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look at that can help reduce cost are licensing fees. With fee 
revenue down many of us have either had to lay off people or let 
the natural course of attrition reduce our work forces. With less 
account reps, are you over licensed with your collection software 
or your dialer software? If you are, there could be a significant 
savings by suspending your licenses and not paying the monthly 
maintenance on them until times get better and your agency 
becomes fully staffed. If you are over licensed by just 10 licenses 
on your collection software and dialer you could have an annual 
savings of around $8,000. Needless to say the more you are over 
licensed the bigger the impact to your bottom line. 

Before you go suspending licenses, call your collection system 
and dialer provider to verify that you can suspend your license, 
so that when you want to reactivate them, you can, at no addi-
tional charge. If your software vendor and dialer vendor are 
good partners they will gladly accommodate your request, but 
in the event they will require you to repurchase them, you will 
need to offset the cost of a new license versus your savings. This 
type of software audit should also be done on other software 
products you use on your servers or PCs. Many products are 
annual renewals but make sure you are not blindly renewing the 
same amount year after year without knowing if you have a real 
need for them. 

This is not an easy task for an I.T. group to go through but in 
today’s tough times it is a necessary one. 

Brian Cutler is vice president of Asset Performance Group Infor-
mation Technology, a division of Sallie Mae in Niles, Ill. Contact 
him at bcutler@arrow-financial.com.
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Make Sure You Are Not Paying for 
  Technology That Cannot Help you

“ If we can’t make money 
with our technology we 
need to look at ways to 
save money with it. ”

As of July 10th I will have been at Arrow / Sallie Mae for 30 
years, so as you can see I have been doing this for a very long 
time. Over the last 30 years I have pretty much done every job 
you can do in a collection agency from collections to I.T. I must 
say over that period of time I have never seen a gloomier set of 
circumstances than I see today within our industry.

Gas is at $4.00 a gallon, home foreclosures are at an all time 
high, food prices continue to escalate, unemployment is up and 
people are making decisions whether to eat or fill up the car. 
With all that going on we are in a position to try to collect debt 
from people who can barely keep a roof over their heads. Charge 
off rates continue to increase and fees that our clients are paying 
are at an all time low which equates to us getting more uncollect-
able accounts that we continue to spend money on. The stars are 
aligned for a very difficult 2008. What can we do about it? 

I normally try to write about things in the technology column 
that can help make us more money but in these economic times 
that seems to be much more difficult to accomplish. There are 
all kinds of tools out there that can make more calls, send more 
letters, find more skips, but at the end of the day a contact that 
is made to a customer that can’t pay his mortgage, results only 
in additional cost to your agency. So, if we can’t make money 
with our technology we need to look at ways to save money with 
it. The most obvious tool is the use of a scoring model for seg-
mentation of your accounts and only put work effort and cost 
into what the model deems to be highly collectable, but since we 
have not experienced such an economic downturn, how accurate 
are these models? Most models work off historic data.  A great 
example of how a model could be flawed is: a homeowner who 
has a current mortgage would normally increase that person’s 
score. Does this factor still influence the model as a positive 
result? As we have all seen, if that current mortgage is an adjust-
able rate mortgage and the ARM is about to expire, that person’s 
mortgage can be going up several hundred dollars a month and 
that person now becomes one that is very likely not to be able 
to pay his debt. 

So we need to make sure we are not paying for technology 
that cannot help us or that we are not using. Some areas we can 


