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BOOK REVIEW

What is Your Credit and
Collection Game Plan?

GET P.A.L.D. A GUIDE TO GETTING PAID FASTER
(AND WHAT TO DO IF YOU DON'T)

By Robert S. Bernstein, Esq.

2007, Business Credit Publications, LLC.,
Pittsburg, PA,

212 pages

$34.95 hardback, $19.95 paperback

Effective credit and collections requires that
you have a well thought out game plan that
not only addresses day-to-day contingencies,
but also sets in place alternative recovery
strategies in the event an account reaches
the “red zone.”

Collection Attorney, Robert S.
Bernstein, Esq., clearly spells out all the
policy issues you need to address and the
tools you need to acquire in Get P.A.1.D. A
Guide to Getting Paid Faster (and What to Do
if You Don't).

Over the years a number of comprehen-
sive credit and collection manuals have been
written. While useful as desk references,
none of them are anything you would keep
on your night stand.

In contrast, Get P.A.1.D. is not the most
comprehensive guide to collections (it
doesn’t even have an index), but it has two
very important components all the others
lack:

1. Itisbuilt around a theme, and as such
provides a framework within which the au-
thor discusses what we are trying to accom-
plish as credit and collection professionals.

2. Because of this framework and the
authors light touch with serious topics, this
book is not only readable, but entertaining.

In other words, the author has a message
toshare, rather than just information. In fact
Bernstein has many messages to share, and
he gets his points across by telling stories
and relating “for instances.” The typical
credit and collection manual, in contrast,
provides an extensive compilation of infor-
mation, but it’s a skeleton without any flesh.

The Acronym
The skeleton that Bernstein fleshes out uses
PAID as an acronym that loosely outlines
the credit and collection process: Prepara-
tion, Assessment, Implementation and
Defense.
This acronym is a little contrived, and
the author’s Get P.A.1.D. Business System
closely resembles, in name, the GETPAID
Software trademark, but the two have no
relation. In any event, the acronym provides
a useful mnemonic device to help credit
pros keep the entire credit and collection
process in perspective.
= Preparation: Establishing rules and iden-
tifying tools sums up this starting point.
Included in the discussion are the credit
application, credit agreement, credit
enhancements, and formal credit policies.
In other words, here are all the things you
need to address before you start handling
credit transactions.

= Assessment: Credit evaluation and risk
mitigation come next. Here you have
credit application processing, periodic
account reviews, and some very good
suggestions underlining the importance
of detailed, accurate invoices.

< Implementation: Collection strategies
and procedures necessarily follow the
extension of credit. The need for a
formalized progression of collection steps
as part of larger collection strategy is
stressed.

= Defense: Several chapters are devoted
to defensive measures, those actions that
come into play when a customer turns into
a debtor. A Potteresque “Defense Against
the Dark Arts” might have better captured
the essence of the chapters that address
last steps, third-party assistance and bank-
ruptcy. This is obviously one of the
author’s strengths, more about which we
will explore shortly.

The Checklists

One of the other useful features of this
book is its checklists. A good example
is contained in the following table (this
list can be found on pages 120 and 121
of the book). Bernstein notes, “If three
or more of these questions are answered
‘Yes,” regroup and try a new strategy.” He
then goes on to explain, “The first six
danger signs hold out hope that the
debtor is still in business, but avoiding
his or her creditors. The second five
are more serious and require more

Warning Signs That You May
Need to Change Your Collection
Strategy

1. Is the owner or responsible party
never able to come to the phone?

2. Are telephone messages not re-
turned?

3. Are telephone messages returned
promptly, but without a payment
commitment or new information?

4. Have new orders ceased or slowed
to a trickle?

5. Does the customer harass your staff
with unfounded complaints and
arguments?

6. Do annual credit reports show
evidence of legal suits or judg-
ments?

7. Has the telephone been discon-
nected?

8. Is mail being returned?

9. Is certified mail unclaimed?

10. Has the debtor moved?

11. Have you received a bank-
ruptcy notice?

drastic steps.”

Bernstein then suggests three
alternatives you can take when it is
apparent an account has moved into the
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danger zone:

= Redouble your internal collection
efforts,

= Advance the timetable for referring the
debtor to a collection agency,

= And lastly, seek legal assistance.

Nearly half the book is devoted to
dealing with customers that have entered
Bernstein’s ‘red zone.” And this is where
Bernstein’s experience shines through,
deftly describing the legal landscape in
terms any neophyte should be able to com-
prehend. His ‘Defense Against the Dark
Arts’ clearly certifies him as a collection
wizard.

Red Zone Defense
When collection efforts shift from mainte-
nance activities to recovery tactics, you
need to always be on the top of your game.
Missed opportunities can be lost forever.
To help you get the job done, Bernstein
identifies “10 Strategies for Ratcheting up
the Pressure.”

The first three are particularly note-

worthy because they fall outside of regularly
accepted practices, and as such could get a
credit pro into hot water, even if employed
inadvertantly. They are:

1. Insider Reports — These are data sources
that supply personal cell phone numbers and
other private information, which you can
then use to reach debtors that are otherwise
unreachable.

2. Questionable Collection Tactics -
Hardcore collection firms may employ dirty
tricks, disruptive tactics, and other activi-
ties to get a debtor’s attention. As in the
Godfather movies, these actions are always
“business, not personal.” Though not nec-
essarily illegal, Bernstein does not recom-
mend any of these tactics, nor would any
other reputable collection firm.

3. Pretexting — Obtaining information
under a pretext, or in other words, false
pretenses, is illegal under the Gramm-Leach-
Bliley Act. In some cases this is how Insider
Reports are compiled. Bernstein warns
against incorporating any fraudulent activi-
ties in your recovery efforts.

The other seven strategies are more
pedestrian and include discussions about
the use of credit enhancements, collec-
tion agencies, and collection attorneys.
In the final analysis, Get P.A.1.D. does
not read like a book written by an attor-
ney. That is a credit to the author, and a
key to the usefulness of this tome.
Employees who are new to the credit and
collection will find this an excellent
introduction to the profession—you might
want to make it required reading for new
hires.

Experienced credit pros can also
benefit from Get P.A.1.D. Though they
may not find much that is new within its
covers, they will doubtless appreciate the
framework and perspective Bernstein
provides. At least it won’t put you to
sleep, and it very well might wake you

up.

Editors note: For more information about
the book and Robert Bernstein, click on
www.getpaidsystem.com. []

EMPLOYMENT HIGHLIGHTS from www.CreditJobsToday.com

Director of Credit/ Credit Risk
Barbachano International Inc.

Up to $125,000

Los Angeles

The director of credit will develop and
manage all risk management functions in-
cluding reporting, forecasting and analy-
sis for asset quality. Will be directly
responsible for creating credit policies and
procedures relating to our financial prod-
ucts, in order to maximize sales and cash
flow by managing acquisition risk policy
as well as portfolio segmentation, model-
ing validation and marketing criteria. B.S.
in statistics or mathematics or similar. Bi-
lingual English/Spanish. 2-4 yrs working
knowledge/experience of lending, collec-
tions and credit risk. Exp. in a manage-
ment or director capacity. Exp. in
consumer lending and credit cards.
Computer, analytical and quantitative
skills. At least one year’s exp. using SAS

software. Written and oral comm skills at
all levels, field staff and peers. Ability to
multitask and manages day-to-day interac-
tions with Ssles, project team members and
outside vendors. U.S. work visa sponsor-
ship and relocation assistance will be con-
sidered. Contact: barbachano@bipsearch.
com

Credit and Collections Supervisor
The Mergis Group

$40,000 — $48,000

Miami, FL

Business degree preferred. Stable work
record. 3+ years credit and collections ex-
perience, 1+ year in a recent leadership ca-
pacity. Reports to the managing director.
Must be effective communicator, natural
leader abilities with high level of integrity.
Excellent work ethic, gains trust and respect
easily. Team player with attention to detail.
Result driven and deadline sensative. Abil-

ity to work at a high pace with ease.
Immediate need. Send resume to
sandrakennedy@mergisgroup.com

Collections Specialist

MedServe Inc.

$38,000

Bellaire, TX

Completely manage a large portfolio
of accounts. Daily collection calls to
past-due customers. Verifying accounts
by reconciling statements and transac-
tions. Two years commercial collec-
tions a must! Some college coursework
preferred. Affiliation with NACM a
plus. Visit www.medserve. com. Ph: 713-
580-4013: Fax: 713-580-4007

To post a job or see our listings of
credit and collection jobs, visit our
website at www. CreditJobsToday. com
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