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What your sales team should 
know about collections

SPRING 2017

So what would you like your sales team to 
know? We asked several of our staff and 
members, and here’s what they answered.

• “Feed the Horse from the Front End’ as 
it relates to establishing a credit culture 
and your collection habits. The longer 
you wait the messier it gets! 

• When we ask the sales team to contact 
the customer about a late invoice, we 
aren’t asking them to demand or “be 
the bad person.” We’re asking them 
to get more information about the 
situation. It’s unlikely they’re going to 
the accounting department, but rather 
the person who purchased the goods, 
which means we’ve gained an advocate 
in getting paid.

• Sales should know that on those 
few occasions when a “sale” goes to 
collection, a vital piece of information  
is knowing what kind of entity they  
are dealing with.  This all starts with  
a quality credit application being fully 
executed and signed, and if you couple 
that with a Personal Guaranty, all  
the better.

• Be clear about what does good credit 
looks like. If we don’t start with the same 
definition, then there will be problems.

• Waiting until 60 days past should not be 
in anyone’s vocabulary. By this time, it is 
becoming almost impossible to collect.

• Our credit policy includes a provision 
that if we don’t receive payment on 
outstanding invoice, the salesperson 
doesn’t receive credit or commission on 
that sale until we do.

• The collections process begins at the 
beginning of the relationship.  If we have 
a less than perfect customer, we work 
with the sales team to provide other 
options to do business with the customer 
such as personal guarantees, joint check 
guarantees, mechanic’s liens and letters of 
credit. By working together upfront saves 
us time and energy on the backend.

Do you have any thoughts you’d like to 
share? Let us know at Maggie@nacmheartland.
com and we’ll print them in the summer issue of 
Heartland Headliner.

As a NACM Heartland member, you’ll benefit 
from the combined expertise of Vantiv and 
UTA. Our partners provide NACM members 
with exceptional benefits and many custom-
designed features that make card payments 
more attractive to your customers and more 
profitable for you. Here are some of the 
companies we’ve helped: 
 
Savings: $4,100 
Annual Card Volume: $400,000 
Single Location Manufacturer 

Savings: $40,900 
Annual Card Volume: $4.5 million 
9 Location Steel & Building Materials Supplier 

Savings: $440,000 
Annual Card Volume:  $250 million 
Multi-Location Electrical Wholesale Company

CONTACT US TODAY for a FREE 
consultation and fee analysis. To make an 
online request for your consultation, visit 
info.vantiv.com/NACM.

MAY

5.3 Alternatives To Bankruptcy: The Impact on Trade Creditors 

5.8–8.25 Accounting Online Course

5.8–8.4 Business Law Online Course

5.8–8.4 Credit Law Online Course 

5.11 Webinar: Doing Business in Italy 

5.15–8.13 International Credit & Risk Management Online Course

5.17 Webinar: Artificial Intelligence in the Credit Department 

5.17 Webinar: Tips for Controlling Legal Costs 

5.18 Webinar: Doing Business in Argentina 

5.19 CREDIT 101 - Final Lunch and Learn 

5.22 Webinar: Article 9 of the Uniform Commercial Code:  

 A Beginners Guide to Secured Transactions

5.25 NACM Heartland Construction Meeting 

5.25 Webinar: Leadership Webinar Series - Thinking Strategically 

5.29 Certification Exams: Applications due for the CBA, CBF and CCE  

 July 24th nationwide exam test date 

JUNE

6.10–6.14 Certification Course: Business Credit Principles,  

 Gaylord Texan Resort & Convention Center

6.10–6.14 Certification Course: Financial Statement Analysis 2: Credit and Risk  

 Assessment, Gaylord Texan Resort & Convention Center

6.11–6.14 121st Annual Credit Congress & Expo, Dallas, Texas

6.11 Certification Exam Date: June 11, 2017 -  

 Credit Congress, Dallas, Texas

6.19–6.29 The Graduate School of Credit and Financial Management®  

 (GSCFM®) Campus of American University

6.20 NACM Heartland Board of Directors Meeting 

6.22 NACM Heartland Construction Meeting 

JULY

7.12 Webinar: Smart Credit Policies Improve Collections

7.19 Webinar: Conquering the Challenge of Overridden Credit Decisions 

7.24 Certification Exam Date: July 24, 2017, Nationwide

7.26 Webinar: 2017’s Economy - Where Are We after All That? 

7.27 Webinar: Leadership Webinar Series -  

 Building Relationships with Key Stakeholders 

7.27 NACM Heartland Construction Meeting 

Calendar of Events

MEMBER RETIREMENTS  
ANNOUNCED
 

Congratulations to Bonnie Millard of 

Lumbermans Drywall and Roofing Supply 

on her upcoming retirement.  Bonnie is a 

long time member of NACM Heartland, 

the Construction Credit Exchange group, 

as well as former member of the NACM 

Heartland board of directors. 

Also, best wishes to Sharon Powers 

from Farmers Cooperative Company who 

retired at the end of March.
SAVE THE DATE

NACM MEMBER CREDIT CARD 
ACCEPTANCE PROGRAM 

NACM Heartland  
Annual Meeting
Wednesday, September 13, 2017

MORE DETAILS TO COME

The sales and credit departments are often at odds about credit and 
collections, yet they don’t have to be. Conflicts can be avoided through 
clear communication and establishing a culture that benefits both 
teams because in the end you’re both working towards the same goal: 
a successful bottom line.

Bartlett and Company LP

WELCOME NEW MEMBER
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Kevin Quinn  
Named Interim COO

In cased you missed our earlier 
announcements, long-time NACM Heartland 
member Kevin Quinn has agreed to serve as 
our Interim COO. 

As we announced in the 
winter newsletter, Kevin 
recently retired from Key 
Cooperative as credit 
manager and the NACM 
Heartland board.  In 
addition to his own credit 
manager experience, 
Kevin served on the 
NACM National board of 

directors. We are pleased he really wasn’t prepared 
to retire and expressed interest in joining the NACM 
Heartland team.

“NACM Heartland provides tremendous value to 
credit professionals at all levels, and I am excited 
to be continuing to be part of the team,” said Kevin 
Quinn. “I look forward to working with Bill and 
Maggie to gain a better understanding of the inner 
workings of our association.”

Bill Croyle, our long serving COO, will work to 
transition a number of responsibilities to Kevin, 
as well as his credit exchange group activities 
throughout the next few months.

“To continue to remain relevant to our members, 
it is important to inject new ideas and energy into 
an organization. With Kevin’s background and 
enthusiasm to ensure NACM Heartland provides 
value to our membership, we know he will do 
just that,” Croyle said. “As we work through the 
transition process, it gives us the unprecedented 
opportunity to look at how the association works 
and how we can better serve the membership.”

 If you would like to welcome Kevin to the 
organization, he can be reached at 888.222.1447 
or kquinn@nacmheartland.com.

A Fresh Direction  
for NACM Heartland
As you may have noticed in the past couple of weeks, NACM 
Heartland has adopted a new logo. This new logo and complete brand 
package is the result of a collaboration among all the NACM affiliates.

Led by the Chief Operating Officers, the past year has been all about minimizing 
confusion and driving consistency, unification and results throughout our 
organization. We are excited to share our rebrand story with all of you. 

“This is a big step,” said Jay Snyder, CCE, ICCE, NACM Chairman, “The 
nationwide unification of the NACM brand will drive consistency and growth for 
our Affiliates and National. NACM is a great organization, which I believe can have 
even more impact on today’s credit practitioners. I’m excited to rally around the 
new branding, and see what’s ‘next’ as we continue to serve the credit community.”

While we have begun using the new logo on our marketing pieces, we are working 
to fully implement it across our online and print publications. We expect to be fully 
compliant by early fall.

“This recent drive for unification and consistency within our organization is 
powerful,” shared Bill Croyle, COO of NACM Heartland. “Telling one consistent 
brand story nationwide solidifies our position as leaders in the credit community 
and brings clarity around our offerings. I look forward to the full adoption of our 
impactful new brand identity.” 

Recent Bankruptcy Reminds 
Disasters Can Happen 
Unexpectedly

In February, several NACM Heartland members received 
a harsh reminder that sometimes bankruptcies can 
occur out of the blue.

Perhaps, in hindsight it wasn’t as unexpected as it seemed.  The large 
high-value crop farm filed for Chapter 7 bankruptcy in February, but 
even last fall there were rumors there might be trouble amiss. However, 
according to media reports, the owner dismissed the rumors as just that, 
even though the region had been going through a number of challenges 
including an unusual weather pattern.

In March, the owners met with the creditors and listed $49.7 million in 
debts and $10.3 million in assets. About 10 percent of the outstanding 
debt is owed to more than 200 unsecured lenders.

So what might have been done to prevent losses? Maybe nothing.  As the 
NACM Heartland and ICE staff examined the ICE database for clues, we 
saw no risk alerts or notices that indicated that anyone saw this coming. 
In fact, the day before the news broke, the business was scoring well in 
the database. However, once the news of the filing broke, the credit score 
fell quickly, and a risk alert was sent to set the stage for others to save 
dollars hopefully through right of offset or calling back shipments not yet 
delivered – a true benefit of the ICE database tools.

This story is also a good reminder for you to:

• Review your credit policies to ensure you aren’t overextending credit 
without proper guarantees.  

• Remind your sales team about your policies.
• Have procedures in place to monitor accounts for any unexpected 

activity or high levels of outstanding debt.

NACM Heartland 
Host Ag Conference

As our members prepare for the Midwest growing 

period, it is critical to anticipate future trends 

as customers begin to purchase supplies and 

equipment on credit. Sometimes that’s a little 

easier said than done. To help provide some 

clarity, on March 2, we invited Dr. Alejandro 

Plastina, Iowa State University Department of 

Economics, and Mike Naig, Deputy Secretary 

at Iowa Department of Agriculture and Land 

Stewardship, to provide insights into what we can 

expect for the upcoming growing season. 

Overall, both experts led a lively 

conversation that led to the conclusion: 

expect more of the same – 
so buckle up! 

Kevin Quinn

ICON

VERTICAL

HORIZONTAL

Three Members Awarded Designation
Congratulations to the newest Credit Business Fellows (CBF):

The CBF is one of six professional designations NACM members can earn. It is an academic and 
participation-based designation, which illustrates that achievers are knowledgeable about and 
have contributed to the field of business credit by first having earned the CBA designation,  
as well as having completed additional course work. The CBF signals competence in business  
law and credit law. 

For more information about professional certification,  
contact Maggie at Maggie@nacmheartland.com or 888.222.1447

Patrick Merrill 
The Gavilon Group, LLC

Connor Larson  
Helena Chemical

Jeff Kifer
Mi-T-M

FOR MORE INFO


