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Richard G. Edsall, CPA, CFE, MBA 

 

Richard G. Edsall is a CPA with over twenty-five years of professional 
experience in Florida.  He is currently a member and past chairman of 
the FICPA’s Committee on Accounting Principles and Auditing 
Standards. 

His public accounting experience includes supervisory positions in 
three offices of a “Big Four” firm and managing the audit practice of a 
Florida affiliate of another national firm.  In addition to audit, he has an 
extensive consulting background and has been designated as a 
certified fraud examiner (CFE) by the Associated of Certified Fraud 
Examiners (ACFE). 

Richard also has substantial private industry experience, including 
management positions with Bank of America and BFGoodrich.  He 
assisted both entities with mergers and the implementation of new 
accounting systems. 

Richard received a BS in Accounting from Lehigh University and an 
MBA (concentrating in finance and information systems) from Lehigh.  
While pursuing his MBA, he instructed undergraduate courses in 
financial accounting, managerial accounting and information systems. 

Richard has prepared and instructed continuing professional education 
courses for numerous CPA firms.   
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CONSIDERATIONS IN 
PLANNING AND MANAGING A 

FINANCIAL STATEMENT 
AUDIT

Richard G. Edsall, CPA, CFE, MBA
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Scope of Presentation:

• Not intended to be an “all-encompassing” list of what you do in an 
audit.

• Reminder of things to look out for, or consider.

• Planning and management are interrelated.

• Intended for those that do audits and those that work with auditors.

• Audits of publicly-held companies are governed by the PCAOB, 
which has some requirements that are more stringent.
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PLANNING

• Planning is the key to financial success.

• This is very much the case in an audit environment.

• Don’t just “jump right in.”

• There are required steps both before and after the 
engagement is obtained.
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WE HAVE GONE “FULL CIRCLE” IN THE PLANNING 
PROCESS

• Originally a top-down approach similar to risk 
assessment.

• Later went to virtually all substantive approach in many 
cases.

• Came “back” to risk assessment approach in 2006 with 
SAS 102 and the remainder of the “risk assessment 
suite” of SAS’s.

• SAS’s are constantly “evolving”.
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WHO IS INVOLVED IN ALL OF THIS?

• Starts with partner obtaining the client.

• Partner heavily involved initially.

• More involvement of manager and then senior/staff as 
engagement progresses.

• Engagement partner signs report and other related client 
communications.
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FIRST CONSIDERATION – CAN WE DO THIS?

• Do we have the expertise?

• Do we have the manpower?

• Do we have the expertise and manpower at the right 
levels?

• If not, can we joint venture or outsource any of it with 
other firm(s) or individual(s)?
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NEXT CONSIDERATION – DO WE WANT TO DO THIS?

• Talk to prior auditor.

• Investigate what the problems were.

• Find out whether and when they were paid.

• When did they do the work (time of year – although this 
may or may not be apparent from report date).

DEVELOP A REASONABLE, ATTAINABLE AND 
ACCEPTABLE FEE ESTIMATE

• Develop a reasonable budget.

• Budget should include staff level assignments and time estimates by 
area.

• Translate budget into fee estimate.

• Decide upon point estimate, range estimate or no fee quoted.

• Review fee arrangement with the client.
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GET A SIGNED ENGAGEMENT LETTER BEFORE 
PROCEEDING FURTHER

• Auditing standards requirement to confirm terms of the audit 
engagement in writing.

• Practice aids available with examples.

• Tailor to the specific situation.

• Should cover both technical and business aspects of engagement.

• Proofread carefully before sending to client.
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GENERALLY ADVISABLE TO VISIT THE PRIOR 
AUDITOR

• Have all of the executed “permissions” required by the 
client and prior auditor.

• Copy those working papers where the prior auditor can 
help us with this audit.

• Take good notes of analytical comments.

• Prior auditor will probably not release audit programs or 
conclusions documented in the audit files.
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GET THE RIGHT PEOPLE TO PERFORM THE AUDIT

• Schedule staff.

• Make use of available talent.

• Consider use of non-audit professionals (e.g. tax, 
employee benefits, CFE, EDP and/or other consulting 
personnel).

• Look for areas of prior and other potential audit 
adjustments and consider this in assigning work.
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ANALYTICAL PROCEDURES ARE VERY 
HELPFUL

• Required by Statements on Auditing Standards.

• Risk assessment standards require documentation of 
expectations.

• Document these expectations before documenting the 
“comparisons”.

• Can use prior year and client-prepared budget as base 
for expectations.

• In low-risk areas, these may be the only procedures.
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INHERENT RISK CONSIDERATIONS

• Generally assessed at the financial statement line item 
level.

• Materiality of balance to the financial statements.

• Behavior in comparison to expectations.

• Extent of management estimates involved in determining 
the account balance.
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FRAUD RISK ASSESSMENT

• Fraud is rampant in today’s society and economy.

• Team meeting required by SAS 99.

• Select multiple client personnel for “interviews”.

• May wish to have a CFE involved, if available.
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INTERNAL CONTROL

• Start with the big picture – tone at the top – then detail controls.

• If this was done in prior years – update – but ask client to re-explain 
procedures.

• Ask questions if you do not understand client’s response to any 
inquiries – and don’t just ask if “same as last year”.

• Walk-through procedures.

• If election to detail test controls is made, coordinate with substantive 
tests.
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OVERALL RISK ASSESSMENT

• Done at the “assertion” level.

• Requires that the auditor understand the assertions and 
how they relate to the financial statements.

• Tailor audit program based on overall risk assessment.

• Review time budget after this process to determine any 
necessary time estimate changes.
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REQUESTS OF ITEMS FROM CLIENT (“PBC” LIST)

• Audit “through the financial statements” – includes getting support 
for notes.

• Get this request to the client as early as reasonably possible.

• Include confirmation requests and other items requiring third party 
input.

• Consider client ability and need for auditor assistance.

• If audit documentation system is “paperless”, auditor will need 
everything electronically.

• Electronic versions need to be compatible (or convertible) into 
auditor’s system.
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CONFIRMATIONS

• Banks – consider joining a confirmation alliance.

• Proof very carefully – include email address or fax number.

• Have confirmation requets signed by the appropriate client senior 
management official.

• For receivables (and possibly consigned inventory) – helpful to 
include a statement of account.

• At one time, all confirmation requests were mailed, with the auditor 
controlling the mailing.

• Can use email or fax, but control transmission and receipt.
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SPACE AT CLIENT

• Needs to be enough space for all – often a conference 
room is the best.

• Privacy for speaking to staff.

• Electrical outlets (consider bringing extension cords).

• Adequate lighting and air conditioning.

• Good places for lunch.
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MANAGEMENT

• Where we’re at – ready to go out to the field.

• Start what some consider the “real” audit work.

• “Execution” phase of the audit.

• Senior (or other in-charge auditor) often running things, 
with manager oversight.
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TIME MANAGEMENT BECOMES MORE CRITICAL

• Hopefully, the engagement has been properly planned.

• Should not have used too much time (rule of thumb often 
used is approximately 20% but can vary significantly 
depending on the complexity of the engagement).
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ESTABLISH DAILY ACTIVITIES

• Generally done by senior or other in-charge auditor.

• Assign specific tasks to staff.

• Set up tasks by day based on the overall time budget.

• Prioritize by most critical areas first.

• Ask for manager guidance as appropriate.
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WHAT IS A CRITICAL AREA FOR THIS PURPOSE?

• One that will take lead time, such as obtaining confirm 
replies not already received.

• One that requires significant estimation.

• One that is politically charged.

• One that is considered high risk – especially for fraud 
risk.

• One that requires further client analysis and/or pulling 
lots of documents.
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MONITORING OF PROGRESS

• Check with staff “early and often”.

• Some staff have frequent questions – others not frequent enough.

• Staff may not know that they might not be going in the right 
direction.

• First time audits especially tricky – no documentation to “follow”.

• Review work on an ongoing basis – do not wait to do it all at the end 
of or after completion of fieldwork.

• Necessary oversight by manager and partner.
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MONITORING OF TIME

• Many vehicles to do this.

• EXCEL worksheets.

• Pivot tables with input from time and billing system.

• Modular Audit Planning Systems (MAPS).

• Other commercial engagement monitoring systems.
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WRAP-UP OF FIELD WORK

• Subsequent events, which must be considered through 
the report date.

• Review process – ascertain that the work has been 
reviewed in accordance with firm standards.

• SAS requirements for documentation.
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FINANCIAL STATEMENTS AND REPORT

• Ideally prepared (even reviewed) in the field.

• Include new disclosures – FIN 48, subsequent events, 
keep up with fair value requirements.

• Client input on financial statements and representation 
letter.

• Specific points for representation letter should be 
accumulated throughout the audit.
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REPORT NOW READY TO BE “DATED”

• Requires that review processes be completed.

• Financial statements ready to be submitted in final draft form to 
client.

• SAS now requires report to be dated the date that the financial 
statements are either “issued” or “available to be issued”.

• Representation letter is required and carries the same date as the 
report.

• Send representation letter to client with final draft form financial 
statements – don’t depend on following up afterwards.
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OTHER COMMUNICATIONS

• Internal control – was SAS 112, now SAS 115.

• SAS 115 revises definitions of “significant deficiencies”
and “material weaknesses” and provides an updated 
example letter to communicate these items.

• Communications to those charged with governance –
SAS 114.

• SAS 114 is a very hot topic for peer reviewers, along 
with the risk assessment requirements.
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FINALIZATION

• Have someone read once more.

• Consider someone in the firm that is a good 
“proofreader”.

• Page and sign.

• Final sign-off and file completion/storage.
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QUESTIONS?
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THANK YOU!

Richard G. Edsall, CPA, CFE, MBA
22304 Calibre Court, Suite 1308
Boca Raton, Florida 33433
(561) 338-9211 (Phone)
(407) 782-2245 (Cell)
rgedsall@comcast.net
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SAS Update 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Richard G. Edsall, CPA, MBA, CFE 

19



1

2

20



3

4

21



5

6

22



7

8

23



9

10

24



11

12
12

25



13
13

14
14

http://www.aicpa.org/Professional+Resources/Accounting+and+Auditing/Audit+
and+Attest+Standards/Improving+the+Clarity+of+ASB+Standards.htm

• Clarity Project Explanatory Memorandum
• Clarity Project Questions and Answers
• Clarity Exposure Drafts
• Clarity Final Standards
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Members Add Up is a fun and easy way for you to share the benefits of FICPA membership with your
friends and colleagues. Just refer one new member and receive a chance to win a grand prize valued at
$2,500!

Reach out to that new person in the office, or encourage a long-time colleague to finally join… just do it
before June 30, 2009 for a chance to win! Each member you refer will put your name in the hat for
chances for the grand prize, so start today!

How Does It Work?

It’s easy. Any FICPA member can participate in Members Add Up. Simply recruit a colleague to join the
FICPA, and when he/she processes a new member application with your name as a referral, we’ll credit you
with points toward the grand prize. The more points you have, the greater your chances for winning the grand
prize. Go to www.ficpa.org for more details about the program or to download a member application.

Why Should You Participate?

It’s simple. The more members the FICPA has, the stronger our voice is in the Legislature, where we work
hard to promote and protect the CPA designation that is so valuable to you. We need the support of every CPA
in Florida to make our message known, and you can help!

It’s fun. The Chapter that has the highest percentage of participation will win funds towards a Chapter event,
so joining in today could really pay off!

It’s easy. Just make sure that anyone you refer puts your name on their application and we will take care of
the rest. 

Refer a FRIEND to the FICPA and earn a chance to WIN
MEMBERS ADD UP 

START
ADDING   UP
THOSE MEMBERS

Visit www.ficpa.org and take advantage of your membership benefits, or contact the Member Service Center (MSC) 
at (800) 342-3197 (within Florida only) or (850) 224-2727, or e-mail membership@ficpa.org. 

(850) 224-CPAS • (800) 342-3197 • www.ficpa.org
( 2 7 2 7 ) (within Florida only) 

TODAY!

HOW?

WHY?



Networking with other CPA professionals
FICPA provides many opportunities to meet peers and share ideas and best practices. 

Leadership development
Joining a committee is a great way to influence the future of the FICPA, as well as gain
leadership skills that will boost your resume. The FICPA will help you become a better-
rounded professional!

Continuing Professional Education
We are absolutely committed to providing the highest-quality CPE available in Florida.
Stay current with advances in technology, best practices, and timely updates on
accounting issues—and save money as a member, too!

Join a Section
See how others are handling the same challenges you face by just logging on to the
Internet. Professional interest Sections provide members the opportunity to ask
questions and get advice from colleagues around the state. Each Section has a private
members-only Listserv where members share and communicate ideas with each other
any time of the day.

Stay informed
Information is power. As a member you will receive Florida CPA Today magazine and
a bi-weekly “Newsflash” electronic newsletter to keep you up to date on industry
trends and news.

Give back to your profession
The FICPA helps to sustain the future of the profession through legislative advocacy
and its Educational Foundation, which provides scholarships to accounting students. 

Safeguard YOUR profession
You worked hard to become a CPA, and we work hard to make sure that designation
means something. The FICPA represents Florida’s accounting professionals before the
state Legislature to protect the CPA license. When you support the FICPA, you support
your professional future.

1.
2.

3.

4.

5.

6.

7.

Remember these benefits 
when talking to a friend about the FICPA.

NOT SURE WHERE TO START?

STARTADDING   UPTHOSE MEMBERS TODAY!



FLA

Who We Are
Business Learning Institute (BLI) is a one stop shop that 
helps you to develop a custom learning solution which 
blends traditional classroom settings with modern tools such 
as webcasts, webinars and on-line classes. 

This combination of traditional and modern training venues  
will allow your employees – from the highest level to entry-level – 
the opportunity to participate in programs that cover everything from 
technical content to leadership, performance skills and technology.

The company that learns together,

earns together...

Let Us Show You How!

What We Do
Let us guide you through the process of selecting the right curriculum for  
your specific needs –that’s our job! We constantly monitor the profession to  
identify topics that will be the next hot issue. 

Have you heard about XBRL, Lean Accounting, International Financial Reporting  
Standards? You will – and when you do – we’ll be ready to design the right class for you.

Why Us?
When you use BLI, you gain access to our personal service, industry knowledge and guaranteed  
reliance – we deliver on every promise. Besides gaining CPE and valuable learning tools, you’re  
supporting your profession. Why? Because we’re part of the Florida Institute of CPAs!

Who Uses Our Services? 
BLI has coordinated and tailored programs for the following  
international organizations:
• Microsoft
• Target Stores
• Marriott
• Sherwin-Williams
• Black & Decker
• Northrop Grumman Corporation

For more information 
 

Contact Adam Hebenthal at (800) 342-3197 
(within Florida only) or (850) 224-2727,  
ext. 305 or e-mail hebenthala@ficpa.org.



(PLACE ON YOUR COMPANY’S
LETTERHEAD)

Attention: Business Editor      Contact: (CONTACT NAME)
(CONTACT’S TITLE)

         (FIRM NAME)
For Immediate Release      Phone ____________________  

E-Mail ____________________ 
(WEB ADDRESS, IF APPLICABLE)

(MEMBER’S NAME), CPA, Completes course
on (SUBJECT AREA)

(MEMBER’S CITY), (DATE), 2008 -- _______(MEMBER’S FULL NAME)___________,
CPA, of _____(FIRM NAME)______ in ________(CITY)______________________, completed a course, 

“________(COURSE TITLE)______,” on ____(DATE) ____.  This continuing-education course covered 

the topic of_____________________(SUBJECT AREA)______________________. 

___(MEMBER’S LAST NAME)_________ is a ______(POSITION TITLE)___________ practicing in the 

area of (MEMBER’S AREA OF PRACTICE – TAS, AUDIT, ETC.) with the firm. 

In addition to (MEMBER’S LAST NAME)’S professional responsibilities, HE/SHE is also active in (LIST 

ANY OTHER PROFESSIONAL/CIVIC/ VOLUNTEER/COMMUNITY ACTIVIES – OPTIONAL).  HE/SHE is 

an active member of the Florida Institute of Certified Public Accountants, the professional association 

representing the interests of more then 18,400 CPAs with over 4,400 offices throughout Florida. 

(MEMBER NAME) can be reached by telephone at _____(PHONE NUMBER)____, or via e-mail at 

_______(E-MAIL ADDRESS)_______. 
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