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Dear Friends:

| hope you all had a preat sum-
mer. It was such a warm one in
Atlanta that almost everyone was
ready for fall.

We have been on the road a lot,
first for a speaking engagement in
Anchorage for the Alaska Broad-
casters Association and then in
Ardmore, Oklahoma, for the
Oktahoma Association of Broad-
casters, and later at the Florida
Magazine Publishers Convention in
Naples, Florida.

I have also been invited to speak
about frawd at the Brosdeast Credit
Association Workshop held during
October in Washington, D.C. Keith
Gay of Szabo will speak to another
broadeasters’ group in October,
the Kansas Association of Broad-
casters in Wichita. Other meetings
we plan to attend are the Advertis-
ing Media Credit Executive Meeting
in Boston in October and the Tele-
vigion Bureau of Advertising’s
anmual conference in Aflanta
scheduled in November.

Needless to say, the debtors,
the debtor bankruptcies, and the
travel have kept us busy and made
things exciting.

We ended our fiscal vear July 31,
1987, with & growth mte of 31 per
cent. Thanks for allowing us to
serve you and keep your com-
ments and suggestions coming.

Pete Szabo, President
Szabo Associstes, Inc.

Keep Your Receivables Young

Too often the quest for sales results
in collections taking & back seat to
the sales effort. Many people tend
to forget the maxim A sale is not
complete until the cash is in the
drawer:’ If the collection effort is
gporadic and unorganized, petting
paid can become even more difficult,

While the responsibility for setting
pohicy and establishing procedures
rests with the credit or business
manager, it is vitally important that
evervone mvolved with the customer
15 familiar with the collection pro-
cess 30 that the company presents
a “united [ront’

The first step in any organized
collection progrsm and the step
which can eliminate the need for
any collection action is prompt and
accurate hilling. Mosat people are
honest amd will pay for a service if
it is performed as promised and
billed promptly and accurately for a
fair price. Prompt billing aids the
collection effort because the sooner
the invoice Is sent, the sponer it
enters the customer's payable cycle.
Accurate hilling helps in the collec-
tion effort because the media avoids
billing disputes that can drag out
payment.,

If the invoice itsell does not pro-
duce payment, the second key to
guccessful collection is instituting
systematic actions that will be
taken pg the account ages. The ac-
tions taken during the first 8 days
of the billing cyele can determine
whether the hill is collected. Some
suggestions for the type of action
that is appropriate at 30-, 60-, and

A0-day intervals follow.

30 days: If payment is not received
in 30 days, collection activity may
consist of sending a statement or
having a salesperson make a follow-
up call to the customer. It is impor-
tant to send a staternent prompthy
at 30 dwys so that the customer
cannot claim he was unaware of the
outstanding invoice. If the media's
palicy is 1o use the salesperson in
the collection process, it is appro-
priate at this paint for the salesperson
to call the customer and show an
interest in the success or failure of
the ads placed, A simple inguiry
will often prompt a delinguent
advertiser (o bring up the matter
himself, thus avoiding embarmss-
ment or alienation. Il one is dealing
with a marginal customer and past
experience has not been good,
then additional pressure may be
warranted.

30 to 60 days: At this point, the
advertiser has had up to two full
months to pay. A shori letter or
note on the statement may be
effective. A phone call, though, is
the best method for getting action
because the call gives the collection
manager immediate feedback on the
prospect of collection. It is prob-
ably unwise to threaten enforce-
ment action or to be unpleaszant to
the advertizer if the objective is to
keep the customer as well as col-
lect the hill. Lending a sympathetic
ear is usually a more effective tactic
in achieving the desired result—
getting paid. Every effort shoold be
—oaptinsed on fage 4
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The following story is true. The
names, places, and dates have
been changed lo protect the
persons imvolved.

Door Knock'n With Cab 56

It was not o typical Wednesday
that April 29th in Boston. The
night before had brought several
mches of snowfall, My company
travels four or fve times a year and
participates in various trade associa-
tion seminars and conferences for
the media. This particular conference
is the most physically and mentally
demanding. It requires an ability to
subsist on three hours of sleep per
night while maintaining a good
humot amd & smile during the other
twenty-one hours. This alone is
tough bul, in addition, we operate a
Southern Hospitality Suite, That's
right., For three days and three
nights, we serve every drink known
to man or woman. It's the kind of
job most people only dream about.
Cne might imagme the kind of per-
sonality changes that can take place
after that kind of routine. Anyhow,
Wednesday morning we got up,
threw on some casual clothes for
the frst time in days, and packed
for the trip home. Our flight was
booked for 5:00 PM, and we had
been advised to leave the hotel no
later than 3:30 in order to make the
flight on time. Having finished the
packing around 1:00, we decided to
catch lunch outside the hotel, While
enduring some of the worst service
we've ever been exposed o in g
restaurant, the question was mised:
with one and a half hours to kill
before lenving to go to the airport,
what were we going to do?

Suggestion #1. Let's visit the 1L5.5.

call. 'We want to heat from you!

irt the industry,

Question: What is the best way to handle a “cash in advance”
(hir station has established one for new accounts and for promoters
who have limited referml nformation.

“*Collector's Corner” is our readers’ forum for suggestions,
comments, and idea swapping. If you have information to share or
input on how our newsletter can better serve you, please write ar

policy?

Answer: Only two things are important when addressing this issue.

1. Establish nght up front that a request for cash in advance is not n
pemsonal judgment about the company or the person applying for
credit, but mther a business decision dictsted by prior experience

2, When you ask for cash in adwince, request a money order or
cashier's check. The latest trend is for 8 new advertiser lo write a
® - check ona closed sccount, to stop pavment on the check, or to
write a check on an aceount contaming neullicient funds, Of

course, this is usually discovered

& LLEGTOH'S after the ads have been aired or
_ZCORNER """

Canstitution, the oldest commis-
sioned battleship in the world!

Sugpestion #2. Let's po to Wherzitat,
which must be a suburh of Boston,

What, vou ask, is in Wherzitat?
Only the most talked about slow
payer in Massachusetts. There we
were, faced with having to male a
decigion, Do we go visit Old Iron-
gides, or do we go and knock on
someons’s door?

To make the decision we Lried Lo
call the slow payer's business to
see if the principal, S.P., was there.
MNo sense goimg if he wasn't thers.
Having been told that he was in,
the decision was made. We'd take a
short trip to Wherzitat, MA., knock
on 5. P's door, and swing by Old
Ironsides on the way back.

Five of us left the restaurant and
hailed a cab. That's when we met
Eddie. He was driving cab 56. At
first he impressed me as being vour
typical cab driver. You know the
tvpe; they never seem to know the

place you want to go. But | soon
learned why Eddie didn't know the
address.

After a brief inguiry from his
dispatcher, Eddie told uz that we
were perhaps thirty to forty-five
minutes away from our destination.
Still believing that Wherzital was a
nearby suburh of Boston and thinl-
ing that the time was a factor because
of heavy traffic, my boss told Eddie
what all caby drivers love to hear.

No, he didn't say, “Follow that car:’

But he did say the next best
thing, He offered Eddie one dollar
for every minute he could shave off
a roumnd trip to Wherzitat.

Fast Eddie, staring straight ahead,
started panting, and a sweat broke
ot on his brow as he put his pedal
to the metal. Now | don't know
about you, but [ have a problem
with cars driving very fost when
the traffic on an interstate is
bumper to bumper and there is
snow melting.
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Fast Eddie must have [elt the
samw way too, so he drove in the
emergency lane al excessive
speeds for several miles, Sitting in
the back seat of a speeding cab in a
strange city s pretty unsettling, |
actually thought aboul jumping oul
and Liking my chances rather than
sitting back and waiting for the big
one, It coukd have been worse, |
could lwve been sitting in the front
seal. This quick call on a slow pay
began to look like a bad idea, Time
witd running out in spite of Fast
Eddie's Indianapolis Speedway driving
skills. We still had to get back to
the hotel and pick up our pear
before we could go to the airport.
By the time we rolled into Wher-
zitat, the meter showed us owing
B656.50,

Now | understood why Fast Eddie
had no idea where we wanted to
go. He was familiar with Boston,
ml Massachusetts.

Moments before we arrived a
our destination, we gave Eddwe
matructions to remain in his cab
and to keep the engme runnimg just
in case we needed to leave suddenly.
About this ime, Eddie became m-
terested in our lne of work. When
wet 1old him our occupation, he said

he had & hearing problem.

We pulled into the drivewsy and
parked next to 5.P's Mermedes. We
assumeéd it was 5.P's car ag it had a
prestige tag reading S.F. All five of
us went to the front entrance, where
we discovered that the door had to
be electronically opened by the
receptionist. We were admitted
when we announced that we had
come to s2e 5.F, Upon entering
the reception area, woe were greeted
by a man coming down the steps.
He was mumbling something about
being imaded. We asked if we were
addressing S.P. and were told yes.

At this pomt my hoss introduced
himself, and 5. F. became suspicious.
He demanded to know the purpose
ol our visit but would not allow us
to speak in private with him. So
while standing in the vicinity of the
reception area and within hearing
distance of approximately 150
emplovess, my boss answered his
guestion and told him (them) the
matture of why we had come to zee
him. 5.P's face flushed, and he im-
mediately invited us to leave his
building—among other things. Step-
ping outside, the boss appeared
confident that he had gained 5.Ps
attention. After several minutes of

She says She worr't pay uritil we send an #G'ﬂth-o’f- Dmfidf

stimulating conversation, 5.P. an-
nounced that he had to leave but
agsured us that he would call our
office the next day and come to
some agreement that would satisfy
all partiea concerned. Satisfied that
we had accomplished what we had
come to do, we headed to the cahb.
To our astonishment and to S.P's
displeasure, Fast Eddie was caught
ini the process of relieving himsell
on the side of S5.P's building. What
a class guy.

The ride back to the hotel was
EVEN WOISE Since we were cutting it
very close. | would tell you about
it, but | had my eyes closed. | will
tell you that we did get back to the

—confinued on pape 4

FORECAST

Althougheconom-
i indicators
remain strong
and barge manu-
factunng and
service busi-
NESSES are
flotirishing, there
appear to be
some signs of
financial weakness in the secondary
business marketplace.

We have seen a rise in bankruptcies
during the summer months with no
gingle industry groupmore valnerable
than another.

We advise caution in extending
credit and in setting credit Hmits.
We are also advising our customens
to enforce the terms they have
eatablished. Many customers of
media companies do not have stay-
ing power if they encounter a major
buginess downturn. As always, when
an elaction is coming up, we'd all be
better off if we had a crystal ball,
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Keep Your Receivables Young
—continued from page 1

made, however, to conclude the
trnsaction before 60 days, and if
the payment is nob collected im-
medutely, it is advisable to obtain a
definite understanding about when
i check will be sent.

60 to 90 days: Repardless of
previous activity, it is very impor-
tant Lo contact the business
manager or principal of an agency
ar advertiser to determine when
payment will be made. 1§ telephone
or personal contact cannot be
made, a firmly worded letter or
telegram should be sent indicating
that future collection efforts could
invalve a collection agency or at-
omey. With non-payment and no
promize of imminent payment, the
media must also evaluate whether
to continue placing the customer's
ads, It may be wise to inzist on

Seaba Collective Wisdom®. All
rights reserved. Materials may not
be reproduced or trnsmilted
without written permisgion,
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cash in advance for future contracts
and to cancel the present schedule
until payment is received.

Once the credit department has
decided on the policy and pro-
cedures to take at each interval in
the aging cycle, it is essential o
follow the steps outlined. Of
course, each account will present a
different set of circumstinces that
the credit manager will address
within certain guidelines, but it is
important to enforce terms or the
miedia will find itsell in the Anancing
business as well as sellmg ad space
or time. #

Door Knock'n With Cab 56
—geptinied from page 3

hotel and to the airport SL00.00
later and even had five minutes to
spare, [ will also tell you that Eddie
enjoved his outing so well that he
wanled to know when we would be
coming back to Boston. He made a
point of giving us his card s0 we
would be sure to look him up the
mext Lrip. In fact, if you are ever in

Boston and in need of a good
Wheelman who knows his way
around Wherzitat, give me a call
and I'l put you in touch. ¢
—condributed by Andy Carros

The Fine Art
of Media
Collections

At Seabo Associates, we're more
than just collection experts.
We're wedl-versed in the fine art
of media collections. In fact,
Seabwr Associates is the notion’s
first—and onby—collections firm
exclusively for the electronic
and print media. And we do it
with dipkomacy and goodwill. Call

us colkect.
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