COLLECTION LEVEL 3
Structure a telephone conversation with examples of formulations

Specificities of the collection post due date level 1:
This recovery action occurs when the late payment is more than 35 days despite numerous telephone and written reminders from you. This situation is unacceptable for your company and unjustifiable by your customer. A final call is possible before sending a letter of formal notice with acknowledgment of receipt which will clarify if your customer wants to pay you or if a litigation action will be necessary to get this amount back on your bank account.
Variation of different stages with a call on May 20 to payable accounting of the client. 
The bills were due on March 31, and the client successively promised the payment for the 31 March and 25 April. Your telephone reminders and dunning letters with acknowledgment of receipt did not get any result
Step 1 – Purpose of the call
· Hello, Mrs. Smith of company Axel. I remind you about the installment of March 31 for an amount of eur xxx I still have not received the payment despite several promises and dunning letters. Is that the payment in progress?

· No, the bank transfer os not done yet
Step 2 – Inform the debtor that you are going to send a letter of formal notice, leaving the door open for discussion
· Given the depth of the overdue which is more than 5 weeks, I inform you that we have no choice but to send a letter of formal notice. I sincerely hope that we can avoid a legal action, which would be damaging for your company and that you will pay all due invoices including delay penalties before the deadline of the formal notice.
This example shows that at this stage it is understood that your customer has not kept its promises and that he has not been sensitive to friendly reminders made ​​so far. He has therefore decided to not respect its commitments and to continue to enjoy your own money.

The act of sending a formal notice and to inform him confronts him to a choice of a nature much more dangerous. Is he willing to risk a lawsuit against him with all the consequences that entails? 

· loss of credibility on the market, and with banks and credit insurers 

· cost and lost time to defend himself

· loss of a supplier… etc.
· It is highly probable that the customer pays or seeks to obtain a new agreement on a payment schedule. If this is the case, make sure you have all guarantees:
· Obtain an immediate partial payment for proof of his good faith,

· Define an acceptable schedule of payment that does not drag over time.
· Obtain guarantees on the agreed deadlines. A bill of exchange endorsed by the bank for each maturity date coming brings some surety to be paid.
