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Access - Committed to Your Needs

As many of you know when I joined Access a
few months ago, I was excited because Access
stood out from many other agencies in their
continuing commitment to Campus Based
their approach to
collections that has proven to return more of—"‘

Business and unique
a schools funds in a timely fashion while returning the former

debtor to the status of “Happy Alumnus®.

In my short time with Access, I am more excited and more
impressed by Tom Gillespie and his team as everyday I see
growth and innovation along with a commitment to learn and
incorporate ideas that will benefit you—our clients!

In this edition of The Quarterly Access you will read about
how the American Business Awards recognized our company
and presented us with “People’s Choice Stevie Awards” for
innovations that Tom and his team invested time, research and
money to perfect. You will also see that we have continued to
expand and add to our Higher Education team, as in addition
to bringing me on board, Ann McGough, who many of you
know and I have had the pleasure of knowing and working with
over the years, has joined the Access Higher Education
Marketing Team and will be working closely with Pam Long to
keep us growing in the years to come.

We are committed to YOU! Please let us know what we can do
to serve your needs in any way!
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Ann McGough Joins Access

Ann McGough comes to Access with over a decade of |
experience in campus based collections. She started
her career as a Compliance Officer and progressed up
through the ranks to Vice President of Marketing with
a major collection firm. Her experience includes
serving on the Perkins Task Force for COHEAQ,
Conference Education Committees, Chairperson of
NACHA sub-committee, in addition to attending and being an active
member of many regional associations such as EARMA, Texas Buc$,
NYSOBBA, MASFSA, KASRO, ILSA, Minnesota Collections Conference,
PDG and NACUBO. She has also presented on many subjects related to
the Perkins Loan and educational collections processes to various

campus based organizations.

When asked about joining the Access team she told us: “l am excited to
be part of Access Receivables. | believe Nice People Collect More®
is the most effective way to communicate with student borrowers today.
That, combined with Access’ Default Management program, shows a
commitment to not only being successful in collections, but also
helping students learn how important their credit is and how to
manage it. Additionally, it is impressive that all the members of Access’s
management team are certified credit counselors and the fact that
collectors spend more time per call with each debtor show that It’s
about fiscal education! Access is committed to growing campus based
collections while some other organizations are getting out of the
business. Access is unique and is the way to do business in the future.
More is needed than just collections today. Ve need to focus on

financial literacy. Access is on the cutting edge.”

We welcome Ann to our team and are excited about what her
dedication, enthusiasm and experience can bring to our clients!
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Use a Marketing Approach to Debt Collections .. Tom Gillespie

An article by Tom Gillespie reprinted from “The World Press.com (June 2012)
All companies need to collect their Accounts Receivables to be successful. But that becomes

difficult if we start treating our customers as delinquents or write-offs, which is happening more and
more in this economy. When you consider the cost to obtain new customers, isn’t it worth the
effort to build a stronger relationship with your customer before they become delinquent?

Develop a Marketing Strategy for Collections. In today’s collection model, we need to sell
the delinquent customer on the value of paying the bill by framing it in terms of fiscal
responsibility and openness. Consider a multi-channel marketing strategy to create numerous
favorable impressions. This could include case studies of other successful customers, inserts,
websites that provide helpful business tips, social media and more. It can’t be faked—you really have
to care about your customer and develop solutions that work for them and your business. Of
course, that also requires listening, counseling, longer talk times and courtesy regardless of their
initial attitude.

Start With Education. Before you can collect a delinquent bill, your customer must be
listening. At Access we decided education was the best way to get them listening. So, we created
an unbranded website (www.whycreditmatters.net) to encourage our delinquent customers to

learn about their credit, credit scores, bankruptcy, credit repair, debt settlement and more. A “win
-win” requires giving something in exchange. Your gift is to educate your customer, and their gift is
paying their invoice.

Offer Special Finance Programs for Delinquent Customers. One example of compassion
and flexibility is asking the customer to sign a confessed judgment in exchange for extended payment
terms on an interest-bearing note. Continue to ship to them during their struggle with tighter
controls on new products. This will strengthen your position in case of default and also assist your
customer through a difficult period. The company that stands by me during hard times and even
continues to ship me goods is the one I'm going to be loyal to once I’'m back on my feet.

If You Build It, Will They Come? Your goal is to create a non-threatening helpful, friendly, and
understanding environment. Our multi-channel approach is designed to entice the customer to go
to our site, explore their options, create a desire, and motivate them to action. It should always be
easy for the customer to contact you to pay their bill or discuss their situation (have you ever
navigated your company’s website from your customer’s perspective!). The more channels of
communication you have available, the better.

And remember, your delinquent customer is not the enemy



http://www.whycreditmatters.net/
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wp w o) Stevie Awards

2012
BRONZE

STEVIE° WINNER

AMERICAN
BUSINESS AWARDS

Tara Gillespie (video producer) and Tom Gillespie, President of Access Receivables.

Access Receivables, a national debt collections firm based in Maryland, has been awarded a Bronze Stevie
Award in the Most Innovative Company of the Year category and another Bronze Stevie Award for
a video introducing that innovation.

The American Business Awards are the nation’s premier business awards program. All
organizations operating in the U.S.A. are eligible to submit nominations — public and private, for-profit and
non-profit, large and small.

Nicknamed the Stevies for the Greek word for “crowned,” the trophies were presented to
honorees during a gala banquet on Monday, June |8 at the Marriott Marquis Hotel in New York. More
than 500 nominees and their guests attended. The presentations were broadcast live by the Business
TalkRadio Network.

Access Receivables received its Stevies based on the firm’s “Nice People Collect More,”
business strategy. Its “non-adversarial” approach to debt collection seeks to work with debtors to help
them understand the consequences of bad debt and work out an achievable payment program. Since
the strategies implementation in November of 201 |, “Nice People Collect More” has resulted in a 40%
higher return than the firm’s previous collection methods.

More than 3,000 nominations from organizations of all sizes and in virtually every industry
were submitted this year for consideration in a wide range of categories, including Most
Innovative Company of the Year, Management Team of the Year, Best New Product or Service of the
Year, Corporate Social Responsibility Program of the Year, and Executive of the Year, among
others. This year marks the 10th annual competition.

If you agree that our “www.whycreditmatters.net” is best practices winner, you can follow the link below and vote
for us until August 29th as Best New Product! Thanks for your support!

http://www.stevieawards.com/FavoriteNewProducts.peopleschoice/default.cfm?
action=votewithlogo&sitetype=A&Nomination_|d=40A1ED83 18881 C9F1D6328DD2E6690086FEE96D4
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Financial Literacy, one Opinion Mark R. Goodman

One of the last projects I worked at when I was at Temple University dealt with
financial literacy. From a personal point of view, I am always surprised how little our
college students understand about finance, loans and money handling in general. I
guess I come from a generation where we learned about such things in high school,
as many did not go on to college, but began their “adult life” by getting a job, starting
a family or entering the military (there was a draft and a war) at age 18.

Today I see that most of our students come to college having spent 12-years
preparing to attend college and with little understanding of the fiscal obligations that
they are about to commit. At Temple we conducted focus groups and spoke with
students at all levels and from all backgrounds. The good point is that they were
anxious to learn, the bad was that they had taken on debt without really
understanding finance.

It seems that teaching financial literacy has become an obligation of the College
Business Offices, as parents and high schools have sent us the intelligent, but
uninformed. Temple and many other schools do offer a “Freshman Seminar” class
that both my Assistant Director and I volunteered our time to teach a couple sessions
on “Budgeting”, but in general financial literacy is not taught in the classroom!

Access’ “Why Credit Matters” that was mentioned in a previous article is a good
tool to point students to they can begin to understand the world of Credit — good
and bad! However, I believe that every campus needs to interact with the student
borrowers on a personal basis. The students we spoke to wanted better websites, but
shockingly, they also wanted and preferred meeting in small groups and learning
from professionals — Those of us who work in Credit and Collections and outsiders,
be they bankers or other financial experts, yes even speakers from agencies like
Access that care!

The students suggested that we speak to groups at dormitories or Campus
Organizations, of course they suggested we provide pizza and soda but they truly
wanted to have the information on HOW TO handle their financial obligations.

It is important to educate the students on financial literacy, the better educated, the
lower your default rates and higher the contributions. Please look at our website and
incorporate it in you process, if we can help in any way, call and talk to us — we are
Partners in this Process!
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ACCESS Receivables is a Woman Owned Business that has specifically been serving Campus Based Clients in Higher Education for
over two decades. We have chosen to remain focused in this area and our experienced management team is focused on developing the
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N ?}CB peﬂple Couect more. best means to help your students resolve their financial obligations and return to the campus to continue their education or as proud

alumni.

The goal of a third party agency is to preserve the relationship of the educational institution while collecting the debt. Our “Nice
People Collect More” approach helps ensure this occurs. We are an innovative leader in the collection industry as demonstrated by
being the first agency to offer a client web portal and secure online payment site for their debtors.

HOME OFFICE
Access Receivables Our clients have a secure view of all of their accounts via our client web-portal. This site is linked to our host system thus providing
M gmt Suite 310 clients with the ability to view the actual notes on each account placed with our company and more.
200 E. joppa Rd. We realize that when we’re collecting the university funds speed is important but also understanding the debtor’s situation. We use a
TOWSOI‘I, MD 21286 process in collecting that has been developed over the years to maximize recoveries for our school clients that also maintains the rela-

tionship with the future alumni. We have highly trained collectors and have invested in a full time training manager to oversee new
and ongoing employees and provide staff with ongoing training for regulatory & compliance training in higher education. Additionally,
we maintain a consulting relationship with former campus based management so that we receive constant feedback and guidance from
the unique Campus based need perspective.

We will perform all functions in accordance with the rules, regulations & provisions of higher education lending that govern our busi-

Toll Free: 877-276-8600 ness including;:

Phone: 410-836-7465 »  Health Professions Student Loans (HPSL)
. . Primary Care Loans (PCL)
e-mail:
pam.long@access- . Nursing Student Loans (NSL),
receivables.com

. Loans for Disadvantage Students (LDS)

. Federal Perkins Loans

. Institutional Loans

. Fair Debt Collections Practices Act and all laws (State and Federal) pertaining to Tuition and Fees
We follow the regulations, guidelines and have specific processes of collecting for education clients including:

On the Web at; *  Reducing Cohort default

accessreceivables.co

* We understand the importance of Cohort and for those institutions that refer cohort accounts to us, we work with
them to make sure that we bring these borrowers into repayment or have the correct deferment or forbearance ap-
plied.

« Bankruptcy law and its application in the education industry

«  ABC’s of tuition debt collection
Newsletter editor:
Mark R. Goodman

*  And school-specific information that govern:
+ Institutional monies
+  Deferment and entitlements
«  Perkins rehabilitation
«  Consolidation
*  Legal filing requirements
«  Other process as well as dispute procedures
To ensure we are abreast of ongoing changes in the industry, our Management Team monitors:
. IFAP (Information for Financial Aid Professionals)
. Various List Serves so we know what is on the mind of our Campus based clients
. ACA International for up to date information on all collection and bankruptcy laws

ACCESS offers a proven management team, innovative technology, the highest ranked skip tracing capabilities, exceptional staff and
a painstaking approach. These factors have propelled ACCESS to be the best performing vendor for many educational institutions in
the past and will for YOUR campus in the future. Call us at 2877-276-8600 to get all the details!




