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Introduction
There’s a perfectly legal way to put thousands of dollars back in your pocket every year 
while creating legitimate business deductions simultaneously.

This isn’t some complex tax loophole or overly aggressive strategy. It’s explicitly written 
into the tax code, hiding in plain sight under Section 280A(g). It’s known as the “Augus-
ta Rule”, and it’s one of the most powerful yet underutilized tax strategies available to 
business owners today. The rule itself is straightforward in concept but requires disci-
plined implementation.

As a business owner myself, I understand the frustration of watching hard-earned 
profits disappear to taxes. I know that feeling of working harder and harder only to 
keep less and less. It’s why I’ve made it my mission to put a billion dollars back in the 
pockets of business owners by 2030, and the Augusta Rule is one of the tools we have 
to accomplish this mission.

When I first discovered this strategy, I was skeptical too. It seemed too good to be true. 
But after implementing it in my businesses and helping many other business owners do 
the same, I’ve seen firsthand how transformative it can be. Understanding how to apply 
it correctly was key.

In large part, because it doesn’t require you to change much behavior. Do what you’re 
doing. Just change the place and manner - and document it properly.

The first meeting requires the most thought. Once you’ve structured one properly, the 
framework becomes clear and easier to replicate.

In this guide, we’ll show you 65 different ways to maximize your Augusta Rule de-
ductions. Whether you’re just getting started with this strategy or you’ve been using 
it for years, you’ll find innovative approaches to increase your tax-free income while 
strengthening your business operations.
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From transforming your home into a high-value meeting venue to using multiple homes, 
from hosting strategic planning retreats to conducting specialized training sessions, each 
idea is designed to help you capture the full potential of this powerful tax provision.

The best part? Everything in this guide is legitimate when implemented correctly. We’re 
not looking for loopholes or gray areas.  We’re using a provision Congress explicitly 
wrote into the tax code, supported by established case law, for your benefit.

Many business owners choose to implement the Augusta Rule themselves. If you do, 
discipline and documentation are what make the difference. The ideas in this guide are 
only as strong as the records that support them.

With that foundation in mind, let’s walk through the 65 ways you can structure and 
strengthen your Augusta Rule use. As you read through these ideas, I encourage you to 
highlight the ones that resonate with your specific business. Then take action. Be-
cause knowledge without implementation won’t put a single dollar back in your pocket.

Here’s to your financial freedom and building a business that serves your life, not the 
other way around.

—Nethaniel Ealy
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General Maximization Strategies
1. Designated Use
Think beyond a single room. The living room, kitchen, outdoor patio, guest areas — anywhere the meet-
ing could legitimately extend — should be part of what you’re using. The more square footage you can 
credibly tie to business activity, the stronger your position if your rental valuation is ever questioned. Be 
deliberate about which spaces you exclude from your meetings. If you maintain a dedicated home office, 
keep it separate from Augusta Rule rentals so it doesn’t muddy the waters with your other deductions.

2. Avoid “Entertainment”
This is less a strategy than a guardrail, and it’s the one rule that runs through everything else in this 
guide. The IRS is not sympathetic to business deductions that are really just fun with paperwork on 
top. Swimming pools, recreational equipment, purely social gatherings — anything that looks like en-
tertainment is the enemy of a defensible Augusta Rule deduction. Keep the purpose of every meeting 
clearly business-first, document it that way, and you’re on solid ground.

3. Seasonal Rate Adjustments
Some hotels in your area might not charge the same rate in January as they do in July, and neither 
should you. When demand for meeting space in your area peaks — busy conference seasons, trade 
show weeks, holidays — your rental rate should reflect that reality. Pull actual rate data from local ho-
tels and conference venues to back up your pricing. Having real market evidence on file makes vari-
able rates easy to defend.

Property-Related Strategies
4. Luxury Home Premium
If your home sits in an upscale neighborhood or comes loaded with premium finishes, don’t underval-
ue it. Pull comparable rates from four- and five-star hotel meeting rooms, private clubs, or executive 
conference facilities in your area, then match your home’s features against theirs point by point. The 
documentation you build here isn’t just useful for the IRS—it also forces you to think clearly about what 
makes your property genuinely valuable as a meeting venue.

5. Waterfront/View Property Advantage
There’s a reason retreat centers on the water charge twice what a generic office park does. If your 
property has ocean frontage, a mountain backdrop, or sweeping city views, price accordingly and 
document why. Find executive retreat centers or resort conference spaces with similar settings and 
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use their published rates as your baseline. One firm caveat: don’t invite your family to the beach house 
on meeting day. Case law has specifically disallowed deductions where non-participating family mem-
bers were present for recreational purposes—the court literally counted heads, determined the primary 
purpose was fun rather than business, and threw out the deduction.

6. Home Theater Conversion
A dedicated home theater with built-in AV, surround sound, and fixed seating is a legitimately different 
kind of meeting space, ideal for product demos, training screenings, or client presentations that bene-
fit from a cinematic environment. Professional screening rooms and presentation theaters are your nat-
ural comparables for setting a rate. One important limitation: the audio-visual equipment needs to be 
hardwired into the room. The moment you’re separately renting a projector or portable screen, you’ve 
crossed into personal property territory, which is taxable rather than tax-free.

7. Outdoor Space Utilization
A well-maintained yard, covered patio, or rooftop deck can function as legitimate event space — and 
outdoor venues frequently command premium rates, especially in good weather. Document what com-
parable outdoor event spaces charge in your area and use that to set your rate. One note: if you have 
a pool, keep it out of the meetings you host. Pools are counted as entertainment amenities, which is 
precisely the category you’re trying to avoid.

8. Wine Cellar Tastings
If you have a wine cellar, it can serve as a distinctive backdrop for client appreciation events or stra-
tegic partner meetings. The uniqueness of the setting genuinely commands a premium; private wine 
tasting venues and cellar experiences aren’t cheap, and comparable pricing is real and documentable. 
That said, be honest with yourself about whether the meeting has real business substance or whether 
it’s sliding toward entertainment. That line matters, and you’re the one who has to draw it.

9. Guest House Advantage
A detached guest house or in-law suite at the same address can substantially expand your property’s 
value as a business venue. It adds overnight accommodation for visiting clients or partners, break-
out space for small groups, or a private office for executive guests. As long as it shares your property 
address, it qualifies under the same rental arrangement and its value adds to the overall rate you can 
justify. Or, as long as it meets the IRS definition of “residence,” you can rent it separately from your 
home for its own fourteen days a year.

10. Home Library/Study Utilization
A serious, well-appointed library is a genuinely distinctive setting for focused strategic work—the kind 
that benefits from quiet and gravitas. If yours fits that description, position it as an executive think-tank 
space, and consider similar spaces in your region to justify your rent rate.
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International and Multiple 
Property Strategies
11. Multiple Residence Maximization
The 14-day limit applies per residence. If you own a primary residence and a vacation home, each one 
gets its own 14-day clock. That’s potentially 28 days of tax-free rental income from two properties, 42 
from three, and so on. The key is keeping separate, airtight documentation for each residence. Mixing 
records across properties is a fast path to confusion, so treat each property as its own distinct system.

12. Multiple Business Entities
If you operate multiple business entities, each can rent your residences separately. The constraint to 
keep in mind: a single property only gets 14 total rental days per year, not 14 per business. Entity A and 
Entity B share those 14 days between them rather than each getting their own allotment. Clear docu-
mentation of each entity’s distinct business purpose for each rental event is essential here.

13. Vacation Home Conversion
Vacation properties often already have the amenities (space, privacy, distinctive setting, etc) that exec-
utive retreat centers charge top dollar for. Use yours for intensive planning sessions, team offsites, or 
training events, and price it against what comparable retreat facilities in that location charge. The same 
warning applies here as with waterfront properties: too many family members present for purely recre-
ational reasons puts the deduction at real risk.

14. North American Area Homes
Properties in Canada, Mexico, much of the Caribbean, and Central America can qualify under the same 
Augusta Rule framework as US-based properties. The mechanics are essentially identical. Just con-
firm that your specific country appears on the IRS’s North American Area designation list before you 
build the strategy around it.

15. Other International Business Activities
Properties outside the North American Area operate under a much more demanding standard. To 
justify a deduction for a meeting at a property in, say, France or Japan, you’d need to show that at-
tendees traveled from genuinely diverse, global locations—not that everyone flew in from the same 
coast. This scenario requires careful advance planning and a compelling, documented geographic 
footprint of participants. 
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16. Seasonal Property Rotation
If you own properties in different seasonal locations — a beach house for summer, a mountain home for 
winter — use each during its peak season when rental rates are naturally highest. The market-rate justi-
fication is also cleanest during peak periods because comparable venues in the same area will show the 
same pricing spikes. You’re maximizing deduction value and market alignment simultaneously.

17. Property Portfolio Documentation System
When the Augusta Rule spans multiple properties and multiple entities, documentation starts to become a 
real operational task. Build a dedicated tracking system (or use a professional service that manages it for 
you) that clearly logs which property was rented, on which dates, by which entity, and for what specific 
purpose. Sloppy record-keeping across a property portfolio can unravel otherwise clean deductions.

18. Strategic Property Acquisition
When evaluating a new property purchase, it’s worth factoring in Augusta Rule potential as part of the 
investment analysis. Properties with distinctive features, such as a unique location, high-end ameni-
ties, or proximity to a business hub, can be excellent candidates for Augusta Rule deductions. It won’t 
be the primary reason to buy, but it’s worth including in your thought process.

19. Multi-Property Event Series
Design a business event series that deliberately spans multiple properties, using each one’s character 
for a different phase of the work. An initial strategy session at the primary residence, intensive working 
sessions at the vacation property, final presentations at a third residence. It creates a coherent busi-
ness narrative while putting each property’s contribution to work.

Meeting and Event-Based Strategies
20. Board Meeting Series
Formal board meetings are among the cleanest uses of the Augusta Rule. Agenda, attendance, minutes, 
strategic decisions…everything that makes for a legitimate meeting is naturally present. Schedule your 
quarterly board meetings at home with the same formality you’d bring to any boardroom. It wouldn’t hurt to 
have your attorney put in writing that the entity’s governance structure requires quarterly in-person meet-
ings. That’s a useful piece of supporting documentation that costs almost nothing to obtain.

21. Annual Strategic Planning Retreat
A multi-day strategy retreat at your home gives you both the deduction and a genuine business 
output: a plan, a set of decisions, a documented set of priorities. The immersive, off-site feel of 
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a private residence, away from the noise of an office, actually serves the business purpose well. 
Just make sure the deliverables are real and documented. The retreat shouldn’t just be a name on 
an invoice.

22. Client Appreciation Events
Hosting clients in your home creates a level of personal engagement that a restaurant or hotel ballroom 
can’t replicate. The exclusivity has genuine business value for relationship-building. Keep the agenda 
and business purpose front and center, though—the moment the event tips into pure entertainment, 
you’ve got a problem. It’s entirely possible to appreciate clients and conduct business simultaneously; 
just make sure that’s documented as the intent.

23. Team Building Workshops
Your home’s distinctive features can make it a better venue for team-building activities than a generic 
hotel conference room. That differentiation has real market value. Maintain a documented business 
agenda throughout. “Team building” is a legitimate category; “team party” is questionable, and the line 
between them lives in your documentation.

24. Product Launch Headquarters
Using your home as the nerve center for a product launch is a natural fit. The private, controlled envi-
ronment keeps sensitive pre-launch information contained and the team focused. Celebration events 
tied to a launch are trickier territory, though; keep the entertainment element minimal and the business 
substance primary, and you can make it work.

25. Sales Team Training
Sales training has a clear, documentable business purpose, and a home environment can actually work 
better than a corporate setting for role-playing and skills practice—less pressure, more space to move 
around, easier to simulate real-world scenarios. Document the curriculum, the participants, and the 
specific skills worked on. That’s a clean deduction.

26. Investor Presentations
Hosting investors in a private, professional home setting communicates something that a WeWork 
conference room doesn’t. The exclusivity and the evident personal investment in the setting signal se-
riousness and stability. Establish your rent rate by finding local venues that reflect your home’s privacy, 
exclusivity, etc.

27. Advisory Board Sessions
Regular advisory board meetings are exactly the kind of recurring, well-documented business activity 
the Augusta Rule is built for. Establish a formal structure (consistent cadence, set agenda format, doc-
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umented outcomes), and you have both a strong business function and a strong deduction. The two 
reinforce each other.

28. End-of-Year Performance Reviews
Executive or team performance reviews in a private, comfortable setting serve a real business pur-
pose. The confidentiality matters, and a home environment can make difficult conversations more 
productive than a glass-walled office or a hotel meeting room where anyone might walk by.

Mastermind and Coaching Strategies
29. VIP Day Experiences
If you offer high-ticket coaching, a VIP day at your home creates an immersive, premium experience 
where the venue is part of the product. The private, focused environment justifies a premium rate that 
a rented conference room simply can’t command. One structural note: make sure at least three attend-
ees are present. One-on-one coaching sessions present a poor narrative for renting an entire home.

30. Small Group Intensives
Small-group breakthrough sessions or coaching intensives benefit from the intimate setting your home 
provides. A comfortable, private, distraction-free home environment is a genuine differentiator, and 
that difference has real market value for this category of work.

31. Certification Training Events
Structured certification or professional development programs require a controlled, focused environ-
ment. If your home provides that and nearby commercial training facilities are your comparables, you 
have a defensible and legitimate use case. The more specialized the certification program, the easier it 
can be to demonstrate why your home’s particular setup is a rational choice.

32. Peer Advisory Group Facilitation
Hosting a peer advisory group or CEO roundtable requires the kind of confidential, professionally neu-
tral space that a private home can provide better than almost any public venue. The recurring nature of 
these groups also means you’re building a consistent, multi-year pattern of well-documented Augusta 
Rule usage over time.

33. Expert Roundtables
Gathering industry leaders for a high-level discussion is a genuinely valuable business activity, and 
the setting signals what kind of event it is. A distinctive private home communicates exclusivity and 
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seriousness in a way that a hotel meeting room doesn’t, and that perceived prestige is a legitimate part 
of what justifies a premium rental rate.

34. Mentorship Program Meetings
Structured mentorship programs have clear business development value, and hosting those sessions 
at your home creates a warm, professional environment fitting for this kind of activity. The key is hav-
ing documented structure: session goals, participant lists, tracked outcomes. These things transform a 
series of conversations into a real program with a real audit trail.

35. Strategic Partner Summits
Bringing strategic partners together to develop joint ventures or collaborative initiatives deserves 
a setting that signals mutual dedication and gravitas. A well-appointed private home does that in a 
powerful way. At your partner summit, be sure to take contemporaneous notes documenting every-
thing that is accomplished.

Industry-Specific Strategies
36. Real Estate Investment Analysis Sessions
Deal review meetings, acquisition analysis sessions, and investor gatherings have obvious business 
substance for real estate investors. The private home setting works particularly well for spreading out 
plans and documents, reviewing financials, and having the candid conversations that don’t happen 
easily in shared coworking spaces. Keep it professional—don’t let this one slide toward “entertain-
ment” for your team.

37. Medical Advisory Boards
Healthcare professionals have an especially compelling case for private meeting spaces. HIPAA sen-
sitivity and the confidential nature of case review make a private home setting a genuine option—not 
just more comfortable, but fully appropriate. That distinction is worth documenting explicitly, and it 
supports a premium rental rate.

38. Legal Strategy Sessions
Attorney-client privilege and the sensitivity of litigation strategy make private venues more than just 
convenient for legal teams—they’re arguably necessary. A home setting eliminates the risk of being 
overheard, and that confidentiality has real market value. Document the matter being discussed and 
the participants in the meeting, and the deduction is well-supported. 
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39. Financial Planning Workshops
Financial advisors hosting client workshops in a private home setting communicate trust and discre-
tion, which are qualities that matter enormously in that relationship. The non-institutional environment 
can genuinely improve client engagement and candor. Private seminar spaces and meeting facilities 
are the appropriate rate comparables.

40. Architecture/Design Charrettes
Design professionals working through intensive charrettes or client presentations need room to spread 
out (drawings pinned up, models on the table, space to step back and evaluate). A home with an open 
floor plan or studio-like spaces can be genuinely better suited to that kind of work than standard meet-
ing spaces. Studio space rentals are your natural comparables for this kind of event.

41. Software Development Sprints
A focused development sprint or hackathon benefits from zero outside interruptions. If your home pro-
vides that—fast internet, quiet working conditions—it’s a legitimate and documentably valuable venue 
for intensive coding sessions.

42. Marketing Campaign Planning
Campaign strategy sessions and creative brainstorming benefit from a space that stimulates rather 
than deadens thinking. A distinctive home environment can genuinely provide this better than a ge-
neric conference room. When establishing your rent rate for activities like this, look for private meeting 
venues or other spaces similar to your home.

43. Wellness Practitioner Trainings
Health and wellness businesses often need training environments that commercial spaces simply don’t 
offer. If your home has a dedicated studio or a serene outdoor area, the case for using it as a legitimate 
training facility is real. Wellness training centers and yoga studio rentals are your benchmark for estab-
lishing a fair market rate.

44. Educational Curriculum Development
Curriculum development workshops and teacher training sessions require focused, collaborative 
space free from the constant interruptions of a busy office. The work is concrete and naturally docu-
mentable — agenda, participants, draft materials, session notes — which makes compliance relatively 
straightforward compared to more abstract meeting types.
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Seasonal and Timing Strategies
45. Tax Season Planning Meetings
During tax season, commercial meeting space in financial districts can get both expensive and scarce. 
If your home provides a professional alternative during that crunch period, the premium pricing is 
genuinely market-supported. Pull actual hotel or professional suite rates from that specific period to 
document the rental rate you use for your home.

46. Holiday Strategy Sessions
Year-end and new year planning sessions happen precisely when commercial venues sometimes 
charge peak holiday rates. That same market logic works in your favor: your home’s rental value in No-
vember through January could be legitimately higher than it would be in the spring, if nearby compara-
ble venues charge more too. Document how holiday rent rates trend for local comparable venues.

47. Summer Outdoor Business Retreats
In warmer months, outdoor team retreats that would otherwise require a resort booking can hap-
pen in your backyard. A well-maintained outdoor space during peak summer season commands real 
money—just look at comparable areas at luxury resorts nearby. Remember to keep the agenda busi-
ness-focused; exclude any use of the pool.

48. Quarterly Business Reviews
Quarterly reviews aligned with financial reporting cycles have natural business necessity built into them. 
They’re not optional events on an otherwise flexible calendar. The regularity also means you’re building a 
clean, consistent pattern of Augusta Rule usage: four meetings a year, same recurring business purpose, 
predictable documentation rhythm. That kind of consistency is its own form of audit protection.

49. Fiscal Year Transition Planning
Year-end fiscal transition meetings serve a genuine planning function while also fitting neatly into the 
current tax year’s deduction window. Holding them at home before the calendar turns means you cap-
ture the deduction in the right year. The business purpose—planning for what’s ahead—is real, and the 
timing is smart.

50. Conference Pre/Post Events
When an industry conference brings your team or partners to town, your home becomes a conve-
nient alternative to booking additional hotel meeting space. The timing is what makes this particularly 
valuable: commercial venues during conference weeks can be scarce, which authentically supports a 
premium rate for the space in your home you provide.
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51. Seasonal Business Planning
Businesses with natural seasonal rhythms, such as retail, agriculture, hospitality, tourism, have plan-
ning cycles that are most intensive in the off-season, when everyone is available and the pressure is 
lower. Using your home for those intensive periods aligns your Augusta Rule usage with genuine oper-
ational patterns rather than creating artificial meeting occasions.

52. Budget Season Intensives
Budget planning is one of the most time-intensive stretches on any company’s annual calendar, and 
dedicated private meeting space has genuine value during it. Commercial space in major markets 
sometimes runs at a premium during Q4 planning cycles—use this to justify the rental rate you charge 
for your home.

53. Annual Compliance Reviews
Scheduling a formal annual compliance or regulatory review at your home creates a consistent, re-
peatable Augusta Rule event with unambiguously legitimate business purpose. More than that, the 
annual cadence builds a clean multi-year record of usage, which makes an Augusta Rule program look 
like a genuine business practice rather than an opportunistic tax move.

Documentation and Compliance 
Best Practices
The following are operational best practices for compliance and record-keeping.

54. Professional Meeting Documentation Service
Consider hiring a professional to document your business meetings — formal minutes, attendance 
records, setup photos. It costs money, but it’s money well spent. Beyond the audit protection, having 
someone whose job it is to document your meetings also forces a level of rigor into how you run them, 
making them more genuinely businesslike in the process. The documentation and the business quality 
reinforce each other.

55. Digital Meeting Archive System
Build a secure, organized digital archive of everything: invoices, payment confirmations, meeting 
agendas, minutes, and attendance records. This isn’t just about audit protection. It’s about being able 
to reconstruct any meeting’s purpose and participants three years from now without scrambling. A 
mirror drive or redundant cloud backup is worth the modest cost, given what’s at stake.
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56. AI Recording, Summary, & Storage
An AI-powered recording device (something like Plaud.ai) is arguably the most efficient documen-
tation tool available right now. Record the meeting, let the AI generate a transcript and summary, 
and store it alongside your other Augusta Rule records. You end up with automatic proof of atten-
dance, duration, and substantive business content without the manual overhead of writing every-
thing up yourself.

57. Professional Venue Comparison Portfolio
Build a running file of comparable venues in your area with their published rates, amenities, and 
booking terms. Update it annually. This is a living document that supports your pricing year over year 
and demonstrates that you’re consistently benchmarking against real market rates rather than pulling 
numbers out of thin air.

58. Third-Party Valuation
For properties with unusual features, consider getting a professional appraisal of your home’s fair 
market rental value from an independent professional. An objective third-party assessment is harder to 
challenge than a number you derived yourself, and in a close audit situation it could make a difference.

59. Corporate Resolution Documentation
Have your entity formally authorize the use of personal residences for specific business meetings 
through a board or corporate resolution. It’s a small piece of paperwork that adds a meaningful layer 
of governance credibility to the arrangement. Your attorney can draft a standard form that works for 
repeated use, making this essentially a one-time setup cost.

60. Professional Invoice System
Don’t invoice your business informally. Use a professional invoicing system that generates sequential 
invoice numbers, includes payment terms, and creates a searchable record. The consistency signals 
that this is a real arm’s-length transaction, not an afterthought. Each invoice should clearly state what 
was rented, from whom, for which dates, at what rate, and when payment is due.

Advanced Optimization Techniques
61. Meetings Without You
You don’t have to be physically present at the meeting to receive the Augusta Rule rental income. 
If your team has a legitimate business reason to use the space and you’d pay to rent a facility for 
them, even if it weren’t your home, then you can rent them your residence and take the deduc-
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tion. The business purpose is what matters, not your attendance. This sits on the more aggressive 
end of the spectrum, but it’s defensible when the underlying business rationale is genuine and 
well-documented.

62. Family Member Property Rental
Properties owned by family members can be rented for business meetings with proper documenta-
tion and at fair market value. Done correctly, this is a legitimate way to direct tax-free income to family 
members while creating a valid deduction for your business. Depending on the family relationship, 
their residence may also qualify as your own personal residence for Augusta Rule purposes. See #65 
for how that works.

63. Venue Transformation Documentation
If you’ve invested in your property specifically to make it a better meeting venue, document those 
renovations thoroughly with before-and-after photos and contractor invoices. These improvements 
justify a higher rental valuation and demonstrate that the business use of your home is deliberate and 
substantial, not incidental.

64. Specialized Training Environment
If your home has specialized facilities (think a recording studio, a culinary kitchen, a medical simulation 
setup, a fabrication workshop) that genuinely can’t be replicated at a nearby commercial venue, your 
rate justification is particularly strong. The argument isn’t just that your home is nice; it’s that no com-
parable facility exists within a reasonable distance. Document that scarcity specifically. It’s one of the 
cleaner premium-rate arguments available.

65. Family Qualifying the Property as a Personal Residence
Here’s a nuance worth understanding: if a family member—sibling, half-sibling, spouse, ancestor, or 
descendant—stays at a property for at least 14 nights in a year, that property qualifies as your per-
sonal residence for Augusta Rule purposes, even if you personally never spend a night there yourself. 
So a property your child or parent regularly uses can become Augusta Rule-eligible for you to receive 
tax-free income and deductions through. The 14-day rental cap still applies to the property as a whole, 
shared across all qualifying parties renting it.

Conclusion
As we wrap up this guide to maximizing your Augusta Rule deductions, it’s important to recognize that this 
strategy represents a significant opportunity to save taxes while strengthening your business operations 
via useful meetings. When implemented correctly, the Augusta Rule creates a mutually beneficial arrange-
ment—your business gains valuable meeting & workspace while you receive tax-free income.
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The key to successful implementation lies in documentation and establishing fair market value. Always 
ensure your rental rates are comparable to what your business would pay elsewhere for similar facili-
ties and services. Document everything thoroughly, from the business purpose to the fair market value 
justification to the actual meetings themselves.

Start with one or two meeting types that align naturally with your business operations. Implement them 
thoroughly, document them properly, and experience the benefits firsthand. Then, as you grow more 
comfortable with the process, expand your implementation to capture more of the opportunities out-
lined in this guide.

Remember that the Augusta Rule isn’t a loophole—it’s an explicit provision in the tax code designed to 
be used as we’ve outlined. By implementing these strategies systematically and with proper documen-
tation, you’re simply taking advantage of a tax benefit that many business owners overlook.

If this guide sparked new ideas about how your business can use the Augusta Rule more effectively, 
then it has done its job. However you choose to use the Augusta Rule, approach it deliberately. Done 
well, it can put thousands of dollars back in your pocket every year.

—Nethaniel Ealy

The Augusta Rule Done-For-You
Implementing the Augusta Rule requires more than hosting meetings. It requires an 
administrative structure behind them.

Some business owners manage this internally. Others prefer support. If you’d rather 
not handle the administrative work yourself, we manage the rental valuations, agree-
ments, invoicing, and CPA-ready reporting. You focus on running the meetings and 
documenting what actually happens.

Visit theaugustarule.com/call to book your free Strategy Call and learn how this strat-
egy can be done-for-you.

https://theaugustarule.com/strategy-call/?lead_form_source=deduction-guide
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