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Protecting What You Have, Pursuing What You’re Owed:
Eleventh Circuit Rules That Distributions on Section 503(b)
(9) Claims Do Not Reduce the New Value Defense to
Preferences
Written by: James S. Carr and Dana P. Kane, Kelly Drye & Warren LLP

There can be no doubt that the current economic landscape is challenging and
forces businesses to make difficult choices. The trade creditor’s unenviable task
during these times is to maintain valuable business relationships in the hopes of
sustaining profitability, which often requires the...

Read More...

Consider B2B Credit Card Surcharging to Counteract Inflation
and Rising Costs
By: Justin Main, Billtrust

With inflation-weary buyers resisting price increases, more companies are looking for ways to improve efficiency and reduce costs to maintain profit margins.
According to a May 2022 Gartner survey of 182 CFOs and senior finance leaders,
“CFOs will increasingly turn...
Read More...

Why & How Do Companies Automate Accounts Receivable?
By: Brian Morgan, BlackLine

Many organizations have automated processes such as accounts payable, but
the prevalence of manual processes in accounts receivable (AR) continues to
pose serious health issues for businesses. The longer cash is outstanding and
unreachable, the older the debt gets, and the likelihood...

Read More...

A New Guide to Remittance Information for B2B Payments
By: The Remittance Content Group of the ASC X9 ISO 20022 Market
Practices Forum
Great news for the USA now that ISO 20022 emerged as the global language
for payment messaging: it includes structured remittance data that will facilitate
automated cash application. The ISO 20022 Remittance Content Market Guide
provides a road map to better understand and use the data...

Read More...

Join us for Education & Networking
at the November Forum!
EDUCATION SESSIONS
Our agenda is filled with 2+ days of educational presentations by subject matter experts on topics
facing practitioners now and in the near future.
SAP BEST PRACTICES SESSION
Join us for a peer-to-peer discussion and ask your SAP-related questions. Learn how others are
navigating SAP challenges.
EXECUTIVE LEADERSHIP ROUNDTABLE WORKSHOP
An interactive session allowing attendees to discuss current issues around people, process and
technology in small breakout groups.
PERSONAL DEVELOPMENT SESSION
A session geared toward YOU and supporting your leadership needs!
USER GROUP SESSIONS
User Group sessions will be offered on Monday, November 7, from 8am – 9:30am to further enhance
the education provided at the Forum.
THE OPEN FORUM
A peer-to-peer discussion that is a staple of all CRF Forums. Get instant feedback on process needs,
management questions, technology applications, legal issues and more!
NETWORKING
We’ve incorporated plenty of networking time at the Forum, inclucing the Women’s Networking Event
hosted by ArentFox Schiff on Sunday evening, a networking reception on Monday evening, plus time
during breakfast, lunch and breaks to talk with your peers.

Learn More & Register!
www.crfonline.org/events/november

Protecting What You Have, Pursuing What You’re Owed: Eleventh Circuit
Rules That Distributions on Section 503(b)(9) Claims Do Not Reduce the
New Value Defense to Preferences
By: James S. Carr, Partner, and Dana P. Kane, Special Counsel, Bankruptcy & Restructuring Practice
Group at Kelly Drye & Warren LLP

There can be no doubt that the current economic landscape is challenging and forces businesses to make difficult choices. The trade creditor’s unenviable task during these times is to maintain valuable business relationships in the hopes of sustaining profitability, which often requires the continued extension of credit terms to
customers despite the heightened risk of those customers being unable to satisfy their debts.
When your customer’s financial distress reaches the point of filing for bankruptcy, you know from the outset
that collection of outstanding receivables will be significantly reduced, if not eliminated entirely. In any event,
you diligently file your proof of claim, dutifully monitor the progress of the case and hope for a minimal distribution. Then, your already bad situation is exacerbated when you receive...

This article is only available to members of the Credit Research Foundation (CRF).
Interested in reading more? Join CRF to gain access to this and
hundreds of other resources! CLICK HERE for membership information.

About the Authors
Jim Carr is Chair of Kelley Drye, a member of the Executive Committee, and previous Chair
of the Bankruptcy and Restructuring practice (2005- 2015). Jim’s practice focuses on creditor
representations in corporate bankruptcy cases, with an emphasis on companies in the financial
services, retail, gaming, petroleum, energy, chemical, and technology industries. Over the past three
decades, Jim has been involved in all aspects of the bankruptcy process and has played leading
roles in a number of high profile billion-dollar cases. He has a successful track record of delivering
realistic, creative solutions to novel issues that often arise in complex debt restructurings.
Dana Kane advises on restructuring, bankruptcy and creditors’ rights. She has represented
liquidating trustees, major secured and unsecured creditors, creditors’ committees, debtors and
lenders in Chapter 11 and Chapter 7 bankruptcy cases. Dana served as in-house counsel at a
company that specializes in buying and selling claims and interests in distressed situations, primarily
in pending federal bankruptcy cases and insurance insolvency proceedings, under state law. With
over twenty years of hands-on legal and management experience, Dana is a proven negotiator.
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YOUR K EY TO COLLEC TIONS

Building Relationships
One Step at a Time
Step up to a full range of effective collection
and accounts receivable management services
with CST Co.

INTEGRITY

EXPERTISE

FLEXIBILITY

SOLUTIONS

RESULTS
CSTCOINC.COM PHONE: 800-626-5873

Certification Counts!
That is why ALL of our members are
certified for your protection.
Commercial Collection Agencies of America is
the ONLY collection industry association in
which ALL agency members are certified!
-Qualify for a Certificate of Accreditation and
Compliance granted by an Independent
Standards Board

-Practice professionally to maximum dollar
recovery

-Adhere to a strict Code of Ethics

-Carry a minimum of $300,000 surety bond
coverage

-Operate in business for a minimum of
four (4) years

-Maintain separate trust accounts for collected
funds

-Fulfill continuing education annually

-Promptly remit funds

-Engage a vetted field of creditors’ rights
attorneys if necessary

-Submit to a financial and procedural review to
ensure ongoing adherence to requirements

-Certify individual collectors through
Commercial Collection Training Institute

For additional benefits and to learn more, please visit us at
www.commercialcollectionagenciesofamerica.com/member-directory/agency-members

Consider B2B Credit Card Surcharging to Counteract Inflation and Rising
Costs
By: Justin Main, Vice President, Payments, Billtrust
With inflation-weary buyers resisting price increases, more companies are looking for ways to improve efficiency and reduce costs to maintain profit margins. According to a May 2022 Gartner survey of 182 CFOs and
senior finance leaders, “CFOs will increasingly turn to cost reductions if above-average inflation continues into
the fourth quarter of this year, while also seeking efficiency gains through increased automation.” A June
Gartner survey elaborates on exactly what CFOs are considering cutting...

This article is only available to members of the Credit Research Foundation (CRF).
Interested in reading more? Join CRF to gain access to this and
hundreds of other resources! CLICK HERE for membership information.

About the Author
Justin Main, Vice President of Integrated Payments for Billtrust, oversees integrated payments operations and sales enablement while ensuring positive outcomes for customers.
He also sponsors emerging payments products to enhance Billtrust’s best-in-class payments portfolio. He previously served in several sales capacities at Billtrust, as well as in a
variety of sales management roles for companies including Dice and CareerBuilder.com.
Justin has a Bachelor of Science degree from the University of Minnesota.
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Service you can count on since 1929.
When you work with ABC-Amega, you get highly-trained, certified debt
collection experts who focus on maintaining your reputation and customer
relationships. We’ll work hard every day to earn your trust by making good
on the promise of effective debt recovery.
THIRD-PARTY COMMERCIAL
DEBT COLLECTION

FIRST-PARTY ACCOUNTS
RECEIVABLE MANAGEMENT

• Cutting-edge Quality Management tools
include Call Scoring & Speech Analytics
• Award-winning International Collections
• Accomplished Global Attorney Network

• Customized, White Label Account Treatment
• Short- and Long-term Projects Managed to
Exceed SLA Requirements
• Data-driven Account Intelligence & Reporting

EDUCATIONAL RESOURCES

CREDIT SERVICES

• Monthly E-newsletter
• Free & On-demand Webinars with
Expert Presenters
• Content Library on all areas of
Collections and Credit Risk Management

• Credit Group Management since 1965
• Credit Interchange Portal
• Bankruptcy & Risk Assessment Services

800.732.0206 | INFO@ABC-AMEGA.COM | ABC-AMEGA.COM
ABC-Amega is proudly certified by the CLLA/IACC and the CCA of A, and is a long-time sponsor of CRF.

NCS Credit provides end-to-end credit services
that protect your accounts receivable and ensure
you have the legal tools to get paid – FAST.
Whatever credit challenges you face, NCS Credit has the tools and expertise
to help get you paid faster. We’ll eliminate your need for multiple service
providers by implementing a tailored all-in-one solution.
You have enough to worry about, let us simplify and manage
the many demands to protect your business’ bottom line.

Visit NCScredit.com or call 800-826-5256 or email SecureYourTomorrow@NCScredit.com today!
Collection Services | UCC Services | Notice & Mechanic’s Lien Services | Education & Resources

Why & How Do Companies Automate Accounts Receivable?

Three areas you need to consider before embarking on your automation journey
By: Brian Morgan, Director Product Marketing AR, BlackLine
Many organizations have automated processes such as accounts payable, but the prevalence of manual
processes in accounts receivable (AR) continues to pose serious health issues for businesses. The longer cash
is outstanding and unreachable, the older the debt gets, and the likelihood of receiving a payment in full is
reduced.
In an increasingly competitive and unpredictable business environment, where cashflow is critical, companies
are beginning to realize that a manual approach to AR is no longer sustainable – nor is a ‘one-size-fits-all’ approach when it comes to automated solutions.
While the reasons for investing in AR automation are becoming increasingly clear, how to actually achieve this
isn’t always as obvious, not least because of the...

This article is only available to members of the Credit Research Foundation (CRF).
Interested in reading more? Join CRF to gain access to this and
hundreds of other resources! CLICK HERE for membership information.

About the Author
Brian Morgan combines a wealth of knowledge and expertise in Shared Services, Accounts
Receivable and Credit Management. Brian has over 25 years’ experience across multiple
sectors for National and Global organizations. Throughout his career he has achieved
outstanding results and received many Industry Awards, most notably when under Brian’s
leadership, Veolia UK were recognised as a Centre of Excellence by the Chartered Institute
of Credit Management. In Brian’s role at BlackLine, he is sharing his knowledge with
Customers and supporting the development of an exciting Roadmap of AR solutions.
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888.496.1600 | AGALTD.com

Bring it in.

AGA helps businesses recover
the maximum amount of money
in the minimum amount of time.
And we do it while protecting your customer relationships
and keeping you in the loop every step of the way.

What does it really
take to bring it in?
Three things:
1

Sharper Skills

To get better results, you have to work with
professionals who show greater levels of
emotional intelligence, training, and experience
than you normally see in this industry.

2

Higher Standards

To protect your customer relationships, you’ve
got to have a proven repeatable process for
ensuring that every customer is treated with
the utmost respect every time.

3

Smarter Systems

To keep on top of all this, it takes a platform
that provides real-time visibility into the status
of every account, every action taken, and every
payment received.

MAILING ADDRESS AG Adjustments, PO Box 9090, Melville, NY 11747
CORPORATE HQ AG Adjustments, 740 Walt Whitman Rd., Melville, NY 11747

FIS' GETPAID provides full process automation with artificial
intelligence to support your Accounts Receivable process with:
● Access anywhere, anytime
● Drive risk-based collections with AI for continuous improvement
● Increase collector efficiency with email interpretation and responses through AI
● Lower days sales outstanding (DSO)
● Reduce past-due A/R & bad debt expense
● Reduce dispute and deduction cycle time
● API technology for working in real-time
● Provide customers with a 'click-to-pay' link on all correspondence
● Improve cash forecasting with accurate invoice expected payment dates
● Automate cash application with machine learning and intelligent recognition
Integrates with ERPs, credit bureaus, CRM systems and more.
Deployed in your cloud or ours. Ask us how.
FIND OUT MORE AT: www.fisglobal.com
CONTACT US: getinfo@fisglobal.com
©2021 FIS and/or its subsidiaries. All Rights Reserved.

A New Guide to Remittance Information for B2B Payments
How it Helps Businesses, Financial Institutions and Service Providers

By: The Remittance Content Group of the ASC X9 ISO 20022 Market Practices Forum
Executive Summary

Great news for the USA now that ISO 20022 emerged as the global language for payment messaging: it includes structured remittance data that will facilitate automated cash application. The ISO 20022 Remittance
Content Market Guide provides a road map to better understand and use the data elements to enhance automated cash application, making this the perfect time to implement a structured remittance information plan.
The big win here is that companies can expand electronic remittance delivery without making changes to AR
systems.
CRF members are aware that remittance information for business-to-business (B2B) electronic payments has
been a challenge for many years. While there has been a lot of attention on the challenges of retrieving remittance information from emails and portals and matching the information to payments, there has been less
attention on the content of the information itself. A new guide solves that problem...

This article is only available to members of the Credit Research Foundation (CRF).
Interested in reading more? Join CRF to gain access to this and
hundreds of other resources! CLICK HERE for membership information.
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NORTH AMERICA’S #1
COMMERCIAL
COLLECTIONS FIRM
Altus is the leading provider of A/R credit
collection management solutions.

Business Credit Reports

Want collection costs in
the single digits?

Better Intelligence, Better Results

1st Party A/R Management
Altus can extend your internal collections
team to enhance portfolio coverage and
A/R performance.

Pre-Collect low cost alternative to
collections
Help clients get paid quickly while
preserving relationships and cutting
collection costs

Our pre-collection program recovers over 50% of every dollar
placed at an average cost of less than 1%

SERVICE

TECHNOLOGY

RESULTS

Rudy Schatzmann ∙ National Account Manager
Toll Free: 800-509-6060 Ext. 1122 ∙ Direct: 504-302-0615 ∙ Mobile: 303-681-6744
3rd Party Contingency Collections
RudySchatzmann@TrustAltus.com
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Commercial Law League of
America Certified Agencies

When You Need Help With
Commercial Debt Collection,
CLLA Certified Agencies Deliver:
•
•
•
•
•
•
•

Maximum dollar recovery
Prompt remittance of funds
Adherence to rigorous Code of Ethics
Mandatory Surety Bond protection
Separate trust accounts
Reputable collection practices
Agency stability

• Audited annually by an independent

third-party CPA firm
• Mandatory continuing education for
agency executives
• In business for a minimum of four
years
• Endorsed by the International
Association of Commercial Collectors
(IACC)

The Original Commercial Collection Agency Certification Program
Since 1975, the Commercial Law League of America (CLLA) has been certifying commercial collection
agencies who have earned the right to be recognized as industry experts. CLLA certification is
a voluntary, in-depth examination process that requires agencies seeking certification to meet or exceed
standard financial guidelines. Only agencies with the highest standards earn the CLLA certification.

Look for the CLLA Certification Seal.
To find a CLLA Certified Agency near you visit www.clla.org/list-of-certified-agencies/
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2022 Complete Executive Compensation Study Highlights
Roles & Responsibilities and Comparative Compensation September 15, 2022

Here is your opportunity to purchase this comprehensive review of compensation and
related roles and responsibilities across order-to-cash:
• Detailed analysis based on hundreds of responses
• Provides independent data points to compare against your current profile(s)
• Available now in the CRF Knowledge Store - CLICK HERE
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2022 Platinum Partners

The Commercial Collection Corp. of NY, Inc.

The Credit Research Foundation is very fortunate
to receive support from our Platinum Partners.
Their contributions and collaborative efforts help the Foundation maintain
activities at the level at which our members have become accustomed.
While these firms and the services they provide are very familiar
to our members, you can learn more about them by clicking HERE.
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2022 Friends of the Foundation

This group of attorney firms, in addition to their
intellectual contributions, has stepped forward to offer
financial support to the Foundation, for which CRF
and its members are very grateful.
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Board of Trustees
Officers

Trustees

Jackie Mulligan
Procter & Gamble Distributing LLC
Interim Chairperson

Bob Anderson
Hubbell Incorporated
Shawna Arneson
Avalara

Kurt Albright
Uline Inc
Vice Chairman, Finance

Paul Catalano
ABC-Amega Inc
Dan Harvick
Ben E. Keith Company
S. Curtis Marshall
The Coca-Cola Company
Rick Russell
ABC Supply Co Inc

Credit Research Foundation Staff
Bill Balduino
President & COO
Matt Skudera
Chief Content Officer
Mike Bevilacqua
Senior Vice President, Education, Training & Content
Cheryl Weaverling
Chief Financial Officer
Yesinne Alvarez
Chief Development Officer
Angela McDonald
Director, Membership & Communications
Alyssa Ferro
Digital Marketing Coordinator
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