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NOTR CIRSS NO eXRM
NO NOTeS THEREFORE.
YOU CAN MARKS
YOURFOTTINGS




THIG 16 R WORKSHO?P




Qet us kenow each other
R few words about myself




INTRODUCE YOURSEIF

Ry preliminary comments
on our collection situation




RTTEMPTTHESE FRCTES QNG

What was our sale last year?
And the year before?

What is our monthly sale?

What is our timely collection?
What is our credit limit?

What is our outstandings?

What is our borrowing?

What is the interest rate? 7.




MWe malke more and more sales

Why?

MNWe want to and we lenow how to.

We know the importance
We have the training.

MWe have the skill
and we have the will




000

0000
0000
Can we say the same thing 0oo

about collection?
Rre we collecting well?
Well enough?
Why?
We are handicapped.
1 gquess that we want to

but may not quite know how to.
We have the will.
Not the needed skill?
Did we have the reqd trg?

THIC W/S 1€ TO F111.THEe SR?P



Why more and faster collection?
/ What will it do Por us and Por our company? For
our reputation
and for our companys growth?




We may also have
organisational constraints —
ongs that come in the way of

timely collection.




RIM

To upgrade our knowledge
and skill in the area of collection of outstandings




We are doing a good job
against many odds
We deserve full credit.




R e QUSSTIONS
1s good good enough?

Rre we comfortable?
What is desirable?

What is feasible?
Will every rupee-in matter?




WMLITBe eENFOYARBIC?
‘The joy of collection

Bill into bill into thrill



Will it be beneficial?
We need money to pay our bills
otherwise. we have to borrow
at current interest rate




We need money
to pay for our growth




OUR CHRUIENGS HERS.

How to collect a little better

How to collect a little more

How to collect a little faster
How to collect a little smoother



Qales can happen
Collections
we have to male happen




Can we learn from others?
Can we learn from ourselves?




Rre we salling well?
The answer depends upon
what we mean by a sale.
s it a kutcha sale or a pucca one?




Qiemens story, o

WHAT IS
A COMPLETED SALE?
Orders booked?
Goods delivered?
Bills submitted?
Money collected?
Partially? Completely?
Nett money realised?

Collection at optimum cost
completes a sale



We are here to together
reflect. consolidate.
explore. revise and thereby
raise the collection status




Who is responsible for collection?
Who can influence collection?




What sale?
What collection?
What per centage in time?




How much due?
Rs a X of sale? In amount?
How much borrowing?
How much interest?
How cash starved/liquid?
How is it affecting our reputation
and the company's health?



How many customers?

How many credit customers?
How many overdue customers?
How long overdue?

How much we have lost on each?
How much we lose each day?
R days delay means

Usable information




FRCTORS RFFECTING COUSCTION




©conomics of collection
Qociology of collection
Psychology of collection
Ctrateqy of collection
Politics of collection
Mechanics of collection




“THREE 'KeY ceCreTs
Of SUCCESS
Of R BUSINESS




?7?




CRSH
CRSH
CRSH!




CRSH - OXYGeN OF BUSINGSS




CRSH FOR SURWIVAL
CRSH FORIBROWTH

Where does it come from?
The sales piec — economics of collection
1t is provided by
the last ? 'Pcrccntagp

Collccting 98/
is thereflore not enough

if we wish to survive and grow



1 we don't get 100X in time
what are the implications?




SSSENCE OF COUSCTION M

To get

our money

in our pocket
in agreed time




Collection is
the cruy of sale.
collccting in time that is

KNOW SOME TRICKS
AND
WORK THOSE TRICKS




Data power
% we kccp our records the conventional way. namely.
over 45 days/60/90/180.

they only help us to feel bad




Malee it collection-oriented




DRTR

Dutstandings
by customers
by deals
How much lost already
on each transaction
and how much losing each day?




Have use-oriented data.
Who are the R type customers?
And who B type?

And who C type?

Basis. Not gross sales
but net payment in time




000
0000
0000
o000
R-type customers %
pay in time
and their percentage is 20?
B-type pay after due date
with much effort
from our side
and they are 70%
C-type does not pay
for a long. long time

and they "kill’ us




RIM

1 o prograssively
increase the size of R type

2. o upgrade the B to R type
8. o aliminate the C type from the credit category




AMM
To get paid
in full
on time
at least cost
without
losing valued customers




©xamine current practices
Qome of them are bringing
the money in time
And some of them are not
Qat us review which is which
and why is what




FRCTORS AFFECTING
TML1Y CONSCTION

Controllable by us -
controlled by us
and not controlled by us
Not controllable by us

Recepting it
or struggjing with it




How to enlarge the results q

We know ( what and how) we do
We know and we don't
We don't kenow and we try
We don't kenow nor try



Use ASK power.
We ask for orders.

Why not ask for money?
Our money?




SOME SUNDLIINES

Be salactive in giving credit

Have a clear contract
Do your part
Make your paperwork pucca
PRemind in time
Facilitate payment
Rct in psychological time
Renegotiate iff needed
Monitor

Collect in time




@xercise your rights
Be pleasant but persistent

Prevent. Cope. Fight
Collect the last pie — in time




Collection
is everybodys business
R1] of our colleagues should have been here.
@very one affects
the performance in this area.
Racuest needed help




ACTION PIAN




SeTh GORL




PIAN CO1ISCTION
PERFORMANCS/ RCHISUSMENT
THS THRI11L.OF ACHIBVSMENTCOUSCTION
1S NeT
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