[image: image1.wmf]

	[image: image2.wmf] 

E‑Credit News

The Business Credit 

Management Association Wisconsin

15755 W Rogers Dr #200

PO Box 510157

[image: image3.png]BEMA



New Berlin WI  53151-0157

	The Business Credit Management Association Wisconsin 262.827.2880
	December 2011


[image: image4.png]:@2








1. The Importance of Being There

Travel budgets were among the first victims of recession cost cutting. Arguments about the illogic of denying first hand, eyes-on assessments of customer risks when the risks were surging were dismissed out of hand. Visits cost money, and the best use of money, as everyone knew, was to have it pile up on the balance sheet. 

Now counterarguments are trickling in. Dave Feigenbaum, corporate credit director of Kichler Lighting, has championed customer visits for years. Earlier this year, we published his article “Tough Times, Tough Credit Decisions” in these pages. Last month he told us how a customer visit he made two years ago has paid off handsomely. 

“I had visited a customer who shared information with me that I never would have learned over the phone and that made me wary of their financial future,” he told us. 

“As a result of that meeting, we initially had them sign a UCC and Purchase Money Security agreement, and later we reduced and eventually withdrew their credit line. 

“All signs pointed to failure. Today I received a Chapter 7 bankruptcy filing on that customer and we have no balance. I know of at least $100,000 in unsecured debt that others in the trade will have to write off. 

“While I’m not pleased to see any business file bankruptcy, I can honestly say that visiting them saved us thousands of dollars. I know Credit Today continues to emphasize the importance of visiting customers, I thought I would share this story with you as further confirmation.”

2. Working with Sales Makes Credit Work
Will the following suggestions eliminate the stress and discord between Sales and Credit? Absolutely not, but they will tend to reduce problems. In addition, if you adopt all of these suggestions you are less likely to be criticized by senior management as working against the interests of the sales department in particular and, by implication, preventing the company from reaching its sales and profit targets. 

Suggestions for bringing Sales and Credit together: 

• Participating in training new sales personnel. 

• Attending sales meetings and taking questions. 

• Traveling to meet with customers. 

• Providing detailed information to sales about risks, problems and concerns. 

• Making responses to inquiries from Sales a top priority. 

• Listening with an open mind to input from Sales. 

• Recognizing that Sales and Credit act as counter balances, and not being surprised when they challenge a negative credit decision. 

• Trying to keep salespeople informed about problem accounts. 

• Giving the sales department advance notice of possible credit holds whenever possible. 

• Asking the sales department to tell you what credit limits they need for their customers (with as much advance notice to the credit department as possible). 

• Making sure that releasing orders pending gets the credit department’s top priority. 

• Not delaying credit decisions on new accounts unnecessarily while waiting for complete or “perfect” information.

One final thought: Credit and Sales will disagree from time to time, and when this happens, disagree (discuss, debate, argue) in private. Public arguments tend to entrench the parties in their respective positions, and this makes it difficult for either side to back down even when new information is brought to light that changes the picture of the credit risk under review.

3. Balancing Payables With Receivables
Sizing up the financial strength of key suppliers is a worthy role for savvy credit managers. So is figuring out how to balance payables with receivables for positive, or at least improved, cash flow. 

“We try to negotiate the best terms we can get from our suppliers, case by case,” a credit manager friend who asked for anonymity, told us. He routinely gets involved in his company’s supplier relations, and he contends that many companies have opportunities for better payables agreements that they’re not taking advantage of. “They may just accept terms that come in,” he says. “They should be questioning what’s stated and negotiating. 

“We have a laundry list of these suppliers,” he continues. “We look at who their primary customers are and what their terms are. If we are giving them better terms than what they are receiving from the OEM, then we try to adjust ours. You have to find out what their situation is and whether you can adjust to your advantage. However, many companies are neglecting to do that, often because their staffs have been downsized to save money. Doing this takes a lot of time and work.” 

He knows that whatever is on that purchase agreement both companies have signed is what is going to dictate the terms. Nevertheless, he has found that, if you can get enough information, this is a legitimate area of negotiation. 

“If it’s good for them, they don’t want to deal with it,” he says. “If it’s the reverse, they just scream and cry. However, I still study all of the numbers that we get on suppliers. One ratio you should look at is their day’s payable outstanding (DPO) to their DSO. From that you can fairly easily see if they are getting free financing from their customers.” 


4. Does Anyone Have Any Experience Using Online Credit Applications?
Here is an excerpt from Credit Today’s Email-based forum.  http://www.credittoday.net/members/department96.cfm
We are thinking about setting up a new division that will sell directly to customers over the web. Does anyone have any experience using online credit applications? If so, do you have any suggestions or possible examples? In addition, any help with potential problems to avoid would be appreciated. 

-
John 

= = = = = = 

John, I am not sure if your new venture is B2B or B2C. On the B2B front, at a previous gig, we involved the youngest tech-savvy associates in the department, and let them run with it. The workflow and notifications were the toughest part to get right. The application itself was relatively easy. 

Just a few things we decided on:  very few required fields, no account or password required, no archiving of the application PDFs, only a link to the company terms and conditions, no button to check "I accept" and no ability to add attachments, to name a few. 

One big issue was salespeople filling out the web-forms themselves to make it "easier" for the customer, as well as the resistance we get with paper applications. Another issue: Customers wanting just to send their own canned "reference sheet" instead. 


-
Denis 

= = = = = = 

We initiated an online credit app through our website, and the only significant issue we had was overcoming the signature issue. We considered an electronic signature, but we found that banks did not accept this in order to provide banking information. Our solution was to prompt the customer to print a signature page after submitting the application. The customer has to print this page, sign it and fax or email it to us. It has worked relatively well. I agree with the below statement, not to have too many required fields. 


-  Sean

To learn more about subscribing to Credit Today, check out their web site at www.credittoday.net
Credit Today Benchmarking Survey: Collection Agency Selection Criteria

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



 UPCOMING INDUSTRY CREDIT GROUP MEETINGS

December 08, 2011

Food Suppliers Industry Credit Group

Madison, WI

Metals & Industrial Suppliers Credit Group

Teleconference Group Meeting

December 09, 2011

Combined Milwaukee & Madison Electrical Suppliers Industry

Milwaukee, WI
December 13, 2011

Fine Paper/Graphic Arts Industry Credit Group

Milwaukee, WI

December 14, 2011
Plumbing & Heating Industry Credit Group

Pewaukee, WI

Regional Paper & Packaging Industry Credit Group

List Only
December 15, 2011

Construction Industries Credit Group

Appleton, WI
December 16, 2011
IL Fine Paper Industry Credit Group

Downers Grove, IL

December 20, 2011

Building & Construction Materials Credit Group

Milwaukee WI
IOWA Plumbing Heating Electrical & Construction Industry Credit Group

Teleconference Group Meeting
December 21, 2011

Minnesota Electrical Product Suppliers Group

Brooklyn Park, MN

WI/IL HVAC Industry Credit Group

Rockford, IL 

Food Service Supply Hospitality Industry Credit Group
Milwaukee, WI

December 29, 2011

National Fastener Credit Group Meeting

Teleconference Group Meeting

Check out our Calendar for more upcoming events.
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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





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!
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NEW Member 


Ric Frantz


		LR International Inc


	


NEW Member Representatives


Karen J. Mahler


		Milwaukee Electric Tool Corporation


	Peggy Brushenko, CBA


		Lindenmeyr Munroe





NEW Group Members


International Credit Executives (ICE) Group


	Shelia O'Brien	


Oldenburg Group Inc


Ric Frantz


		LR International Inc





Regional Paper & Packaging Industry Credit Group


	Jeanne Wahlert


		Sterling Paper Co


	Linda Wishon


		Fujifilm North America Corp


Ellen Beers


Western States Envelope Co


	Sal Giello


		Roosevelt Paper


Tonia Leppert


		Sabin Robbins LLC 


Sal Giello


		Roosevelt Paper


Tom Laeace


		Ariva


Darrell VonDeylen


		xpedx


Barb Polletta


		Case Paper


	


NEW Group Representatives


International Credit Executives (ICE) Group


Karen J. Mahler


		Milwaukee Electric Tool Corporation


National Radiator, Air Conditioning & Thermal Products Industry Credit Group


Tim Stewart


		Performance Radiator


Fine Paper Graphic Arts Industry Credit Group


Peggy Brushenko, CBA


		Lindenmeyr Munroe


Fine Paper Credit Group of Illinois


Peggy Brushenko, CBA


		Lindenmeyr Munroe


�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…


The Importance of Being There


Working with Sales Makes Credit Work


Balancing Payables With Receivables


Does Anyone Have Any Experience Using Online Credit Applications?


Followed by�� HYPERLINK  \l "_UPCOMING_INDUSTRY_CREDIT" ��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/events.shtml"��“Exciting Webinars Planned for 2012”�


Take a few moments to look at the Webinars scheduled for the New Year. Set aside some time to join us! Invite your staff, colleagues or clients! Continue to watch for more Webinars to come.





Why attend a Webinar?


Convenient


No travel requirements


Train one person or a room full for the price of one connection


Earn Certification points


Training puts you steps ahead of the competition





�HYPERLINK "http://www.wcacredit.org/WebRedFlagRules011012.pdf"��"Red Flag Rules ~ A Back-to-the-Basics Webinar"�


Tuesday


January 10, 2012 | 10:00 – 11:00 AM Central





�HYPERLINK "http://www.wcacredit.org/WebBankruptcyEssentials011812.pdf"��“Bankruptcy Essentials”�


Wednesday


January 18, 2012 | 9:00 – 10:00 AM Central





� HYPERLINK "http://www.wcacredit.org/WebInternetResources.pdf" ��“Using the Internet as a Resource for the Credit & Collection Function”�


Tuesday


February 07, 2012 | 9:00 – 10:00 AM Central





� HYPERLINK "http://www.wcacredit.org/WebPresentationSkills022212.pdf" ��"Fine Tuning Your Presentation Skills"�


Wednesday


February 22, 2012 | 10:00 – 11:00 AM Central





� HYPERLINK "http://www.wcacredit.org/WebMichiganLienBond030812WI.pdf" ��"Michigan Lien & Bond Workshop"�


Thursday


March 08, 2012 | 09:00 – 10:30 AM Central





� HYPERLINK "http://www.wcacredit.org/WebCustomerSoldBusiness071612.pdf" ��“Your Customer Has SOLD THEIR BUSINESS…Now What???”�


Monday


July 16, 2012 | 9:00 – 10:00 AM Central





�HYPERLINK "http://www.wcacredit.org/WebPerformanceCreditDept080812.pdf"��"100 Ways to Improve the Performance of the Credit Department"�


Wednesday


August 8, 2012 | 9:00 – 10:00 AM Central


�


Working on 2012 budgets and looking to save a few dollars on credit reporting?  WE CAN HELP!  The Association offers multiple sources (domestic and international) under one subscription without expiration dates.  Please give us a call if you would like more information and to take advantage of the Association’s Member pricing.
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