
September 07

Excellence

Thursday
September 13

ICEL

Crucial 
Conversations

Speaker:
Mark 

Carpenter

President's 
Message
D’Ann Johnson, CBF 
Roofers Supply

A newsletter for the members of Intermountain Credit Education League (ICEL)

September ICEL 
Luncheon
Red Lion Hotel
September 13

CRUCIAL 
CONVERSATIONS!
Speaker: Mark Carpenter

Cost: $13.50 
For reservations contact  
Georgette Bevan at  433-6116 
email: GBevan @nacmint.com

We’ve all heard the saying 
“It Takes a Village to Raise a 
Child.”  This statement holds 
true in the credit world as 
well. As a child grows, they 
go through several stages and 
changes in personality brought 
on by exposure to their sur-
roundings.

An infant becomes a baby when 
the child gains some motor 
control and recognizes sounds 
and people. A baby becomes 
a toddler when they begin to 
walk and experience the world 
through sight and touch. A tod-
dler becomes a preschooler … 
you get the picture.

This process is also true with a 
credit person. We all start out 
as infants, not knowing much 
and clinging to anyone that will 
offer us the security of holding 
us closely under their wing. We 
become babies when we are 
able to recognize some basic 
principles and mimic what 
we’ve seen in the past and so 
forth. We need the security of 
those that have the experience 
and knowledge to take us to 
the next level. This security al-
lows us to grow, adding to our 
ability and knowledge through 

It Takes A Village

mentorship, and ICEL/NACM 
members and staff. 

How truly fortunate we are 
as members of ICEL/NACM 
are to have the ability to pick 
up the phone and call any of 
the 750 local members and ask 
a question about liens, small 
claims filings, financial state-
ments or any of the thousands 
of issues that credit people 
come up against every day.

 This is never more appar-
ent than when we change 
industries! Taking classes and 
attending seminars is great 
information, but if you are in 
an industry that doesn’t use 
liens, you don’t have practi-
cal knowledge of their full 
use and application. Imagine 
changing jobs and moving into 
an entirely different industry 
where liens and pre-liens are 
the norm, not the exception! 
With a simple phone call, I can 
get the answers I need or be 
referred to someone who has 
the answer. The information 
is given in a down-to-earth, 
real-time, manner. I have the 
security of knowing if I forget 
something (like THAT ever 
happens!) or I need additional 
help, I only need to ask. 

It may take a village to raise a 
child, but it takes a community 
of knowledgeable and caring 
individuals to raise a credit 
manager!

When it matters most, we tend 
to do our worst. The stakes are 
high, opinions are strong, emo-
tions run high, and we often act 
in ways that get us less-than-
satisfactory results. But, people 
who are the most effective in 
their organizations, homes and 
communities demonstrate skills 
during these tough situations that 
make them stand out over the 
rest of us. 

Mark Carpenter will discuss how 
we can all get better results in 
difficult situations. Mark is a mas-
ter certified trainer in Crucial 
Conversations and will share 
principles and skills developed 
by watching top performers 
get beyond strong emotions to 
achieve the best possible results 
in high-stakes situations. Mark 
will provide skills to help you 
handle stough situations better. 

The book, “Crucial Conversa-
tions,” will be available for sale 
at the meeting at the discounted 
price of $13.00.
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ICEL Spotlight
Pamela Higgins 
Wheeler Machinery 
By Erin Doll, CBA
Mountain States Contractors 
Supply Group

Why Is ICEL Important?
by Erin Doll, CBA
Mountain States Contractors Supply 
Group

I get asked all the time, “What is 
ICEL? And Why should I join?” 
To be honest sometimes it is hard 
for me to come up with a quick 
answer. ICEL does so much that it 
is hard for me to pick out what to 
emphasize.

First, ICEL is a group of credit 
professionals that meet once a 
month to network and learn. 
Speakers are carefully chosen for 
their knowledge that often impacts 
credit. All the topics are designed 
to help members and guests grow 
professionally.

But, what should we tell people 
to convince them to join? This is a 
little harder. ICEL has helped me 
grow personally and professionally. 
It has given me an opportunity to 
meet other professionals in credit 
that I otherwise would never meet. 
Yes, industry groups in NACM are 
important for this same reason. 
However, ICEL is unique because 
it is ALL industries represented in 
one room, which makes network-
ing much richer. I can interact 
with professionals in the food 
industry, for example, that I other-
wise wouldn’t know. That is really 
important to me because without 
ICEL, I would be limited to only 
those in my industry groups.

ICEL also brings in speakers that 
talk about topics such as email, 
communicating better and more 
effectively. I have yet to attend an 
ICEL meeting when I didn’t learn 
something new. 

We would like to welcome 
one of our newest ICEL 
members, Pamela Higgins.

Pamela works in the pre-lien 
department at Wheeler Ma-
chinery. She has been there 
for over one year. Before 
joining Wheeler Machinery, 
she was the credit repair 
manager at TMS, Inc.Prior 
to TMS, Inc. she was the 
branch credit manager for 
Nevamar Distributors. 

Pamela graduated from 
Viewmont High School in 
Bountiful, UT. She has at-
tended NACM credit classes 
and others at Salt Lake 
Community College. 

Pamela has two children. 
Her son is 23 and her daugh-
ter is 20. Her daughter was 
recently married in June 
of this year and is living in 
Bountiful. Her son is in real 
estate and resides in Bounti-
ful.

Pamela enjoys scrapbooking 
and photography. She also 
enjoys traveling to different 
lighthouse locations.

Welcome to ICEL, Pamela!!

It has been a while since I 
have talked to you about 
your education.    I would 
like to take a few seconds 
of your time and encour-
age each member again to 
seriously consider working 
toward your accreditation.  
Any education we receive is 
the key to our success.  I
often wonder where I would 
be if I had not taken the 
path to certification.  Not 
only have I increased my 
income, but more impor-
tantly, I believe in myself 
& my knowledge of our 
profession.  We all know 
that with knowledge comes 
respect.  Isn’t that what we 
all strive for?

Although Fall semester 
has begun, time is short to 
start getting ready for Sping 
semester.  
 
If you are an active mem-
ber for one year, there is 
scholarship money to start 
you on your way.  Our ICEL 
organization exists primarily 
to educate each of you.  

Please take the opportunity 
to start.  Any help you need 
is available from NACM and 
ICEL, but you have to take 
the 1st step.

Credit Education 
Makes A Difference!

By Connie Steed, CCE
Rasmussen Equipment Co.
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ICEL also offers scholarships 
for continuing education as 
well as Credit Congress/
Western Region Confer-
ence. I strongly encourage 
every member to pursue 
your professional designa-
tion from NACM and use 
the scholarships available to 
help you achieve those three 
little letters. The professional 
benefits you will receive 
makes it more than worth-
while but the journey itself is 
even more important. You will 
gain knowledge for sure. But, 
you will also gain confidence 
in yourself and your ability. 
Most important, no matter 
what happens to you profes-
sionally, no one can take away 
what you learn along the way. 

I encourage everyone to invite 
people to an ICEL meeting. 
Share your experience. Tell 
them why ICEL is important 
to you. Tell them how ICEL 
has impacted you profession-
ally and personally. Ask them 
to come to a luncheon so they 
can see for themselves. 

ICEL is a great organiza-
tion and I wish someone had 
shared it with me sooner. But, 
I am so glad that they did in-
vite me because joining ICEL 
has helped me so much this 
past year!

NACM Credit Boot Camp
Credit & A/R Training

Report For Duty
Wednesday, September 19

7:30 a.m. – 12:30 P.M. 
NACM BCS Office, 7410 Creek Rd., Ste. 301 

(1130 East), Sandy, Ut. 
$50 Members/$60 Non Members

Here’s The Drill:
• Essential communication skills
• Guidelines for effective collection calls
• Typical customer reactions
• You are on a fact finding mission

7:30 – 9 a.m.
Collection Calls:  
What really works!
Instructor: 
Dean Wangsgard, CCE

• Where does NACM get their  
 credit information?
• Key to good credit decisions,  
 facts before making a decision
• What’s in an NACM report?
• Bureau Express Reports

11 – 12:30 p.m.
Credit Policy &  
Credit Application:
Protection For  
Your Company!
Instructor: 
Scott W. Lee, CCE

• Credit applications, tax certificates 
• Terms and conditions of an open  
 account
• Personal guarantee
• Refusing credit
• Policies and Procedures Manual:  
 Your weapons arsenal
 

9:15 – 10:45 a.m.
Credit Reports:  
Read, Interpret & Utilize 
Everything On A Report
Instructor: 
David Sekino, CCE

To enlist contact Gerogette at 801-433-6116

“I attended Credit Boot Camp July 11, 2007. The 
seminar gave me the skills and knowledge I needed 
to better my collection skills. I’m happy to report that 

I collected $15,675 in past due accounts and was 
able to accomplish this in 5 days!

I really appreciate all of your help and 
information. Thank You”

Jessica Armstrong, Boot Camp Attendee
Fastener Engineering & Sales
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A simplified step-by-step class

What is a mechanic's lien? 
Who can file one? 
What information do I need? 
Where do I file? 
When do I file? 
Now What? 

•
•
•
•
•
•

Utah Mechanic's Lien Seminar For Dummies!
Wednesday, september 26, 2007 
7:30 - 9:30 a.m., NaCm TraiNiNg CeNTer, CoNTiNeNTal BreakfasT iNCluded, $25.00 
7410 so. Creek rd., midvale, uT, sTe. 301 (1130 easT)
iNsTruCTor: sCoTT W. lee, Jd, CCe

Sign Up With Georgette Bevan, CCE, NACM Education Manager
801-433-6116, 800-977-6226, ext. 116, FAX 484-1891
www.nacmint.com or email GBevan@nacmint.com


