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1. Bill Quicker, Get Paid Quicker

“Bill quicker, and you will get paid quicker.” That is how one credit manager we know sums up his strategy for accelerating cash flow. Some of his recommendations: 

Bill daily. "If you ship or deliver products to customers, you should be able to bill on a daily basis. Many companies already do this, but they may wait a day or more before billing." His recommendation: Bill on the same day you ship or deliver. If you operate a service business, bill on the day that you perform the service (if it is a day-by-day service arrangement) or on the last day of performing a service (if it is a project or multi-day arrangement). 

Bill weekly. If you are unable to bill daily for whatever reason, do the next best thing: Replace monthly billing with weekly billing. 

"This should certainly pose no problem if you sell products. If you provide services, it may pose a bit of a challenge in that you will need to accelerate the process of getting time and expense reports from the direct field service providers. However, many companies have had success doing so." 

“I know a number of service companies that have been able to shift from monthly billing to weekly billing by expediting the way in which the field reps submit their time and expense reports,” he continues. Consulting companies and temporary employment agencies should certainly be able to bill weekly, he believes, in that they are contracting out employees for specific projects on a daily basis. “In some cases, though, a service firm may have no choice but to bill monthly, based on the nature of the arrangement and the requirements of their clients.” 

Before accepting this eventuality, though, consider a couple of other options: 

1. Accelerated monthly billing. Consider billing a little earlier each month. For example, if you normally bill on the twenty-fifth of a month, consider billing on the twentieth next month, the fifteenth the month after, the tenth the month after that, and so on. 

2. Scheduled billing. Another easy way to improve cash flow is to find out which of your largest customers pay bills on a certain day of the month. (Some may pay 30, 45, or 60 days after receipt. Others may pay on a specific date each month.) If you find a large customer that pays on a specific date each month, find out what that date is, and also find out when the last day is that they accept invoices for that batch of payments. Then, obviously, make sure your invoice arrive by that date.

2. Credit Reference Guidelines
How can you be sure that you and your staff are meeting the requirements imposed by antitrust laws when you are giving and receiving trade reference information? Here are some guidelines recommended by one Ohio company. 

Telephone and written reference requests. The most common way to get credit information on new customers is through the references they list on their credit applications. "However, you should use discretion when disclosing information," notes the company's credit manager. His company follows these guidelines in deciding what information it will and will not provide to other suppliers: 

· The information provided will be as helpful as possible to the prospective supplier.

· It will be totally factual, objective, and historical.

· Keeping the customer in mind, however, the company will not share sensitive information or subjective opinions with other suppliers.

· Credit decisions are to be made solely by the individual company. 

"In other words, it's important to know where to draw the line between factual information and subjective opinions, "he emphasizes. "This is especially true when you have some negative payment experiences with a customer, or are aware of derogatory information or nonpublic financial data. " 

Reference requests from direct competitors. The company prefers to minimize this kind of exchange if at all possible, in terms of both requesting and providing information. "There are specific antitrust laws that apply to credit," he says. "Thus the issue of collusion always hangs over a credit manager's head if he or she starts sharing credit information with direct competitors." 

Here is an example of how sharing information with competitors can backfire: You may contact a direct competitor that was given as a reference by a new customer. Based on the information you receive from this company and information you gather from other sources (references, a financial statement, information from salespeople, trade reports, etc.) you choose to deny credit to the customer or restrict the line of credit.  

Meanwhile, the direct competitor you contacted for credit information may have made that exact same decision based on its updated information and/or current experience with the customer. This could evolve into a very "touchy" situation, because the customer could charge collusion among an industry group of suppliers. 

"If a direct competitor requests a credit reference on a customer, we explain that we are in the same product category or industry, and that we are sensitive about providing information," he says. "Then we only disclose factual experience." 

Conversely, to steer clear of this problem, the company's credit application is formatted to encourage customers to list references that are not direct competitors. 

The credit manager also emphasizes the value of industry credit interchange groups. "Formal, registered groups are an excellent way to exchange historical/ factual information on customers," he says. "Many of these groups even provide computer/tape interchange of information. These groups also provide a forum where you can learn some credit and collection practices that have been used successfully by other credit managers and companies. Personal contacts made at the meetings are also a valuable resource for future information."


3. The Value of Early Courtesy Calls
Never underestimate the value of making early courtesy calls to customers. That’s the lesson learned by one credit manager during two previous jobs with companies having serious collections problems. 

“I called customers when we shipped orders and just before payments were due to make sure there would be no problems,” she says. “If there were any problems, we were able to resolve them before the invoices were due.”

 The next step was to begin working through the old balances. She found that telephone calls were the most effective. On rare occasions, personal visits were warranted, but telephone calls usually produced the required results.

 Her other tactics included: 

· Monitoring customers’ compliance with their promises. If a payment was not forthcoming as promised, she would call again, becoming progressively more insistent with each ensuing call.

· Treating each customer individually, and rewarding cooperation with flexible payment plans and new shipments but stopping shipments to the uncooperative until past-due balances were cleared up.

· Monitoring the financial stability of all existing accounts—those who were paying on time as well as those who were clearing up old balances.

· Maintaining a positive attitude throughout the process. “It’s easy to focus on the problems of old balances,” she notes. “But I took the attitude that each time we collected an old balance, it was a victory—a positive event.”

 4. Use Customer Visits to Build Credit/Sales Cooperation
If you want a recipe for disaster, have a sales and marketing department that has big plans for a group of customers and a credit manager who feels just the opposite," declares this corporate credit manager. The fact that he is consistently able to avoid such disasters, he attributes to an ambitious schedule of customer visits that enable him to see their operations first hand.

 "The visits help me find different ways to do business with customers that are really important to our marketplace strategy," he explains. "On some occasions, if there are serious problems with a customer, a personal visit will allow me to identify all the details and explain these problems to Sales and Marketing in a way they will understand."

 Pre-Visit Preparation

He spends a lot of time in preparation. First, he meets with Sales and Marketing to discuss their plans for the region and for each specific account in it. He identifies how they feel about each account, what they want to with each and what they feel the opportunities are.  

"I get an estimate of the sales volume they want to do with each customer," he says. With this information, he "backs into" what the credit accommodations need to be. He supplements this with information from discussions the salespeople have had with customers on what the customers themselves perceive their credit needs to be.

Next, he reviews the credit application, researches trade and bank references, reviews financial statements (if they are available), and then investigates management background.

The next step is to identify specific objectives for the visit. Examples include getting copies of financial statements and getting to know management better. "I then plan ways to make sure I can cover these issues during the visit," he says. 

Finally, he tries to place himself in the customer's shoes to anticipate any questions, concerns, needs, or requests they might raise during the visit. For example, customers might request extended terms or additional discounts. "By anticipating these issues in advance, I can prepare for such discussions if they arise," he notes.

Visit Details

During each visit, he constantly reminds himself of three additional things:

· Be respectful. "I work hard to always be on time for all visits," he says, “and I don’t overextend them unless the customer wants to do so. I don't want to turn a one-hour meeting into three hours."
· Be friendly. Russell always prepares a friendly opening comment to help set a positive tone. "Even the most experienced customers can be intimidated by credit people," he notes.
· Be professional. Russell takes complete notes on what is discussed during the meetings. He then makes it a point to follow up promptly on things he promised the customer he would do.

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

Fire-Starter Words- Four Things Never to Say to a Customer
Views From the Trenches- How the Current Business Environment is Impacting Bad Debts and Bad Debt Reserves
Credit Today Benchmarking Survey- 2011 Improvement Initiatives -- Many Different Things Going On
Benchmarking Survey Reveals Bad-Debt Reserve Levels; Bad-Debt Ratios, and Metrics That Matter in These Numbers
Credit Today Benchmarking -- Survey Reveals the Methods For Setting Bad-Debt Reserves, the Reasoning Used, and What Triggers Bad-Debt Write-Offs



 UPCOMING INDUSTRY CREDIT GROUP MEETINGS

July 8, 2011

SE Electrical Suppliers Credit Group

Delafield, WI
July 12, 2011

Fine Paper/Graphic Arts Industry Credit Group

Milwaukee, WI
July 13, 2011

Plumbing & Heating Industry Credit Group

Waukesha, WI

July 14, 2011

Metals & Industrial Suppliers Credit Group

 Teleconference Meeting

Food Suppliers Industry Credit Group

Madison, WI

July 15, 2011

IL Fine Paper Industry Credit Group

Lombard, IL

July 19, 2011

Building & Construction Materials Credit Group

Milwaukee WI
July 20, 2011

Minnesota Electrical Product Suppliers Group

Brooklyn Park, MN

Food Service Supply Hospitality Industry Credit Group
Menomonee Falls, WI
July 21, 2011

Construction Industries Credit Group

Appleton, WI 

July 26, 2011

WI/IL HVAC Industry Credit Group

Rockford, IL

Western Electrical Suppliers Credit Group


List only



EDUCATION EVENTS   
JULY
July 11 - Cash is King Webinar
July 19 - "Turmoil & Change in the Middle East, North Africa & Other Hot Spots"
July 27 - Winning at Office Politics

AUGUST
August 24 - Organizing the Credit Department for Optimimum Performance Webinar

SEPTEMBER
September 12 - How to Become a More Successful Collector Webinar
September 27 & 28 - 2011 CREDIT PROFESSIONAL'S CONFERENCE Check back for more details!

Check out our website 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





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


Kathy Scherer, Titan Energy son was married on June 11.





Congratulations to Eric Homburg, Graybar Electric. They had a healthy baby boy, Braedon Alan Homburg, 7lbs 21inches.


�


NEW Group Members


International Credit Executives Member Company Group


Diana Harper


		Wausau Paper Corp





�


“PLAY BALL”


On September 27, 2011, following the first day’s events at the Credit Professional’s Conference, we’re planning a field trip to Miller Park.  But not just anywhere in the park!  We have space reserved in THE LANDING ZONE.  If you have been to a game, you may have noticed those lucky fans that are eye-level with the field down the first-base line.  We will be among those lucky fans now.  We cannot guarantee which place the Brewers will be in at that time.  However, we will have to guarantee the number of spots to reserve NO LATER THAN AUGUST 20, 2011.  





We are putting final touches on the Conference agenda, watch for more details within the next couple of weeks.  We want to draw attention, however to this strict deadline & ask that you let us know as soon as you can, if you want to be included with our outing to the Stadium.  We are hiring a bus from the Marriott in Pewaukee (the Conference venue this year) to Miller Park & back.  Buffet & beverages will be served before, & an hour into the game versus the Pirates in the Landing Zone.





When you see the Conference announcement, you will be excited about the 2-day event!  HOWEVER, DO NOT HESITATE TO REGISTER if you are planning to be among the lucky Landing Zone group to cheer on the Brewers.  





WATCH FOR MORE DETAILS SOON!


�


WCA Member Scholarship Grant Applications Being Accepted NOW For the Credit Professional Conference


September 27 & 28, 2011





We are several weeks away from publishing the schedule for the Conference, & this is a good time to complete an application for a Conference Scholarship.  Every year, proceeds are raised for the Fund at the Conference Silent Auction, through monetary donations & most recently, $760 was raised at the Association Golf Outing.  Those funds are used entirely to support Members’ fees for the Conference, Courses & Technical Programs.  To apply, click � HYPERLINK "http://www.wcacredit.org/scholar.shtml" ��here� to download an application!  





�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…


Bill Quicker, Get Paid Quicker 


Credit Reference Guidelines 


The Value of Early Courtesy Calls 


Use Customer Visits to Build Credit/Sales Cooperation


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/WebCashIsKing07112011.pdf"��"CASH IS KING" WEBINAR�� OR: "DO YOU WANT TO GET PAID FIRST?" 


Monday July 11, 2011


9:00 to 10:00 AM Central Time





This Webinar describes the most effective ways to maximize cash inflow. In today's environment, you need to provide everyone that collects money with an advantage over every other creditor in order to GET PAID FIRST!





 Click �HYPERLINK "http://www.wcacredit.org/WebCashIsKing07112011.pdf"��here� to learn more about this Webinar. 


�


�HYPERLINK "http://www.wcacredit.org/WebOfficePolitics07272011.pdf"��"Winning at Office Politics" Webinar��"Office Politics and the Credit Professional" 


Wednesday July 27, 2011


10:00 to 11:00 AM Central Time�


During this Webinar, we will learn answers to some questions begging to be answered: Is playing office politics good or bad? Does the credit professional need to be involved in office politics? Is there a protocol to follow? What are the benefits of being a player? And more!





Click �HYPERLINK "http://www.wcacredit.org/WebOfficePolitics07272011.pdf"��here� to learn more about this Webinar.��


�HYPERLINK "http://icewi.org/"��"Turmoil & Change in the Middle East, North Africa & Other Hot Spots"��Tuesday, July 19, 2011 


The Hilton Garden Inn


Oshkosh WI





The keynote Presenter will be Hans Belcsak, President of S.J. Rundt & Associates. In the recent past, we have received several stark reminders that the risks in international business have in no way diminished. In 2007, with the sub-prime mortgage debacle, the world "rediscovered" credit risk. In 2008, with the collapse of Lehman Brothers, it rediscovered liquidity risk and counterparty risk. In 2010, developments in Europe reminded us that there is still sovereign risk, i.e. that bonds issued by governments are not always a safe bet, not even in developed markets. And in 2011, we were reminded of persisting geopolitical risks, considering that only a year earlier Egypt appeared to be a better place to invest than Portugal. It will be these risks that the day will focus on with additional corporate perspectives from ICE Members in these markets.





� HYPERLINK "http://www.icewi.org/071911ICEMeetingNotice.pdf" �Click here for all the meeting details


�
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