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1. Do any of you produce inventory in advance for a customer, hold it in your warehouse, without the customer prepaying for the inventory, until the customer requests a shipment?

This question came from one of Credit Today’s ListServ members:  We manufacturer playing cards, poker chips & layouts (for poker tables). My question is regarding inventory.  Do any of you produce inventory in advance for a customer, hold it in your warehouse, without the customer prepaying for the inventory, until the customer requests a shipment? 

We currently do this for several of our major casino customers. We either have a purchase order or a contract with the customer.  I am wondering how you handle the situation when my customer decides to go elsewhere for their product, goes out of business or simply decides they are no longer in need of this specific item. As you can imagine cards for a specific customer are not easy to get rid of. Your thoughts on this would be appreciated. 

Donna  

= = = = = =  

We are a Steel Distributor. Some of our customers require us to purchase "special" inventory for a job they are doing. It is shipped over a period of time. Prior to purchasing the material, we draw up a contract for that request. 

It always includes: 

· A percentage of cash down payment, non-refundable if the order is canceled, but to be applied to the last shipment. 

· A storage charge if the job is delayed, or something happens that does not allow the material to be shipped as originally discussed.  

· After a cutoff date, we charge a monthly storage charge which is due upon receipt of invoice. 

Depending on the customer & the requirements, many other things can be added or excluded. However, the two biggest items that encourage the customer to keep with the agreement is their cash up front; they really do not want to lose it and also, the storage charge keeps them moving forward. 

Judy, V.P. - Credit 

= = = = =  

Without knowing if you have clear verbiage on your Agreement or the PO, I think you should first make sure that they are credit worthy to the extent that you will be able to bill them for however much you're stocking for them. On the other hand, it may be better for them to have the inventory inhouse & draft a stock /consignment agreement with  limited  dating, i.e., as they pull from it, they pay for it up to 6 months, then it's due in full, or whatever your tolerance is for payment. 

This way, if things turn poorly down the road, they already have the non-returnable inventory in their possession, & you can file suit with the stock agreement default. 

Kathleen, National Credit & A/R Manager

= = = = = = = 

What  latitude do you have with your customers? Generally that answer will have to be crafted with the other members of your company’s management team & weighed against your company’s goals in a competitive market. 

For special items. I set up a set of criteria that consists of either a number of past transactions or a dollar amount of past transactions (or both). If the customer exceeds those bench marks then there is no up-front charge. If the customer does not have enough transaction history to qualify, then they are to pay 50% down for the specialty item to be made & held in inventory for them. 

Allen, Corporate Credit Manager
 
2. Winning the Recognition You Deserve
Have you performed any credit management magic lately? Have you put together a deal that helped a struggling customer without jeopardizing your receivables? Chances are you have, but did you then make sure top management knew about it? That's usually the missing step. When you perform credit magic, you should get credit for it. 

One credit manager we know of assures prompt payments by alerting customers' accounts payables departments when she receives orders that she judges are too large for the customers to pay within terms. Working with A/P, she's able to figure out how to supply the customers' needs in quantities they can pay for.  It's a credit management tactic that neither provokes her company's salespeople nor antagonizes customer managements. Rather it wins the gratification of both by assuring & building rational business relationships.

3. Be Your Company’s Inside Consultant
Jerry F. Dean, CCE, manager of Corporate Credit Services, encourages credit professionals to transform themselves into internal consultants in their organizations. “Future business conditions will require us to rethink our current roles,” he contends. “In addition, you already know your organization better than a third-party does.” 

What can you contribute to your organization as an internal consultant? Dean sees several opportunities: 

· You can make recommendations related to strategic & operational questions being considered. This information can help management make more intelligent operating decisions & strategic decisions.

· You can develop alternative courses of action.

· You can make recommendations to improve efficiency.

 “Your input could be very valuable under the right conditions,” he notes.

Skill Requirements 

What skills would you need to become an internal consultant? Some of the essentials are: 

· Being sure to begin with a broad base of experience (including managerial accounting & industry trend knowledge).

· Developing a mind-set of starting your own consulting practice, & thinking like a professional consultant.

· Generating credibility with senior management if you do not already have it.

· Working to be perceived as a professional, or no one will seek out your advice.

· Being sure you have excellent communication skills.

· Thinking of co-workers & managers as clients who could easily outsource your services. “Adopt a willingness & ability to be responsive to client (internal customer) needs,” says Dean.

· Being sure to have a strong sense of “value-added” in the performance of your duties.

· Beginning with the “olive branch” approach, rather than trying to “bull” your way in. “Approach the process as a team player, rather than an intruder,” Dean advises.

· Explaining what you can provide & how your services will add value to the organization.

· Being able to demonstrate some measurable improvement in the organization as a result of what you do or recommend.

Opportunities to 'Shine'

What kinds of results & benefits can you expect by setting yourself up as an internal consultant? “You'll have the opportunity to ‘shine’ in your organization,” he says. “If you can show substantial bottom line results, you may even be able to work your way into a different job title & promotion." 

Some readers may agree that they can do more than they have in the past in the role of consultant but feel that there is still a role for third-party consultants. After all, don’t they bring a sense of objectivity to the table that internal people lack? Dean disagrees. “I think this concern really boils down to communication--or lack of it,” he says. “Traditionally, people in organizations have often had difficult times talking with one another. I think something is wrong with an infrastructure if you cannot work together. Once you are able to do so, you can accomplish so much--and you can do it by yourselves.”

4. Cutting Deduction-Resolution Time
"When they can't make money selling merchandise, they try to make it from their suppliers. You pay through the nose to get your product on their shelves, & then you have to deal with all these deductions."

That's Credit Manager Agnes Hamos of Loctite Corporation (Rocky Hill, Conn.) complaining about her retailer customers. Not surprisingly, dealing with deductions--and late payments--has come to occupy much of her attention & that of her 15-member staff. In the process, they have become extremely proficient. Average deduction resolution time has been cut in half.

One motivator is a bonus plan through which staffers can earn up to the equivalent of an extra month's pay each year for resolving deductions within set time periods & holding days sales outstanding to acceptable levels. Interestingly, bonuses are determined by group--rather than individual performance--and Hamos credits the resulting teamwork for the department's outstanding results.

"We all have to work together if we're going to work efficiently," she says. "If returns are made, but credits are not issued or if checks come in but are not immediately applied to customers' accounts, we can't do our jobs properly."

Self Starters

So, she has been careful to assemble a staff made up entirely of self-starting decision makers who know exactly what is expected of them. "I don't hire children," she says. "I hire adults who can make decisions. I believe in leading by example, & I pick my supervisors the same way."

Credit staffers are alerted to deduction & delinquency problems by computer-generated discrepancy reports. They all have the authority to contact customers & they do so immediately by phone, fax, or e-mail. If customers' explanations lead to further questions (e.g., "I returned the merchandise because the salesman said I could"), staffers are expected to pursue the problem until they have the information they need to resolve it.

"Our people are trained not to make assumptions," Hamos says. "They're expected to know what they're doing. If they don't have the information they need, they are expected to get it."

They are also expected to treat all customers with respect. "That's just good customer service," she notes.

No Second-Guessing

Staffers have the authority to open new accounts up to $50,000 & supervisors can go up to $100,000. "We have to see that our books are kept clean, so we increase or decrease credit lines as we see fit," she says. "If we see an account getting into trouble we might shorten their terms or get cash up front. We never second-guess staffers' decisions so long as they can justify why they made them."

A case in point is one account referred for agency collection. This account had been chronically slow pay & under close scrutiny. The collector responsible had called, as she usually did, before releasing the last order. They promised to pay but never did.

"They always paid when they said they would, even though they were always slow," the collector explained when questioned about her decision to ship, & Hamos accepted that as a reasonable explanation. "If we stopped shipping to every slow pay, we'd seriously restrict sales," she says. "A good credit person has to walk a fine line between supporting sales & protecting accounts receivable. It's never easy."

Changes in Ownership

Loctite Credit has two routine ways of monitoring customer accounts. One, of course, is a credit limit. The other is a computerized record of days credit outstanding. Normally if an account remains within its credit limit, the computer calls only for annual reviews. If there is some concern about an account due to slow payments or signs of weakness, however, the review cycle can be shortened up, even if the amount outstanding is within the credit limit. All new accounts are reviewed every 60 days.

"This gives us a comfort level," notes Hamos. "For consistently slow pays, it gives us an additional checking point. My people have the prerogative of setting these checking points at whatever length they think is necessary. They're the ones who have to collect."

The Loctite bonus plan does not penalize credit staffers for bad debt losses resulting from customer bankruptcies, but for Hamos bankruptcies & the uncertainties stemming from the frequent mergers & acquisitions among customer companies are a constant source of anxiety. 

"We in collections have to be aware of changes in company ownership," she says. "You don't know if the new owner is taking over liabilities. If it is an asset purchase rather than a stock purchase, the purchase price is not intended to cover the liabilities of the previous owner."

When she becomes aware of an impending change in ownership--often through word from the sales force or news on the Internet--she may insist of cash up front with all orders, but she emphasizes that each case is unique. "We have to accommodate them on a case-by-case basis," she says. "We have to watch the cut-off date. Everything that ships before that date is the old owner's responsibility.

"The new owners always hope to do better, but that's not necessarily what happens."


To learn more about subscribing to Credit Today, check out their web site at www.credittoday.net 

Credit Today Benchmarking Survey- 2011 Improvement Initiatives -- Many Different Things Going On
Credit Today 2011 Outlook Survey Reveals a Changing Risk Scenario
Benchmarking Survey on Meetings Looks at the Worst Meeting Experiences - Learn What to Avoid!
Credit Today Benchmarking Survey- Readers Weigh In With Some Great Best Practices For Managing Meetings
Credit Today Benchmarking Survey on Meetings, Part I, Reveals They Are Alive & Generally Quite Well
Benchmarking Extended Terms- Everything You will Need to Know Manage This Critical Marketing & Credit Process
Benchmarking Extended Terms- Survey Participants Weigh In on the Process With Some Great Advice



 UPCOMING INDUSTRY CREDIT GROUP MEETINGS

April 08, 2011

SE Electrical Suppliers Credit Group

Milwaukee, WI
April 12, 2011

Fine Paper/Graphic Arts Industry Credit Group

Wauwatosa, WI

Metals & Industrial Suppliers Credit Group

 Conference Call
April 13, 2011

Plumbing & Heating Industry Credit Group

Waukesha, WI
April 14, 2011

Food Suppliers Industry Credit Group

Madison, WI
April 15, 2011

IL Fine Paper Industry Credit Group

Elmhurst, IL

April 19, 2011

Building & Construction Materials Credit Group

Milwaukee WI

IOWA PHEC Industry Credit Group

Dubuque, IA
April 20, 2011

 Food Service Supply Hospitality Industry Credit Group
Wauwatosa, WI 

Minnesota Electrical Product Suppliers Group

Brooklyn Park, MN
April 21, 2011

Construction Industries Credit Group

Appleton, WI 

April 26, 2011
Western Electrical Suppliers Credit Group


Madison, WI

 WI/IL HVAC Industry Credit Group

Rockford, IL



EDUCATION EVENTS  (Check out our website for more upcoming events.)
April 
April 08, 2011
“Target Marketing to Small Businesses”
April 14, 2011 
10 "HABITS OF SUCCESSFUL CREDIT PROFESSIONALS"
May 
May 10, 2011

"WISCONSIN INTERNATIONAL TRADE CONFERENCE"
June 
June 07, 2011
GRIEF RELIEF XX - Association Member Golf Outing










































































































2010-11 Board of Directors


Executive Committee:





Chairperson		


          Penny Keen CCP, CPC     


President		  


          Darryl Rowinski CCP, CPC     


Counselor		


          Adriana Sertich CCP, CPC


Director Emeritus	


          Wayne Crosby, CCP, CPC


Directors:


Abe WalkingBear Sanchez


Davy J. Tyburski 


Lyle Wallis


Rob Lawson


Steve Kailas, Esq. 


Seth Dizard, Esq.


Stu Sturzl, CCP, CPC 


JoAnne Aerts CBA, CCP, CPC


Barry Elms�


Contact Us





Phone: 262/827-2880


Web: www.wcacredit.org


 


Darryl Rowinski CCP, CPC X222


President & COO, 





Chrys Gregoire X221


Administrative Support





Dianna Rowinski X225


Groups (including ICE) Education





Linda Chernault X232


Employment Services 





Gail Venne, X223


Group Administrator





Lisa Schroeter X224	


Credit Reporting/Group Services/ Data Transmission


Attorney Liaison





Lee Pearce, CCP, CPC X231


Recovery Specialists





Sandi Chojnacki, CCP, CPC X228


Recovery Specialists





Barbara Martin X227


Recovery Specialists





Jim Kelly (513) 492-7636


Director of Credit Services


Ohio Regional Office





All email addresses are:


Firstnamelastinitial@wcacredit.org.


GOT AN IDEA?  ��Would you like to contribute to the BCMA Newsletter?  The most important part is your idea.  We can handle the polishing.  Just write to us at � HYPERLINK "mailto:BCMAEditor@CreditToday.net" �BCMA��HYPERLINK "mailto:BCMAEditor@CreditToday.net"��Editor@ CreditToday.net� with your idea!








�


Member News


Congratulations to Tom Swan.  His daughter, Renee, welcomed Chloe Marie into the world on February 2nd.  This precious little girl weighed 7 lbs. and was 19 inches.  Tom's daughter lives in California, so he plans on going out very soon to see his beautiful new little granddaughter, and of course her proud parents too!  Congratulations to all!





Congratulations to our very own Gail Venne. She became a proud Grandma once more on March 1, 2011. Her daughter gave birth to a beautiful bouncing baby boy 6lbs 12 ozs, and 19 inches. Welcome Cashton.


�


NEW ASSOCIATION REPRESENTATIVES


	Jessica Coan CICP, CPC


		Boumatic


	Nichole Pospichal


		Wausau Paper


	Donna Gildner


		Mueller Sports Medicine, Inc


	 Sally Lawrence


Fairbanks Morse Engine Div 


NEW Group Members


Central Wisconsin Food Suppliers Industry Credit Group


Mary Jones


		ASC1-CRM


Food Service Supply Hospitality Industry Credit Group


Gerry Luedtke


	ASC1-CRM


International Credit Executives (ICE) group


	Shelly Kempken


		In Pro Corp


�





EDUCATION & ONLINE COURSES


The Association regularly hosts educational workshops and seminars, with respected speakers.  Our Independent Study Courses are designed to provide a convenient alternative to traditional courses while also offering a network of support.  They allow the flexibility to choose the most convenient times to study and take exams.  They grant the freedom from being required to attend scheduled classes.  Three months is recommended to complete each class, however students that follow a weekly syllabus are more motivated to complete their course in a more timely manner.





�Please contact � HYPERLINK "mailto:chrysg@wcacredit.org" ��Chrys� at BCMA, (262) 827-2880 X221 to Report Member News





In This Issue 


The Association Member Updates & News 


This month’s topics…


Do any of you produce inventory in advance for a customer, hold it in your warehouse, without the customer prepaying for the inventory, until the customer requests a shipment?


Winning the Recognition You Deserve


Be Your Company’s Inside Consultant 


Deduction-Resolution Time


Followed by�Industry Group Meetings


��� HYPERLINK "http://www.foomp.com/" ��� EMBED Word.Picture.8  ����(Partners)


By clicking on TSYS Merchant Solution's logo, you will be leaving this web site.  Products & services accessed through this link are not provided or guaranteed by your Business Credit Management Association (BCMA). TSYS Merchant Solutions may have a privacy policy that is different from your BCMA Affiliate.  Please review TSYS Merchant Solutions privacy policy.��BCMA Members��*� HYPERLINK "http://www.nacmkc.org/" �NACM Credit Services, Inc.� ��*� HYPERLINK "http://www.peacm.com/" �Pennsylvania Association of Credit Management�


*�HYPERLINK "http://www.wcacredit.org/"��The Business Credit Management Association Wisconsin�





��HYPERLINK "http://www.wcacredit.org/WebSmallBusinesses2010_2011.pdf"��"Target Marketing to Small Businesses" ~ Webinar�� Monday April 11, 2011 9:00 – 10:00 AM CST


�This Webinar will provide the Credit Manager with an understanding how to target market credit products to small businesses. The marketing concept including the “target” market and four (4) Ps of marketing will be reviewed. Additionally, the marketing concept of segmentation and marketing strategy will be covered. The session will conclude with a brief review of marketing the Credit Manager as a financial professional.





 Click �HYPERLINK "http://www.wcacredit.org/WebSmallBusinesses2010_2011.pdf"��here� to register for this event. 


�





SAP: DO YOU HAVE AN INTEREST IN A USER GROUP?  


We have had a request to explore the possibility of hosting a SAP User Group in Wisconsin.  Please take a moment to let us know your level of interest by answering a few questions in our online survey.  


� HYPERLINK "http://r20.rs6.net/tn.jsp?llr=6a9a6ecab&et=1104873685919&s=1&e=00151txK_dxYXxLaqfy-QfSEtWEsTW1UZSQ6nM38Bk0tmTd3djj7S-3MCUbQHBM6mJm8TPWpnV4iRptfupZ1BWVVxqxFbaKYxtF8_ZvRr_tYoCDXdQpx8Z4TIf2ToS_8EID" \t "_blank" �Click Here To Take A Brief Survey ��


ASSOCIATION GOLF OUTING�Grief Relief XX - June 7, 2011�Ironwood Golf Course, Sussex WI�Celebrating 20 Years!


� HYPERLINK "http://www.wcacredit.org/GriefReliefXX060711.pdf" \t "_blank" �


Download Announcement & Registration��Foursomes and Singles Welcome!


�This is the one time per year that members have a chance to get together while kicking up some turf. We rely on members and partners for donations of prizes and sponsorships at the event! Start shopping in your salesmen’s closets early for some of those great products to bring with you. Let us know at the Association what you will be bringing, and WHOM you will be bringing to the Tournament. Congratulations to last year's Champs, Penny Keen's team from Geo-Synthetics Inc!�� HYPERLINK "http://www.wcacredit.org/golfouting.shtml" \t "_blank" �


Click here for a list of golfers and donations!��Add your name to this list today.
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