Dear Friends:

The dust fram owr recent office
expinzion has fmally settled, just in
time Lo enjoy Atkanta™s most bemg-
tiful senzon. The city will soon be
awash in kacy pink and white, and |
think it will be a *boomin®™ pood
year busmess-wise too,

Chur February and March meehing
calendar has been busy. We plan to
be in Boston on April 26th-29th for
the Broadcast Financial Manage-
ment Association convention. e
been invited to play the role of a
station credit manager and speak an
ways to collect debts, reducing the
need for a collection agency—
certainly a different and interesting
position for me to be in! We hope to
see some of you there,

In the meantime, enjoy oar spring
newsletter, We appreciate the ques-
tions you've sent for "Callector's
Corner,” so please keep them
coming!

Best regards,

Peti Szabo, President
Szabo Assodates, Inc.
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Take Charge And Get Paid!

After a sale 15 made, people tend o
forget thal the meney o thal sake
must still change hands. For most
customers, tmdely payment of their
balls depends a great deal upon
making sure they get imvoiced prop-
erly for what they have purchazed,

Many peogle will use any excuse nat
to pary. Having & detaibed bill and a
date that payment is expected will
elimimate & great many eocuses at
the start,

Some customers will pay if they
can, which means either they will
pay if they don't spend the client’s
money somewhere else first, or
they will pay if their client pays
them. A very small but growing
minority of cugtomers have no inten-
tiom of paving from the werv start,
and the need to recognize such
customers is impartant to your
credit policies.

Whenever a payment is late, imme-
diate action needs to be taken.
Muost customers will appreciate a
rerminder if theyv've overlooked your
ivoice and will pay immediately.
But if no payment is made after
vou"ve contacted them on the
matter, that's a cue to you that a
problen exists. This is the tme to
st wour costomer know, diplomati-
cally but firmly, that you are serwous
about collecting your money.

Onece an account 15 30 days overdue,
youl shoukd call to determine when

(her money will be sent, Make sure
that you get the name of someone in
charge, 2o you dom't get the “runa-
round” each time you call, Try 1o
pin down an exact date and amount
af payment, and try to mit the
promise of payment to a maximum
af 10 days.

A common proflem m collecting
diebts is the customer’s claim of a
discrepancy in hilling. Dhiscrepan-
cies should abways be fandled
immediately. A number of major
national agencies state in their
discrepancy notices that if the
agency does not hear from the
station withm, for instance, 3
days, the agency will assume that
their deduction is correct. While
these clauses have questionable
lzgal status, the problem at hand
needs io be cleared up as soon as
possible to avosd confusion later

A number of customers will not pay
any part of an imvolce unfil a credit
is issued for the amount in dispute.
This can result in thousands of
doltars keft unpaid while a credit is
ssted for $150, Some customers
will uze a claim of a discrepancy as
a tactic to stall payment when they
o not have the money for the hill.
MNeedless to say, it i5 mperative
that you keep thorough records of
transactions and schedules.

If deductions are taken out without
a discrepancy notice, you should
—condtnied on pege 3
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The following story i true. The
nmames, places, and dates have been
changed lo protect the persons
irevolved,

“Did You Ged Your
Wheaties Today?"

As iy well-educated American
consumer knows, it isn't difficult to
aoquire & far amount of goods and
services within a shoet period of
time, often with little or no credit
investigation by the vendor. Conse-
quently, even the most well-intended
businezs operation can find its labil-
ities growing like kudzo while its
ability to create revenue shrivels at
an equally rapid pace. Adid to this
one gager-lo-represent-vou atlorney
for every 200 people m America,
anel you have the makings for a
double dose of collector’s blues,

The majority of people in financial
trouble really want W pay up. [tisa
relatively small number of busi-
nesses and peaple who abuse the
syvatem. And Sparky Sputnik was
just one of those people.

Sparky went oul of business as
often as most peaple po out 1o
lunch. During the numerons and
brief perinds of time he was i busi-
ness, he became very well-educated
in such guerifla tactics as “the
sidestep stall” and the “so do what-
ever you have to" retort. Sparky
wiis no stranger o our collection
files, and our conversations were
penerally brief and pomted. My last
bried conversation with him wias Lo
let him know that we had been
awarded a F28, 000 udgment
against his corporation. His pointed

o voa!

M.H.
Waterloo, LA

“Collector’s Corner” is our resders” forum for suggestions, commerts,
and idea swapping, If vou have information to share or mput on how our

11 [
newsletter cin belter serve you, please write or call. We wanlt 1o hear

Question. | received an mlvertising apency purchase order with the
frllewing statement tvpied at the bottom of it: “NCTE: In placmg ths order,
ABC Advertising, Inc. acts solely as apent for our client, the advertiser
named heremn, and assumes no lability whatsoever for payiment of these
charges, The agency will, hawever, undertake to collect and forwarnd
manies due the vendor under this order, with diligence and in good faith.”
Would this statement hold up in htigation?

Answer. The apency is notifyving you i advance that it disclaims any
lability to you for payment since it 1s acting as an agent for a disclosed
principal as opposed to acting as an independent contractor. Check the
credit of the advertiser and pet a letter from the advertiser siating
that it acknowledges responsthlity for payment directly to you,

response was to let me know in his
own coborful way what 1 might do
with it.

At this particular time, Sparky was
operating o trucking company that
specialized in hauling wheat for
other people. 1 called him on behalf
of my client, one of Sparky's latest
creedil casualties, Of the infinite
numiber of wavs that debtors can
communicate with creditors,
Sparky's style happened to be the
one most likely to build o fire under
any eollection pro. He suggested to
me thit 1 lacked what it takes o
eciervise due process of the bw
becsuse of 8 mental deficiency.

Well, Sparky's inimitable styke
aroused in me that special go-for-
the-jugular instinct indigenous to the
collection business. | reached for my
armu (3 monogrammed custom-

color designer telephone) and began
tracking Sparky's assets.

Initially, my results were pretty
dismal. Sparky had built a fortress
around his assets. He was confident
in s ahility o protect them, and |
wis depressed over my inability to
tomch them. Asa matter of fact, 1
wiis beginning to believe that this
corporation of his wasn'l real—that
| was playing Don Quixote in a
rmuilti-lavered fantasy land that
ovwnied little and owed plenty.

Ax | was about o abandon the wind-
rmills amd bang up my sword, an
interesting bit of mformation came
across the phone wire, It appeared
that obd Sparky had agreed to haul
some wheat for a business that was
to paty himn, not with money, but
with two loads of wheal, What a
—conlimmed on frage 4




Titke Charge And Gel Fnd!
—omfrmeed from page [

contact the customer immediately,
either by phone or by mail.
However, deductions of $25 or less
ahould not be items of major
concern, T avoid spendmg more
money o collect than iz owed, vou
should limat vour collection efforts
for such small amounts to a note or
phone call requesting payment or
eaiplanation.

If an pecount prses 120 davs without
payment, you should refer it toa
third party for collection. The
reason 18 simple. The folkwing
table, based on experience by mugjor
lending mstitutions in the fietd of
commerical credit exténsion, midi-
cates how much the value of $1.00
of accounts receivable shrinks with

the passage of time.

Current 51000
O} days S
180 days L5l
1 year 1
2 years .23
3 years 15
b years A

The use of a third party, whether
it's a collection agency or an
attorney, notifies the debtor that you
are intent on collecting on'the debt.
Sometimes this is enough of a jolt to
the client to prompl payment.

Uhnce an account 15 relerred toa
third party, all collection activity
from you must ceasge. I the claim is
returned as uncollectable, you may
want Lo assign it W anither
collector, but the probability of
collection at s pomt is 50 low that
it would be better to write it off a5 4
bad debt,

If v file suit and are swarded a
judgment against the debtor, you
ket 2till find property belonging o
the debtor to attach, While laws
yary from state to state, generally
this property must be unencum-
hered by any other hen. Bank
dwoounts are usually the easiest

Loy attach.

Those customess who Like personmil
offense al being asked for money are
the: ones who bear watching. By the
same token, anyone who proctices
good business realizes the ompor-
tance of good credit records.

JusT A MIKUTE, HoMeEY — [er ME CHECK THE SEATUS oF Youl ACCouNT,

Chce you Like a no-monsense
approach to collecting receivables,
your customers will realize the
importance of paving on time and
will generally do so. #

FORECAST

The stock
market has
soared recently
to record highs,
bresiking the
AN barrier,
Foreign investors
have dropped
billions bito the

P Badul, Prrklem

1.5, market because of the

strength of our dallar amd econaormy.
Domestically, we're investing
because the new tax lws have left
us with fewer favorable alternatives,
and we're also placmg first-of-the-
year [RA mvestments, This boom
has caused many stocks to trade at
15 times company earnimgs, which
is normally the cefling on their
value. Bulls still msist that the
muirket will rise to 3000 this year. If
this happens, it will be interesting
to see whatl factors comtribute to
this further increase,

This phenomenon is not anly a boon
for mvestors bt also a healthy sign
frr our economy. Historically, strong
stock prices have tended to signal
continued short-term economic
ENIANSHMHL.

Consurmer spending should increase
along with the increase in individual
apending power due to the tax law
changes. This shoukd, in turn, fuel
adverhismg expenditures and reve-
NUEs 45 companies compete to
capture their shares of consumer
dollars. #
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Trsee Collections
—condtmued from page 2

"golden” opportunity, 1 thought—ruo
catch Sparky with the wheat and to
by cliam o it on behalf of my chent.
Uncrthodox to be sure, but what
the heck.

The “bust”™ happened just outside of
Sparky’s favorite truck stop. He was
witlking toward his (ruck with a
toothpick hanging out of his mouth
when [ casually approached him.
Then | handed him the notice that
we were going to Lake his wheat in
the name of “due process of the
larw,”” Weell, the toothpick fiefl from
Sparky's mouth and he turned heet
red, but he regaimed his composure
in time to shout his opinions about
miy family background and a number
of ather personal topics.

Srsha Colecirea Wedom™ & a putlcelon ol
Sipabs Fomoolaies, o TESS Lennae Rend. Buis B4G
feimria, Chiasrgs 3EIEN, Telephone 404 28684

Sparky had no recourse but to pay
in full, which he did immediately. A
small but hard-won victory was

mine—ome that called for an appro-

priate celebration. | stopped at the
grocery store on the wiy home,
stocked up on Wheaties, and
planned to celebrate the next
morning. Because, after all, in this
business, it pays o eat the “break-
fast of champions.” *

—story contributed
Feith L, Gy

Srabo Collective Wiadom™®. All
nghts reserved, Materials may not
b reproduced or tromsmitbed

without wrikben permmssion,

The Fine Art
of Media
Collections

At Szabo Associles, we're more
than just collection experts.
We're well-vorsed in the fine art
of media collections. In fact,
Szabo Associates s the mation’'s
first—and anly—acollections firm
exclusively for the electronic
and print media. And we do it
with diplomiscy and goodwill. Lall
u= collect.
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