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Running Bear – Tips 

WINNER:  

Lori DiBatista from York Central Hospital 

1. Be persistent with persistency!  Without being harassing, optimize your rights to call, send 
letters or email a delinquent account so the debtor knows you won't stop until the account is 
paid. 
 
2. Don't give up on collection calls that seem certain to end up write offs.  You may be surprised 
at the end results.  Before a collection call, have options for payment plans or settlements 
ready.  You can pull a horse to water AND make him drink by making it seem that you are 
working with it compassionately.   
 

 

OTHER GREAT CONTRIBUTIONS: 

Asma Khan, Royal Trust: 

Review who you have on speed dial.  Instead of your husband, wife or Mom, maybe it should be 
that accounts payable person at Nortel. 
If you don't use it, maybe you should?  
 

 

Marcel Wiedenbrugge, Consultant, Netherlands 

''A lot of things can be said about do's and don't in collections, accounts receivable or credit 

management. In my life I came across many people (customers, colleagues), excuses, issues, problems 

and solutions. If I look at the big picture, I conclude that in the long run effective collections are based 

on seven components: 

1) relationships 

2) communication  

3) collaboration 

4) trust 

5) performance 

6) consistency 

7) flexibility 
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These components cannot be seen separately: they are strongly intertwined. Besides, these seven 

factors do not only apply externally (customers, stakeholders / suppliers), but also internally (your 

colleagues - from several departments - and systems / procedures used within the company).  

 

Leslie Ann Squirrel, Sands Bulk Transport 

 

I believe that opening up the lines of communication between the sales department and the 
credit department and management, via a weekly/monthly meeting to ensure that everyone is 
on the same page and working towards the same goal is a very effective tool. 
 

 

Denise Connell, Jeld-Wen 

 

Networking - I have gained valuable experience by getting to know other Credit managers and 
sharing experiences that have been very beneficial.  
It is also great to get to know the other Credit people in your industry who share the same 
customers. You can validate information and see if he is paying others but not yourself. 
 
Great place to network are credit groups, Credit Institute conferences and seminars, etc...... 
 

 

Marsha Ackerman,  

 Some of the things that we do is to openly talk about those clients that are giving us difficulties.  
We will talk about steps we have already taken and then others will offer ideas to try to collect 
monies more quickly.  Also, if we have gotten to a point where the client is no longer talking to 
their assigned collector, we will have another person call.  This will give the appearance to a 
debtor that their account has been escalated to another level with the collections dept (even if 
there is only 1 level!).  Hearing a new voice on the phone to collect on a debt seems to work 
really well. 
 

 

Christopher Hoang (A personal favorite, you’ll see why   

 

I have three tips to help your team hit the collections target.  
 
1. Sign up to receive Tim's Tips emails. Tim always seems to have great advice and puts it in a 
very fun and unique way.  



 

Running Bear – T. R. Paulsen & Associates Page 3 
 

 
2. Share Tim's tips to your team. They'll think you're a genius.  
 
3. There are many ways to improve your collections techniques. No matter how long you've 
done it, there's always someone that can show you their very own unique and effective style. 
Be open minded and try what others are doing. You will probably come up with another new 
idea of your own.   
 
I trained others in collections and found that my training had to be adjusted and shortened 
significantly in order to leave room for individuality and creativity. 
  

 

Kathy Stewart 

 
Follow up and close! 
 
Go back through the files.  Followup on all those previous phone calls, letters, faxes, etc. 
 
We have a tendency to phone & send letters, but procrasinate on the followup. 
 
While you're following up, be sure to get a commitment.  BIF or PTP. 
 
 
 
 
 

 
 
 


