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Cashier’s Check Fraud Alert
by Nina Flurer, CCE, H & E Equipment

We had an experience with cashier’s check fraud that I thought I would pass on to the members.  We had a “customer” contact us to pur-
chase two pieces of equipment to be shipped to Dubai in the United Arab Emirates.  This is actually not unusual for us so the order itself 
didn’t raise any red flags initially.  After a few months of negotiations, they signed the order and were supposed to wire transfer funds for 
$420,000.  Instead of getting a wire transfer, we received a cashier’s check.  Shortly after confirming we had received their cashier’s check, 
we received an email from the customer claiming that they were cancelling the order due to “family reasons” and requesting a refund.  
When we saw the refund request come through, several red flags went up.  When we looked in to it, we found that the cashier’s check sup-
posedly drawn on a credit union in West Jordan had been mailed from France and was for an order in Dubai.  In addition, they wanted us 
to wire transfer a refund to China.  That didn’t make much sense, so we called the credit union listed on the face of the cashier’s check, but 
we looked up the phone number in the phone book–not from the cashier’s check.  The credit union confirmed that this was not a legiti-
mate cashier’s check.  We would have been out $420,000 had we sent a refund.  

If a cashier’s check is legitimately issued by a bank, then the cashier’s check is paid by funds of the bank and not the depositor. If a cashier’s 
check is genuine, there is little risk that it will be returned.  Many people rely on this and accept a cashier’s check at face value. This is why 
scammers are using fraudulent cashier’s checks more and more.  

How do you protect yourself?  Common sense is your best protection – if a deal “smells” funny, it probably is. Here are some tips:
1. If a customer is coming to you from overseas, or outside of your normal selling area, ask yourself why they are buying from you.  Unless 
you are the only one on the planet that is selling that particular widget, why aren’t they buying a little closer to home?

2. If the customer changes the terms of the deal, look in to it a little closer.  For example, if 
they have agreed to wire transfer funds and they mail a cashier’s check instead, it doesn’t hurt 
to ask why.  If they are sending you a cashier’s check for more than the agreed price, ask why.  
Most customers are not going to send more than the agreed amount, after all, why should 
they trust you with their money? 
3. Don’t trust a cashier’s check at face value.  Your bank probably won’t be able to tell you if 
a cashier’s check is fraudulent and most scammers are pretty good at coming up with a fake 
that’s hard to spot.  Instead, call the bank that the cashier’s check is drawn on.  Do NOT call 
the phone number listed as the bank on the cashier’s check. You may be calling your scam-
mers.  Instead try to look up the phone number of the bank from an alternate source. I like to 
use the internet.  Sites like www.whitepages.com, www.blackbookonline.info, www.switch-
board.com and others can be useful.  Then call the bank and ask for a verification of your 
cashier’s check. 
4. Your bank may transfer funds in to your account on a cashier’s check, even if it is fraudu-
lent, and it may take weeks for it to “bounce.”  Never send a refund on a cashier’s check with-
out confirming the check itself, not just the funds.

If you get a fraudulent cashier’s check, notify the fraud department of the bank.  You can also 
file a report with the Federal Trade Commission at www.ftc.gov or the FBI at www.ic3.gov.



SIGN US UP for the Mechanic’s Lien Seminar on Tuesday, March 10, 2009
FAX to Georgette Bevan, CCE, (801) 484-1891 , phone (801) 433-6116, GBevan@nacmint.com

Company Name ________________________________________Member #_________________________ 
Attendees Names/Lien Basics _______________________________________________________________ 
Attendees Names/Beyond the Basics __________________________________________________________ 

email address ___________________________________________________________________________ 

 

M e c h a n i c ’ s  L i e n  S e m i n a r
 

Two sessions tailored to meet your needs.

Speaker:  Dana Farmer
Attorney, Liencounsel

COST:
Members $75 per session
additional person same company $55 
Basic & Advanced combination $120
Non–Members $85/session
                               

Basic Session (9-12 noon)

Advanced Session (1-4 p.m.)

Step by step so those new to mechanic’s 
liens will feel comfortable putting things 
into perspective

For those familiar with mechanic’s liens who 
want to gain a deeper level of understanding 
of the technicalities

Topics:
Utah lien and bond claims, state construction registry, prelimi-
nary notice, notice of commencement, notice of completion, 
notice of lien

You will learn all the information necessary to file the above 
forms from beginning to advanced and answer your questions

Tuesday, March 10, 2009
NACM BCS Office Training Center, 7410 Creek Rd., Ste. 301, (1130 East) Sandy, UT
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Slowing Payment Trends
by D’Ann Johnson, CBF, Roofers Supply

If the experts are to be believed, America is heading into unknown economic territory, the likes of which haven’t been experienced since 
The Great Depression. We’ve all experienced accounts that were once difficult to collect but now are all but impossible. The accounts that 
had always paid us on time or early are now showing slowing payment trends. Lay-offs, cut-backs and sky rocketing expenses have put the 
pinch on everyone. Money is scarce and what little companies do have, they seem to be hanging on to for dear life! 

So what is a credit/collections person to do? Are there any new tricks or ideas to getting paid?

Far be it from me to say no! There is always a new idea or new train of thought that may help to get money from a slow paying or non-
paying account. But for me, the following approach works best.

1) HONESTY– I’m honest with my customers. The conversations that we have are friendly but direct.  A long-time customer was in 
my office the other day to talk about his account. He’s always run behind but now it has become a significant amount and I may have to 
restrict his account. We talked about his account for half an hour, each of us coming up with different ideas that would help him pay his 
past due balance while continuing to purchase on current jobs so that he still will have a source of income. 

2) EMPATHY & SYMPATHY– Two very different things. I can empathize with my customers. It’s not a good feeling to be hounded about 
missed payments, especially when many of our customers haven’t been in this situation before and aren’t sure how to handle it. 

3) RESPECT–Everyone deserves respect, even those that have proven themselves unworthy. Show them respect while they are in your 
office or on the phone.

4) HUMOR–This is a very important collection skill. If you can laugh, smile and not take things personally, you’ll be ahead of the game!

 
Menu selections – Prime Rib, Salmon, Chicken Florentine

 Donations:  (A good place for those few left over logo items)

Limbo contest
Prizes

Grab your shorts, flowered shirts, 
your beach bag and your shades 

and head for the 

NACM Beach Party 
Spring Banquet 2009

April 24, 2009
The Gathering Place at Gardner Village

$50.00

The following members have been nominated to run 
for the Board of Directors. Their photos and bios will 
be in the April Credit Line.

Rick Francom, Brown-Strauss Steel
Lana Harris, Burton Lumber
Karen Seo, Cyprus Credit Union
Doug Caudell, Frontier Bank
Nina Flurer, CCE, H & E Equipment
Susan Archibeque, CCE, Nicholas & Company
Jon “JJ” Jongejan, XPEDEX
Tyler Steenblik, CCE, Young Electric Sign

2009-2010 NACMBCS 
Board of Director 

Nominees 



Stay on Track With Your Educational Goals
By Deanne Addis, CBA, Credit Manager, Progressive Plants, Inc.

Referring new members to NACM is SOOO EASY! All you have to do is when a non member asks you for a 
credit reference, get their company name and the name of the person making the inquiry.

Give Chad Wheeler a call with that information at 801-487-8781, ext. 127 or email to CWheeler@nacmint.com
Chad appreciates all the support and assistance members have given him in referring non-members. 

Chad handed Barbara Mackay of Intermountain Concrete Specialties ANOTHER $25 for referring a 
company who joined!

Referring a non-member who joins NACM puts 
$25 in your pocket for each one!

I began my education close to 20 years ago. I have yet to complete my goal. Life seems to have a way of evolving and we have to 
change with it.

I had first thought I would get a Business Management Degree. I began by taking the classes required for professional credit cer-
tification. It took quite some time to get around to completing the one class that stood in the way of the next step–the CBA.  I 
always had in my mind that I would do it. But, it took years to finally get it accomplished. Once the required class work was 
completed, all that was left was to apply for the exam. 

Georgette is an angel to put so much effort into helping everyone complete paperwork and anything else needed for obtaining 
certification. Once the application was in, Georgette suggested taking the study review sessions that NACM offers to prepare for 
exams. That time was so worthwhile. I walked into the exam room with loads of confidence that could only have been obtained 
from the review sessions and the knowledge that was shared by those individuals who had already been through this process. 
After 4 weeks of suspense the results of the exam were in and I has passed the CBA. 

The next step was the CBF. So I took the final class required to sit for the exam. Once again, Georgette was there to help with 
the application process. I felt ready to take the CBF exam. After the allotted 4 week minimum, (which turned into 5 weeks) I 
found out that I had not passed the exam the first time. What a disappointment! But, I have set some goals and feel it is better 
to retake the exam sooner rather than later. So I am once again taking the study review sessions, studying and preparing for the 
exam in March. I sure hope I am successful after a second time. But, I am sure that if success eludes me, I will study some more 
and retake the exam. 

You have all heard the saying that if at first you don’t succeed, try, try again. Education and certification is no different than any 
other part of life, we will not all succeed the first time. But, if we continue to try, the reward will come.
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Return to: Julia Buck, FAX 801-484-1891, email JBuck@nacmint.com, phone 801-487-8781, ext. 119
____ Yes, our company would like to participate in the COLLECTION SEMINAR for our 
customers. We agree to pay $15/seat for our customers to attend.  Reservations by March 27, 2009
NACM Company Name __________________________________________________ Member # _______________
Representative ___________________________________ email address ___________________________________

NACM Customer Training Testimonial from Penny Williams, Midwest Floor Coverings, #1183
“Some years ago, at our request, NACM’s Dean Wangsgard, CCE, put on a Credit &  
Collections Training Seminar for our customers who were having a difficult time collecting. 
THE RESPONSE WAS INCREDIBLE! We had over 100 of our customers in attendance. It 
was a win win situation for us and our customers. They learned valuable credit and collection 
tools and we were able to get paid faster. Midwest also experienced some great PR from this 
event. I recommend this training service for all NACM members whose customers are having 
difficulty collecting.”

1) When you sign up, we will email you a Collection Seminar flyer you can use to attach to  YOUR FEB. & MAR. INVOICES.
2) Tell us how many seats you want to reserve no later than March 27, 2009. (Remember, it’s first come,               
 first served) We will bill your company $15 for each seat reserved. 
3) Once you have reserved your seats, give us the names of your customers by April 3, 2009, so we can     
  make name badges.
4) It doesn’t get any easier to help your customer and you.
5) We’ll provide snacks and beverages along with great training! 

INSTRUCTIONS:

Tuesday, April 7, Three sessions to select from: 8:30-10:30, 11:30-1:30, 2:30-4:30
NACM Training Center, 7410 So. Creek Rd., (1130 East) Sandy, UT

Collection Training Seminar For Your Customers!
Tired of hearing, “When I get paid, you get paid!”

Collection Training For YOUR CUSTOMERS! 

Your company pays $15/reserved seat, you invite your customers•	
NO CHARGE TO YOUR CUSTOMERS•	
Your customers select which session is best for them•	
Creating customer loyalty and gratitude that may help you get paid faster•	  

Reserve your seats early–SPACE IS LIMITED

“My customers 
learned valuable 
collection tools 

and we got paid 
faster!”

Penny Williams

(Another option would be to charge your customers $15/attendee.  You collect from them and we bill your company)
This is a very sweet deal–only $15–regular price $65



DISCOVER HOW TO 
MOVE TO THE TOP OF YOUR 
CUSTOMERS PAYABLE SCHEDULE

WITH THE kEY ELEMENTS OF NEGOTIATIONS
FOR COLLECTIONS
america’s business coach in credit management 

BARRY j. ELMS, MARCH 26

Thursday, March 26, 2009 
Stonebridge Golf Clubhouse
4415 West Links Drive, West Valley City, UT
Just off SR 208 and Bangeter Highway

Time: 9 a.m. – 4 p.m.
Price: Member $125, Non Member $175
Continental Breakfast and Texas BBQ Buffet Lunch Included

Collecting A/R is difficult today! Customers have limited cash–they chose who gets paid each week

Unlock YOUR Potential with Barry’s key Elements of Negotiating
You Will Learn:

To utilize the 5 key elements that control all negotiations•	
To defend or neutralize these elements when someone uses them on you•	
How to respond when you’re at opposing points...and what NEVER to do first•	
To negotiate, influence, and collect like a pro•	

 
Sign Us Up: FAX to Georgette Bevan, CCE, 801-484-1891 or email GBevan@nacmint.com

Name(s) ____________________________________________________________________________________ 
Company Name __________________________________________Member #___________Phone__________ 
Email_______________________________________________________________________________________

*Reservations are firm unless cancelled by March 20, 2009. No shows will be billed.

C o l l e c t i o n  S e m i n a r
 



Code
Industry Credit Groups
Other events   

  
March 10: Mechanic’s Lien Seminar, Beginning and Advanced 
  NACM Training Office
Mar 26:  Barry J Elms, Collections Seminar
  Stonebridge Golf Clubhouse, 4415 West Links Drive, West Vally City, UT
April 7:  NACM Member’s Customer Collection Seminar   
  NACM Training Office
April 24  NACM Spring Banquet, The Gathering Place

Collecting A/R is difficult today! Customers have limited cash–they chose who gets paid each week

Looking Ahead

March, 2009

Steel & Welders 

16 17 18 19 20

 
Automotive & 
Truck Suppliers

Concrete,Paving, 
Excavating & 
Waterworks

Diesel Engines 

SLC Contractors

Masonry, Landsc 

Heating & Plumbing 
Advertisers, Media Industrial Supply 

Equipment Dealers 

Hardware & Lumber 

6

13

Ogden Contractors 

Sat. / Sun. Monday Tuesday Wednesday Thursday Friday

10 11 12

Ut. County Contr. 

7/8

Printing Ind. of Utah 

Floor Covering 

23 24

Electrical

25 26 27

14/15

Regional Contr.

21/22

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

General Services 

Roofers & Siding

9

28/29

54

Window/Doors 

2 31

General Contractors 

30 31

mechanic’s lien 
seminar
basic/advanced

barry elms 
collection 
seminar

Congratulations Karen Seo!
Karen Seo Named 2008 Business Woman of the Year by West Jordan 

Chamber of Commerce.

Food &Restaurant

So. Utah Contr. 

Regional 
Wholesale 
Lumber

The West Jordan Chamber of Commerce named Karen Seo, Business Development Officer of Cyprus 
Credit Union, as 2008’s Business Woman of the Year. Seo was chosen for her significant contributions to 
the West Jordan community; most notably she served as chair of the Chamber’s ambassador committee. 
Seo is a member of the West Jordan Women In Business organization, a board member for Chamberwest, 
an advisory board member for the Academy of Finance for Granite and Jordan School Districts, and a 
board member for 100% For Kids credit union charity.

“Karen has spent much of her career giving back to the community and we wanted to honor her for her hard work and dedication to resi-
dents, business partners and neighbors of West Jordan,” said Craig Dearing, President of the West Jordan Chamber. 

Karen Seo



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

BOARD OF DIRECTOR OFFICERS:

Allen Vickers, CCE
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

Penny Williams 
Midwest Floor Coverings

Janae Jeffs, CCE
Muir Roberts Enterprises Inc.

ICEL Luncheon, Thursday, March 12, 11:45 a.m.
Red Lion Hotel, 151 West 600 South, SLC, UT
Cost: $16, Contact Georgette Bevan, CCE, 801-433-6116 or GBevan@nacmint.com
Bosses Luncheon
SURPASSING YOUR COMPETITION THROUGH YOUR CREDIT DEPARTMENT
Speaker: Susan Lujan, CCE, Kenworth Sales Corporate Credit Director
In any economy, but especially today’s economy, businesses need to use every advantage available to them to attract and retain customers. Effective use of 
a trade credit is one way to do that. Credit Departments have long been overlooked in contributions to that “Competitive Advantage.” This presentation 
is geared toward business leaders and changing the way they view and use their credit departments. The old idea that the credit department is “nothing 
more than a cost center” is costing business. Businesses can and will gain a true advantage when they learn what credit can do for them internally.

Susan is an instructor at Salt Lake Community College in Economics and Finance. She is a past Chairman NACM BCS and serves as a West 
Region Director on the NACM National Board. Her local awards include Mentor of the Year, Instructor of the Year, Credit Executive of the Year, 
and CCE of Excellence. In 2008 she was awarded the Robert Half Instructor of the Year at Credit Congress.

Her credit passions are mentoring and stopping credit card fraud in her industry. She is a successful and popular speaker at her affiliate, and has 
been a presenter at the Western Regional Conference and at National Credit Congress. Susan has been associated with NACM Business Credit 
Services since 1989. During this time, she has achieved education goals and accreditation that have increased her value personally and profes-
sionally. 

This is an opportunity to show your boss a sample of the great credit luncheons 
ICEL members attend monthly. 

Georgette emailed an invitation to ICEL members. If you are not a member of ICEL, this would 
be a great opportunity to attend and bring your boss.

 RESERVATIONS ARE NECEESARY, the price is $16/attendee (buffet lunch included)
Make sure you contact Georgette at 801-433-6116 or GBevan@nacmint.com


