
 

Je suis Charlie, 
je suis Tunisie 
et je suis Paris!

FECMA-Congress review

Not just smart kitchens...

EU Late Payment Directive

 

2/2015FECMA Magazine for European Credit Managers





DIRECTORY AND FOREWORD

EDITORIAl

3

Je suis Charlie, je suis Tunisie et je suis 
Paris. There can be no other way for 
me to start the Editorial for this edi-
tion of CreditManagerEurope, not 
least because of the events of Friday 
13 November, 2015. At the beginning 
of the year, the world was shocked by 
the terrorist attack on the offices and 
staff of the French satirical magazine 
Charlie Hebdo on the 7 January. Sat-
ire is the true manifestation of free-
dom of speech, something the British 
have been good at for centuries, and 
something which cowardly, murder-
ing thugs cannot abide or understand. 
If anything could be worse, it was the 
attack on 26 June of innocent tourists, 
many elderly, quietly enjoying the sun 
on the beach at Sousse, Tunisia – a 
peaceful, well-earned holiday shat-
tered beyond human belief by those 
same mindless thugs. Saturday 31 
October and a Russian Airbus airliner 
bombed out of the sky over the Sinai 
Desert, and men, women and children 
slaughtered as they returned from 
one of the most popular holiday re-
sorts in Egypt. 

Could it possibly get even more hor-
rific? Friday 13 November 2015 wit-
nessed an attack of unbelievable bar-
barity and evil across the beautiful 
city of Paris, the most visited capital 
city on the planet. The national foot-
ball stadium, a pop concert, restau-
rants and bars all subjected to bombs 
and bullets in a display of mindless 
cruelty not seen on the continent of 
Europe since the Holocaust. So many 
dead, so many injured, lives destroyed 
forever and a scar on the face of hu-
manity which may never heal. But, 
and this is a big BUT, who would ever 
have thought that in Wembley Sta-
dium, london the following week 
70,000 football fans, most of them 
British would give a hearty rendition 
of the French national anthem before 
the start of a friendly international be-
tween England and France?

13 November 2015 was also the day 
that FECMA held its Council Meet-
ing in Paris, with Council members 
from all across Europe, from Russia 
in the North to Malta in the South. A 
productive meeting, as always, and a 
display of mutual co-operation and 
understanding which European credit 
professionals both appreciate and ex-
pect. We were particularly pleased to 
welcome delegates from Spain and 
voted unanimously to admit the new 
Spanish credit management associa-
tion to full membership of FECMA. 

The world may seem to have gone to 
Hell in a hand cart in 2015, but bonds 
of friendship and understanding will 
never be broken, and if you are a credit 
manager in Birmingham, Berlin or Bar-
celona, your professional integrity is 
in safe hands. Come to Malta in May, 
2017 and you will see just why. 

Glen Bullivant FICM
President, FECMA
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FECMA CONGRESS

CREDIT MANAGEMENT 
INCREASINGlY IMPORTANT
“European Best Practices – Inspiration for Credit Managers“ was the motto of the second European Congress of the Feder-
ation of European Credit Management Associations (FECMA). Not for nothing, the congress took place in Brussels - despite 
the difficulties and challenging times, the Belgian metropolis represents the strength of the European countries. Symboli-
cally, also the community and linkage of the European credit managers should be stressed. The host was the Belgian as-
sociation for credit management “Instituut voor Kreditmanagement”.
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The congress that takes place every 
two years offers credit managers of 
all sectors a platform that more than 
250 participants from all over Euro-
pe used for interexchange. Glen Bul-
livant, the president of the umbrella 
organisation of the European credit 
management associations FECMA, 
said in his welcome speech: „The cre-
dit management in companies has 
become increasingly important in the 
last years. In challenging times - key-
word: financial crisis - professionalism 
and creativity are more popular than 
ever. All of us, that are assembled here, 
are aware how important the func-
tion of our domain is in our company. 

„One goal of this year´s congress is to 
learn and hear from those that suc-
cessfully have made certain experi-
ences and have implemented things, 
Prof. ir. ludo Theunissen, President 
of the Belgian host association said 
at the beginning of the congress. Dr. 
John loiré of Atradius reported on „10 
Global Economic Game Changers for 
the Future“, Bill Dunlop (Association 
of International Credit Directors in 
Great Britain) on „The DNA of an inter-
national Credit Director: why it is key 
for success” and Sander Desmet (Bu-
reau van Dijk, Belgium) on„Effectively 
Managing the Credit Intelligence Pro-
cess”.

FECMA CONGRESS

At the evening event in the restaurant 
of the Bedford Hotel the chairman of 
the BvCM Germany, Jan Schneider-
Maessen CCM®, awarded Jim logue 
the „FECMA lifetime Achievement 
Award“ – a sculpture of sculptor Die-
ter von levetzow. He was given the 
award for exceptional contributions 
as well as for his engagement for 
the development of the topic „Cre-
dit management“. ludo Theunissen 
said thank you to everybody who had 
contributed to the two congress days, 
especially to Pascale Jongejans  of the 
European FECMA secretariat. In 2017 
the FECMA Credit Management Con-
gress will take place for the third time 
- we are looking forward to it!

Katja Meenen
CreditManager Europe
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I felt extremely honoured, flattered 
and grateful when the FECMA life-
time Achievement Award was besto-
wed on me at the FECMA Credit Ma-
nagement Congress in Brussels last 
May. I wish to thank most sincerely 
the FECMA Council for presenting the 
award to me at the dinner attended 
by so many credit professionals. 

When I was invited to attend the 
Congress as a special guest of FEC-
MA little did I suspect that I had been 

chosen to receive such a prestigious 
award. I had assumed that I would be 
one of a number of FECMA’s invitees 
at the Congress and I was surprised 
and shocked when at the dinner Jan 
Schneider–Maessen identified me as 
the recipient of the award.  

My first exposure to FECMA was in 
1995 when I attended their conventi-
on in    Brussels as Bank of Ireland 
Commercial Finance’s representa-
tive and as a helper on IICM’s stand.  

I became more involved with FECMA 
in the early 2000’s when as President 
of IICM I was one of their representa-
tives at Council meetings. I was for a 
period a Vice- President of FECMA un-
til 2006 when I had to relinquish the 
position due to the serious illness of 
my wife who passed away in 2010. 
Since 2011 I have attended most FEC-
MA Council meetings but unfortuna-
tely I am no longer eligible to do to as 
in January of this year I retired from 
the Board of IICM to give me more 

FECMA lIFETIME ACHIEVEMENT AWARD
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time to concentrate on running PSPA 
Ireland (see Addendum). I will cer-
tainly miss attending the six monthly 
meetings which I have always found 
very beneficial to me and to IICM by 
listening to the differing views of 
the member associations, their prob-
lems and successes which they freely 
shared among us. They are also very 
open to a being contacted directly in 
their own countries to discuss local 
common issues.

I have made many friends among 
FECMA representatives over the years 
and benefited greatly from private 
discussions with such as Glen Bulli-

vent, Jan Schneider–Maessen, Josef 
Busuttil and the support given to me 
by Pascale Jongejans.  I am particu-
larly grateful to Oswald Royaards for 
traveling from Amsterdam to be with 
me at the awards ceremony – we had 
become very friendly since my early 
meetings and I have the highest re-
gard for Oswald and his great work 
for FECMA, the Dutch and German 
Associations and as Ambassador for 
the profession throughout Europe.                                                                                   
I wish to thank them all above for 
their kindness to me for so long. 

I have been in the Credit in-
dustry since 1956 starting 

off in Glasgow as a Cartage Invoice 
Clerk in a distribution company whe-
re I shared an office with our Dutch 
Credit Manager who allowed me to 
make calls to some overdue debtors 
with whom he had difficulty making 
himself understood.   Since then all 
my positions (except for one year in 
administration) have been credit rela-
ted during which I have learned two  
main precepts viz.(1) Know your Cus-
tomer and (2)  Watch out for signs of 
deterioration  in  your relationship.                                      

I feel that I lost sight of these precepts 
when it came to the lifetime Achieve-
ment Award. On reflection there were 
plenty of pointers to alert me eg. (a) 
the trouble my friends went to keep 
our chats very general and not discuss 
the details of Congress dinner and (2) 
laying false trails to  put me off the 
scent of what was about to happen.  
This also applies to my colleague in 
IICM Sean McMahon with whom I 
had discussed travel arrangements 
and our presence at the Congress.                                                                                                                                  
However I am pleased that they did 
so because had I known that I was to 
receive the award I would probably 
have been distracted from concen-
trating on the Congress presenta-
tions and on preparing an acceptance 
speech. 
 

Jim Logue    
17 November 2015

Addendum:  PSPA Ireland is a cha-
rity devoted to looking after the 
interests of carers of patients suf-
fering from Progressive Supranu-
clear Palsy (PSP) and Cortigbasal 
Degeneration (CBD) both of which 
are neurological rare brain disea-
ses for which there is no cure. My 
wife suffered from PSP for seven 
years prior to her death in 2010.                                                                                                                     
In 2012 IICM designated PSPA 
Ireland as a nominated charity 
and encouraged members and 
the general public to support its 
work by way of donations. IICM 
have also donated a percentage 
of some chargeable events for 
which the charity is very grateful.                                                                     
See www.pspaireland.ie



Sean MacMahon
IICM - Irish Institute of Credit Management

PEOPlE
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James Sarsfield logue or Jim was born 
on 03/12/1932. Born in Scotland in a 
year of “early snow”. We called it the 
year of the Blizzards because they 
decided to share their snow with 
Ireland, England and Wales. Ireland 
made emergency plans while Scot-
land got in some early skiing. But to 
make some amends they shared Jim 
with us. Jim is a pioneer in Ireland of 
the Factoring and Invoice Discounting 
industry having worked with Inter-
national Factors and Bank of Ireland 
Commercial Finance. Jim was then 
and still is recognised as the industry 
expert.
 
Jim, has been a member of Irish Ins-
titute of Credit Management (IICM) 
for many years. His involvement goes 
back to the days when it was known 
as the Irish Credit Managers Associa-
tion. One of the original organisations 
that brought into being the IICM.
It was actually in the city of Brussels 
about 1994 when Jim as usual sought 
out the IICM stand at a credit conven-
tion and finally ran out of excuses as 
to why he was not actively involved in 
running the Irish Institute. He became 
an even more energetic member the-
reafter, joining Council and becoming 
a director on the 28th March 1996.  
 
Jim holds the record of being the lon-
gest serving director of IICM, 19 years. 
He discovered some years ago that 
Siobhan Comerford (Former Presi-
dent) had at that time served longer 
than him. We didn’t tell him he had 
exceeded her years on the board for 
some time and managed to keep him 
a bit longer. It is a constant source of 
a joke between the two! 
 
Jim has been very instrumental in 
many achievements within IICM from 
securing grant aid from the older Irish 
Trade Protection Association around 
late 1990's / early 2000's, to manag-

ing the exam process which he did 
with huge pride and professionalism. 
He was always referring us to the Me-
morandum and Articles of Associati-
on and Bye laws making sure all fa-
cets of the IICM were compliant... No 
one argued with Jim! 
 
Jim has served several terms as Pre-
sident of IICM and has been an Irish 
delegate to FECMA since those early 
years. Going to the FECMA meetings 
has been a major factor in Jim's ca-
lendar throughout this time. Apart 
from the social aspect, which he very 
much enjoys and looks forward to, 
Jim has a huge interest in the infor-
mation sharing and learnings that co-
mes from the twice yearly meetings. 
His input and contribution to these 
meetings has been hugely valued and 
respected by all those he has come in 
contact with. He is seen by many of 
us in IICM and I’m sure in FECMA  as 
the grandfather of credit manage-
ment. He has inspired many of us to 
get involved in the industry. In recent 
years Jim has been the driving force 
in setting up PSPA Ireland.  Behind 
every great man is an even greater 
woman this was certainly the case in 
Jims world with his wife Ronnie. Sad-
ly Ronnie passed away in 2010. Her 
legacy lives on with the great work 
Jim continues to do for PSPA. PSPA is 
the support organisation in Ireland 
for Progressive Supranuclear Palsy 
(PSP) and Corticobasal Degeneration 
(CBD). His passions stretch into many 
areas including his love of swimming 
and belonging to that famous group 
that swim at Dublin’s “forty foot”  and 
their annual Christmas Day plunge. 
Not for the faint hearted.  
 
His greatest achievement however 
has been in passing on his love for the 
profession of Credit Management, 
which is undoubted, neither though 
is our love and respect for him.

A lIFE FOR 
CREDIT MANAGMENT
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It all started in 1999 at the CeBIT trade 
fair. While visiting a stand, Eugen Ro-
thmund, head of debtor manage-
ment at AlNO AG, witnessed a soft-
ware demonstration. The stand was 
that of the recently established Prof. 
Schumann GmbH, and the software 
being demonstrated was CAM, the 
Credit Application Manager. „I took 
the ideas I was able to pick up from 
the brief presentation and used them 
to program our own solution“, Roth-
mund explains with a broad grin. And 
the home-made solution did work for 
the kitchen manufacturer for a good 
ten years, before it eventually reached 
its limits. The point had come when 
AlNO needed the original.

About ALNO AG
With its 2,300 employees, AlNO AG 
is one of the leading German kitchen 
manufacturers. From its seven pro-
duction sites in Germany and abroad, 
the AlNO conglomerate offers its cus-
tomers around the world a full range 
of kitchens. Besides the AlNO brand 
name, the company also owns the 
Wellmann, Impuls (until 2015), Pino, 
Piatti and AlNOINOX brands. Its mar-
ket is segmented into different price 
ranges and positions. With its 6,000 
sales partners, the company is active 
in more than 64 countries, genera-
ting a turnover of 395 million euros 
in 2013. The international market 
accounted for 33 percent of turnover. 

AlNO AG‘s areas of activity include 
the development, production and sale 
of kitchen furniture as well as the sale 
of kitchen equipment and accesso-
ries. The portfolio contains a total of 
6,000 customers, of which 3,000 are 
active. Many of these customers are 
simultaneously supplied from several 
production units, which complicates 
the company‘s debtor management.

Overview of the company and 
limit consolidation 
In 2011 the debtor management situa-
tion became increasingly complex in 
the wake of several acquisitions. The 
individual companies in the conglo-
merate all managed their own custo-

NOT JUST SMART KITCHENS 
EFFICIENT CREDIT MANAGEMENT 
PROCESSES AT AlNO AG
The introduction of a modern credit management solution has achieved measurable financial results at AlNO AG. The au-
tomated commercial credit insurance (CCI) and order approval processes have also led to a significant professionalization 
of the company’s debitor management.

12 13

Ph
ot

o 
©

 A
lN

O
 A

G



Martina Ecklebe
Prof. Schumann GmbH 
martina.ecklebe@prof-schumann.de

mer portfolios and it was impossible 
to gain a clear picture of the overall si-
tuation. Eugen Rothmund recalls: „At 
the time it could easily happen that 
a customer who was no longer being 
supplied by one of our companies, 
whose status was set to ‚stop delive-
ries‘ at that company, could continue 
to order kitchens from another of our 
companies. This also negatively affec-
ted our customer relations. Custom-
ers would have different payment 
modalities at different subsidiaries: 
cash in advance at one place, secu-
rity requirements at another and no 
limit at a third. That was difficult to 
communicate to them, and it was a 
complete mess“. The introduction of 
a credit management system was 
therefore primarily focused on con-
solidating the setting of limits within 
the company group and enforcing the 
central credit policy across the board. 
This also required having an adapted 
IT infrastructure in place; before 2011 
the IT structure was extremely hete-
rogeneous.

SAP Integration
The various subsidiaries used different 
IT systems to manage their contracts. 
With the acquisition of Wellmann, 
SAP SD, which the company used, was 
added to the mix, and it was planned 
to extend it to the entire organizati-
on. This created an additional requi-
rement for the credit management 
system: it needed to integrate SAP SD 
while still being able to communicate 
with the other software, since rolling 
out SAP is a long process (it is still not 
fully completed to date). „With its 
SAP Connector, CAM provided us with 
the ideal solution“, says Eugen Roth-
mund. CAM‘s SAP Connector allows 
data to be exchanged between CAM 
and SAP continuously without the 
users needing to take further action. 
Master data and payment records are 
also taken over from SAP FI.
Today, the process for new customers 
in companies running SAP may look 
something like this: the sales staff 
member creates an SAP file with the 
customer information, including the 
desired limit. The file is then automa-
tically added to CAM. Above a credit 
limit of 10,000 EUR, a CCI limit is re-

quested; otherwise a creditworthi-
ness report is ordered.

Automated order authorization 
Automating the authorization of or-
ders was an important step for AlNO. 
For each subsidiary, process chains 
were defined, for which the necessa-
ry requirements to be satisfied were 
determined. For each predefined pro-
cess, CAM can then independently 
request additional information, for 
example from information agencies, 
and can use that information when 
verifying the order. Of course all other 
sources of information, such as inter-
nal payment records, can also be used 
for decision making in CAM. The order 
authorization can, for example, be re-
presented as a traffic light (green, yel-
low, red), with a detailed justification 
in an expert report. The integration of 
CAM with the heterogeneous order 
management systems used at the 
various AlNO sites means that every 
decision is also automatically sent to 
the respective system.
The division of customers into A, B 
and C classes is an essential compo-
nent of AlNO‘s order authorization 
process. „A“ customers are del credere 
customers for whom a central regula-
tor guarantees the claims. While they 
may have differing credit lines at the 
different subsidiaries, they are auto-
matically set to green by the system 
because of the security of the central 
regulator. „C“ customers, on the other 
hand, who only represent 7 to 8 per-
cent of the turnover, are customers 
who have neither CCI nor factoring. 
For these, the limits are authorized 
manually, and only after a credit-
worthiness check and the evaluation 
of the internal payment records.

Automatically integrated CCI 
processes 
AlNO‘s B customers are CCI-insured 
customers. With CAM the insurance 
portfolio can be managed and con-
trolled using an electronic interface 
to the commercial credit insurance 
company. CAM can be used, for ex-
ample, to make credit limit requests 
or receive coverage approval, and one 
sees the results directly in the system. 
For named, insured risks, informati-

PRACTICE
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Summary
AlNO sees itself as an innovator 
and trend-setter, setting new 
standards both in design and 
in technology. This self-image is 
also reflected in the modern cre-
dit management solution that 
AlNO decided to implement.
Today Eugen Rothmund, who 
after his business training ma-
naged large customers for many 
years and eventually became 
head of credit management due 
to his knowledge of sales, is hap-
py with the reduced workload 
due to CAM for himself, his team 
and the accounts departments 
at the various sites. „Every mor-
ning, all the order approvals in 
the ToDo list appear on my st-
arting screen in CAM. That is my 
top priority and allows me to fo-
cus on the essential. After that, I 
can relax and get myself a cup of 
coffee.“ He smiles again happily.
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on about the insurance is attached 
to the CAM file, displayed and inter-
preted according to the provisions of 
the underlying decision logic. ToDo`s 
for employees can of course also be 
generated from this process. The eva-
luation of the customer‘s payment 
behaviour from the Payment Records 
module is available to monitor the 
liabilities.

At the end of the insurance year, one 
can check which CCI limits are still 
required. The unnecessary limits can 
then be deregistered automatically to 
save on verification fees.
For both insured and uninsured cus-
tomers, the CAM system monitors 
their creditworthiness and whether 
their credit limit has been observed. 
The moment a new order exceeds the 
limit, an automatic request to incre-
ase the limit is generated, or the re-
sponsible credit manager is asked to 
manually set the credit limit. Updates 
from business information agenci-
es are processed and the payment 
record is automatically calculated. 
limit cancellations by the CCI com-
pany are also included automatically. 
This ensures that the decision basis in 

14
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CAM is always kept up to date. „If an 
update to the information results in 
lower creditworthiness and/or a limit 
reduction, the responsible credit ma-
nager is informed automatically and 
can take action. Further processes, 
such as delivery stops, can then be 
initiated“, explains Eugen Rothmund.

Success with CAM
CAM‘s successes started even before 
the software was introduced. As Eu-
gen Rothmund explains, „Thanks to 
CAM we got to know our own proces-
ses better. That was very important, 
because before one can set one‘s ob-
jectives one has to know where one‘s 
problems lie“. Determining the precise 
requirements in individual workshops 
is essential; the system, to quote Roth-
mund, „is basically naked at first“, and 
is developed around the individual 
requirements. „CAM improves our 
negotiating position with our custo-
mers. The evaluation of payment be-
haviour, for example, is a great tool to 
justify and explain delivery stops. The 
sales department especially suffer-
ed from our lack of an overview and 
strong arguments; today I can supply 
the sales staff with figures that give 

them a completely new negotiating 
position visa à vis the customer,“ says 
Rothmund happily.
The overview of the company group 
itself has also improved. As an examp-
le, the list of open positions, available 
as a report at a mouse-click, provides 
a clear picture of the situation across 
the entire company. Previously, a per-
son might spend their entire time 
trying to build an overview by sifting 
manually through the data and the 
systems; by the time they were ready 
to publish their report, the data was 
often no longer current.

But CAM did more than just improve 
the processes at AlNO. It also yield-
ed measurable financial results. For 
example, the company was able to 
drastically reduce its outstanding 
payments. The objective for 2014 was 
to reduce the open claims by a further 
1 million EUR. Mission accomplished. 
Before the introduction of CAM, out-
standing payments over 30 days were 
10-12 million EUR. Today they are 2 
million EUR. That is real money, and 
the success is due to CAM and the 
committed credit management team 
under Eugen Rothmund.
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Rob Harvey

Head of Solutions

Consulting, Sidetrade

rharvey@sidetrade.com

Introducing Ink Global
If you‘ve travelled by train or plane, 
you’re very likely to have laid eyes on 
many of the things that Ink Global 
makes: it‘s an international travel pu-
blisher and advertiser with over 40 
magazines in 17 different languages. 
In addition, the company provides 
digital, offline and mobile adverti-
sing to travellers. This is backed up 
with market research and data sci-
ence teams that work to understand 
the audiences Ink Global serves; the 
Global Passenger Survey polls respon-
dents across 40 airlines and 370 milli-
on passengers.

In 21 years of operations, Ink Global 
has grown from a single london of-
fice to a staff of more than 400 peop-
le across site in london, Atlanta, Dal-
las, Miami, Melbourne, New York, Sao 
Paulo, Shanghai and Singapore.

The challenge – cope with 
As Ink Global grew, it acquired both 
bespoke and off-the-shelf accounting 
software to handle transactions ac-
ross several locations, currencies and 
nations. By last year, James Malone, 
Ink Global‘s Group Credit Director, 
found he was running between six or 
eight platforms open on his compu-
ter at any one time as he co-ordinated 
the efforts of eight credit controllers 
across the UK, US and Singapore. 
Faced with sensory overload, he deci-
ded that a single system that could be 
used in all of the locations, and across 
all of the currencies and jurisdictions 
Ink Global operated in was the way 
forward. 

Under pressure to keep costs mana-
geable, Malone was faced with the 
possibility of having to let a member 
of staff go, just as activity ramped 
up. The need to work smarter, if not 
already important, had become impe-
rative.

The solution - work simpler, 
work smarter
“While we weren‘t adding more cur-
rencies to the mix, we were handling 
a greater volume. Adding more peop-
le to the team to address this problem 
doesn‘t necessarily solve it - to a cer-
tain extent, it can create more prob-
lems,” says Malone. “People go on ho-
lidays, or move on to new jobs. Using 
older, more complex systems and 
practices can mean that handovers 
are complicated, and there‘s a raised 
possibility of human error.”
Under pressure to keep costs mana-
geable, Malone was faced with the 
possibility of having to let a member 
of staff go, just as the pace of activity 
increased. The need to work smarter, 

if not already important, had become 
imperative. After evaluating a num-
ber of options, Malone settled on Si-
detrade for his team.
“Sidetrade is multicurrency for base 
accounting and reporting, and were 
willing to take on the task, and that 
was exactly what we were looking 
for.” says Malone. “For us, multicurren-
cy is a huge thing, because you don‘t 
need to deal with FX - and there‘s no 
need to go through three calculations 
to deal with an invoice. In fact, with 
Sidetrade, we find we simply don‘t 
fear FX anymore.”
Sidetrade is now u
sed by all team members - eight peo-
ple across three countries, and has 
driven down Day Sales Outstanding 
significantly for the business. Staff 
absences or changes don‘t affect 
workflow - it‘s simply handed over to 
another staff member, removing the 
possibility of lost paperwork or hu-
man error.

Unexpected benefits
There‘s been another benefit, too - 
the team‘s personal development. 
Malone can pull reports that analyse 
the efficiency of controllers, show-
ing areas where they are performing 
strongly, and others that need impro-
vement, allowing Malone to coach, 
train or support as needed. As a re-
sult, efficiency, individual time ma-
nagement and personal development 
have improved markedly.
As for other benefits, the standout 
for Malone is workflow. “Sidetrade 
has simply transformed workflow 
for us,” he says. “For that alone, it‘s 
worth its weight in gold. A couple of 
team members moved on recently, 
and we were able to absorb the ext-
ra workflow without skipping a beat 
while their replacements were hired. 
In the past, that might have meant a 
few sleepless nights, plenty of hando-
ver activity and possibly international 
travel. Sidetrade has made that pro-
cess, like so many others, a lot more 
bearable.”

CASE STUDY – INK GlOBAl
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Brief Summary of the History 
of the Initiative against Late 
Payment

late payments of invoices cause fi-
nancial problems, especially for small- 
and medium-sized enterprises that 
depend on sufficient liquidity. The 
initiative to improve payment times 
dates back to 1995. On May 12, 1995, 
the European Commission adopted 
a recommendation on payment peri-
ods in commercial transactions (Of-
ficial Journal (OJ) l 127, 10.6.1995, 
p. 19) at the urging of the European 
Parliament. Statistics indicated, how-
ever, that there was, at best, minis-
cule improvement to late payment 
activity in many member states fol-
lowing its adoption. Thus, the Euro-
pean Parliament concluded that the 
objective of combating late payments 
in the internal market cannot be suf-
ficiently achieved by the member sta-
tes acting individually. Therefore, the 
European Parliament and the Council 
of the European Union adopted Direc-
tive 2000/35/EC of June 29, 2000 on 
combating late payment in commer-
cial transactions. This first attempt 
at a late Payment Directive was to 

be transformed into the laws of the 
member states by August 8, 2002.

In addition, the European Commis-
sion in subsequent years adopted 
further regulations to facilitate the 
enforcement of payment claims 
within the EU. (Regulation (EC) No 
805/2004 of April 21, 2004 creating 
an European Enforcement Order for 
uncontested claims; Regulation (EC) 
No 1896/2006 of December 12, 2006 
creating an European order for pay-
ment procedure; and Regulation (EC) 
No 861/2007 of July 11, 2007 esta-
blishing a European Small Claims 
Procedure.) The objective was that 
businesses could trade throughout 
the European market under improved 
conditions, ones which ensure that 
trans-border operations do not entail 
greater risks than domestic sales. 

However, commercial payment beha-
vior did not change. Many payments 
in commercial transactions between 
economic operators or between eco-
nomic operators and public autho-
rities were still made far later than 
what was agreed to between the 
parties—the public sector, especially, 

was considered to be very late-paying, 
typically. late payments of invoices 
were widespread within the Euro-
pean Union and, often, there was no 
sanction based on the extra costs to 
creditors. This led to significant finan-
cial damages, as each year thousands 
of European undertakings filed for 
insolvency. Small- and medium-sized 
enterprises often are most affected. 
As a result, late payment has an ef-
fect on the free traffic of goods and 
services within the European market 
and, thus, it is of disadvantage for the 
whole economic standing of the EU. 

Main Content of the Late 
Payment Directive

To improve the protection of business 
against this and to strengthen the 
competitiveness, a newer late Pay-
ment Directive completely replaced 
the former effort. Adopted in 2011, 
the present iteration of the Directive 
strengthens provisions against late 
payment, and it especially harmoni-
zes the expected payment periods in 
transactions between businesses and 
public authorities. The late Payment 
Directive now gives a strict frame-

BACKGROUND

EU lATE PAYMENT DIRECTIVE IN 
PlACE IN MEMBER STATES, NEEDS 
MORE PROMOTION FOR CREDITORS 
TO REAP BENEFITS

Studies continue on the impact of the late Payments Directive (also known as Directive 2011/7/EC of the European Parlia-
ment and the Council of the European Union dated February 16, 2011), which is designed to speed up payments in com-
mercial transactions. It represents an ambitious step to reverse the ingrained culture within companies and the public 
sector to delay payments of invoices significantly. 
The late Payment Directive has now been transformed by all member states into respective national law—Germany was 
the last state to finalize the transformation in July 2014. An official, government-backed study, including detailed statisti-
cal information on the impact of the directive, will be presented to the European Parliament (and available to the public) 
on March 16, 2016. However, figures from a private firm’s studies in 2014 and 2015 suggest that eurozone member states 
have to undertake greater efforts to bring these creditor-friendly provisions to the attention of businesses, as less than 
10% of those polled reported a benefit resulting from the effort and many remain unaware of the Directive’s existence.
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work for payment periods, the inte-
rest for late payment the creditor can 
request and the compensation for 
recovery costs the creditor can claim 
from the debtor in addition to the 
interest for late payment.

Payment periods 
between private 
companies

If the parties of a tran-
saction concerning 
the delivery of goods 
or rendering of services 
have not agreed on a date 
or a period for payment, the creditor 
is automatically entitled to interest 
for late payment: (i) 30 calendar days 
following the date of receipt by the 
debtor of the invoice or an equivalent 
request for payment; or (ii) 30 ca-
lendar days after the date of receipt 
of the goods or services; or (iii) whe-
re debtor receives the invoice earlier 
than the goods or services, 30 calen-
dar days after the receipt of the goods 
or services. The creditor is entitled to 
interest for late payment 30 calendar 
days after that date when a procedu-
re for acceptance of the goods or ser-
vices is to be provided for by statute 
or in the contract and if debtor has re-
ceived the invoice or request for pay-
ment earlier, or on the date on which 
such acceptance takes place. The cre-
ditor is not obliged to issue reminder 
letters. Only where the creditor has 
not fulfilled its own contractual or le-
gal obligations or where the debtor is 
not responsible for the delay of pay-
ment will the creditor not be entitled 
to interest for late payment.

If the parties have agreed on a date 
or a payment period, a creditor may 
request interest for late payment, 
which begins one day after the ori-
ginally agreed payment date. Again, 
no further reminder by the creditor is 
required.

With respect to payment periods, the 
late Payment Directive restricts the 
right of the contractual parties to set 
extensively long payment periods. 
The maximum payment period which 
can be agreed is 60 calendar days af-

ter receipt of the invoice or 
delivery of the goods. An agreement 
exceeding this shall only be effective 
if this was specifically agreed to and 
is judged to be not grossly unfair to 
the creditor.

Payment periods between com-
panies and public authorities

In transactions with public authori-
ties, the usual payment period which 
can be agreed shall not exceed 30 
calendar days after receipt of the in-
voice or delivery of the goods or servi-
ces. Only in transactions with any pu-
blic authority which carries out vital 
economic activities of an industrial or 
commercial nature (subject to the Di-
rective 2006/111/EC of 16 November 
2006 on the transparency of financi-
al relations between member states 
and public undertakings), or which 
provides health care and is duly re-
cognized for that purpose, the pay-
ment period can be extended to 60 ca-
lendar days. Any other extension of the 
payment period shall not be possible.

Interest rate for late payment

The Directive provides that the inter-
est rate for late payment shall be at 
least 8 percentage points above the 
relevant national reference rate. An 
agreement excluding the claim for 
interest for late payment is deemed 
to be grossly disadvantageous. Such 
a contractual provision is either not 
enforceable or must oblige a party to 
pay compensation for damage. Du-
ring the transformation of the late 
Payment Directive into its own res-
pective laws, many member states 
have increased the rate. For example, 
Germany set the rate at 9 percent-
age points above the reference rate 
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of the European Central Bank (ECB); 
in Bulgaria and France, the rate is 10 
percentage points above the ECB re-
ference rate. 

Compensation for recovery costs

Where interest for late payment be-
comes payable, the creditor may de-
mand a fee of 40 euros (€) per invoice. 
This sum, viewed as compensation 
for the creditor’s own recovery costs, 
is also payable without the necessity 
of a reminder. In addition to the fixed 
sum, the creditor shall also be entitled 
to obtain reasonable compensation 
from the debtor for any recovery costs 
exceeding that fixed sum and incur-
red due to the late payment. Such 
costs can include costs for a lawyer 
or a debt collection agency. Any con-
tractual term or a practice that seeks 
to exclude compensation for recovery 
costs shall be presumed to be grossly 
unfair.

Impact of the Late Payment 
Directive on the Payment 
Behavior so Far

Since the Directive has been adopted 
by each member state a mere one to 
two years ago in most cases, statistics 
considered to be extensive and com-
pletely credible are limited. The Euro-
pean Commission has ordered a stu-
dy to get information concerning the 
development of the payment behav-
ior, with a focus on aspects including, 
but not limited to, how many credi-
tors are actually collecting the €40 fee 
from late debtors and how the rules 
are being viewed from state-to-state.
 
One private survey, conducted by a 
leading European credit manage-
ment service, Intrum Justitia, polled 
8,979 participants from 29 European 
countries during the period between 
February and April 2015. In its Euro-
pean Payment Report 2015 (“the Re-
port”), Intrum Justitia analysts found 
that only 31% of the survey respon-
dents were aware of the latest late 
Payment Directive. Just 6% of compa-
nies believe they could actually bene-
fit from the Directive, and 4% repor-

ted plans to make use of the right to 
charge interest for late payers.

Comparable with the figures publis-
hed by Intrum Justitia in its European 
Payment Index 2014 (“the Index”), the 
figures show that the late payment of 
invoices remains a big problem for the 
economic development of busines-
ses in the EU and that no significant 
improvement could yet be achieved. 
Problems remain especially prevalent 
with debtors based in Europe’s Sou-
thern countries (Italy, Spain, Portugal) 
and some Eastern states (Croatia, Bul-
garia). According to the Index and the 
Report, the public sector improved its 
payment behavior, but is still the slo-
west payer in the European Union—
the average length of payment of 
such invoices reduced from 61 days in 
2013 to 58 days in 2014 and, in most 
countries, the length of payment of 
invoices by public authorities still ex-
ceeds 30 days, according to the data. 
The longest period is in Italy with abo-
ve 140 days. 

In transactions between private busi-
nesses, the average length of pay-
ment of invoices also made slight im-
provements, declining from 49 days in 
2013 to 47 days in 2014. The figures 
show that most of the length of pay-
ment of invoices is around or above 
30 days in B2B transactions. The long-
est payment period in that category, 
again, involves debtors based in Italy 
(80 days). In short, the statistics show 
that the current situation remains far 
from the stated, 30-day payment pe-
riod goal provided for in the Directive. 

Meanwhile, bad debt losses increased 
from 3% in 2013 to 3.1% in 2014, and 
remained at that level into 2015, ac-
cording to the Report. Approximately 
88% of the companies taking part in 
the Index study and 86% in the Report 
survey saw that the main reason for 
the late payment is still financial pro-
blems being suffered by their debtors. 
Respondents in both characterized in-
tentional late payments on the part of 
debtors as the second most prevalent 
issue and, behind that, administrati-
ve inefficiency, notably in the form of 

lackluster follow-up when payments 
are not received on time. 

As a result, negative consequences 
persist for many companies that took 
part in the surveys. 

• 63% of the companies involved in 
the Index study and 49% of those 
polled for the Report survey said they 
were suffering from a medium-to-
high level of “liquidity squeeze.” 
• 55% from the Index study and 46% 
from the Report survey noted a medi-
um-to-high level of “loss of income.” 
• 50% from the Index study and 40% 
from the Report study said late pay-
ments were “prohibiting growth of 
the company.” 
• 36% of the Index study and 31% of 
the Report survey said consequences 
of late payment levels they face as a 
“threat to survival.”

Without significant acceleration in 
the payment of invoices, there is over-
all not a very good outlook for the fu-
ture development and competitiven-
ess of the European companies.
The risk forecast for 2014 in the Index 
provided that 46% of the European 
businesses that responded to the 
survey were pessimistic and predict 
the risk of late payments will actu-
ally increase in the next 12 months. 
For 2015, the Report does not pro-
vide a general average—however, a 
12-month risk forecast was assigned 
for each country. Romania (39%), 
France with (34%) and Belgium (30%) 
earned the highest risk forecasts, ac-
cording to the data.

These negative perceptions might 
still be owed to the bad economic si-
tuation in many countries in the EU. It 
is questionable whether the late Pay-
ment Directive can realistically impro-
ve the payment behavior of debtors 
significantly if the overall economic si-
tuation does not improve. It will be in-
teresting to review additional details 
concerning the impact of the late Pay-
ment Directive on the payment beha-
vior when the European Commission’s 
report to the European Parliament 
is released on March 16, 2016.

BACKGROUND
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Digital transformation can be descri-
bed as going from an abacus to a cal-
culator, from a wristwatch to a Casio. 
It is the digitalisation of our lives to 
enable us to be more efficient and 
more capable than ever before. 
This digital revolution is already ha-
ving an impact on businesses as we 
see new platforms emerging to help 
us optimise our employees time, 
be it the latest online HR portal or a 
bespoke and centralised timesheet 
platform. It’s a trend that will con-
tinue to evolve as we continue to 
move towards a paperless office en-
vironment. Valérie Burel, Director of 
Sidetrade Cash Performance, knows 
better than most about the value 
that digital transformation has in 
the world of accountancy and credit 
management. In her experience, cre-
dit managers have wasted hours and 
hours simply paper-pushing and mai-
ling statements that the customer 
then ignores or forgets. 

Today, credit managers are able to 
offer their customers interactive ac-
count statements and bespoke yet 
automatic reminders. However, they 
need to optimise on this technology 
quickly in order to reap the business 
benefits.
Here are Valérie’s top five trends that 
every credit manager should be loo-
king to bring into effect during 2015: 

1. Automate
Save time and make your life easier by 
automating your pre-existing proces-
ses. Today’s technology integrates the 
finance and sales teams with their 
clients, offering a centralised view of 
a single account. Such change has re-
sulted in a reduction of late payments 
and a better control of client risk. 

2. Work in real-time
This digital revolution has played a 
huge part is making us all extremely 
impatient. We have grown accusto-
med to instant communications, real-
time news reporting and immediate 
responses. Accountancy is no diffe-
rent. Clients demand live statements, 
anytime, anywhere and credit mana-
gers need to be able to instantly com-
municate with salespeople, branches, 
subsidiaries and partners through a 
strong and streamlined network.

3. Get information at your 
fingertips
Thanks to today’s software innovati-
on, up-to-date dashboards and real-
time aged balances, dispute levels, 
credit limits are all just a single click 
away. This helps to limit risks and ena-
bles immediate sales team response. 
In a world of innovation, you now 
have the power to become more in-
fluential with the wealth of informa-
tion now available at your fingertips. 

4. Stay mobile 
Mobile applications help break down 
the barriers associated with tra-

ditional business systems. With a 
smartphone, you can check current 
balances, late payments and arrears, 
and can contact their client directly 
anytime, anywhere. 

5. Be superhuman 
Always looking for ways to expand 
our client base while also increasing 
client satisfaction? Although you 
might not be super-human (as much 
as you’d like to think you are) thanks 
to interactive web links you can now 
initiate automatic and collaborative 
communication between yourself 
and your clients. At last, clients have 
the ability to interact directly with 
their account managers. Based on 
these conversations, client records 
are then immediately updated on the 
corporate platform, with the collec-
tion processadapting accordingly. In 
all senses, you are able to work more 
efficiently, improve customer satis-
factionand everyone saves time. 

Rob Harvey
Head of Solutions
Consulting, Sidetrade

TRANSFORM YOUR COMPANY’S CREDIT 
MANAGEMENT WITH FIVE SIMPlE TIPS
‘Digital Transformation’ – the buzzword of 2015 - and possibly one of the most misunderstood phrases around at the mo-
ment. But what does it mean, and what impact will it have on credit management? 
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Most ERP / sales ledger systems have 
limited ability to provide the right in-
formation at the right time and very 
rarely provide an insight into what 
you really want to know.
As a result there tends to be a num-
ber of offline systems, such as reports 
or spreadsheets to try and help you 
navigate your way around some of 
the complexities of the data that the 
sales ledger holds. This coupled with 
bringing in 3rd party risk reports and 
solutions can make you feel that you 
are constantly battling to get timely 
and meaningful insights for custo-
mer behaviour from which to drive 
both short term goals and long term 
strategies. 
The dawn of mobile technology has 
changed the way we access applica-
tions. You can now download from 
any number of sources to portable 
devices such as smart phones, tab-
lets etc. Within an hour we can be 
utilising and benefitting from them, 
many are offered at no charge or at 
minimum cost.

Technology in the commercial world 
is now starting to adapt and become 
more similar to the kind we purchase 
and use in our social lives. In the cre-
dit world, leading edge technology is 
starting to revolutionise the way it 
can support and aid credit managers. 
Here are some examples:

• Cloud based delivery
Fast and efficient delivery with high 
levels of security and built in disaster 
recovery that is future proofed. Me-
aning you are not at the behest of lo-
cal IT to deliver, maintain or develop.

• Software as a Service (SaaS)
Providing transparent costings that 
are value for money and from which 

simple business case justification can 
be driven. No more large upfront costs 
and excessive day rates required. This 
should make the internal sign off pro-
cess much quicker and place empha-
sis back on the provider to ensure the 
software is optimised, fit for purpose 
and future proofed to ensure you do 
not have to continuously invest or be 
charged for upgrades.

• Robotic Process 
Automation (RPA)
RPA is an innovative concept normally 
associated with the motor industry or 
leading consumer technology and is 
not normally related to credit depart-
ments. However more increasingly 
now, RPA has entered the credit world 
and is beginning to transform and in-
novate the way global businesses pro-
cess and allocate cash.

Cash Allocation
Solutions for cash allocation can now 
provide high levels of automatch (90 
%+). They can auto-detect and scan 
remittance advice attached to emails 
without the need to print them off. 
Using built in intelligence they can 
also work out from the email if the 
payment has arrived in the bank, or if 
it hasn’t provided up front informati-
on to credit controllers that the cash 
is incoming. Use of such technology is 
allowing reduction in headcount and 
turning cash allocation into the first 
line of credit control rather than cre-
dit controllers being the second line 
of cash allocation!

Such technology now enables imple-
mentation for organisations situated 
in any country, operating in any sec-
tor, using any bank and type of pay-
ment such as electronic bank transfer, 
cheque, credit card etc.

TECHNOlOGY IN CM - 
FRIEND OR FOE?
The job of a credit manager is a difficult one and a vital one for any organisation. 
However the use of technology in this area has always raised eyebrows.
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Benchmarking from case studies 
show that organisations can go from 
manual allocation to 90% + autot-
match in as little as 6 weeks, which is 
well above the recognised world class 
benchmarks of 66% identified by The 
Hackett Group.

Cash Forecasting
The ability to provide an accurate 
monthly cash forecast can be a chal-
lenge and is normally sat in offline 
spreadsheets or access databases 
which could alter the accuracy of your 
forecasting.

Similar to cash allocation, solutions 
that provide one click simple and 
highly accurate cash forecasting are 
now appearing in this area. Solutions 
are now able to work out when a cus-
tomer will pay with a high degree of 
accuracy, allowing you to improve 
your collection strategies and focus 
on those customers that are difficult 
to forecast and predict.

Credit Management
Credit departments usually do one of 
three things to support their collec-
tion activity and strategy:

Spreadsheets - taking data from the 
sales ledger and using offline spreads-
heets to update calls, actions, promi-
ses to pay, calls back and tracking.

Sales ledger - some functionality ap-
pears in different sales ledgers to dif-
ferent degrees of ability and generally 
focus around diary management, 
query management, dunning and 
promise to pay.
Third party systems - filling the gap of 
the two above, providing a more com-

plete tactical and strategic way to car-
ve or segment the ledger and creating 
automated workflow behaviours and 
collection processes.
The new era of collection software  is 
dynamic and intelligent and has the 
ability to learn, predict, forecast and 
detect changes in payment behaviour 
all using automation and at a fraction 
of the cost of other solutions.

Credit intelligence
The use of such technologies are 
great and will vastly help to impro-
ve the day job of staff by providing a 
more efficient, cost effective way of 
working but the main jewel of the 
crown from these software solutions 
is the insight they bring. For example 
they have the ability to move the cre-
dit function closer to the sales func-
tion and provide strategical insight to 
support future business decisions.

The cost of sales to increase new cus-
tomers can be a challenge, but what 
if you could comfortably grow your 
revenues between 20-30% from your 
current customer base without the 
cost of sale and with the confidence 
that you will get paid on time. This 
is where RPA software comes into its 
own and starts to create a paradigm 
shift in the credit world.

Credit organisations are now at the 
forefront of revenue growth and these 
solutions are supporting this change. 
A customer that may be chased 3 or 
4 times in the credit cycle could be 
eroding any profit associated to that 
invoice of contract by knowing the 
cost and associated margins. Credit 
managers can take decisions to move 
to direct debit, standing order or stop 

supplying services or goods if there is 
no profit with these customers.
Examples of where growth from 
within is the driver can be demonstra-
ted using two types of organisations. 
In the building trade many customers 
are small companies that will have a 
credit limit with 3 or 4 suppliers, often 
running their credit limit with each 
supplier.

Getting insight and supporting them 
by understanding their payment be-
haviour with yourself and your com-
petitors will allow you to review their 
credit limit and if they are good for 
the cash each time, raise their credit 
limit and stop them using other com-
petitors.

In the commercial waste manage-
ment sector, where large HGVS are 
collecting waste from many commer-
cial premises on a daily or weekly ba-
sis. Most of these vehicles follow the 
same route daily and in many cases 
below capacity load. Credit teams 
can now be provided with knowledge 
of what other commercial premises 
can be targeted on the route as they 
are known along with their payment 
behaviour. Such insight can high-
light additional sales, increase capa-
city and revenue without having to 
change the route and add any cost to 
that element of the business.

This is just scraping the surface of 
what is available and how things are 
changing in the credit world whe-
re technology (often seen as the foe 
of credit functions) is now emerging 
with ground breaking cost effective 
solutions to become the friend of the 
credit function.



“Europe is recovering from econo-
mically turbulent times and is now 
largely experiencing an upturn. low 
interest rates are helping companies 
achieve more liquidity to service their 
debts,” says Hans-Werner Scherer, 
CEO of the EOS Group. At the 
same time, the implemen-
tation of EU Directive 
2011/7/EU to com-
bat late payments 
in commercial tran-
sactions is having 
a positive impact 
on payment practi-
ces in many coun-
tries, continues 
Scherer. One of the 
Directive’s provisions is 
that companies may ge-
nerally only grant their busi-
ness customers a maximum payment 
term of 60 days.

The latest survey results support the-
se assessments. Throughout Europe, 
companies are reducing their pay-
ment terms for business customers. 
Spanish companies in particular have 
significantly cut their payment terms 
in the B2B area from an average of 64 
days to the current level of 45 days. 
However, compared with other coun-
tries in Western Europe they continue 
to lag behind in this respect. In Eas-
tern Europe, the payment term of 40 
days for business customers is well 
above the Western European average 
of 35 days. This is attributable above 
all to the payment terms offered in 
Greece (51 days), Russia (41 days) and 
Slovakia (40 days). Hungarian and Po-
lish companies impose the shortest 
payment terms on their business cus-
tomers, whereby Hungary now leads 

Eastern Europe after cutting its terms 
by seven days to 33 ahead of Poland’s 
35.

Payment defaults are a threat to 
survival

“Despite improvements in the 
payment practices of Eu-

ropean customers, the 
level of bad debts has 

not reached an eco-
nomically accep-
table level,” stres-
ses Hans-Werner 
Scherer. The EOS 
survey shows that 

almost every eighth 
company in Western 

Europe (13 per cent) 
and nearly every seventh 

company in Eastern Europe 
(15 per cent) gets into serious finan-
cial difficulties that are a threat to 
their business as a result of payment 
defaults over the course of the year.
“Several short-term cash flow prob-
lems can quickly result in a situation 
that threatens a company’s very exis-
tence. Working with debt collection 
specialists reduces this risk and al-
lows companies to focus on their core 
business,” says Scherer. Ever more 
companies share this view: The EOS 
survey highlights a trend towards col-
laborating with external service pro-
viders. Currently, 40 per cent of tho-
se polled outsource their receivables 
management fully or partially to ex-
perts. That is five per cent more than 
in the previous year. More than half 
of the companies continue to collect 
their receivables themselves. Compa-
nies in Eastern Europe in particular 
frequently work without any standar-
dised processes.

Frontrunner Germany not aiming 
for any further improvement
Unlike the other countries surveyed, 
companies in Germany say that the 
bad debts that do occur are not put-
ting them in serious financial jeo-
pardy. With top values of 87 per cent 
for on-time payments in the B2C 
segment and 82 per cent in the B2B 
segment, as well as the shortest pay-
ment terms, payment practices are 
at a level that the respondents feel 
needs no further improvement. Whe-
reas many European firms say that 
they have to work on the payment 
practices of their customers, German 
companies see their greatest challen-
ge as maintaining the status quo for 
the next two years. Nevertheless, the 
survey also shows that once the pay-
ment deadline has passed, compa-
nies in Germany wait on average se-
ven days longer than other countries 
in Western Europe for payments from 
B2C customers.

“It is surprising that German com-
panies want to maintain the level of 
delayed and unrecoverable payments, 
given that just over a third of those 
polled assume that payment practi-
ces in the B2C segment will deterio-
rate,“ comments Klaus Engberding, 
Member of the EOS Group’s Board of 
Directors responsible for Germany. 
“Although at the moment this level is 
manageable, we have all experienced 
in the recent past how quickly our 
economic situation can suddenly de-
teriorate. This is why the focus should 
continue to be on improving payment 
practices,“ Engberding continues.

BACKGROUND

EOS SURVEY  
“EUROPEAN PAYMENT PRACTICES 2015”
Increasingly, customers in Europe are becoming more reliable in paying their bills. Payment practices have improved in the 
B2B segment in particular. Whereas in 2014, every fourth invoice in Western Europe was being paid late or not at all (24 
per cent), now it is only every fifth (20 per cent). This is one of the insights from the representative EOS Survey “European 
Payment Practices” 2015, in which market research institute TNS Infratest polled 2,800 decision-makers from 13 European 
countries.
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I come not to bury the humble Post-it 
note, but to praise it. They‘re every-
where, and they‘re incredibly useful. 
Except when they are standing in for 
a semblance of organisation and pro-
cess in an accounts department. Tho-
se little reminders to chase such and 
such an outstanding payment at such 
and such a supplier on such and such 
a date. There has to be a better way.

Consumerisation has changed the 
way we all do business; the longer 
buying cycles that businesses opera-
te at often struggle to keep up with 
personal buying habits. In the past, 
that‘s meant people bringing PDAs, 
smartphones and DropBox accounts 
from their homes in to work in order 
to improve their productivity. These 
employees are early adopters, and 
they often prove the business case 
for new technology in the workplace, 
and they force change. However, they 
don‘t seem to be doing this in the fi-
nance department of half of typical 
UK businesses.

Perhaps it‘s because few people ope-
rate their own accounts receivable 
department. We‘re used to our em-
ployers paying on time. We‘re used to 
monthly and quarterly bills from our 
credit card company, our water, elec-
tricity and gas providers - assuming 
we haven‘t already set up a Direct De-
bit to pay these off as they come in. 

Meanwhile, back at the office, our 
employers are still paying an army of 
people to chase late payers using let-
ters, phone calls and schedules. It‘s an 
incredibly labour-intensive job when 
done this way, and large companies 
routinely offshore it as part of their 
business process outsourcing strate-
gy. Often, this move to cheap labour 
has a negative effect on customers- 
and it‘s hardly rewarding work for the 

BPO employees, either. In the US, the 
vast majority of companies automate 
their accounts receivable, and it frees 
up their finance staff to do far more 
productive things than chase invoices 
manually. The finance departments 
that do this often find they can con-
centrate on more strategic thinking 
- and deliver more advice back to the 
business - as a result. And automati-
on also means that the dreaded ‚Dave 
in accounts has handed in his notice‘ 
message doesn‘t also translate into 
invoices, payments and cash falling 
between two stools during the han-
dover process - assuming there is one.

One problem that we‘ve yet to over-
come here in the UK is the assumpti-
on that a good (possibly brand new) 
Enterprise Resource Planning (ERP) 

platform will do all of this. Put simply; 
it won‘t. All too often, I talk to finance 
departments which take an invoice 
spat out by their company‘s ERP and 
process it manually. Once it‘s printed 
and mailed, the accounts team is on 
its own, with no technological backup 
to call upon. 

Businesses in the States are far more 
ready to take on automation as a me-
ans to up their productivity - and we 
know that there‘s a minimum of a 
30% productivity gain for AR depart-
ments that take this step.There‘s all 
kinds of reasons to automate: which 
one will you choose?

Rob Harvey
Head of Solutions
Consulting, Sidetrade
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Today’s business environment is cha-
racterised by homogenous products 
and services with little scope for diffe-
rentiation, supply exceeding demand, 
more knowledgeable customers, free 
market economy, e-commerce, high-
ly competitive markets, high cost of 
doing business, and lower profit mar-
gins. Customer loyalty is something of 
the past and it has become a hard nut 
to crack to maintain market share, let 
alone increase it!

Nevertheless, this aggressive and 
hostile environment poses new chal-
lenges for the successful businesses. 
Innovation, change management and 
customer-focus have in fact become 
today’s business mantra.

People in business should be innova-
tive, whilst stay positive at all times, 
even when they experience some 
signs of failure. Moreover, they should 
strive to satisfy, if not exceed, the ever 
changing customers’ needs and ex-
pectations in order to gain and sus-
tain competitive advantage in their 
respective markets. 

And what are customers demanding 
and expecting in today’s business 
scenario?

Customers are demanding high qua-
lity products, good customer service, 
lower prices and advantageous credit 
terms. Therefore, business strategists 
and managers should continuously 
invest in their employees to focus on 
customers’ needs and expectations 
and this also applies to the people 
involved in credit. Senior managers 
tend to forget that:

• On average, 40 % of the total assets
  of a business’ Balance Sheet  repre- 

 sents Accounts Receivable or ‘Deb-
 tors’ as they are usually called.

• After cash in bank, Accounts Recei-
 vable is the most liquid asset, only
  one step away from money in hand.

• 80% - 90% of business-to-business 
 transactions involve payment at a 
 later date, hence credit. This inclu-
 des cheque payments, as cheques
  may take some days to get cleared.

The role of the people involved in 
credit in today’s reality is far from 
crunching numbers and pestering 
customers for payment, as may have 
been in the past! The credit function 
has become a people’s function. An 
efficient credit practitioner should 
know the customer well and should 
endeavour to build good customer re-
lationship.
The scope of the credit practitioner 
is not to reject business but to find a 
way to say “Yes” to ‘profitable sales’. 
Credit should be considered as a me-
ans to securing ‘profitable sales’ that 
would otherwise be lost, and no busi-
ness affords to lose ‘profitable sales’ 
in this day and age!

Hence, synergy between the sales and 
the credit teams has become critically 
important. We should always keep in 
mind that the sales people are those 
who trigger a sale and the credit team 
completes it by agreeing competitive 
and profitable credit terms to ensure 
sound cash flow and long-term susta-
inable profit to the business.

But credit does not come for free. Mo-
ney costs money. Businesses should 
invest to grant credit to their custo-
mers. Besides, credit does pose an 
element of risk, that of being paid 

BACKGROUND

THE BUSINESS WORlD IS 
CHANGING!
We are truly working against all odds! 

Josef Busuttil

Director General,

Malta Association of Credit Management

j.busuttil@macm.org.mt
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late or not paid at all. Therefore, the 
credit function should have access to 
accurate and reliable information at 
the minimum cost possible in order 
to take profitable credit decisions in a 
proactive manner.

But the people employed at the cre-
dit departments should know how 
to interpret information. They should 
have the necessary skills and com-
petencies to read between the lines. 
They should gather and analyse in-
formation not only related to finance 
but also concerning the customers’ 
business structure, industry, modus 
operandi, culture and payment be-
haviour trends. Meeting customers 
face-to-face at their workplace is also 
commendable whenever possible.

This revolutionary vision of the cre-
dit function can only be successful if 
business owners invest in the proper 
credit management staff training and 
in forming part of the National Cre-
dit Management Association which 
would suggest the credit practitio-
ners to follow the proper credit ma-
nagement practices, provide them 
with the necessary tools and skills to 
manage credit profitably and suggest 
standard levels of credit management 
according to the culture and business 
environment of the particular count-
ry. Participating in events and Indus-
try Group Meetings organised by the 
National Associations would also en-
hance the knowledge, skills and com-
petencies of the credit practitioner. 

The National Associations are provi-
ding the necessary tools, it is the cre-
dit practitioners who should make 
more use of such tools and keep 
abreast with the fast changing 
business environment.

BACKGROUND



Each of us knows that. And the re-
commendation „Do not rest on your 
laurels!“ describes this wisdom quite 
aptly.

Consistently, this means that con-
stant improvements to existing 
organizations require permanent 
commitment, communication, time, 
energy and money. Without these 
triggers there is always the threat 
that an organization – e.g. the credit 
management of a company – falls 
into lethargy.

In other words: If adjustments to 
changed circumstances usually oc-
cur too late, an intrinsic motive – or 
say: an “inner attitude” – must be the 
catalyst to adopt proactively to conti-
nuously changing circumstances.

The „Continuous Improvement Pro-
cess (CIP)“ is an approach focusing ex-
actly on this requirement by pushing 
improvement in small steps, i.e. 
strengthening the company‘s compe-
titiveness with steady improvements. 
CIP is aimed at both: product quality 
as well as process and service quality.

So, in the end CIP is – in contrast to 
the classical approach of „compa-
ny suggestion schemes“ – not (only) 
about product innovations but rather 
about constant small steps of impro-
vement within the employee’s own 
working environment.

W.E. Deming’s approaches of quality 
management in the 1950s – imple-
mented stringently and successfully 
at Toyota in Japan – may be conside-
red as the origins of CIP.

RATIONAl introduced „CIP“ in 1999 
and since then continuously expan-
ded and intensified the process. To-
day, the continuous improvement 
process is an integral part of the RATI-
ONAl organization and is consistent-
ly supported and promoted by senior 
management. The company relies on 
a decentralized management of the 
improvement process, i.e. there is no 
central department that determines 
whether a proposal is “good” or “bad”. 
CIP teams are put together on lowest 
organizational level. They make their 
own joint and independent decisions 
on whether a proposal will be imple-
mented or not.

In 2014, roughly 3,900 proposals were 
implemented and thus savings in the 
seven digit EUR range could be rea-
lized – apart from the non-monetary 
improvements in product and process 
quality.
In 2007, the Credit Management de-
partment massively started to enga-
ge in “CIP“.

Since then, nearly 100 proposals with 
regard to credit management issues 
have been submitted and implemen-
ted, reaching from the smallest ad-
justments in the reporting structures 
to substantial improvements in the 
conditions of the credit insurance and 
collections contracts, improvements 
in the wording of bonus agreements, 
information disclosure forms, new 
account application forms, the imple-
mentation of new data protection re-
quirements, e-invoicing and electro-
nic sending of reminders and – above 
all – an international credit policy and 
a comprehensive A/R-reporting tool.

PRACTICE

OPTIMIzING CM 
THROUGH CIP
Each organization seeks inherently for stability. I.e. it has a substantial “inertia”, 
which usually superimposes the pursuit of continuous improvement – and thus 
change. An organization is changing therefore only if there is a substantial ex-
ternal trigger for change – and that is often too late.

Andreas Schmitt 

Group Credit Manager

RATIONAl AG, landsberg a.l.

a.schmitt@rational-online.de
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The so called „Turbo-CIP“ incentivi-
zes not only improvements within 
a department’s immediate working 
environment, but also the assump-
tion of other department’s improve-
ments in one’s own working process. 
Thus, the continuous improvement 
process also contributes to the group-
wide adoption of „best practices“ and 
hence to standardize processes on 
„best practice“ level – as far as reaso-
nably possible.

This also ensures, that lateral “cen-
trifugal forces”, i.e. the pursuit of 
individual local solutions – usually 

observed in groups of companies – 
is curbed and limited to what is ne-
cessary without harsh headquarter-
interventions. On the long term this 
guarantees a high degree of standar-
dization – mandatory for the RATIO-
NAl-specific “Process Oriented Credit 
Management”, which is characterized 
by outsourcing, standardized proces-
ses, and the principle of avoiding de-
legation and fragmentation.

It can be determined over a longer 
period, that by no means „sometime 
the best shots are fired.“ In fact, it 
can be observed at RATIONAl that 

the CIP activities have grown conti-
nuously over a period of eight years 
in Credit Management. Saying this, 
CIP – or the continuous strife for po-
tential improvements – is not percei-
ved as an „unpleasant“, „additional“ 
or even „annoying“ task. CIP is me-
anwhile “internalized” by everybody 
to such an extent that potentials for 
improvement are identified, tackled 
and implemented „en passant“: An 
indispensable element for the suc-
cess of the company, given the tight 
„one-piece-flow-organization“ with 
its flat hierarchies and extremely low 
overhead.

PRACTICE
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CMI® - COMPARISON OF 
EUROPEAN CMI VAlUES

While comparing Q1 / 2014 and Q1 / 
2015, a major difference can be seen 
in the CMI® of Belgium. The value de-
creased 7,4 points from 58,80 to 51,40 
which indicates that credit managers 
do not expect an improvement of fi-
nancial figures which is as comprehen-
sive as in the quarters before. Further-
more, it was below the value of 50 in 
Q4 / 2014 which means that the credit 
managers reporting into the CMI® ex-
pected a slight decline of financial fi-
gures in this quarter. The CMIs® of the 
Netherlands (+1,40 points) and Ger-
many (-1,85 points) show minor dif-
ferences only. The CMI® of the United 
Kingdom is almost steady. It increased 
by 0,20 points. This indicates, that 
the same number of credit managers 
expects an improvement of financial 
figures in each following quarter. Ne-
vertheless, statements regarding the 
im-portance of the change cannot be 
made because the intensity is not ele-
vated with the questionnaire.
The graphical display of the histories 
can be seen in Figure 1. It is evident, 
that the CMIs®  of the Nether-lands 
and Belgium are subject to greater va-
riations than the CMIs®  of the United 
Kingdom and Germany. Since their 
economies are smaller and therefore 
not as stable as the economies of the 
United Kingdom and Germany, risk 
factors such as the political crisis in 
the Ukraine, the debt crisis in Greece 
affect the economies of these coun-
tries in a greater way.

In the following, the development of several European CMIs® is compared in or-
der to detect if differences in economic conditions exist in the European environ-
ment. We included European CMIs® in our analysis for which we were able to get 
the figures from the first quarter of 2014 till the first quarter of 2015 only. We 
focused on this timespan because the analysis from Q4 / 2012 – Q4 / 2013 was 
presented in the first issue of the CreditManager Europe 2014. The figures could 
be obtained from the national institutes of Belgium, Germany, the Netherlands 
and the United Kingdom. They can be seen in Table 1 ordered de-scending by the 
latest value in Q1 / 2015. 

Furthermore, no CMI®  is following 
a steady trend. Ups and downs are 
present in all pathways. This is an 
indicator for the great uncertainty 
existing in the current European en-
vironment. It is not clear, whether 
Greece will remain in the monetary 
union or launch a national curren-
cy again. Next to that, the short and 
long term consequences of a possib-
le insolvency of Greece can hardly be 
anticipated. The economic sanctions 
towards Russia are still effective and 
the relationship between Russia and 
Western countries has suffered. An 
intensification of the conflict is possi-
ble and causes additional tentativen-
ess. Other factors which cause uncer-
tainty and therefore variations in the 
CMIs®  are the unstable economic 
conditions in China and the monetary 
policy of the European central bank. 
If and when the interest rates will be 
increased cannot be foreseen. Since a 
rise would result in higher financing 
costs, the CMIs® vary according to the 
current expectations of the monetary 
policy.

For the following year, the mentioned 
issues will most likely determine the 
economic development. If long term 
decisions are made, the CMIs® are 
likely to adapt and indicate if econo-
mic growth can be ex-pected throug-
hout the year.
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BACKGROUND

Net lending to small businesses by 
banks and building societies partici-
pating in the Bank of England‘s Fun-
ding for lending scheme (FlS) rose by 
£490m between April and June. This 
follows a rise of £648m in the first 
quarter and a £313m contraction in 
the same period a year ago. It looks 
like an improving UK economy is pay-
ing off (literally) for small and medi-
um sized businesses. 

likewise, large enterprises are also 
reaping similar benefits thanks to 
consequential job growth which has 
done more than just lowering the 
UK’s unemployment rate. It has allo-
wed large enterprises to expand their 
businesses easily thanks to the surge 
of qualified and experienced emplo-
yees that have become more available.
 
However, businesses will not be able 
to optimise on this access to finance 
if they don’t tighten up their back end 
reporting. Namely, if small businesses 

don’t report and track key KPIs effec-
tively then they will never be able to 
make the most of UK banks’ improved 
confidence levels.

One of the best ways that small and 
medium sized businesses can be-
come more efficient is by improving 
the tracking of one of their principal 
KPIs – their Profit and loss accounts. 

Any dedicated business owner or 
competent business administrator 
will know the value of an accurate 
P&l. It forms the basis of a business’s 
overall bookkeeping and, when com-
pleted properly, can act as a simple 
yet effective barometer of success 
which proves handy for securing in-
vestment. 

Moreover, an accurate Profit and loss 
account provides the stability on 
which a business is built on and will 
offer economic insights which will al-
low a small business to grow. All in all, 

in order for a small business to be suc-
cessful, it’s vital that their Profit and 
loss accounts are in line.

In the business world there is a very 
fine line between not having your fi-
nancial processes work hard enough 
for you so that you miss out on the 
benefits of having slick business 
systems in place, and being bogged 
down by red tape where you spend 
all your time working through admin 
and never have any time to actually 
run the business. 

In short, businesse sought to priori-
tise getting their reporting processes 
right before they begin to look for in-
vestment and loans. They need to ca-
pitalise on the improving UK econo-
my rather than wasting opportunity 
on inefficient business processes. 

Rob Harvey
Head of Solutions
Consulting, Sidetrade

WITH THE RIGHT INFORMATION 
AT THE RIGHT TIME, 
BUSINESS CAN SEIzE THE DAY

In the UK we’re seeing a change in the tides. The 2008 crash hailed the end of easy borrowing for businesses large and 
small – and helped foster a more diverse market for capital. But the days of excessive risk aversion by banks are gone, 
replaced by careful optimism and a measured appetite for business investment. We’re now seeing more and more high 
street banks lend to large companies, startups and SMEs. And it’s all thanks to the strengthening economy. 



let’s take SMS (or text) messaging 
for example. A marvellous way of 
instantly contacting anybody any-
where in the world. I was able to 
text my daughter on the night of 13 
November 2015 from Paris to let her 
know that I was safe and well and 
not caught up in the atrocity which 
struck the city that night. Mind you, 
I am not sure whether I reassured her 
or alarmed her – she texted back the 
following morning to say she and her 
husband had shut themselves away 
in the Cotswolds for the weekend and 
had not watched any television or lis-
tened to the radio so knew nothing 
about the events of that night. At 
least I have taught her well – not for 
her the infamous shorthand so many 
use in text messages, because as with 
my message to her, her reply to me 
contained full correctly spelled words. 
It is the shorthand which I find dis-
turbing about text messaging – the 
more it is used, not only the more it 
becomes acceptable but the more it 
becomes the norm. Not good enough, 
my dears – “See you tomorrow” is far 
better than “CU2M” – after all, we 
don’t speak in shorthand, do we?

It is the same with the email. There is 
a time and place for frivolity and fun, 
a time and place for friendly intimacy 
and a time and place for light hearted 
banter. A business to business email 
is neither that time nor that place. If 
Gemma loughran is my daughter (no 
if about it, by the way, she most defi-
nitely is my daughter – looks just like 
me except for the my moustache and 

her headful of auburn hair), I am qui-
te happy to begin an email “Hi Gem-
ma” or “Hello Poppet” or some other 
term of endearment. If she were my 
customer, however, it would be “Dear 
Mrs loughran” or if I had known her 
for some time and we were on friend-
ly terms “Dear Gemma”. A business to 
business email is exactly the same as 
an old fashioned business to business 
letter – it is only the manner of deli-
very which is different. The letter we 
sign, put in an envelope and post; the 
email we press the “send” key – the 
email just gets there quicker, that is all.
Therein lies the problem as I see it, 
however. If an email is a letter (and it 
is, because I have just said so above), 
then we need to know how to compo-
se, using correct grammar and spel-
ling. I cannot speak for my colleagues 
in Germany or France, or indeed any 
country where English is not the mo-
ther tongue (the USA, for example) 
– I always find myself losing the will 
to live when looking for the verb in a 
German sentence – but correct gram-
mar in English defines the meaning 
of words and the sentence as a who-
le, giving structure and context to the 
content. All languages have a melo-
dy, clearly demonstrated in spoken 
form, but evidenced in written form 
by grammar and spelling. It seems to 
me that the skill of letter writing is 
becoming buried under an onslaught 
of texting and over familiar jaunty 
emailing. None of us care to admit it, 
but we all tend to write emails quickly 
– in other words we write as we think, 
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Waking up this morning, I had a choice to make. After the ritual shower and shave, I had to decide between ironing a shirt, 
or writing an article for CreditManagerEurope magazine. No contest really, because ironing has never been my most favo-
urite domestic chore and the cursor on my computer screen can only be stilled by typing words – very demanding things, 
cursors. The initial choice was therefore quite easy to make, but more difficult was to decide the subject matter. I settled 
on the art of communication, not least because the ability to communicate clearly and effectively lies at the very heart 
of professional credit management. Hang on though, hold the front page, lock the doors and don’t let anybody out – just 
what do we mean by communication? The official dictionary definition of the noun “communication” is the imparting or 
exchanging of information by speaking, writing or using some other medium. In today’s world, I can’t help feeling that we 
use “some other medium” more and more, and are in danger of losing the skills of speaking and writing.

and sometimes we get ahead of our-
selves, press send and hey presto 
we did not mean that quite the way 
it came out, but too late now, it has 
been sent. 

The best form of communication is 
the one that has been part of human 
life from the time we first grunted at 
each other back in the cave, long be-
fore telephones, texts and emails. It 
is a given fact that most of what we 
mean when we speak to each other 
is not contained in the words we use, 
but in our body language, the way we 
react, perspire, smile, our eye pupils 
dilate, the rise and fall of our voice, 
our arms folded, shoulders back or 
hunched and all the other signals we 
display in face to face conversation. 
Do you look me in the eye when you 
talk to me, or are you looking any-
where but at me? Think about the 
time you first met face to face with a 
customer with whom you had been 
emailing and/or phoning over a long 
period of time. Was he or she what 
you expected – taller, shorter, fatter, 
thinner, younger, older? Networking 
includes all the tools at our disposal, 
no question of that, but top of the list 
has to be face to face – only then can 
you really know with whom you are 
dealing, and if that person represents 
a company which is a major part of 
your portfolio, sitting behind your 
desk tapping away at a keyboard is 
simply not good enough, is it?

Glen Bullivant FCICM,
President FECMA

CONTROVERSIAl
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CAlENDER

CAlENDAR OF EVENTS & 
NEWS ABOUT FECMA MEMBERS

CAlENDAR MAlTA www.macm.org.mt

 It has been 15 years since MACM was established in Malta. To celebrate this success, MACM will be organising 

 a number of events throughout the year 2016. 

4. February Seminar, at the Corinthia Palace Hotel, Attard. This event will 

 address the New Amendments to the Companies Act and their 

 impact on Trade Creditors. Distinguished speakers from Malta and 

 overseas will address the delegates.

19. May The main event to celebrate MACM’s 15th Anniversary, a full day 

 Conference will be organised at Intercontinental Hotel, St Julian’s. 

 On this special occasion, MACM will be pleased to welcome its 

 FECMA counterparts from various European countries to share their 

 credit experiences with the locals. On this special occasion, a book 

 will be launched and given for free to all MACM Members and 

 delegates attending the Conference. All delegates will also be given a 

 commemorative gift. More details on this event will be provided in 

 due course.

Other seminars and workshops to promote good credit management practices are being organised but this is not all! MACM will be embarking on 

other initiatives, some of them innovative and ambitious, in order to improve its services provided to the Maltese business community selling on 

credit. So please keep an eye on MACM’s events in 2016!

The MACM President, officials and Council together with the MACM Secretariat would like to take this opportunity to thank all those who have 

supported wholeheartedly this successful organisation throughout these years, especially its members who have always been committed and loyal 

to the Association. 

CAlENDAR GERMANY www.credit-manager.de 

17. February Regional Event South

17. February Regional Event East

26. February Kick Off Certified Credit Controller, Worms

6. April Regional Event South

8. April Kick Off Certified Credit Manager, Bochum

14. April Kick Off Certified Credit Controller, Hamburg

14. April Working Group International

15. April Kick Off Certified Credit Controller, Ingolstadt

26. April Regional Event North, Wolfsburg

11. May Regional Event South-West, Kleinostheim

CAlENDAR DENMARK www.dk-r.dk

06. April  Credit Day, a full day event where suppliers can do some marketing, 

  there will be a few speakers and the opportunity to do some 

  networking. 

10. June  Annual meeting.



CAlENDER

February Kick Off Meeting Board & Commitees

February Introduction Meeting new VVCM members

March Meet & Learn

May General Meeting

June Golf Event

CAlENDAR NETHERlANDS www.vvcm.nl

CAlENDAR UK www.cicm.com

20. January CICM Best Practice

10. February CICM British Credit Awards 2016

2. June CICM Best Practice

10. June CICM Fellows’ Lunch 2016

16. June CICM Education Conference 2016

Please check www.cicm.com for the CICM Branch events

37

CAlENDAR SWEDEN www.kreditforeningen.se

28. January Annual Meeting including the announcement of the Credit Prize 

25. February Winter Dinner event 
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Guidelines for Authors –

CreditManager Europe / FECMA Magazine for European Credit Managers 

The “CreditManager Europe / CME” has one goal: to be the source of the best new ideas for pro-
fessionals in Credit Management across Europe. Since 1986 the Federation of European Credit Ma-
nagement Associations (FECMA) has built permanent links between national Credit Management 
institutes and organisations and promoted co-operation, debate and discussion on all credit related 
topics. It has also allowed credit managers across Europe to talk to each other in a professional net-
work, share advice and experience and develop closer understanding. 

CME's articles cover a wide range of topics within Credit Management that are relevant to different 
industries, geographic locations and small, as well as large companies. While the topics may vary, all 
CME articles share certain characteristics. They are written for senior managers by experts in Credit 
Management. Proposals for articles demonstrating European best practices, innovative thinking and 
new approaches in Credit Management are those most likely to meet our readers' needs. They should 
also avoid any marketing for specific products and services. When evaluating an article, our editors 
often look for compelling new thinking and how a new idea can be applied to practice. 

The best way to inquire about CME's potential interest in a topic is to prepare a proposal or to sub-
mit an article. CME is published twice a year with issues in spring (around March/April) and au-
tumn (around October/November) covering 7-10 articles each. Nearly all CME articles undergo some 
editing and rewriting, and CME typically holds copyright on the final product. Authors continue to 
own the underlying ideas in the article. Please e-mail your proposal or article to FECMA Secretarial 
Service at fecma@sbb.nl. 

CME deeply appreciates the time and energy required to prepare a proposal or article for our publi-
cation, and we are grateful to you for that investment. We are always looking for new ideas that can 
improve the practice of Credit Management across Europe.
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