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	 BOOK   r e p o r t

There are many books on helping 
entrepreneurs successfully 

operate their own businesses and, 
from the title of this book, I assumed 
this is finally a book that would 
focus on the issues confronting a 
family-owned business. My firm’s 
accounting practice was started by my 
grandfather in 1950, and this year my 
father turned the reins of the practice 
over to me — the third generation. 
Unfortunately, Minding Your Family 
Owned & Managed Business did not 
focus on the unique issues that multi-
generational, family-owned businesses 
face, but rather it is a marketing tool 
developed by the network of member 
accounting and consulting firms that 
belong to this alliance. 

The book has 26 chapters written 
by 26 different authors, ranging 
from topics covering the formation 
of the business to either the sale 
of the business or transition to the 
next generation of family owners. 
While some of the relevant tax advice 
is already outdated, there is some 
valuable information to be learned 
here. A particularly timely topic 
is addressed in chapter 14, which 
discusses using a cost-segregation 
study to properly depreciate a 
business’s commercial property to 
yield greater tax savings in the early 
years of owning a building.

One of my favorite chapters 
deals with enhancing the value 
of the business when the family 
decides to sell, a sentiment I have 
echoed to clients many times. You 
can’t minimize your tax liabilities 
each year and then try to sell for a 
premium price. I thought the chapter 
on succession planning fell short, 
and I thought the book would deal 
with real issues that family-owned 

businesses face: relationships, 
transfer of authority and so on. 
However, these concepts were 
not covered.

A listing of questions at the 
end of each chapter proved 
helpful. These questions 
were broken down into two 
groups: questions to ask 
yourself and questions to ask 
your accountant. These can 
help you take a critical look 
at your own business and 
see how your accountant 
can assist.

The chapters that 
worked the best were 
when real-life examples 
were given. However, the 
focus was not necessarily 
on the unique problems 
that arise when family 
members work together 
and try to continue 
to build the business. 
Having lived through 
many business problems 
that were exacerbated because 
of family issues, there are many 
psychological and sociological forces 
at work — even more so in a business 
with more than one family member. 
To me, the name of the book is 
misleading, but there is some good 
information for any small business 
owner. 		 	 	 	

Enterprise Network Worldwide		
www.enterprisenetworkworldwide.com

Minding Your Family Owned & Managed Business: 
26 Strategies for Small Business Success! 
Reviewed by Girard A. Pisauro Iii , CPA, Pisauro, Levy & palumbo Cpas pa

Book Report Guide
HHHH	 Instant classic
	 HHH	 Great addition to your bookshelf
	 HH	 Offers some good insights
	 H	 Not much of a resource
	 0	 Don’t bother
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You notice two things upon entering 
Howard Hirschhorn’s Matawan 

office: pictures of John F. Kennedy and 
figures of owls, lots of owls. Of all the 
ornithological options out there, why 
owls? “I bought a pair of owl bookends 
while I was attending New York 
University in 1964,” says Hirschhorn. 
“And from there it just kind of took off, 
so to speak.” 

His collection has blossomed over the 
years to include glass figures, paintings, 
bronze statues, music boxes and owls 
from as far away as Israel and Africa. He 
delights in telling the story of a client’s 
daughter who had interviewed him on 
being a CPA, got an A+ on the paper and, 
as a thank you, made him a macramé owl 
that he proudly displays in his office.

  Born in Brooklyn, New York, 
Hirschhorn began work full-time at an 
accounting firm, Homes & Davis, in 
1952 after returning from the Korean 
War. Attending New York University 
in the evening, he graduated in 1964. 
“Accounting was practically the family 
business,” he reflects. “My older brother, 
uncles and ultimately one of my children 
went into accounting.”  

In 1963, Hirschhorn and his wife, 
Esther, moved to Colts Neck and he began 
a small practice while also doing per diem 
work. He received his CPA certification 
in 1969. “Obtaining the CPA designation 
was always my goal,” says Hirschhorn. “I 
wanted to know as much about business 
and accounting as possible.”

Shortly thereafter, Hirschhorn joined 
the New Jersey Society of CPAs. “It’s 
important to be part of an organization 
that represents your profession,” he 
comments. “Being an NJSCPA member 
also says something to my clients.” Today, 
this Society Life Member is still active with 

Monmouth/Ocean 
Chapter committees 
and seminars.

In 2000, as a 
result of the market 
crash, Hirschhorn’s 
career took 
an interesting 
turn when he 
represented a 
67-year-old client who felt she 
had been duped by her broker in the stock 
market. Hirschhorn filed a mediation 
claim through the National Association 
of Securities Dealers, today known as the 
Financial Industry Regulatory Authority 
(FINRA), and successfully recovered 
$33,000 for his client. Thus, Hirschhorn 
launched the second act of his career. 

From there, he has represented clients in 
FINRA arbitration and mediation hearings, 
and he also sits on a panel of arbitrators 
that adjudicates cases. In the latter 
scenario, he is typically joined on the panel 
by a pair of attorneys. “The lawyers who 
sit on the panel generally have a ‘customer 
should have known better’ attitude,” 
Hirschhorn says. “But they really don’t 
understand finances, and this is where I can 
really contribute toward cases.” 

Hirschhorn notes that the basis for 
most of his clients’ cases is the result of 
improper “suitability,” where brokers 
did not invest their clients’ funds in 
vehicles that were a match for their 
income, assets or goals; “churning” 
or excessive trading; or unauthorized 
trading. “Unfortunately, many of the 
claimants are senior citizens,” says 
Hirschhorn.

So passionate is he about the issue 
of protecting oneself when entering 
the securities markets and how to file 
a claim if wronged, that Hirschhorn 

gets the message out to the public in a 
variety of ways. He’s held seminars at 
community colleges and currently holds 
lectures before hundreds of people on 
cruise ships, speaks to veterans groups 
and writes a column for the Jewish 
Voice.  “Most people think that if they 
lose money in the stock market it’s 
just the luck of the draw, but that may 
not necessarily be the case,” comments 
Hirschhorn. He estimates that he has 
recouped approximately $500,000 for 
his clients.

Hirschhorn advises those of his CPA 
colleagues who wish to become part of 
the arbitration/mediation process to visit 
www.finra.org. Candidates must pass 
an exam and take continuing education. 
“There’s a modest honorarium, so you 
won’t get rich,” says Hirschhorn. “But it 
gives you a good feeling helping someone 
recover his or her life’s savings.”   

There is an interesting symbolism of 
the wise owl and the judicious arbiter 
deciding the financial fate of others, 
which is not lost on Hirschhorn. “I just 
find owls extremely interesting. They 
have tremendous vision, sharp instincts 
and are very shrewd — just like me,” he 
laughs. 

Howard Sees a Whoooo 
(and Lots of Them)
By David N.  Plaskow, NJSCPA Publications Editor

	 MEMBER   p r o f i l e
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Business Banking. Commerce Style.

A Valuable Partner
For CPA’s.

• Dedicated Relationship Manager

• Open 7 Days

• Free BusinessDirectSM Online Banking

• Comprehensive Cash Management Services

• 100% Financing on Equipment Leasing

450+ convenient locations throughout
Metro New York, Metro Philadelphia, Metro Washington, DC and Southeast Florida

Find out why so many CPA’s turn to Commerce
for all their banking needs.

commerceonline.com

Call Gregg Gerken for Northern New Jersey, Nick Miceli
for Central New Jersey, or Jim Kiernan for Ocean and

Monmouth counties at 1-888-751-9000

Restrictions may apply for BusinessDirect; fee may apply to business analysis customers. Member FDIC
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McLachlan Kane Insurance Agency, 75 East Main St., Somerville, NJ 08876
(908) 526-0500, www.insuranceagent.com 

For a quote call CAMICO’s local agent 
McLachlan Kane at 800-966-3474. Go to 
www.insuranceagent.com/NJSCPA or fax your renewal
application to us at 908-526-9584, Attn: Tom Fisher.
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“We find that their tax advice hotline and engagement letter review 
services are invaluable to our practice. Nobody else does this.”

—John Andiola of Bond, Andiola PC
Raritan, NJ

Your NJSCPA Accountants Malpractice Program

Have a complex federal tax question? 
“CAMICO can help you get the answers to certain complex federal tax issues 

through their toll-free hotline.”

Signing on a new engagement? 
“CAMICO’s experienced risk management professionals can aid you with 

the engagement letter.”

Need to disengage from an undesirable client? 
“CAMICO will assist you with the disengagement letter.”
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