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Deear Friends:

| b you and yours had good
times during the holiday 2easan,

During the past few months, Szabo
Associates hins undergone a few
changes. We have just completed
the construction of 11 new offices
and a new emplovee breakroom.
While all this was in progress, we
ilzo were busy developing new
Media Collection Kils, stationery,
and ads. While we're enjoving this
expansion, we realize that we now
have @n even greater chiigation to
continue to provide the best service
tor the customers who hove made
thig growth possible.

We're also enyoying the letters we
continue to receive in response to
ol newsletters. Please keep them
coming! Nat only do we need your
inpat for “Collector's Corner” bat
we alzo would like to receive inter-
esting true anecdotes to publish in
our “Troe Collections™ colurmn.

At the close of our 15th year of
serving the medin commumity, |
want to say “thanks” to those of you
whiy have supported us so much
over the vears, All of us at Szaho
Assocites hope that 1987 will bring
new levels of proaperity and
persomal enrichment to all of youw.

Best wishes,

g
Pete Szabo, President
Szaho Associates, Inc.

Reduce
Your Credit
Risks

“Poor credit management” s the
hgpest single reason that busi-
nesses fail. Yot even with this
commonly-known fact, there are
very few credit management
courses availohle in our colleges.
Instead, effective credil managers
develop their skills through a combi-
nation of good basic knowledge,
experience, and sharp matincts.

The primary questions that the
credit manager s charged with
answering are, of course, “Will
we pel paid?” and “When?™

The first step in answering these
questions is to study the customer's
credit application. The information
that Connie Allcorn, credit manager
af WSB-TV, asks for on the applica-
tion includes the vear that the
agency or coampany was estahblished;
il= structure (propoetorship, part-
nership, corporation, or other);
business lcense number; the princ-
palz of the company, their
addresses and home phone
numbers; bank references: at least
three (rade references, preferably
inchnding media; and whether
they've previonsly advertised with
the station. “Whether they've
advertised before is very impor-
tant,” says Ms. Allcorn. And if they
have references in other media,

stich as print, their chances will be
mare favorable,”

Johin Sloan, credit manager af
Turner Bropdeasting, concurs.,
“Soine companies treat media
differenthy than other suppliers,” he
says. “That's why we like to have
newspapers and magazmes mcluded
in the four rade references we
require.”

Msz. Allcorn seldom asks for finan-
el statements. "I there 15 & loan
outstanding, the hank will be able to
tell us whether it's secured or unse-
cured,” she savs, “Fimancial state-
ments rarely help me.” Mr, Skan
believes that while unaudited state-
ments are worthless, audited state-
ments can be valuable when
determimng a chent's ability to pay
These are usually available anly
from larger companies since audited
statements are costly to produce.
“Andited statements give me a good
idea of the company's performance
over the last few years and its net
waorth,” he savs.

How lomg the agency or advertiser
has bheen arcund is another deciding
factor, “If the company has been in
existence for 10 vears, we are more
receptive to doing business with
them than if they're brand new,”
aays Ms. Allcorn. “There isn't
mitich track record to o on il
they're only a couple of months old,
but that doesn't mean we absolulely
won't do business with them. If
we'Te dealing with an agency in a
gitwation like this, we will often ask
for the client company's name, 1f
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The following story is true. The
names, places, and dates have been

changed to protect the persons
inofoed,

Act 1 from Torn Between
Two Lawyers

The Characters:

Milke Shwammer, the Collectar
Dick Dregs, the Agency's Attorney
Fred Fickle, the Advertiser's
Attarney

Background:

Mike Shwarmmer, a handsome ener-
petic emplovee of a major collections
firm, i= called on by a radio station
to collect a $36, 000 debt from an ad
agency for a carpet compsny,

Scene 1
(A smoky back office of the famous
collection agency. Shwammer,
seated at his desk, picks up phone
receiver and dials. )

Shwammer: Mr, Dregs? Mile
Shwammer from Famous Collec-
tons. U'm calling on behall of my
client, WZAB Radio, who's trving
to collect an old debt owed by your
client, Triple X Advertising. .. That's
right. The ad agency for Clipshag
Carpets. Rumor has it theyve had a
financial setback. Seems a woman
in Poughkeepsie bought a Clipshag
carpet infested with carnivorous
samoan dog beetles. Settled out of
court for §3 million plus a new
poodle. .. True? Hmm, Too bad. Bul
Clipshag still offered to pay WZAR
directly, except he said you threat-
ened to sue him if he did.. , yvou

did. .. The agency’s going out of

"Collector’s Cormer” is our readers’ forum for supggestions, comiments,
are] blen swapping. 1 you have information to share or inpat on how

our newsletter can better serve vou, please write or call, We want to hear
from you!

Question. What do | do when an advertising apency (o whom credit was

extended says, “T can't pay vou until | get paid by the advertiser™?

Answer. There are four things that v mght dios

I Find ol what the agency & domng (o callect what the adver-
tiger owes, If the apency isn'l doing muoch (o collect, vou
might affer to assist i ther collection efforts.

Lt the apency know that they are Hable, as the agency of

record, for the debt, even tenigh they have not been poid by

the advertiser. The pgency agreed to these terms when
credit was prantisd.

) Find out from the agency if it =till represents the advertiser,
Moty the apency that unkess paviment B rendered vou wall
approach the advertiser directly for payment since both
parties are finhle for the debl

4. Tey b collect at least a portion of the debd froam the agency

while 1t 15 working through s problems with the advertiser

pa

need this money o pay ofl secured
creditors, but this is net billing and
they have no right to it. .. Leave my
parents’ marital status out of this,
Diregs. Without Rtigation thete's no
way vour client will touch my client’s
money. Interfere and 1] complain to
the Bar Association in D.C.

The Fine Art
of Media
Collections

At Szabo Associales, we're more
than just collection experts.
We're well-versed in the fine art
of media collections. In fact,
Seabo Associntes s the mation’s
first—and only—collections firm
exclusively for the electronic
ond print media. And we do it
with dipbomacy and goodwill, Call
us collect,

(Shwammer slams down phone,
Phone immediately mngs. )

Shwammer: Yes. .. Fred Frckle?
Clipshag's lawver, of course, how
are vou? We'll be ready to deal
soamn. ... Right.

(Shwammer hangs up phone.
Sun sets, )

Scene 2
{(Shwammer 15 asleep at desk. A
torn Snickers wrapper, potato chip
—contiieed on e 3




Tiwee Collections
—eitneeed from feage 2

crtimbs and several styrofoam
coffee cups fitter the desk top.
Phone rings and he reaches for
phone without raising his head. )

Shwammer: Hello. (Kuba forehead
and opens eves. ) Dregs, how are
va? Good, and | know you'll be
pleased o konow that m spite of my
bruised sensibilitiea from our kst
camversation, I'm fine too. .,
Apology accepted, I'll even cancel
the: creepang kudzu armngement |
wns having delivered to your
house. .. 5o why don't vou and
Clipshag's attorney and 1 pet
tagether over lunch and work this
thing out. .. Luciano's at 1:00. Bye.

Scene 3
(A dark comner of Luciano’s at dusl.
Shwammer is seated between
[hregs and Fickle at a table strewn
with 15 emply bottles of chiant,
garlic bread crumbs, and a pile of
crumpled paper. Diregs 18 scowling
at Fickle, who is slbouched back in
his chuir with his eves closed, )

Shwammer: We've been here for
three days. My wite called and said
her mother's moving in with us if

I'm not home today, and yesterday
my kid put in an application for a Big
Brother. This is it, Fickle, you want
Clipshag to be reliesed of the
responsibility for the agendy’s
commission, You lnow we can’t do
that. Diregs, vou finally agree that
all you want is the 15% agency
commission, It seems a payment
plan over six months 1o everyvbody
iz the best solution. Do we finally
agree on that? (Dregs and Fickle,
seowling at esch other, nod
reluctantly. )

Scene 4
{Two months kater, @ dark cormer of
The Meon Flamingo, rmerdy
Luciano's, Shwammer is seated
between Dregs and Fickle at a table
strewn with 15 Pertier bottles, bits
of arugula amd a few alfalfa sprouts.
Ficlle is wearing a whiplash collar, }

Shwammer: YWe've been here two
days. | don't know about you guys,
bt if | see another piece of
mesquite-grilled tofu go by here,
I'm nit responsible for ny actions,
Besides, I'm expecting & call from
my divoree lawver at 3 and the
Hurean of Neglected Children at 4.
Work out the assault charpes on
your own time. Fickle, now you're
SIS Agsin on being released of

Se what's the. problem 7 You told meto balanse the beoks!

the agency's comumission and you
won't budge, even in spite of
Diregs's latest attempt on your [ife.
All I can do is talk to all the chents
pvolved and see.

Scene 5
(e manth later. Shwamimer's
pffice. Desk is strewn with 15
champagne bottles and Chex party
i crumbs, Phone rings and
Shwammer answers it )

Shwammer: Hi Boss. .. Yep, they
all fmally agreed 85% of sometiing
{2 better than 100% of nothing. ..
Five-month payment plan. .. Sure,
I'll take the case if no one else will.
What the heck, it's what | do.

(Shwammer hangs up phone, puts
on trencheoat and hat, turns off
light and exits. | *

—Contritnited by Everell Lanperi

FORECAST

AN COOMHNIC
recezsion could
viery wedl come
our way by the
end of 1987,
Companies will
havee Loy evmploy
shrewd marketing
strategies to
wenther the economic storm, and
many are now reducmg mventores
through discount sales.

Prir Soba, Prmfeil

The advertising media should see
many new customers in 1957,
especially in the first and secomd
quarters of the year. With this mfiux
of customers seching new ways (o
sell their products to a shrinking
market, medi shoold exercise
cattion when extending credit.
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the client 1s strong, we can ask the
client o sign the contract along with
the apency until the agency estab-
ishes a track record, The chient
signs with the understanding that

il anything goes wrong, they

are liable.”

*“We protect ourselves in that situa-
bon with aclause in the contract
that the agency signs,” says Mr
Sloan, It states thiat we can go Lo
the cliest if payment isn't procured
from the agency, and iU's held up m
the few instances litigation has been
NECESSATY.

Bath mansgers state that there are
some agencies they would never
hesitate to do business with,
regardless of who the client is. 1
knoww from experience,” says Mz,

Erahe Coleties Wistom™ & o publication of Srahs
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Allearn, “that these .'me,l;ir.s will
protect themselves agamst potential
defaults, and [ know they'll pay us
even il the chent fails to pay them.”
Mr. Sloan, who conducts about 80%
of his business with agencies,
agrees that there are about 10 or 12
agencies about which he needn't be
concerned. "Unfortunitely,” e
says, “the number seems to be
dwindling. There is a growing tend-
ency among agencles to pass along
the responsibilities of payrent
the advertiser, so if they don't get
paid, nelther do we.”

And if both client and advertiser are
new? “We still can do business,”

Szabo Collective Wisdom®, All
rights reserved, Materals may nol
be reproduced or transmilted

withoul written permission.

says Ms. Allcorn, “but the arrange-
ment is usually cash in advance until
a record 15 established. Then a
credit line can be estabbshed two or
three months later after reviewing
whil they've done,”

Like Mr, Sloan, most of the adver-
tising time she sees bemg
purchased for TV comes through
agencies of in-house agencies. She
does, however, see quite a few
direct accounts for radio. *We're
more likely to ask questions about
what these advertisers are selling,”
savs M. Allcorn, 1 tedl them,
‘Dion't think that this spot will anto-
matically. beangg S0 customers to
your doot, and that will pay for your
advertising.” Instead, 1 encourage
them to set aside the money 0 pay
for i Then, if those 5000 cus-
tomers do appear, that's proft” «
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