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Speaker:  H. Craig Moody
 
Craig Moody served in the Utah 
State Legislature from 1982-
1992.  During this time he 
served as the youngest Speaker 
of the House in the history of 
the state of Utah.  Mr. Moody 
currently works as a real estate 
broker and as a political consul-
tant.  He represents the Utah 
Construction Suppliers Associa-
tion, Reagan Outdoor Advertis-
ing, Consumer Data Industry 
Association (credit bureaus), 
Utah Trial Lawyers Association 
and several others.  
 
Craig will provide a report of 
what took place beyond the 
issues that received headlines of 
the most recent session of the 
Utah State Legislature and how 
what occurred could impact 
your business.  Craig will also 
answer any questions that you 
may have regarding how the 

Cost: $13.50 
For reservations contact  
Georgette Bevan at  
487-8781, ext. 116 
email: GBevan @nacmint.com

 
ICEL Luncheon
Thursday, March 9
Red Lion Hotel 
11:45 a.m. — 1:15 p.m. 

BOSSES LUNCHEON 
How Will The 2006 
Legislative Session
Impact Your Business?

It’s time to start planning for 
the 2006 NACM Credit Con-
gress.  This is a national con-
ference of credit professionals 
from all over the nation put 
on by the National Association 
of Credit Management.  It 
will be held May 21-24, 2006 
in Nashville, Tennessee.  If you 
register before 3/24/06 the 
registration fee is less expen-
sive.  

This conference will be full 
of educational sessions aimed 
at improving your skills as a 
credit manager.  The confer-
ence has sessions for all levels 
of credit and collection pro-
fessionals from those who are 
just starting out in this field to 
the credit manager managing 
other credit managers.  

All of the sessions are marked 
for content level.  The differ-
ent content levels are basic, 
overview, intermediate, ad-
vanced and update.  There are 
also certificate sessions that 
give an intensive review for 
those who want to take their 
CBA, CBF or CCE exam.  
These exams will be given at 
the credit congress if you have 
signed up for them in advance. 

There are sessions on collec-
tions, bankruptcy, new laws, 
cash flow, negotiation, credit 
scoring, developing your 
credit department and many 
other topics.  However large 
or small your company is, 
there are sessions to help you 
improve your credit manage-
ment skills and the collection 
of accounts for your company.

Besides the session material, 
there is the networking with 
other credit professionals both 
inside the sessions and out.  
Your fellow classmates have 
stories to tell and solutions to 
offer with their experiences in 
the credit field.  

As your company grows, there 
is a greater need for a closer 
inspection of the risk factors 
of credit.  These sessions can 
help you identify the potential 
problems as a creditor and 
help you evaluate whether the 
extension of credit is worth 
the risk.

You will bring back to your 
company valuable credit tools 
and increased knowledge to 
help in decision making and 
in the collection of debts 
owed to your company.  Don’t 
miss out on this valuable op-
portunity.  I’ll be at Credit 
Congress and hope to see you 
there as well.   

May 21-24
Nashville, TN



Page 2

Member Spotlight
Caryl Nielsen, CBF, Valley Glass
by Barbara Mackay 
Intermountain Concrete Specialties

Credit Policy 
Review
By Marianne Maddox, CBA
AchieeGlobal 

What is a credit policy?  
A credit policy is nothing more than 
a document providing policies and 
guidelines for the extension of credit 
for you and your staff to follow. 

Consequently, it should start with a 
general statement from upper manage-
ment supporting credit to attempt to 
maximize profitability with a mini-
mum of risk for bad debt loss through 
sound policies and procedures.  

Questions to ask when creating a 
credit policy:

What are your company’s goals 
in terms of credit and receivables 
management? Is the company focused 
on increasing sales or controlling bad 
debt?
Is the company focused on customer 
service?
What is the line of authority?
Is the credit policy flexible, or set in 
stone?
What is your company’s “Mission 
Statement?”

In answering these questions, think 
about your company objectives as well 
as the nature and size of the business.  

Despite a company’s size and objec-
tives, it is imperative that precautions 
are taken up front by analyzing and 
obtaining thorough credit references 
and by evaluating a customer’s credit 
worthiness.  Therefore, the policy 
should outline how credit is evaluated, 
your terms of sale, steps to be taken 
for past due accounts, and how collec-
tions are to be handled.  

A credit policy should permit the 
maximum number of orders to flow 

without interruption through the 
sales department, yet it should 
provide for interception by the 
credit department when neces-
sary to safeguard credit extensions 
and to control bad debt.  Sales to 
non-creditworthy customers are 
expensive due to the high cost of 
carrying and recovering bad debt.  
The objective is to make the sale 
while reducing exposure.

The policy should also state that 
customer contacts are to be kept 
on a dignified and friendly basis 
conducted to promote respect for 
the company and its practices.  Not 
only does this show professional-
ism, but also touches on the prin-
ciples of the ECOA, Regulation B 
which promotes the treatment of 
all customers fairly so that there is 
no discrimination in customer re-
lationships.  Credit and collections 
is a people intensive business in 
which good customer relationships 
will go a long way.   

Furthermore, the credit policy 
should outline to whom the credit 
manager reports. It should also 
state that the credit department’s 
activities are to be coordinated 
with the overall corporation policy 
and the activities of the sales de-
partment.  Yet, the final decision 
as to what constitutes a suitable 
credit basis should rest with the 
credit manager.  But, it should also 
state that the credit manager is to 
keep the sales department fully 
informed regarding the status of a 
customer’s account when the free 
flow of orders from that customer 
are in jeopardy. Specific goals and 
objectives should be set for the 
credit manager to be in line with 
the credit policy.

A policy should also state that 
standards by which credit risks 
are accepted or rejected should 
be flexible enough to permit the 
maximum of profitable sales by the 

company.  A credit policy should nev-
er be set in stone.  Competition, the 
economy, changes within the market 
or the company itself will demand 
that the credit policy be adjusted.

Lastly, the credit policy should close 
with the company’s “Mission State-
ment” as it relates to credit.  

As credit managers, we realize that 
credit is the selling of a product or 
service based on payment at a later 
date.  It is a lubricant of commerce 
that allows for the expanded move-
ment of products and services.  It is a 
sales support function.

Caryl has worked at Valley Glass for 
the last 13 years. She is the Corpo-
rate Credit/Collection Manager, 
and as of 1/11/06, added the 
position of Window Plant Manager. 
Prior to Valley Glass, she worked 
for the U.S.A.F. (employee only, 
not in the Air Force) in the NAF 
Division (accounting section).

Caryl graduated from Rio Grande 
High School and has some college 
experience (SLCC). She presently 
has her CBF Designation and is pre-
paring to test for the CCE Designa-
tion. She is very active in NACM 
and ICEL.She seldom misses her 
Industry Credit Meetings AND 
drives all the way from Ogden.

She is married and has four children 
and one grandson. 

Her most precious hobby is spend-
ing time with her grandson. She 
enjoys reading, water skiing, camp-
ing and tole painting.
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 A term that is younger than our   
 country (It did not appear in   
 the dictionary until 1800)
  ability and experience applied   
 in a specific situation
  communication
  decision making
  dynamic
  feedback - to/from the leader   
 and to/from the members
  a process
  unique to a group.

Many people think only a select few 
are leaders or that leadership qual-
ity is inborn.  They think the term 
“leadership” means only “formal 
leadership.”  Formal leadership 
involves holding the position of su-
pervisor, manager, executive, or an 
elected or appointed office.  There 
are more components of leadership 
that don’t fall into those categories.  

Each of us is a leader at some time 
in our lives.  You probably lead more 
than you realize.  Even if you don’t 
have a formal leadership title, you 
probably get involved in informal 
leadership roles in your work.  You 
don’t need to supervise people to 
be a leader.  You can be a “leader” in 
your industry.  Many times informal 
leadership is more powerful than 
formal leadership.  

•

•

•
•
•
•

•
•

A leader is a person whose task is 
to cause others to do something.  
Leadership has been defined as 
“achieving results through people.”  
In that context, a leader is a man-
ager.  To understand how a man-
ager functions, it would be good 
to examine the meaning of two 
words: Manage and Management.  
To manage, says Webster, is “to 
control and direct; to treat with 
care; to achieve one’s purpose.”  
And, interestingly, the definition 
of management is “judicious use of 
means to accomplish an end.”  So, a 
manager in this context is not nec-
essarily a person who stands up in 
front of a group.  Rather,a manager 
is a person who employs skills and 
methods to reach a predetermined 
objective.

We all have an obligation to see 
that the potential leadership 
resources of our organization are 
realized to the fullest. Make no 
mistake about it–they do exist.  
No matter how large or small our 
group, or how new you are, the 
raw material of leadership is there 
waiting to be brought out, trained 
and perfected.

The time is now to make a dif-
ference – become a leader in the 
ICEL organization.  The two year 
commitment flies by and really 
doesn’t require a lot of your time.  
I am so glad I had the opportunity 
to be on the ICEL Board and get 
to know many of our awesome 
members.  Now it is your turn to 
take my place on the board.

Leadership 
Is...
By Sharon Lake, Mesco

Speakers: Susan M. Archibeque, CCE 
Director of Credit plus Sales Management

Nicholas & Company

Red Lion Hotel
161 West 600 South, SLC, UT

8–8:30: Registration and 
Continental Breakfast

8:30–12 noon Seminar
Cost: $65, Additional Attendees 

From Same Company $55
Non–Member $85

WHAT IT TAKES TO FORM 
A WINNING TEAM:

Developing a Plan
Selling Your Plan to Sales & Mgmt.
Gaining Upper Management Support
Implementing the Plan–Sales Impact
Customer Retention
Process Improvement Strategies 

- Sales will tell real life experiences 
- Conflict ResolutioN 
- Overcoming Common Obstacles 
- Relationship Builders 

 

•
•
•
•
•
•

A Tug Of War? Susan Archibeque and the Sales Team

A Seminar For Everyone 
In The Order To Cash Cycle!

Credit and Sales
A Dynamic Team

 Thursday, March 23, 2006
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NACM Training Center
7410 So. Creek Rd., Ste. 301 

7:30 a.m. - 8:30 a.m.
Continental Breakfast Included 

$25/attendee

By Connie Johnson, CBA 
KSTU Fox 13

Recap on ICEL
February Meeting 

Panel:
Barbara Mackay, Intermountain  

Concrete Specialties
Shane Inglesby, CCE, Geneva  

Rock Products
Duane Lee, CCE, S O S Staffing 

Services

The following were some of the areas 
of discussion:

Collection Letters
 
Different levels of collection letters:
· Friendly
· 7 day or else
· On hold
· Notice of lien  
 (or other legal option)

Make sure to check grammar and 
spelling.  Collection letters must be 
professional.

Dealing with Belligerent 
Customers (or Sales People)

· Stop and think before you say   
 something you regret.
· If a customer is swearing at you on
 the phone, it’s OK to say you
 don’t have to listen to them and   
 hang up. 

Be Good Listeners

· Look at whoever is speaking to   
 you.
· Validate that you understand by   
 restating what you think you   
 heard.

Email Communication

· Remember, once you push the
 send button your email is no 
 longer private.
· Be concise.
· Use bcc (blind carbon copy) to cut
 down on SPAM.

Personal Appearance

Always dress professionally. People 
do make assumptions based on your 
appearance.

Barbara Mackay 
Intermountain Concrete 

Specialists

Duane Lee, CCE
S O S Staffing Services

Shane Inglesby, CCE
Geneva Rock Products

Facilitator:
Sharon Lake, MESCO


