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CPI: Light to the Future

Congratulations, Marlene. Your articles for the 2002-2003
Education Manual are very “enLIGHTening.”

It is with pride that we have so many of our members ready to
step up and write an article for the education of their fellow
members. The articles are varied and of interest to a broad
spectrum of our membership.

As this is the year of LIGHT, we want all of the members to be a
LIGHT, by being a mentor, bringing in a new member (remember
there are rewards), or submitting a new idea for CPI and our
future. We are all the future of CPIL

I think this manual reflects the following quote:
“You cannot hold a torch to light another's path,
without brightening vour own. " Author unknown
Continue the
Leadership  Integrity Growth History & Teamwork.

WHary o Halars, ceesmoes
Tuterwmational Dresident




The 2002/2003 Education Manual

I used to be a bit blasé about the Education Manual. It wasn 't until this
year when | was responsible for it that [ came to really respect the work
and dedication it represents

Thank vou to the Education Committee and especially to the authors.
OF the 14 articles, 11 were written by CPI members and the other three
by peaple we had heard speak at CPI events. So, this 1s truly your
manual.

You will find a variety of topics 1o appeal to the many segments and
people in our industry. Some will help in your business, such as
collections, customer service, privacy act and protecting your
company's assets when customers declare bankruptey. Others will help
in your personal life, such as facing downsizing, buying a house,
lobbying your legislator, senior planning. overcoming obstacles,
budgeting and selecting & tenant who will pay the rent. Another,
*Marketing CPI", will help in promoting membership growth in your
local association.

Here is the tool to assist your association in planning excellent
education sessions and 10 help illuminate the “CPI: Light To The
Future™

Marlene Wilcox, CCCE
International First Vice President



Making Collection Calls Count

By Broan Warkin

O the many duties in an ofTice, there 1s one that can strike fear wnto the hearts
and minds of credit and collection people more than anv other calling and
asking for money! The goals of this presentation are 1o allow the collector a
better way of asking for pavments, iy 1o achieve a higher degree of success in
getting payments, get larger pay:
mind 4 better way of dealing with collection calls withour leaving 3 negative
impact on their attitude toward this pant of their joh

In this article, we will cover some very specific seripts thal can be applied as
genetal guidefines in vour own phone efforts. Before we get tnio the details,
it’s important we have a foundation of understanding as to what works and
what works best without belithing and embarrassing your customers. Many
different tactics work in an office and this aruicle 1sn’t meant to exclude any of
them. However. for office personnel that do a large volume of collecnon calls,
s imporant 1o know what works BEST

First, a quz! Answer each True or False.

| The credit policy m my office should never be blamed for difficulties the
customear may be having with us regardimg payvments, payment plans. etc.

2. Itis best to tell the customer how much they need to pay for a menthly
plan.

3. Ttis best to tell the customer that you'll sccept “cven $5 a month™ to keep
their-account n good standing.

4. When talking with a customer who is in default. it is hest to control the
conversation by getting right to the point and telling the customer what is
aceeplable and what 150’1, not Tetting them get & conversation started and
gettimg you off-track



5. Asking questions and then pausing while an uncomforiable silence occurs
is a very effective way to control the conversation.

Quiz Answers: |1 arc false. 3 is true. Never blame another person in your
office for problems, blame the office policy. It is best to ask and allow people
{o answer, and it 1% not as effective telling people what to do or demand they do
something No one likes being told what to do. but we all feel better abowt
having a say m what we are doing.

We will begin by examiming six points that are the foundation to a success(ul
collection call

#1. TWO REASONS PEOPLE PAY. There are two appeals tor payment. the
first is 1o Pride or Honor. and the second 1s 10 Anxiety. You should always
appeal 10 the first before the second, and the second should always fulloww the
first,

Appeal #1— Pride or Honor: Simply put, this is reminding people of their
obligations and the benefits for keeping them. Most people pay thetr bills
because it's “the nght thing to do,” they signed 3 contract, or they recognive it
is their duty to pay, This can go a long way toward getting payment and
keeping the customer. If asking for money is difficult for you, ask them Lo
honor their promises, agreements, or obligations

Appeal 2 Anxiety: This is never a threat, simply a promuse of things to
come. This is the ultimate end of their sccount with you if they fail 1o keep it
current. If a person doesn’t pay, then something negative will happen next,
such as being wmed 1o a collection agency, neganive credit reporting, filing a
bawswit, wnit of gamishment, eic.

Peaple will pay their debis because they know they should, or because
something had happens if they don’t. Find the reason for your customer, and
then make it part of your eall.

#2. NEGOTIATE DOWN, NOT UP. You can casily negotizte a payment
plan downward, but it is difficult if not impossible to negotiate a plan upward
If you ask for the balance on a $1000 account, you may end up with S50 per
moanth payment arrangements. |f you stant with 350 per month payment
arrangements, you will likely end up with 15 payments every other month.
Ask expectantly for the balance, using the “assumptive close” of a good
salesman, and then allow the customer to tell you what they can pay. Think
about the time you walked on a car lot, kicking tirés and looking at prices. The
salesman walks up, says “These are nice cars™ and then asks “What color do
you want?" The assumption 1s you ARE gong to buy the car. we Just need to
figure out what color. A good collector takes the same approach. The customer
is poing to pay the bill, we just need 1o figure out the terms.



#3. WAIT FOR ANSWER. You can control the conversation through
deliberate use of questions or leading statements and then allow the customer
to fill in the blank. Allow that uncomforiable pause to end ONLY when the
CUSTMMCE answers your question. I they ask another question. or fail 1o answer
your question. restate vour guestion and WFA, You will be surprised at the
affers made by the customers in these situations, usually more than you'd
expect. They are also more likely to keep these arrangements since it was their
idea.

The power of WFA cannot be underestimated. Allow people o tell vou what's
going on in their ives and with their finances. Don’t assume you know what
they can pay. Let them tell you what's going on and what they think they can
pay. and give them at least one opportunity 1o lie to you, You will be in 1 better
posihion to negotiate when vou have more of the facts and you are the one
goang more than hall way inan effort to get this resalved. Reinember, no one
likes beng told what they must do. but we all like inventing idcas that solve
problems.

A4, HOW - WHEN - WHAT. Make these statements in the ¢lose of every
call, and repeat them ot every opportumity

HOW much they will pay
WHEN it 1s due on your desk or in your office (not in the mail).
WHAT happens next

Remember, you must know the file information before making the call. If this
15 your first conversation, expectantly ask for payment m full, regardless ol the
amount owed. 1T the person lzughs. or says thev can't pay it all now. ask:

*How short of the balance are vou?” or “What can vou pay?”

Close each and every call with these thres ftems (HOW WHEN WHAT).
repeating them if necessary.

A few other phrases that will be helpfl in identifvmg with vour debtors and
customers are I understand” and “feel . felt. found™. Whao among us doesn’t
know what it’s like to have more month than menesy? We have all been there g
lime or two, and so we can relaie 1o the people we are dealing with, “Yes, Mr,
Customer, | understand what you're going through 1"ve been there mys¢ll and
know exactly how hard 1t can be.™ It's incredible how barriers are broken down
when the collector and debtor are able to relate to each other on a personal
level. “Mr. Customer, | know how you feel. | felt the same way when T was
going through an ordeal. But here's what | found out: 1f you make an effort to




pay...” This tvpe of statement allows the collector to seem like a real person, if
it is genuine. You do not want to come off as a slick snake oif salesman, so
don’t manufacture emotions. Be yourself. Be honest and try w0 help people
learn the life lessons vou already know.

#5. OFFER POSITIVES. Try to offer a positive for every negative, Sonie
positives might be “keep vour account in good standing,” “keep this account
from my manager’s desk for review,” “Build good faith in our office.”
“prevent this account from going to a collection agency, “prevent this actount
from going to small claims.” “establish a good credit rating 1n our office,” and
sivon, There are always positives 1o offer, and you want 1o take every
appuortumity (o give them away. A collector who only threatens negative, says
negative, and offers negative will not last long m their job. will be sour most
nights when they go home, and will not be as productive as they shoubd,

#6. IT'S NOT MY FAULT. People snll ask me questions about how | hold up
emotionally doing collection work, They tell me it must be difficult and
draining to continually be dealing with negative people about money they say
they don’t have. | huve developed a simple answer: “It's not my fault they
didn’t pay their debts.” Why should the debt collector be made to feel like the
‘bad guy 1n this transaction? Every client that has ever hired my company has
told me the same thing: “1f these people would simply be honest and make an
effort, we'd never turm an account over for collection.” Amazing 1o think that
an entire industry could be put out of business if people took that approach
with their creditors. The power w stay out of the collection cyele is there for
most people, ifthey choose to ke advantape of i 1178 not the collzetor's fault

people don’t pay asagreed.

MNow we are ready to look at some script examples to help your calls beé mare
effective.

Group 1 - First Call or Contact

“Mr. Customer. my name 15 and I'm with . I'mealling
in regards to your account with our office. The amount due is § N
nced to know when you are Zoing 1o get that paid. ™ WFA

Group 2 - First Broken Promise Calls

“Mr. Customer, | understand your situation nght now. 1'd be happy to work out
a financial plan to get this resolved in 2 tmely manner, as you have promiscd
before. If we can get this resolved today, | can keep vour account in good
standimg i our office. Will vou do that? WEA

“Your payment was duc last week/month. When will you be in 1o get your
secount curment™ WEA




"l can send vou another statement this month, but I still need last month’s
payment and this month's payment to get your account current ™

Group 3 - More Broken Promises

“You have been a good customer with us for quite some Lime. and | want o do
everylhing possible for vou. but our office policy states that accounts past due
this long must be sent to our collections department (office manager
administrator, doctor, ete ) Wil you get your account current and keep it in
wood standing”™™ WEA

"Mr. Customer, vour account with our office is in serous default My only
aplion is 1o lurn it over to our office manager (collections, administrator, ete.)
for final review, You can avoid that by making = pavment of § Loday ™
WFEA

“After full review of your sccount. you have left me no alternative but to send
this account to our collection agency 1 it 15 not pa:d m full (brought current) by
tomaorrow, Ts that what you want me 1o do™ WEA

"Our affice policy 1s 10 tum aceounts this far 1 arrears o our collection
#gency. What can you do to keep that from happening?” WFA

Group 4 - Closing Comments and Control Comments

“Mr. Customer, | understand what you're saving. and under the circumstancies
I'think the pavment plan you offered will work fine. [ look forward to vour
paymenlofS (o be here in my office on the _ cor 'l need 1w refer
this'account 1o (manager. agency, ete.)”

“You have owed this balance for — months pow, and all you've given
me are broken promises. On  vou promised pavments of . and
didn’t make them. and apain on you promisad pavmenis of §

and didn't keep that promise either. If this account is not paid in full by the end
of this week/month. it will be referred to (manager. agency, etc. )™

“What do you want me 1o do™ ( This question can get you 1o the botom line
quickly!)

“Iam willing to work out a payment plan 1o help you but vou must follow
through on vour promises.”

D ———




Seven Factors to an Effective Collection Call

| - Ask for payment in full

2 - Remember, 1t is casier to negotiate downward.

3 - Repeat HOW, WHEN. WHAT in the closing of cach call,
4-WIA

5 - Let people know what 1s expected of them through the office policy and
conversations.

3= Don 't take 1t personally when people don't pay
T Always follow through on vour promises

Happy collecting!

Abour the autheor

Arian Warkins i a graduate of Butte Falls High School in Southern Oregon,
candd has antended Orepon Instinite of Technology and Rogue Community
Crillege. He has completed the Schofield Course of Smidies through Meody
Bible Jnstitute in Chivape. He nas earned nationad certification as a Certified
Collection Agency Exvontive, has served ay President of Medford Credit
Prafesstonals fnternationa! 4 fimes and Presudent of Grants Paxs Credin
Prafessionals fmternational 3 fimes, He 6 curvently Membership Chatrman for
the Chregon Colledtary Associativn, President of the Credit Association of
Oregon, and Editor of its newsletter.

Brign began with Sowtherm Oregon Crédit Service. Inc. over 1 vears ago as a
Client Services Representative. He was promoted and served as Director of
Client Services for eight vears. He opened and managed the Granis Pass office
Jor nearly two vears before being promoted to vice president in 1999 Brian
recemly completed the purchase of SOCS and s niow owner and President. He
frequenily speaks abowut cradic and collections ar high schools, calleges,
Frofessional associafions. confercnoes and sernars.

fricn has been married to his lovely wife Demse for over 14 veary amd enfoys
spending rime with her and their four bequriful children,
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Downsized! Merged! Going Out of Business!

8By Arleen Bedingfield

No matter how long we have been on the Job and no matter how well
established our emplover 15, sub-consciously we all fisar one day it will be
announced “We are downsizing™ or “We have merged with™ or “We are going
out of business.™ What then”

FEDERAL LEGISLATION

There are two federal laws designed to protect andor assist workers whe are
facing layofTs. The first is the Workforee Iny estrment Act (WIA) which
mandates that every state must have 3 program to estublish 4 one-stop cenier 1o
advise and help dislocated workers. The second set is the Worker Adjustenent
wind Retraiming Sotice (WARN)

WARN offers protection 1o workers, their families and comniunities by
requiring emplovers 1o provide notice #40) days mn advance of covered plant
closings and covered mass layoffs. This notice must be provided to esther the
atfected workers or their representatives {e.g., & labor umion), 10 the staze
distocated worker unit. and to the appropnate unit of the local government, In
general, employers are coverad by WARN if thay have 100 or more
employees. not counting emplovess who have worked less than 6 months in
the last [2 months and pot countmg emplovees who work an avernpe of less
than 20 hours a week. The benefits of the act are available to emplovers faciny
a layolT of 15 or more individuals orany size plant closing.

Services Available for the Employee:
Stress Management

How to obtain Unemployment Insurance
Financial Management

Lahor market information

Job search and resume preparation
On-site employer sponsored resources
Other community resources
Readjustment Services

Retrainmg Services

Services Available for the Employer:
Information on the WARN aa1

Assistance for legal and regulatory. requirements
Assistance in developing a lavolf plan

Il




Help in establishing effective employee-cmployer commurication
Ideas for minimizing the emotional effects of the layoff

STEPS YOU CAN/MUST TAKE

Al the first sign of job loss. plan a budget The following items must be
considered: Cash on hand. monthly living expenses, sources of mcome, job
search cxpenses,

Fliminate expenses for things you want. but do not need. Ask vourselF, “Will 1
nieed this item within the next three days?" If not. this will give you three doys
1o decide whether you need it at all. Do not take on new debts unless absolutely
necessary. All family members should be made aware of the financial realities

Short term budget reducing measures may nclude:

Reduce food consumption (including cating out}

Reduce telephone equipment and use (caller 1D, long distance, call
warling}

Purchase less expensive foods (bulk foods vs packaged or prepared
tood)

Grow your ows food

Ehminate discretionary sxpenscs

Long term measures include;

Arrange with creditors 1o-accept mierest anly payments

Ask creditors about deferring entire payments for several weeks or
months

Utilize equal pavment plans tor unlies

| ease your home to other family members while renting less costly
housimg

Sell that extrs car or trade in an expensive gas gurzler for a less
EXPENSIVE ONE

Sell unnecessary personal possessions

Do not be emberrassed to apply for assistance such as Unemployment
Tnsurance, Food Stamps. Medicaid. SS1 or Social Security assistance
or weatherization

Until vou find a job consider:

L
-
-

Can older children work or can an unemployed spouse work?
Could pan-time work be obtamed”

Could cash values m msurance policies be borrowed against?
Trv not to chip away at vour 301K Be sure you understand the
penalties and tax consequences.

Evaluate copy stock shares - sell? Or remvest?

Consult with credit coungeling services.

If you need cash, consider a home eguity line of credit

'|"'l



SIXTEEN RULES FOR CHOOSING WHICH DEBTS TO PAY FIRST
|.  Always pay family necessities first

2, Next pay vour housing related bills

3. Pay what you must to keep essential utility service

4. Pay car loans or leases next if you really need your car
5. You must pay child support debis

6, Income tax debis are a high prioity

Loans without collatera! are a low priosity

. Louns with |‘|II'|:- houschold B{}D-di collateral are itlso a low Pr'rnn by

9. Panot move debt up in pnonty because a creditor threatens suit

1. Do not pay when you have a good legal defense 1o repayment (1.,
goods purchased were defective or if the creditor 1s asking for more
than it is entitled to,)

1, Count judgments move up in priority but often less than you think

2. Student lvans ure medium prionty debts

13, Debtcollection efforts should never move up a debt’s prionty {debt
collectors do not give good advice)

|4, Threats from collectons to ruin your credit record should never move
up a debt’s priority

15, Cosigned debts should be treated like your other debts

|6 !".cﬁnu:umg 1% rarely the answer (it can be expensive and can _n_‘;ixr
creditors an opportumity 1o seize vour assets)

o=

As voucan see from the List of services WARN offers, there 15 an abundance of
help available. These sarvices have been paid for by vou and your emplover so
ke advantage of them

Readjustment Senvices include assessment. testing and counseling.
development of individual plans, job placement. relocation assistance. Also
available are retraming senvices. These may include: classroom occupational
skills; on-the-job training to qualify for jobs in demand. basic and remedial
education, entreprencunial training and instruction in literacy or English as a
second language.

JOB SEARCHRESUMES

Before starting vour job search, identify jobs that use your talenis and identify
the employers that can use these talents. Ask yvour relatives, contact vour local
employment center, contact emplovers to gel company and job information.
Prepare your resume and cover letters. Plan your time. Wake up each moming
ready for the job of job scarching. Contact emplovers even if they are not
advertising openings and talk to the person who would be supervising vou if
you were hired.

When completing a job application never, never misspell words, ¢ross out
wniling, leave questions unanswered or fail o complere the work history
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section. Be sure 1o be accurate, informative and honest. Sign the application
and emphasize education, taming and volunteensm.

A well written resume 15 a must. How long has it-been since vou updaled
yours™ And, don't shorni<change yourself Your state’s employment centers can
provide assistance in preparing your resume. Companies making large layoffs
can bring in the State to assist or, many times. have a contract with an outside
company that provides this service. Take advantage of this,

In general a resume should include your

Objective: Such as “An administrative assistant with opportumity for growth™
“Entry level position in (specific arca) with oppoctunity Tor growth™ ™A part-
time position with opportunity for full time work.™

Experience or Work History: List your jobs starting with vour most recent.
briefly describing the duties performed. Emphasize the duties important for the
job you are applying for. Focus on your strong points.

Education and Training: Include degrees. scholarships and honors,
Other Activities: Emplovers want to know if vou have a life outside of work.
There are also websites available to assistin resume wnling

When mailing a resume. it must be accompanied by a cover letter, Each cover
létter should be specific to the job and company to which you are applying,
The first paragraph should state the reason for writing: name the specific
position or the type of work for which you are applying and mention how you
learned of the openng. The second parsgraph should explain why you are
interested in working for this employer and why vou are perfect for the job. Do
not repeat the informaneon on your resume. The third paragraph should indicate
your resume 1s ¢nclosed and vour desire 1o mest with the employer.
Commumcate that vou would like 1o set up 2 meeting, meluding a statement or
guestion that will encourage a response. Include day and evening contact
information. Include your address. Wever leave it up to the employer 1o contact
vou. S21 a follow up date for you 1o call them.

THE INTERVIEW

Once vou have been called in for an imterview, be prepared. The more you
know about the job and the company the better prepared you will be. Bring
along extra copres of vour resume. Be on tme! During the interview maintain
good cye contact throughout. Do not be a clock-watcher. Do not discuss illegal
or discriminatory subjects. Be aware of nonverbal body language - firm
handshake. straight posture, no fidgeting. Dress a step above what you would

14




wear on the job. Close the interview with a statement that will reiterate your
best characier traits. If the imterviewer does not offer you the job or say when
vou will be notified, ask when you may call to find out about the poSItON.

After the mterview, be sure to write a thank you for the interview. Review
points brought up in the interview and add ideas you forgot to mention. Mail it
the same day as the interview,

Make each interview a learning experience.

As you can see. the government provides many services to assist you in your
Job search, While you are at the Employment Center, ask to see the Guide for
Occupational Exploration and the Occupational Outlook Handbook. ( These are
ulso available at most public libraries. ) These are publishied by the Department
of lahor and describe:

Work duties for many different occupations

Skills and abilings needed for different types of jobs

How 1o enter an occupation

Where jobs are locaed

Training and qualifications needed

Eamings, working conditions and future opportunities

Job information Websites;
All Internet sddresses begin hitp

Tobrrak - www jobtrak.com
The Monster Board - www.monsterboard. com
Online Career Center - www.occ.com
Career Path - www.careerpath.com
Career Mosaic - www carecrmosaic.com
Headhunter - www beadhunter met
America’s Job Bank - www_adb dni.us
Career Buijlder - www caresrbuildet.com
Caregr Site - www. ciréersite.com
My thanks to the Utah Department of Workforce Services - Utah's Job

Connection. They graciously provided all of the information in this article and
opened my eves 1o the many services available to dislocated workers

Abaur the author

Arieen Bedingfield has worked as a loan officer for Workforce Emplovees
Creelit {nian and maved to Horizon Credit Union as a colfeetion officer tocul
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down on commuting time. She served as Uperations Manager for Chrysier
Financial Carporation, retiring in 1995, Arfeen has held all offices in her local
aisstaelation and is Fast District Presidens of District Nine. She iy currently
President of her local P.E.O. Chapter, Warthy Matron af ker Q.E.S. Chapter
serves as Corresponding Secretary and Nominating Committee Chairman for
District Nine and Bulletin and Reservation Chairman for her incal ussociation.
She and her hushand of 45 vears have two children, hoth of whom teach in
middie schoaols n Uitah

Professional Credit Certification

You've earned il

There are four levels of certification, eamed through a com-
bination of work expericnee, education, credit and’or busi-
ness related workshops and seminars, participation in CPI,
and participation in providing credit education. Send in the
application below with your nonrefundable $10.00 applica-
tion fue.

CPI Certification Program Application

Name
Address

Phone Fax

My check for $10.00 is enclosad.

Please charge to my __ MasterCard __ Visa __ Discover
Credit card #
Exp. Date Signatura

Send application to: Credit Professionals International, 525-B N.
Laciede Station Rd. St Louis, MO 83119, Phone 314/961-0031. Fax
314/961-0040.



Long Term Care and Medicaid Planning
for our Seniors

Ay Sulwann Kewer

As we watch ourselves, our parents, and loved ones grow older and live Jonger,
we must plan for the financing of long term care needs. The loss of the ability
1o bathe, cook and clean for oneself is o life altening event, an event that should
be taken seriously. keeping m mimd the emotional struggles facing older
Americans and ther familics

Ihe financing of nursing home care, n-home care, assisted-living care, and
adult group home care s cutrently paid for by ene of the following or a

comhination thereol® one's own pocketbook, 2 long term insurance policy, o
combination of the two, or by qualifying for your state’s Medicaid progrum,

The cost of self-paying for your own care can range from $1,000 2 month tor
in-home care up to $5,000 a month for nursing home care. Since the life
expeclancy of men and women is increasing. it would take a substantial estate
o afford an average of three vears of nursing home care; and that s noleven
counting the cost of inflation and rising costs of hialth care.

Long-term care policies do help toward covering the cost of long term cage
needs, The policy normally offers a daily benefit rate of anywhere from 590 to
%150, and provides coverage for the majority of one’s care needs. Often, there
is a waiting pertod of 30 to 90 days before the policy starts covering benefits.
Premium amounts are based on the health condition and age at which one
purchases such a policy. Mewer policies offer more coverage than older
policies. When shopming for a long-term care msurance policy, first consull
with a qualified Elder Law attorney for recommendations of companies and
coverage limits. Then read your policy carefully. understanding the coverape
you are purchasing and the circumstances which trgger coverage.

Cualification for vour state’s federal and state funded Medicaid program is
another means by which to pay the cost of vour long term care teeds
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Medicaid. unlike Medicare (which is a federal health care program) is a federal
program designed to pay for the medical expenses of cither: a) low-income
individuals who arc aged, blind, or disabled. or b) individuals age 65 or older
who meet the income and resource tests of the program. States operate the
Medicaid program and programs vary from state to state, but must be approved
by the federal government

For example, in Washington State, COPES (Community Options Program
Fntry System) is a federally approved program which pays for an individual’s
cost of care in their home, at an adult group home, or at an assisted-living
facility. Payment under COPES ranges from $1,200 to $2.400 per minth,
depending on the type of care provided. To qualify for this Washington state
specific program, an individual must medically need the service and be
{inancially elighle. Similar community care programs cxist in most states.
Working with an Elder Law attomey to become financially cligible 1s srongly
encouraged since the financial requirements can be cumbersome and
overwhelming. Individuals with excess respurces or income may not be
eligible for this comprehensive program without ¢xpert legal guidance. making
such consultation even more critical.

Medicaid nursing home benefits (“skilled nursmg facility benefits™) are
available based on the same critenia, the individual medically needs the
services and is financially eligible. Financial eligibility requires that you meet
a two-part test. The first part is the income test and the second part is the
resource test, For example, in Washington State, an applicant must have a
monthly income liss than the governmentally established private cost of care,
plus the monthly cost of medications. A single applicant cannot have more
than $2.000 in non-exempt resources and & marnied applicant and histher
spouse cannot have more than $89,280 in non-exempt resources. While these
figures seem low, an Elder Law atorney skilled in this area of law knows that
certain resources are excluded from this figure such as the home. an
automobile. and some life insurance policies. just w name a few. In addition to
excluded resources, an Elder Law attorney knowledgeable m Medicaid law can
implement techniques assisting an otherwise ineligible client or couple in
becoming financially eligible for these important programs. These techmiques
vary from state to state, and are usually extremely effective in avoiding
impoverishmenl

Although the discussion of long term care can be a conceming topic, seeking
professional advice can alleviate many wormies and provide a knowledgeable
framework from which vou can financially plan for your long-term care costs
and eliminate unfortunate surprses.

About the authar

M Juliann Kocer is an Estate Planning Elder Law attorney servicing clients
in the states of Washington and Minnesota She practices in the legal areas of
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Wills, Trusts, Probate; Guardianship and Medicaid Julie is an gotive member
af both the Washingion State Bar Assaciation and the Minnesora State Bar
Association. Ms, Kocer received her J.D. Degree from William Mirchell
College of Law in St. Paul, Minnesota while simultaneous acting as a Regiongl

Risk Manager for an HMO supervising medical maipractice lawsuits. She is a
frequent speaker on estate plarming and long-term care topics. Ms. Kocer is
an aotive member of the Elder Law Secrion of the Washington State Bar
dvsociation, where she developed the Section’s first gront program. and is alse
a member of the Natwonal Academy of Elder Law Attorpeys

Please note this article 15 intended to be a brief general discussion of this opic
and-should not be considered legal advice. The law vanes from state (o stale,
and every case 15 different. Contact a professional speciabizing in this area of
law should you seek addinonal informalion

G200 Law Offices of Jubann Kocer

I'his article was submitted by Nancy Swaffield, MCE. Nancy has been a
member of CP1 since 1983, She was a member of Seattle CPl and is presently a
member of Everett CPL She was Credit Professional of the Year while a
member of Seattle CPLand held every office. In Everett CPL she was Vice
President and 1s currently an Advisor

Muncy is a past District 10 President and was Distmict 10 Credit Professional of
thie Year. She has been International Charman for Future Planmimng,

Legislauve, Publications and Conference

Nancy owned 2 collection agency m Bellevue, Washmgton for 27 years and is
currently a sales representauve for Pioneer Credil.
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Setting Up Landlord/Tenant Policies

By Polly Lindborg, PCY

| have had the umique pleasure of helping my parents with thewr duploxes since
198Y. Boy, has 11 been an expenence! Thanks to my contacts through Credit
Professionals, | have done a pretty good job of screening and mamtaining oar
tenants. | also started an office for the local Apamment Chwners Association
and was able to get a lot of knowledge form other landlords in the area

| was asked 10 wnite an amele on tenant collections, But first, vou need 10 set
up your tenant screeming policy. 1f vou set up sereening pobicies in advance,
yvou shouldn’t have o do any collections  Check m your ares for an
Association for Landlords. This can be a very useful tool in setwing up your
policies and a place w call with questions regarding anvthing from lenanis
righis o what to do when a tenant defaulis or how 1o get credit reports,. The
one in our arez has been very useful  They, too, have regular monthly
mectings with speakers just like Credit Professionals.

First, let me say this is not how eversone should set up their policies but just
puidelines and examples of how | have set up my own criteria and why,

Set up vour criteria and post it at the umit along with a sign stating the renL
depoasit. limis on occupancy. <tc. This will eliminate people who cannot meet
the eritena. They simply will not call. My criteria are as follows. 1 update
them as things ocour or become relevam
|. Completed rental application for all parties including Social Securnity
numbers and signatures, (Maks sure that you have verbiage on the
application stating you are allowed to run a credit report on them, )
2. Must have good credit. (This will tell you how they pay their bills and if
therr debi is 100 high. )
3. Copres of 2 months carrent pay-stubs or last vear’s ax return if self
employed, all pariies. (A good rule of thumb i% that their income should

child support or "My mom gives me 850000 a month ™)

M)




6.

When

Verifiahle rental history. (Do not hesitate to call for a reference. The
current Tandlord might want to get rid of them and he might not be
completely honest. The second to the last landlord wiil probably be
mare truthiul.)

. Must have worked at job at least 6 months,

Copies of current drver’s license for all parties.

. Mo pets, no recreational vehicles, limit of two cars per amil.

they call, do a phone interview first.  If you ask the noht qualifving

guestions, vou can eliminate some on the phone and avoid wasting your time
running to the unit  Advise prospective tenants of your up fromt rent and
security deposit requirements and other important facts regardimg the rental
that may help determine their eligibility. 1 ask things like:

I
.

. Name and phone number

“How many in vour family?” Our unis are 2 bedroom and can
sccommodate up to four persons. 11 they say there are six people, | just
sy the units are 1oo small.

. *Where do you work?™ (This should give you an idea of the income, i

¢ “MacDonzld’s,” minimum wage and part time or “Boemng.” full
timie with benefits.)

- “How is your credit™ This is where vou hsten and they tell you a bt

about themselves. They wall usually wll you more than you wanl o
kriow. 1f they have collections, ask them for what. 1f111s for utilities, |
will denv on the phone because the local electric company will not
hook up or the phone company will not allow them a phone. (And yes,
1 would like to be sble 1o call if 1 need ) If the collection s for 2
medical incident, then | ask what and when it happened and get a fevl
for what it is all about 1 the collection 15 from Sears or JO Penney’s.
then | assume they 2ot a credit card and just ran it up and didn't pay the
bill. This tells me they got the merchandise but didn’t pay forit. | do
ask if thev are paymng on their collections. 1f they say “'yes.” then | will
probably meet with them. 1f they say “no.™ then | will tell them we
won't rent 1o peeple who don’t pay their balls.

~What is your reason for movimg?” | had one lady call me for a vear
and a half trving 1o get into our units. | finally said 1 was going to be
‘brutally honest. “All | have heard you do is complan about your
current landlord, from changing light-bulbs 0 your refngzrator ni
working and [ will not zent to you because you will probably do the
same with me™ | made her cry. 1 felt bad but she was se cntical of her
current landlord:

If they stumble or cannot answer any of your questions, be leery. They are
probahly trying to hide somethmg. Most prospective tenants want 10 make a
eood impression and are happy to answer your quastions




Once you are satisfied with wour phone interview, then sel up an
appointment o meet with all of them. That way you can see the family,
how they dress, the kind of car they drive, how the kids behave and how
they mteract with each other. Are they respectiul to you? Do they crticize
the wnit? Remember the saving “You Never (et A Second Chanee to Make
o First Impression.”™ This is where you will get your “Gut Fecling.™ Ask
muore questions. Get a feel for who they are.  Explain some of your rules. |
always tell them the rent is due “On or Before the first of the month.” No
bending. If they can’t hve with that then say “Thank vou for your time.”
Remember 10 have your rules in advance o there is no confusion later on,

Have your applications with you or in the umt. Provide a return address
label 20 they can use it as a mail label. Explain to them o Gl n o
completely, with Social Security numbers and signatures,  Credit Bureaus
won't run credit without i, | once had a guy that didn't want to put his
Social Security number on the application because “the LS government 18
getting way to deep into people’s lives” He said he worked for the CLA
and threatened me with & gun. | said, “Then you must not want to rent from
us.” And handed his money back and slammed the door. A< Soon as he was
out of sight, 1'went and got 4 Post Office Box. None of my renlers know
where any of my family lives after that incident

Let them know your process and how long it will take. Find someone w
explain how 1o read a credit report w vou (if you don’t already know). They
can be complicated but opce you get the hang of it and know what to look
for, it’s not that bad. On the report, you will find their previows sddresses
and names; how much debt they have and whether they pav on time. There
could be collections on it There 15 uwsually some indication of what the
collection 15 for: uthines, eredit cards or an apartment complex with a huge
dollar amount that has gone o collecnon. Hown, would you rent o
someone who lefl an apanment owing $3.700.007

Also. a court records search is'a good idea. You can find out about drug
charges. previous fudgments from an eviction and domestic vielence
charges.

Now let’s talk about the collection process:

They've been m the unit and evervthing seems to be gomg along just fine.
Then one month, you haven’t received the rent and it s 5 davs late.
Immediately fill out a “3-Day Pay or Vacate” notice. Make copies. keep
one for yoursell and mail one. drive o the unit and knock on the deor.
Present it 1o someone over the age of 11, If no one is home, tape it to the
door. OFf course, someone will call with an excuse: T have always told my
tenants ‘that, "If 1t looks like you're going to have trouble Pleave




communicate with me.” | am a lot more flexable if they communicate with
me than if | have o go down and knock on the door. 1F yvou don™t have the
rent by the end of the 37 day after serving notice, be prepared to serve o
“20 Day MNotice to Vacaiz™ In Washington State, this notice must be
served by the 10" of the month otherwise they can stav through the end of
the following menth. Then you have lost 2 months worth of rent. DO
NOT LET THE RENT GET BEHIND. You're just asking for trouble
Don't accept anvthing less then the full rent.  Thers will alwavs be an
excuse. Be firm!

Have an attormey standing by, Timing 1s eversthung. 1 vou haven't goten
a response or the money, contact the attomey and set the wheels i motion
for eviction. The attormey will file an “Unlawful Detainer™ with the court,
Check with your atiomey or local apariment assocution (o see when (o
serve the appropriale notices in your stale,

In closing, my best advice 18 1o set your rules and regulation in advance,
be caunous. pay -altention w your “gut feeling” and be firm with your
established policies. Trust me, there is always an excuse about something
and someone who “knows”™ the law better than yvou.  Please be careful and
use some good old fashion “diserete” disecnmination. Good luck!

Abeur the author

Pofly Lindborg, ACEPCS, works in the Accounting Department for Sentor
Services of Snohomish County in Mukilteo, Washington, which howses
S low income apartment wits tn 43 buildings for Senicrs and the
disabled in Snohomish County,  She has managed her parents {0--unit
venmtal business simce [98Y. where she does the “renl wp. " painting,
cleaning and evictions, if necessary. She has been g member of Eveyen
Crodit Professionals since 1993 with Perfecr Atntendance and has held the
affices of Presidens, Vice Presidenr and Treaswrer of her local Association
and s currently serving as Recording Secretary for Districr 1) Credir
Professionals. fn 1996, Pollv prrsued her degree in accounting and while
duing that, she apened an office for Srokomish Coumiv Apartment
Operagiors Association, There she set up the ability to run credit checks
and search court records on line. published @ manthly newsletter and
sedbicited membership for the Assoctation
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Spread the Word—
There's Help available!

Take Charge of Your Life is a 73-minute audio program which covers the
basics of money and credit management Topics include

Whal Is credit and what is needed to oblain credit
An explanation of the credit process, credit scoring and credit decisions
Finding the best credit card
The cos! of credit and how much credit you need
What affects your credit rating and what to do if you have a problem
Managing your money, budgeting
Protecting your identity, bank accounts, credit cards

This program was designed to be usad in presenting credit seminars or for
piacement in public libraries and schools for consumer education. Tapes
are $8.00 each; CDs are $12.00. This pnce includes postage. Please call
the Foundation on information on volumea pricing.

Pleass send tapes and CDs.

MName

Malling Address

Phaone Fax N
My check for & is enclosed
Please charge to my _ MasterCard _Visa _ Discover

Credit carg &

Exp. Date Signature

Send application to: Credit Education Resources Foundation, 525-B N
Laclede Station Rd. St Louis, MO 63119, Phone 314/961-0031. Fax
314/961-0040



Gramm-Leach-Bliley Act.
One Year Later

By Brenda Lawson, PCS

Un July 1, 2001 the Gramm Leach Bliley (GLB) Act was enacted, Tts prirary

PUrpOSE i5 o protect & consumer s nonpublic personal information. This

informution can be oblained from, but is not himuted 1o, some of the follow ing;

* Information a finsncial imstitution recerves from an applicant on
membership and loan applications or other forms;

¢ Information about an applicant’s transactions with a financial institution,
the financial mstitution’s affiliates, or others:

* Information a financial institution receives from consumer reporting
apencies:

*  [Information obtained when veriying the information 3 consumer provides
on an application or other forms. such as from current or past employer(s)
or from other financial instiutions.

GLB facilitated an opponunity for consumers o “Ope-Out”™ of having their
nonpublic personal information released 1o an ennty that would sell their
information for marketing purposes.

More stringent security measures are a direct result of GLE. Many mstiutions
developed specialized trining regarding the confidentiality and privacy of
consumers, Physical, ¢lectrome and procedural safeguards that comply with
federal regulations and leading industry practices 1o saleguard consumer’s
nonpublic information are being maintamed with sinngemcy,

Lonsumer reporting agencies are under the same guidelmes as financial
institutions, They maintain the same stnngent standards and as a result, have

modified several procedures to ensure the consusicr’s privacy

Consumers must “Opt-out” themselves. No third party can do it for them. This
has led to much frustration on the consumer's part. Many peaple do not want
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to deal with the hassle of mailing 2 letter to the Direct Markeung Assocration
(DMA). They are concerned that the DMA will not do anything with ther
letterts). In an informal poll in my geographical area, i1 is believed that
between 5%-8% of consumers have “Cipted out.”™

Cne point of clanfication, nonpublic personal information is not credit
information. These are two sepanate ypes of information. Some nonpublic
personal information mayv be included on 2 credit report. however, Many
peaple have the ermoneous notion that they are one and the same.

People who work in the credit industry are also Frustrated. In the compiling of
information for this article, 1 could not find two people with the same
information or answers to my questions, When GLB was enacted in July of
2001, consumers were mailed a privacy nolice in a separate envelope. When
asked if that was needed in 2002, the consensus seems to be, us long as the
notice 1s conspicuous, it could be mailed in a stitement, ete... Sume think that
a consumer necds 1o sign somcthing when given a copy of an institution's
privacy notice, but | have not séen that in writing. There seems to be much
confusion regarding the do’s and don'ts Many feel that GLB wus a “knee-
jerk” reaction to consumers” concerns. and nevds o lot of work,

The eredit reporting agencies and most financial institutions have had many
secunty safeguards in place for years, <o all that GLB did was add additonal
tme and work to their schedules. For a few, it was the impetus they needed 1o
£¢1 some procedures in place and operational, For consumers, it may have
given them peace of mind

For a consumer 1o remove their name from direct mail or wlemarketing lists of
members of the Direct Marketing Association, they must send # written request
with their name, address and Social Security number (if it was included in the
mailing they received) to the DMA. The Direst Marketing Association is
responsible for notufving its members (e the agencies and companies that
compile marketing lists) thai they want their name removed from the lists they
sell. The consumer’s name and address will remain in their consumer exclusion
fies for five years,

Agam, consumer's must register their own rame gnd address with these
orgamizations because they cannol process any requests from a thivd party,
They must be sure to include any varianoas of their name, address and amy
other mformation that have appeared m mailings or lelephone calls they have
received



For advertising received by mail-
Mail Preference Service
“aDirect Marketing Association
F. O Box 9008

Farmingdale, NY 11735.9008

For advertising received via telephone
TL‘]-‘p!!ﬂlh_' Prefercnce Service
Direct Marketing Association
PO Box 94
Farmungdale, NY | 1735-09014
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Skiptracing Technology for
Today’s Financial Marketplace

By Patricia Bivwens, PEE
What Is a Skip?

A skip is a person who has problems for whatever reason and does not want 1
be found. Keep in mind that if you are looking for a person, most Likely there
are other people and creditors looking for himvher also

Ty pes of Skips:
Unintentional Skip, Intentional Skip, Fraud Account

Unintentional Skip. This is 4 person who has relocated 1o another area for 2

new job, because of martiage, or because they jomed the military. When you

finally get this person on the tefephone. they are quite surprised that you were
looking for them. Most of the time the debt will be pad when you explain the
situation.

Intentional Skip. These are professional skips. Most of the time, they borrow
and buy on credit with no intention of paying the loan back or paying for what
they charged. These people are very astute at hiding, I takes diligence and
patience to find this type of skip.

Fraud. These people obtain credit in someons clse’s name and with someone
¢lse’s social security number. You have to check for a mistake they might have
made. Check and doublecheck anything that is on the credit application. Muosi
of the time you will find this is a person related to the person on whom the
fraud has occurred. (As with all things there are exceptions to the rule,) Far
example. if this happens to be a parent and child, you will find the parcnts will
pratect the child




Qualities of a Skiptracer
You need s good telephone voice, diligence, patience, mtuition and experience.
Diligence: Keep u steady hand and straightforward attitude at all trmes

Persistence: Skiptracing is like putting a puzzle together. You get one plece at a
tirme: Then your puzzle is finally together,

Imngination: You will have to think like the person you are tryimg to find, Whil
you are looking tor 15 in front of your eyes. Keep your eves and cars apen. Make
sure you keep an open mind while vou are skiptracing

Tools of Skiptracing

First you have vour credit appheaton, credit burcaus., telephone books, cross
relerence directones, CD roms. and Intemet. There are paid companies on ling
that have very good mformanon. There 15 also nebworking with other creditor,
such s banks, finance companies, credit unions, furmiture slores, elc

Skiptracing Tips—Useful Informarion

Have you noticed when you call Pizza Hut delivery or Domino's, thev ask for
your phone number? Give them the phone number of the person vou are looking
for. Keep vour pen handy, When thev come back wath the name or address, you
will have the information you need

Merchant Seaman’s. Call 301-899-0675 to locate any persun in the Merchant
Marine. When vou call this number. you need the person’s Social Secunty
number, They will provide you with the person's address and where he is
currently working. They also have the seaman’s home address and home
telephone number,

Metro-Net-Marc Info Services. Call 610-834-8585 and ask for John. This is an
online service for checking any address in the United States and telephond
numbers for an address. This will also give you a forwarding address if the
person you are looking for has left a forwarding address

Autotrax. Phone 800-279-7710. This 1s an online service that gives information
on whaever you are seeking. such as relatives, and up to 10 vears of old
addresses. This 15 an extremely good tool for skiptracing.

Locate Plus www locateplus.com You can order Department of Motar Viehicle
tapes, valer lists, and marriage hicense lists on CD-ROM from this site.




Persons in Jail. Call 8004674943 If 3 person is in jail, by Social Secunity
number. they can tell you their location and their mailing address:

Courts. Online. go to hitp://uscourts.gov/. You will be referred to Pacer, which
15 an online company. You can look at court records online by state, city or
county. There 15 an online charge but this is cost effective, If you print out any
document, the charge 15 seven cents per pags.

E-Mail When you c-mail a military person, if they are aboard a ship. the
address 1s as follows:

Navy: bivenaenterprise. navy.mil (sample whatever ship)

Marine: bivenspiiousa usme.mil

Army: hivenspila usnarmy. ml

Air Force: pat bivensi@langlev.afmil (you have to know the base)

To locate a person in the military of they have left ther last duty station:

Navy: 216-522-5637 This is in Cleveland. Ohio You will have to have the
service member's Social Secunty number and full name.

Marine: 703-784-3941 This 1s Quantico, Virginia. You will have to have the
service member's Social Sccunty number and full name.

Army: 234-287-2137 This is Fort Hood, Kalleen. Texas, You will have 1o
have the service member's Social Security number and full name.

Air Force: 512-652-3774 HQ AFMPCDPM DOO3. This is a recordmy. Just
follow the imstructions.

Abour the author

Patricia Brvens, PCE. is corparate vice presiudent of Summs Skip and
Collection Service. Inc.. a post she has keld since 1963, Summs is one of the
oldest and largest repossession agencles in the United States that ts family
owned and operated It was founded tn 1932 Patricia has been a member of
CP] for 20 vears, has served all affices of the local Narfalk CPI and Vieginia
State CPL, and is currently serving ax District X1 President. Prior to working
for Summs, Patvicia was in the United States Navy and was hanorably
discharged in 1965, Patricia is a Vietnam era veteran
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Ten Commandments for
Customer Service Representatives

.:'f_'. Warlene Wilcax COCE

Mo matter what vour title, if you talk 1o customers, you are o Customer Service
Representative. Whether emploved in a retail store, 3 mortuar V. 4 hank, 4
Honst, an insurance company, a utility, or whatever, vou're a Customer
service Rep when you answer customens” questions, lkon the phone, wait on
them at @ counter, direct them 1o the appropriate parny, sccept their pavments,
Tulfill their needs. In that capacity vou dre the most important person in your
company. And that carries many responsibilities and commandments.

Commandment # 1: Thow shalt he palite. business-lixe anel friendiy
Recognize the customer's presence. Smile a lot includmg right before YOy
answer 3 phone. Use the customer's name but be awarc that Mmany mafure
tustomers prefer to be addressed by their fast name rather than first. If you
have to say no 0 a customer’s request. do it gently and give the customer their
aplions,

Commandment 22: Thow shalr present a professional image: Get enou zh
sleep the night before work, Dress properly. Avoid cammg. sum-chewing and
use of slang with a customer. The CustomeT's. impression of the integrity of the
company relies on their firs impression of you.

Commandment #3: Thow chalr know ver stuff. Whether a customer 1%
buying a product or a service, they want someone who knows what that
product or service is a1l about. what it does and doesn’t do. what will znd
won't happen when they gt the product or service. If you don’t know the
answer to a customer’s question, don’t bluff. Ask someone who knows

Commandment £4: Thoy vhals promuse only what vew are 99% sure vou can
deliver “Your payment will he posted 1n time to avoud a late fee.”. Are ¥au
absolutely sure” If not, check before ¥ou say it If you're not the person who
can solve the problem, find the person who can, When vou make o promise,
follow through 1o ensure it happens
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Commandment #5: Thou shalt give the customer vour undivided attention.
The customer 15 primary. The customer signs your paycheck. You cannot be
thinking of other things or doing two things at once when helping a customer is
one of them. Satisfying their needs is the goal. At that moment, nothing else
matters:

Commandment #6: Thou shalt avoid industry Jargon and “talking down to

the custemer " Be patient. The customer is trying o understand you and using
Jargon docsn’t achieve anything or move the two of you forward, Making the
customer feel dumb doesn™t cither.

Commandment #7: Thou shait ler the customer rant and rave, bt oo 't oke
if personally. The customer who is angry, frustrated and upsel s not upsel with
you, Just the situation. Let them vent. be emational and vell. Don't interrupt;
stay calm and composed. It often helps to lower vour voree, thus, the customer
has to lower their voice 1o hear vou

Commandment #8: Thoy shalt train yourself Learn all vuu passibly con
sbhout your job and the company. Learn something every day. Ask lots of
questions. Learn how your operation fits in with others, Talk 1o employees in
other sections. Find out what comes before the product of service comes to v
and what happens after it leaves your area. Take a night school class, Join a
professional organization. Get ready for vour next career s1ep.

Commandment #9: Thow shalt remember that the customer ar 4-30 P
deserves as much courtesy and service as the one at 8:30 am Forget that vou
have answered 50 phone calls that day and 20 were difficult. The 4-30 pm call
15 the first call of the day for that customer.

Commandment #£10: Thou shalt be an entrepreneur. Think of vour area as
your own business. What would you do to improve it? Is what you're doing
right now adding to the profit or the loss of vour business” What is the long-
term profit and loss picture? How much does an unhappy customer cost you?

In addition to the above 10, here are three for supervisors of reps.

Commandment #11: Thou shall train. train. train, Encourage questions, Take
a few muinutes each day with each employee o teach some pant of the
operation. Schedule one or two training sessions each week with a small Zroup,
Assign a one- or two-yesr employee to develop a lesson plan for the next
session. A good way to leam something 15 1o have to teach it Crosstrain on a
regular schedule,

Commandment #12: Thou shalt keep emplavess informed of what i going on
i the campany. This is 2 great motivator as people like 1o be “in the know. "
You also arm them with enough information to answer customers® Yuestions, If
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the news is not good profits are down, lay-off 5 are imminent
employees may devise ways to increase profit or come up with good ideas to
torn the tide

Commandment £13: Thou shalt support emplovees  efforts to improve
aperations ar themselves. Invite sugeestions. Give them tdeas on developing
themselves. Provide learning opportunities. Find a place in the budget for their
attendance ot professional organiations, seminars or conferences.

And, linally, for reps and supervisors

Commuandment & 14: Thou shalt belleve in your comparny and vour boss. 1
you can't, quit. You're not domg vourself or them any oo
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Budgeting for a Family

By Clanice Swayne

Many people shy away from budgeting. thinking 1t 1s some big minster
waiting to swoop down and suddenly take their check wrimg privileges nway
and force them to wear a sweater with a big bold BF (Budgetng Failure)
embroidered across their chests. Not sof Hudgeting is nothing more than o
spending plan uniguely tailored to meet our famuly’s needs for today and
tomorrows. |t is flexible and can be altered as needs and those ubtquitous little
SUMPrISEs COME Upan us

In this chapter, we will Jook at seting up a budget, including setting goals and
how to adjust it all 1o meet vour plans. So here we go,

We will address these three areas:
. Lonag Range Goals (six months away or longer)

2. Reality Check (what do T need 10 live on now )

ok

How to adjust the goals and 1iv ing expenses so that my family will be
comfortable

LONG RANGE GOALS

| suggest the whole famuly got involved in this step. It is very important that
evervone know and face the financial situation. [f your children are under the
age of five years or have no concept of iime, they should not be involved in
this step. Although learning the concept that a person should save for future
needs is best learned while young, starfing (oo young is pointless. It has been
my expenence that we older ones don’t change our spending habits very easily.



step | All family members submit a list of their future wants with approximale
date they would like to see them accomplished. Fach should realize this isa
first drafl and that the list and dates may be altered constderthly before vou get
lir o final draft but it will give you something with which to work. A list might
ok like the following

[Mesires Dated wanted
Savings equal to 6 months wages for emergency [ 2531 /10
Vacation w Disneviand 25401
Dhehil free | 23103
New Car 12425004
Latest Dell computer ]2
College Tution "2
A few puppy 471903
CP1dues A RITES
Chiristimas 1030403
Varous Ciafis

Cirnndma’s [} day 112102

Busie s B'day 91803
Erc:

Step 2. Put ap amount or estimated cost for each item

Step 3. Figure out how many months vou have between when you stant YEILLE
budget and when vou would like to see it happen. Divide the cost by the
months you have to sccumulate the funds, and vou will have the amount viou
need toset aside monthly,

Lets take o look at an abridped list and see how this 15 done,

GOAL DATE COST TIME MONTHLY SAVINGS
Disneyland  &/15:/03 52300 11months S227.27(82500/11)
CPT dues B15/03 100 1= 909

Mew Car 1272504 20,000 21 T4 74

TOTAL 10 SAVE monthly to meet budget $977.10

After you have all your figures calculated (1 hope vou did it in pencil). Set it
aside und move on 1o the second part of our budgeting project which is our
reality check

REALITY CHECK

In this section, we will write down the actual monthly income and realistic

needed expenses.
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Income:

This amount is based on the lowest oormal income: We can’t count on
bonuses, hoped for raises, a preat sales commission. Thase typee aof hlessings
cannet be depended upon for budget purposes.

Expenses:
Fixed Monthly Expenses paid by check or automatic withdrawal such as

Insuranve: Car, Mortgage. Health, Deatal. Vision. Home Owners, Ele,
(List cach one separately) SXXXXX

Mongage or Rent XXXXX

Water Trush

Car Payment

Cable TV

Intemel Provider

Ere

Variable Expenses: (Budget on the highest billing of the year)
Power/Electricity
GasHeatng
Phope
Parking/Bus fure
Gus'0il
Debts such as Credit Cards, and Loans { Some of these mught be
“fixed cxpenses™ [ they are put them in the fixed expenses category, )

Miscellaneous Expenses | These are necessary but can fluctuate greatly month
by month)

Crroceties

Entertainment

Eating Owm

Beauty/Barber Shops

Clothing

Personatize this list by adding or subtracting 1o reflect your present budger. Pot
a dollar figure beside the items listed in your gxpense calegory and add them o
et a total dollar amount of what you are spending now

ADJUSTMENTS:

Now you ook at vour income and subtract your normal expenses from your

Reality Check List.. What is left over is what ¥ou have to meet the Goals list
You and your fanuly first compiled.
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Income SXNXX XX
Normal Expenses - XXX XX
Available for Goals XXX XX

If it doesn’t look like you can sccomplish what you st out-to do originally,
now is the time to,adjust. This can be done several WaHYE

I Look for a vacation spot the family can ciijoy that is not as expensive. Or
put the vacation ofY another vear or two.

2 Does the car have to be brand new” Would a returned/leaced car that is
one year old do as well” Or a different brand? Is the time of vear the besl
tor o good buy?

3. Canthe grocery hill be cut by buymg fewer brand names and purchasing
the genene or store brands?

4. Eating cut can really eat up a pavcheck. Is it possible o brown bag it more
ulten”
5. D vou really need all the magazmes that come mio your home?

6, Rwele, ec.

Lo other words, take 4 good, long look at how you spend your money und, 28 a
tamily, make some decisions as to whar each person can do so that vou can live
within your means and still reach for the goals of all members.

After ull the adjustments have been made, you should have a firm grip on what
¥ou have to live on and how much you can save towards your family's goals,
Put into 4 savings account, MONTHLY, the dollar amount set aside for goals,
Do this first!! Tt's that old principle—"Pay yourself first.”

Onee this is done and everyone understands what is going 1o happen. set upa
notehook with 2 page for each goal and record the amount deposited mito thay
goal. | have found that people. especially children. like to see how much they
have eamed toward the goal they have set. The hard work is done Now you
and your family have, in black and white. your personal family budget or
spending plan.

The benefits vou will find will be many. A few [ have seen are named below,
L. Youare freed from getting mie future debis

2. Family mvolvement made the children aware money docsn 't grow on
triecs

i7




The money handler doesn't have to bear all the burden of decision making.
You have easy to make adiustments, and know where 1o make them
“Seems | have more spending money for the extras that pop up.™

Y ou too will ind your own benefits from the knowledge gamed of exactly how
you are spending (or saving) your valuable finances
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Protecting The Creditors’ Position in Bankruptcy

By Burbara Frankfin'

Assestant Unired States Tristee

Ancharage, Alaska

Acquainting those who have an interest i the bankrupley process as un
existing or petential creditor with the fundamental knowledge of how their
cluim can be protected also necessitates some knowledge of the
interrelationship of the various facets of the Bankruptey Code * This basic
understanding of the Chapter 7 hquidation process is helpiul w anyone
interested in expanding their <kills as an accomplished credit professional.

Litle 11 of the United States Code refirs 1o the sintutes that are collectively
known as the Bankrupley Code, which superceded the Bankrupecy Act of

| 898. The Bankruptcy Code was enacted by Public Law 93-598 and all
bankruptcy cases filed after September 30, 1979 are governed by the Code.
There are cight chapters in the Code. The three discussed in this article are
Chapter 7, known as a straight liquidation, Chapter 11, the business
reorganizalion chapter, and 13, for the adjustment of debis for an individual
with regular income. Other chapters deal with case management and
administration as well as bankruptey relief for certain debtors. such as
Family Farmers.

L]

To take advaniage of the protection offered by the Bankruptey Code.a
person faced with financial difficulties can file a voluntary bankruptey
petilion in & Federal bankruptcy court, typically where the individual resides
or the business is located. The debtor has centain obligations to fulfill if they
wanl 1o obtain relief from debt and geta “fresh start.” including filing a list
of creditors, a set of schedules and statements containing financial
information, attending a meeting of creditors, and, if a trostee 15 serving i a
case, cooperating with the trustec. and surrendering property and recorded
information to the trustee. In return, the debtor or business entity may be
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relieved of certam debts or obtain court approval of a plan to repav all ora
partion of the debis owed craditors over time.

Creditors may also petition the bankrupicy court to hold a trial to determine
whether a bankruptey case should be commenced. An involuntary bankruptey
case is commenced when at least three creditors 1o whom the deblor owes
debts that reach the statutory amount meet certain conditions imposed under
Title [ 1. Involuntary petitions may be filed against an individual or for-profit
debtor under-chapters 7 and 11, but not chapters 9 (municipalities), 12 {Family
Farmers) or 13, If the debtor does not contest the petition or if the court finds
that certain legal standards have been met (e.g.. the debtor is not paying debts
s they become due), then the court will enter an order for relief

This article will address the more general questions of how a ereditor can
preserve and perfect a claim ina chapter 7 bankrupicy case. While the other
chapters, such as 11 (the business reorganization chapter’ and 13 (adjustment
of debts for an indrvidual with regular income), have similar mechanisms for
creditors (¢.g., proofs of clum and meetings of creditors), the trustee’s role in a
chapter 7 case marks a departure from the central feature of both chapter 11
and 13 where the debtor, with some exceptions, remains 1n possession of their
assets. Where there are differences between the more routine creditor actions in
the three muin chapters: Chapter 7, Chapter |1 and Chapter 13, a brief
explanation will be provided. By tracking the flow of a chapter 7 liquidation,
the reader will gain an understanding of basie bankrupicy concepts and an
appreciation for the task that chapter 7 trustees undertake. The media abounds
with news und discussions about the high-profile Chapter || bankruptey cases,
such as Enron and Kmart. The more rounne chapter 7 liguidations may be
simple or complex depending on the intheacies of the debtor’s financial
Transactions.

Typically. chapter 7 cases comprise about 70 percent of all national filings.
with almost 30 pereent filed as Chapter 13s and less than | percent filed as
Chapter | 1s. Of the 70 percent chapter 7 cases, more than 93 percent are closed
without liquidating assets. commonly called no-asset cases. About five percent
of the Chapter 7 cascs are asset ¢ases. Indnviduals, corporations. imited
liability companies. and parmerships may file 2 voluntary Chapter 7. A married
couple may file 2 joint Chapter 7 or 13 petition. In a Chapter 7 cage, in retum
for surrendering non-¢xempt property to  trustee for distribution 1o creditors.
the honest mdividoal debtors) will zenerally receive o discharge of most of
their debts. From a rusiee’s perspective. the goal of'a Chapter 7 liquidation is
to provide a meamngful distribution to creditors by expeditiously
admimistening the bankrupley estate’s assets

The Automatic Stay

The automanc stay prohibies creditors from taking actions 1o colleet their
clarms or to enforce their liens against the deblor or property of the estiute. The

40




stay 15 intendad o zive deblors ume to either prepare a plan of
reorganizanon or for wrustess w0 hquidate assets in order to repay or partially
repay ereditors in accordance with the law. In all voluntary bankruptey
vases, the automatic siay goes mto effect on the date that the bankrupiey
petition 15 filed, not when & debtor or credilor receives notice or learns of the
bankruptcy, The stay bars creditor collection efforts on pre-petition claims
only, meaning that the stay does not protect the debtor from debts that are
incurred after the petinon 1s filed

The actions of certain creditors are excepted from the stay. For example,
alimony and child support may be collected from the debtor’s post-petition
wages, Creditors may seck reliel from the stay by filing 0 motion i the
bankruptey court. The count may terminste, modity or annul the stav 1f the
ereditor can prove that either the interests of the creditor are not being
ptotected or that the debtor has no equity in the property and the property is
ol tecessary for an effective reorgamization. Once reliel from the stay has
been granted, the creditor may proceed wath their emedies under applicable
law

Linless the ereditor files a motion for relief, the stay remains n effect and
priotects property ol the debior until the property = no longer property of the
estate. For example, if' the Chapter 7 trustee sells real extate and the
maorgage 15 paid, then the real estate i no longer properly of the estate. The
stay has been erminated on that real property, The stay of other acts against
thedetior remains in effect until either the case closing, cise dismissal or
the discharge of the debior, whichever ocours first

Nutices and Monitoring

The initial notice (Notice of Commencement of Case under the Bankruptey
Code, Meeting of Creditors, and Fixing of Dares [Ofticial Form 911,
establishes several importznt deadlines for the case. This is undoubtedly he
miest important notice for creditors to retain in their files because it contains
the case number, the dates for taking vanous actions. and the need for filing
a prood af ciaim, In most chapter 7 cases. the imital notice, which gves the
date of the initial meeting of creditors (also called the saction 341a)
meeting), generally advises unsecured creditors not o file proofs of claims
because an imitial determination has been made that there are no assets [0
distribute to creditors. This initial determination, however, may be affected
by later events, such as a trustee’s determination that there are assets
available 1o benefil creditors

Ewven at this stege several events can occur thar will affeet the creditors’
ability to collect the debt caber from the bankrupicy estate or the property of
the debtor. The major events that creditors will receive notice of are:
drsmissal, conversion of a chapler 7 caxe o another chapler, a determination
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of whether the debtor receives or does not receive a discharge of their debls;,
and events tnggered by the trustee’s administeation and distribution of funds of
the bankruptey estage.

& bankruptcy case may be dismissed if the debtor fails to tmely file the
schedules of assets and liabiditics (Schedules A=, the Swrement ol Financal
A fToirs. or foils 1o attend the meeting of creditors. The bankruptey judge may
also find, after notice and a hearing. that other grounds to dismiss the case are
warmunicd. An-order distmssing the case will be mailed 10 creditors: 11 the case
is dismissed creditors may be able o continge collection efforts as il the
bankrupey petiion had not been filed

At the other end of the spectrum, the debtor may recerve a discharge of all pre-
petition debt, i which case pre-petition debts may not be collected from the
debtor. Creditors may object to the discharge or to the dischargeahility of a
particular debt, provided that a complant immating an adversary proceeding 1s
filed withun the ume penod stated in the mital notice. If, afler 64 days afler the
first meeting of creditors, the court determmes that the debtor 15 entitled 1o a
discharge and no objections to the debtor’s discharge are pending, a notice of
discharge 1s mailed to all creditors. The entry of the discharge creates a
permanent injuncnon agamst collecting the pre-petition debt owed by the
debtor. The entry of an order denyving dischargeability of a particular debt will
also allow the affected creditor to pursue collection; an order denying
discharge allows all pre-petition ereditors to pursue collection.

Conversion of & chapter 7 case o a chapter || or wchapter 15 may result i the
debtor reorganizing their finances and paving creditors over time. Conversion
of the case usually continues the awlomatic stay and creditors may nol attempl
to collect the pre-petition debt. Notice of the conversion 1o a particular chaprer
will be maifled to creditors and interested parties and new deadlings will be
established for debior compliange and creditor action.

Most bankruptcy courts are implementmg web-based programs for filing and
obaming current information about bankrupicy cases. Access to the program
requires pre-registration and oblaining 3 user name and password. Consult your
local bankruptey clerk of the court or go o htip://pacer psc.uscours. gov for
on-line registration. This program will make up-to-date information readily
aceassible 1o credit and collection professionals. Other on-line resources are
available through vour local bankruptcy court’s web site, the United States
Trusiee Program at http:/www.usdoj.goviust, and www.abiworld.org , the
Amernican Bankruptey Instiiute’s web site.

Attending the meeting of creditors

Within 20 1o 40 days (60 davs where the meeting site is not regularly stafTed
by the United States Trustee) afler the bankruptey case is filed, the first
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meeting of creditors is held.” The purpose of the meeting is to examine thé
debtor or the debtor’s representative under oath regarding the financial alfairs
of the debtor. If a creditor has guestions about the amount of the claims or is
secking other facts that affect the decision to pursue other bankruptey remedies
10 secure the creditor’s position. attending the meeting of creditors Is d must. In
many junsdictions, creditor 1s not required to be represented by an attorney,
The mecting is conducted by the United States Trustee’s staff member in 2
chapter 11 case. In the case of chapter 7, normally the United States Trustee
has designated the panel trustee appoinied to the case 1o conduct the initial
meeting, and in chapter |3 cases the standing chapter 13 trustee wall fulfill that
role. The bankruptey judge 1s prohibited from presiding or attending the
meeting. At the first meeting, creditors may, under certain circumstances, elect
atrustee in @ chapter 7 case, however, if no election wkes place. the inkerm
lrustee continues to control the bankruptey estate.

During the meeting creditors may ask questions of the debtor and request
documents relatng 1o their claim. Creditors are o the unigue position of
huving dealt with the debtor previously. While the meeting 15 oflen tmes the
first time the trustee has the opportunity to question the debtor, the questions
raised by creditors about the debtors' financial affairs may provide the trusiee
with insight into areas that may result in further investigation. Creditors Y
inguire about the hasts for their claim or about facts affecting the discharge-
ubility of the debt owed by the debtor. The meeting may be continued 1o a later
date or concluded without additional noticing to parmes that are not in
attendunce. The United States Trustex's office mamtains audio tapes of the
meelings and can arrange for a copy of a transcnpt of any meelng.

Bealfirmation and Redemption

The debtor may intend 1o surrender. reaflirm or redeem property en which
there iz a consumer debt secured by property of the estate that the debtor is
claiming exempt. Thirty days after the petition is filed. a chapter 7 debtor is
required 10 file the Statement of Intenuons. which is mailed to creditors
holding the secured claims. The options are (1) 1o surrender the property or (2)
retain the property and either neaffirm the debt or redeem the property,

Redemption allows the debior 1o pay the lienholder the amount of the allowed
secured claim either the actual value of the collateral or the amount owed,
whichever is less. The deblor has 43 davs 1o perform their intention.

When a debt is reaffirmed, the debtor agrees that a pre-petition obligation will
conlinue 10 be enforceable after discharge is entered. Because the debtor is
miving up the nght to discharze the unsecurcd debt or the spportunity 1o
redeem the property, and because overreaching creditors may take advaniage
of the debtor. the bankrupiey court follows specific statutory procedures (o
assure that the debtor is making a voluntary choice. See, 11 US.C. § 524,
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Unless the tirmng and the procedures are followed punctihiously, a creditor
risks not only violating the statutory permanent injunction that prevents
collecting the deb: afier discharge, but may run the risk of more stringent
sanchons.

The automatic stay prevents a creditor from contacting the deblor to collect a
debl. however. the creditor may appear at the meeting of creditors and begin
the process of determining whether reaffirmation is possible. Any reaffirmation
agreements must be in writing and filed with the court before the discharge is
entered. If the debior is not represented by counsel in making the reaffirmation
agreement, the debtor must appear 1n person at a hearing during which the
court will inform the debtors of their nghts and make a determination whether
to approve the reaffirmanon. The debtor can reéscind the agreement 60 days
from the filing of the agreement or the date of discharge. whichever is later.

The discharge pencrally relieves the debtor from any further legal obligation to
pay most pre-petition debts. The law, however, does not prevent a debtor from
voluntanly repaying any creditors. Voluntary payment does not reinstate the
debt as a legal obligation. The debtor can choose w make or not miake the
payment without nisk. In many junsdicnons, voluntary payments under the
original contract allow the debior 10 keep the collateral without entering into
reaffirmation agreement. Post-discharge default in payments will allow a
securced creditor 1o fereclose on the collateral, but prevents obtaining uny
deficiency

Third-party criminal referrals

Because of the creditor’s unique position of knowledge regarding the debiors’
financial history, creditors may know whether all assets belonzing to the debior
have been disclosed. Failure to disclose assets or sources of (ncome are
common bankrupicy cnmes. The debter’s conduct may also be the basis o file
a complaint objecting to the discharge. Creditors are encouraged 1o
immediately notify the trustee and the United States Trustee about possible
rankrupicy fraud, The United Statss Trustee may referan imdividual's actions
1n a bankruptey case 1o the US. Anomey’s Office for prosecution of possible
hankruptey crimes, including failing 1o distlose assets, using a false social
secunity number. and Iving under oath shout their financial affurs:

Asset or No Asset Case Determined

The trustee independently examines the documents submitted by the debtor 1o
determine whether the case is an asset or no asset case, regardless of whar
designation may be placed on the case by others. In & no asset case, there 1s
insufficient money. tangible or intangible properties, lezal or equitable causes
af action or other assets belonging 10 the bankruptcy estate that are not exempt
or encumbered that can be liguidated 1w create a meanimgful distribution 1o



creditors. Unless the trustee 15 conducting an inveshigation, the trustee will
ordinarily make this decision within 60 days afier the first meeting of creditors,

Under the taw., the deblor does not necessanly surrender all of their assets: The
dibtor js allowed to exempt certain property under state or Federal law
Exemptions only protect the debtor’s equity in property and do not affect
securily interests, unless legal action is taken 1o avoid a lien or o determine the
validity, priority or extent of a hen. Usually the debtor will claim exemptions
for the debtor’s home, a vehicle, household goods, tools of a trade, and other
exemplions allowed under applicable law. which are designed to provide the
individual debtor with a “fresh start.” Fully exempt property (1.¢.. the debtor's
equity ) 15 not sold 1o repay debts. Generally, in an asset case the praceeds from
the sale of bankruptcy estate property exceeds the value ol secured claims and
the debtor’s allowed exemptions: Atler pavment of hens and returning any
portion of the funds attnbuted 1o the debtor’s exempt property, the remaining
proceeds are distributed 10 creditors according to the priority set for i the
T

Frequently debtors make payments or anempt to transter property shorly
befure filing bankruptey. These pavments and transfers generally fall into one
ol fiur eategones: (1) normal payments; (1) pavments made to try keep
creditors” calm and thus avoid bankruptey: (3) payments or ransters of
propenty o “favered” creditors; or (4] attempts (o keep property away from
creditors by transferming it to relatives. A fundamental precept of bankrupicy
law i5 that all credilors, unless the Bankrupicy Code otherwise specifically
provides, share equally in the “pic.” Conseguently, 1o protect these nghis, the
Bankruptey Code contains specific provisions permitting the trustee o avoid
certain pre-petition payments or transfers and recover the transferred property
for the estate. Action to aveid such transactions must be commenced within
two years of the date the petition is filed or before the case is closed, whichever
15 earlier,

Where a transfer is avoided, the affected creditor must return the money or
propery transferred to the rusiee. This usually results in an increase in the
claim of that creditor by the amount of the value of the recovered property. For
example. an unsecured creditor 1= owed $4.000 on the date the petition is filed
but received a voidable preferential pavment of $1.000 within 90 dayvs of the
filing of the petition. The creditor must surrender the $1,000 o the rustes, but
the creditor’s ¢laim is increased 1o 84,000, Fraudulent transfers by the deblor
may result in denial of the debtor’s discharge as well as possible recovery by
the trustee for the benefit of the estate.

The trustee may abandon estate property that is burdensome to, or of
inconsequential value and benefit to, the bankruptcy estate, Abandoning
property durmg the case requires nohice and a heanng and a motion may be
made by the trustee or any party in interest, incleding the debtor. Property that
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is scheduled by the debtor and 15 property of the estate is deemed abandoned at
the closing of a case. Conversely, property that would be property of the estate
that was not scheduled is not abandoned and the trustes can reopen the case
and administer such property. The debtor may have intentionally or mistakenly
failed 1o list the property, vet the hankrupicy estate’s interest conlinues, in
theory. for all time.

Identifving the Pre-Petition Debt.

A creditor is an “entity that has a claim against the debtor that arose ar the time
of or before the order for relief™ 11 US.C. § 101(10). The claims of creditors
generally fall into three categories: secured, priority or unsecured. The goal of
every creditor is 10 maxinuze the amount of money received in payment of a
clarm, however, the Bankruptcy Code contains specific guidelines relating to
which claims have prionty and, thus, get paid from funds available 10 the
bankrupicy estate

A secured creditor is 2 lien holder, Le. a “charge sgainst or interest in property
to secure payment of x debt or performance of an obligation,™ |1 11.S.C. & 101
(37). A creditor is secured to the extent of the value of the creditor’s legal
interest in the property that s collateral for the debt. and unsceured to the
extent that the obligation exceeds that value. 11 US.C_§ 506(a). A lien may be
consensunl, stitutory, or judicial, The means for creating Liens are varied and
the various liens are treated differently under the Bankruptey Code, The
secured creditor’s position is best protected before the petition is filed. 11 not
recently reviewed, 2 secured ereditor should undertake a comprehensive review
of the file at the first hint that the deblor mav be having financial trouble.

In general. unless an adversary proceeding s brought to determiine the validity,
prioTity or extent of a lien, a lien against the debtor’s property will survive the
hankruptcy . Creditors with secured claims focus on the protection or recovery
of their collateral. Secured claims may be satisfied through the sale of the
secured assets. Anether type of sccured claim is when the creditor has the right
1o set off against the estate property. A set off is the right of any person or
entity to reduce the amouat of his'her debt to another by any sum the person
owes o himvher: For example. a bank that has loaned a debtor money may be
able 1o set off the amount of its claim agamst the amount of money the debtor
has on hand in a bank account at the same bank. The creation of security
interests ani the ireatment of liens 10 bankruptey reguire an analvsis that is
beyond the scope of this aricle. The distinction between the tvpes-of claims is
important, however. 1o understand the hizrarchy of payvment afforded to claims
when distributions are made to creditors from a bankruptey cstate.

There are two types of unsecured clarms: pnionty and general unsccured.
Unlike secured claims. unsecured claims are not guaranteed by propery or
other assets. The Bankrupicy Code affords certam creditors a priority stalus
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that allows them 1o be paid ahead of other general unsecured creditors. Some
examples of prionity claims mclude the fees and expenses involved in
administering the bankrupley cstate (e.g., trustze’s fees, compensation to the
professional hired by the trustee), a limited amount of wages. salaries and
commissions owed to emplovees, 2 limited amount of contributions to
employee benetit plans of the debtor. a himited amount for grain farmers and
tisherman who sold grain o a facility or 1o a fish processor, a limited amount
tor deposits made by individhaly for the purchase. lease or rent of property
{commonly called consumer deposits). alimony. spousal and child support or
maintenance, and certain Federal and state 1axes. These clarmis are paid in
accordance with the prionty order found in section 307 of the Code

At the lowest pnonty are the general unsecured claims. Creditors holding
elnms that fall into the general unsceured category of claims are vendors, open
accounts, supphiers, services. utibties. Other merchants who supply goods or
services, but who did not obtain a security interest in the property that the
debtor bought or holds will have an unsecured interest o a bankruptey estate,

Cnee secured and prionty clamms are satisfied, the remaining funds, 1Fany, are
distributed pro rata among general unsecured creditors who hold allowed
claims based on the amount of therr clam. Occasionally all claims will be paid
in full and. even more rarely, be paid interest on the elaim from the date of
filing at the Feder post-judgment rate (the T-bill rate), Any remaiming funds
are returned w the debtor. When a pro rata distnbution 15 made from a
hankruptcy estate. any unpaid balance remamning 15 unsatisfied, and, unless the
debtor’s discharee has been demied, cannot be collected from the debtor. There
are as many vanations in the distnbution scheme as there are bankruptey cases
and disputes often anse when the goals af secured creditors conflict with the
goals of priority claimants and unsecurcd creditors.

The Proof of Claim

One of the first things the holder of a claim should do 1s lile a proof of claim.
A secured claimant may be paid because the lien survives the bankruptey,
however, except in a chapter 11 case. the filing of 4 proof of claim is
absalutely essential to presenving the right of the holder to participate in any
dividend distribution from the bankruptcy estate—no claim, no payment
{FRBP 3002), In a chapter 11 case, if the debtor schedules the creditor’s claim
as unligwdated, contingent or disputed, the creditor must file a claim,
otherwise the claim is deemed allowed in the scheduled amount. Ta chapter 11
i5 converted to chapter 7. as a remedy for a failed reorgamization. a proof of
¢laim must be filed m the converted case. As a practical matter in most cases,
to save a tnp to the hankruptcy court o determine how the debtor scheduled
the ¢laim and in what ampunt and to preserve the <laim without tracking the
progress of the case, mast ereditors are well advised to automatically file o
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proof of claim immediately upon receiving a notice of the filing. There are
exceptions to that recommendation based on considerations involving such
legal concepts as jurisdiction and SOVETEIEN [mmunity.

When should a Proof of Claim be filed? In cases filed under Chapters 7. 12 and
13. the proof of claim must be filed withm 90 days of the date of initial
meeting of creditors. The bankruptcy court notice will contain the date, orin a
Chapter 11 case, there may be a separate notice of the claims bar date, If the
claim arises out of the rejection of an executory contraet or unexpired lease, the
claim must be filed within 30 days of the rejection. Claims must be actually
received by the Clerk for filing by the applicable bar date or risk being
objected to, Only m unusual or exceptional circumstances will g tardy or Jate-
filed cluim be pad

A creditor filing a proof of claim should use the official form (OF- 10)
provided for that purpose. The official forms arc available at most stationery
stores carrying legal forms or are svailable fram the clerk of the court. The
form also contains detarled instructions on how to §ill the form out. Some
courts will provide s copy of the proof of ¢laim form with the notice sent lo
credutors of the creditors” meeting In preparing the proof of claim, care shou
be taken to ensure that the amount of the claim, as of the date of the filing of
the petition, is sccuraic. A creditor will report the total amount of the ¢lam in
item 4 of OF- 10, and will report oaly that amount unless the claim is secured
by collatera] or entitled to a priony under section 507 of the Code. In other
words, by reporting the amount only 1n item 4, it is presumed that the holder
has a general unsecured claim. In addinon. any backup documents, e.g.. biilin
Promussory noles, security agreements, evidence of perfection, guarantee,
contract or judgment, that establish the claim and its status should be attached. |
The proof of claim. including the backup documents, is filed in duplicate and a
complete copy served on the trustes (1 one is serving) and the debtor or his/
herfits attorney.

Objections to Claims

Any mterested party, .z creditors, tnistes. debtor, may object to a proof of
claim filed by any creditor. Nommally. however, objections to claims are filed
in chapler 7 cases by the trustee after the claims bar date is passed and a
distribution is ceriam to be made. An ohiection to a claim must be in writing
and filed with the bankrupicy court: A copy of the ohjection, together with a
notice of the time and date for the hearing must be served on the clammant at
least 30 days before the scheduled hearing date.

Perhaps the most common objection is that insufficient information or
documentation has been submitted and. thus, the validity of the claim cannot
be determined. This objection could be prevented by attaching the documents
to evidence the amount and validity of the claim. Another common objection i




that the claim mclodes unmatured interest or other postpetition charges that
have geerued after the date of the filing of the petition, but before the Proof of
Claim was prepared. Only an oversecured creditor 1 entitled to recover
posipetiion interest, charges. and if the contract so provides, reascnable
anorney’s fees, up to the value of the collateral. It 1s not unusual for a claim to
be challenged because 11 1% asseried aganst a corporaie officer or director Tor a
corporate. not 3 personal obligation. In the absence of a personal guaranty,
unless the creditor can establish the existence of the elements 1o “pierce the
corporate veil” under state law. such a claim 15 almost unguestionably destined
10 be disallowed.

Other Actions

Creditors in all cases should retain records and advise the court of any address
changes until a notice has been recerved that the case 15 closed. Because
distrnibution i an assel case may be several months (or years) after the case 15
commenced, prematurely disposing of the files and records related to a claim
may result in not bemng able 1o defend ngainst an objection to the claum, Failing
1o keep the court apprised of address changes may result 1n not receving an
objection to the ¢laim or, even worse, the dividend check 1ssued at the
conclusion of the case

In a chapter 7 case, in addition to the actions mennoned previously, there is
little, il anything, for the holder of a general unsecured claim to do to protect
the ¢laimant’s interest exeept sit back and wait for the trustee to complete
adminisiration and make a dividend distnbution Vanous sources of
information are available 10 check the status of cases. Contact the tnustte, the
Utiited States Trustes, the court. or an electronse database, such as the various
court-maintained weh sites, 1o verifyv the progress of the case. A creditor can
obain information on & potential recovery from the trustee afier the liquidation
is complete, debts owing the debtor have been collected. and legal actions have
been concluded. The actual creditor recovery cannot be calculated until all
abjections to claims have been resolved and administrative expenses are
known.

Distributions

On rare occasions a trustes may make an intenm distribution, that s,
distributing funds to secured and other priority claimants. Ordinarily. the
trustee will prepare a final report when all legal 155ues have been resolved,
assets reduced t© money. and an accounting completed. Interim and final
reports are then reviewed by the United States Trustee’s office or bankmuptcy
admimistrator.

In-a Chapler 7 case, the Unned States Trustee reviews the trustee’s proposed
distribution. A notice of the trustee’s final repont contaiimg a summary of
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administration may be combined with other notices necessary 1o bring the case’
10 conclusion. While court orders are necessary to pay the administrative
claimants and resolve claim objections. it ts not necessary for the peneral
distribution of funds to creditors; unless there are other ohjections w the
trustes's final report. Dividend checks must be negotiated within 90 davs. IF
the distribution amounts to less than $5 61, the trustee will send the ereditor
name, address and the funds to the Clerk of the Court, which are refundable
upan reguest,

Current addresses mean faster payments! Unclaimed distributions, ifany, in
both Chapter 7 and 13 will be deposited with the Clerk of the Court Tor
reclamation by the creditor, In o Chapter 13 case, distributions under the
debtor’s confirmed plan may stretch over three to five years, which is
cspecially true for general unsecured creditors who may get paid last. Chapter
Il payments may also be paid over tme, depending on the distribution scheme
approved by the coun in the plan of reorganization. These Chapter 11
payments are not subject 1o the small dollar amount or unclaimed funds
restrictions found in other chapters and, 1n all hikelihood, will be made after the
bankrupley court case is closed. The Chapter |1 plan of reorganization will
usually give contact information for creditor inquirses and address changes.

Recommended further reading. Judy Thompson, Esg., with assistance from
David B. Wheeler, Esq.. and Charles M. Tatelbaum. Esg., Barkruptey. What
Collections Professionals Need o Know ( American Bankruptey Institute,
1996), Forty page psmphlet is available from ABI for about $14.00 10 non-

About the author

Barbara L. Frankiin is the Assistant United States Trustee for the District of
Alaska, Office of the United States Trustee, Region 18, Ms. Franklin is o
member af the Alasks Bar Association and the American Bankruptoy Instirre
She has spoken at nmumerous Alaska Bar Association ‘s Banloruptey Section
CLEs and other professional groups on bankruptey practice. She has also
served on the local rules subcomminee since 1990 She recaived her Bachelor
of Arts from the Universiny of Washington with distinction in English and her
Juris Doctor from Seatile University School of Law, formerty known as
University of Puget Sound School of Law

' The views expressed in this article are thase of the suthor and do not
necessarily represent the views of, and should not be attributed 1o, the United
States Department of Justice or the United States Trustee Program,

* The information contained in this article is not intended to give, nor is 1t to be
construed as giving legal, accounting or other professional advice by the author
or the United States Depaniment of Justice or the United States Trustee

Program. Many creditors may have problems that may not be covered by these
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materials for which specific lepa! advice should be obtatned. Users are
cautioned against relying strictly on these matenals to answer guestions thal
may arise. In no event will the author be liable for any direct, indirect or
consequential damages resulting from the use of these materials

' Several amendments have been nade to the Code and additional bankrupicy
reforms have been proposed, Due 1o the rapidly changing nature of the law and
reglonul varmtions, information contained in this article may be putdated ar nat
applicable i all cascs,

" The United States Trustee Program was established by the Bankruptey
Betorm Act of 1978(11 USC & 101, ot seq.) as a prlot etfort encompassing
IR districts, It was expanded to 21 Hcyiqlm natotwide, coverine all Federal
judscinl distnicts except Alubama and North Carolina by enactment of the
Bankruptey Judges, U S. Trustees, & Famly Farmer Bankruptey Act of 1986,

[ joined
CPL.

Now my boss thinks I'm a
genius.

When I got my CPI education manual
this fall, | was able to tell him all about Skiptracing, Landlord/ Tenant
Palicies, Medical Collections and Protecting Claims in Bankruptey.

Then the Credit Connection came - | filled him in on the latest legislation
and how to deal with a debtor in bankruptey.

After our last few local association meetings. | was able to give him some
tips on who to contact in local law enforcement when we ger bad checks
and how to find the best business bank accounts.

I just hope I get to the next issue of The Credit Prafessional before he
does,

He thinks I'm a genius. Thanks, CPI.
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Marketing CPI;
Making It Work For You

By Sur Cassell, PCE

Franklin D, Roosevell saul. *ft & commaon serie o luke e thrend copred by A8 0
it fails. admir it frankly and iy another. But above oll, fry something ™

At the 2000 CP Credit Conference | had the privilege of being a part of the
first group to participate in the training and marketing of the audio “Take
Charge of Your Life.” Not only was this a wonderful chance to leam how to
market the audio training tape “Take Charge of your Life,” it was o great
chanece to leamn the Adult Leaming Principles,

These techniques are handy when trying to market your local CPl association
1o perspective members. Ask vourself the following questions.

. Whode VU Want t target?

. “’hal do vou have to offer that will make them interested?

«  WHhy will they want 10 anend?

« Wheni yvour meeting'semmar and how long is the program?

«  Where will the meeting'seminar be?

« How wil you follow up-after the meeting/seminar?

Finish up with a final

«  Who will ke responstble for the follow-up?

These guestons should be asked each time that you want to open your
mestings o now or perspective members.

Your first response 15 1 don’t know where to begin”™ or *1 don’t know anyone
1o ask.” Docs either of these responses sound familiar? 11 your association has
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not had a credit seminar, DO I'T! Not only is 1t 2 greal way 1o recruil, it is o
fantastic budget builder. Invite as many banks, cradit unions, loan companics
arany business with a bookkeeper or a credit depaniment, Don't forget miedical
offices. You will not wiant 1o send your invitation to the owner or president.
Find out the name of the person that you want to target and address the
invitation o him or her, If vou have speakors om topics that are hot 1ssues in
vour community, vou will draw a crowd

Crreal Falls CPT hoas hod success with seminars that start around 4 pmeand end
al Bpm. Keop vour mecting on track and offer a light dinner halfway throogh
The break allows the attendees time 10 network with other credit professionals
and provides you o time to explain CPT membership and benefits

If vou feel vou won't draw o crowd by having the mecting ot night, schedule it
during business hours. Many times employers will allow and ercorage their
stalt 1o attend educational courses during the dav. You rmiay also pick up
attendecs who want t¢ attend but would not want to give up part of their
evemng 1o do so. You may wanl 1o expeniment with both evening and daytime
semmars. Again, ask “What works best in my community?” Try both ways,
then you will know.

Wiealso make up packets with an mvitation on the front of the folder. Inside
we offer a hst of mectng topics, a list of local CPI members with phone
numbers and & letter of introduction to the attendes’s supervisor. Also
ncluded s a CPI brochure as well as a brochure we designed locally on the
audio raining program, Take Charge of Your Life. Are these all original
ideas? Nope, we borrowed from other associanons. Why remnvent the wheel?
Anyassaciation that is actively marketmg CPl membership would be more
than happy o share informanen with youw

About one week after the seminar. send a follow up card with another
urvitation to our meeting and-a promise 10 call them with opics: Tt mav take
many calls to the same person before they antend a meeting but what would
happen if that person-ends up being one of your most valuable members. Are
you willing 1o let them slip byv?

Even if ¥ou do not have a semunar, there are many ways L0 recril new
members. How many business associales do you =ik toa day?® Make a list and
start gt the top. In the 20002001 CPI Education Manua!, Gatha Crowson
wrote The Ufrimate Recrwiing Technigue - The G AT H.A. Principle, ™ |
recommend yvou read that amicle for some wonderful 1deas and suggestions.

Sorme other tips and suggestions on marketing CPJ are 1o:
o Market voursell,

»  Market the sccomphshments of your members. and
+  Markei the sccomplishments of vour association.
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If ane of your members receives a promotion or special recognition at work,
call your paper and seeif you can put a congratulatory message in the busines
section, Pablish vour meeting date and time and include a phone number.
Whien vou are providing a bio for o speech, ineluded your mvolvement in CPL
Lt it on vour resume; more Lhan one person has received a job or promotion
because they have been involved in CPL

Have note cards printed with the CPI logo and send a personal note to
colleagues who make the news. Clip the article out of the paper and enclose
it—everyone likes an extra pat on the back for a job well done. These niote
cards also work well for thank you notes for your speakers.

With the convenience of desktop publishing. make up business cards for your
officers, board members and membership. Include one in each note you send
out

He visible—adopt a family al Chrstmas, colleet toys for tons: bea drop-ofT fors
a winter coal program, erganize 4 food drve. Throughout the year, our
members colleet sample sive tletnes from their many tnps. [n December, we:
gather these samples and deliver them 1o the women'’s shelter.

Many times what stops us from inereasing in size is our own atlitude, We
might say, “Joan Smith from Dr. Anderson's oftice would probably not be
interested in gome.” Did you ask or did vou make that decision for her? Takea
chance. Step out and step up. You will be glad you did and so will your
association, We all know that Credit Professionals International 15 not justa
social gathering. Take stock in what it has done for vou. The nerworking
contacts | have made through CP1 have made my job easier. The combined
knowledge of this assoeiation is mvaleable.

The main thing 15 DON'T BE AFRAID TO TRY SOMETHING. “The secret
of steccess 15 constancy of prrpose.” (B, Disraeli)

Have fun, enjoy the success of CPI and share your enthusiasm with vour
friends, family, and business colleazuss. You will be glad you did. And iF vou-
are marketing suceessfully. they will be glad you did 1!

About the author

Sue Cassell, PCE. has beer a member of the Grear Falls CPI for the past eight
vears. She is the Vice-President/COG of Convumer Credir Counseling Service:
of Maontana, Inc. Presently, Sue i5 serving ax Treavurer for Districe [ and %
iie Bogrd Choir for Russel! Country FCU A the 2000 fncernationea!
Conference in St Louis, Sue was invited o participate in the training and
marketing of the audio series, “Take Charge of Your Life. " Married for 27
viears, Sue and Larmy have two doughters—Heather and Adrienne—son-in-law
Brian amd the grandest grandson, Deven
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I, Lobbyist

By Anne Hammand

To lobby is to try persuading tegslators o enact or not 1o enact bills There nre
two types of lobbying. The first of which is direct lobbying, where vou deul
directly with the legislators at whatever level. The other is called "Erass roots
lobbying," where you are encouraging constituents of legislalors o exercise
their influence with the legislators for or against some proposed or existing
lemslation.

Can an individual try 10 persuade a legislator to enact or rot [0 enact bills? The
answer 15 a resounding YES and you can thank Richard Henry Lee of Virgima!
He 15 recognized as being largely responsible for the adoption of the first ten
amendments (the Bill of Rights) to the Constitution. The First Amendment
states "Congress shall make oo law respecting an cstablishment of religion, or
prohibiting the free exercise thereof or abridging the freedom of speech or of
the press: or the right of the people peaceably to assemble, and 1o petition the
government for a redress of prievances.” In lobbying. the sections that interest
you are those refermng to freedom of speech and petitoning the government
for a redress of grievances

In this article, I am going to talk about what an individual can do. Remember,
individual lobbying is secking to persuade & public official at whatever level 1o
vote your way. It 1s essentially a sales job, as vou will attempt fo market your
views on a piece of legislation, so as 1o convince the legislator that vour way iy
the enly wav to vote.

There are a number of ways to approach this, The first and most rmportant
thing is that basic instruction: "D your hemework'™ Once you have done this,
you are ready o stari In other words;

*  Leam as much as you can about the process. There are books in the lihrary
that deal with our system of povernment in action, Get one and read it Ir




you are Internet active. look at the wealth of information available there.
Regster (o vote and vote. If you were a legislator. wouldn't you pay a bit
more atlention o a registered voling constituent?
Know who represents you! Leamn the names of your representatives on
city, state and nztional level. Learn the names of the governor. lieutenant
governor and legisiative leaders such as the Speaker of the House and
President Pro Tem of the Senate
Dievelop personal relationships with as many legisiators as possthle. You
want a network of connections thut know you and will help you with
information and contacts.
Acquire o basic understanding about how legslators and the legislative
process work. Even on a local level, it can be a pretty complicated
procedure. If vou understand its workings, you will be able to mtercede at
the proper time to make a difference

e Developa plan detatling what you want and how you expect W obtam it

Person to person contact with a legislator can bea good way Lo start. Compare
this to any sales or customer calls that you make in business and handle it as
the professional vou are. It is best to wrrte or call and make an appoinument 1
set the legislator. Do not try a "eold” call. You should feamn the correct way o)
address the legislator befone the meziing

At the meeting

e Introduce yourself. state your credentials and, if you are part of'a group,
give a brief summuary about the group.
Open the meeting with a clear but short stalement about what you want W
discuss. why vou feel the way vou do and what action vou expect from th
legislator.
Prepare 3 hrief fact <heet covermg all the points you have rarsed and
stating your objectives.
Remember thar there are two parties to the meeting. So allow the legislator
to respond and listen to what he o7 she 15 saving.
The legistator may have questions and this is where all that homework can
pay off. '
Begin to closs the meeting by asking a direct question about the
legmslatos’s stand on the 1ssue
Remember that vou want 1o g2t 2 commitment of future support from the
legistator. However, do not press 100 hard if he'she seems reluctant to
commi
Thank the lemslator for s her tme

After the mesting. document what was said for your records s s001 s
possible. You should also send the legislator a thank you letter m which you
restate your position and confirm any commitment that might have been




reached. This should be done promptly. with copies sent to any other interested
parties,

Suppose, though, that you have ted for a meeting with the Tegislator bt
because of scheduling conflicts, distance, etc.. it Just cannot be done. Do vou
mve up? OF course not. You simply tumn 10 any one of seviral other methods of
lobbying a legislator.

You may be offered a meeting with an aide instead of the legislator. This
meeting should be handled n much the same way as described above.
However, remember that an sde will probably not be able to cormmit to
supporting your views. Your task 1s to persuade himher to pass vour Iicssae
on Lo the legistator promptly and sympathetically.

You vin write to the legislator stating your views i a letter, e-mail, telegram
of fuX, Yopu should learn the proper salutation for the legstator and state vour
case hriefly and clearly, In the letter, you should spell out exanctly what vou
wint the legiskator 1o do: introduce 3 bill, vote against a bill, or vote for o bil.
The leter should be typewritten and nclude your full name, address and
telephone number. Remember that vou have to attraet the attention of a vy
busy legislator so the first paragraph should include your credennals, the nome
or number of the bill and your position on it Later paragraphs can include
information or figures 1o suppon your views and mformation on how the: bull
may alleet the community for good or ill. One or two pages 15 the maximum
length for such a letter and the lenter should cover only one issue.

You can telephone the legislanve offices and gIve Your message verbally to the
legisiator. an side or a vorce mail system. [T you speak to the lemislatororan
arde, you should immediately wnte o thank you letter detailing your
understanding of the discussion. 1f vou wind up usimg a vowe mail system, be
sure 1o include your name, credentials and telephone number in the message,

You can artend one of the rallies or constituent meetings that most Tegislators
hold from tims to time and give vour message there. Have a written SUMIMArY.
of your views with vou and. if possible, give it 10 the legshator,

All of these activities can be done a5 an individual. However, consider how
much greater an impact many individuals working together could have. There
will be'other individuals whio shane rour views. Find them and work together,
Consider endorsing candidates who are friendly to vour cause and working for
their clection. Think about seeking appointments or election to boards or
commissions, which make and implement regulations. The ultimate
commutment would mvolve running for office on 2 platform based on your
VIEWS.
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1 think you have the idea by now. You must make yourself heard and you mus!
keep on making yourself heard. It 15 not easy and you cannat give up. Patience
is nol an easy viroe for us when we are committed to 2 cause.

In lobbying as m any commitment, your attitude makes a difference. Of course;
you have a passionate belief in your cause, otherwise vou would not be doing
this. However. always remember that there are other points of view and you
must be tolerant of them. You are trying to persuade, not force others 1o share
your views. This means that you must keep cool, keep your sense of humor,
keep a smile on your face and keep looking to the long term. Always
remember that as Thomas Huxley said. "It 1s not who 1s night, but what is right
that 15 of importance.”

About the author

Arme Hammand was originally a member of CPLaf Orlanda, Floreks, where
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Collecting in the Medical Office

By Darlene Eaxon

How many tmes have you heard, “[ left my checkbook at home,” forgot
my credit card.™ “Can’t vou just bill me?”

Ihd you ever feel like saying. “[oes your grocer, dry cleaners oi service
station bill you? No, they do not.™ Well, we cannot say that 1o our patienty,

The best way to ensure paymen is 1o make sure the patient is well informed,
¢ Keview what treatment the patient wall be receiving.

¢ Lhscuss how pavment is to be made.

*  Get financial arrangements in writing.

Some dental offices are asking for pavment at the time of service.

The third party financing is 2 very good way 1o get out of the insurance loop
and get back to running vour office. These are a few of the many financing
compantes that are available:

Care Credit: This is a credit card that may be used in some medical and
dental offices. An application is filled out at the office and the patient is
1ssued a line of credit. The monthly pavment can be set for 12 months, same |
as cash, or inanced with monthly payments. '

American General: A credit application is filled out in the office and faxed
to the rearest Amencan General office. Generally a response will take no
longer than 20 minutes. A certain percentage will be billed to vour office.
They have up to 12 months, same as cash, and also financing up to 60
muonths,

Dental Fee Plan: This company is similar 1o Amenican General in their
application form and fee schedules
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When dealing with any outside financmng. make sure they are non-recourse
companies (if the patient does not meet their obligation of pavment, the
aceount is not turned back to your office 1o collect),

The longer a debt stays at your office: the less likely you will collect. aceording
10 2 survey done by the Commercial Collection Agency Association of the
Commercial Law League. The likelihood of recovering a current balance 15
over 94%. After 90 days the percentage drops to 74%,

Some of the reasons you may not be able to collect ape
= Debtor files bankruptey

*  Debtor cannot be located

*  Musplaced files

*  Achange of stalf a1 the office

Decide whether you are SCOCPLNE INSURAREE oF Aol

Reasons for rejection of msurance clajme:

Doctor error: Make sure all codes are Comet

Doctor’s signature missing: Signature must be on all claims,

X-ray not sent: his is being used 1o delay payment to You.

Pre-existing conditions: These may be illnesses that the patient had before
they were insured

Bad processing of claims: Medicare s processed separately by states.

Not medieully necessary: The consyltant hired by the insurance company 1o
review your claim mav decide that the Ireatment was not necessary, (Asa
wonsumer, remember to ask questions and also remember that YOU pay
the premiums. It is YOUR insurance policy,)

There are some Jaws that have been put into effect of which you may not be
awdre. Placmg telephone calls or afmpting to communicate with a patient at
his place of employment may be harassment unless vou were niot provided with
an alternative phone number.

References:
CDR Financials Services, LLC www cdrfmancial com & www aglsve health
wiebmd.com
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So You Want to Buyv a House. ..

HT' R:'I"J."h’ o Hrr'.-h Tl

The pltimate Americin dream is 1o own yourr own home. Pride in the
ownership of vour home gives you happiness and contentment for vou and
vour family. However, this can be an experience that becomes frustrating and
downright intimidating. The real estate world has 2 language ull 1 own. The
person who has never purchased & home before or the couple who purchased o
home 25 years ago and now want a retirement place often are made 1w feel out
ool Syng.

The following are just o few terms you will hear when shapping for a home:

Adjustable Rate Mortgage (ARM) - A mongage loan that allows the lender
to adjust the interast rute in accordance with a specified index penodically and
as agreed to at the inception of the loan

Appraisal Report - A report that sets forth an estimate ar opimon of value.

Appraised Value - An opinion of value reached by an appraiser based upon
knowledge, expenience, and a study of pertinent data.

Appraiser - & person qualified by education. traming and experience to
estimate the value of real and personal property

Borrower - (That's You!) The party obligated 1o repay the indebtedness
secured by the morgaged premises.

Buydown - Money advanced by a third panty fusually the property seller) o
buy down the interest rate and thereby reduce the monthly payments for a
home mortgage cither during the entire term or for an initial period of vears,
Also a decrease in the guaranty fee required by secondary market investor for
seeunilizing a pool of morigages in exchange for 2 one-time cash charge
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Cap {interest rate) - Refers to the maximum allowable interest rate increase for
adjustable rate mortgages.

Closing - The conclusion of a transaction. In real estate, it includes the
delivery of a Deed of Trust Mortgage, financial adjustments, the signing of
documents, and the disbursement of funds necessary 1o the sale or loan
transaction.

Closing Statement - A financial disclosure giving an account of all funds
received and expected at closing: escrow deposits 1o taxes. hazards insurance,
and mortgage insurance. All FHA, VA, and most conventionally financed
loans use a uniform settlement staterment called the "HUDY 1Y

Collateral - The property that is pledged as security for the satistaction of a
debt

Conforming Loan - A mortgage loan that meets the underwnting puidelines,
lovan amount limits, and regulatory parameters set by Freddie Mac and Fannie
Mae

Consumer Reporting Avency or Bureau - An organization that is enpaged in
the preparation of reports used by credit grantors (o determune the credit and
public records” history of an individual. The agency obtains duta for these
reports from repositories of aceumulated credit records as well as from other
surces,

Conventional Mortgage - A morngage that is not insured or guarinteed by the
federal government.

Cost of Funds Index (COFL) - Index used on adjustable rate mortgage loans.
Borrower's mongage payments rise or fall based on the widely published
COFL which is bassd op what financial institufions are paying on moncy
market accounts, passbooks, CDs, and other liabilities.

Credit History - A bormower's demonstrated willingness to repay debt
Creditor - The entity named on the Nole and other loan closmg documents.
Debi-to-Income Ratios - Caleulations that are used in determining whether a
borrower can qualify for a mortgage. They consist of two separate calculations:
a monthly housing expense-to-income ratio and a total obligations-to-income
ratio.

Deed - A written instrument by which some degree of ownership interest in

real estate is transferred from the grantor o a grantee.
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Deed of Trust - A deed 10 real property used in some states which serves the
sAme puIpose as a mortgage but mvolves three pares mther than twe. The
third party is a trustee who holds title o the real estate for the benefit of the
lender. The borrower 1s referred to as the trustor and the lender as the
beneficiary under a decd of trust. The trustee has the power to sell the property
and pay the debt in the event of a defaull by the borrower. When the borrower
pays the debt in full, the trustee conveys utle back 1o the borrower using a deed
of reconveyance,

Equity - The difference between fair market (or appraised) value of a property
and autstanding mongage balances

Escrow Account - A trust account established to hold funds allocated for the
payment of real estate laxes, hazard or morigage insurance premiums. eic., as
they are recesved each month and until such ime as they are disbursed to pay
related bills. Known as an impound account in some areas,

Federal National Mortgage Association (FNMA) also referred w as Fannie
Mue - A povernment-sponsored private corporation created by Congress (o
support the secondary mortgage market. It 1s the largest purchaser and seller of
conventional residential mongages, as well as mongages insured by the FHA
or gudranteed by the VA,

Fee Simple - This is the highest form of ownership a person can have in real
estute, including the nght 10 occupy, dispose of, und bequeath the property.

FHA Mortgage - A mongage that is insured by the Federal Housing
Administration: it is referred to a5 2 "government” mongge.

Federal Home Loan Mortgage Corporation (FHLMC ), also referred 1o as
Freddie Mac._ - A quasi-governmental agency that purchases conventional
mortgages in the secondary morigage market. It sells participation sales
certificates secured by pools of conventional loans. their principal and mterest
are guarantesd by the federal government through FHLMC, Tt also sells
GNMA bonds to raise funds to finance the purchase of mortgages.

Federal Housing Administration (FHA) - A division of the Department of
Housing and Urban Development (HUD), was established m 1934 to increase
home ownership by providing an insurance program to safeguard lenders
against borrower default. The FHA sets standards for property construction and
eredit underwnting. but it does not lend money, pian or build housing.

First Mortgage - A mortgage that is the primary lien against a property.

Fixed-Rate Mortgage - A mortgage that provides for only one interest rate for
the entire term of the mortgage. If the interest rate changes because of
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enforcement of the due-om-sale provision, the morgaze isstll considered a
fixed-rale morgage.

Flood Data Services, Inc. (FDIS1) - Organization that provides certification
that the property has flood insurance

Flood Insurance - Insurance that compensates for physical properly damages
resulting from Nooding. It is required in federally designated Special Flood
Hazard Arcas.

Funding Dute - The date when payment is disbursed to the Seller for a
mortgage purchased

Gift Funds - An outright gift of funds from an neceplable source,

Hazard Insurance - Insurance coverage that compensates for physical
damages - by wind, fire, or otheér natural causes - w the propeny.

Housing Expense-to-Income Ratio - The amount of a borroswer's total
housing expense (principal, interest, taxes and insurance) expressed as a
percentage of the barrower's income. Une of the critena used by lenders to
calculate the nsk involved in making 2 foan 1 o prospective horrower.

Lien - A legal hold or clasm of one person on the property of another as
securnity for & debt or charge

Loan-To-Value (LTV) Percentage - The relationship between the unpard
principal balance of the mongage and the property's apprased value (or sales
price, if it is lower),

Margin - The amount that 15 added 1o #n mdex value o create the morigage
interest rate for an ARM loan.

Market Value - The most probable price which a property should bring in a
competitive and open market under all conditions requisite to a fair sale, the
Buyer and Seller, each acting prudently, knowledgeably and assuming the
price s nol affected by undue stimutus

Mortgage Insurance - The function of Mortgage Insurance {whether
government or privaie) 1s to insure a morigage lender against loss caused by a
mortgagor's default. This insurance may cover a percentags of or virtually all
of the morigage loan depending on the tvpe of morgage insurance.

Mortgage Insurance Premium (MIP) - For government loans only, a fee paid|

by the mortgagor that insures an FHA morigagee against loss. MIP does not
pay off the loan 1f the morigagor dies
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Morigage Insurer (MI) - Any one of the private or state mortgage insuratce
compunies that insure us against loss in the event of 2 mortgagor's default
under a conventional loan.

National Flood Insurance Act - The Flood Insurance Notification. which
notifies the borrowers that the propenty lics within a flood zone. must go out at
least 1 days prior to the loan closing, or not fess than the date of the
commitment/approval, il less than 10 days.

Note - A promise to pay a sum of moncy at & stated interest mte dunng a
specified term.

Note Hate - The interest rate pawd by the borrower, as stted on the nowe
Occupancy - Physical possession of real estate

Origination Fees - The fees charged by a lender 10 prepare loan documents,
make credit checks, inspect, and sometimes apprase a property. The fees are
usitinlly computed as a percentage of the face valve of the mongage
Owner-Occupant - Anndividusl who meets all the following requirements:
(1} Resides in the mortgapeed premises, using it as 3 pnmary residence; (2) Is
listed as an owner of record (by deed), and (3) Has executed the Note and the
securly instrument,

Owner-Ocenpied - A property that meets the following requirements: (1)
Crwners reside i the mortgaged pramises, using it as a primary residence: (2)
Property is listed by owner of record (by deed)

Ownership - The nght to hold, possess, control and dispose of property
Payoff - Pavmen-in-full of a koan at or before mamnrity.

Permanent Buydown - The payvment of a discount in order to Tower the
ititerest rate. and thereby the monthly pavment amount. of @ mortgage loan for

the life of the loan.

PTTT - The monthly mortgage pavment compnsad of principal. interest, laxes
and insurance.

Prepayment Penalty Option - Available on certzin Toans onfy, and s
designed specifically for borrowers who are not planning lo refinance their

mortgage within the first five vears of 2 loan

Principal Residence - A borrower's primary residence
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Private Mortgage Insurance (PMI or MT) - Insurance written by a private:
morgage company protecting the mortgagee or investor against loss caused
default. Conventional loans with a LTV matio greater than 209 must have PM

Purchase Loan - A morgage loan in which the tunds are used to purchase a
propefy.

Qualifving Ratios - Calculations used mn deternuning whether or not a
borrower can gualify for a mortgage They consist of two separate caleulations:
monthly housing expense-to-income and total monthly obligationg-to-mcome.

Real Estate Settlement Procedures Act {IRESPA) - This 1s a federal Taw that
requires fenders 1 provade home mongage borowers with infarmiation of
known or estimated settlement costs

Real Property - Land and generafly whatever 15 growang on, builton or
affixed w the land

Survey - A measurement of land, prepared by a registered land survevor,
showing the location of the land with reference to known poinis, its
dimensions, and the location #nd dimensions of any improvements.

Title - The evidence of the right o or ownership tn propery.

Title Insurance - A contract by which the insurer agrees to pay the insured a
specific amount for any loss caused by defects of utle to a parcel of real estate
(wherein the insured has an interest as purchaser, mongagee or atherwisa),
other than encumbrances. defects and maners specifically excluded by the
policy.

Trustee - A person who holds or controls properiy and manages it for the
benefit of another (the beneficiary).

Underwriting - The analvsis of nsi the determination of the appropniate loan
amount and the semting of loan erms.and conditions, based on the borrower's
creditworthiness and the value of the real property that will secure the loan.

Verification of Employment (VOE) - Documentation of 8 mortgage
applicant’s work history.

Veterans Administration (VA ) - An independent agency of the federal
government that is authorzed o administer a vanetyv.of benefit programs for

veterns,

There are many more terms that apply 1o real estate and, 1f vou don't know
what they are tlking about, "ASK!". There are no stupid questions when you
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are buying a home. This affects your future. Many times the loan officer will
hurry through to finish the loan process. If they are 2oing too fast, wh them to
slow down. and then ask vour questions. This usually happens when the
lender's representative works on a commission basis. This means they have no
fixed salary, only what they eam from morigages

Shopping for the nght loan for your particular situation js sometimes
overwhelming There are conventional loans, FHA loans, VA loans. My
sugestion is to take a note pad and pencil with you when shopping. ask abow
different kinds of loans, how they work, how much &5 required for a down
payrent and what sre your closing costs going o be. The more research you
do, the better informed vou will be when you select vour mongage

Abaut the author
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DARE TO DREAM

By Curt Marsh

"The foremost obstacle 1o CXPErICnCIng success in our lives 1s our own
construction of bamers that paralyze us from taking action

| have always been a dreamer Asa young child, | imagined and believed that
someday | was going 1o be famous.

At different times in my childhood | saw mysalf Erowing up 1o be o rock siar 3
military hero, or even a professional athlete. | used 1o stand in front of the
mifror in my bedroom strumming an old guitar and plaving along with SONEs
on the radio, as if it were me singing and playing. | could image the girls
cheening for me and fainting. After one of my "rack concens.* | could easily
change dreams and become 3 commando, I bad seen a movie on television
about a World War 1T Medal of Honor winner. | just knew that someday |
could do that. | was 3 ane-man Wreeking crew storming our garage with 1oy
guns blazing | imagined myself WipIng out enlire armies and receiving a
medal of my own. As | erew older and began to participate in sports. |
continued to dream. But now | visualized plaving in the NBA or NFL_ | could
play basketbal| or foothall in my backyard for howrs in front of huge imaginary
crowds

I am not the Teast bit embarrassad to share these private moments of my
childhood becavse [ believe that my dreams were the foundation 13 my future
Success. Many. if not all, worthwhile endeavors begin with a dream or a visian.
The excitement that the dream creates EIVES YOU & reason o jump up in the
moming and look forward to the day. Your seemingly unrealistic dream ir
vision ¢an give you the desire 1o start plotting a realistic plan to get there
through the development of goals. These are activities that can stimylate hope
and direction for your Jife.

Dreaming should come naturally, but the older we gel the worse dreamers we
seem o become. As an adult, I had the great fortune to releamn what came
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naturally 10 me as a child by watching my own children's early vears of
discovering life. We are hardwired at birth with the capacity to imagme
ourselves dong great and wondrous things. The most thrilling aspect of this
£1ft is that whatever we imagine ourselves doing at this young age, we
automatically believe completely and instinctively that we can and will
accomplish it

What in the world happens 1o us? Why is 1t that between kindergarten and the
rest of our hives, we somehow lose this awesome belief in our potential and
undeninble confidence in our ability 1o imagime a dream and accomplish it?

Penadically, | watch or listen to a motivational tape. On one occasion, | was
viewing a video of a gifted speaker named Rolfe Carawan. During his ik he
told a story that | believe gives a very good descnption of what happens w rob
us of our natural ability 1o believe life will become what we dream it to be. The
following is my best attempt to paraphrase his illustration,

Rolfe shared a childhood story that involved his grandmaother, who owned o
fish tank that was home 1o an ugly old fish called 2 wall-eyed pike. I'll give the
fish the name "Fred " Every day, Rolfe’s grandmother would send him to the
pet store with enough money to purchase several guppies w brning home as
lunch for old Fred The young boy enjoyed watching this fat old fish chase and
gobble up these unwitting little guppies so much that he would invite the
neighbar children tw join him duning the daily fecding

Une day, on the way home from the pet store. ooe of the children noticed a
pieee of Plexiglas lving in the ditch beside the road. This inspired an idea.
They brought the Plexiglas home. shined it up, and fashioned it to fit perfeetly
down the center of the fish tank. The children were then very careful o make
sure that the guppies were dropped on the opposite side of the Plexiglas from
Fred. As they expected, Fred saw lunch, went for it. and smacked full speed
right into the hard Plexiglas. Rolfe described it as one of the funniest things he
had ever witnessad. Fred shook his head from sids 1o side, tus eyes rolled
around a lintle a5 he backed up and withoul 3 moment's hesitation went atter
lunch a second fime at full speed and crashed face first once again. The
children fell to the floor laughing. The fish tried azmin and again until the
giggling children noticed that he had finally stopped. Fred was completely still
and would not move. The old fish just stared through the Plexiglas af the free-
roaming lunch on the other side of this invisible harmer.

Beginning to get bored with the lack of action, the kids pulled the Piexiglas out
ol the tank. Much to their surpnise the wall-cved pike did not move: he stayed
completely still. The guppies started to swim around. even daring to swim right
past the face of old Fred. Rolfe described how you could almost hear the fish
saying o himself, [ am so hungry, and vou look so deliciows. Bue L am not
stupid! 1 tried 1o cat vou before. and | failed. | tried again, and it kurs, Oh no,
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I'm now stupid. I will just stav here where it is safe. Even if ] have to starve, I'lf
be satisfied right where [ am. Opportunities were literaily inches away, and all
Fred had to do was have the courage to v one more time.

| sincerely believe that what happened to the walleyed pike in this scenario
happens to us. starting as little children and continuing through adulthood. At
birth. we received the gift of dreaming and believing. Then we were introduced
to fatture and expenenced pain, or we <hared our dreams with sOonieone we
cared about and they laughed. Mavbe we got the message that what we were
proposing was impossible when we heard someone say, "You had betier make
your goals o little mare realistic.” It is then that we start to erect this invisible
wall to remind us 1o not go that way agamn. We believe the wall is necessary to
keep us safe from faslure and criticism. Often we forget that we have even built
the wall, as it becomes <o natural 1o our way of thinking and shiclds us from
patn and disappointment

The catch 1s that after we build it, the wall is also very successlul ul blocking
our progression towards anything challenging. Many people wander through
life having forgotten the gift of dreaming because they are Literally ulrwd of
using it. They refuse w follow the dreams of their youth or dure to create new
ones as adults because they are convinced thar the result wall be painful, and
they are not willing to endure it

It is frightening to realize that a disproportionate number of our youths,
teenagers and adults in Amenica foel as helpless as the watll-eved pike. Many
become consumed by the belief that there 1s no hope for their future, They feel
they could not go anywhere even if they tried. This lack of hope often leads w
depression and even death. | recently heard that suicide i< the third leading
cause of death among America's |35- 10 20vear-olds, and that the suicide rate
among children 1 to |4 has doubled since 1980,

We have leamed to avoid the pain of failare 3t all costs. For some, this pain
may be caused by valid medical problems. such as a chemical mmbalance that
leads to depression or anxiety disorders. In these cases. treatment is the answer.
However. many are healthy and have Just accepted the lie that they are limited
in what they can accomplish, They believe it is easier 1o set no standards for
their hives, rather than make the effort to raise them. When there is fio hope for
the future, all things, includmg human life. can become insignificant.

During the competition for the 1995 Wheelchair and Amputee Nuotional
Championships, Chuck was one of my roommates. He was i a wheelchair and
puralyzed from the waist down. He had been in col lege when his roommate
decided to buy a handgun. Chuck didn't like guns and had cautioned his
roommate about the dangers of leaving the loaded g m the op drawer of the
desk they shared in their room. One day Chuck was in a hurry to get to class
and he quickly pulled open the desk drawer looking for a pen. The drawer flew
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open and, as the gun slid forward, it went off. The bullet went right through his
stomach and lodged in his spinal cord, sevenng the nerves. One moment the
man was getting ready (o jog 1o class and the next he was bving on the foor, 2
paraplegic. Despite this man's circumstances. he had finished college. gotten o
job as an engineer, and began competing in table tennis. He had been a two-
time mwational champion.

Not once did | hear Chuck complain. As a matter of fact. he repeatedly old us
how lucky he felt he had been. Another few inches and he would have been
dead. This man was truly # victor. He said he had dealt with his anger toward
his roommate and forgiven him. He had resolved his anger at God and
conveded that God had a plan for bus life and this was Just partof it Not good,
not bad, just life. He encournged me to do the same and | was mnspired, |
wanited to be able to encourage people in the same wity that he inspired me,

Many are never compelled to challenge themselves 1o dream of being
something more than they are right now. They have erected their own
depressing invisible shields of past fatlures that translate to them that their lives
are hopeless, They are convineed that things will never change and they miust
tecept their ot in life. They have built these defenses which stop them from
even starting 1o dream.

l'am challenging all of us 1o remember for ourselves and repund others what
mcredible gifts we wore given when we came into this world. And | urge vou
o choose to utilize the powerful gifis of dreams and imagination vou inherted
as a newborn and live the gift of empowerment that working toward your
dreams. in spite of past failures. will bring.

The foremost obstacle to EXPETIEACING SUCCESS I our Tives is.0ur own
construction of barners that paralvze us from taking action. Although the
barriers may be, and most often are. conceived in the negative inpul from
others, they can only be erceted or dismantled by us. We can truly choose how
great we wanl to be.

Relearning how to dream Tike a kindergartner is the first step (o reaching your
patential. Step two is choosing the courageous action of going through your
invisible wall and. therelure, obliterating the illusion that it exists at all. The
third step includes the setting of goals and the construction of a plan to achieve
them. As you progress from step 1o siep, it is essential to realize that cvery
single decision you make will either bring you closer to your dream_ or take
you lurther away.

Ahout the author

Curt Marsh played football for the University of Wes hington from 977 to
1980, After his senior season, Curt was selecied as o college All-American and
namid one of the best 100 football plavers in the University of Waskington
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Manual, Exams. Cards

Manuals are the basis for the educational programs for the local
associations. Each local CPlis expected to have regular mectings which
include educational programmung. Y ou may use the manual articles,
monegraphs and other matenals from the corpormte office that vou feel are
most approprate for your CPH local

Manuals and membership cards are muiled 10 each member when dues for
the current vear are paid

Although the test is not required, many associations still use the test as an
educational tol, The education chairman of each local association is
responsible for developing a test for thew local asspciatinn.

Lxaminations are given and corrected locally. Examinations must not be
given a second time, unless members did not take it ata regular meeung,
A score of 808 is passing

Education cards are available (upon request) from the corporate office.

some local associatons award the education cards at the Annual Hosses
Dinner or Breakfast. Others send them to the member’s emplover.
sometimes for information purposes, or the emplover may want to presant
the card to the member. However it is done, it should be significant, for
this is the core of the CPI objective: successful sccomplishment of the
educational program. In addition. it is visible evidence that the members
are inlerested in personal and career development.

If you have any questions, please contact the corporate office. Phone:
314/961-003 1, Fax: 314/961-0040. Address: S25.B N. Laclede Station
Road. St. Louis, MO 63119, Email: creditpro@ creditprofessionals.org,
Also check www creditprofessionals,org for forms and informason.



Credit Professionals International Materials & Supplies

The followmg marerals and supphics are sivailsble vz Cridit Profesioaaly Iniermatjonal

Additsonal materials are gvailst

discounts are avarable on some fems, There iy be o

Consumer Credit Education Materials

Tetke Charye of Your Life

An audio guide 10 tnking charge of your Mnanciz]
ol CPL 73 minites, Price incluodss dhipping. (al

Brochures
Ciwide fo Stnnd Credis
What iv Cregie?
Bunkruptcy - A Ten Year Mivtake
Bankruptey s NOT the Amiwer

CPl Accessaries
r'.i'.n" -TI'{' -..‘Jrfr

Roval blue with CP e
C0 Sweastshire

White with CP1 logo m roval Bue
Logo Pen
f.uyu -Ir'q.’ll,_ 'l
Pen & Pemeil Sot

Parfoct for speaker gfts
Credit Card Cave

Black leather-with CPI umprinted i gokd
Letter Oloenier
Mermo Pad

- e

3 -

» oW e

Fersomalized Luggape Tag
Send two business cards with aeder
CPI Tote Bas

1587 % 11" teal rippered heg Limited supoly

Cil Jewelry

Tape $8.00

25¢ cach
[5¢ each
i5¢ cach
15¢ each

Muedium, Large, XLarpe $5 50

Medium, Large, Xlarge $12.50

S31.00ench
Si.15.cach
$13.50 ¢ach

6 00 &ach

£1.73 ench
SL.50 each

AT, while with hiack letering 100 sheet=

75 each

31500 each

throigh the CP Fowebry & Miterals Cazalez. Chaantity
gy or hatdlms charges forsome Hems.

CDS12.00

Lfe Wiritten for the general public by members
for vodume pricing

Hs2.20
[OS ],
%110
1S1.10

nxl 51075

XXL&14%0

L300

CPl Wonches

Prrsoamtiction quanlisble
Lades - gold-plmed cameg black strap
Unisex - Black & chtome cosing, strap
Mea's - black casing. biack sirap

S32.00 cach

Four femovy

Membersiiy Pin

Mmoo Chrm

Carevr Cleald Pin

Pazt Previcen Pin flocal
Triangle pin with nity

st Presichems Pin (iateo)
Traangie pan witl) sapphirs

Faxt Presidenst Pin fulisirice
Thaarghe pin with diatnond

Credlt Professwmal uf the Year (ool $34.93%

Memberyhip Supplies

18 15:2ach
31625 each
I3k

§34.95
£34us

F02 A

Brochuses:
Meembersiiip Brochire 25¢ each
Whem You Join CPT Mg esch PS80
CP Howndbook 5200 ench
The Aves amf Noes of Meetings 52,00 tach
Lewof Avzopciation (Mfieee's Manval 55,30 each
Ceomificales -
A g

R srmrmifivin

13220

$1.50 cah 53500
3150 each /5500
Urteesd Speter. 81 50 exch 5/65.00
Membersinp %] 50 each 57%5.00
{pmrecicrion 8150 gach 1/%5.00
Jewvirr & Materialy ‘il S1.00 each
Fides Catufiny my charge

P Nove corely 1IR3 5




CPI DISTRICTS

Credit Professionals Intermnational s set apart in districts as follows:

District 3 & 4;
District 5
District 7
District B:

District 9:
District 10:

District 12:

States of Alebama, Florida, Georgia, Louisiana
Mississippi, North Carolina, South Carolina, and
Tennesses.

States of lllinois, Indiana. Michigan, New York, and Ohio.
Slates of Arkansas, Kansas, Minnesota, Missour,
Mebraska, Norih Dakota, Oklahoma and South Dakota
State of Texas

States of Colorado, New Mexico, Utah and Wyoming
States of Alaska, Arizona, Hawai, Idaho, Montana
Oregon and Washington; Provinces of Alberta and British
Columbia, Canada

States of Pennsylvania, Virginia. West Virginia, and
Washington, D.C
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Great Falls CP 19
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Salute to Corl Eason, Donald Porter and Mark
Summs
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Credit Education Resources Foundation

Building A Strong Foundation

Credit Education Resources Foundation is committed to
providing credit education to the general public by utilizing
and enhancing the combined talents, education and
expertise of Credit Professionals International.

The Credit Education Resources Foundation is a public
foundation that is tax free under Section 501(3)(c) of the
Internal Revenue Code. Contributions are tax deductible to
the full extent allowed by law. For more information,
contact:

Credit Education Resources Foundation, 525-B N. Laclede
Station Road, St. Louis, MO 63119,




Credit Professionals International
525-B N. Laclede Station Road
St. Louis, MO 63119
Phone: 314/961-0031
Fax: 314/961-0040
Email: (;reditpro@credftprofessianals.nrg
www.creditprofessionals.org




