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RETURN TO NORMAL and WHAT IS THE NEW NORMAL?  (Cont)
What is part of the NEW NORMAL?
First, many functions like credit, accounting, billing, customer service, and sales tax are completely transferable from industry to industry.  If you have been downsized from an auto-parts supplier, you can transfer the same credit functions to a growth industry.  They will be hiring sooner and in greater quantities.  They may not pay the same and may expect more from you but the growth is important.  Consider the growth that will come in nonprofit agencies or government resources for Veterans, manufacturing resources for products for the handicapped and aging markets.  And do not overlook Government; whether it is state, local or Federal, the new funding and enforcement challenges will be a source for many jobs.  

While you may continue to have responsibilities for the same functions, the NEW goals will be to do more with less.  Competition is no longer next-door but from anywhere in the world.  Our cost and wage structure do us no favors, so doing it better is critical.  When you hear that a manager in India, who makes $20,000 a year, is considered to be a very rich man, you can see the problems we face.  Whether you have found a way to automate credit lines, or reduce the cost of your credit reporting functions, or sending invoices by E-mail, it has to be a constant search to lower costs. 

How you create value for the company will be more important than how things were done in the past.  Additional functions like accounts payable, billing, mailing, sales tax, insurance, shipping, export documentation, can be located in the Credit or Shared Service department.  Working with parts of your department in different states or parts of the world may be required.  Some companies have combined credit and customer service and distribution as part of the order-to-cash philosophy.  Many Credit Managers are constantly involved in company projects relating to improvements or potential acquisitions, or construction throughout the company and the world.  Whether you are analyzing new mailing equipment, out-sourcing or automating functions or timetables for export shipping; it is part of the larger process.  Like a utility player in baseball, the more roles that you can play, make both you and the company more competitive and part of the NEW NORMAL.

For additional information on reducing your credit, costs, training your employees or temporary employment, please contact:

Linda Chernault

Manager Employment Services

262-827-2880 Ext232, 262-853-6178 Cell

COMMERCIAL RECOVERY SERVICES
BCMA offers you the services of our collection department.  Our Recovery Division has been servicing our member companies for over 50 years and we are pleased to tell you that our recovery rate exceeds ninety percent of collectable cases received.  This is not surprising since BCMA is the authority on and sets the standards, for generally accepted credit and collection techniques and principles that all businesses use.

Call Wisconsin Credit Association for further information at (262) 827-2880, or e-mail us at collection@wcacredit.org.  

EDUCATION & ONLINE COURSES

BCMA 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.
Call Wisconsin Credit Association for further information at (262) 827-2880, or e-mail us at admin@wcacredit.org

Please contact Chrys at WCA, 262.827.2880 X221 to Report Member News

1. Prioritize Collections

Time is wasted when collectors must review their calendar or tickler file, an aged trial balance, and the latest lockbox details to determine whom they should contact next.  As is only natural, collectors also tend to avoid initiating tough calls and instead work on delinquencies that are easier to cure.  As a result, most organizations collect fewer dollars than their capabilities suggest, and a prime culprit is the lack of a prioritized approach to the collection process. 

Establishing a protocol for prioritizing collections is critical to the maximization of every organization's collection efforts.  Collection prioritization, especially when automated, ensures a systematic approach to collections.

In order to maximize collections, delinquent customers should be contacted in the following order: 

· Those who have broken their promise to pay, largest dollars past due first 

· Other accounts that have been marked for follow up, largest dollars past due first 

· All other delinquent accounts, largest dollars past due first 

· These three protocols provide a universal prioritization scheme for all types of collections. 

Give collectors tools so they can better organize their work.  While there are some situations where you will want a collector to strictly adhere to the priorities established in the work queue (with a new collector for instance), it is usually advisable to give experienced collectors the flexibility to group the tasks in their work queue in order to increase personal productivity. 

Very often similar tasks can be completed more quickly when grouped together as opposed to jumping from one type of task to another.  For example, it usually makes sense to process scheduled email follow-ups all at once as opposed to jumping back and forth between calls and emails. 

Collection work queues that can be displayed in a spreadsheet type format are relatively easy to sort by collection status or next-scheduled collection activity.  It is typical for automated collection software to provide collectors with similar tools for organizing their work queue for optimal efficiency. 

Always have collectors ask for the payment of every invoice that is past due.  Since the basis for prioritization is total amount past due, it would be counterproductive not to ask for all of it.  For the same reason, collectors should also inquire about the payment of items that will fall due within the next week to ten days.  It is never too early to ask customers if they have received your invoice and scheduled it for payment, and therefore subsequently record a promise to pay and enter a follow-up date.


2. 11 Warning Signs That You Might Need to Fire Your Attorney!

Attorney Barry Smith offers this checklist to help you decide whether or not your should fire your attorney: 

1. Have you had a problem or experienced any of the following? 

a. Attorney non-responsiveness - failure to return your phone calls or answer your letters.

b. The attorney takes too long to handle each aspect of the case - unexplained delays. 

c. The attorney is always making excuses for why things are not done on time. 

d. The attorney has inadequate support staff to handle cases. 

e. The attorney does not keep you apprised of the status of the case, and when you call to find out the status the attorney has no idea what is going on. 

f. Do you sense the attorney and your firm are not working together as a team?  


2. Beware of the attorney who is willing to accept the assignment of the case even though the attorney is not experienced in this type of matter; one's good intentions could end up costing you significantly.  

3. Beware of the attorney who is willing to discount his legal bill each time you make an inquiry; the bill should be accurate.  This may be a sign the attorney knows you are being overcharged.  


4. Beware of the attorney who says he can handle matters in any court anywhere in the state; in small law firms, this is usually a sign that the attorney contracts out work to local attorneys who you do not know and have no relationship with, thus reducing the incentive to provide quality legal services.  


5. Beware of the attorney who exceeds the budget without your authorization and the only excuse provided is that "the work was necessary.”  The fact that the work may have been necessary is not a justification for failure to obtain your approval.  


6. Beware of the attorney who continues hearings, unable to take a default on the due date, misses court imposed deadlines and/or cannot act immediately on your behalf; this may mean the attorney cannot handle the volume of work.  


7. Beware of the attorney who charges attorney's time for secretarial, clerical and paralegal work.  


8. Beware of the attorney with whom other creditors have had unfavorable experiences.  


9. Beware of the attorney who charges you for research on legal issues involving a subject matter an experienced attorney in his field should already know.  Did the attorney over-sell himself?  It is cheaper in the long run to hire an experienced attorney.  


10. Beware of the attorney who charges for the supervision of junior attorneys at each phase of a legal matter; you should pay for legal services not for a junior attorney's education.  


11. Beware of the attorneys who charge you to correct their mistakes.  Oftentimes a court hearing is continued because the attorney filed incomplete or incorrectly prepared documentation, pleadings, forms, etc.  In addition, the attorney causes additional work because of a failure to meet court imposed deadlines, or he continues matters because he cannot be in two places at once. 

Barry A. Smith, Esq., Buchalter Nemer, Los Angeles, CA, 213-891-0700, bsmith@ buchalter.com

3. Reduce Error-Related Delinquencies

Even if your company prides itself on excellence in the areas of receiving orders, shipping, and invoicing, anything less than 100% accuracy can lead to problems.  Anytime ordering, shipping, or billing errors exist, customers usually express their displeasure by taking deductions and/or paying invoices beyond terms. 

"The results of just about everyone's mistakes in a company end up in the accounts receivable department," says Richard Taylor - who (at the time of this article) was director of credit and collections for The Donna Karen Company (Carlstadt, New Jersey).  

One of his former employers, for example, was a manufacturing firm that shipped approximately 500,000 orders a year with fewer than 3,000 errors.  This was approximately a 99.4% accuracy rate.  "However, the bulk of the work we had to contend with in the accounts receivable department was related to these exceptions, and they significantly affected our cash flow." explains Taylor.  Here are four of the most common problems that can land in the credit department:

· The wrong products are shipped.  This can result from customers ordering the wrong products, inside sales or customer service keying in the wrong product numbers, warehousing picking the wrong products, etc. "If you ship the wrong product, for whatever reason, you end up having to make another shipment, and that can eat into your profit," states Taylor. 

· The wrong quantities are shipped.  This can happen for the same reasons listed above.  If invoices and shipments are not 100% perfect, many customers automatically take deductions.  These deductions can cover the cost of items that were never received, the cost of shipping back incorrect items, the administrative cost of trying to resolve the errors, etc. "In other words, customers often issue charges to cover their cost of handling errors," explains Taylor. 

· Prices do not match on the original order and the invoice.  Some possibilities: Sales quoted the wrong price to the customer.  The customer incorrectly hears the price.  Pricing changes have not been updated in the company records that are used for invoices.  "If, on a written purchase order, a customer lists a lower price than you bill him, courts have traditionally ruled that the customer is responsible for only the price on the purchase order," Taylor says.  "As such, incorrect pricing or shipping against a purchase order with incorrect prices can also eat into your profits." 

· Customers demand you follow special instructions.  "As these demands increase, the potential for errors also increases," reports Taylor.  "For example, some routing guides are so detailed that they describe a particular place on a particular corner of a package where a written description of every piece in the package must be placed," he states.  It's also quite common for customers' systems to "kick out" exception" invoices and place them in a separate pile for later review.  Result: Payments can be delayed for months.


4. Organize To Improve Efficiency

If you have a large staff, one of your primary duties is to delegate assignments.  However, if you are the credit department, or have a small staff, you must juggle many activities on your own. 

Arlene A. Paul, CCE, credit manager for EMC Corp. (St. Paul, Minnesota), says a vital key to success is to be extremely well organized.  She shares some examples of efficient procedures and ideas she has adopted: 

Documents.  Paul quickly glances at mail, reports, etc. and determine the urgency: 

· If a document is urgent, she handles it immediately or within a short time. 

· If it is not urgent, she sets it aside in a separate pile to be handled later. 

Credit applications.  Paul processes new applications quickly, getting credit reports, checking references, and identifying appropriate credit limits.  Then, she files the information--even if the salesperson gets the order the first time.  "If we do get business at a later date, I don't have to repeat my work.  I have instant access to the customer's information," she explains. 

Aging reports.  Most aging reports are organized alphabetically or by customer number.  The traditional collection process involves calling the account at the top of the pile and working to the bottom. 

"I start at the top one month, then at the bottom the next month," she says.  "You're at your strongest when you first start calling.  By shifting from top to bottom each month, you can be sure that all accounts receive the focused attention they deserve." 

Tickler file.  Paul has developed tickler files for problem accounts and places such accounts in a special file.  "When it's time to send the accounts to a third-party for collection, the accounts are in one file, in order, with complete information attached," she notes.  "I don't have to pull information and paper from a lot of different sources."

Different systems for different folks

Paul knows one organized executive who places short notes all over his desk, so that when someone calls, he can quickly access the appropriate note. 

"That system works very well for him.  I tried it, but it didn't fit the way I like to work," she says.  The key is to select the systems and processes that best fit your needs, environment, and personality.

To learn more about subscribing to Credit Today, check out our web site at credittoday.com



Collection Automation Drives Performance Gains- Part Two

Collection Automation Drives Performance Gains- Part Two - Reader Responses on Improvements, Monitoring, Automation Tools, Organizational Changes and More...

Benchmarking Survey Shows Collection Strategies Meeting & Exceeding Goals Despite Recession- Part 1

Collection Benchmarking Survey, Part 2 - Primary Collection Challenges or Obstacles

Benchmarking Survey Shows Collection Strategies Meeting and Exceeding Goals Despite Recession- Part 3 - Improving Collection 

Performance Benchmarking Results on International Credit Reports, Part I

Benchmarking International Credit Reporting- Part II, What Credit Pros Value Most in International Credit Reports


UPCOMING INDUSTRY CREDIT GROUP MEETINGS

August 10     

Fine Paper/Graphic Arts Industry Credit Group

Kenosha, WI
August 12    

Plumbing & Heating Industry Credit Group

Waukesha WI

IL Wholesale Floral Suppliers Credit Group

Oakbrook IL
August 13 

Metals & Industrial Suppliers Credit Group

Brookfield WI 
Food Suppliers Industry Credit Group


Madison WI
August 14    

SE Electrical Suppliers Credit Group

Milwaukee, WI

August 18    

Building & Construction Materials Credit Group

Milwaukee, WI
August 19
Minnesota Electrical Product Suppliers

Brooklyn Park MN 
Food Service Supply Hospitality Industry Credit Group

Wauwatosa, WI
August 20    

Construction Industries Credit Group

Appleton WI
August 21    

IL Fine Paper Industry Credit Group

Oakbrook, IL
August 25   

WI/IL HVAC Industry Credit Group

Rockford IL
August 26    
Western Electrical Suppliers Credit Group

Madison, WI


EDUCATION EVENTS
2009 CREDIT PROFESSIONAL’S CONFERENCE & EXPO – YOUR STATE CREDIT CONFERENCE
October 20 & 21

Sessions planned will highlight the best practices of companies headed in the right direction—despite the economic turmoil:
-          Innovate of Stagnate, the Opening General Session

-          Why Hasn’t The Attorney Recovered Our Money Yet?  The Anatomy of a Collection File Once Placed With a Law Firm

-          Why Are Women So Strange & Men So Weird?

-          Do You Know Where Your Supply Chain Is?  Trends & Issues For Buyers & Sellers in Today’s Turbulent Markets

-          Trends in Customer Disputes & Deductions

-          Credit Pros Got Talent—A Roundtable about What If’s and Now What’s

-          Sales Tax Exemption Governance

-          Effective Seller Remedies When Confronting a Financially Distressed Customer

-          Sales Tools For The Credit Department (Credit Insurance, Puts and Factoring)

-          Survival of the Fittest—A Crash Course For Those New To Credit & Collection Management

-          Closing General Session Keynote led by William Strauss, Federal Reserve Bank of Chicago

Save The Dates!  Click above for opportunities to get involved in your Annual Conference NOW!  

Click here for an updated event list including future events and closings









































































































2008-09 Board of Directors


Executive Committee:





Chairperson		


          Penny Conaty 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


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





Lee Pearce, CCP, CPC X231


Recovery





Sandi Chojnacki, CCP, CPC X228


Recovery











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!








 


NEW ASSOCIATION Member


	Catherine Fitzpatrick


		Ohio Medical Corp





NEW ASSOCIATION Representative


David Sarjeant


		Gordon Food Service


Eric Johnson


		Hellmann Worldwide Logistics


	Orbis Corporation


		Cheryl Wildenberg, CBA


Grede Foundries Inc


	Michelle Bauer


Atradius Trade Credit Insurance


Mark Matheney


	Target Commercial Interiors


		Lloyd Elson





NEW GROUP REPRESENTATIVES


Food Service Supply Hospitality Industry Credit Group


David Sarjeant


		Gordon Food Service


International Credit Executives Group (ICE)


Eric Johnson


Hellmann Worldwide Logistics


	Orbis Corporation


		Cheryl Wildenberg, CBA


Atradius Trade Credit Insurance


Mark Matheney	


�WCA MEMBERSHIP UPDATES


Paul, from Graybar Electric, is a new dad!  Kaylee Francis was born on June 28th, 6 lbs. 1 oz, 19 1/4 inches.  Congratulations Paul!�


RETURN TO NORMAL and WHAT IS THE NEW NORMAL?  (Part3 of 3)





This article is the final installment in some THOUGHTS about "When will employment GET BACK TO NORMAL and what will the NEW NORMAL look like?"





The original question was, "When will we get back to NORMAL and What is the NEW NORMAL?"


We talked about the growth of many parts of our economy in nursing, healthcare, technology, energy, education, international trade, engineering, home care, communications, employment services, government, food production and others.  Just search GOOGLE under growth industry and be prepared for an avalanche of information.  One article even listed Collections as a new growth industry.
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WCA Member Updates & News 


This month’s topics…


Prioritize Collections


11 Warning Signs That You Might Need to Fire Your Attorney!


Reduce Error-Related Delinquencies


Organize To Improve Efficiency


Followed by�Industry Group Meetings�� HYPERLINK "http://www.foomp.com/" ����(Partners)


By clicking on First National Merchant Solution's logo, you will be leaving this web site.  Products and services accessed through this link are not provided or guaranteed by your Business Credit Management Association (BCMA).  First National Merchant Solutions may have a privacy policy that is different from your BCMA Affiliate.  Please review First National 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/" �Wisconsin Credit Association�





�HYPERLINK "http://www.wcacredit.org/LIENBOND2009.pdf"��CONSTRUCTION LIEN & BOND CLAIMS:  MAKE THEM PAY!�








In Oshkosh 9/11/09


In Oconomowoc 9/16/09


In Madison 11/18/09





This session will provide step-by-step guidance in the rules and the forms necessary to file and benefit from construction lien and bond claims.  Every construction contractor and supplier should be familiar with the law involving construction lien and bond protection.  Special emphasis will be placed on timing requirements and collection alternatives available to subcontractors and material suppliers.  Wisconsin lien and bond forms will be reviewed, providing you with hands-on experience in customizing them for your particular needs.  Those with prior experience filing lien and bond claims will want to learn about recent changes in the lien laws and to reinforce your knowledge about the claims process.  Don’t miss this chance to learn techniques that boost your accounts receivable collections by using lien claims to their fullest tactical advantage and…





Knowing when you have a “good” lien or bond claim


 How to protect your claim by giving the right notices, filing the lien and suing, if necessary


Who is guilty of theft by contractor?


Why are lien waivers a problem?


Are you hurt if your customer (prime or owner) files bankruptcy?


HOW PERFECTING PRIVATE LIEN & BOND CLAIMS ULTIMATELY GETS YOU PAID!!!





SESSION LEADER:  David Chartier, Kohner Mann & Kailas SC


 




































































