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Reach Over 10,000 Licensed Tax Professionals
through Their Trusted Association

In an industry where success depends on keeping up
with the smallest details in ever-changing tax law, the
National Association of Enrolled Agents (NAEA) is one
of the most respected sources of information. Members
depend on us for timely updates and the insights they
need to stay on top of their game.
Our members buy what you sell. More than 90% of
them are the purchasing agent for their consultancy
or corporation.

Maximize your exposure with:
•

EA Journal advertising

•

NAEA website advertising

•
•
•

E@lert e-newsletter advertising
Social media posts
Mailing list rentals

ADVERTISE IN
THE EA JOURNAL
MEMBERS RELY ON US FOR NEWS THEY NEED
The award-winning EA Journal is published six times per year, and is considered one of the most
important and informative resources for tax professionals. Every issue includes informative articles
on high-profile tax topics, changes or updates in tax law and IRS programs, and techniques for
building a profitable business.
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should be informed that actual mileage
may provide a more beneficial deduction
and should keep his or her own mileage
records. Alternatively, taxpayers may
deduct the business use percentage of their
actual driving expenses instead of using the
standard mileage deduction. It is the client’s
responsibility to keep adequate records of
gas, insurance, licenses, oil changes, registration, repairs, tires, and any other costs of
driving. Publication 583 (Starting a Business
and Keeping Records) provides examples
and ways in which clients may maintain
their business expense records.

(Employer’s Supplemental Tax Guide) provides guidance to all three categories.

An issue EAs may face when preparing
returns for rideshare drivers is the client’s
inadequate recordkeeping.

Rideshare services do not provide specific times or locations drivers must work.
However, there may be other instructions
that these entities provide that imply a
certain degree of behavioral control. Uber
and Lyft’s requirement of a newer vehicle is
an example of specific tools or equipment
the worker must use. The other aspect
of behavioral control is training. Some
companies provide specific training for a
worker before or during the job process.
Businesses that require workers to undergo
training to perform their services in a
specific manner are determined to have a
degree of behavioral control.

Although its commission is slightly higher,
Lyft provides riders the ability to tip the
drivers. Uber discourages tips.
The lure of providing rideshare services
is that drivers can earn money in their free
time with no employer restrictions. Drivers
logging into the app as available for fares
appears to be more beneficial to the rideshare
company than to the driver. The advantage
of work hour flexibility for the drivers allows
rideshare companies to cut costs by classifying the drivers as independent contractors
rather than employees, thus avoiding the
expense of employee payroll taxes.

Tax Consequences of
the Rideshare Industry
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Lawsuits have been filed claiming
rideshare services misuse laws concerning drivers as independent contractors.
However, this issue produces interesting
challenges for tax professionals. Thus far,
research has focused on whether rideshare
companies are following labor laws. This
article analyzes whether it would be more
beneficial for individuals to be classified as
independent contractors or employees, and
how to advise clients on the tax implications of each. It also creates a new target
market for EAs hoping to increase business
through low-to-moderate-income clients.
An issue EAs may face when preparing
returns for rideshare drivers is the client’s
inadequate recordkeeping. Preparers can
estimate the number of miles based on
the formula used in the simulations for
this article’s analysis. However, the client
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Employee or Contractor
The general distinction between independent contractors and employees is that
employers must pay Medicare and Social
Security tax for employees, and ordinarily do not pay these taxes for independent
contractors’ services. Furthermore, employees are generally reimbursed for business
expenses. Workers must meet certain criteria to be classified as an independent contractor. The IRS provides common law rules
that must be evident when determining the
correct category. The elements analyzed are
what degree of control and independence
exists within the relationship.
Three factors provide evidence to these
elements: behavior control, financial
control, and the type of relationship that
exists between the employer and worker.
Internal Revenue Service Publication 15-A

Behavior Control
Behavior control is the instruction that the
business gives its workers regarding:
• when and where to do the work
• what tools or equipment to use
• what workers to hire or to assist with
the work
• where to purchase supplies and services
• what work must be performed by a
specified individual
• what order or sequence to follow

Financial Control
Elements that determine financial control are:
1. Extent of unreimbursed expenses. An
employee will typically have travel
expenses reimbursed whereas an
independent contractor will not.
2. Extent of personal investment. An
independent contractor will generally have more investment in the
tools and equipment they use for the
services they provide. Alternatively,
an employee will usually have no
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investment in the equipment or tools
and will be provided these items from
the employer.
3. Extent that the workers’ services
are available to the general market.
Independent contractors are allowed
to advertise their business and seek
out further opportunities.
4. Manner in which the employer pays
the worker. Typically, employees are
provided regular wages that are consistent (e.g. hourly or annual wages).
Relationship
Elements that determine the type
of relationship are:
• what the relationship was intended to
be within the contract
• any benefits that the company may
provide the worker, such as insurance
and retirement savings plans
• the duration of the employment; if
it is considered indefinite, then it is
typically referred to as an employee
relationship in contrast to situations
in which it is expected that the job will
last only a limited period to complete a
certain task
Publication 15-A provides a general
background on the independent contractor
and employee relationship. However, each
state has its own laws that dictate what
category should be used.
Tax Implications of Employee vs.
Independent Contractor
To best assist their clients in terms of
tax implications, tax professionals will
want to know whether rideshare drivers
would be better served to be classified as
employees or as independent contractors.
To examine this more closely, a two-part

study was conducted
TABLE 1. INDEPENDENT CONTRACTOR
classifying one scenario
EARNINGS
INDEPENDENT
MILEAGE
with a client serving as
CATEGORY
CONTRACT EARNINGS
an independent contracLow
$5,000
6,252
tor and another as an
employee. This study was
Medium
$10,000
12,504
conducted at Metropolitan
State University of Denver
High
$20,000
25,008
through a graduate independent research course.
Simulated Tax Return Study
The course was conducted in conjunction
Each scenario was then further classified
with the school’s Volunteer Income Tax
by the amount of income simulated by the
Assistance program during the spring
study. The primary occupations had levels of
2016 tax season. The graduate student
conducted interviews with Uber tax clients earning representing $10,000, $20,000, and
$30,000 in earnings, respectively. Likewise,
and prepared Uber tax returns to underearnings from rideshare services had low,
stand the scope of issues related to Uber
drivers, including record keeping, training, medium, and high levels representing $5,000,
and client dilemmas. The student also rode $10,000, and $20,000. Each of these levels
were combined in distinct simulated returns
and spoke with additional Uber drivers
to create nine different levels of earning
to get a sense of the company’s practices.
Using these experiences, the student, under descriptions for each filing status (Single,
Married, and HOH) and rideshare category
the guidance of two instructors, then
(independent contractor or employee), creatcreated simulated returns with real-world
ing a total of 54 simulated returns. This is a
data. The graduate student’s findings are
typical earning level for rideshare drivers and
shown below.
low/moderate income for our clients.
Each simulated scenario had three
In order to maintain consistent withsubcategories:
holdings of federal tax, the wage bracket
1. single (Single)
monthly payroll-period method was uti2. married filing jointly, with two
lized to determine the specific amount to
children (Married)
withhold. The number of allowances used
3. head of household with two chilfor each filing status were based on the recdren (HOH)
ommendation of IRS Form W-4. Simulated
returns using Single had two allowances,
In addition to the simulated rideMarried had four allowances, and HOH
share earnings, each simulated return
had five allowances. The same allowances
also had W-2 (employee) income as the
were used to determine withholding levels
primary source of income. This allowed
in part two of the study where rideshare
the simulated returns to represent drivers
earnings are classified as employees rather
who were providing these services for
than independent contractors.
additional income rather than full-time
In regard to the independent contracincome. This is the typical situation for
tor scenario, Schedule C was used for each
Uber and Lyft drivers.
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94%

5%

INTERESTED OR
INVOLVED IN TAX

2%

STUDENTS AND
INSTRUCTORS

ENROLLED AGENTS

YOUR ADS GET UNRIVALED SHELF LIFE
By reading EA Journal, NAEA members can earn at least two credit hours of the continuing
professional education required by the IRS each year! This perk ensures the publication is read closely
and kept available for months—your ad will have longevity unrivaled by any other tax-related journal.

"Our EA Journal advertising continues to bring in a
steady stream of new subscribers, and we are very
thankful for that."

— Heather Santineau, Tax News & Tips

National Association of Enrolled Agents

Place your ad now when members are making decisions about what
software, hardware, office products and professional services to use
for next tax season!
www.naea.org

2018 EDITORIAL CALENDAR AND DEADLINES

ADDITIONAL OPPORTUNITIES

This chart is intended only as a guide, as we often adjust our line-up to accommodate new
developments in the tax industry, milestones, and other news.

COVERS

1x

3x

6x

Cover 2 (inside cover)

$3,280

$3,255

$3,210

Cover 3 (inside back)

$3,100

$3,050

$3,025

$3,700

$3,650

$3,600

Jan/Feb

Mar/Apr

May/June

July/Aug

Sept/Oct

Nov/Dec (4CE)

Theme

Tax Season

Topics from Allied

Ethics

Education

Representation

Year Wrap Up

Content Deadline

Oct. 1

Dec. 1

Feb. 1

April 1

June 1

Aug. 1

Cover 4 (back cover)*

Ad Submit Date

Oct. 9

Dec. 9

Feb. 9

Apr. 9

June 9

Aug. 9

Other guaranteed positions: +10% space charge

Features

3-4

3-4

3-4

3-4

3-4
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Bashian & Associates manages ads for EA Journal. If you are interested in advertising, contact
Alison Bashian at alisonb@bashian.com or (440) 232-0108. Art must be received by the deadline
and can be sent as a PDF.

PRICING

* To avoid conflict with the mailing label, a 2.5” space needs to remain blank at the top of the page.
Below the 2.5”, the back cover can bleed on both sides and bottom. 1/8” of image/color beyond the
trim size is required to accommodate bleed.

MEMBER RESOURCES GUIDE
Black & White

This guide is inserted into the Sept/Oct issue and lists
top tax industry related vendors by category. Available
to NAEA members in a digital format on our website.
Enhanced listings are also available for an extra fee.
Contact alisonb@bashian.com or (440) 232-0108 for pricing.

Four-Color

Size

1x

3x

6x

1x

3x

6x

2-page spread

$2,055

$1,980

$1,950

$3,060

$2,990

$2,945

Full page

$1,470

$1,405

$1,370

$2,580

$2,520

$2,490

⅔ Page

$1,210

$1,165

$1,140

$2,290

$2,270

$2,245

½ Page

$1,025

$970

$965

$2,085

$2,030

$2,000

⅓ Page

$750

$700

$690

$1,590

$1,525

$1,515

1/6 Page

$570

$520

$510

$1,015

$965

$950

ADVERTISING UPGRADES
Increase your visibility with belly bands, outserts (ride-alongs), pre-printed stickers and
pre-printed inserts. Contact alisonb@bashian.com or (440) 232-0108 for pricing.

MECHANICAL REQUIREMENTS
Trim Size

8 3/8” x 10 7/8’’

½ Page (vertical)

3 5/8” x 10”

Full Page

7 1/2” x 10”

⅓ Page (horizontal)

7 1/2” x 3 1/8”

Full Page Bleed

8 5/8” x 11 1/8”

⅓ Page (vertical)

2 3/8” x 10

2/3 Page

4 7/8” x 10”

1/6 Page

2 3/8” x 4 7/8”

1/2 Page (horizontal)

7 1/2” x 4 1/8”
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BELLY BANDS

STICKERS

INSERTS

www.naea.org

BEYOND
THE JOURNAL

WEBSITE

2017 May
Meetings and
Fly-In Day

Promote your company in the E@lert e-newsletter, on the
NAEA website, and through our social media platforms

2017 May Meetings
and Fly-In Day

E@LERT E-NEWSLETTER
Our weekly E@lert e-newsletter offers quick updates on
legislative and regulatory changes, as well as information
on Association activities. Often cited by members as the top
benefit of membership, E@lert puts advertisers right where
they need to be—in front of our members each week.

MOBILE
FRIENDLY!

NAEA outsources website advertising management to Multiview, Inc. For information on
advertising availability and rates, please contact Multiview, Inc. at NAEA@multiview.com
or (289) 695-5420.

9000+

Opt-In Recipients
E@LERT RATES AND SPECS
Box ad 1 month to 5 months

$975 per month

Box ad 6 months to 12 months

$850 per month

Banner ad with two lines of
“special offer” text

$1,200 per month

Ad size is 468x60 pixels. Format is PNG.
A signed insertion order and artwork
must be received by the Wednesday of
the week the ad should begin (E@lert is
delivered on Fridays).
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MOBILE
FRIENDLY!

WEB TRAFFIC, USERS AND VIEWING HABITS

CLASSIFIED ADS
You can place classifieds in the “Job
Opportunities” section of E@lert and on
the NAEA website. Ads have a 100-word limit.
For more information contact
alisonb@bashian.com or (440) 232-0108.

48%

57%
ORGANIC WEB TRAFFIC

www.naea.org

2017 WEB DATA

1,027,952
PAGEVIEWS

313,141
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SOCIAL MEDIA

AVERAGE PAGES PER SESSION

16,000

SESSIONS

190,928

On the NAEA Facebook (FB) page, members and staff
share articles and other links deemed helpful to tax practitioners. Photos from the National
Conference, NTPI®, and other tax education and networking events are also popular.
NAEA’s members-only FB and LinkedIn groups allow members to make real-time
connections with thousands of EAs.

AVERAGE UNIQUE
USERS PER MONTH

The most successful tweets include timely news, advice, articles, and live events.
Send 3 posts on NAEA platforms for $1,500 per quarter.

UNIQUE USERS

SOCIAL COMMUNITY FOLLOWERS AS OF JANUARY 2017
USER GENDER RATIO AND AGE BREAKDOWN
25%
20%

44%

15%

FEMALE 56%
MALE

10%

5,000

FACEBOOK (PAGE)

1,500

2,000

2,000

FACEBOOK (GROUP)

LINKEDIN (PAGE)

3,300
TWITTER

LINKEDIN (GROUP)

5%
18-24 25-34 35-44 45-54 55-64

65+

0%

MAILING LIST
The Direct Marketing Association reports that the top three actions people take after
getting a promotion in the mail from a brand they’re interested in are:

USAGE BY DEVICE

visiting the company website (44%)
searching online (34%)

26%

keeping the mailing for future reference (26%).
Get direct access to more than 10,000 top licensed tax professionals. Our membership
list makes it easy to deliver your offer to your target audience and maximize response rates.
For more information, counts, or to place an order, please contact INFOCUS at
(800) 708-LIST or customerservice@infocuslists.com.

74%
DESKTOP
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MOBILE

www.naea.org

ADVERTISING POLICIES
NAEA reserves the right to decline any advertisement that is
contrary to the mission, goals and guiding principles of the
Association, or for any other reason. The appearance of an
advertisement does not constitute an NAEA endorsement.
In the event of non-payment, the publisher reserves the right
to hold the advertiser/and or its advertising agency jointly
and severally liable for payment due. Advertisers and their
agencies assume liability for the content of printed advertising.
The publisher is not liable for errors in key numbers or for
any inquiries or mail received by advertisers resulting from
the ad. Ads may not be cancelled after the space reservation
closing date. In the event that an ad is pulled after this date,
the advertiser will be responsible for 100% of the contracted
amount in the insertion order.
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1730 Rhode Island Ave NW Suite 400
Washington, DC 20036
T: (202) 822-6232 | F: (202) 822-6270
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