
Welcome to the February 
edition of our newsletter. 
We hope everyone enjoyed 
the holidays. In our holiday 
card we mentioned our 
charity for 2015 was again 
Toys for Tots. We made a 
contribution to that worthy 
organization on behalf of 
our clients and the pro-
ceeds from a “50-50” raffle 
which was held at our holi-
day luncheon. Our employ-
ees also donated some 
great toys. We have in-

cluded a picture of some of 
our White Plains office em-
ployees who participated in 
the toy collection. 

Whether you are rooting for 
a long winter or early 
spring we have a cartoon 
for you! Thank you for your 
continued support and we 
welcome any comments or 
suggestions you may have.   

Dennis Casey 

Vice President 
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Special points of interest: 

Complete Paper Trails to 
Boost Debt Collection 

10 Questions to Ask Before 
Deciding to Sue a Debtor 

Post Judgment Remedy 
Tactics and Strategies 

13 Habits of Exceptionally 
Likeable People 

The 2015 predictions: 

Never mind the "bold" predictions 
such as a sharp rebound in oil 
prices (didn't happen); oil below $25 
a barrel, plus a minimum wage 
hike (neither happened); or the S&P 
500 blowing past 2,300 (nope). 

What did happen: 

Some things came true, some didn’t. 

Across the U.S. unemployment fell 
to 5%, but it didn't spark wage in-
creases or inflation. In fact there was 
so little evidence of inflation that the 
Social Security Administration was 
unable to give recipients a cost of 
living increase. 

Oil prices drifted around, but noth-
ing dramatic. No return to 2014 
highs, but no cratering into free-
gasoline-for-all status. 

Similarly nothing dramatic in 
the Eurozone economy. Also, no 
rocket ride or crash and burn in the 
Asian economy, just continued sus-
picion of China's official numbers 
and the never-ending fretting over 
Japan's. 

A wobbly domestic GDP was down 
a hair in the first quarter, up in the 
second, and up a bit in the third. 

And what no one saw coming: 

No matter what pundits and prog-
nosticators tell investors, there were 
some things nobody could predict.  

The rise in global terror attacks: 
mass killings in Paris (twice); a Rus-
sian jetliner downed; and bombings 
and bloodshed in Beirut; Ankara, 
Turkey; and across Africa. 

Volkswagen caught in a massive  

emissions cheating scandal. 

The Syrian/European migrant 
crisis. 

A slew of twists in the U.S. presi-
dential race. 

A major shakeup in Social Secu-
rity benefits, ending the "file and 
suspend" strategy. 

Bottom line, when clients come in 
looking to blow up a tried-and-
true, patient investment strategy 
because of "what's going to happen 
in 2016," you can remind them 
that nobody really knows. Focus 
on the long term. Be patient with 
the process. And beware of those 
who say they know exactly what's 
going to happen next. 

 

Source:  Transamerica Corp 

BE WARY OF FINANCIAL PREDICTIONS FOR 2016 



Page 2 

A new International Association of 
Commercial Collectors, Inc. (IACC) 
survey, “What I Wish My Clients 
Knew, What I Wish They Told Me,” 
suggests that by closing any gaps 
in record-keeping and consistently 
following credit and collection pro-
cedures, commercial creditors 
would eliminate some of the big-
gest obstacles to collection. 

IACC electronically administered 
the survey to its members – all of 
whom are commercial collection 
professionals - in October. The 
goal: Identifying actions commer-
cial creditors should and shouldn’t 
take to ease both in-house and 
third-party collections. 

Nearly 37 percent of survey re-
spondents chose missing records 
as the greatest barrier to success-
ful debt collection.  

Two Collectors are NOT Better 
than One 
“At times, more than one collec-
tions professional is working the 
same account because a client isn’t 
familiar with, or isn’t following, the 
Triadic Rule,” Joe Batie said. The 
Triadic Rule is the collections orga-
nizing principal that says a credi-
tor contacts a collection agency, 

and the agency will bring in an 
attorney if necessary. 

However it happens, it never 
makes the process go more 
smoothly. “One person could be 
demanding payment in full, and 
then someone else calls and agrees 
to a protracted payment arrange-
ment,” Batie said. “Of course debt-
ors are going to go for the pro-
tracted agreement even if they have 
the ability to pay in full. The fre-
quency of debtor contacts by mul-
tiple collectors not aware of the 
others’ efforts can also result in a 
harassment complaint,” he said. 

Establish a Credit and Collec-
tions Course. Follow It. 
Good record keeping is important, 
and so is good planning. 

More than half of the respondents 
– 51 percent – said creating a 
credit and collections procedure 
and sticking to it was the single 
most important thing clients could 
do to clean up receivables. 
 
Debts are More Like Bread than 
Wine: Fresher is Better! 
One-third of respondents urged 
clients not to hesitate too long, 
ranking “use your agency at the 

appropriate age of delinquency” as 
the most important piece of advice 
they could give.  

Most companies’ invoices allow a 
30-day payment term, called net 30. 
Typically, companies make no col-
lection contact until between 31 and 
40 days, and do not issue a final 
demand until between 90 and 120 
days have passed. Policies often say 
at that point, the company will turn 
an account over to a third party 
collector, but they often don’t.  

By making sure their companies are 
not missing the record-keeping and 
procedural steps identified in the 
“What I Wish My Clients Knew, 
What I Wish They Told Me” survey, 
“Creditors can both increase the 
rate of successful in-house collec-
tion and make a greater percentage 
of those debts that ultimately reach 
third-party collection recoverable,” 
said IACC President Tom Brenan, 
who is also president of Altus. 
“Sharing the results is in line with 
IACC’s commitment to helping not 
only our members, but our mem-
bers’ clients, through education in 
best practices.”  

Source: News & Notes from IACC 

COMPLETE PAPER TRAILS TO BOOST DEBT COLLECTION SUCCESS 

10 QUESTIONS TO ASK BEFORE DECIDING TO SUE A DEBTOR 
You placed your claim with a col-
lection agency. They’ve done their 
best to collect, but the debtor just 
isn’t budging. They tell you that 
your only option is filing a law suit. 
That’s going to cost you some out- 
of-pocket expense for court costs 
and possibly non-contingent suit 
fees. 

 ABC-Amega’s Vice President, In-
ternational & Corporate Quality, 
Robert Tharnish, suggests you get 
the answer to the following ten 
questions before making this im-
portant decision. 

1.  Is your claim large enough to 
sue? 

2.  Is the debtor still in business? 

3.  If the debtor is not a corpora-
tion, is there an address where 
Service of Process can be made? 

4.  Does the debtor appear to have 
sufficient assets to satisfy a judg-
ment if one is awarded? 

5.  Does the attorney (or your col-
lection firm) have any previous ex-
perience with the debtor? 

6.  Is the debtor disputing the ac-
count? 

7.  Can you supply sufficient docu-
mentation to substantiate the 
debt? 

8.  Has the debtor threatened to 
file a counter claim (also called a 
countersuit)? 

Convergent Commercial Quarterly 
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9.  Will you be able to supply a 
witness if one is required? 

10. Do the costs involved warrant 
filing a law suit? 

Conclusion 

To determine whether there is a 
likelihood of obtaining a favorable 
judgment AND collecting it, care-
fully consider the answers to each 
of these 10 questions. If you’ve 
been utilizing the services of a pro-
fessional collection agency and/or 
attorney, they should be able to 
guide you to the decision most fa-
vorable to your company. 

 Source:  ABC-Amega, Inc. 
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There is a saying in the collection 
industry that “it is easy to obtain a 
Judgment – the hard part is satis-
fying the Judgment.”  In reality, a 
Judgment is simply a piece of pa-
per.  It is an Order from the court 
confirming that a debt is due and 
payable.  The Judgment gives the 
creditor the right to pursue reme-
dies to satisfy the Judgment.  Ac-
cordingly, there are a number of 
weapons in our arsenal that we 
can use to secure payment for a 
client to satisfy a Judgment. 

 Each state has its own rules about 
the specific Judgment remedies 
available to a creditor.  Some of 
those remedies are Bank Garnish-
ments, Wage Garnishments, Asset 
Attachments, Sheriff’s Auctions, 
Debtor’s Examinations, and Judg-
ment Liens.  More are available in 
some states, and less in others.   

 Most of our clients are unaware 
that, after a Judgment is rendered, 
a 30 day period must elapse before 
it becomes “Final.”  When we gen-
erically refer to a Judgment, we 
mean “Final Judgment,” which is 
necessary before the remedy phase 
can begin.  It is always a good idea 
to make copies of the checks used 
by a debtor as a reference source 
for garnishment.   

 If a Judgment is obtained against 

POST-JUDGMENT REMEDY TACTICS AND STRATEGIES 
an individual resulting from per-
sonal liability, a wage garnishment 
can be effective, but please bear in 
mind that if a debtor is working for 
wages, there will usually not be 
substantial cash flow to make a 
significant difference towards satis-
fying the Judgment.  In some 
states, wage garnishments are not 
allowed, while in others, a debtor is 
allowed to keep a very large per-
centage of a paycheck as a hand-
to-mouth stipend.   

Asset executions follow when a 
Writ is issued, and the sheriff is 
directed to seize all non-exempt 
property at the debtor’s location 
and hold it for sale.   

 A debtor examination is a court-
supervised process of having the 
officers and principals of a com-
pany testify under oath regarding 
the company’s finances and assets.  
The court allows a Judgment credi-
tor to subpoena financial records, 
inquire about bank accounts, ex-
amine tax returns, and specifically 
probe into balance sheets and op-
erating statements.   

 In itself, “Recording the Judg-
ment” is a collection weapon.  In 
states where allowed, when the 
Judgment is recorded, we have 
your attorney convert it to a 
“Judgment Lien.”  This means that 

there is a Judgment Lien placed on 
all property in the debtor’s name in 
the county where the debtor is lo-
cated.  This also includes property 
that would be in the name of a 
Judgment debtor corporation.  A 
creditor then has the right to fore-
close on the “liened” property; how-
ever, one must be careful here.  
Typically, there are lien holders 
ahead of you and most of the time, 
those Lien holders are “secured.”  
It is a mistake to think that a 
Judgment lien elevates an unse-
cured debt to a secured obligation.  
One must remember, once unse-
cured, always unsecured.  Nothing 
changes the category of a debt.   

 You have the right to have a Judg-
ment Lien satisfied; however, if the 
party holding the Lien takes the 
initiative, should there be a short-
fall after assets have been liqui-
dated, then it is the responsibility 
of the party initiating the action to 
satisfy, in full, all secured parties 
of record that hold a superior posi-
tion.  Many times it is best to allow 
the Judgment Lien to remain in-
tact.  This means that if property is 
sold, regardless of your unsecured 
status, the seller, being of course, 
the debtor, would have to satisfy 
the Judgment Lien in order for the 
buyer to receive “clear title.”   

 Source: Williams & Williams, Inc. 
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COLLECTION Q & A 
 Q: What is an assignment for the benefit of creditors (ABC)? 

 A: An assignment for the benefit of creditors is filed in state-level courts and is an alternative to filing Chapter 7 
Bankruptcy in the federal-level courts. The actions are similar as the assets of the debtor are transferred to a third 
party (usually called an assignee or trustee) whose function is to liquidate them and make pro rata distribution to 
all outstanding creditors. 

 Although it may not be spelled out that a distribution from the assignment for the benefit of creditors constitutes 
full payment to a general creditor and could also eliminate the avenue of giving the creditor the right to proceed for 
the balance, the fact is that it frequently does end up being the only payment to general creditors, especially if the 
debtor is a corporation and its assets have been exhausted. 

 There are several advantages of an assignment for the benefit of creditors, but two in particular stand out. First, it 
is usually less expensive than filing a formal bankruptcy proceeding in the federal court. Second, it generally re-
sults in a greater dividend to the creditors involved. 

 The main disadvantage is that in many cases the creditors do not have an opportunity to review the debtor’s fi-
nancial records.       

Source: Commercial Collections Corporation of NY 
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A military machine talks how to face life's chal-
lenges. 

At the recent NAILBA (National Association of In-
dependent Life Brokerage Agencies) conference in 
Orlando, We had the pleasure of hearing Rob 
O’Neill speak. You may not recognize his name but 
we’re sure you recognize his affiliation: SEAL 
Team 6.  

According to O’Neill, to be successful in anything 
the first thing you must have is people skills. Ba-
sically, you have to be able to get along with those 
you work with, including subordinates. “No one 
wants to work for a jerk,” O’Neill said. The second 
thing you need is to know the difference between 
over-planning and being prepared. The third thing 
is learning to take emotion out of the decision-
making process. “The initial reaction is probably 
the wrong reaction,” said O’Neill. “Don’t react, do 

LEADERSHIP LESSONS FROM SEAL TEAM 6 
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13 HABITS OF EXCEPTIONALLY LIKEABLE PEOPLE 

  
 
 
 
 
 
 
 
  

Too many people succumb to the 
mistaken belief that being likable 
comes from natural, unteachable 
traits that belong only to a lucky 
few—the good looking, the fiercely 
social, and the incredibly talented. 
It’s easy to fall prey to this miscon-
ception. In reality, being likable is 
under your control, and it’s a mat-
ter of emotional intelligence (EQ). 

In a study conducted at UCLA, sub-
jects rated over 500 adjectives 

based on their perceived signifi-
cance to likeability. The top-rated 
adjectives had nothing to do with 
being gregarious, intelligent, or 
attractive (innate characteristics). 
Instead, the top adjectives were 
sincerity, transparency, and capac-
ity for understanding (another per-
son). 

We did some digging to uncover 
the key behaviors that emotionally 
intelligent people engage in that 
make them so likable. Here are 13 
of the best: 

1. They Ask Questions 

2. They Put Away Their Phones 

3. They Are Genuine 

4. They Don’t Pass Judgment 

5. They Don’t Seek Attention 

6. They Are Consistent 

7. They Use Positive Body Lan-
guage 

8. They Leave a Strong First Im-
pression 

9. They Greet People by Name 

10. They Smile 

11. They Know When To Open 
Up 

12. They Know Who To Touch 
(and They Touch Them) 

13. They Balance Passion and 
Fun 

 

Source:                                
American Lawyers Quarterly 

Experience is the hardest kind of teacher.  It gives you the test first and the lesson afterwards. ~ Unknown 

respond.” And the fourth, 
and probably most impor-
tant is, no matter what, 
never quit. “You’re not 
having a bad life, you’re 
having a bad day,” he 
reminded the crowd.  

As we face challenges and 
unprecedented demands 
on our time, we must be 
prepared to fight, learn to 
perform under fire, always trust our people, and 
most importantly for the year ahead, never, ever 
quit. 

 

Source:  Lifehealthpro.com 
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ON THE LIGHTER SIDE 
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BRAIN TEASERS 
 Unscramble the words below 

1. Tdbroe  ____________________________________ 

2. Ritcde  ____________________________________ 

3. Ionclceoslt ____________________________________ 

4. Itcelcroo ____________________________________ 

5. Uyrckanbpt ____________________________________ 

   **See answers on next page** 



Founded in 1961, Convergent Commercial has been a leader 

in the commercial receivables management industry for over 

50 years.  

Convergent Commercial Mission 

To use our talent, technique and technology to maximize the 

value of our clients’ receivables through respect for the debtor, 

effective collection/call center management, high ethical stan-

dards and strict adherence to applicable laws, regulations and 

policies.  

925 Westchester Avenue, First Floor 
White Plains, New York 10604-3540 
914.421.7900   Fax 914.421.7923 
www.convergentusa.com/commercial  
 
Boca Office 
561.862.1701 
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TOYS FOR TOTS 

Answers to the Brain Teasers: 
1.  debtor     2. credit     3. collections     4. collector     5. bankruptcy 


