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1. It Is (Not) the Economy, Stupid

High-fashion women's shoes rate right up there with jewelry and furs when it comes to product lines severely impacted by today's economy. For retailers, the geographics and demographics of the Recession's impacts should tell you just which stores are struggling the hardest and are the likeliest to go slow pay and then bankrupt. 

But Carol Haynes, credit/accounts receivables manager for Impo International, a major women's shoe importer and distributor, tells us that good old fashioned business savvy is a much more significant factor than the economy in her customers' credit worthiness. Customers who were doing well 10 years ago are still doing well today," she says. "It's not so much the economy as the customer's business ability."

2. Customers Are Mad at Me

I have every customer on credit hold. I review every order from $1 up before it leaves. I've always been conservative, but I wasn't looking at every single account." 

That, regrettably, is the new face of credit management, in this case the credit manager of a large West Coast materials supply distributor. She admits that, even prior to the 2007 plunge, she was ready for the Recession. "I'm a pessimist," she says. "I don't trust anyone, no matter who they are." Previously, however, she would sometimes let orders go through without demanding to see current financials. Not anymore, and, in response, some customers are trying to bypass her, going straight to the president or the COO. 

"That's the hardest challenge," she says. "Customers are mad at me. They do not want to deal with me. But when they complain to sales people, they get the same response: "You're going to have to see her." 

The process of taking away credit lines goes back three years to when conditions began to deteriorate. But efforts were made to educate, rather than to demean, the customer. She would point out that they (her customers) had lost so much of their staffs that they now had managers and owners doing fabrication work and making collection calls. She would urge them to save time and money, frustration and aggravation by using credit cards, joint check agreements and other arrangements to avoid the risks of open terms. 

Some larger customers are still getting bank lending, providing strong financials and paying one time. And they still have credit lines, although they may be $50,000 rather than $150,000 or $300,000. But she reminds the sales force that it is the big guys who fall the hardest. 

Now she is meeting each week with the company owner, the CEO and the vice president of sales to review all customers, one batch at a time. She is working on a "robust" new credit policy for new customers that will require expanded credit apps, financials and personal guarantees. 

"We're muddling through, customizing for individual accounts," she says. "You can't just throw everyone in a bucket and say this is what we're doing. And, if you don't work as a team, you can't accomplish anything."


3. Payback for Customer Financing

If you are replacing a customer's vanished bank credit line with trade credit, doesn't it make sense to ask for more of that customer's business--assuming, of course, that their business is worth having? The customer probably expects you to ask. 

Alice Bredin, small business advisor to American Express's OPEN division, which offers small business services, advises her clients to pare down vendors to "a select few." She tells them that proves dedication, as well as streamlining business operations. While this kind of payback may never be a major business builder, it has become a significant issue and opportunity of many trade creditors. The National Small Business Association reported recently that between 22 percent and 29 percent of business owners relied on vendor credit to meet their capital needs between August 2008 and December 2009. Prior to the credit crunch, it was about 18 percent. 

Increased credit limits, along with extended terms and more generous cash discounts, have become significant parts of the credit crunch recovery mix


4. Why  Some Execs Do NOT Require a Completed Credit Application
One of the issues explored in Credit Today's Benchmarking Survey on credit applications was whether or not credit execs are requiring their credit apps to be completed. 

A substantial number of firms (16 percent) do not require all customers to complete a credit application. The reasons for this varied, but the key reasons given dealt with appropriateness.

Here is a summary of why firms may not demand a signed credit application:

· No need unless the account is requesting open credit (e.g., credit card and cash customers exempted) 

· Not necessary for public firms, only smaller private entities 

· Because large firms often refuse to sign credit applications 

· Because respondents can often get the data by other means (e.g., customer's information form for vendors or credit report) 

· Not required when the credit requested is under a specific dollar threshold 

· Because credit applications are not common practice in some industries 

· Not needed for government entities 

· Instead of a credit application, a new account form is used to collect customer master file data.  

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

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

June 03

Food Suppliers Industry Credit Group

Madison WI

June 7

IL Wholesale Floral Suppliers Credit Group

Oak Brook IL  
June 9

Plumbing & Heating Industry Credit Group


Waukesha WI

Fine Paper/Graphic Arts Industry Credit Group

         Milwaukee, WI
June 10

Metals & Industrial Suppliers Credit Group


List Only
June 11
SE Electrical Suppliers Credit Group

Delafield WI
June 15

Building & Construction Materials Credit Group

Milwaukee WI
June 16

Minnesota Electrical Product Suppliers Group

Brooklyn Park MN

Food Service Supply Hospitality Industry Credit Group
Milwaukee WI
June 17
Construction Industries Credit Group

Appleton WI
June 18th   
IL Fine Paper Industry Credit Group

Lombard IL 

June 22

WI/IL HVAC Industry Credit Group

Rockford IL

Western Electrical Suppliers Credit Group

Madison, WI



EDUCATION EVENTS

June 8
GRIEF RELIEF XIX
» 18 HOLES OF GOLF WITH CART & FREE USE OF PUTTING GREEN & DRIVING RANGE

» LUNCH & DINNER--FLAG EVENTS, BEVERAGE TICKETS, PRIZES & AWARDS

» SPOUSE OR GUEST ENCOURAGED TO GOLF, DINE OR BOTH!

June 23

EFFECTIVE CUSTOMER VISITS
But how can a credit professional make effective customer visits?  Join WCA as Eddy Sumar takes you on the path of making customer visits.  
Check out our website for more upcoming events.
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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
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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!








 


NEW ASSOCIATION Members


Cathy Smith


		Medford Cooperative Inc


NEW ASSOCIATION REPRESENTATIVES


	Karen Dehlinger


		Pacific Cycle


	Jeffrey Cozad


		Patz Corporation


�


Member News!


Congratulations to Cheryl Tigges, Namasco, who is a proud mother of a 6lb 1oz little bundle of joy. On May 1, she welcomed into the world a little girl, Sophia Lynn.  Best wishes to Cheryl and her little girl.





�


INDUSTRY CREDIT GROUPS�


Are you having problems obtaining enough credit information to establish a viable credit line?


Have you been surprised by a customer going out of business, or filing bankruptcy?


Did a recent inquiry indicate that YOU ARE BEING paid slower than other suppliers are?





BCMA/WCA administers local, regional, and national industry credit groups servicing a variety of industries.  Industry credit groups have proven to be one of the most effective tools available to credit executives!  Get connected with your industry peers to obtain access to the most updated credit information; have an opportunity to exchange payment history on mutual customers; and network with fellow group members, which allows you to establish valuable contacts within your industry.





We would like to extend a personal invitation to you to attend a meeting to experience first-hand what an industry credit is all about!  Feel free to visit our website- � HYPERLINK "http://www.wcacredit.org" ��www.wcacredit.org�, or contact us at the Association Office, 262.827.2880, for additional information.





�


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





In This Issue 


BCMA/WCA Member Updates & News 


This month’s topics…


It Is (Not) the Economy, Stupid


Customers Are Mad at Me


Payback for Customer Financing


Why  Some Execs Do NOT Require a Completed Credit Application


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/WebCustomerVisits06232010.pdf"��EFFECTIVE CUSTOMER VISITS�


June 23 ONLINE


10:00 to 11:00 AM CST 





“Know your customer’ is not optional!  In today’s business climate, under the Shadow of the Anti-money Laundry Act, Patriot Act, and Sarbanes-Oxley, it is imperative that credit professionals know with whom we do business.  To know your customer, to acquire the needed credit information, to make an informed credit decision, to expedite the company’s cash flow, and to maintain customer goodwill, there is an indispensable tool that every credit professional can utilize--Customer Visits.  





But how can a credit professional make effective customer visits?  Join WCA as Eddy Sumar takes you on the path of making customer visits.  During the webinar, you will learn about:


What is an effective customer visit?


The types of customer visits, and the dos and don’ts


The stages of the effective customer visit


The knowledge factor and the matrix: Customer Orientation and Basic Personality Profile, the dynamics, the winning stages, and more


�


� HYPERLINK "http://www.wcacredit.org/GriefReliefXIX060810.pdf" ��GET A LITTLE RELIEF, GRIEF RELIEF!�


Wisconsin Credit Association's Annual Golf Outing & Education Scholarship Fundraiser.


TUESDAY JUNE 8, 2010





Attend this years BEST ball tournament being held at Ironwood Golf Course in Sussex, WI. There will be 18 holes of golf, refreshments, prizes, refreshments, flag events, camaraderie, refreshments, lunch, dinner & refreshments. 


 


BRAGGING RIGHTS - DEFENDING CHAMPS  


Michael Bluske, Sysco Foodservices of Baraboo; Tim Conway, Reinhart FoodService; Darrell Zall & Chris Kailas, Kohner, Mann & Kailas, S.C. 


Last Years Winning Score- 13 UNDER PAR


Bring on the competition!


 


Grief Relief is a non-profit networking event. All registrations, contributions, prizes donated, & funds raised go towards prizes distributed at the outing & the Association's Education Scholarship Fund.� 


Get up, get out, and get active. Be a player at this year’s event. We guarantee there is great networking & a good time is had by all!


                                         Darryl Rowinski, CCP, CPC 


                                     President & COO


 


Click � HYPERLINK "http://www.wcacredit.org/GriefReliefXIX060810.pdf" ��here� to register or for more information.




































































