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1. Change Is the New Normal


Whether the change is in your personal or business life, you are likely to experience some in the near future. Therefore, the ability to deal with constant, continuous change is a skill that everyone must have today.

You must personally keep growing and changing in order to guarantee you will have the skills necessary to stay in your job or be able to find another one. Yet, studies show that the greatest majority of us do not like change. So, what are you to do? Try some of these ideas.

The first step in dealing with change is to realize why you may be resisting it and try to put it behind you. Chances are there is nothing you can do about it and resisting the change will only guarantee that it will not work. Try to find the positives of the change, embrace that part, and let the rest go. 

"Another way to develop a mindset for change is to watch yourself talk. The way you talk to yourself during times of change is very important." 

One way to do that is to think of past times that you successfully weathered a difficult change. Remember the strategies that helped you in those situations and see if they might help you now. 

It can be personal or work-related. I always think of the many times when I have moved to a different city. I remember how devastated I was at the first announcement of the move, but then I also remember how much I liked the move later. I think of some of the things, like focusing on the positives instead of the negatives, which worked for me then and try to use them in my current change situations.

Another way to develop a mindset for change is to watch yourself talk. The way you talk to yourself during times of change is very important. If you keep saying things like," This will never work," "I can't learn this new software," or "Why can't we just leave things the way they are?" it will add to your negative mindset about change.

Instead, deliberately choose to be optimistic and enthusiastic about the changes. Use positive statements like, "I can do this," "I can see the positives in this change," "This will result in added revenue," and other statements that put a positive spin on the situation.

So how good are you at adapting to the constant changes in your life? If you would like to improve, try some of these techniques to help you become more change-adept. In addition, if you have any examples or suggestions to add to this list, send them to me! I will pass them on. 


2. Multiple Tasks, Multiple Distractions
One credit manager we spoke with recently was managing, in addition to AR, credit and collections, her company's administrative offices and human resources. Bright and energetic, she was doing an excellent job all the way around. However, how long, we wondered, could she keep it up? Multitasking has become the way of the business world, and frequently it is even a source of satisfaction for "jobs" well done. However, there is a dark and sinister dark side: A persistent inability to focus effectively and to sustain attention. 

"Although there are always exceptions to the rule, research shows that, in the workplace, multitasking while trying to solve a complex problem is a very bad strategy," says Michael Komie, a psychologist who teaches at the Chicago School of Professional Psychology and consults with executives. Since you are probably saddled with your own multiple responsibilities, how do you recapture your ability to sustain attention? Experts offer these six recommendations: 

1.   Start the day with a manageable to-do list. If your list is overly ambitious, you will put yourself in a state of anticipatory anxiety, warns Dr. Sirini Pillay, author of "Your Brain and Business" and an assistant clinical professor of psychiatry at Harvard Medical School. That makes it hard to concentrate. "Choosing three or four things as your priorities for the day allows your brain to settle down and focus," he says. Look at what is realistically possible and be specific with yourself about what you can and cannot do that day. 

2.   Visualize a reset device in your brain and say: "I need to press the reset button and get back on track." This takes the spotlight off the distraction and puts it on the redirection. "You're rewiring your brain," says Dr. Pillay. 

3.   Take more control by structuring your time and becoming more aware of your behavior. One psychologist often sets his phone alarm to go off every hour, as a reminder to stay on task. "It's a way of creating awareness," he says. "You have to notice you've lost focus in order to do something about it." 

4.   Stop what you are doing and listen to music for a few minutes or go for a short walk. Take a deep breath, count to five slowly, hold it and breathe out very slowly. This can "blow out all the tension and clutter in your mind, and that can restore your focus," says Robert Epstein, a research psychologist in San Diego and founder of the Cambridge Center for Behavioral Studies. 

5.   Schedule distractions as a reward for productivity. These can motivate your brain to stay focused, says Dr. Pillay. Ideally, those distractions should also be good for you -- like a massage, a yoga class, or just putting on headphones and listening to music. "The brain benefits significantly from breaks," he says. "You may even come back and feel more creative if you take your mind off its primary focus for a little while." If your distraction of choice is Facebook, Twitter or other social media, schedule time for that, suggests Dr. Epstein. "You're being proactive, not reactive. You control it, rather than it controlling you." 

6.   Stop what you're doing and listen to music for a few minutes, go for a short walk or "take a cleansing breath, where you breathe in deeply, count to five slowly, hold it and breathe out very slowly. This can "blow out all the tension and clutter in your mind, and that can restore your focus," says Dr. Epstein.


3. Words of Wisdom to Lead a Credit Staff
Kent Knopp-Schwyn, credit manager Minnesota-based hearing aid company GN ReSound recently offered us these words of wisdom for every credit department to focus on: 

1) Lead a staff by getting everything out of their way so they can do their jobs (get proper training, usable reports, etc.) 

2) The most efficient way to collect is to make calls. A credit exec's roll is to reduce distractions so collectors can spend their time on the phone. 

3) Know your customer. Know what works for them and what does not work. 

4) Give your staff freedom to get the job done (with oversight). Do not micro-manage. The staff wants to be successful. Point to being successful and give them the proper tools to attain success. 

5) Measure results on a daily, weekly and monthly basis so you can see how they do.


4. Is it considered unethical to advise your sales department of a competitor that requests a trade reference for your customer?
One of Credit Today’s listserv members asked for some input from his fellow credit practitioners. Here is a small sample of their input. (http://www.credittoday.net/public/department96.cfm)

= = = = = 

We make it a habit to communicate with sales especially if they are good paying customers. We are very customer relationship driven. 

-Wendy  

= = = = 

We will share information at anytime. I am not saying I would give YTD sales, but I would definitely give credit info, especially if there are problems. In addition, I would hope I would get the same consideration. In some industries, it is the only way to stay one step ahead of the nefarious accounts. lol 

-Catherine | Credit Manager
= = = = =

Credit information exchanged should be used for credit purposes only. I thought that was an unwritten code among credit professionals. 

-Rodney, Director of Credit & Collections 
= = = = = 

Trade Reference requests come in to us through a shared fax and also to our other building which houses sales managers. While our sales reps do not generally see these faxes, the inquiry is not exactly secret either. I was stunned to find out that sales managers at our other location were throwing away "some" of the requests for info from particular vendors. Needless to say, this did not make me happy as their decision to throw some away inhibits my ability to get information in return. I started making a note on the incoming ones from the wrong building to be sure to use our fax# here so no one would throw away their request. Short sightedness and fear tend to do some strange things. 

-Deanna, Credit Manager 

= = = = = 

Short sightedness and fear tend to do some strange things. 

-Rodney, Director of Credit & Collections 

= = = = = 

We have experienced the same thing many times. Sometimes Sales will forward us the paperwork; sometimes it never makes it to us. Before you know it, we get calls (sometimes very angry calls) from the person/company who had originally sent the reference request, wanting to know why we have not answered. We, at that time (as well as when we forward the completed reference back) emphasize what our direct fax number is. However, since it seems to happen over and over again (with the same companies), it appears that they just do not want to make the effort to make a note of the correct number. 


-Colleen, Credit Manager 

= = = = = 

Any reference request that come into the office building are sent directly to myself or my assistant to follow-up on we then follow-up via email so that they are aware of our procedures. We are very much now in the stage of "GO Green" and try to curtail any other form of communication other than email. 


-Lupe', Credit Manager 
= = = = = 

Yes, there is an ethical issue at play here. No way would I ever disclose this information to our sales department. I always assume that information shared among credit people was kept confidential and not disclosed to sales. Sales has a job to do, and credit has a job to do. If I knew another credit department was disclosing my reference information to their sales department, I would NEVER, EVER, EVER again give my information to that company. The information is given in confidence, and given to the credit department for the purpose of establishing a credit line only. It is not to be used by their sales department for sales leads. 

-Tracey, Credit Manager 

= = = = = 

I do not give out the confidential information that a competitor gives me but I do advise sales when a competitor is asking for information. 


-Dianna, Credit Manager 

= = = = = = 

In my previous life someone I worked with shared this information and put a twist on it, the results were $$$$ in lost business. Never ever, share. 


-Sam, Credit & Collections Manager 
= = = = = 

We only share credit information with credit professionals. 


-Judy, Divisional Credit Manager

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

January 10, 2012

Fine Paper/Graphic Arts Industry Credit Group

Milwaukee, WI

January 11, 2012

Regional Paper & Packaging Industry Credit Group

Teleconference Group Meeting

Plumbing & Heating Industry Credit Group

Pewaukee, WI
January 12, 2012

Metals & Industrial Suppliers Credit Group

Brookfield, WI

Food Suppliers Industry Credit Group

Madison, WI

January 13, 2012

Electrical Suppliers Industry Credit Group

Milwaukee, WI
January 17, 2012
Building & Construction Materials Credit Group

Milwaukee WI
January 18, 2012

Food Service Supply Hospitality Industry Credit Group
Milwaukee, WI

Minnesota Electrical Product Suppliers Group

January 19, 2012

Construction Industries Credit Group

Appleton, WI
January 20, 2012

IL Fine Paper Industry Credit Group

IL
January 24, 2012

WI/IL HVAC Industry Credit Group

Rockford, IL

Western Electrical Suppliers Industry Credit Group

List Only



 EDUCATION EVENTS  


January


January 10

"Red Flag Rules ~ A Back-to-the-Basics Webinar"
January 18
”Bankruptcy Essentials Webinar”
January 25

“2012—Year of the Economic Dragon”

February

February 7

”Using the Internet as a Resource  for the Credit & Collection Function? Webinar"
February 22
"Fine Tuning Your Presentation Skills Webinar”
Check out our Calendar for more upcoming events.









































































































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





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 


Robert Wolf		


Spring Bank





NEW Member Representatives


Michael Meyer		


Russel Metals-Williams Bahcall


Deb Robison		


Masters Pharmaceutical Inc


Jason Becker		


US Foodservice


Ronald Domkuski 	


Unytite


Lisa Olmstead		


N.E.W. Plastics


Dave Zingsheim		


American Signal Corp


Akemi Myodo


	Koyo Cooling Systems Inc





NEW Group Member


Construction Industry Annual Credit Group


Penny Keen CCP CPC CBA


      Geo-Synthetics, Inc.  (GSI)


Building / Construction Material Industry Credit Group


Carlos Campos


	Prairie Material





NEW Group Representatives


International Credit Executives (ICE) Group


Dave Zingsheim	


	American Signal Corp


Metals & Industrial Suppliers Credit Group


Michael Meyer


	Russel Metals-Williams Bahcall


Food Service Supply Hospitality Industry Credit Group


Jason Becker


	US Foodservice


Ryan Bartels


	Reinhart FoodService


Central Wisconsin Food Suppliers Industry Credit Group


Jason Becker


US Foodservice


National Fasteners Industry Credit Group


Ronald Domkuski


	Unytite


National Radiator, Air Conditioning & Thermal Products Industry Credit Group


Akemi Myodo		


Koyo Cooling Systems Inc





In This Issue 


The Association Member Updates & News 


This month’s topics…


Change Is the New Normal 


Multiple Tasks, Multiple Distractions


Words of Wisdom to Lead a Credit Staff


Is it considered unethical to advise your sales department of a competitor that requests a trade reference for your customer?


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�





LAST CHANCE TO REGISTER FOR


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


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


Are you complying with the Red Flags Rule or thinking of waving the WHITE flag because of them?  DON'T GIVE UP!  


 


During this Webinar, we'll walk you through the process of determining potential issues & developing appropriate responses to the Red Flags Rule!  The Rule requires many businesses & organizations to implement a written Identity Theft Prevention Program designed to detect the warning signs - or "red flags" - of identity theft in their day-to-day operations. By identifying red flags in advance, businesses will be better equipped to spot suspicious patterns that may arise -- & take steps to prevent a red flag from escalating into a costly episode of identity theft.  The hour Webinar is a one-stop shop to help you learn & understand the essentials.





Click � HYPERLINK "http://r20.rs6.net/tn.jsp?llr=6a9a6ecab&et=1108985214610&s=1&e=001IR1czglL8LYJ3nKB8Tqt1T7jZ4fUsStX7MrSTNL9_DIjZ_4qhLKC8FoqAAV0a046ki1aK8Stflzp4kkqb8qrqvrsQKiR0MV7a7VUuQZ_tqKAoXLg-odGQSOgmeT3eYjf0RFZR6V9qnbw2eZjW7Nbog==" \t "_blank" �here� to register for any and all Webinars.


�


MEMBER NEWS





Congratulations to Kathy Pickl, CICP, CCP, CPC from Tyco Fire Products L.P. She graduated with her BS in Business Management from Silver Lake College and she ended up with a 3.95 GPA!  Great going Kass.





Congratulations to Jan Alsteen N.E.W Plastics on her retirement after 36 years. Congratulations Jan.





Congratulations to our very own Lee Pearce. His daughter and her family on December 21, as they welcomed a 5 lb little girl Josephine Marie, into their family. Congratulations to the proud Grandpa.





Congratulations to Lisa Rusch, Werner Electric on receiving her CCP and CPC accreditations


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