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that you can implement immediately to improve both collections and
deduction management
The program will address Debt Collection and Deduction Management
in great detail.
A detailed program PowerPoint will be provided to attendees, and you
are encouraged to use it as a reference tool and as a training tool.
Consider using it to update your credit department policies.
Share the handouts with anyone on your team that cannot attend the
program.
Jump start your Certified Professional Collector accreditation by
attending.

We are asking that you submit your toughest collection problems ahead of
time. They will be answered directly during the program.

Click here for the meeting announcement or register online.
“ANATOMY OF A FRAUDULENT
TRANSFER LITIGATION” WEBINAR
March 26, 2019
3:00 PM - 4:00PM

New Berlin WI 53151-0157
(262) 827-2880 Phone
(262) 827-2899 Fax

From the Statute 13 of Elizabeth (1571) through
today, recipients of fraudulent transfers have
sometimes had such transfers voided and the
funds taken away. But your receipt need not
have been intentionally fraudulent; a “constructively fraudulent” transfer
will suffice, which involves no fraud and no bad intent. Huh! Well, the
lawyers make out ok. And if you are not sued, your yield from your claim
may actually rise.

Click here for the meeting announcement or register online.
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NEW ASSOCIATION REPRESENTATIVE
Idaliz Birriel
Fetco

NEW GROUP REPRESENTATIVES
INTERNATIONAL CREDIT EXECUTIVE GROUP
Idaliz Birriel
Fetco

MEMBER NEWS:
If you have something you
would like us to announce
please send an email to
admin@wcacredit.org
Subject line: Member News

Cheat Sheet: 13 Questions If You Are Approached For
Extended Terms Thanks to Credit Today's "Tip of the Week!"
At some point, every credit professional is approached by a distressed debtor for extended terms (this
scenario is in contrast to the routine requests for longer terms from many of today's healthy customers.)
In the event that occurs to you, here are 13 questions you should have answers to before agreeing to any
proposal for extended payments:
1. Why didn't the customer ask its bank for short-term capital rather than asking its trade
creditors to act as bankers by carrying delinquent receivables?
2. If you (as the customer) asked your bank for short-term capital, what was the bank's response?
3. If the bank turned down the request, what reason or reasons did the bank, give for its decision?
4. From whom will the customer purchase goods during the extended payment period?
5. How does the customer plan to pay for new merchandise the company needs to stay viable?
6. Is the customer proposing exactly the same extended payment plan to every creditor?
7. What other payment plans have been offered?
8. What caused the customer to have such severe cash flow problems that an extended payment
plan became necessary?
9. What steps is the customer taking to ensure it never runs into this problem again?
10. Which creditors have agreed to the extended dating proposal? Is there any reason I cannot call
the companies to verify the facts?
11. Has the customer considered a bankruptcy filing as an alternative? If so, is a bankruptcy filing
still under consideration?
12. Ask the customer to describe its current relationship with its bank and other secured creditors.
13. What agreements - if any - have been reached with secured creditors with respect to outstanding
debts, both long and short-term?
Now, will you get answers to all of these questions? Probably not. But that in and of itself will be
revealing.
In addition, you may treat different customers differently depending upon the size, market share, profit
margin, your own management's risk tolerance, and more.
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Cheat Sheet: 13 Questions If You Are Approached For
Extended Terms (Continued) Thanks to Credit Today's "Tip of the Week!"
Finally, before agreeing to any payment proposal, you should always speak with other creditors to
confirm that:
 The customer has told them the same story
 The customer has proposed the same payment plan to them
 The other creditor is not aware of any facts that would tend to cause the credit manager to
question the customer's sincerity.
 Creditors are not aware of anyone else getting a better deal than the deal being offered to you.
Remember, there is a difference between collusion and "trust but verify.” Ensure you walk that line
properly.

Guidelines for Holding a Meeting - The Things to
Include in a Meeting When You Want Input By Rick Mauer
The things to include in a meeting when you want input. . .
Many of the tools for getting people involved have a few elements in common. Here is a tip sheet of
things to consider when you plan a meeting that focuses on change. (These are pretty good ideas to use
in other meetings as well.)
 Invite representatives from all groups that have a stake in the outcome of this change. When
possible, invite everyone. If that is not possible, make sure all groups and interests are
represented.
 Consider using a planning group made up of many diverse interests to help you plan the
meeting. Assign seats so that each table of eight to ten people is a microcosm of the entire
organization, including various departments, interests, and levels of the organization.
 Allow time for conversation. Do not try to speed things up.
 Emphasize conversation, not presentation. Except for an introductory presentation that sets
the stage (and even that might not be necessary), do not make speeches.
 Before getting reactions to a presentation, make sure people are clear about what has just
been presented. Solicit clarifying questions before you get people’s reactions. If you miss this
step, people will be responding from their assumptions about what they think they heard,
rather than responding to the actual idea.
 Invite resistance. Real-Time Strategic Change uses a simple technique. After a proposal is
made, each table is asked to respond to three questions: What makes you glad (about this
proposal)? What makes you mad? What would you add (or change)?
 Tell people how you will use this information. And then keep your promises. If you say you
will get back to them within three days, do not miss that deadline.
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Guidelines for Holding a Meeting - The Things to
Include in a Meeting When You Want Input (continued) By Rick Mauer
 Stay awake. Meeting agendas are merely roadmaps. Actual driving conditions will vary. If
it seems clear that people are resistant to something, take time to explore what is in their
hearts and on their minds. I have seen good meetings disintegrate simply because the leaders
felt compelled to get through the agenda in spite of what was occurring in front of them.
 Be honest. If some items are not negotiable, tell people, and tell them why. Do not pretend
that everything is open for discussion if that is not the case. You may take some heat for this,
but it will be far better than implicitly lying to folks.

Through his consulting company, Rick Maurer works with organizations that want to accelerate implementation
of major changes. This article is adapted from his new book, Building Capacity for Change Sourcebook. You
can reach him at Maurer & Associates: 703-525-7074, or visit https://www.rickmaurer.com/ for more resources on
leading change.
Thanks to Credit Today's Outside the Box.

Forum: Question on Handling a Risky Customer
I have a customer; where we currently have them on a small credit limit, open terms. The customer
claims that the small credit limit will not be sufficient for them as we move into the fall. My
problem is that this customer is rumored to be going bankrupt and is asking that I speak to their VP
today about a larger credit line. Since we have already given them a small open line, and I am
assuming that they will bulk at cash in advance over that dollar amount, does anyone have any other
options to possibly avoid "preference". I was thinking standby, but my thoughts are that they will
object to that. Thank you,
Corporate Credit Manager, Global Toy Company

=============
Let them bulk. Stick to the limit and collect over the dollar amount you have established.
Assistant Credit Manager
Manufacturer

=============
Hi: I suggest that you take the position that to increase their Credit Limit/Line, your firm will require
additional security. The additional security could be a Refundable Cash Deposit amount that is suitable
to your firm, an LOC, personal guarantee from a principle of the firm, Deed of Trust on real estate, or
holding the Title on a large piece of their equipment, assuming they have such an animal. You could just
throw out the requirement to them, for the need for additional security, and see what they offer. Of
course they need to offer something that has equal or greater value, for the additional amounts they are
requesting. Good Luck
Assistant Division Manager/Credit, Sign Company

==============
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Forum: Question on Handling a Risky Customer (continued)
If you have reason to believe they are going to be BK, look at your last 90 days of sales and assure that
will be a preference. If you sell after the BK, then you have "New Value" which could reduce the
preference later. Stick to your guns, in the bad economy these days things will be much more difficult
moving forward. Better safe than sorry.
Accounts Receivable Manager
Consumer Products Manufacturer

==============
If the bankruptcy rumor comes to fruition soon (poor choice of words as bankruptcies certainly do not
bear fruit!), you are likely right in the midst of the preference period and need to be careful when
changing the way you do business with the debtor (i.e. changing terms or reducing exposure by
lowering credit line). Cash-in-advance terms, or Net Immediate terms for that matter, are your safest bet
in regards to preference exposure, however, with Net Immediate terms you need to be in a position to
enforce by having repeated orders to leverage against payment of outstanding invoice(s). If various
credit sources reflect negative payment performance or a noticeable trend in that direction, then sit tight.
Other options such as LOC or other forms of security will not work if in fact the customer is in serious
trouble. A personal guarantee is usually not worth the paper it is written on and requires complete
personal financial disclosure for consideration.
My first task when hearing any "rumor" is to make every attempt to verify it's validity and then go from
there.
Director of Credit
Industrial Financial Corporation

==============================
If the customer is headed for bankruptcy why would you would want to provide any credit line to
them? If the credit limit that you have established is too small then you will be just speeding their path
to the nearest attorney; if you provide them with what they want and the company is too weak then all
you are doing is increasing your bad debt. I would suggest, as you said, a standby L/C or no credit line
at all. If the financials of the company tell you that it is a no win situation then you are just titling at
windmills in setting up any credit limit at all. As to the preference issue, in order to claim a preference it
must be payment on an antecedent debt and/or the company must be either technically or balance sheet
insolvent during the prior 90 days. If these issues do not exist then the preference does not exist
regardless of what the trustee attempts contend.
One other thing that I am sure that Sales would not like but if you will be speaking to the VP of Finance
you might want to ask him if he is considering filing bankruptcy. You did not sate if this was a public
company but if it is and he will not answer the question then you certainly have your answer. The CFO
of any public must be truthful or he can be held legally liable under Sarbanes Oxley.
Credit Exec
Global Farm Supplies
Thanks to Credit Today's Senior Credit Executive Forum.

“This and the above informational articles were provided by Credit
Today”
To learn more about subscribing to Credit Today, check out
their web site at www.credittoday.net
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(Partners)
Need credit card payment solutions for your business? Whether large or

CHARGE FEES…TSYS will help. Contact the Association at

small, TSYS has the customized solutions to fit your business needs. BCMA

262.827.2880. We’ll put you in touch with a representative that will assist

partners with TSYS because they are focused on creating more value in our

you. TSYS was named to Ethisphere's 2013 World's Most Ethical Companies

client relationships than ever before, and their voice has emerged as one of

List!

the most trusted in the payments industry. This true spirit of partnership, and *NACS Credit Services, Inc
the accompanying understanding that our success is determined by our clients’ success, infuse everything we do. Whether you’re LOOKING TO BEGIN
ACCEPTING CREDIT CARDS, or LOOKING TO LOWER YOUR CREDIT CARD SUR-

*Pennsylvania Association of Credit Management
*The Business Credit Management Association Wisconsin

Phone: (262) 827-2880
Web: www.wcacredit.org

Contact Us
Darryl Rowinski CCP, CPC X222
President & COO,

Gail Venne, X223
Credit Reporting
Group Administrator

Membership
Director of Professional Service Firm
Solutions

Patty Hughes X227

Recovery Specialist

Chrys Gregoire X221

Credit Reporting

Administrative Support
General Questions/Information

Dianna Rowinski X225

Data Transmissions

Director of Education
AP/AR

Group Services
E-Commerce
Credit Reporting

GOT AN IDEA?

Annemarie Breske X231

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 BCMAEditor@ CreditToday.net with your idea!

Recovery Specialist
Resume Referral Services
Employment & Outsourcing Services

2017-18 Board of Directors
Executive Committee:
Chairperson
Penny Conaty CCP, CPC, CBA
President
Darryl Rowinski CCP, CPC
Counselor
Adriana Sertich CCP, CPC
Director Emeritus
Wayne Crosby, CCP, CPC
So Many ways that you
connect to The Association

Directors:

Abe WalkingBear Sanchez
Davy J. Tyburski
Rob Lawson
Stu Sturzl, CCP, CPC
Barry Elms
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UPCOMING INDUSTRY CREDIT
GROUP MEETINGS
FEBRUARY 8, 2019
Electrical Suppliers Industry Credit Group,
Brookfield, WI

FEBRUARY 12, 2019
Regional Paper & Packaging Industry Credit Group
Teleconference Call
Fine Paper/Graphic Arts Industry Credit Group
Teleconference Call

FEBRUARY 13, 2019

FEBRUARY 19, 2019
Building & Construction Materials Credit Group
Milwaukee, WI

FEBRUARY 20, 2019

Plumbing & Heating Industry Credit Group
Delafield, WI

Minnesota Electrical Product Suppliers Group
Brooklyn Park, MN

FEBRUARY 14, 2019

FEBRUARY 22, 2019

Metals & Industrial Suppliers Credit Group
Book of Reports Only
Food Suppliers Industry Credit Group
Madison, WI

Construction Industries Credit Group
Appleton, WI

FEBRUARY 26, 2019
WI/IL HVAC Industry Credit Group
Rockford, IL

FEBRUARY 15, 2019
IL Fine Paper Industry Credit Group
Lombard, IL

FEBRUARY 27, 2019

FEBRUARY 18, 2019
Western Electrical Suppliers Industry Credit Group
Book Of Reports Only

Food Service Supply Hospitality Industry Credit Group
Brookfield, WI

2019 Education
February 12

April 23

"Debt Collection & Deduction Management" Webinar

"Proofs of Claim & Trading Claims" Webinar

March 26

May 16

"Anatomy Of A Fraudulent Transfer Litigation" Webinar

"Smart Credit Policies That Improve Collections"

April 11

Webinar

"The Art Of Getting Paid—Quickly!" Barry Elms full-day
Seminar

June 18
"Equipment Finance Issues & Bankruptcy" Webinar

CHECK OUT OUR CALENDAR FOR MORE UPCOMING EVENTS.
YOU CAN TRUST THE ASSOCIATION TO ASSIST IN COLLECTION RECOVERY FROM YOUR
DEBTORS ANYWHERE IN THE WORLD.
LET THE ASSOCIATION HELP WITH EMPLOYMENT OPPORTUNITIES.

