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tions touch on every possible motivational strategy to convince 
us to buy a fractional piece of real estate. We have much to learn 
from them.

In each of our collection operations we should develop our 
own set of sales strategies. Some of the approaches we can 
address might include: formulating discounts, putting accounts 
on sale, special accommodations and payment plans, negotiated 
settlements, financial counseling, and education on the impor-
tance of good credit. Educate your collection staff relative to 
sales strategies that work for your consumers.  

In these difficult economic times we need to utilize every pos-
sible strategy to win the debtor’s payment. In traditional busi-
ness, a sales representative knows their competitors. The widget 
maker knows all the other widget makers. The insurance sales-
person knows all of the other insurance carriers and their prod-
ucts. The collection agency knows their competitive colleagues 
and what they offer. However, with consumers, we have many 
other creditors and agencies asking for money. All of them want 
the balance in full now…today…immediately.  We may never 
know ALL of the other firms asking for money. Knowing this 
fact, we must position ourselves to get the money NOW by 
motivating and selling the consumer that your account is the 
most important account to pay today!

In future columns we will continue to look at skill set devel-
opment that enhances the collector’s performance. Do you have 
a sales technique you would like to share with colleagues in our 
column?  We’re interested in your stories, techniques and feed-
back. Contact us so we can include your thoughts in a future 
column. Until next issue, I am on the road in a collection office 
near you! 

Harry A. Strausser III is president of Remit Corporation/Interact 
Training & Development. Contact him at harry@remitcorp.com.

HHuman beings are so interesting aren’t they? If you are reading 
this article, I am presuming you are of our species.  We have 
the ability to reason and communicate in remarkable ways. We 
possess strong emotions that often direct our decision-making 
process. We enter and leave relationships based on elements 
within and outside of our control. We have five digits on each 
hand allowing us to type at our computers. We have oppos-
able thumbs (this fact distinguishes us from virtually all other 
life forms) that allow us to easily pick up the purchases we just 
made at the store, drive the new sports car we just had to have, 
and button the designer shirt we didn’t need, but bought so eas-
ily on our credit card!

These known facts can actually be an enormous benefit to 
the collection representative. A concept that has assisted many 
professionals in all levels of collections is the Sales Approach 
to Recoveries. The basic tenants of this philosophy are that the 
average person is very motivated and sometimes manipulated 
by the strategies employed in the sales process. The very factors 
that convince a consumer to make a purchase can later be used 
to persuade them to pay on their past due obligations.

When a gentleman goes to the men’s clothing store to buy a 
suit — just a suit — for a special occasion, he will often leave the 
store with a shirt, belt, socks, matching shoes and the perfect tie! 
I personally believe there is a conspiracy with ties. Just as I leave 
the dressing room assessing the fit of the new suit, spotlights are 
focused upon an incredible tie across the room. It is as if music 
crescendos as the sales person comments on the perfect match of 
that tie with my suit. You have to buy it, of course.  

Perhaps you need a cable for your computer. You enter the 
mall with a very specific mission to enter the Radio Shack store, 
buy the cable and return home. However, a large banner at a 
retail store catches your eye, “80% Off  Clearance Prices.” Some-
how, you find yourself in the store scrambling through the sales 
racks. It is almost an out of body experience. We buy things we 
don’t need because they are just so cheap.

When was the last time you were on vacation? Have you ever 
encountered the Timeshare Sales Representative? I conduct col-
lection training for several well-known timeshare corporations. 
Sales are skyrocketing! These sales professionals are brilliant. 
They catch us when we are in a good mood, enjoying a beautiful 
location, bonding with our friends and families. Their presenta-
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The Sales Approach to Collections

“Formulating discounts, put-
ting accounts on sale, special 

accommodations and payment 
plans, negotiated settlements, 

financial counseling on the 
importance of good credit. ”


