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1. Customer Expanding? Four Questions to Ask in a Review

"When a customer decides to expand its business, it's time to review the account," says an Ohio credit manager. "Often, customers give signs of growth by requesting increases in their credit lines, trying to extend the terms of invoices, or by substantially changing their payment or order pattern.

"Manufacturers or sales representatives can give you insights," he says. "They can tell you whether a customer has hired additional sales staff, increased advertising, or acquired a larger facility. With this expansion, the customer needs to increase sales to support these new overhead items and will also be looking for additional supplies, and so forth.

"When we hear customers have made such changes, we ask for information to ascertain what their purchasing intentions might be for the coming year. You need to anticipate the new purchasing pattern and determine what the credit line must be to cover such purchases." 

Your list of questions to such customers should focus on whether they have thought through the decision. It should include asking: 

· What sales volume at what profitability will support the new overhead items? 

· What sales volume will the customer's infrastructure support? 

· What sales volume can be supported by the capabilities of upper management? 

· What are the market and economic factors that support a change in the corporate direction? 

"Listen carefully to the customer's answers and see if there are clues to dishonesty," he says. "If a customer is merely growing as a scam, you'll need to pick up clues early on to avoid loss."

 
2. Three Common Excuses for Delayed Payment

Many times, 35-to-45 day-old invoices belong to established customers that have a tendency to ignore our net 30 day terms," says one Pennsylvania credit manager. "When I ask if there are problems, the following have been the most common answers: 

We were waiting for a receiver. "I respond by offering to provide proof of delivery immediately and to instruct our billing department to 'seed proof with all future invoices'," she says. "This offer is often gratefully accepted by harried accounts payable clerks who really want to pay us on time, but whose hands are tied without a receiver." 

There was a price discrepancy. "Often buyers call in an order and then, when preparing the formal purchase order, look up the wrong prices. I contact the purchasing department and request that it fax us confirmation of the purchase order before shipment. If there is a discrepancy, require a corrected purchase order before shipping." 

We pay in 45 (50, 60) days. "This is the toughest answer to contend with," she admits. "These customers have established patterns of payment. Since the payments were accepted in the past without serious objection, customers felt it was their right to continue the practice. Here I take one of several approaches: 

"I explain that if we cannot maintain our terms, we will be forced to raise our prices.

"I agree to allow a customer to pay on its terms with a service charge to compensate us for the time our money should be in the bank earning interest.

"Or, I offer special pricing--tailored to the special payment terms--which is a little higher than our catalog prices.

"I find that if you take the approach that you are working with a customer to resolve a problem, rather than against the customer to collect money, you'll get more cooperation."


3. Sometimes Basics Matter Most: Fifteen Steps for Controlling Delinquencies

You have probably seen all of these steps before. You are probably taking most of them. But review them anyway. If you are following all of them, you are doing the best job possible of controlling delinquencies: 

1. Make sure each of your customers knows your terms of sale.

2. Be sure your terms of sale appear on every document that is sent to customers, including invoices, monthly statements, collection letters, and dunning notices.

3. Flag accounts with irregular payments for closer scrutiny.

4. Eliminate so-called grace periods. Follow up immediately on past-due balances.

5. Establish a method of monitoring the financial performance and payment patterns of accounts identified as marginal credit risks based either on their financial condition or on their payment history.

6. If DSO is creeping up, review and tighten your collection procedures and credit-granting policies and procedures.

7. Control extended dating plans. Make certain that only you can approve any such plan. Be certain that your subordinates--and the sales department--understand that they have NO authority to offer or accept extended payment plans without your approval. If you accept a payment plan, make certain it is documented--preferably in the form of an interest bearing promissory note with a default acceleration clause, and accompanied by a personal guarantee.

8. Treat customers' payment proposals as invitations to negotiate rather than as non-negotiable ultimatums.

9. If a customer cannot pay you in full, require a substantial "good faith" payment, in addition to a written commitment to pay the remaining balance on a specific schedule.

10. Be prepared to hold orders sooner rather than later when accounts become delinquent.

11. Always deal with decision makers within your customers' hierarchies, never message takers.

12. If a customer is withholding a payment over a small dollar dispute, insist that the undisputed portion be paid immediately. 

13. Recognize that at some point it becomes more important to collect the past-due balance than it is to be concerned about future business and the risk of damaging goodwill between your company and the delinquent customer.

14. Many collection problems (and bad debts) result from poor or inadequate initial credit investigations. Make this your line in the sand. If you are not convinced customers are creditworthy, they should not get past the initial barrier to open account terms.

15. Use a professional third-party collection agency if you find that you are no longer making progress in collecting on a past-due balance. Remember: In debt collection, if you are not moving forward, you are moving backward--there is no neutral or middle ground! 



4. Why I Declined to Serve on a Creditor's Committee

By Michael Dennis 

To my surprise a few years ago, I was recently invited to a consider joining a Creditors' Committee in a Chapter 11 bankruptcy. Along with the invitation, The United States Trustee in the case sent along a fairly detailed description of the rights and the responsibilities of committee membership. 

Before this invitation and the informational brochure, I knew just enough about membership on a creditors' committee to be dangerous. For example, I was aware that the committee plays an important role in the Chapter 11 proceeding. I knew that participation on the committee was time consuming, that membership carried with it certain responsibilities, and that service on a creditors' committee was purely voluntary but strongly encouraged. 

I read the pamphlet and attended the hearing. These are some of the things I learned: 

· Committee members are not compensated for their services. 

· Their employers do not receive a larger share of the proceeds of the debt or any other tangible and measurable benefit from committee membership.

· The committee is permitted to offer any comments it wishes on the debtor's petitions to the bankruptcy court. For example, the Committee may remain silent, many endorse the request, or may file a motion objecting to the request. 

· The committee is expected under the Bankruptcy Code to be given regular access to the debtor's financial statements. In theory, this would help committee members to decide whether to continue to sell to the debtor in possession. 

· Committee members may be restricted from selling their pre-petition claims to anyone other than another committee member. (This is a decided disadvantage!) 

· The committee can request the appointment of a trustee to run the business, sell the business, or liquidate the assets of the business if the committee feels it would be in the best interest of the estate and the creditors to have the business seized and liquidated. 

After careful consideration, and after attending the first meeting, I decided to decline committee membership. For me, the decision was made for several practical and pragmatic reasons. They were: 

1) The debtor's place of business and the courthouse was a four-hour round trip. 

2) The debtor owed us less than $20,000, meaning we were a relatively small creditor anyway. 

3) I felt that time spent on this "old" problem would be time that I could not spend monitoring and managing more current issues. 

4) I wanted the option to sell my claim to the highest bidder if a market developed for the pre-petition debt.


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

Benchmarking The Processing of Hold Orders- The Primary Challenges Faced When Approving Orders and What Credit Execs Are Doing to Address These Challenges
Benchmarking Hold Orders- Reasons Why Some Companies DON'T Use An Automated Approval Process to Release Orders on Hold
Benchmarking All Elements of Hold-Orders- How Many; How Long; How Fast They're Released (or Not); and the Processes Used by Credit Execs
Credit App Processing- Inordinate Tension and Challenges
UPCOMING INDUSTRY CREDIT GROUP MEETINGS

September 8

Plumbing & Heating Industry Credit Group


Waukesha WI
September 9

Food Suppliers Industry Credit Group

Madison, WI

Metals & Industrial Suppliers Credit Group

 
Brookfield, WI

September 10

SE Electrical Suppliers Credit Group

Milwaukee, WI

September 14

Fine Paper/Graphic Arts Industry Credit Group

         Milwaukee, WI

September 15

Food Service Supply Hospitality Industry Credit Group
Milwaukee WI

Minnesota Electrical Product Suppliers Group

Brooklyn Park MN
September 16

Construction Industries Credit Group

Appleton WI

IL Wholesale Floral Suppliers Credit Group


Oak Brook IL
September 17

IL Fine Paper Industry Credit Group

Oak Brook IL
September 21

Building & Construction Materials Credit Group

Milwaukee WI

September 28

WI/IL HVAC Industry Credit Group

Rockford IL

Western Electrical Suppliers Credit Group

LIST ONLY



EDUCATION EVENTS

September

EXCEL IN THREE WEBINAR SESSIONS
Attend one! Attend two! Attend all three!
"The Beginning" on September 8
"The Middle" on September 15
"Advanced" on September 22

INCOTERMS 2010
September 23
This session has been filled. But do not fret, contact the Association to be placed on a waiting list.
October 2010
CREDIT PROFESSIONAL’S CONFERENCE & EXPO
October 12-13 in Green Bay WI. Watch for more information!
Check out our website for more upcoming events.









































































































2009-10 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





Sandi Chojnacki, CCP, CPC X228


Recovery





Barbara Martin X227


Recovery





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!








 


�HYPERLINK "http://creditsociety.org/"��BCMA ACCREDITATION PROGRAM�





Your Association offers experienced individuals, the opportunity to earn professional accreditation.  A Professional Accreditation is not just mere initials that look good on a resume or business card, but are evidence that the designee has attained a high level of expertise and knowledge in the field of credit, collections, accounts receivable, and Risk Management.  BCMA offers two specific accreditations and each requires its own set of demonstrated skills, experience and knowledge to earn.  Credit and collection professionals can immediately enroll and/or obtain professional accreditation in the business credit & collection field.  Check out creditsociety.org for more information!


�


NEW ASSOCIATION Members 


Kristine Vomastic


		Genex Cri Cooperative


Rick Schultz


		Systems Inc


	John Geurts


		Central Corp 


Jill Westrich, CCP, CPC, CCE


Schneider National Inc


NEW ASSOCIATION REPRESENTATIVES


	Mimi Yang


		Waukesha Foundry Inc


NEW Group Members


International Credit Executives (ICE)


Rick Schultz


		Systems Inc


Plumbing & Heating Industry Credit Group


John Geurts


		Central Corp


�


Member News!


Congratulations to Rachel Layman, US Foodservice on her recent marriage, July 31st.  Family and friends joined Rachel and Marty as they exchanged their vows in a beautiful garden setting at Beaches Negril, Jamaica.  Congratulations Rachel-we wish you many years of happiness!  





Congratulations to Judy, from Waukesha Foods-she is a grandma again!  Her son became a dad in June, and now her daughter is the proud mom of Myles.  He was born on August 2nd.  He is a little guy 6 lbs, 16 oz, 18 in. His big sister Josie, is sure to be a help to mom and dad!  You are going to be one busy grandma!


 


Chuck, from Martin Brothers Distributing is a grandpa!  His daughter welcomed Addison Grace Marie into the world on August 23rd, 8 lbs, 14 oz, 21 1/2 inches long.  She sure is a beautiful little girl!  Congratulations Chuck!








�


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…


Customer Expanding? Four Questions to Ask in a Review


Three Common Excuses for Delayed Payment


Sometimes Basics Matter Most: Fifteen Steps for Controlling Delinquencies


Why I Declined to Serve on a Creditor's Committee


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�
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 � HYPERLINK "http://www.wcacredit.org/WebExcel09002010.pdf" ��EXCEL In 3 Webinar Sessions�


1) The Beginning on September 8


2) The Middle on September 15


3) Advanced on September 22


Attend one! Attend Two! Attend All Three 


9:00 to 10:00 AM CST





The Beginning will cover entering, formatting, and reviewing data. Common error messages will also be reviewed, as will some keyboard shortcuts. Gain an understanding of basic Microsoft Excel functions and more.





The Middle will cover pivot tables, conditional formatting, working with sheets, subtotals, range names and so much more.





The Advanced will cover hide and protect and provide options for data, perform basic what-if analysis and have the results displayed and so much more!





Each Webinar participant will receive the Excel file we work on and develop during the Webinar. That way, you will have for your own reference; all formulas, formats and examples to use for practice and to perfect your work on Excel Spreadsheets.





� HYPERLINK "http://www.wcacredit.org/WebExcel09002010.pdf" �Download Announcement & Registration�





�HYPERLINK "http://www.wcacredit.org/executive2010.shtml" \t "_blank"�� NOMINATE CREDIT EXECUTIVE OF THE YEAR - WISCONSIN 2010 �


�This is one of the most distinguished awards bestowed on a Credit & Finance Professional. WCA's Executive Committee is anxious to receive your nomination for an individual that has made an impact in their Profession. Candidates are nominated and voted on by their Peers! �HYPERLINK "http://www.wcacredit.org/executive2010.shtml"��Click Here� to nominate an individual you believe to possess outstanding character and whose accomplishments have made a positive impact, an individual you believe worthy of CREDIT EXECUTIVE OF THE YEAR - WISCONSIN 2010




































































