
Money on the Table?
The current economy’s “new 
normal” has forced compa-
nies to reassess their opera-
tions and look for untapped 
opportunities to continue 
lean, profitable practices. 
Many companies leave mon-
ey on the table by failing to 
negotiate tax and business 
incentives with state and local governments. 
Negotiated Incentives increase companies’ 
return on investment by offsetting initial 
costs and lessening tax liability. 

How Can True Partners Help?
True Partners Consulting works with com-
panies during each stage of incentive ne-
gotiation and site selection. Negotiated in-
centives require complex negotiations with 
various state, county, and local jurisdictions 
because officials at each level require effec-
tive demonstration of cost-benefit analysis 
to grant an award. 

Our success in the area of negotiated in-
centives is a result of our varied experience 
and long-standing relationships with vari-
ous governmental entities, taxing agen-
cies, and economic development officials. 

Incentives we help negotiate 
include: cash awards; prop-
erty tax exemptions or abate-
ments; sales tax exemptions; 
tax increment financing; 
creation or expansion of En-
terprise Zones; state income 
tax credits training grants; 
and site infrastructure im-
provements.

I’m Interested. 
What’s the Fee Structure?
True Partners is open to various flexible fee 
structures, depending on each company’s 
needs. Whether hourly or contingent True 
Partners will add value to your organization.

When Can We Start?
Most opportunities for negotiating incen-
tives arise from significant changes within 
a company, be it anticipated capital invest-
ments and job creation, or operation con-
solidation or relocation. The Incentives 
Team recognizes that each company’s tax 
situation is unique and works to provide a 
tailored incentives package for each client. 
Our team will discuss how we can tailor 
our services to meet your needs.
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We are required by regulation to inform you that any tax advice 
contained in this communication (or in any attachment) is not 
intended or written to be used, and cannot be used by any tax-
payer, for the purpose of avoiding U.S. federal, state, or local tax 
penalties or promoting, marketing, or recommending to another 
party any transaction or matter addressed in this communication 
(or any attachment).  The information contained herein is for in-
formational purposes only and is based on our understanding of 
the current tax laws and published tax authorities in effect as of 

the date of publishing, all of which are subject to change.  

You should consult with your professional tax advisor to discuss 
the potential application of this subject matter to your particular 

facts and circumstances.
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Contact Information

If you would like to discuss how we can contribute to your bottom line, please contact us. 

Minah Hall | 312.235.3316
Minah.Hall@TPCtax.com

Jenny Crane | 214.438.3766
Jennifer.Crane@TPCtax.com

James Kane | 312.235.3307
James.Kane@TPCtax.com

Steve Kaye | 312.235.3335 
Steve.Kaye@TPCtax.com

Allea Newbold | 813.434.4022
Allea.Newbold@TPCtax.com

Angela West | 813.434.4005
Angela.West@TPCtax.com
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Negotiated Incentives 
increase companies’ 
return on investment 
by offsetting initial 
costs and lessening  

tax liability. 
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