave him a background I felt very 
secure with.  Through out the years I have 
remained a client of Blackburn, Childers 
and Steagall. I have owned many busi-
nesses and BCS has always handled all of 
my accounting. I have never experienced a 
problem with them or the IRS in all these 
years.  - Mickey Jilton

I have been thrilled with the service I have received over 
the years.  I have nothing but good to say about BCS.  
It is the best all across the board, super company, su-
per people.  I owned Hurt’s Food, and I have been with 
BCS since the beginning, when Joe Blackburn’s offi ce 
was in the machine shop.  Once, I asked Jeff, “How do 
you recruit people?  I’ve never met one over there that 
wasn’t tops in every way.”  The expertise of BCS can’t 
be matched.  Congratulations for 50 years in business! 
- C.O. Hurt

I was a friend of 
Joe Blackburn 
from our Milli-
gan College days 
in the late 30’s 
and early 40’s.  
Joe started doing 
my accounting 
around 1952 for 

the Cross-Lacy Oil Company.  That was 
before Jeff was born.  I’ve been doing busi-
ness with BCS for nearly 60 years, and I 
have always had excellent service and ex-
cellent work done. - Duane Cross
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Starting a business in 1950-51 seemed a large task to care for, and then needing 
business registrations and license forms seemed even a bigger task.  Needing tax 
forms sent to both the state and federal governments on a monthly and yearly 
basis, caused me in 1953-54 to begin looking for professional help.  A friend 
suggested Mr. Joe Blackburn, CPA, and his fi rm on West Walnut Street would 
be able to meet our needs.  From the fi rst visit to Mr. Blackburn, we looked no-
where else.  To this day, Blackburn, Childers and Steagall are still meeting all of 
our needs. - Merv Pratt

- Roland and Hazel Davis

As we celebrate our 50 year anniversary, 
we are featuring six of our clients that have 
been with us since the fi rm was established 
in 1961.  Some of these clients were with Joe 
Blackburn before his partnership with Carl 
Childers.  We are very grateful for the loyalty 
of our clients, and we look forward to many 
more years of continued business!



Have you made plans for 2020 yet?  You’re going to be 
somewhere in 2020, so why don’t you start deciding 
where today?

Where you will end up and what you will accomplish 
will be determined by your vision or lack thereof. Not 
many great things have ever happened by accident.

At our fi rm retreat this past fall, we had some fun 
looking back at our 2000 retreat where we had shown 
a vision that looked pretty crazy at the time. In 2000, 
we looked ahead to 2010 as to the numbers of part-
ners, staff, revenues, departmental growth, technol-
ogy, training and facilities and what all these would 
look like 10 years later.  What was amazing was al-
most all of these “crazy unachievable” visions had not 
only been achieved, they had been greatly exceeded.  
Thus, we got busy on our “2020 Vision”!

While I believe true long range planning should be 
done on a 3 to 5 year timeframe, I also believe vision-
ing should be done 7 to 10 years out. I realize 10 years 
is far out there, but I’ve found that far out allows peo-
ple to dream big without fear or normal constraints, 
since sometimes a 3-5 year timeframe can limit peo-
ple’s imagination.

In Stephen Covey’s book 7 Habits of Highly Effective Peo-
ple, one of his main principles is “Begin with the End 
in Mind.”  This means, as does vision, to start with a 
clear mental picture of what you want your future to 
be.

Vision helps set direction, and with vision comes pur-
pose, emotion, adrenaline and clear priorities which 
in turn makes day to day decision making much easi-
er.   Through this process goals are then set, typically 
with a 3 to 5 year timeframe and then strategies are 
established to achieve the goals.   Visions are long 
term but they require constant attention and leader-
ship.

A clear vision with proper planning and follow 
through increases your chances for success greatly.  
Thus, I challenge you to look into your future, cast 
your visions and start writing your own personal 
scripts.

I’m dreaming big both personally and corporately for 
2020; I encourage you to do the same!

If we can help you with any of your long term planning in 
any way, please give us a call.

Corporate Personal
Finance / Budgeting Professional / Career
Staffing Financial
Products / Services Family / Relational
Facilities Health / Physical
Geographically / Market Spiritual
Transitions Transitions

Areas for Visioncasting

Keys to Achieving Vision

Write it down

Set Goals
Develop Strategies to Reach Goals
Communicate to All Involved
Implement,  Monitor, Tweak as Necessary
Celebrate Successes Along the WayWhere there is no vision, 

the people perish. -Proverbs 29:18
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According to Fortune Magazine, “Less than 10% of strategies 
effectively formulated are effectively executed”.  Companies 
spend millions of dollars developing strategies that never 
come to fruition.  So how do companies get from point A 
(formulation) to point B (implementation)? 

First, you need to recognize that strategy formulation and 
implementation are very, very different.  If you are a “big-
picture” kind of individual, then formulating business strat-
egies may not be that diffi cult for you.  However, the detail 
of the implementation process may be absolutely crippling.  
Obviously careful thought and meaningful research are 
needed to craft business strategy, but it takes real discipline 
and purpose to implement.

Strategy Formulation

The very basic steps of formulating business strategy are:

Step 1: Identify the Company’s Purpose/Vision. Why am I in 
business?  What do I hope to accomplish?
Step 2: Identify the Company’s Scope.  What area do I intend 
to service?  What products and/or service will I provide?  Who are my 
customers?
Step 3: Identify the Company’s Objectives.  What specifi c goals 
do I have for my business? 
Step 4: Develop Strategies.  What strategies should be implement-
ed in order to achieve my specifi c goals? 

There are many great tools for formulating business strat-
egy including Michael Porter’s 5 forces model and SWOT 
(strengths/ weaknesses/ opportunities/ threats) analysis 
among others.  

Strategy Implementation

The implementation of strategy requires business leaders 
to be both introspective and proactive: monitoring progress 
and making adjustments to ensure that the goals will be 
achieved.    The real work is in the implementation not the 
formulation (this is where most consultants “check-out”).  
Here are some pointers to help you with the implementation 
process.

Champion -There must be a champion for the implementa-
tion.  If no one carries the fl ag into battle, no one goes – apa-
thy is an amazing state of being.  

Communication- Invariably, implementation is going to in-
volve some change and change can be a very emotional pro-
cess for some team members.  In order to get buy-in across 
the board, team members have to understand the reason for 
the change and how it fi ts with the company’s strategy.  

Clear Objectives- One challenge with the strategic process 
is allowing the objectives to be too broadly based.  In order 
to reach a long-term goal, it is very important to understand 
how short-term goals work to achieve the long-term goal.  
It’s diffi cult to implement a strategy that isn’t well defi ned 
or that appears to be unattainable at the outset.

Culture- One of a company’s most precious assets can be 
its culture.  If the implementation of a strategy is in direct 
opposition to the overall culture, then you need to either re-
visit the strategy or revisit your culture.  For example, if your 
company has always focused on teamwork among members 
and avoided internal competition, then an aggressive bo-
nus, commission based compensation system as part of your 
overall strategy implementation could be disastrous.

Resources- If a company is serious about their strategy, 
then management must commit to necessary resources in 
order to be able to implement.  These resources can include 
technology and facility improvements, but will most cer-
tainly include time commitment from team members. 

PDCA (Plan-Do-Check-Act)- This process is an iterative 
cycle which is based off of the scientifi c method.  This pro-
cess emphasizes that once a process/strategy is implement-
ed (Do stage), then the results must be analyzed or studied 
(Check stage).  The measures used should be metrics that 
are not subject to intentional manipulation.  Often this re-
quires the use of multiple measures to “weed-out” data that 
may be less than accurate.

If your company does not focus on the implementation, then 
your formulated strategy simply sits on your bookshelf.



4

MeLissa Crockett, Human Resources Manager, completed a Master Certifi -
cate Program through Villanova University in Human Resource Management.  
The program consisted of three intensive classes over a period of nine months 
studying complex concepts on strategic management, workforce planning, 
HR development and organizational management with extensive knowledge 
of advanced HR concepts and competencies as well as practical skills to put 
the knowledge to work.
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Karen McMurray, Partner, is now licensed to conduct peer reviews. Karen 
and Siena Rambo completed training on how to conduct peer reviews and are 
now qualifi ed as a peer review team.  Each team member must be a member of 
the AICPA, be currently involved in public accounting as a partner or a man-
ager with at least fi ve years experience in the accounting and auditing func-
tion, be associated with a fi rm that has passed peer review timely and posess 
current knowledge of professional standards.  All CPA fi rms that conduct au-
dits and reviews are required by the AICPA to have a peer review conducted 
every three years.

Congratulations to BCS Wealth Management Partner, Nick Clay, and his 
wife, Lacy, on the birth of their fi rst baby, Addilyn Grace.  She was born on 
March 13th and she weighed 6 pounds, 2 ounces.

Congratulations to Sabra Houston!  
This year is her 25th Anniversary at 
BCS!

    Lots of Food
+  Basketball Brackets
=   Fridays during Tax Season
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Do you ever look at fi nancial statements and think, 
“Well these numbers look pretty good, and they are 
right, but what do they really mean?  How can fi nan-
cial statements help me manage my business?  All they 
really show me is I have cash and some other assets 
(and liabilities), and I have revenue and expenses.  
As long as there is enough money to pay my bills and 
there is a positive number at the bottom of the income 
statement, I am in good shape, right?”  Having suffi -
cient cash to pay your bills and having net income is 
a good start, but relationships embedded in those fi -
nancial statements can help you to truly understand 
your fi nancial position and risks.  These relationships 
are what accountants call ratio analysis, and due to 
the fallout from the recession, it is more important 
than ever to use ratio analysis to help us manage risk.  
There are numerous types of ratios to help you moni-
tor your business but some of the key types are liquid-
ity, profi tability, effi ciency, and solvency.  There are a 
number of ratios in each category that could be used 
and this article is not all inclusive.  
Liquidity ratios tend to focus on an entity’s ability to 
meet current liabilities, but can also include informa-
tion on overall liquidity.  Some of the common ratios 
are the current ratio, the quick ratio, and the work-
ing capital ratio.  Another key ratio, especially for not 
for profi ts and governments, is sometimes referred to 
as the primary reserve ratio.  This ratio measures net 
expendable resources against total expenses and can 
help determine how many months of operations an 
entity could cover.  There are numerous others that 
can be used.  
Profi tability ratios seek to help us determine how 
profi table an entity is.  Some of the more common are 
Return on Investment, Return on Total Assets, and 
Return on Sales.  Some other ratios that could be ben-
efi cial include a cash income ratio, which compares 
net cash provided by operating activities to income, 
and comparison of revenue sources to total revenue 

and expenses.  These can help determine how depen-
dent an entity is on a specifi c type of revenue.  

Effi ciency ratios generally focus on how effectively 
an entity is using resources.  Turnover ratios are com-
monly used to measure effi ciency.  This involves a 
comparison usually of net sales or revenue with total 
assets.  An entity could also measure sales against cap-
ital assets.  You could also measure capital expendi-
tures against depreciation expense to help ensure that 
you are adequately reinvesting in your capital assets.  
There are numerous ways to compare elements of the 
fi nancial statements, and the usefulness of any ratio 
will depend on your entity.

Solvency ratios generally measure the degree to 
which an entity relies on debt fi nancing.  These in-
clude ratios such as the leverage ratio or debt to as-
set ratios.  Some other ratios that may be useful in 
measuring debt management are the debt burden ra-
tio, which compares total debt service (interest, fees, 
payments) against total expenses, debt service cover-
age (net income/debt service), and comparing net ex-
pendable resources to long-term debt can be helpful.  

This is a brief summary of ratio analysis.  While each 
of these ratios can provide insight into a particular pe-
riod they are much better when compared over time, 
preferably several years.  Management or the gov-
erning board should also be involved in determining 
whether or not to include certain items in the analy-
sis.  These decisions should be made early in the pro-
cess and consistently applied to all periods analyzed.  
Your organization may also fi nd industry compari-
son very helpful.  Generally, this information can be 
found in trade publications or via trade websites.  You 
should also defi ne expected results, and if your entity 
is not meeting the expected results you may want to 
consider a more detailed analysis.  You may also want 
to consider using both fi nancial and nonfi nancial met-
rics in performing ratio analysis.  Finally, consulting 
with your CPA is always a great option! 
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BCS, CitiGroup and Holston Habitat for Humanity hosted the groundbreaking ceremony on Monday, April 25, 2011 to 
launch a new Habitat home construction in Johnson City at the home site, 1401 East Holston Avenue.

 This project is the largest one to date that we have taken on, so we are excited about being able to team with both Citi 
and Habitat because we know both have great reputations for giving back to our region.  

We are excited about continuing to give back to the region that has helped us be successful for the last 50 years. 
Holston Habitat for Humanity is well known for changing people’s lives, and we feel this is a wise investment of our 
time and fi nancial resources. Many of our clients have heard about this project and committed to donating their time, 
expertise and services in support of this project. We are truly grateful that our clients and friends are willing to get on 
board with us and become a part of this partnership. Everyone at BCS is excited about the opportunity for a team of 
accountants to actually build a house!

Working in partnership with Holston Habitat for Humanity, the joint build with BCS and Citi provides funding and 
volunteers needed to build the Habitat house. In addition to fi nancial support and donations, both organizations are 
ready to roll up their sleeves to build the home from the ground up.
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Clients and friends who have graciously 
donated their products and/or services 
for our Habitat House on East Holston 
Avenue are:

Gardner Paint
Depew Guttering
Evergreen Garden Center
Cook’s Mechanical
Crawford Drywall
Summers Taylor
East Tennessee Contracting Services

Several of our clients and friends have 
also donated food for the volunteers:

Bojangle’s 
Phil’s Dream Pit
Firehouse
Broad Street BBQ
Pizza Inn
Elaine Gerace
Courtyard by Marriott
Main Street Cafe
Tri Cities Mortgage Bankers Association

Cli d f i d h h i l

View the Galleries on our 
50 Weeks of Giving Blog.  
You can also see the rest of 
our projects and learn more 
about our Habitat for Hu-
manity build.  Visit:

www.BCScpa.com/about-
us/latest-news/
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In the past, bookkeeping was a second thought. A 
handshake and your business reputation were suffi -
cient for business operations. Today, many business 
owners rely on an in-house bookkeeper to maintain 
the company’s bank account, payroll, and overall fi -
nancial condition of the company. A good bookkeeper 
is worth his/her weight in gold. Someone who has ac-
counting experience, who is familiar with computer-
ized accounting, and who is organized will save your 
company money.

Accounting experience has become a must for any 
bookkeeper. He/she should be able to provide the 
balance in the company’s bank account and the net 
income of the business on a consistent basis. A book-
keeper should be able to explain any accounting trans-
action without using the words, “That’s how someone 
taught me to do it.”

In this age of instant messaging and online banking, 
business owners need consistent and accurate fi nan-
cial updates. There are different types of accounting 

software; and all of them use the same accounting 
tools. A good bookkeeper should be able to use any 
of them. 

Organization is the key to any bookkeeper’s schedule 
and the biggest cost-saving technique. A good book-
keeper has a schedule of what needs to be done and 
the deadline for each task. He/she understands that 1) 
late tax payments result in penalties, 2) late loan pay-
ments results in loan defaults, and 3) cash fl ow in is as 
important as cash fl ow out.

A good bookkeeper will possess most, if not all, of 
these qualities. Their organization and accuracy will 
help your company stay profi table. If you have a book-
keeper who needs training, provide it. Consider this a 
long-term investment.  It’s also important to sched-
ule weekly meetings with your bookkeeper to review 
their work. It’s your business. You are ultimately re-
sponsible for the company’s fi nancial condition and 
success.

Read more about all the ways we have been giving back to our 
communities on our blog.  Visit BCScpa.com and click on the 50 

Weeks of Giving icon.
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With tax season behind us, now is a great time to plan 
for next year.  In this article, we will explain the Alter-
native Minimum Tax (AMT). If government forecasts 
are correct, one-fi fth of all taxpayers will be affected 
by AMT in 2011, many of them middle income taxpay-
ers.   

AMT was created by Congress in 1969 to target 
higher-income taxpayers who would claim so many 
deductions they owed little or no income tax.  Tax 
laws provide tax benefi ts for certain kinds of income 
and allow special deductions and credits for certain 
expenses.  The AMT attempts to ensure that anyone 
who benefi ts from these tax advantages pays at least a 
minimum amount of tax.  

The AMT provides an alternative set of rules for cal-
culating income tax.  Basically, these AMT rules de-
termine the minimum amount of tax an individual 
should be required to pay.  So if regular tax falls below 
this minimum, the difference is an additional tax or 
AMT.  A taxpayer may have to pay AMT if taxable 
income for regular tax purposes plus or minus any ad-
justments exceeds the AMT exemption.  A growing 
number of middle-income taxpayers are discovering 
they are subject to AMT because the exemption is not 
indexed for infl ation.  

AMT Exemption amounts for 2011 are the following:
 -$74,450 for married couples fi ling a joint return 
and qualifying widows and widowers

-$48,450 for singles and head of household
-$37,225 for a married person fi ling separately

Some examples of the adjustments in fi guring the 
AMT would be: interest from private activity bonds, 
state and local income taxes paid, medical and dental 
expenses, the standard deduction, and the deduction 
for personal exemptions.  These adjustments are just 
a few that will affect the AMT liability.  For example, 
medical and dental expenses over 7.5% of adjusted 
gross income are an itemized deduction for regular 
tax purposes. The threshold is raised to 10% for AMT 
purposes.  

At a tax rate of at least 26 percent imposed on AMT, 
in addition to regular tax, AMT could be substantial.  
The AMT is a signifi cant concern, but tax planning 
should not focus solely on eliminating AMT liability 
because concentration on lowering minimum tax lia-
bility alone could easily result in an unwanted increase 
in the regular income tax liability. In general, the best 
way to control AMT liability is careful planning in-
volving coordination of future regular income tax and 
AMT, using accurate projections of income, expenses, 
and deductions over multiple years with several alter-
native scenarios. Then an overall plan could be used 
to manage your AMT liability without raising regular 
tax liability.  We believe that a thorough analysis of 
current and projected tax situation could minimize or 
eliminate exposure to AMT liability. 

That if you add up the number of years each of the nine current 
partners has been a partner, it equals 100 years?

Jeff
32

Karen
19

Tommy
17

Melissa
9

Wade
8

Travis
7

Chuck
4

Chad
2

Kevin
2



In all my years of performing IT work there is always one question that I get asked time and time again:  “How 
did my computer get infected?”  In years past, the answer was usually related to the fact that someone had 
opened a bad e-mail attachment, clicked a false link in an e-mail, used peer to peer software (e.g. - LimeWire) 
or just visited some “non-reputable” websites.  Now these are all still ways that your computer can become 
infected, but we’re going to take a look at another way that you can become a victim that you may not even be 
aware of:  visiting a website.  

As security-related programs are constantly being improved, so are the methods that hackers use to try to 
infect your system.  One of the more popular methods that hackers are now using is to infect your computer 
just by your visiting a website.  How does this all happen?  Hackers have the tools to check websites and scan 
them to fi nd vulnerabilities within the website to exploit.  If they are able to fi nd a vulnerable website, they will 
inject certain malicious code into the site - or even an advertisement on a website – and wait for unsuspecting 
people to visit.  Once you are on the website the malicious code will discreetly download and install itself onto 
your system in the background without your knowledge.  This could occur on any website…even if the only 
website you go to is to watch videos on MSN.com or Facebook.  Many popular websites have been victims of 
these types of attacks over the last several years.

Now before you go and discontinue your internet service; here are some suggestions to help prevent your com-
puter from becoming the latest victim of a malicious website:

Make sure you download the latest updates for your Operating System and set it to automatically 
check and update your computer on a recurring basis.
Check your anti-virus software to make sure it is updating and scanning your computer regularly.  
Your antivirus software should be updating daily.
Use a software or hardware fi rewall to add another layer of protection to your computer.  
Use software (AVG Link Scanner) or online service websites (URLVoid.com / VirusTotal.com) to 
scan and check websites you are suspicious about. 
An even easier way to scan each site is to turn on the malicious website fi ltering feature that is avail-
able on the latest versions of some popular web browsers.  This feature will scan & detect a malicious 
website before it opens in your browser.  Examples are the SmartScreen fi lter in Internet Explorer or 
Google SafeBrowsing.
Finally, be mindful of the websites you visit and links that family / friends e-mail you.  Also, check 
links in search engine results just a little closer before clicking on them.

Now I can’t guarantee that you’ll never get infected if you follow these suggestions, but they will greatly reduce 
the chances of your computer becoming infected by a malicious website.
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In the last newsletter, we stated that our three founding part-
ners all graduated from ETSU, however, Joe Blackburn gradu-
ated from Milligan College and Carl Childers graduated from 
Bowling Green University.
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What’s the one thing people don’t take into 
account when thinking about long-term care 
insurance?

Many articles have been written about long-
term care planning and insurance protection, but 
there’s one very important fact that these articles 
fail to explain. Simply, not everyone can “health 
qualify” for long-term care insurance protection. 

Without this one fact, you probably assume you 
can apply and get insurance protection when you 
are older and closer to actually needing care. The 
problem is, you might no longer meet required 
health qualifi cations. 

A study by the American Association for Long-
Term Care Insurance revealed that one out of 10 
people who apply between the ages of 50-to-59 
are declined. The percentage of applicants who 
are declined almost doubles for individuals 60-to-
69 and it is 45% for those age 70 and older.1 

There is a silver lining that most people don’t 
know about long-term care insurance. 

Individuals who are in good health when they 
apply for coverage can take advantage of good 
health discounts. These can save you 10% each 
year, and you don’t lose the discount even when 
your health changes. 

The number of people who qualify for these good 
health savings declines with age. Over half (62%) 
of applicants between ages 40-to-49 qualify... but 
only a third (38%) of those ages 60-to-69 qualify.1 

One fi nal thing you need to know. Each long-term 
care insurance company sets its own health stan-
dards. A health condition that’s acceptable to one 
company may not be acceptable to another. That 
is why it is important to work with a knowledge-
able professional... so you get the best coverage 
for the best price.

1 Source: American Association for Long-Term Care Insurance; 2010 

LTCi Sourcebook.

Stop by BCS Wealth Management to pick up your free informational DVD from 
Kiplinger Finance about Long-Term Care Insurance.  

Thank you to all the clients and friends who 
dropped in for our Open House on March 

30th.  We had delicious food from Gardner’s 
Honey Hot Dogs and WSXM’s Bill Meade 
broadcasted his show live at our location.  

To see more pictures visit 
BCSWealthManagement.com



www.BCScpa.com

801 B Sunset Drive
Johnson City, TN  37604
423-282-4511

550 Tusculum Blvd.
Greeneville, TN  37745
423-638-8516

440 East Sullivan Street
Kingsport, TN  37662
423-246-1725

CHANGE SERVICE REQUESTED

When Hoover Harrison Associates merged with Black-
burn, Childers & Steagall, the transaction had the bless-
ing of the founding fathers, Herbert Hoover and Roscoe 
Harrison.   Herbert died in March and his dedication 
and commitment to the accounting profession will long 
be remembered.   

My fi rst impression of Mr. Hoover 
became my lasting impression of 
him. I remember walking into his 
offi ce for a job interview and being 
greeted by a man with such a kind 
and gentle spirit and an enduring 
mischievous twinkle in his eye.  His 
offi ce was inundated with all sorts 
of UT memorabilia, including hun-
dreds of used football ticket stubs 
under the glass that covered his old 
wooden desk that had been painted UT orange.   Ev-
eryone who knew Herbert knew of his passion for UT 
football as that subject seemed to fi lter into most of his 
conversations.

Other passions were his annual reunion of his fellow 
shipmates of the rocket gunboat on which he served 
during World War II and his annual family reunion.  
These two reunions were never missed.   His love for his 
country and his patriotic spirit were evident in his con-

tinued service in the American Legion 
and the V.F.W.   He enjoyed the po-
litical arena serving as the campaign 
treasurer for Congressman Jimmy 
Quillen for over 30 years.

Herbert loved his work and was 
a constant mentor to those who 
worked with him.   His active partici-
pation in the local CPA chapter pro-
vided a source of encouragement for 
young accountants in the area as they 
entered this profession.     His life was 

one of service….service to his family, church, country, 
profession, and his clients.  When I think of my bless-
ings in life, he is one of them.   

 - Cathy Peters
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