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COLLECTION COSTS
Can I add the costs of collecting an overdue account to the debtor’s total to repay? 
This is a common question we get and the answer is pretty simple.

As long as your customer was made aware that they would be liable for any collection costs for unpaid accounts BEFORE they ordered products or services then you are within your rights to add the costs to their account.

A signed contract between you and your customers is always best business practise, however, including a collection costs statement on your quotes, invoices, statements or on a notice at your reception will also suffice.
REFERRALS
Do you have associates that have a need for competent and prompt commercial (business to business) debt recovery services?
If so, refer them to us and for the month of April 2009 we will reward you with a credit on your account of $50 for every successful referral.

SHOULD WE CREDIT CHECK POTENTIAL CLIENTS?
YES!
With the recession biting the financial strain on NZ businesses is taking its toll.

With many sectors reporting a downturn in sales it is more important than ever to ensure that the accounts that are still coming on board are going to be good payers.
If you are approached by a customer that you know has been traded with a competitor – do ask yourself why they are changing suppliers….
In order to assess a potential customer’s credit worthiness you must have their permission to run a credit check and the best way to do this is to have them sign a contract which allows you the right to do so.

Make sure you also run credit checks on the personal guarantors.
Most debt collection agencies can obtain this information for you, or if you have a regularly high number of new accounts to process join up with a credit reporting agency such as Veda Advantage and obtain reports directly.
Either way, the costs are miniscule compared to the potential losses you could face by not doing them
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FIRST IN FIRST SERVED
It is also a good time for putting account receivables processes in place if you do not already have policies or procedures in place. 
There are an increasing number of tardy payers out there who will stretch out payment as long as they can get away with it.
Don’t let your debtors treat you like an overdraft facility!

If you make threats of collection action make sure you follow through on those threats or you will not be taken seriously.
Do not be afraid to ask for proof of certain excuses and remember that the older the debt becomes the harder it is to collect.

COMMISSION RATE
Please note that as of the 1st April 2009 new debts placed with us will be charged a flat rate of 20% commission.
This is only a slight increase and the first since March 2007.

We still remain more competitively priced than other agencies and of course continue to provide our unbeatable prompt and personalised service.
The Clement Crew
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