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Dustin Minton returns to restaurants
Meet Henry+Horne’s new Partner
By Elizabeth Bolt
After taking some time off to recharge,
travel the world and contemplate
the next chapter in his career, Dustin
Minton’s latest adventure is his return to
public accounting at Henry+Horne. The
restaurant industry specialist has more
than 20 years’ experience with 15 years
focused on providing assurance services
to restaurants as well as consulting on
best practices related to internal controls,
benchmarking and franchising.
You’re coming off quite the year! You
visited six continents and saw some
amazing places. How are you feeling
about returning to, as you put it, “the real
world”?
I’m thrilled to be joining Henry+Horne’s
Restaurant Group. Traveling and
accounting are similar in that they’re
both exciting and no day is the same. I
really enjoy the work and I love helping
clients. Henry+Horne presented a great
opportunity for me to jump back in
and still get to focus exclusively on the
restaurant industry. I’m looking forward
to getting back into the business and
reconnecting with and expanding my
network.
You’ve known you wanted to be an
accountant since 8th grade. How did you
end up specializing in services for the

restaurant industry?
An opportunity presented itself early in
my career when I joined SS&G and worked
exclusively in its restaurant niche, and it
just stuck – maybe because I’m a foodie
too. Restaurants are a fun industry and
one that you can partake in outside of the
work aspect. They’re very entrepreneurial
and it’s exciting to see a new concept start
from the ground up and become the next
big thing, or to work with mature brands
to help them remain successful.
Tell us more about your background.
You’ve built quite the resume in the
accounting industry.
Before joining the Firm, I worked at
PricewaterhouseCoopers for over six
years in their Cincinnati and New York
City offices. After returning to Cincinnati,
I joined SS&G and eventually became CoDirector of Restaurant Services, and when
SS&G merged with BDO, I transitioned
to Co-Leader of the National Restaurant
Industry Group there. I’ve worked with
many of the nation’s fastest-growing
restaurants and most well-respected
brands across all segments of the
industry. I’ve been lucky to work 100% in
the restaurant space for such a long time
in public accounting.

Henry+Horne is a great match culturally.
I really love what the Firm has to offer
– industry expertise and dedication,
the ability to resolve issues quickly, the
resources available and how much they
value their people – clients and team
members alike. They adhere to the highest
professional standards, but you know your
CPA is treating your needs with the same
care they’d give their own.
What are you most looking forward to
about working at Henry+Horne?
Definitely the opportunity to team up
with our Restaurant Services leader Brian
Campbell and the rest of the team to grow
the restaurant practice outside of Arizona
and the Southwest. I’ll still be based in
Ohio working with clients across the
country so there really are no geographic
boundaries when it comes to what
Henry+Horne can offer.
Just out of curiosity, if you hadn’t decided
to return to accounting and restaurants,
what could you see yourself doing
instead?
I’d definitely be a professional travel
blogger or college professor. This
opportunity with Henry+Horne allows me
the flexibility to achieve more balance in
my life.

Elizabeth Bolt is the Communications
Specialist at Henry+Horne. She can be reached
at ElizabethB@hhcpa.com.

Tax reform: Section 163(j)
Trap for the unwary!
By Bradley S. Dimond, CPA
Although the Qualified Business Income deduction receives all
the favorable buzz with the new tax law, we want to make sure
you are aware of another provision which is alarming to your
tax-geeky CPA. First off, does this sound familiar?
• You have multiple stores with each store set up as its
own “flow-through” entity and each has similar, but not
necessarily the same, ownership.
• Some of the stores are profitable (perhaps the older ones),
some are not (perhaps the newer ones).
• You have borrowed money to finance opening new stores,
perhaps even from one of your investors.
• When added all together, the gross revenue of all the stores
exceeds $25 million (average over preceding three years).
Now for the rule
New Section 163(j) applies to businesses with gross revenues in
excess of $25 million and limits the amount of interest expense
you can deduct to 30% of your “adjusted taxable income”
(ATI), which is your taxable income, plus interest expense, plus
depreciation/amortization. (Starting in 2022, you cannot add
back depreciation and amortization which makes the limitation
easier to affect you).
Let’s say in 2019 your taxable income was $100,000 and you
deducted interest expense of $50,000 and depreciation of
$100,000 to get to that number. Your ATI would be $250,000
and the most interest expense you could deduct in the current
year would be $75,000, so you are in the clear and can deduct
the full amount of interest expense of $50,000.
What if your interest expense was $150,000 with everything
else being the same? Then your ATI would be $400,000 and

the most interest expense you could deduct would be $120,000
(30% of ATI) even though your interest expense was $150,000.
You would have to carry forward the disallowed portion of
$30,000 to a future year (even though you incurred it!) and do
the limitation calculations again in the subsequent year.
Now for the trap
The IRS says when you do business in multiple regarded
entities, you must aggregate the ones with common ownership
(complex determination) to determine whether you meet the
greater than $25 million gross revenue rule. You would think
you can use the profitable stores’ income to offset the interest
expense of the less profitable stores BUT that is not the case.
You can only use the interest expense of profitable stores
against the income from the profitable stores. You cannot use
the income from the profitable stores to “absorb” the interest
expense of the stores subject to the limitation. Huh?! You put
gross revenues of the stores together to see if you are burdened
by the rule but you keep the stores apart when applying the
rule. Seems extraordinarily unfair to this author.
There are many levels of complexities that must be dealt with
to report this information through multiple flow-through
entities. Also, with anything tax-related there are tons of
exceptions, complicated rules, etc., so be sure to talk with your
Henry+Horne tax advisor.
If you’d like to read more on how this rule works and see
example calculations, head to our website www.hhcpa.com and
check out The Side Dish blog.
Bradley S. Dimond, CPA, is a Partner and leader of Henry+Horne’s
restaurant team. He can be reached at BradD@hhcpa.com.

Record Retention Guidelines for Restaurants
Accounting Records

Tax Records

Auditors’ report & annual financial statements........................ Permanently
Bank statements, deposit slips, bank reconciliations............... 7 years
Canceled checks:
- Fixed assets........................................................................ Permanently
- General................................................................................ 7 years
- Payroll.................................................................................. 7 years
- Taxes (payroll related)........................................................ 7 years
- Taxes (income).................................................................... Permanently
Chart of accounts.......................................................................... Permanently
Correspondence with customers and/or vendors..................... 2 years
(routine)
Deeds, mortgages, bills of sale................................................... Permanently
Electronic payment records......................................................... 7 years
Employee expense records.......................................................... 7 years
Fixed asset records....................................................................... Permanently
(invoices, canceled checks, depreciation schedules)
Notes payable ledgers and schedules........................................ Permanently
Patent/Trademark/Licenses and related papers....................... Permanently
Purchase journal........................................................................... Permanently
Time cards and daily time reports............................................... 7 years
Training manuals........................................................................... Permanently
Vouchers for payments to vendors, employees, etc................. 7 years

IRS or state adjustments................................................................. Permanently
Payroll tax returns............................................................................ 7 years
Property records, including costs, depreciation reserves,
year-end trial balances, depreciation schedules,
blueprints and plans......................................................................... Permanently
Sales and use tax returns................................................................. Permanently
Tax returns and work sheets, revenue agents’ reports,
and other documents relating to determination
of income tax liability, canceled checks
for tax payments............................................................................... Permanently
Cost segregation studies................................................................. Permanently

For a complete list including legal documents, personnel and insurance records and employee benefit plan
records, visit www.hhcpa.com/restaurant.

How to manage your restaurant’s social media presence
By Austin Bradley, CPA
Having a strong and effective social media presence is more
important than ever in today’s highly competitive restaurant
landscape, and it’s far more involved than a simple “set it and
forget it” Facebook page. With Twitter, Instagram, Facebook
and the multitude of customer review sites, establishing a solid
online presence can be a daunting task. However, by focusing
on small steps and fundamentals, operators can make sure their
restaurants are viewed in a positive light across various social
media channels.
Create a page for your restaurant on at least one of the major
social media outlets. Make sure you add high quality photos,
and a brief write-up about what makes your restaurant stand
out from the rest. No need to overdo it. If you want to provide
more details, add a link to your website, or to your reservation
platform of choice, if applicable.
Next is the ongoing active management. Most companies now
have an employee responsible for social media strategy.
• If you have weekly specials or happy hours, consider posting
about the deals you are offering. Again, no need to overdo it.
Overloading your customers with posts can come across as

spammy and be a big turn off.
• Strongly consider responding to customer posts, especially
negative ones. If a guest had a bad experience, offer to
make it right, within reason of course, by acknowledging the
customer’s experience and asking the customer to contact
you directly.
• On sites like Yelp, be sure to thank happy customers, and
addressing poor reviews shows that you care about your
guest’s experiences, which many potential customers will
appreciate when browsing for restaurants.
• By monitoring guest reviews, you may even discover some
areas that could use improvement and implement necessary
changes to provide the best experience possible.
The intricacies of social media marketing are far too deep
to address any more than the basics here. There is an entire
industry dedicated to these issues. But if you’re starting from
scratch, hopefully these quick tips help you jumpstart your
online presence.

Austin Bradley, CPA, is a Manager with Henry+Horne’s restaurant
team. He can be reached at AustinB@hhcpa.com.

Top 5 best practices for
your delivery service
By Jenifer Louwagie, CPA
The use of third-party delivery apps has been climbing over
the last five years and that trend is expected to continue.
Many customers prefer the convenience, and as technology
improves, the demand for takeout and delivery rises. The
National Restaurant Association found that 34% of customers
will choose a delivery or takeout option more frequently when
technology makes it accessible. It’s expected that the food
delivery industry will continue to grow exponentially. So, how
is your restaurant going to address these trends? If you’re close
to starting or growing a delivery business, consider these tips to
help you with a successful delivery service.
Develop a marketing plan
• Define your delivery customer base and consider how to
market to them (e.g., website, social media, mobile apps).
• Keep track of all customer contact information from delivery
orders and market directly to your existing customers.
• Consider implementing a loyalty program in conjunction
with delivery services.
Facilitate easy ordering
• Consider developing an app to allow mobile orders or use of
third-party delivery services (e.g., GrubHub, DoorDash, etc.).
Develop a quality delivery menu
• This should include food and beverage choices that can be
transported safely and easily.
• Customers expect the same level of quality with delivery, so
the right packaging is crucial to maintain freshness.
• Allow customers the ability to customize their orders.
Monitor accuracy of delivery orders
• Check for accuracy during and after order preparation. Verify
that every item is included in the final delivery product as
flagging down a server to remedy an error is not an option
with delivery.
Frequently reconcile the deposits from third-party delivery
companies
• Each third-party delivery company pays the restaurants at
different times (e.g., daily, weekly or monthly). They also take
their fees in different ways. Therefore, it is a best practice
to set-up a separate tender within the POS system for each
third-party delivery service used.
Delivery can be a great revenue stream for you, but it can also
be costly with third-party delivery fees. Taking the time to
understand the terms of the agreement and fees will enable you
to have a successful delivery service strategy that is a win/win
for you and your customer.
Jenifer Louwagie, CPA, is a Manager with Henry+Horne’s restaurant
team. She can be reached at JeniferL@hhcpa.com.
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conversations

Let’s chat
Stay connected

Your restaurant leaders

Subscribe to Henry+Horne’s The Side Dish blog
to get the latest restaurant news in your inbox.

Brian Campbell, CPA, is an Audit Partner and leader

Follow us on Twitter at @HHCPAS to get up to
the minute financial information on the topics
you want to know about.

Dustin J. Minton, CPA, is an Audit Partner and

of Henry+Horne’s restaurant team. He can be reached at
BrianC@hhcpa.com.

leader of Henry+Horne’s restaurant team. He can be
reached at DustinM@hhcpa.com.

Bradley S. Dimond, CPA, is a Tax Partner and leader
of Henry+Horne’s restaurant team. He can be reached at
BradD@hhcpa.com.

About Henry+Horne’s restaurant team
Running a successful restaurant is rewarding, but it involves juggling a lot of hard work while living your dream. That’s
where our national restaurant group comes in. Our specialists have worked with all segments and sizes of restaurants
across the country including many of the nation’s fastest-growing and most well-respected brands. Our clients include
franchisors, franchisees, breweries and independent restaurant groups that have locations throughout the U.S., so we
understand your changing business environment and can tackle the unique issues you face in the restaurant industry.
Our professionals are also affiliated with, and actively involved in leading industry organizations including the National
Restaurant Association (NRA) and, in our home state of Arizona, the Arizona Restaurant Association (ARA). So, you have
support not only through Henry+Horne’s resources but also those of the ARA and the NRA.
Henry+Horne is a Top 200 Firm specializing in audit + accounting; tax consulting + compliance; international services;
litigation + valuation; estate, gift and trust; and wealth management. With 18 partners and 150 professionals, there is
always someone here to help you.

