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1. What’s Luck Got to Do With It?

At a recent Food Industry Credit Bureau's credit meeting in Quebec City, one of the keynote speakers was Alain Samson, author of "Make Your Own Luck." Samson has studied and written about the concept of "luck," and has identified 6 habits that will make you "luckier." The good news is that anyone - with some personal discipline - is able to "make their own luck." Here's how: 

1. Choose to go farther in life. In discussing this first "habit," Samson notes that it will involve work. Critical elements in this habit include goal setting, taking active steps to reach your goals, and having the capacity and willingness to postpone immediate pleasure for longer-term goals. 

2. Harness your present opportunities. "By keeping an open mind to what the world has to offer," he notes, "by grasping every moment and reaping its benefits, you are increasing your luck. There is no magic involved. Lucky people simply view the world in a different way. They discover their needs with greater ease. This, too, is within your reach." 

How can you better harness your present opportunities? He cites two keys: First, relax. Second, remember that 
you're surrounded by great people and information. 

3. Anticipate the future optimistically. "Lucky people," Samson notes, "anticipate that their lives will go well." In sports, the concept of "visualization" (i.e., visualizing a winning tennis match or individual shot, let's say) has been proven to work time and again, and Samson echoes that habit for those seeking to improve their "luck." 

On business projects, the lucky ones, he says, "are able to visualize completing the work on their path to whatever they hope to achieve. Unlucky people are more inclined to envision the obstacles present on their path to success." 

4. Nourish your current social network. There are several things at play here. First, you can't "do it alone." 

Second, it's simple mathematics. "On average," says Samson, "a human being knows approximately 250 people. Therefore, when you shake my hand, you run the chance (if you are sympathetic and know to ask me for help) of meeting my approximately 250 contacts. 

"Assuming that these 250 people each know another 250 people, with two handshakes you have now opened yourself up to a potential network of 62,500 people." He identified four keys to nurturing and building your social network: 

a. Go out! 

b. Stop ignoring the people that you meet each day. 

c. Keep your contacts happy. 

d. Learn to interact with people solely for the pleasure of their company. 

5. Contextualize the foreseeable. In large part, believes Samson, "what distinguishes the lucky from the unlucky is their reaction when facing the obstacles that appear between them and their dreams." 

A key to this is the ability to let go when an unfortunate event comes up in your life. "Lucky people can. Unlucky ones, on the other hand, tend to fixate on the event and allow it much more importance than necessary," says Samson. 

6. Execute actions without procrastinating. Both inertia and rationalization keep most of us from moving forward. In addition, certainly, overcoming those two powerful forces is easier said than done. His advice? 

a. First, stop trying to manage the stage. 

b. Always give your best performance.

c. Start with what you know.

d. If a project seems too large and unmanageable, break it down into smaller bits. 

e. Don't aim for perfection! 

f. Be passionate!

You probably didn't notice, but the first letter of all of the above steps to increase your luck spells out the word "CHANCE." Of course, the real message is that your luck is anything but chance!


2. Sage Advice for Trade Creditors From an Ex-Banker
· When a company tells you the auditors are delaying the release of financial statements, it's often because of covenant violations they're trying to fix. 

· It's important to ask your customers what the availability is on their bank facility right now. 

· Be wary of year-end window dressing, where a company pays down their facility to make it look like there's a lot of availability. 

· Track when your customers' loans mature or expire, and verify their ability to renew at least a month beforehand. 

· Find out whether there are letters of credit that can be used against a line of credit, and who they're too. LCs to other trade suppliers in particular are a warning sign. 

· While banks don't give much information these days, a great question to ask is: Which department is managing the relationship at your bank? If they say Workout or Asset Recovery, then you know the bank is worried. 

· When customer's financing is from a private equity firm, the financial information is more available, but not necessarily more reliable.

3. Benchmarking Credit Policies: Reasons Some Credit Execs Do NOT Have a Credit Policy
One of the questions in Credit Today's recent Benchmarking Survey on Credit Applications asked those who did not have a credit policy why that was the case. We also asked how they set policies and monitor compliance without one. 

Synopsis: Although only 18 percent of survey participants reported that they did not have written credit policies, most clearly feel having written policies is valuable. In fact, creating a written policy and procedures manual is an agenda item for most, though until now, other priorities or circumstances have gotten in the way. Here's what they had to say on this issue. 

"Currently I'm establishing a policy, as I joined my current company recently." 

· Mohamed Affan, Group Credit Controller (no company listed) 

"It's all in my head and I've got the project on a back burner somewhere. Lame, I know."

· OB O’Brien, Credit Manager, Provvista Specialty Foods, Inc. 

"The size of our staff and the priorities of the department have put the written credit policy on the 'back burner' for the near future."

· Jerry Irwin, Credit Manager, FETCO 

"We are a small company (growing all the time). We are just beginning to formulate an 'official policy.' Currently, it's all word of mouth and it's up to me to monitor compliance."

· Patricia Dolceamore, Credit Manager, Visual Sound, Inc. 

"We have a set of policies and procedures covering our key internal control points for SOX compliance, but we do not have a comprehensive written credit policy."

· Frank Parker III, CICP, Credit Manager, Evergreen Packaging Inc.


4. Got a 30-second elevator pitch that would explain what credit does and its impact on the company?
Our Credit Today Listserv members responded to the following question:

“I wanted to get the group’s input on a 30-second elevator pitch that would explain what credit does and its impact on the company.”

· William J. Kesman, Credit Manager, Americas, Marine & Protective Coatings 

“My belief has always been that Credit is an extension of Sales. We have to make a sale twice, not just once like sales. First, by getting the customer to agree to pay for what they've already received, and then second, by making them satisfied enough that they come back and buy again. 

“We're paid to manage the company's risk (not necessarily eliminate it or even in some cases not to minimize it but to understand and make sure management is aware of the risks) with the benefit of the sale. I believe it is our responsibility to always find a way to make a sale. It might be cash in advance, but we have to find some terms to offer to be able to make every sale. We're not paid to say NO. We're paid to say YES, under these terms. 

“We manage our company's second or third largest asset (AR) in most cases and as such have a big impact on the company's cash flow.”

· Chris Finch, Credit Manager, Sumitomo Electric Lightwave Corp 

“We strive to ensure as best as possible that raw materials (revenues) will become finished goods (cash receipts). ”

· Vic Woodring, Universal Electric Corp., Finance | Risk Management 

“Here is our Mission Statement, or elevator pitch. 

We will support JDA's sales objectives while minimizing financial risk in order to deliver professional customer service and lowest possible DSO, by focusing on excellence in Accountability, Teamwork, Quality and Timeliness" 

· F. Javier Vela | Senior Credit Manager, Global Credit Services, JDA Software 

“Here is our mission statement: 

Gather, analyze and interpret customer credit information in order to make timely credit decisions in an effort to maximize sales and minimize risk. Coordinate this effort with consistent collection practices to ensure proper cash flow for the company." 

· Bruce B. Galletly, CICP, Director of Credit, Teknor Financial Corporation 

“My 30 second pitch would be our mission Statement for the Department: To maximize sales and minimize risk, while being of service to our internal and external customers through partnership.

 Four Posters hang in our office:

1. The Mission Statement (above) 

2. Be of Service 

3. Plan and Execute 

4. One Company, One Voice” 

· Jim Lewis, Corporate Credit and Collection Manager, Heilind Electronics Inc and DB Roberts Inc 

“A global credit & collections team focused on collection effectiveness, quality receivables, limited bad-debt write-offs, while encouraging sales growth and responsiveness to customer expectations. ”

· Jerry A. Drake, CCE, Director, Credit & Collections, Apogee Services, Inc.


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 & 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, & Metrics That Matter in These Numbers
Credit Today Benchmarking -- Survey Reveals the Methods For Setting Bad-Debt Reserves, the Reasoning Used, & What Triggers Bad-Debt Write-Offs



UPCOMING INDUSTRY CREDIT GROUP MEETINGS

November 8, 2011

Fine Paper/Graphic Arts Industry Credit Group

Milwaukee, WI
November  09, 2011

Regional Paper & Packaging Industry Credit Group

Teleconference 

Plumbing & Heating Industry Credit Group

Waukesha, WI
November 10, 2011

Food Suppliers Industry Credit Group

Madison, WI 

Metals & Industrial Suppliers Credit Group

 Brookfield, WI
November 11, 2011

SE Electrical Suppliers Credit Group

Delafield, WI
November 15, 2011

Building & Construction Materials Credit Group

Milwaukee WI
November 16, 2011

Minnesota Electrical Product Suppliers Group

Brooklyn Park, MN
Food Service Supply Hospitality Industry Credit Group
Delafield, WI

November 17, 2011

Construction Industries Credit Group

Appleton, WI 

November 18, 2011

IL Fine Paper Industry Credit Group

Downers Grove, IL

November 22, 2011

WI/IL HVAC Industry Credit Group

Rockford, IL

Western Electrical Suppliers Credit Group


List Only

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 MemberS


Emy Garcia Trimble


		Rexnord Industries, Inc


NEW Member Representatives


Kris Barsokine


		Lucas Milhaupt


	Diana Ford


		Hufcor Inc


NEW Group Members


IOWA Plumbing Heating Electrical & Construction Industry Credit Group


Kris Thompson


		Heating & Cooling Supply Company


NEW Group Representatives


International Credit Executives (ICE) Group


Kris Barsokine


		Lucas Milhaupt


Diana Ford


		Hufcor Inc


Emy Garcia Trimble


		Rexnord Industries, Inc


�


Member News


The guys in the Credit Department at the West Allis Graybar Electric location are both excited and exhausted these days....





Paul Knabe is the proud dad of a new baby boy!  Dylan was born September 16th, and was 6 lbs, 15 oz.  Big sister, Kaylee, is taking good care of her little brother!





In addition, Jerry Karsch, is excited to have a precious baby girl as the newest addition to his family!  Elise was born on September 23rd, 7 lbs. 8 oz., 18 inches.  Her two big brothers are really enjoying their little sister!





Congratulations Paul and Jerry on your precious new little ones!


�


Congratulations Trade Acceptance Group, Ltd., they were recently named the Top Broker for Small Business in 2011 by the Export-Import Bank of the United States (Ex-Im Bank).  Ex-Im Bank has made financing to small businesses a top priority, and are thrilled to learn that they are a key contributor to their success in this important initiative.  They would like thank all of you for your support over the past year!  They truly appreciate your business, referrals and relationships!  








�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…


What’s Luck Got to Do With It?


Sage Advice for Trade Creditors From an Ex-Banker


Benchmarking Credit Policies: Reasons Some Credit Execs Do NOT Have a Credit Policy


Got a 30-second elevator pitch that would explain what credit does and its impact on the company?


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.icewi.org/111511ICEIncotermsMeetingNotice.pdf" ��INCOTERMS 2010��Led by Frank Reynolds�November 15, 2011�Italian Conference Center, Milwaukee WI 


�Incoterms 2010 came into force on January 1, 2011. It is the 8th revision since their inception in 1936. During its 2 1/2 year revision process, international business and legal experts considered more than two thousand recommendations from many of the 130+ countries with which the International Chamber of Commerce has a relationship. Our seminar leader, Frank Reynolds represented the United States on the Incoterms Revision Committee bringing 50 years of hands-on, practical experience. Incoterms 2010 is a vastly improved version, tailored specifically to the needs of users worldwide. The changes are both sweeping and practical. You too can join this lively, interactive and highly informative workshop. 





� HYPERLINK "http://www.icewi.org/111511ICEIncotermsMeetingNotice.pdf" \t "_blank" ��Click Here� to download the Seminar Announcement.





�


� HYPERLINK "http://www.creditsociety.org/" ��CERTIFICATION��


Why should business credit & collection professionals apply for Credentialing Standards Board (CSB) accreditation as soon as the opportunity is available? By having accreditation in place as a credential, Certificate holders can more easily respond to business & employment opportunities available. Certified professionals always earn more & are better positioned for advancement.





One way the American Society of Credit & Collection Professionals (ASCCP) serves the credit & collection profession is through the administration of an accreditation program through the CSB. The first step toward CSB accreditation is to complete an application. The CSB verifies & maintains a record of an applicant's education, training, examination, registration, & character. When the Council Record has been completed, the CSB will examine the applicant's qualifications & determine eligibility for certification. If CSB requirements are met, an eligibility certificate will be issued.





The Certificate Record is the individual's Council Record together with the local jurisdictions certification that the individual has complied with the Council's standards of eligibility for certification & the a recommendation that the individual be registered as a Certified Credit Professional (CCP), Certified Professional Collector (CPC).





Click � HYPERLINK "http://www.creditsociety.org/" ��here� for more information on how to become Certified today!
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