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Objective: Maximize Account Recovery
Strategy: Allocate Resources in the MOST effective manner
Process: Quickly identify a consumer's ability and willingness to PAY

Consumer Categorization Model

CAN & WILL PAY CAN BUT WON'T PAY
Financially able Avoids debt
Willing to honor commitment Disputes debt
Forgets payment deadlines Dissatisfied with service
Poor budgeting habits Identity theft or fraud

Moves around frequently

Payment plans needed Unemployed
Frequent contacts Deceased
Settlement offers Bankrupt
Suggest alternate sources Disabled
Incarcerated

CAN BE PERSUADED TO PAY CAN'T AND WON'T PAY

What percentage of delinquent receivables will fall into each category above? This
is unknown until the recovery process begins at eRS.

The higher percentage of receivables in C or D categories, the lower the recovery
dollars. The higher percentage of receivables in A or B categories, the higher the
recovery dollars.

What other variables contribute to the likelihood of recovery?

AIR type, i.e. healthcare, government, retail, rental, utility/telco or commercial
A/R age, i.e. length of time from date of service/sale

A/R balance

Extent of recovery efforts prior to outsourcing to a professional service
Quality of consumer/patient locating/contact information

Accuracy of accounting on the creditor's part
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