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Visit Caine & Weiner at Booth #309! 
Look inside this newsletter for a printable invitation to the  
NACM Connect and Caine & Weiner Hospitality Reception! 

Are You 
Going? 

We’ve Moved! 
C&W New Corporate Office on  

Sepulveda Blvd. in Sherman Oaks

http://www.nacmgs.org/transportation-revenue-management.html
http://survey.constantcontact.com/survey/a07ef8lx5fdjf3416k2/start


IT’S ALL ABOUT THE CUSTOMER 
Sales Techniques to Build Your Business 

It’s all about the Customer Experience:  

Stop selling and listen to learn: 

Test their current process: 

Create value and focus on your differentiators:  

Always end a call or meeting with an action item. 

Be humble, thankful and honest:  

Brad Schaffer 

Greg Cohen Speaks at IACC Conference 

http://www.caine-weiner.com/team-details/brad-schaffer/
http://www.caine-weiner.com/about-us/mission-statement/


 

Shamaria Smallis named Caine & Weiner Chief of Staff 

Caine & Weiner congratulates 

employees for excellence 

Lisa Newberg Irving Masliah Kara Vieau 

Jim McGee Rich Alex Kenny O’Rear 

Conference Circuit Roundup 

ARE YOU  
GOING?  
CLICK HERE  
to let us know and 
see next page for 
your printable invi-
tation to the NACM 
Connect and Caine 
& Weiner Hospitali-
ty Reception Sun-
day, June 10, 6-8 
p.m.  

Be sure to visit  
Caine & Weiner  
at Booth #309! 

Transportation 
Revenue 
Management 
Group 

http://survey.constantcontact.com/survey/a07ef8lx5fdjf3416k2/start
http://survey.constantcontact.com/survey/a07ef8lx5fdjf3416k2/start


Print this invitation and bring it with you to Credit Congress 

We look forward to seeing you! 



 

CCN FACTOID: 

1. How often do you remit payments on money recovered from debtors? 

2. How often will you make progress reports on the status of your collection efforts?

3. How do you collect accounts? 

4. How long will you work on an account before recommending that an account be turned over to an attorney?

5. If your in-house collection efforts don't work, what happens next with the claim? 

6. How would funds received from your collection efforts on our behalf be segregated from other cash?

 Questions to Ask a Prospective Agency

THE BIZ  
archives

Collections Best Practices 

 

 

 

 

 

 

 

 

 

OPEN HOUSE 
APRIL 25

https://71lbs.com/partner_signup?partner_cd=caine
http://www.caine-weiner.com/home/newsletters/


The Challenges 

1. Incomplete or Irrelevant Data

2. High Work Volume vs. Budget Constraints

3. Pressure from Sales Teams

The Solutions 

Investing in Actionable, Predictive Data

Cutbacks & Automation

Set Rules for Decisions through Algorithms

Top 3 Challenges Credit Managers Face 

and How To Fix Them 

Increase revenue and minimize risk by addressing  

these common challenges tactically and head-on 

 ACH Brings  

Faster Remittances  

CLICK HERE  

to request ACH for 

your remittances. 

Automate your  

collections with  

Cortera Pulse. 

and 

CLICK HERE  

for a FREE trial! 

Working together  

to maximize your  

collections results. 

New Bank for  
Client Payments 

Commercial Bank  
of California 

CLICK HERE 
 to request our  

bank ACH information. 

mailto:iwantACH@caine-weiner.com
http://see.cortera.com/sign-up-for-caine-weiners-co-branded-version-of-pulse
http://see.cortera.com/sign-up-for-caine-weiners-co-branded-version-of-pulse
http://www.caine-weiner.com/
http://see.cortera.com/sign-up-for-caine-weiners-co-branded-version-of-pulse
http://see.cortera.com/homepage-whitepaper-download
http://see.cortera.com/homepage-whitepaper-download
mailto:special@caine-weiner.com

