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WHY WE'RE HERE

An unpaid invoice is more than an accounting problem

]

Cash flow

Rev

payroll, vendors, or lenders.

The real question: when to keep working an account, when to escalate, and how to get paid without unnecessary cost or exposure,

AGENDA

What we'll cover today

1 Recognizing the warning signs early 2 internal steps that improve results
3 communicating with slow-paying customers 4 payment plans, settlements & negotiated solutions
5 When to escalate to an attorney or legal action 6 Documentation that strengthens your position

7 common mistakes that delay payment 8 Building a better credit & collection process
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TOPIC 1 - WARNING SIGNS

Most collection problems announce themselves early

A

Payments drifting from 30 days to 45, then 60

X
e mpte rarely goes bad R Amp——
D

New disputes raised about old invoices

94 cotsand emais tht go nansweres

e more options you have.

B8 promises to pay that come and o

TOPIC 1 - WARNING SIGNS

Signals worth watching outside your aging report

® B LE

Ordering changes Requests to change terms New owners or management

Aski
whi

ntity name, or key contacts

Liens, judgments & lawsuits Payment problems

how other creditars Retur

paid, too. paym;

WHY TIMING MATTERS

The longer an account ages, the harder it is to collect

Likelihood of collecting a past-due account, by age 2 7 o/
0

chance of collecting an account that is a

Jas year past due.
sex
a3%
27%
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TOPIC 2 - YOUR INTERNAL PROCESS

Steps your team can take before escalating

1 2 3
Invoice promptly Assi Followa set schedule
reason to wait responsibl for it

4 5 6

Document every contact Resolve disputes quickly Know your credit-hold trigger

ead of time when shipments or
op.

person, what was said, and what
mised.
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TOPIC 3 - COMMUNICATIONS

A communication cadence for slow-paying customers

: : : ®

Courtesy reminder Direct follow-up Firm notice Final demand

industry, and the customer history should shape the timing.
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TOPIC 3 - COMMUNICATIONS

What effective collection communication looks like

Ask for a commitment
mounts, and dates. Vague requests get @ A specific amount by a specifc date, confirmed in writing.
Putit in writing
rQ‘./ ctful to the person. Anger

s involve consumer debts, additional state and federal rules apply. Check before you ct.
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TOPIC 4 - NEGOTIATED SOLUTIONS

Often worth considering when

© Thecustomeris eng

(© The problemis temporary cash flow, not  faiing business

d acknowledges the debt

() The relationship has real angterm value

(© Uitisaton costs would eat int the recovery

A good settlement trades some amount or time for certainty. Make sure you

When a payment plan or settlement may make sense

Proceed with caution when

(D Eorlier promises have already been broken
(@ There are signs ofinsolvency or aset wansfers

(D The customer won't put anything in writing

@ Delevputs your legal deadiines at isk

‘e actually getting the certainty.
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TOPIC 4 - NEGOTIATED SOLUTIONS

If you make a deal, put it in writing

Acknowledge the balance

Include a default clause

Preserve your rights

Seta clear schedule

Add security where you can

Review “paid in full” checks

dates, not “we'll pay what we can.

of payment.

les. Talk to counsel frs.
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TOPIC 5 - WHEN TO ESCALATE

Signs it's time to bring in an attorney

S
T s

s of insolvency The clock is ru

D

Escalating isn't giving up on the relationship. Its deciding the account needs a different kind of attention.
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TOPIC S - WHEN TO ESCALATE

What escalation can look like

Q =l ® s »
Case review Attorney demand Negotiation Lawsuit Judgment &
enforcement

Tools o coll

A judgment is a powerful tool, but it isn't a payment. Collectability should guide every step.
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TOPIC 6 - DOCUMENTATION

The paperwork that strengthens your position

(5

Invoices & proof of delivery

&
Credit application & terms Personal guaranty

=]

Communication history The correct legal name

The exact entity tracted with, and

who signed for

Emails,
of thed
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TOPIC 7 - COMMON MISTAKES

Mistakes that delay payment or make a debt harder to collect

Continuing to extend credit

Waiting too long to act

mer only grow

Every mont! I

Billing the wrong entity

ame or the wrong company complicates collection,

Records that don't match

up, the other

Letting disputes linger
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TOPIC & - A BETTER PROCESS

Strengthen your process before the next problem

Use a strong credit application Know who you're extending credit to

Write terms that work for you Setand revisit credit limits

Adopt a written collection policy Review the aging report monthly

® « @ w

e authority to make the call.
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THE BOTTOM LINE

Getting paid is a process,
not a reaction.

consistently Escalate on purpose

WORKING WITH US

How Vann Attorneys can help

8 o8

Credit & contract review Demand & negotiation Litigation & enforcement

Qo (o19) 5108585 - crariotte (104) 4967495

info@vannattorneys.com - vannattorneys.com
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Questions?

If you have any questions or comments
please let us know

James Vann & Anna Rodriguez
0 3110 Edwards Mill Road Suite 210
Raleigh, NC 27612

(919) 510-8585

U
@ rem
®

annattorneys.com

arodriguez@vannattorneys.com

vannattomeys.com
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Connect with us Online

Follow us on Twitter

twit vannattorneys

Connect with us on Linkedin
linkedin.com/company/vann-attorneys

vannattorneys.com/news

Email Us

info@vannattorneys.com
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IMPORTANT

Legal Notice & Disclaimer

Forgeneral i ion only. Thi d during this webinar are
°I° provided for general educational and informational purposes in North Carolina. They are not, and
should not be construed as, legal advice.

Noattorney-client relationship. Attending this webinar or reviewing these materials does not
create an attorney-client relationship with Vann Attorneys, PLLC. Every matter is different;
outcomes, timeline, and costs vary based on specific facts and applicable law.

You should consulta licensed attorney for advice regarding your individual situation
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