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Ad sales can’t benefit the bottom line until the payments are received. Renaming the credit
and collection function will help to shift internal perceptions about its importance to the
success of the business.
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By Mary Collins

TWMewsCheck April 15, 2011 5:44 AWM EDT :

If “wou want to appreciate how important your collections department is to the success of your D E V L | N

business, just ook at the accounts receivable (AR) number on your balance sheet. That's the advice

of Abe WalkingBear Sanchez, founder and president of the consultancy AR Management Group. D E S I G N

WalkingBear Sanchez, also a founding member of the International Profit Center Credit Group, says

the importance of collections departments is often overlooked because their location on the G R&U P

arganization chart is as a cost center as opposed to a profit center. N ddgtv o \
AL the risk of employing an over-used metaphor, credit departments are the Fodney Dangerfield of : BFDHdCﬂSt Bl

I EEE URCEE T

mary media company arganizations; they get no respect. In an article appearing in the Marchiapril
issue of MFM's The Financial Manager magazine ( TFM), WalkingBear Sanchez provides a numhber of
suggestions on how to create some respect for the credit and collections function and explaing why it's
important to do that.

CLASSIFIEDS

Story continues after the ad

Featured Listings
LOCAL SALES MANAGER-NORFOLKWVA
WhYEC-Belo, Morfolk, WA MORE

tation, Financial,

Television Correspondent - Long Island, N

ales and Internet WABC-TY, Lang Island, NY MORE
anagement General Sales Manager
WhBF-TW Raycom Media, Inc., Myrile Beach, 5C
MORE

888-426-3900
General Manageln

Morthwest Broadcasting, Inc, Spokane, W
MORE

In most companies, YWalkingBear Sanchez ohserves, ad sales reports are typically high on the
business meeting agenda, while any collections focus is only on the amount of bad debt and OS50
(days sales outstanding — ie., the average AR turn-around time).
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He further suggests that renaming the credit and collection function will help to shift internal
perceptions about its importance to the success of the business. " The term 'credit and collections' has
become burdened with a negative connotation. It's come to suggest a control-and-enforcement

function ... as one CEO put it 'the ugly stepchild of accounting™ WalkingBear Sanchez recommends A L
focusing on the major components — and goals — for each half of that term. For example, renaming a
credit application 2 "new customer infarmation form® would help to reinforce its fundamental role in 3

2 g THE MARKET
pending sale.
Moreover, renarming the process recognizes the company's broader investment of time, money and SYMEOL LAST CHANGE (%}
effort to support a purchase based on payment at a later date. Mo one likes to be rejected and 4 Nasdaq 260294 +87.43 (+3.48%)
rejecting a potential credit customer wipes out the account rep's investrment in getting that potential # NYSE 743818 +288.47 (+4.03%)
custormner to the_pu:nnt where he or she wants to buy, " That situation may well.result in c_reatmg 2 4 S&P 500 123915 +43.96 (+3.68%)
long-term negative remembrance for the customer — one they may share with others in the form of
negative word-of-mouth advertising," WalkingBear Sanchez warns.
This shifting of perception can also help credit managers to appreciate their importance to the sale. Ertter symbal for quotes. news, data m
"The goal of credit approval should be to find a way to say "yes," to accommodate profitable sales
while remaining confident of payment, via terms and conditions of sale,” he notes. » Symbol Lookup
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While we give credit and collections equal billing in describing the function, WalkingBear sanchez
points out that the collections process actually involves the smallest percentage of past-due
custarners. The vast majority of past-due customers will pay, and there is often a good reason why RATINGS
they hawve not paid within terms.

- ights, ¢ 18-49 for 115z 29, 201
With this in mind, he suggests there should be two primary goals for in-house past-due AF Ovetnights, adults 18-49 for 11 29, 2011

management. The first is to keep credit customers current and buying and the second invalves the 1. 3.8/10 . & 1.74
early identification and control of that small percentage of past-due customers that represent 3 7 FOX  3.18 5 2 154
. - . r it

potential for loss.
3. w 238 6. [ET 072
"Collection agents and attorneys deal with debtors, while in-house credit and AR people deal with

customers,” he says. "Father than being called "collections,’ the in-house past due AR management
effort is rmore apthy described as the 'completion of the sale.! " * Broadcast Primetime Ranking, Weekly

» Broadcast Primetime Banking. Season

In the course of dealing with past-due customers, the credit and AR people become aware of marny

. . . . . # Top 25 Broadcast Shows
areas of Dppm‘cumw for IFFI[IIFEIH-’EFI"IEFI’[. N our mdustw, one of the common issues cited tl“_-,-“ the customer I :

is a hilling discrepancy between the order placed by advertiser or agency and the actual invoice. * Top 25 Syndicated Shows

hWembers of MFM's BCCA subsidiary hawve been very effective in synching up the terminology used on

insertion arders and invoices to prevent many of the commonly encountered discrepancies. REVIEWS OPINIONS FEATURES

A5 Walkingbear sanchez observes, the most expensive work dong in business is a "re-do”, we can

loweer the cost of doing business and improve customer relationships by avoiding the same problems Glenn Garvin

in the future. By Using these measures to redefine the AR process, the whole cycle of sales arder to Fos's f Hate My Teenage Daugliter. a sitcorm

cash to re-arder is maﬂaged to its fullest thEﬂtiEL "That turns a cost center into a perit center,” he about single moms rothlessly manipulated and

S5avYs. biallied by their kids, is trashy, cruel and
inappropriate. [t's also likely to turn into your

Continued on page 2... favarite guilty pleasure if you give it half a
chance. Some viewers — maybe a ot of them —

2 || Next & will find the show's brand of hurmor heartless or

wiorse. But the show, underneath its crusty

""====-—-___q_‘_:=___ exterior, is anything but cold-blooded.

GET STORIES LIKE THIS EVERY DAY IN YOUR INBOX. e
CLICK HERE TO SIGN UP FOR TVNEWSCHECK E-NEWSLETTERS AND ALERTS. %m Alessandra Stanley
Scott Turow’s ntocent, a sequel to Presumed
Innocent hegins THT's Myestens Mowie Might It's
TEIQS Mary Collins credit and collections  Abe WalkingBear Sanchez an improbahle plot setin a rather tame,
domesticated version of Turow's fictional Kindle
Comments (1) - Post a comment County, a little like the Chicago area. It's not the
stuff of a high-stakes action-adventure movie.
Ken Thomson posted 4 days aoo Reply | Report Butit's a cleverly wrought mystery that fits well
an the small screen, helped by a strong cast
What an interesting aricle. The credit function is, indeed, an arm of marketing and sales. Sales people have to and diminished expectations.

gualify buvers, as do credit departments. The potential customers that sales peaple produce likely cost a lot to
fbring in. And they represent progress toweards monthly sales gquotas. The concept of a more positive term for the
iredit Application makes great sense. And if, in fact, a potential customer has to be turned down, based an the
facts presented, it has to be done in a way inwhich you endeavor to win the turned-down customer to your
perspective and way of thinking..

Hank Stuewvelr

With just a slight shift in context, Rodgers and
Hammerstein's beloved musical The Saunc of
Music — something almost everyone likes,
except, famously, the late film critic Pauline Kael
— can hecome a creepy exercise in enforced
cheer. Intended ar otherwise, this seems to be
the murky subtext of Sarah McCarthy's The
Soumnd of Mumbai: A Miusical airing on HBOZ,
a fascinating if unsatisfying documentarny that
profiles some [ndian street children who are
chosento sing sondgs from The Souhd of Music
with an orchestra for a one-night performance at
an elite Mumbai concert hall.
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Drandd Hinckley

AL an American master of the one-liner, Woody
Allen knows the old truth that half as long is
often twice as good. Attoo many points in the
FBS's Woody Alfen: A Documentary that
thought comes to mind. That's a shame, too,
hecause it's a solid production, funny and
infarmative with plenty of good stuff. For
hard-care Woody Allen fans, A Documentans
wion't feel excessive. It will feel fascinating and
insightful. Those with a little less devation may
occasionally glance at theirwatches.

Mike Hale

All-American Musfim, TLC's new eight-part
reality series, chronicles the doings of some
Arab-American families in Dearkborn, Mich. All
those profiled are on their hest behavior, and the
show is so focused onteaching that it goes for
long stretches withoot entertaining. It's also
hoticeahle that through the first two episodes,
wehile there's abundant discussion of
differences and discrimination, there's none at
all ofwar and politics and terrarism, leaving you
towonder whether that's a reflection of reality or
anaother part of the producers’ bid to tamp down
possible controversy.
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