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1. Three Steps to Better Teamwork

How well is your team working together? It is one of the keys to doing more with less in these lean times. Your team needs to work together as productively as possible.

If it is not, here are some ideas that may help. 

1. Embrace the differences in your team members. All too often we are guilty of thinking, "If you're not like me, there is something wrong with you!" If every team member has the same skills, knowledge and attitude, the team will not be very strong. Make an effort to value the fact that your team members communicate, work and think differently. Stop focusing on what is wrong and find the good in each of your team members. In addition, there is something good!

2. Clarify your team ground rules. These are guidelines for your team that shape the day-to-day behavior of your team members. Do you have a list of what is expected from each team member? In team building sessions I have conducted, teams have developed rules such as speak positively about other team members, no gossiping, communicate openly and honestly, everyone supports one another, suggest a solution when you have a complaint, have fun, and other rules that can guide the team's behavior.

 3. Closely related to setting team ground rules is that each team member needs to learn to give feedback to their colleagues and become comfortable with it. When a team member is unhappy with something another member is doing, she needs to sit down with that team member and discuss it. Dysfunctional teams avoid conflict and instead talk about things behind others' backs. Moreover, remember that feedback is also positive. Well-functioning teams praise each other often when things are being done right. 


2. Blending Commercial and Consumer Information on Small Businesses

If you have very many small business accounts (those with 15 or fewer employees) you can be in something of a credit information dead zone, where even Google Alerts may not be of much help. The problem is that what you need is a blend of business data and consumer information on the owners and/or principals. Experian has been probably the biggest and most trusted player in this niche, but now D&B is setting its sights on it as well.

Achieving this blend on an unprecedented scale is the aim of Commercial Credit Score 8.0. To be launched in August, this new service will combine D&B's 150 million business records and TransUnion's 500 million global consumer credit histories. 

"Small businesses' credit-worthiness can be correlated to consumer credit history," notes Byron Vielehr, president, D&B Global Risk and Analytics. "By merging this credit data, we've elevate the predictive power of our scores and become able to help our customers make better risk decisions."

Vielehr explains that Commercial Credit Score 8.0 incorporates aggregated consumer credit attributes for geographic areas with business risk information. The aim is to provide increased predictability for the credit risk assessment of small businesses that often have minimal established trade credit.


3. Ensure Payment

When customers abuse your terms, you should write a personal letter to the owner, majority partner, or president of the company, suggests one veteran credit manager.

"The letter should show concern for the customer, and reflect a 'what can we do to help' philosophy. You can show the history of the account, outlining the ups, downs, and trends you see. You should emphasize the positive aspects and downplay the negative. Nobody likes to hear criticism. You can also express concern that bills are not being paid within your terms and ask why. If it seems the customer won't be able to meet your terms, show that you are willing (for a short period) to stretch your terms in its time of need."
Here is a letter he recently sent to a slow-paying customer: 

In reviewing your account, and analyzing your past payment habits for invoices rendered between February and October, we show our invoices are not being paid on a timely basis. 

We get concerned when good-paying customers show a slowing trend. I have attached a graph, which shows your average days paid for forty (40) invoices were 59 days. What is more alarming is that between February and April, invoices were being paid on an average of 40.2 days. However, between May and October, that figure ballooned to 67.9 days. 

We are willing to work with customers, but we need your help. As you are one of our most valued customers, we request that you see that none of our invoices go over forty-five (45) days. This will allow us to service your needs, and to continue to give you support now and in the future.

"The key is diplomacy, tact, and concern," he says. "If a customer finds these things in your letter, it will know you care and will be more willing to work with you to make timely payments."

4. Evidence Mail: 10 Phrases to Avoid in Your Emails!

There is no question now what the "e" stands for in email. It is evidence. From Lehman Brothers through the on-going BP scandal, email messages have been and are being dredged up to pin the guilt on unwary decision makers. Those sorting through these documents are now electronically searching for key words and phrases to identify incriminating messages. 

It is to be hoped that your emails will never be used against you in court, but it would still be prudent to avoid using such words and phrases as:

· huge mistake 

· can't believe 

· big trouble 

· shocked 

· uncomfortable 

· I don't think we should 

· very sensitive 

· highly confidential 

· do not share this 

· just between us
You can probably add to this list. If they are not already in an electronic search program somewhere, they likely will be.

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

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

Credit App Processing- Inordinate Tension and Challenges

The primary challenges faced in credit application processing and what credit departments are doing to address those challenges

There are many good reasons why some credit execs do NOT require a completed credit app.

From our Benchmarking Survey: Checklists of 100 Items You Can Include on Your Credit App

Benchmarking Credit Apps- Three Ways to Upgrade Yours

UPCOMING INDUSTRY CREDIT GROUP MEETINGS

August 9

IL Wholesale Floral Suppliers Credit Group

Oak Brook IL
August 10

Fine Paper/Graphic Arts Industry Credit Group

         Milwaukee, WI
August 11

SE Electrical Suppliers Credit Group

New Berlin, WI

Plumbing & Heating Industry Credit Group


Waukesha WI
August 12

Food Suppliers Industry Credit Group

Madison, WI 

Metals & Industrial Suppliers Credit Group

Report Only

August 17

Building & Construction Materials Credit Group

Milwaukee WI
August 18

Minnesota Electrical Product Suppliers Group

Brooklyn Park MN

Food Service Supply Hospitality Industry Credit Group
Milwaukee WI 

August 19

Construction Industries Credit Group

Appleton WI
August 20

IL Fine Paper Industry Credit Group

Elmhurst, IL
August 24

WI/IL HVAC Industry Credit Group

Rockford IL

Western Electrical Suppliers Credit Group

Madison, WI



EDUCATION EVENTS

September

EXCEL IN THREE WEBINAR SESSIONS
Attend one! Attend two! Attend all three!
"The Beginning" on September 8
"The Middle" on September 15
"Advanced" on September 22

INCOTERMS 2010
September 23
This session led by none other than Frank Reynolds is planned for September 23, 2010 in Brookfield WI. This is the International Chamber of Commerce’s (ICC) initiative. The ICC have contracted Frank to lead this session around the country to introduce the 2010 Incoterm Revisions, packed with changes that we understand will benefit the shipper. We will be helping Frank and the ICC to market this program and are happy to announce that Wisconsin is the first stop on the National tour of training.
October 2010
CREDIT PROFESSIONAL’S CONFERENCE & EXPO
October 12-13 in Green Bay WI. Watch for more information!
Check out our website for more upcoming events.









































































































2009-10 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





Lee Pearce, CCP, CPC X231


Recovery





Sandi Chojnacki, CCP, CPC X228


Recovery





Barbara Martin X227


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!








 


�HYPERLINK "http://wcacredit.org/groups.shtml"�� INDUSTRY CREDIT GROUPS �





In these tough economic times when companies are tightening their budgets, and streamlining their workforce, they may look at the investment in an industry credit group as an “unnecessary” expense.    However, now more than ever, the information obtained through the networking at an industry credit group meeting will prove to be invaluable.  Credit groups are an excellent resource to identify and monitor high-risk customers, and you can feel confident that the historical payment information obtained from your peers in the industry, is accurate, will be kept confidential, and will be utilized for its intended purpose…to make good sound credit decisions.





The Association administers 17 industry credit groups, servicing various industries.  For information about industry credit groups, contact the Association at 262.827.2880, or check our website:  � HYPERLINK "http://www.wcacredit.org/" ��wcacredit.org�. Please feel free to join us at one of our meetings and see, first hand, the value of group membership!


�


NEW ASSOCIATION Members 


Dave Pierre


		CMD Corporation


John Duimstra


		Zero Zone, Inc


Ray Odya


		SEEK, Inc


	Mike Braun 


Neenah Foundry Company


Paul Chawla 


Appliance Parts Inc DBA Johnstone Supply


Ralph Williams


		Baptista's Bakery Inc


NEW ASSOCIATION REPRESENTATIVES


	Deanna Livingston


		Associate Engineering Corporation	


NEW Group Members


International Credit Executives (ICE)


Dave Pierre


		CMD Corporation


Plumbing & Heating Industry Credit Group


Paul Chawla 


Appliance Parts Inc DBA Johnstone Supply


�


Member News!


Congratulations to Grant Gelhar from Temperature Systems Inc in Madison. Grant's first Grandson, Luke, was born June 19, 7 pounds, 9 ounces & 19 inches long.  Grant tells us, "He is a real charmer & very active like his mother"!  Best wishes to the happy family!





Caroline, from Vans Floral, is the proud grandma of a little granddaughter.  Abigail was born on June 15th, weighing 7lb. 14oz.  She sure is a cutie!  Congratulations Caroline!





Judy, from Waukesha Foods, is a grandma for the second time.  Michael Alexander, was born on June 16th, & weighed 9lb. 2oz.  I am sure his big sister, Josie, who is 2, will help take real good care of her new baby brother!  Congratulations Judy!





Congratulations to Heidi Zimmerman, Hammond Power Solutions on obtaining her CBA!


�


Please contact � HYPERLINK "mailto:chrysg@wcacredit.org" ��Chrys� at WCA, 262.827.2880 X221 to Report Member News
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BCMA/WCA Member Updates & News 


This month’s topics…


Three Steps to Better Teamwork


Blending Commercial and Consumer Information on Small Businesses


Ensure Payment


Evidence Mail: 10 Phrases to Avoid in Your Emails!


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�
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 Less than Effective Techniques for Getting a Job 


From Armada Intelligence 07.30.10


An Employment Services Posting From Linda Chernault at BCMA 





“There are always those who manage to find new and exciting ways to ensure that they will remain on the rolls of the jobless for an extended period. One only has to wonder if they did these things with the expectation that, the tactic would really have the impact they ostensibly thought. First on the list was the guy who noticed a businessman arriving at his “no-tell Motel” on a regular basis with a young lady and decided to film him before asking for an executive’s job in the company. It was assumed that his talent as a blackmailer would offset his lack of credentials. On the same theme there was the young lady who decided to disrobe before the interview was to begin but was chagrined to discover that the interview was going to be conducted by a group of what would be her co-workers – all of them women.





Another favorite tactic was the guy who asked his future boss if he needed any help in finding a dealer – if so, he could be a big help as he dealt in many of the favorite drugs of choice.





Analysis: There are always the more mundane failures that seem to stem from ignorance and inexperience - the people who just do not yet know how to present themselves. These are the folks that one hopes will get help in making that transition to the workforce but the ones who seem beyond the pale are the ones that have failed to grasp some of the basic elements of life. 





A police force in California placed a fictitious ad in the newspaper looking for burglars and they were asked to bring both tools and something recently stolen as a kind of resume. These paragons of society were soon arrested. Finally, there was the applicant who wanted a job as a chef but had no experience at all in cooking. He demonstrated his qualifications by bursting into the kitchen where he verbally abused the staff, threatened waiters with a knife and then bellowed at several patrons before being hustled out. He was shocked at the response as he thought he was acting like Gordon Ramsay and thought that this was his ticket to a new career.”


Armada Business Intelligence Brief, Dr Chris Kuehl, Economist,


Linda Chernault, lindac@wcacredit.org


Resume Referral, Experienced Temporary Employees




































































