COLLECTION LEVEL 1
Structure a telephone conversation with examples of formulations
Specificities of the collection post due date level 1:

This collection action is done just after the due date of the invoice. Objective is to make a cascading speech similar to the preventive collection action but this time based on the promise of settlement obtained during the first recovery action. The objective is to determine the real causes of non-payment, resolve them and get a new promise to pay immediately the bills payable.
Variation of different stages with a call on April 2 to payable accounting of the client. 
The bills were due on March 31st, and the customer had promised a bank transfer with a value date of 31st of March:
Step 1 – Purpose of the call
· Hello, Mrs. Smith of the company Axel. We talked on the phone on March 15 regarding the payment of four bills due on March 31. You had confirmed a transfer with value date 31 March but I have not received anything.
Step 2 - Finding the solution to the problem
· Can you tell me if the bank transfer has been done?
If the answer is YES, look with your interlocutor the reasons for non-receipt of payment (wrong bank details, transfer requested but refused by the bank for insufficient funds ...)
If the answer is NO, look for reasons for non-compliance with the commitment (forgetfulness, lack of signatory cash flow problem ... etc).
Here the client answers: 
· NO, the transfer has not been done because we are waiting for a settlement of one of our clients.
· I understand your situation but we have supplied the requested material and we allowed you a payment term and we now expect that your company complies with its obligations and pays us quickly. Should I assume that you have cash flow problems and are unable to pay us?
· No, it is a temporary problem.

· When can you make the payment?
· We will be able to pay the 25th of april.
Step 3 - Proposal and validation of an agreement
· To avoid problems and the billing of delay penalties accordingly  with the Act, I ask you an immediate transfer of 20% of the total amount and let me go back signed a bill of exchange of the remaining 80% due on April 25. Do you agree?
· Yes we can proceed in this manner.
· You must therefore make a bank transfer of eur xxx and I send you by mail the bill of exchange in the amount of eur xxx. I thank you to return it to me just after receipt.
Step 4 - Push the customer to commit to immediate action
· Can you send me the proof of payment today?
· Yes, I’m sending it to you by email this morning
This example shows the need to ask first open-ended questions in order to fully take the measure of the reasons of non-payment and then propose a solution acceptable to both parties without forgetting to be demanding (it is your customer who is in twists). Your company does not have to suffer the consequences of the relationship between your client and its customers. Demand immediate transfer of a part of the due amount ensures the good faith of the customer. The bill of exchange should avoid further delay after April 25.

In case of difficulty to contact the customer to obtain an agreement, sending a postmail is essential. Only writing can prove to the customer or to a court that you really sent dunning letters.
