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Our Offices Have Moved!!!!
NACM Connecticut Inc. has moved its offices from 52 National Drive, Glastonbury, CT, to 140 Hebron Avenue, Suite 100, P.O. Box 777 in Glastonbury, CT.  We moved into our new location in mid-May 2009 and are still settling into these new facilities.  Please update your database to reflect our new address!


FTC Red Flag Rule Compliance
Fighting fraud with the red flags rule continues to be a burning topic with many credit professionals today.  As the August 1, 2009 implentation deadline draws nearer, many credit professionals are still trying to figure out, do we have to comply with the rule as commercial credit grantors or is it only for consumer credit grantors.  The crux of the matter seems to be centered on the definition terminology for “creditor”.  In doing some investigation into the subject matter, we can only relay to you what we have uncovered.  

The definition of “creditor” is broad.  It includes businesses or organizations that regularly defer payment for goods or services or provide goods or services and bill customers later.  Utility companies, healthcare providers, and telecommunications companies are among entities which may fall within this definition, depending on how and when they collect payment for their services.  The Rule also defines a “creditor” as one who regularly grants loans, arrange for loans or extension of credit, or makes credit decisions.      Examples include finance companies, mortgage brokers, real estate agents, automobile dealers, and retailers offering financing or help consumers get financing from others, say, by processing credit card applications.  The definition also includes anyone who participates in the decision to extend, renew or continue credit, including setting terms of credit.  If you regularly extend credit to other businesses, you are also covered under this definition.
  

Fair and Accurate Credit Transaction Act of December 2003, Section 111 Amendments 
definitions, in subsection (r) ‘‘(5) CREDIT AND CREDITOR.—The terms ‘credit’ and ‘creditor’ have the same meanings as in section 702 of the Equal Credit Opportunity Act.  The Equal Credit Opportunity Act, Section 702 (e) – Definitions, defines "creditor" as any person who regularly extends, renews, or continues credit; any person who regularly arranges for the extension, renewal, or continuation of credit; or any assignee of an original creditor who participates in the decision to extend, renew, or continue credit.   The Equal Credit Opportunity Act, Section 702 (f) The term "person" means a natural person, a corporation, government or governmental subdivision or agency, trust, estate, partnership, cooperative, or association. 

And there it is, if you regularly extend credit to other businesses, you must comply!  We hope this helps you to unravel the question of, do you have to comply with the FTC Red Flag Rule by August 1, 2009.



Too err is human.  But, if you really want to foul things up, you’ll need a computer! 



How Well Do You Remember?

After fifty years of providing valued credit services to you, our members, we thought it might be fun to jump aboard the Association train for a ride into the past and thereby challenge your memories and knowledge of how, we got to where we are today.  So, if you are daring and willing, then jump aboard the train to memory lane!!!  All Aboard!!!!

1. What name was “The National Association of Credit Management Connecticut Inc.” known by before 1977?    
2. Who was or is the longest active employee of NACM Connecticut?   
3. In what month and year did NACM Connecticut move into its new building at 52 National Drive, Glastonbury, CT?   
4. What was the Certified Credit Executive (CCE) designation titled before it was CCE?  

5. When did the CCE designation first appear on the scene? 
6. In what year was the NACM National founded? 

7. Who was the founding father of the National Association of Credit Management?  
8. What was the NACM CT Association’s newsletter titled until 1996? 

9. What year or years did NACM Connecticut host the NACM Eastern Regional conference?  

10. In what month and year did NACM CT open its website? 
If you were able to answer all ten questions and believe you have answered them all correctly, then please submit your answers to us by email at gdoane@nacmct.org .  We will automatically enter you in a drawing to win an MP3 player!!  Only those entries, which have correctly answered all the questions, will be eligible for the MP3 player giveaway.  You may enter as many times as you like but, only one lucky individual will receive an MP3 player. The drawing will be held on August 30, 2009.  Good luck.



An Executive was asked what the formula for success was.  It’s very simple, just ten simple two-letter words:  

“If it is to be, it is up to me!"

                                                                                                     Unknown

Education Report
Our first statewide luncheon meeting was held on April 22nd, 2009 at the Holiday Inn in North Haven, Connecticut.  Mr. Robert Santy, President and Mr. Jeff Blodgett, Vice President and Economist of the Connecticut Economic Resource Center addressed Association members on the effects of the Connecticut and U.S.economies on businesses in Connecticut.  The economy continues to be in the forefront and everyone in attendance found the Robert and Jeff’s insight very informative and useful.  Many questions were put to Robert and Jeff with very concise answer given.  A special thank you to our education committee, Ted Kryspin and Jared Smith for working so diligently to put the meeting together.  Remember, knowledge is power, be informed!  
The education committee continues working on seminars and workshops for 2009 throughout Fairfield and/or Hartford counties.  If you have any ideas for workshops, seminars, or training, contact NACM Connecticut at nacmct@nacmct.org Attention: Marketing Department.  Further details will be forthcoming! 

NACM Connecticut partnered with other NACM affiliates in the Business Credit Learning Center, a 24-hour online learning facility that you can take advantage of!  You may select from one of the 70+ recorded webinar programs or you may select one of the many live webinars available for training.  Either way, these can be viewed by you in the comfort and convenience of your office, your conference center, or even at home.  The average fee for a webinar is $80.00.  
You can view this site at http://onlinebusinesscredittraining.com/moodle/index.php  
The educational opportunities and benefits of this site are incredible. Remember knowledge is power in our profession! Enjoy the knowledge benefit you are sure to receive when using this site!


 NACMCT Website Update
 www.nacmct.org
NACM Connecticut’s website was recently updated with our National and Regional Industry Credit Groups.  The link to this list is located in the member services section.  
NEW LINK – A request for more information link has been placed beneath the calendar in your member services section.  This link is for those desiring to know more about the services offered by your Association.      
Useful Credit Tool links were completely updated during the month of January.  However, we are always looking for new links to benefit the entire membership.  Do you use a useful link, which you think would be beneficial to others!  Then please let us know at nacmct@nacmct.org

NEW – Online Collections Claim Form.  The new online placement form is now ready for use by those members desiring to place their collection claims electronically with NACM Connecticut.  
NEW – 2010 Scholarship Application – The scholarship application is for those seeking assistance to pay tuition for 

     credit related courses and is open to any member company’s employees.  

113th Credit Congress - Update
There were few clouds in the sky for NACM’s 113th Credit Congress in sunny Orlando, Florida.  The Rosen Shingle Creek resort provided an all-in-one venue.  Amidst the luxury resorts splendid landscape this year’s Credit Congress provided numerous educational offerings which cannot be found anywhere else.
Monday’s General Session  opened with NACM Economist Chris Kuehl, Ph.D. addressed attendees and gave a nod to participants in NACM’s Credit Managers’ Index (CMI) for contributing to the effectiveness of the CMI as an economic barometer. “One of the criticisms of economists is that they only understand money in the theoretical sense,” said Kuehl. You guys don’t deal with money in the theoretical sense. You don’t deal with the abstract. You’re looking at what happens.” 
The General Session was headlined by author of Awakening Corporate Soul, Dr. John Izzo, who took the stage, delivering an inspirational and emotional presentation on finding happiness and purpose in life. Many attendees were brought to tears by his stories that married pursuits in the corporate world with lessons from spiritual traditions from the East and West.  “You have to train your mind for happiness. You have to train your mind to be in the moment,” said Izzo. “Whenever you find yourself in a moment other than the moment you are in, you have to gently bring yourself back. Train yourself to have no regrets and to not indulge worry.” 

Tuesday's Super Session included an engaging presenatation by author Steven Little, author of The Milkshake Moment: Overcoming Stupid Systems, Pointless Policies, and Muddled Management to Realize Real Growth. Little spoke about bridging the gap between the credit and sales functions, as he sought to have credit managers redefine and recognize the scope of their role in the corporate structure. “Credit terms—terms, payment terms—are a pricing function,” said Little. “In classic marketing, you understand that there are only four ‘Ps’: product, price, place and promotion. So, can we agree, when you set credit terms it’s a marketing function. In fact, we can go so far as to say that you don’t have a contentious relationship with the sales and marketing function, you are, to a large degree, part of the sales and marketing function.”

There’s always more to Credit Congress than just the opening ceremonies and keynote speakers. There are various  networking luncheons and receptions and the Expo, featuring a multitude of credit-related vendors. The educational sessions confirmed the pertinence of staying professionally vital and active with the conference’s slew of experts that presented a variety of topics important to the credit industry.
The next Credit Congress is May 16-19, 2010 at the Rio Hotel in Las Vegas, Nevada.  Mark your calendars now!


!!!!! Incentive Program !!!!!

A  one-time $75.00 cash incentive will be given to any member referring a new industry group prospect that becomes an NACM Connecticut group member and pays for their membership.  Will you be among those who are receiving $75.00? With all the different industry credit groups we administered to, questions arise!  Call if you have any questions?   

Credit Help Line Service – is available to all members for special assistance on your general credit and collection 




        problems!!!
Call 860.659.2666 or email nacmct@nacmct.org with your questions.



NACM Connecticut is always looking for credit related topics and articles to put into your newsletter.  If you have a subject and would like to share it, please write it up keeping it to 500 words or less.  Then you may submit it to NACM CT via email at gdoane@nacmct.org. Looking forward to your articles!   

















































































































































































































































































































































































































































































































































































































































































































































� Federal Trade Commission, Fighting Fraud with the Red Flag Rule, A How-To Guide for Business,(March 2009),  p. 9-10 
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