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Welcome to the 2010 Summer Edition of
Collage, the quarterly Newsletter of the

Commercial Collection Agency Association of the
Commercial Law League of America (CCAA).

Collage contains no advertising and we follow
a strict privacy rule that no one will contact you

because of your Collage subscription.
We do hope you will continue to subscribe

to Collage and will find its articles of benefit
and interest to you. In that regard, we would
appreciate your letting us know your thoughts
on Collage. We have prepared a brief on-line
survey that will provide your feedback. It will
take less than a minute to complete. To thank
you for participating in this survey we will
send you a copy of latest version of the
Summary of Maximum Permissible Rates Under
State Usury Laws.

The following is a link to the survey:
www.zoomerang.com/Survey/WEB22AR6X46YNB.

Thank you and we wish you an enjoyable
summer. n
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By Emil Hartleb,
Executive Director
Commercial Collection
Agency Association

Meg Scotty of Brennan & Clark, Ltd, Villa Park, IL, has been
elected Chair of the Commercial Collection Agency Association
during annual elections held in early May in Chicago in
conjunction with the meeting of the Commercial Law League of
America.

Robert Tharnish of ABC Amega, Inc., Buffalo, NY is the new
Chair-elect and Fredric Wasserspring of Lyon Collection Services,
Inc., New York, NY is the new Treasurer.

Members serving on the Council of the Association include:
Annette Waggoner – Cosmopolitan Service Corp., Inverness, IL
Bruce Godwin – Williams, Babbit & Weismann, Inc., Boca Raton, FL
Bryan Leib – Leib Recovery Solutions, LLC, Gibbsboro, NJ
Greg Cohen – Caine & Weiner, Inc., Woodland Hills, CA
Lawrence Cassidy – Northern California Collection Service, Inc.,

Sacramento, CA
Robert Ingold – Commercial Collection Corp of New York,

Tonawanda, NY
Sabrina Brackett – Recovery Concepts, Inc., Carrollton, TX
Marc Hirschel, Council Member & CCAA Representative to Board

of Governors of the CLLA – McKenzie, Becker & Stevens, Inc.,
Lakeville, CT

Marc Bressler, Affiliate Attorney Council Member – Bressler - Duyk
Law Firm, Edison, NJ

Ted McManamon, Affiliate Law List Council Member –
International Lawyers Company, Inc., Bay Village, OH n

Commercial Collection Agency Section Announces
New Officers and Council Members

We hope you find this issue of Collage
helpful to you in your day-to-day

activities. Please take a moment and
share with us your opinions regarding

Collage by clicking on the following link:
www.zoomerang.com/Survey/WEB22AR6X46YNB

and receive a free copy of the latest version 
of Summary of Maximum Permissible Rates

Under State Usury Laws.
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In today’s difficult business environment,
having an effective collection strategy in

place is imperative to having a short DSO
and healthy cash flow. Building this
foundation is the fundamental challenge
many companies are faced with as there
are multiple facets to building a strong
and robust collection strategy. These
range from credit controls, contact
matrices, dispute management processes,
and Service Level Agreements (SLAs) to
policies covering the nature and process
of escalating payment demands.

Why not just continue to write off
those bad debts? What hits the bottom line
of your costs ultimately requires growth to
the top line in sales. Let’s use an example
to illustrate how recovering from bad debts
impacts your total business. Take a
relatively small outstanding debt balance of
$2,500 and assume, for this example, the
company is operating at a 3% profit
margin. Here’s the equation to use:

(Write-off) / (% Net Profit) = Additional
Sales to Compensate the Write-off

So using the information in our example:
($2,500 Write-off)/(3% Net Profit) =

$83,333
in Additional Sales to Compensate 

the Write-off

To most businesses, $83k is a significant
amount to have to come up with in sales to
simply offset a write-off you may not have
had to incur in the first place. So we’d like
to provide you with 4 steps to help make
your collection practices as effective as
possible and improve your cash flow. 

Step 1 – Have Everyone Complete
a Credit Application
Credit control begins with the
completion of a credit application by all
prospective customers. Having complete
and accurate data not only helps with
your ability to make an appropriate
credit decision, but it provides valuable
information that can be used in the
collection process. Your credit
application should minimally include: 
• The company’s full and correct legal

name
• Full addresses (both mail and

shipping) 
• Telephone, fax and emails of both the

contract signer and Accounts Payable
department 

• Banking information
• Credit references

In some cases, where a company may
not have sufficient credit standing, a
personal guarantee by an officer or
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See “Effective Practices” page 4
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or enter into an acceptable payment
arrangement to liquidate the debt.

• Collectors need to be results oriented.
They must be focused on their job; the
number one objective of which is to
obtain payment of an outstanding debt.

If the collection applicant has had
past collection experience, did they
meet the objectives that were set for
them? How much of their income was
earned from incentives? These are
questions that need to be asked and the
interviewer should probe for specific
answers and not vague generalities.

• Collectors need to have organizational
skills. In today’s business environment,
most collectors are handling a high
number of accounts that are more
complex because of the shortage of cash
flow in many companies. Not only has
the volume of files or accounts a
collector is handling increased; the time
given each account has also increased.
Has the collection applicant had
previous collection experience? What
are the workloads and types of
collection accounts that they have been
handling? By types of accounts, we are
referring to whether they are handling
initial delinquency call accounts, which
are slightly past due, or seriously past
due accounts. If the former, workloads

Developing an Effective
Collection Team

Putting together an effective
collection team is an ongoing

process requiring constant attention. The
credit executive needs to continue to pay
attention to the following key elements
in developing their collection team:
1. Selection. of the right people for the job.
2. Training. Providing an opportunity

for employees to learn and improve
their collection skills.

3. Motivating. Creating an environment
in which the talents and skills of the
collection team can be maximized.
In this edition of Collage, we will

look at the selection process and
training. The Fall Issue of Collage will
have articles on motivating collectors for
improved performance.

It is axiomatic that putting the right
people in place is central to developing an
effective collection team. However, the
selection process is more of an art than
science. It is not always possible to be one

hundred percent effective in the employee
selection process. This “lack of perfection”
leads to turnover, either initiated by the
employee, or by management.

It is important to learn from past
hiring decisions, both good and bad, and
build on those past good decisions and
avoid repeating past bad hiring decisions.

When selecting collectors it is
important to recognize the talents and
skills that have been demonstrated in the
past as essential for an excellent collector.

Those talents and skills are:
• The collector should be people

focused. They should enjoy dealing
with people, be outgoing and not
introverted. Past job experience gives
the interviewer an idea of the proclivity
of the applicant. Has the applicant been
involved in detailed type jobs that
require little contact outside or inside
the organization, or jobs that require a
great deal of interpersonal contact both
within and without the organization?

Collectors are continually dealing
with people and deal with them in
difficult situations. They must be
persuasive as they attempt obtaining
money from companies that invariably
are short of money. Your collectors
need to convince your customer to
recognize that a debt is owed, give it
priority and make payment in full now,

By Emil
Hartleb,
Executive
Director
Commercial
Collection
Agency
Association

See “Effective Collection Team” page 4

The next issue of Collage will address the motivation of collectors. One aspect
of that topic will be incentive programs. The Credit Research Foundation has
just issued an excellent paper on this topic entitled, The Use of Incentives to
Enhance Collection Performance. If you are interested in this subject we
recommend that you purchase this paper. It will provide you with an overview of
what your peers are doing regarding incentive programs for their collectors. By
clicking on the following link, you will be taken to the CRF Web site, where this
paper may be purchased.
www.crfonline.org/store/pc-64-2-the-use-of-incentives-to-enhance-collection-performance.aspx



unique to your company’s needs and the
expectations of the customers within
your industry. 

Designing and implementing a
vigorous contact strategy or “treatment
matrix”, which includes personal contact
via telephone calls and written
communications strategically positioned
and timed based on risk, dollar balance,
age, customer sensitivity and first
payment defaults, is imperative to
creating a viable collection process. It’s
also extremely important to have
included in your documented process
regular intervals at which time you re-
visit your treatment process to make
adjustments consistent with any changes
in your portfolio and your customer’s
payment habits. Many of the more
sophisticated collection tools available
today calculate account/customer level
risk information for you such as the
Current Days to Pay or Average Days to
Pay. Integrating this level of risk data
into your process and plans allows you
to dynamically impact those accounts
who are most adversely impacting your
past due and Days Sales Outstanding
(DSO), and those that pose the greatest
risk of becoming a bad debt.

Best-practices continually illustrate
establishing customer segmentation as a
key to a company’s success in collecting

stockholder of the company may be
prudent if the guarantor has available
assets. The Personal Guaranty can be in
the form of a Guaranty of Payment or in
the form of a Guaranty of Collection.
The difference being that the Guaranty
of Payment allows the first attempt at
collection to be made against the
Guarantor, while the Guaranty of
Collection requires you to first exhaust
all your efforts against the company
before going to the Guarantor. 

Your credit application should also
include your “Terms of Agreement”.
Included in this should be such things as
your standard rates and conditions, late
fees, and any collection costs and/or
court fees that the debtor may be
responsible for should they default. With
these critical details included, the
customer’s completion of this document
will then be able to be used as legal
proof of their understanding and
acceptance of these important elements
of your business transaction with them. 

Should the collection ever need to
escalate to a legal process, the courts will
look to this acceptance of terms by the
debtor as a very strong factor in your

Effective Practices
continued from page 2
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favor. In most cases, courts will not
award costs unless they have been agreed
to with the Terms of Agreement. This is
why it is important to state if late fees,
collection costs and/or court fees would
be charged to the debtor.

We recommend you consult with legal
counsel to make sure that you obtain
their professional advice in preparing
your credit application and Terms of
Agreement. This is also important as
there are different laws governing the
collection remedies available to you as a
creditor for a corporation versus a
business under sole proprietorships, as
well as regulation that can vary from
state-to-state or country-to-country.

Step 2 – Create and Document
Your Collection Process
Companies that have implemented and
maintained comprehensive collection
processes and procedures have a much
stronger portfolio base than those
companies who have not enforced strict
credit and collection policies. The reason
for this is because it sets the expectations
for a true business partnership and
relationship, with nothing left
unresolved. There are parts to your plan
which will be consistent with all other
businesses and how they do things, and
then there will be parts that will be

in the 800 to 1,000 files or account area
is considered a good guideline. If
seriously delinquent accounts, work-
loads in the 350 to 450 files or account
area is considered a good guideline.

Obtaining information on the past
experience of the collection applicant
will give you some idea of their
organizational abilities and how they
might fit into the collection
environment within your company.
To hire someone with experience or

someone without experience for a
collection position is a question that
often comes up. There are pros and cons
to both approaches. Hiring someone with

experience means that you immediately
obtain the benefits of that experience.
However, it is important that when hiring
someone with “experience, “that it is the
right type of experience. Because
someone has spent two or three years in
a collection position does not mean that
they have all the talents and skills you
are seeking. Hiring someone without
experience means that an investment
needs to be made in training that
employee and there is a learning curve.

The ultimate question you are
addressing in your employment interview
and need to answer is; “Does this applicant
fit the profile you have of a collector that
will be an asset to your collection team?”

Whether you hire someone with or
without experience training is always an
issue. Those hired with little or no
experience will need more extensive
training. Those hired with experience

will still need training in the way your
company operates. They may also need
some remedial training.

Given today’s tight budgets, cost-
effective training alternatives are always
being looked at.

Usually companies use existing
collectors to help in the training. In
addition there are many on-site seminars,
collection manuals and on-line seminars
that are additional tools available to you
in training your collectors.

The Credit Research Foundation and
the Commercial Collection Agency
Association have joined to produce an\
excellent on line and cost effective
collection seminar called the Principles
& Methods of Collection. You can obtain
more information on this program by
clicking on the following link:
http://classes.crfonline.org/Public/Course
%20110.aspx?PageView=Shared. n

Effective Collection
Team
continued from page 3

http://classes.crfonline.org/Public/Course%20110.aspx?PageView=Shared
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their open A/R. This segmentation is in
regard to the customers in your portfolio
and arranging them into tiers based on
the balances due. For example, Tier One
customers may be comprised of high
balance accounts. In most cases, this tier
usually represents only 10% of the total
customers, but 60% of the outstanding
dollars. Using this model, your Tier Two
accounts are those with moderate
balances and Tier Three customers
represent small dollar balances. The Tier
Three group usually accounts for 60% of
the accounts, but only 10% of the dollars
so it is the direct opposite of your Tier
One accounts. Utilizing this
segmentation model allows your
company to assign the most skilled
collectors to the section of a portfolio
with the most exposure, your high
balance Tier One accounts. 

A skilled collector can provide a
customer service oriented call designed
to uncover and validate issues which
need to be resolved in order to gain
closure, which is ultimately the prompt
payment of the open balance.
Developing the skills of your collection
team, supported by a documented
process, management backing, and the
technology tools they need to do their
job efficiently and effectively, will allow
your team to succeed.

Another critical aspect of an effective
collection strategy is capturing collector
activity/notes on an account that all your
team can access and understand. These
notes should include the dates, times,
names, and titles of each and every
contact effort that is made and the result
of the contact whether the person you
were attempting to reach was available or
not. In a dispute, these detailed notes
will help facilitate the resolution of any
customer issues, and support collection
escalation when necessary.

Since most customers intend to pay
their obligations lets first look at the
reasons why customers won’t pay their
bills before we look at what to do when
they can’t pay their bills.

Step 3 – Include a Dispute
Management Plan (Won’t Pay)
Despite your best efforts,
miscommunications and disputes will
arise from your collection process, so
having a dispute management plan in

place is integral to having a successful
credit and collection process. Like a
good collection strategy, a good dispute
management process will have
established timelines and Service Level
Agreements (SLAs) supported by
requirements on tracking
communications and defining the
dispute type. Creating this history as
your team works through the dispute
process will enable you to identify the
root cause of the dispute and see if this
is something unique or showing a
pattern of repeating itself so that it may
be addressed in your regular process
reviews. 

Some valid disputes stem from
processes and situations that occur
below or above what your A/R team is

responsible for in the Order-to-Cash
process stream. These situations will
need to be addressed and supported by
other areas of your organization. For
example, a customer may be disputing
both a delivery charge and the
product/service quality; different
departments within your organization
may need to be involved in resolving
these questions. Often, collectors become
the facilitators between the customer and
company to resolve a dispute, so
providing them with the necessary tools
and support company-wide to manage
the relationship will provide substantial
dividends. 

With a documented process in place,
your collectors can provide the
customers with reasonable and specific
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expectations as to when and how their
dispute will be resolved, including when
they can expect to hear back from your
team on any disputes. With a dispute
management plan and process, including
internal SLAs with your businesses’
internal counterparts, everyone involved
knows exactly who will do what and
how long it may take so that
communications with the customer are
clear. The leading collection tools have
the functionality to track and measure
compliance against metrics and report
the results through the executive levels
of your organization.

When working with past due
customers, collectors need to have support
from within their own organization so that
they can leverage the need for payment
against the customer’s need for your
product or service. A Credit Suspension
Process should be included in your
Dispute Management Plan that will not
only provide the needed leverage to
collect, but which can also mitigate overall
exposure to delinquent accounts. Making
sure that the suspension process is clearly
understood by your entire organization, so
that there is complete support and
compliance, is critical. You do not want
your sales team making promises that
your finance team is not able to support –
the internal conflict resulting only
compounds the very awkward situation
now created with the customer. 

Step 4 – Know When to Ask for
Help (Can’t Pay)
No matter how effective your credit and
collection process is, you will still have
bad debt and you should have a process
in place dictating when to move an
account from your internal process to an
outside agency. While companies can be
reluctant to do this, the companies that
have a well-defined process in place
which includes this step, have a greater

recovery rate. There are many factors that
can impact the timing of a placement to
someone outside your team, but in
general an account that reaches 120 to
150 days past due and does not have any
open disputes identified, should be
placed with an agency.

Successful recoveries by an outside
collection agency should not be viewed
as internal failure, rather part of a sound
credit and collection strategy. For
instance, the typical commercial
transaction has a likelihood of being
collected 94% of the time at 30 days past
due. This same receivable at 120 days
past due has only a 58% likelihood of
being collected. If by day 180, the
account has not been appropriately
escalated, the odds of now collecting are
reduced to just 27%. 

Now is not when you want to just
start looking for a collection agency or
to just pick whoever you locate first –
you want to have established a working
relationship with a licensed, reliable
agency in advance so that you can
maintain your cash flow strategy.
Selecting an agency with the right
expertise and credentials will go a long
way towards impacting your recoveries,
while reducing any concerns you may
have over your image in the marketplace
and maintaining a good working
relationship with your customers.
Reputable agencies know the strategy to
use on your behalf, and how to leverage
collection tools such as skip tracing,
credit bureau reporting and legal
proceedings. A good agency will have
trained, experienced personnel who will
utilize the right amount of effort
required to get payments made while
following all of the state and federal
laws governing collection practices.

The best collection agencies will
utilize their tools and experience to
make contact with the debtor, work

through any past relationship difficulties
prior collection efforts may have created,
provide alternative payment suggestions,
and work with the debtor to develop a
plan for payment they can achieve. This
process ultimately satisfies both the
creditor and debtor while strengthening
working relationships. 

To review, the 4 steps to effective
collection practices are:
1. Have Everyone Complete a Credit

Application
2. Create and Document Your Collection

Process
3. Include a Dispute Management Plan
4. Know When to Ask for Help

Granted, developing these processes
and training your team and their
counterparts throughout your
organization takes time and effort, but is
sure to save you significantly in the long
run. Utilizing these steps can also help
you avoid reaching the point where pre-
legal or legal litigation is necessary,
however with appropriate discretion, it
may be imperative to utilize this final
collection tool as well. 

Darrel Hewson is a Vice President of
Business Development for RMS, a leading
A/R optimization outsourcer. He has over
25 years of experience in the credit and
receivables industry with a specialized
focus in the development and
implementation of Order-to-Cash
solutions. Utilizing his Certification of
Achievement in Six Sigma Green Belt and
knowledge, Darrel leads a team of RMS
experts and consultants to tailor these
solutions to the unique requirements of
each client.

He can be reached at 484-242-6685 or
toll free at 866-205-9947 or by e-mail at
darrel.hewson@rmsna.com. The company’s
Web site is: www.rmsna.com

© 2010 RMS - The Receivable
Management Services Corp. n
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have the ability to pay a judgment may
not be worth the time and expense.
However, some creditors will file suit
just to get a judgment on record. In the
U.S., the judgment remains on file for 10
years and acts as a lien on future assets.

Does the attorney (or your collection
firm) have any previous experience
with the debtor? If they have, they may
also have a good idea whether the debtor
has enough assets to pay a judgment. Or,
exactly what his modus operandi is.
Some debtors won’t pay until legal action
is filed against them. Then they either
offer a settlement or just pay up. 

Is the debtor disputing the account?
Are you sure you’re right? If the debtor
has any legitimate disputes, you’re
generally better off accepting a settlement.
Disputes might relate to quality,
timeliness of delivery, non-performance of
the contract, pricing changes, etc. If the
debtor feels he has a case, he might file a
counter claim against you for damages. 
Can you supply documentation to

substantiate the debt? Here’s a list of
5 things you must prove in court to
have any chance at winning:

• You received an order from the debtor.
• You and the debtor agreed on a price

for the merchandise or service.
• You delivered the merchandise or

provided the service.
• You made a demand for payment.
• No payment has been received.
Has the debtor threatened to file a

counter claim (countersuit)?
Defending against a countersuit can
cost a lot of money and time. If you’re
not 100% sure that the debtor is
wrong, and you are right, it’s probably
not worth taking the risk. 
A countersuit is considered a separate

action. Although you can use the same
attorney for the initial filing and to
defend the countersuit, the attorney will
charge separate hourly fees for handling
the countersuit. 

Some debtors, even without legitimate
disputes, will threaten or actually file

You placed your claim with a
collection agency. They’ve done their

best to collect, but the debtor isn’t
budging. You’re told that your only option
is filing legal action. That’s going to cost
you out- of-pocket for court costs and
possibly non-contingent suit fees. Before
making this decision, we suggest you get
the answer to the following questions. 

Is your claim large enough? Most
attorneys in the U.S. will not file a
collection suit under $1,000 or even
$2,500. It’s just not worth their while, and
probably wouldn’t be worth yours either. 

Is the debtor still in business? Seems
obvious. But if the firm is not in
business, the assets have probably been
distributed and/or sold. Unless you have
a personal guarantee from the owner or
an officer, there’s not going to be
anything to collect on.

If the debtor is not a corporation, is
there an address where Service of
Process can be made? In the U.S., Service
of Process is the procedure whereby the
debtor is given notice of the legal filing.
In the case of sole proprietorships and
partnerships, service must be made at the
owner’s primary place of business or
residence. If the debtor is a corporation,
service should be made on an officer of
the company. If that’s impossible, service
can be made on the Secretary of State
where the company is incorporated.

Does the debtor appear to have
assets to satisfy a judgment? Unless you
simply want to make a point, or are
hoping the debtor’s business will pick up
in the future, suing a debtor that doesn’t

countersuits in an attempt to force you
to back away from your lawsuit, or to
accept a lower settlement. 

Will you be able to supply a witness
if one is required? If your case ends up
going to trial (most are settled out of
court), you will be required to provide a
witness. An affidavit or deposition will
not suffice. Before turning down any
settlement offer, be sure to figure in the
costs of providing a witness.

Do the costs warrant filing a suit?
Are they in line with what is owed?
Generally, initial court costs should not
exceed 10% of the value of the claim.
“Initial costs” include all of the filings
required by the court to render a
judgment. They usually do NOT include
filing a Writ of Execution or any
supplementary proceedings required to
attempt collection, should the debtor
choose to ignore the judgment. 

To determine whether there is
likelihood of obtaining a favorable
judgment AND collecting it, carefully
consider the answers to each of these 10
questions. If you’ve been utilizing the
services of a professional collection
agency and/or attorney, they should be
able to guide you to the decision most
favorable to your company.

Robert M. Tharnish currently serves as
Vice President, International & Corporate
Quality for ABC-Amega, Inc. located in
Buffalo, New York. Mr. Tharnish is
responsible for the identification and
implementation of initiatives to improve
ABC-Amega’s delivery systems, work
procedures, and interdepartmental
communications to enhance ABC’s ability
to provide high quality service to their
Clients. He also has executive
responsibility for ABC-Amega’s
International Collection Department. He
currently serves as Chair-elect of the
Commercial Collection Agency Association
of the Commercial Law League of America.
He can be reached at (716) 878-2806 or by
e-mail at Robert.Tharnish@abc-
amega.com. n
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10 Questions to Ask Before
Deciding to Sue a Debtor

By Robert
Tharnish,
ABC—Amega,
Inc., Buffalo,
New York
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The purpose of this article is to inform
creditors regarding the complexities

of suing internationally and more
specifically the role of Power of
Attorneys. It is important that creditors
understand that international litigation is
more costly and involved than litigation
in the United States. Otherwise, they
may have unrealistic expectations as to
the timelines and progress of their
international claim and will be less
inclined to cooperate when their
assistance is required.

A major requirement for international
litigation is the creditor’s valid Power of
Attorney (“POA”) document which
authorizes one or more of the attorneys in
the international law firm to proceed with
litigation and settlement negotiations on
the creditor’s behalf. A POA may also be
required for pre-litigation negotiations.
Without the POA, the foreign attorney
lacks credibility. A letter from the collection
agency or the agency’s attorney managing
the foreign collection will not suffice.

In preparation for litigation, the POA
must be validated for use in the foreign
country. This process begins with an
original, notarized POA document which
then requires one of two methods of
authentication. The method of
authentication is determined by the
country in which the document is
intended for use.

The first method of certification is by
obtaining an Apostille certificate, which
is provided for under the Hague
Convention Abolishing the Legalization of

Foreign Public Documents (“HLC”). The
Department of State office where the
Notary Public is commissioned is
responsible for providing said certificate.
The purpose of the Apostille is to certify
the authenticity of both the signature
and capacity of the public official
(Notary) who signed the document, as
well as the authenticity of any stamp or
seal affixed to the document. This
simpler form of authentication only
applies to the approximately sixty
member countries and states which are
currently signatories to the HLC. 

For those countries not party to the
HLC, the chain authentication process is
required. This is a time-consuming and
multi-step process involving County (only
required in some States), State, Federal
and Consulate level certification. The
County and State levels are required as a
first step to certify the good standing of
the Notary Public who signed the
document and to certify the signature and
any stamps and seals applied to the
document. The certified document is then
sent to the U.S. Authentications Office in
Washington, DC for authentication by the
Secretary of State. The process is finally
completed at the appropriate Consulate
office of the country where the POA is
intended for use. The Consulate will affix
their final legalization to the certified
POA after which time it is ready to be
forwarded to the international attorney. 

Furnishing a valid POA is one of
several obstacles to overcome in
international debt collection, and in many
countries, an essential part of litigation.

Rebecca Robitaille has over ten years of
experience in the legal and management
fields. She has been with the Montreal law
firm of Franklin & Franklin
(www.franklinlegal.com), focusing on
international debt recovery and litigation,
for almost four years. Rebecca speaks
English and French and can be reached at
rebecca@franklinlegal.com. n

INTERNATIONAL COLLECTIONS

The Role of Power of Attorneys
in International Litigation

By Rebecca
Robitaille,
International
Claims Manager
and Legal
Assistant to
David Franklin,
Ad.E.
FRANKLIN &
FRANKLIN 
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We have been receiving quite a few calls from creditors and attorneys regarding a
collection agency in Fresno, California called Maxwell Turner & Associates.

These callers believe they have been scammed by this agency in two ways.
First, they have asked for large suit costs and fee advancements and are alleged to
have never sent the account to an attorney and to have pocketed these
advancements, or second, attorneys have collected the money and it is alleged
that Maxwell Turner & Associates has not remitted to the creditor.

This agency has been sued by the Kern County, California District Attorney. If
you wish to file a complaint with the Kern County District Attorney we are
providing a link to their Fraud Complaint Form, which you can download and send
to the District Attorney’s Office. www.ccaacollect.com/beware-maxwell-turner.htm

The agency appears to be out of business and the chances of any recovery are
relatively slim. 

Past experience indicates that these scams have a life of their own and it would
not be surprising if similar scams cropped up over the next few months.

Beware and on guard! If you have a question about a collection practice please
feel free to call us at 973-239-0721, Monday to Friday from 9:00 AM to 5:00 PM
Eastern Time. n

BEWARE
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Members of the Commercial Collection
Agency Association holding Certificates of
Compliance from the Commercial Law
League of America

Emil Hartleb, Executive Director
Commercial Collection Agency Association

Commercial Law League of America
P. O. Box 205

Cedar Grove, NJ  07009-0205
(973) 239-0721

Fax (973) 755-0402
E-mail: ehartleb@ccaacollect.com
Web site: www.ccaacollect.com

DECEMBER 2009

s indicates member’s employees hold
certified commercial collection professional
(CCCP) designation. Go to
www.ccaacollect.com for more information.

* Indicates offices in other major cities

A.G. Adjustments, Ltd. s

Mr. Robert Gerstel
740 Walt Whitman Rd.
Melville, NY 11747 • (631) 425-8800
Fax (631) 425-8808
E-mail: robertg@agaltd.com
Internet: www.agaltd.com

ABC-Amega, Inc.* s

Mr. Robert Tharnish
1100 Main St.
Buffalo, NY  14209 • (716) 878-2806
Fax (716) 878-2842
E-mail: robert.tharnish@abc-amega.com
Internet: www.abc-amega.com

Alexander & Hamilton, Inc.
Ms. Nancy Weir
2721 Division Street
Metairie, LA   70002 • (504) 887-9153
Fax (504) 887-8620
E-mail: nweir@alhamco.net
Internet: www.alhamco.com 

Allen & Associates
Mr. Laurence Allen
147 Willis Ave
Mineola, NY 11501 • (800) 831-4477
Fax (888) 745-4400
E-mail: info@allencollects.com
Internet: www.allencollects.com

Allen, Maxwell & Silver, Inc.
Ms. Lisa Friedman 
190 Sylvan Ave
Englewood Cliffs, NJ 07632 • (201) 871-0044
Fax (201) 871-1197
E-mail: ams1@amscollections.com
Internet: www.amscollections.com

Allied Interstate, Inc. – Commercial
Services Division*

Mr. Jim Pond
3000 Corporate Exchange Drive
Columbus, OH 43231 • (614) 865-2906
Fax (614) 865-2802
E- mail: james.pond@iqor.com
Internet: www.iqor.com

Alternative Collections, LLC
Mr. Brian Noble
3842 Harlem Rd. Suite 341
Buffalo, NY 14215 • (716) 633-3500
Fax (716) 633-3501
E-mail: bnoble@alternativecollections.com

Amalgamated Credit Bureau
Mr. John Wieczerak
P. O. Box 1006
Old Bridge, NJ  08857 • (732) 679-9100
Fax (732) 679-0119
E-mail: johnwieczerak@amalgamated.com
Internet: www.amalgamated.com

American Credit Systems, Inc
Mr. Mitchell T. Hallet
400 W. Lake Street; Suite 111
Roselle, IL  60172 • (630) 980-5500
Fax: 630-980-8642
E-mail: Mhallett@american-credit.com
Internet: www.american-credit.com

American Recovery Service Incorporated
Mr. Thomas Baxter
555 St. Charles Dr., Suite 100
Thousand Oaks, CA 91360 • (805) 379-8500
Fax (805) 379-8525
E-mail: baxter@arsigroup.com
Internet: www.arsigroup.com

The Andersen Group
Ms. Tammy Osborne
3409 N. Hullen St., Suite 200
Metairie, LA 70002-3485 • (800) 257-5786
Fax (504) 207-5700
Email: tpo@theandersengroup.com
Internet: www.theandersengroup.com

Atradius Collections
Mr. Arnie Bernstein
1200 Arlington Hts. Rd.
Suite 410
Itasca, IL 60143 • (888) 283-8718
Fax (630) 931-4830
E-mail: Arnie.bernstein@atradius.com
Internet: www.atradiuscollections.com

Atwell, Curtis & Brooks, Ltd.
Ms. Arlene Angelilli
204 Stonehinge Lane
Carle Place, NY  11514 • (516) 622-9030
Fax (516) 622-9040
E-mail: atwell@acbltd.com
Internet: www.acbltd.com

Biehl & Biehl
Mr. William Biehl
P. O. Box 87410
Carol Stream, IL 60188-7410
(800) 621-5583
Fax (630) 682-0545
E-mail: remit2me@aol.com
Internet: www.biehlcollects.com

Bilateral Credit Corp, L. L. C.
Mr. Joel Kaufman
141 W. 28th Street
New York, NY  10001 • (212) 947-1200
Fax (212) 643-1357
E-mail: jkaufman@bilateral.com
Internet: www.bilateral.com

Brennan & Clark, Ltd. s

Ms. Meg Scotty
721 E. Madison St., Suite 200
Villa Park, IL  60181 • (800) 858-7600
Fax (630) 279-7045
E-mail: info@brennanclark.com
Internet: www.brennanclark.com

Brown & Joseph, Ltd.
Mr. Kevin Walsh
999 Plaza Dr., 4th Floor
Schaumburg, IL 60173 • (847) 330-3000
Fax (847) 413-9999
E-mail: kwalsh@brownandjoseph.com
Internet: www.brownandjoseph.com

Burt & Associates, L.L.C.
Mr. Jerry Curtis
6700 Pinecrest Drive, Suite 150
Plano, TX 75024 • (800) 755-7111
Fax (469) 368-5521
Email: jerrycurtis@burt.biz
Internet: www.burt..biz

MEMBERS
MEMBERS OF THE COMMERCIAL COLLECTION AGENCY ASSOCIATION
HOLDING CERTIFICATES OF COMPLIANCE FROM THE COMMERCIAL LAW LEAGUE OF AMERICA



Caine & Weiner Company, Inc.* s

Mr. Greg Cohen
21210 Erwin Street
Woodland Hills, CA  91367 • (818) 226-6000
Fax (818) 226-6010
E-mail: greg.cohen@caine-weiner.com
Internet: www.caine-weiner.com

CBF Commercial Collections, Inc.
Mr. Aaron Muehleback
P. O. Box 90-1510
Kansas City, MO  64190 • (816) 464-5888
Fax (816) 464-2382
E-mail: drs@cbfcollects.com
Internet: www.cbfcollects.com

Charter Adjustments Corp.
Mr. Stephen Parker
9400 Topanga Canyon Blvd., Suite 100
Chatsworth, CA  91311 • (818) 407-4040
Fax (818) 407-2727
E-mail: steve.parker@charteradjustments.com
Internet: www.charteradjustments.com

CISCO
Mr. Darrell Turner
P. O. Box 801088, 1702 Townhurst
Houston, TX  77280 • (713) 461-9407
Fax (713) 461-2432
E-mail: info@ciscocollect.com
Internet: www.ciscocollect.com

Clovis & Roché, Inc. s

Mr. Donald Zerangue
4401 North I-10 Service Rd. West
Suite 200
Metairie, LA  70006 • (800) 283-0909
Fax (504) 835-6873
E-mail: donz@cloisroche.com
Internet: www.clovisroche.com

CMA Business Credit Services
Mr. Richard Deocampo
40 East Verdugo Ave.
Burbank, CA 91502 • (800) 541-2622
Fax (818) 972-5302
E-mail: rdeocampo@creditservices.org
Internet: www.creditservices.org

CMI Credit Mediators, Inc. s

Ms. Nancy Seiverd
P. O. Box 456
Upper Darby, PA 19082 • (610) 352-5151
Fax (610) 352-1818
E-mail: info@cmiweb.com
Internet: www.cmiweb.com

Coastal Recovery Corporation s

Mr. Alphonse Antico
180 S. Broadway, P. O. Box 219
White Plains, NY 10605 • (914) 328-8522
Fax (914) 328-1907
E-mail:  aantico@coastalrecovery.com
Internet: www.coastalrecovery.com

Coface Collections North America
Mr. Thomas E. Brenan, IV
3001 Division St.
Metairie, LA 70002 • (504) 200-2551
Fax (504) 471-0948
E-mail: tombrenan@coface-trm.com
Internet: www.coface-trm.com

Commercial Claims Inc.
Mr. Patrick Crilly
Box 1315
Kansas City, KS  66117 • (913) 371-3355
Fax (913) 371-7290
E-mail: info@ccicollects.com
Internet: www.ccicollects.com

Commercial Collections Corp of NY, Inc. s

Mr. Robert Ingold
34 Seymour St.  P. O. Box 288
Tonawanda, NY  14150 • (800) 873-5212
Fax (800) 873-5211
E-mail: bingold@commercialcollection.com
Internet: www.commercialcollection.com

Continental Commercial Group*
Mr. Robert Norman Merette
317 South Brand Blvd.
Glendale, CA  91204 • (800) 743-0645
Fax (818) 551-6801
E-mail: info@ccg2.com
Internet: www.ccg2.com

Continental Recovery and 
Filing Solutions s

Mr. Tony Terry
2051 Royal Ave.
Simi Valley, CA  93065 • (805) 522-3232
Fax (805) 522-5672
E-mail: info@crfsonline.com
Internet: www.crfsonline.com

Cosmopolitan Service Corp.
Mr. John T. Akouris
1606 Colonial Parkway
Inverness, IL  60067 • (847) 776-3500
Fax (847) 776-3508
E-mail: jtatjamw@aol.com
Internet: www.cosmosvc.com

Credit Clearing House, Inc.
Mr. Dennis Casey
925 Westchester Ave.
White Plains, NY 10604 • (914) 421-7910
Fax (914) 431-7923
E-mail: dcasey@cchcri.com
Internet: www.cchcri.com

Credit Decisions International, Ltd.
Mr. Louis Figueroa
95 Randall Street
Elk Grove Village, IL 60007 • (847) 690-9400
Fax (847) 690-9455
E-mail: lfigueroa@creditdecisions.com
Internet: www.creditdecisions.com

Creditors Adjustment Bureau
Mr. Brian L. Mitteldorf
14226 Ventura Blvd.
Sherman Oaks, CA 91423 • (818) 990-4800
Fax (818) 990-3904
E-mail: brianm@cabcollects.com
Internet: www.cabcollects.com

Creditors Recovery Systems, Inc.
Mr. Thomas G. Saladino
212 W. St. Charles Rd.
Villa Park, IL  60181 • (630) 782-6600
Fax (630) 782-6615
E-mail: info@creditorsrecovery.com
Internet: www.creditorsrecovery.com

CreditWatch Services, Ltd.
Mr. Joseph Tempesta
4690 Diplomacy, Suite 100
Ft. Worth, TX  76155 • (800) 876-1888
Fax (817) 864-3356
E-mail: joseph.tempesta@

creditwatchservices.com
Internet: www.creditwatchservices.com

CST Co. *
Mr. Pete Roth
P. O. Box 33127
Louisville, KY  40232 • (502) 589-2027
Fax (502) 584-7843
E-mail: proth@mail.cstcoinc.com
Internet: www.cstcoinc.com

D & S, Ltd.
Mr. Lonnie Larson
231 East Main St., Suite 240
Round Rock, TX 78664 • (800) 400-7121
Fax (512) 255-1637 
E-mail: Lonnie.Larson@dandsltd.com
Internet: www.divineandservice.com

DAL, Inc. s

Mr. Dominick A. Longhi
P. O. Box 162
Clifton Heights, PA  19018 • (800) 355-9999
Fax (888) 220-9990
E-mail: dal@dalcollects.com
Internet: www.dalcollects.com

Delta Recovery Systems
Mr. David Ward
P. O. Box 606
Long Valley, NJ 07853 • (908) 876-9200
Fax (908) 876-9264
E-mail: David@deltarecovery.com
Internet: www.deltarecovery.com

Euler Hermes UMA *
Mr. William Gohmann
600 S. 7th St., P. O. Box 1672
Louisville, KY  40201 • (502) 583-3600
Fax (502) 584-0443
E-mail: bill.gohmann@eulerhermes.com
Internet: www.unitedmerc.com
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Fidelity National Credit Services, Ltd.
Ms. Dorothy Ferrell
2421 N. Glassell St.
Orange, CA 92865 • (800) 648-9241
Fax (714) 921-8693
E-mail: dferrell@fidelitynationalcredit.com
Internet: www.fidelitynationalcredit.com

Focus Receivables Management
Commercial

Mr. Peter Hendricks
1130 Northchase Parkway
Marietta, GA 30067 • (678) 228-0000 
Fax (678) 228-0019
E-mail: peter@focusrm.com
Internet: www.focusrm.com

Goldman, Walker, LLC
Mr. Marc Mays
6303 E. Tanque Verde #110
Tucson, AZ 85715 • 877-493-2500
Fax (866) 426-0546
Email: mmays@gwdaz.com
Internet: www.gwdaz.com

Greenberg, Grant & Richards, Inc.
Mr. Scott Swisher
5858 Westheimer, Suite 500
Houston, TX 77057-5648 • (800) 497-5332 
Fax (713) 789-0137
E-mail: scott_swisher@ggrinc.com
Internet: www.ggrinc.com

Grimley Financial Corporation
Mr. Charles Grimley
18 W. Kings Highway
Haddonfield, NJ 08033-2116 
(800) 673-1414 Fax (856) 547-8274
E-mail: cgrimley@grimleyfc.com
Internet: www.grimleyfinancial.com

House of Adjustments, Inc. *
Mr. Kenneth Wiltsek
HOA Building — P. O. Box 780
Mamaroneck, NY 10543 • (914) 381-6000
Fax (914) 381-6499
E-mail: hoa@hoainc.com
Internet: www.hoainc.com

IC System Commercial Services
Ms. Mary Jo Claseman
444 Highway 96 E.
St. Paul, MN 55127 • (877) 221-4057
Fax (651) 204-1231
E-mail: mclaseman@icsystem.com
Internet: www.icsystem.com

The Jewelers Board of Trade s

Mr. N. Calvin Sauté
P. O. Box 6928
Providence, RI  02940 • (401) 467-0055
Fax (401) 467-2211
E-mail: jbtinfo@jewelersboard.com
Internet: www.jewelersboard.com

JNR Adjustment Company, Inc.
Mr. Robert Juve
7001 E. Fish Lake Rd., Suite 200
Maple Grove, MN 55311-2844 • 

(763) 519-2710
Fax (763) 519-2722
E-mail: robjuve@jnrcollects.com
Internet: www.jnrcollects.com

Johnson, Morgan & White
Mr. Robert Cooper
6800 Broken Sound Parkway, Suite 201
Boca Raton, FL 33487 • (800) 441-9550 
Fax (800) 443-9750
Email: rcooper@jmandw.com
Internet: www.jmandw.com

Jonathan Neil & Associates, Inc. *
Mr. John M. Student
18321 Ventura Blvd., Suite 1000
Tarzana, CA  91356 • (800) 331-6333
Fax (818) 708-2885
E-mail: jstudent@jnacollect.com
Internet: www.jnacollect.com

Lawrence Nathan Associates, Inc.
Mr. Michael Mazur
3037 E. Warm Springs, Suite 200
Las Vegas, NV 89120 • (800) 764-7577 
Fax (702) 564-3175
Email: mmazur@lawrencenathan.com
Internet: www.lawrencenathan.com

L. C. Financial
Mr. Humberto Matz
6611 Valjean Ave., Suite 109
Van Nuys, CA  91406 • (800) 800-4523
Fax (818) 780-3112
E-mail: hmatz@lcf.net
Internet: www.lcf.net

Leib Recovery Solutions, LLC
Mr. Robert Leib
20 Clementon Rd., East, Suite 1008
Gibbsboro, NJ 08026-1165 • (800) 462-2070 
Fax (856) 439-1123
E-mail: rleib@leibsolutions.com
Internet: www.leibsolutions.com

Levy, Diamond, Bello & Associates, LLC s

Mr. Lee Baldieri
497 Bic Drive
Milford, CT 06461 • (203) 876-1000
Fax (203) 876-1565
E-mail: lee.baldieri@ldbassociates.com
Internet: www.ldbassociates.com  

LTD Financial Services-Commercial
Mr. Jamie Campisi
7322 Southwest Freeway, Suite 1600
Houston, TX  77074 • (713) 414-2100
Fax (713) 414-2120
E-mail: jcampisi@ltdfin.com
Internet: www.ltdfin.com

Lyon Collection Services, Inc.
Mr. Fred Wasserspring
330 Seventh Ave., 16th Floor
New York, NY  10001 • (212) 967-6161
Fax (212) 967-6467
E-mail: fwasserspring@lyoncredit.com
Internet: www.lyoncredit.net

Manufacturers Clearing House of Illinois s

Mr. W. Paul Nagel
4875 North Elston Ave.
Chicago, IL  60630 • (773) 545-6300
Fax (773) 545-7356
E-mail: paulmch@britsys.net
Internet: www.mchonline.com

McCarthy, Burgess & Wolff
Mr. Stephen Wolff
The MB&W Building
26000 Cannon Rd.
Cleveland, OH 44146 • (440) 735-5100
Fax (440) 735-5110
E-mail: steve.wolff@mbandw.com
Internet: www.mbandw.com

McKenzie, Becker & Stevens, Inc.
Mr. Marc Hirschel
8 Holley Street
P.O. Box 917
Lakeville, CT 06039 • (860) 435-7500
Fax (860) 435-0025
E-mail: marc@mbsinc.net
Internet: www.mbsinc.net

Millennium Collections Corporation
Mr. Jonathan D. Rose
P. O. Box 6899
Vero Beach, FL 3296-6899 • (800) 553-5557 
Fax (772) 562-9062
Email: jrose@millenniumcollections.com
Internet: www.millenniumcollections.com

Mountain States Commercial Credit
Management s

Mr. Thomas Claybaugh
333 West Hampden Ave., Suite 425
Englewood, CO  80110 • (800) 457- 8244
Fax (303) 806-5360
E-mail: tom@msccm.com
Internet: www.msccm.com

NCS
Mr. Bernard J. Cowan
729 Miner Road
Highland Hts, OH 44143 • (440) 461-9661
Fax (440) 461-6202
E-mail: bernie@ncscredit.com
Internet: www.ncscredit.com



Nationwide Recovery Systems s

Mr. Chris Mathews
2304 Tarpley Rd., Suite 134
Carrollton, TX 75006 • (800) 458-6357
Fax (972) 798-1005
E-mail: chris.mathews@nrs.us
Internet: www.nrs.us

Northern California Collection Service, Inc.
Mr. Lawrence H. Cassidy
700 Leisure Lane
Sacramento, CA  95815 • (916) 929-7811
Fax (916) 929- 5125
E-mail: norcal@covad.net
Internet: www.nccsinc.com

The Notte Agency,  Inc.
Ms. Sandra Kuzma
P. O. Box 250
Lincroft, NJ  07738 • (732) 747-9020
Fax (732) 747-0093
E-mail: info@thenotteagency.com
Internet: www.Thenotteagency.com

O’Connor-Ravell Associates, Inc.
Mr. Paul Mignini
20 Waverly Place
Madison, NJ  07940 • (410) 561-1343
Fax (410) 561-1273
E-mail: paulm255@aol.com
Internet: www.oconnor-ravell.com

Olde City Financial, Inc. s

Mr. Joseph McKenzie
123 Pennsylvania Ave.
P. O. Box 800
Wayne, PA 19087 • (800) 411-1800
Fax (610) 225-0732
E-mail: joem@oldecityfinancial.com 
Internet: www.oldecityfinancial.com

PRO Consulting Services, Inc.
Mr. Victor Juarez
P. O. Box 66510
Houston, TX  77266 • (713) 523-1800
Fax (713) 523-9699
E-mail: sales@proconsrv.com
Internet: www.proconsrv.com

Rauch-Milliken International
Mr. Stephen Rauch
4400 Trenton St.
Metairie, LA 70006 • (800) 237-8430
Fax (504) 237-6063
E-mail: srauch@rauchmilliken.com
Internet: www.rauchmilliken.com

Receivable Management Corp.
Mr. John Cardarelli
400 West Cummings Park, Suite 4450
Woburn, MA  01801-6594 • (800) 281-1036
Fax (888) 243-8067
E-mail: jcardarelli@rmccash.com
Internet: www.rmccash.com

Receivable Management Services*
Mr. Jim Rondinone
305 Fellowship Road.
Mt. Laurel, NJ 08054 • (856) 642-4311
Fax (856) 642-4370
E-mail: JimRondinone@rmsna.com
Internet: www.rmsna.com

Receivables Control Corp.
Mr. Luke Vidor
7373 Kirkwood Court, Suite 200
Minneapolis, MN 55369 • (763) 315-9600
Fax (763) 315-9699
E-mail: LVidor@receivablescontrol.com
Internet: www.ReceivablesControl.com

Recovery Concepts, Inc.
Ms. Sabrina Brackett
1925 E. Beltline Rd, Suite 510
Carrollton, TX 75006 • (800) 931-9638
Fax (972) 478-7580
Email: Sabrina.brackett@

recoveryconceptsinc.com
Internet: www.recoveryconceptsinc.com

Regency Credit, L.L.C.
Mr. Sheldon Monashkin
1403 West 10th Place
Tempe, AZ 85281 • (800) 419-0410
Fax (480) 557-9360
E-mail: smonashskin@regencycredit.com
Internet: www.regencycredit.com

Richmond North Associates, Inc.*
Mr. Peter Cappellino
4232 Ridge Lea Road
Amherst, NY  14226 • (716) 832-5668
Fax (716) 832-4236
E-mail: PCappellino@RNAcollects.com
Internet: www.rnacollects.com

Rosman Adjustment Corp.
Mr. Jerry Bernay
619 Academy Drive
Northbrook, IL  60062 • (800) 678-6544
Fax (847) 498-5582
E-mail: jbernay@rosman.com
Internet: www.rosman.com

Royal Mercantile Trust Corp. of America
Mr. Wayne Robinson
10 Central Parkway, Suite 200
Stuart, FL  34994 • (772) 220-1300
Fax (772) 283-9100
E-mail: wrobinson@rmtc.com
Internet: www.rmtc.com

S.S. Sampliner & Co., Inc.
Mr. Frederick Sampliner
505 Eighth Avenue
New York, NY  10018 • (212) 239-4888
Fax (212) 239-4898
E-mail: info@sampliner.com
Internet: www.sampliner.com

San Diego Credit Association
Ms. Mary S. Bouffard
2044 First Avenue, # 300
San Diego, CA  92101 • (619) 239-8191
Fax (619) 239-8296
E-mail: collections@pscredit.com
Internet: www.pscredit.com

Scott and Goldman
Mr. Andy Nye
8081 Stanton Ave, Suite 308
Buena Park, CA 90620 • (714) 761-5303
Fax (714) 761-5356
Internet: www.scottandgoldman.com

Scott and Goldman
Mr. Bruce Jamrozy
590 W. Crossville Rd.  Suite 104
Roswell, GA 30075 • (770) 993-1220
Fax 770-993-2220
E-mail: Collect-ga@scottandgoldman.com
Internet: www.scottandgoldman.com

Silver & Associates, Ltd.
Ms. Bonnie Silver
1540 E. Dundee Rd., Suite 160
Palatine, IL  60074 • (800) 818-8848
Fax (847) 934-0776
E-mail: collect@silverassoc.com

SKO-Brenner-American
Mr. Stuart Brenner
841 Merrick Road
P. O. Box 9320
Baldwin, NY  11510-9320 • (800) 645-3390
Fax (516) 771-7810
E-mail: collect@skobrenner.com
Internet: www.skobrenner.com

Smyth Collections
Mr. Frank Boni
51 Cragwood Rd., Suite 201
S. Plainfield, NJ 07080 • (646) 442-3489
Fax (908) 755-7451
Email: fboni@smythsolutions.com
Internet: www.smythcollections.com

STA International*
Mr. Jeffrey Tulchin
333 Earle Ovington Blvd., Suite 1025
Uniondale, NY  11553-3620 • (516) 997-2400
Fax (516) 997-2632
E-mail: jtulchin@stacollect.com
Internet: www.stacollect.com

Stuart Allan & Associates, Inc.
Mr. Stuart Spivack
5447 E. Fifth St., Suite 110
Tucson, AZ  85711 • (800) 880-5400
Fax (520) 318-6799
E-mail: sspivack@stuartallan.com
Internet: www.stuartallan.com
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Synter Resource Group, LLC.
Mr. Michael Daugherty
Aviation Centre
5935 Rivers Ave., Suite 102
Charleston, SC 29406 • (843) 746-2206
Fax (843) 884-3282
E-mail: miked@synterresource.com
Internet: www.synterresource.com

Thomas George Associates Ltd.
Ms. Pamela McCaskey
10 Larkfield Rd.
East Northport, NY 11731 • (631) 261-8800
Fax (631) 261-8896
E-mail: pammccaskey@tgaltd.com 
Internet: www.tgaltd.com

Transworld Systems Commercial Services*
Mr. Jim Kirby
3850 North Causeway Blvd, 3nd Floor
Metairie, LA 70002 • (847) 969-7976
Fax (866) 847-8507
E-mail: jim.kirby@corp.transworldsystems.com
Internet:

www.transworldsystems.com/commercial

Twenty-First Century Associates
Mr. Howard Seares
266 Summit Ave.
Hackensack, NJ 07601 • (201) 678-1144
Fax (201) 678-9088
E-mail: info@tfc-associates.com
Internet: www.tfc-associates.com

United Mercantile Co. of Pittsburgh s

Mr. Roger Devonshire
4074 Mt. Royal Blvd., Suite 202
Allison Park, PA 15101 • (800) 541-3833
Fax (888) 285-4122
E-mail: umc@umccollects.com
Internet: www.umccollects.com

Valentine & Kebartas, Inc.
Commercial Recoveries
Ms. Cheryl Valentine
15 Union St.
Everett Mills, Building Six
Lawrence, MA 01840 • (800) 278-3402
Fax (941) 761-3557
E-mail: cvalentine@vki-fl.com
Internet: www.valentinekebartas.com

Vengroff, Williams & Associates, Inc.
Mr. Mark Vengroff
7441 Lincoln Way
Garden Grove, CA 92841 • (714) 889-6200
Fax (714) 889-6300
Email: MarkV@vwainc.com
Internet: www.vwainc.com

Voss, Michaels, Lee & Associates
Ms. Vicki De Jonge
P. O. Box 1829
Holland, MI  49422 • (800) 253-4646
Fax (616) 355-7284
E-mail: vdejonge@vmlcollects.com
Internet: www.vmlcollects.com

Williams, Babbit & Weisman, Inc. s

Mr. Bruce Godwin
5255 North Federal Highway, Third Floor
Boca Raton, FL  33487 • (561) 241-7301
Fax (561) 241-7305
E-mail: info@wbw-wwc.com
Internet: www.wbw-wwc.com

Williams, Charles & Scott, Ltd.
Mr. Scott Weiss
2171 Jericho Turnpike, LL1
Commack, NY 11725 • (800) 652-4445
Fax (631) 462-5751
E-mail: sales@wcscollects.com
Internet: www.wcscollects.com

Windham Professionals, Inc.
Commercial Recovery Division
Mr. Patrick Hamilton
382 Main St.
Salem, NH 03079 • (800) 828-8722 
Fax (800) 382-4818
E-mail: info@windhampros.com 
Internet: www.windhampros.com

Worthington, Moore & Jacobs, Inc.*
Mr. David Caprario
10318 Baltimore National Pike
Ellicott City, MD 21042 • (302) 677-0434 
Fax (410) 750-1740
E-mail: dcaprario@wmjcollect.com
Internet: www.wmjcollect.com n


