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Professional Designations Do Make A $ Difference
Be Prepared To Compete In Today’s Economic Climate

The following is a brief summary of NACM’s Business Credit Compensation Survey covering nearly 2000 members nationwide. Their survey focused on 
salaries regarding relationships between the salaries paid to business credit professionals, certifications earned and highest education level achieved.

They found that those who have earned one or more certifications (CBA, CBF, and/or CCE), salaries average 5.6% higher than for those professionals with 
no professional certifications. Of the nearly 1,500 usable responses to the survey, 25.6% had a least one of these three certifications. The CCE certification 
apparently has the greatest impact on salaries. The salaries for those with the CCE designation average 8.7% higher than for those survey respondents with 
no certifications.

When the certification versus salary relationship was narrowed to the credit manager position, the salaries of those with one or more certifications (29.2%) 
of job respondents) averaged 8.7% more than for those with no professional certifications. Furthermore, credit managers with the CCE designation are paid 
salaries averaging 10.1% higher than credit managers with no certifications.

Whereas certifications impact salary levels for credit professionals, education level achieved and work experience also play a role. Certifications have the 
greatest impact on salaries for individuals at lower education levels (high school or some college), education level has the greatest impact on salaries for those 
individuals at higher levels of education (four year degree and higher). Work experience and performance will continue to impact salaries long after you have 
completed your education and earned your certifications.  
But, statistics say, THE MORE YOU LEARN, THE MORE  YOU CAN EARN.

The Business Credit Compensation Survey was conducted by Cascade Employers Association of Salem, OR 
(www.cascadeemployers.com) on behalf of the National Association of Credit Management.

Spring Semester 09 Begins January 12
2009 Salt Lake Community College Class Schedule on page 4

Classes run January 12 through May 7, 2009
Scholarship applications to Georgette on or before December 12, 2008

 

ALL-MEMBER Seminar
December 4, 2008
 IN Appreciation For NACM's  
Industry Credit Industry Groups 
Bosses and Guests Are Welcome!  

Thursday, December 4, 2008
Red Lion Hotel, 151 West 600 South, SLC, UT
9:00 a.m. (Continental Breakfast)
9:30 – 1:00 p.m. Seminar and Buffet Lunch
Sign Up: Julia Buck 801-487-8781, ext. 119  
julia@nacmint.com or www.nacmint.com

Only $30 Industry Group Members–Others $40 
1/2 PRICE FOR BOSS 

THE ECONOMY
WHAT'S NEXT?

ARIC KRAUSE, PH.D.
Back By 

Popular Demand

GET PUMPED 
FOR 2009! 

LARRY GELWIX 
The Real 

"Forever Strong" 
Coach & 

Motivational Speaker



L to R Panelists: ReBecca Poulsen, CCE, 
Henriksen Butler; Patty Fulmer, CBA, BMC West; 
Doug Darrington, CCE, Altaview Concrete; and  

Connie Steed, CCE, Rasmussen Equipment

There were some great questions asked and answered in depth by the panelists. One of the 
bonuses of our Association is the willingness of our members to share their extensive credit 
experience.

Here are some of the questions and answers:
1) What do you do when your customer says, “I can’t pay you until I get paid.”
 a. Volunteer to call your customer’s customer and help set up a payment plan such as a joint check 
 agreement, filing liens, sending demand letters, etc.
 b. Go out and visit your customer with your sales department. Let the customer know you can help them collect.
 c. Hold in-house collection training sessions for your customers.
 d. It is also important to make sure your customer UNDERSTANDS that if a law suit becomes necessary, they will be the ones getting sued.

2) How can you get you ‘okay’ paying customers to pay better?
 a. Go out and get face-to-face with your customer 
 b. Call early and often 
 c. Be positive and reward improved payment trends (thank you notes, a call from your owner, deliver donuts etc.)

CASH IS KING!
A Recap of the Credit Evolution Seminar, November 5, 2008, Red Lion Hotel

The Credit Evolution Seminar was four hours of non-stop applicable credit information that will help 
attendees work smarter not harder and add value to their company. The Credit Evolution speaker was 
Debie Wangsgard, CCE, Corporate Credit Training Manager, Stock Building Supply.

Debie’s main theme was: Looking at ways to do more with less, improving productivity and adding 
value to your company which in turn helps to increase cash flow. In this economic downturn it is 
imperative we challenge everything we do and find ways to do it faster and easier while accomplish-
ing the same end result.

Some of her main points were:
1) A POSITIVE ATTITUDE may help save your job. Whiners and complainers distract from an  
efficiently run department.
2) Become familiar with all aspects and departments of your company so you can  
identify problems that may be costing your company time and money and come up with a solution to 
fix them.
3) Take control of your time. Make a to-do list the night before to jump start your mornings. What you do the first hour of the day sets the pace for 
the day6. Being able to cross things off your list lets you go home feeling like you accomplished something even if the rest of your day fell apart. If 
time is tight put a time limit on each task. This will help you stay focused.
4) Scrutinize everything you do. We must adapt to a changing market place and cannot continue to do things the way we always have. Cut out 
unnecessary steps and streamline the process.
5) Make sure your company has a dependable computer back-up system. And, make sure your back-up system is working!
6) Instigate training sessions with the Sales Department and other coworkers. Let them know that your door is always open but empower them to 
make decisions in order to keep interruptions to a minimum. Interruptions cost us valuable time that could have been spent driving in much needed 
cash flow.
7) Confirm appointments the day before so your time is not wasted on ‘no shows’.
8) Always keep a note pad on your desk so that when you are interrupted you can make a quick note to remind yourself what you were doing before 
the interruption.
9) Take a small amount of time each day for ‘quiet time’. Close your door. You will be amazed how much you can get accomplished with no inter-
ruptions. 
10) Set weekly and monthly goals by departments at the beginning of each month. Chart progress every day and recognize winners. Celebrate small 
successes and institute rewards and incentives. 

L to R: Panelist Patty Fulmer, CBA; Credit 
Evolution Speaker, Debie Wangsgard, CCE;  

and Panelist Doug Darrington, CCE

Credit Evolution Seminar Re-cap

Where Is My Cheese!
Panelists:  Doug Darrington, CCE, Altaview Concrete; Patty Fulmer, CBA, BMC  West: 
ReBecca Poulsen, CCE, Henriksen Butler & Connie Steed, CCE, Rasmussen Equipment



3) How can we reduce our DSO?
 a. Call every day 
 b. Use electronic invoicing
 c. Send a copy of the invoice BEFORE you call 
 d. Use a credit card or go pick up a check

4) What is the best way to dial for $$$$’s?
 a. At 8 a.m. or earlier if you are dealing with a contractor 
 b. Be POSITIVE 
 c. Don’t be afraid to ask for money 
 d. Be prepared before making the collection call
 e. Document your call history and follow-up

5) How can you tell a customer to ‘buzz off ’  
     and feel good about it?
 a. Tell your customer the decision was business, not personal 
 b. Get the salesman involved 
 c. Realize that sometimes you just have to ‘fire’ your customer for profit
  

Panel questions and answers continued...

6) How can Credit and Sales get along?
 a. Attend sales meetings and make them feel good about themselves 
 b. Do FUN things when you see an improvement such as totally filling
 out credit apps, checking with credit before the sale (scones for breakfast,  
 taking outstanding sales person to lunch etc.)
 c. Work with sales to find out what is necessary to make the sale work  
 d. Go visit customers with them. Let sales know you are there to help make
 the sale. 
  
7) How is credit now compared to 1 year ago?
 a. More research is necessary before opening an account 
 (credit reports, internet research, drive-bys) 
 b. Don’t let you customer go past due, hold them to their credit guide 
 c. Don’t forget–CASH IS KING!

 

BLOCKBUSTER EVENT! 
Appreciation Luncheon for  
NACM's Industry Credit Groups 
All NACM Members, Bosses, and Guests Are Welcome!  

Thursday, December 4, 2008
Red Lion Hotel, 151 West 600 South, SLC, UT
9:00 a.m. (Continental Breakfast)
9:30 – 1:00 p.m. Seminar and Buffet Lunch
Sign up: Julia Buck 801-487-8781, ext. 119
julia@nacmint.com or www.nacmint.com

Only $30 Industry Group Members–Others $40 
1/2 PRICE FOR BOSS 

THE ECONOMY
WHAT'S NEXT?

ARIC KRAUSE, PH.D.
Back By 

Popular Demand

GET PUMPED 
FOR 2009! 

LARRY GELWIX 
The Real 

"Forever Strong" 
Coach & 

Motivational Speaker

LARRY GELWIX: A very popular motivational speaker and a local celebrity 
(the REAL 'FOREVER STRONG' COACH) 11:00-12:00 
Larry coached Highland High's Rugby team to the national championship 18 times. He loved teaching and said, "It was never work. It 
was the greatest thing I ever did influencing young people for good." He believes attitude and effort are everything. Ever since FOREVER 
STRONG was made into a major Hollywood movie, Larry has become a national and international speaker.  (If you have not yet seen 
FOREVER STRONG, go see it while it is still in the movie theatres before attending this seminar. It will not be out on DVD until 2009)

ARIC W. KRAUSE, Ph.D., Economics Professor: WHAT'S NEXT? 9:30-10:30 
Bill and Vieve Gore School of Business, Westminster College

One area of Dr. Krause's expertise is high-level analysis of regional and national economic conditions in the 
context of decisions for commercial and private investment. Dr. Krause will review the economic and 
financial crisis of 2008 and discuss implications and forecasts for 2009.

SPEAKERS:
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Scholarship applications to Georgette by December 12, 2008
Register FOR ALL YOUR SALT LAKE COMMUNITY COLLEGE CLASSES through NACM now through January 9, 2009 

For more information contact Georgette Bevan, CCE, 801-433-6116 or email GBevan@nacmint.com 

 
 
Financial Accounting (3 credit hours, cost: $430)  
ACCT 1110-02, Sandy Cntr Campus, R 7:00-9:50 pm, Rm SAN-A-102, January 15, Instructor: TBA (CRN-22820) 
ACCT 1110-08, Redwood Campus, MW 5:30-6:50 pm, Rm BB317, January 12, Instructor TBA (CRN-20003) 
ACCT 1110-009, Redwood Campus, R 5:30-8:20 pm, Rm BB319, January 15, Instructor TBA (CRN-20004) 
ACCT 1110-11, South City Campus, T 5:30-8:20 pm, Rm SCC N389, January 13, Instructor TBA (CRN 21277) 
Topics covered: An introduction to the concepts and methods underlying the preparation of financial statements using generally accepted accounting 
principles. Topics covered include the accounting cycle, cash and inventories. 

Financial Statement Analysis I (2 credit hours, cost: $327.75)  
FIN 2220-001, Redwood Rd,  Monday 5:30 to 7:20 pm, Rm BB118, January 12, Instructor: Susan Lujan, CCE (CRN-27142) 
Topics covered: Financial statements, balance sheet, income statement, statement of retained earnings, and statement of cash flow. 
 

Principles of Business Credit (2 credit hours, cost: $327.75)  
FIN2210-002, Redwood Rd, Mon 5:30 - 7:20 pm, Room BB 330A,  January 12, Instructor: Georgette Bevan, CCE, NACM BCS (CRN-20072)
Topics covered: Credit in the business world, the legal environment of credit, negotiable instruments, legal forms of business, the Uniform 
Commercial Code, credit investigations, non financial analysis, financing and insurance, credit availability decisions, out-of-court settlements, 
bankruptcy code procedures, etc.

Business Law-Legal Environment of Business (3 credit hours, cost: $430) 
MGT 2050-005, Redwood Rd., W 5:30-8:20 pm, Rm BB219, January 14, Instructor:TBA (CRN-20079)
MGT 2050-10, Sandy Center, W 7:00 - 9:50 pm, Rm SAN-A-116, January 14, Instructor:TBA (CRN-21755)
MGT 2050-12,Jordan Campus, T 7:00 - 9:50 pm, Rm HTC123, January 13,  Instructor: TBA (CRN-20249) 
MGT 2050-14,Library Square Center, W 7:00 - 9:50 pm, Rm LSC409, January 14, Instructor: Duncan (CRN-25551)
 Topics covered: Instructs students in the principles of business law, including torts, contracts, agency and commercial law. Business forms 
including sole proprietorship, partnerships and corporations are explored along with common legal problems encountered in business.

Step Up
To A Better Future!

Spring Semester 2009

Salt Lake  

Community 

College

January 12 – May 7

 

Bring Added 
Value To Your 

Company!

Class Schedule, Spring Semester 2009, Salt Lake Community College

Spring Semester 2009



Salt Lake  

Community 

College

January 12 – May 7
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Code
Industry Credit Groups
Other events

December, 2008
  
  
Dec 4  THE ECONOMY–WHAT’S NEXT
  Industry Group Appreciation Seminar 
  for all NACM members, Red Lion Hotel

Jan 6  NACM Credit Boot Camp
  

Looking Ahead

Steel & Welders 

15 16 17 18 19

 
Automotive & 
Truck Suppliers

Concrete,Paving, 
Excavating & 
Waterworks

Diesel Engines 

SLC Contractors

Masonry 
Landscaping 

Heating & Plumbing 
Advertisers, Media

Industrial Supply 
Equipment Dealers 

Hardware & Lumber 

5

12

Ogden Contractors 

Sat. / Sun. Monday Tuesday Wednesday Thursday Friday

9 10 11

Ut. County Contr. 

6/7

Printing Ind. of Utah 

Floor Covering 

22 25

Electrical

24 25 26

13/14

Food &Restaurant

20/21

icel luncheon 
red lion hotel
11:45 a.m.

 

General Services 
Roofers & Siding

8

27/28

43

Window/Doors 

christmas 
nacm closed

 
 

1 2

nacm  
appreciation 
seminar
red lion hotel
 

ALERT! December Industry Group Changes

29 30 31 1

new years 
nacm closed

 
 

Waste Haulers

Nat’l Dist. Credit 
Professionals

Credit and A/R Training
Tuesday, January 6, 2009, 7:30 a.m. – 12:30 p.m.
NACM BCS Office Training Center, 7410 Creek Rd., Ste. 301, (1130 East) Sandy, UT 
Cost: $50 NACM Members, $80 Non Members

NACM Credit Boot Camp

Instructors: 
Dean Wangsgard, CCE 

David Sekino, CCE 
Scott W. Lee, CCE

Are You Prepared?  
It’s a Credit & Collections Battle Out There!

To Enlist: Contact Georgette Bevan, CCE, 801-433-6116,or email GBevan@nacmint.com



FREE DEMAND LETTER OFFER for NACM Business Credit Service members. Retain the left portion of the 
form for your records.  Complete the Demand Form and FAX to 801-484-1891 or mail to P.O. Box 460, Midvale, 
UT, 84047. If you have any questions, please contact Scott Lee at 801-487-8781, ext. 106. 

An account turned over for Final Demand prior to Collection may be withdrawn at any time during the “Demand” 
ten (10) day period. At the termination of the “Demand” period (10 calendar days), unless the 
account is previously withdrawn, the account will automatically be turned over for collection at 
regular rates, and any payments reported after that date are subject to regular collection fees.

FREE Demand Letters 
For NACM Members

100% Guaranteed Results!

Give Us A Try!
You have everything to gain

YOU WILL GET ONE OF THESE RESULTS...

Payment•	
Initiate contact or learn of a dispute•	
No response–•	 you have a collection problem

Clean up your accounts before the end 
of the tax year!

December 1–January 16, 2009
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complete and retain this form:

date _____________________

the following account has been 
referred to nAcM for

 collection starting with the 
demand service.

__________________________
__________________________
$___________ date Pd._______

Any accounts not withdrawn 
after 10 calendar days will be 

placed for regular collection at 
published rates.

Account (debtor) ________________________________________Phone # _____________________
Address ______________________________________ city ___________ state _____ Zip ________
Person to contact ___________________________Your Account # ___________________________

Please proceed with your demand service for Free.  A statement is attached as evidence of the debt in the 
amount of $ _______________________.

we understand that if this account is not withdrawn within ten calendar days from the date of the ac-
knowledgment, that nAcM will commence regular collection activities at the prevailing rates.

If placed into regular collections, add $ ___________________ for cost of collection as agreed by 
contract for a total of $_____________________.

Member # _________________ date _________________
company name ________________________________ Forwarded by ________________________
Person to contact _____________________________________Phone # _______________________
email ___________________________________________ Fax ______________________________

No Commission Charged On The Ten Day Demand Letter

NACM Business Credit Services
FREE DEMAND OFFER FOR NACM MEMBERS, Dec. 1, 08–Jan. 16, 09

P. O. Box 460, Midvale, Utah 84047

complete and retain this form:

date _____________________

the following account has been 
referred to nAcM for

 collection starting with the 
demand service.

__________________________
__________________________
$___________ date Pd._______

Any accounts not withdrawn 
after 10 calendar days will be 

placed for regular collection at 
published rates.

Account (debtor) ________________________________________Phone # _____________________
Address ______________________________________ city ___________ state _____ Zip ________
Person to contact ___________________________Your Account # ___________________________

Please proceed with your demand service for Free.  A statement is attached as evidence of the debt in the 
amount of $ _______________________.

we understand that if this account is not withdrawn within ten calendar days from the date of the ac-
knowledgment, that nAcM will commence regular collection activities at the prevailing rates.

If placed into regular collections, add $ ___________________ for cost of collection as agreed by 
contract for a total of $_____________________.

Member # _________________ date _________________
company name ________________________________ Forwarded by ________________________
Person to contact _____________________________________Phone # _______________________
email ___________________________________________ Fax ______________________________

No Commission Charged On The Ten Day Demand Letter

NACM Business Credit Services
FREE DEMAND OFFER FOR NACM MEMBERS, Dec. 1, 08–Jan. 16, 09

P. O. Box 460, Midvale, Utah 84047

complete and retain this form:

date _____________________

the following account has been 
referred to nAcM for

 collection starting with the 
demand service.

__________________________
__________________________
$___________ date Pd._______

Any accounts not withdrawn 
after 10 calendar days will be 

placed for regular collection at 
published rates.

Account (debtor) ________________________________________Phone # _____________________
Address ______________________________________ city ___________ state _____ Zip ________
Person to contact ___________________________Your Account # ___________________________

Please proceed with your demand service for Free.  A statement is attached as evidence of the debt in the 
amount of $ _______________________.

we understand that if this account is not withdrawn within ten calendar days from the date of the ac-
knowledgment, that nAcM will commence regular collection activities at the prevailing rates.

If placed into regular collections, add $ ___________________ for cost of collection as agreed by 
contract for a total of $_____________________.

Member # _________________ date _________________
company name ________________________________ Forwarded by ________________________
Person to contact _____________________________________Phone # _______________________
email ___________________________________________ Fax ______________________________

No Commission Charged On The Ten Day Demand Letter

NACM Business Credit Services
FREE DEMAND OFFER FOR NACM MEMBERS, Dec. 1, 08–Jan. 16, 09

P. O. Box 460, Midvale, Utah 84047



P.O. Box 460
Midvale, UT 84047-0460
(801) 487-8781 
(800) 977-6226 
www.nacmint.com

BOARD OF DIRECTOR OFFICERS:

Allen Vickers
Chairman
A & K Railroad 

Barbara Mackay 
Intermountain Concrete Specialties

Dean Wangsgard, CCE
President
NACM BCS 

Scott W. Lee, JD, CCE 
Vice President & Secretary 
NACM BCS 

NACM OFFICERS:

Cyndie Keetch, CBA 
Mountain Contrs Supply Grp

BOARD OF DIRECTORS:

Sandra Brown
Treasurer
Schmidt Sign Service

NACM BCS Board of Directors, 2008-2009

Susan Lujan, CCE
Kenworth Sales Co.

Dana Farmer, JD 
LienCounsel

Doug Darrington, CCE
Altaview Concrete, Inc.

Grant Weller 
Vice Chairman
CMC Construction Services

Bonnie Snider, CCE
Alder Sales Corp

Penny Williams 
Midwest Floor Coverings

Janae Jeffs, CCE
Muir Roberts Enterprises Inc.

ICEL Luncheon, Thursday, December 11, 11:45 a.m.
Red Lion Hotel, 151 West 600 South, SLC, UT
Christmas Luncheon: A Jazzy pop-rockin’ performance

Cost: $22-Reservations are required for Dec. luncheon
Georgette Bevan, CCE, at 801-433-6116 or GBevan@nacmint.com

            Come join us Thursday, December 11th for our annual Christmas Luncheon.  Our entertainment this year will 
be provided by the Slickrock Gypsies who promise an entertaining and interactive holiday performance.
             The Slickrock Gypsies have roots in Utah however they combine their musical influences from around the 
world to cook up a gumbo jam that has pleased audiences throughout the Mountainwest.  They have performed their 
unique mix of Jazz, Pop, Latin and Blues at the Utah Arts Festival,  Park City Arts Festival, Ogden’s Talent in the Park,  
the St. George Arts Festival, Deer Valley Concerts, and many other festivals, clubs, and events.  Their sound has been 
compared to the likes of Dave Matthews, Spyro Gyra, Bruce Hornsby and Kenny Loggins.
            The band got their start when Gary Stoddard (vocals, guitar, piano) and Kevin Flynn (sax, harmonica), who 
played in a high school rock band together, reunited to write and record their own music.  Their goal was to create a sound that was positive yet passionate.  
They recently released their third CD, Stirrin’ it Up, on the Synergy Sound label.  
            The name of the band was chosen because Slickrock reflects our Utah heritage and love for the red rock area of Southern Utah, and we feel like 
Gypsies because of the roaming, diverse nature of our music.”


