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M embers of IACC headed to 
Austin, Texas, in June for the 

2022 Mid-Year Conference. Everyone 
had a blast catching up and it was great 
to see each other and reconnect both 
virtually and in person. Before we get 
to the session summaries, we have a few 
people to thank. 

For Our Attendees 
A special thank you goes out to all of 

you who took time away from the busy 
demands of your office to attend the 
conference both virtually and in Austin. 
We had a total of 71 attendees. Without 
dedicated and active members like you, 
the conference would not have been the 
great success it was. Thank you! 

For Our Speakers 
IACC is grateful for the following 

members and guest speakers who shared 
their expertise and time by presenting 
sessions and sharing with the attendees:

 » Manny Newburger, Barron & 
Newburger, P.C.

 » Erwin Falkner, VYNTO GmbH & 
Co. KG

 » Jordan Charness, Charness 
Charness & Charness

 » John Myers, Caine & Weiner
 » Angela Olson, BARR Credit 

Services
 » Amy L. Pona, Gurstel Law Firm 

P.C.
 » Patrick Kilburn, Lloyd & 

McDaniel, P.L.C.
 » Rich Moore, ReedSmith
 » Randy Frazee, BARR Credit 

Services
continued on page 3
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Putting the “International” 
Into the IACC
By Brad Lohner, IACC President
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S ince my last communication to our 
IACC membership, we have had a few 

new commercial collection agency applicants 
from various parts of the world, and I expect a 
couple more soon.

Thanks for reaching out to your contacts 
and encouraging them to become members. 
One new applicant from India, CDCM Credit 
Risk Solutions India Pvt Ltd., recently attended 
IACC’s Mid-Year Conference. They paid a 
hefty amount to attend our conference and 
are serious about building their international 
business. I encourage everyone to reach out 
to them (debtcollection@cdcm.in) once their 
application receives final approval. Let’s help 
them quickly build their network. It is great 
for them and builds your own contacts for that 
part of the world.

On another note, summer is slowly winding 
down. With the summer pace being somewhat 
slower, now is a great time to work “on your 
business” rather than “in your business.”

For example, our management team was 
contemplating making some changes to our 
remittance cycles. Upon overhearing this 
discussion, I thought it would be a great hot 
topic discussion, so I reached out to several of 
my IACC contacts to see what they do and 
I got instant answers. It’s worth mentioning 
again that, while we compete fiercely against 
one another in the marketplace, if an IACC 
member has an issue, they can put it out to 
the group and receive lots of genuinely helpful 
information.

Our IACC executive director and her team 
are already gearing up for our annual conference 
in beautiful South Beach, a neighborhood 
of Miami Beach, in January. If you have not 
already done so, be sure to include the Miami 
convention in your 2023 budget plans. It 
promises to be an excellent event.

Have a great end of summer everyone!

Yours truly,
Brad Lohner

Join Our IACC LinkedIn Group 
Keep the virtual conversations going with IACC’s 
private LinkedIn page. Join now to connect with your fellow members!
This members-only group empowers you to network, get answers 
to your questions and find helpful resources from other collection 
professionals. 
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The Secret Sauce of a Successful Mid-Year Conference     continued from page 1

For Our Sponsors & Exhibitors
No conference can be completed 

without the participation and support 
from many parties. IACC would like to 
thank this year’s Mid-Year Conference 
sponsors: 

 » Bridge Capital Partners - 2022 
Diamond Sponsor

 » Level Set – Legal Guard
 » Wetherington Hamilton, P.A.
 » General Bar Legal Network
 » The Forwarders List of Attorneys
 » American Lawyers Quarterly
 » Smith Debnam Narron Drake 

Saintsing & Myers, L.L.P.
 » Totz Ellison & Totz, P.C.
 » Continental Recovery & Filing 

Solutions, CRF Solutions
 » CLLA Commercial Collection 

Agency Certification Program
 » Windham Professionals, AMS 

Division
 » Law Offices of Gary A. Bemis
 » Sweet & Walker, P.C.
 » CLLA
 » Teller, Levit & Silvertrust, P.C.
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A t the IACC Mid-Year Conference in Austin, 
members gathered for some fun at Pete’s 

Dueling Piano Bar, which bills itself as “a sing-along, clap-
along, drink-along and have-one-helluva-good-time spot.”

Several IACC members joined the fun onstage: singing, 
playing drums and even dancing! 

IACC’s Got Talent
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continued on page 6

A t the forefront of IACC’s Mid-
Year Conference this year was a 

buzz-worthy session hosted by Manny 
Newburger, founding shareholder and 
vice president of Barron & Newburger, 
PC, covering relevant consumer law 
issues currently affecting the commercial 
collection space.

In it, Newburger discussed a number 
of cases pertaining to the commercial 
debt collection industry involving the 
Fair Debt Collection Practices Act, the 
Fair Credit Reporting Act, relocation 
loans and more. Here are two cases he 
highlighted.

Slenk v. Transworld Systems
Regarding the FDCPA, Newburger 

cited a complex case, Slenk v. Transworld 
Systems, in which the plaintiff, Slenk, 
failed to repay a credit union loan on 
a purchased backhoe for his company, 
Slenk’s Builders. The account was 
assigned to TransWorld Systems, which 
sent Slenk seven collection letters in his 
capacity as an individual and called him 
and his wife numerous times at his family 
home. 

Slenk contended that he purchased 
the backhoe for the sole purpose of 
building his family home and driveway. 
It is undisputed that the backhoe was 
ultimately used by Slenk for this purpose 
only and was sold immediately thereafter. 
The backhoe was never used by Slenk’s 
Builders, nor has Slenk’s Builders ever 
been licensed to use a backhoe.

In response to Transworld’s actions, 
Slenk filed an instant suit alleging that 
Transworld’s collection practices violated 
the FDCPA, 15 U.S.C. Sections 1692- 
1692o. TransWorld moved for, and was 
granted, summary judgment by the 
district court on the grounds that the 

Session Highlight:  
Hot Consumer Law Issues Affecting Debt Collection
A look at hot-button consumer law cases within the commercial debt collection 
industry from Manny Newburger, founding shareholder and vice president of 
Barron & Newburger, P.C.

credit union loan was commercial in 
nature, and, as such, did not fall within 
the protective purview of these statutes.

The court concluded, “Because the 
applicability of the FDCPA in this case 
remains an open question, we decline to 
resolve the issue of whether Transworld’s 
initial letter to Slenk violated the 
FDCPA.”

“The undisputed evidence in the case 
at bar proves that the backhoe was used 
strictly for personal use and was never 
used by Slenk’s Builders. While this fact 
contradicts the representations made 
on the invoice, Slenk’s tax returns, and 
Slenk’s building permit applications, it is 
not the province of the district court to 
weigh conflicting evidence for purposes 
of summary judgment,” Newburger said 
in his presentation.

Aspen Skiing Co. v. Cherrett 
In this case, a bankruptcy court found 

that plaintiff Paul Cherrett primarily 
had a business purpose—not a personal, 

family, or household purpose—for 
incurring a housing loan of $500,000 
with Aspen Skiing Company as 
relocation compensation in addition to 
his $300,000 salary from his position 
with Apsen after using the housing 
loan to purchase a condominium for 
$995,000 near Aspen. 

Cherrett testified that he accepted 
Aspen Skiing Company’s salary offer 
and the housing loan so that he could 
“grow in salary and responsibility” 
and have the opportunity to oversee 
expansion of the Little Nell Hotel brand, 
a business venture he sought to oversee in 
partnership with the ski resort in Jackson 
Hole—where his family was located—
while still working with Aspen Skiing 
Company in Colorado. 

When the economy crashed in 2008, 
Aspen abandoned plans to expand the 
Little Nell Hotel brand with Cherrett 
and it became clear that Aspen would not 
be relocating Cherrett back to Jackson 

By Lori Bowes
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Session Highlight   continued from page 5

Hole. In 2009, Cherrett’s wife joined him 
in Colorado, and they sold their home in 
Jackson Hole. In 2011, four years after 
joining Aspen, Cherrett resigned from his 
position. 

After filing for Chapter 7 bankruptcy 
in 2013, the bankruptcy court found that 
Cherrett incurred the debt “so he could 
work at a very prestigious, top of the 
line, equal to the Four Seasons, equal to 
the best hotels in the world,” resort. The 
record leaves little doubt that the housing 
loan helped entice Cherrett to “leave a 
secured position.”

“This is not the ordinary situation 
where a person takes out a loan to move 
closer to a job for convenience or better 
schools, for example,” Newburger said. 

“This is the unusual situation where a 
person accepts a loan from his employer 
as part of a larger transaction to further 
his career. On these facts, the bankruptcy 
court did not clearly err when it found 
the housing loan and the annual bonus 
were part of Cherrett’s negotiated 
compensation package, undertaken for a 
business purpose connected to furthering 
his career, rather than a personal, family, 
or household expense.”

Final Takeaways
Overall, Newburger stated that 

commercial collectors should keep in 
mind the definition of a “consumer” 
under 15 U.S.C.S. Section 1681a(c) 
of the FDCPA when collecting from 

consumers and should consider that 
courts must “look to the substance of the 
transaction and the borrower’s purpose in 
obtaining the loan” in deciding whether 
it was incurred for “personal, family, or 
household purposes.” 

He added: "It doesn’t matter what 
the contract says or what the client 
says about the nature of the debt. An 
obligation incurred by an individual may 
be treated by the courts as a ‘consumer’ 
debt, even if the contract forbids using 
the money or goods for anything but 
commercial purposes. Thus, an agency 
that intends to collect only commercial 
debt may find that intent thwarted by 
facts outside of their knowledge.” 

Upcoming IACC Events and Education

Additional topics and dates will be added. Please visit 
the IACC Events calendar for the current events and 
details: members.commercialcollector.com/events.

Sept. 15
Collection Laws and Bankruptcy Fundamentals
Online seminar; 11:00 a.m. - 12:30 p.m. CDT

Oct. 11
Client Relationships
Online seminar; 11:00 a.m. - 12:30 p.m. CDT

Nov. 10
Legal Aspects of Commercial Collection
Online seminar; 11:00 a.m. - 12:30 p.m. CDT

Jan. 18
2023 IACC 
Annual Convention
Join IACC in South Beach, a trendy  
and quirky neighborhood of Miami Beach. 

Royal Palm South Beach Miami
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I n his Mid-Year Conference session, “A 
Taxing State of Affairs,” Rich Moore, 

an associate with Reed Smith LLP 
specializing in state and local taxation, 
dug into the taxability of collection 
services and your responsibilities as a 
commercial collector.

Currently, eight states tax collection 
services: Connecticut, Hawaii, New 
Jersey, New Mexico, Pennsylvania, South 
Dakota, Texas and West Virginia. 

“Most states do not tax taxable 
services,” Moore said. “However, the 
exception to the rule is that they need 
to be expressly stated. Most states have a 
specific statute that points to collection 
services and that’s how you’re aware you 
need to be collecting sales tax on this.”

Four states are presumed taxable 
service states: Hawaii, New Mexico, 
South Dakota and West Virginia. These 
have statutes of general applicability, 
taxing all services.

“If you did, say, a Control F through 
Hawaii’s statutory code, you’re not 
going to find debt collection services,” 
Moore said. “But you will find in this 
general statute that all service businesses 
need to collect and remit sales tax on 
their services. So collection agencies 
performing services and collecting debts 

Sales Tax: Your Responsibility as a Collection Agency
By Anne Rosso May

and other obligations are going to get 
swept up in that.”

He highlighted two states in particular 
that collectors should watch carefully. 

Pennsylvania
Adjustment and collection services are 

taxable if:
1.The debtor’s address is in   

        Pennsylvania; and
2.The creditor is doing business in  

        Pennsylvania.
The debtor’s address is determined at 

the time the account is placed with the 
collection agency.

“It does not matter where the debt 
originates and where the collection 
agency is located,” Moore said.

The creditor is presumed to be 
doing business in Pennsylvania if the 
debtor is located in Pennsylvania. But 
the collection agency can overcome 
the presumption with an exemption 
certificate from the creditor.

Adjustment services are defined as 
“an activity performed by a collection 
agency relating to the reconciliation 
or settlement of a debt on behalf of a 
creditor.”

And collection services are defined as 
“an activity relating to the collection of a 

debt which involves a collection agency, a 
creditor and a debtor.” 

Texas
Debt collection service is taxable if:

1. The debtor’s address in the creditor’s 
records at the time the account is 
placed for collection is in Texas; and

2. The creditor is located in Texas or is 
engaged in business in Texas at the 
time the debt is referred for collection.
If both the creditor and the debtor are 

located in Texas, sales tax is due.
“If you make telephone calls and send 

letters in your customer’s name to its 
debtor and you are paid a fee, even if you 
never collect on the debt, you still have 
sales tax on the fee that you’ve collected 
for that service,” Moore said.

Even if the debtors, responding to 
your calls and letters, send payments 
directly to the creditor, you should collect 
tax on your charge to your customer.

Moore pointed out that the fee for 
that service is subject to sales tax as well 
as regular income tax for your income 
based on that service.

“Even if the services that you were 
providing are not subject to sales tax and 
are not taxable in Texas, nevertheless, 
when we go to calculate your Texas 

continued on page 8
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franchise tax liability, those receipts are 
still tallying up to find out if you have 
nexus in a state,” he said. “So when 
Texas is looking at your liability to find 
out what you owe for the privilege of 
doing business in Texas, it doesn’t care 
whether that receipt that you’ve earned 
was subject to sales tax or not. That’s 
going in the bucket to find out what your 
franchise tax liability is.”

When an audience member asked 
about charging a legal management 
fee, Moore pointed out that it largely 
depends on how it’s going to be invoiced.

“Legal services are not taxable in 

Texas,” he said. “So you’ll want to make 
sure that shows up as a separate line 
item on an invoice. It’s very important 
to break those out, so that way if you’re 
under audit they can easily see this was 
a taxable service that was provided and 
this was a non-taxable service. If it’s all 
lumped together, that is going to be 
subject to sales tax.”

Two of the overall messages of Moore’s 
presentation were: 

1. When it comes to state taxes, 
no matter which state you’re 
looking at, it’s critical to have clear 
documentation; and

2. Your physical office location typically 
doesn’t matter when it comes to 
determining state tax.

“I’ve heard several times over the last 
few months from agencies: ‘Well, we 
don’t have offices there. We’re not doing 
business there so we don’t have to worry 
about it.’ That is largely irrelevant in 
this day of moving away from physical 
presence considerations and moving 
more toward economic nexus and 
economic connections with certain 
jurisdictions. That is a critical takeaway—
if you don’t remember anything else 
today, remember that.” 

Sales Tax   continued from page 7

1. How many states tax  
 collection services?

A. 0-10
B. 11-30
C. 31-50
D. How many states are  

 there again?

2. Which of these does not   
 matter in determining the   
 taxability of collection services in  
 Pennsylvania?

A. Whether the debtor’s address is in  
 Pennsylvania

B. Whether the collection agency is  
 doing business in Pennsylvania

C. Whether the creditor is doing  
 business in Pennsylvania

3. Which of these does not  
 matter in determining the  
 taxability of collection services  
 in Texas?

A. Whether the debtor’s address is in  
 Texas

B. Whether the collection agency is  
 doing business in Texas

C. Whether the creditor is doing  
 business in Texas

Test Your Knowledge on State Collection Taxes

? Answers:   1.  A       2.  B        3.  B

New Agency Member:

Beijing Yu Du Consulting Co., Ltd.
Primary Contact: Meng Yu
China
 

New Associate Member:

Bressler-Duyk Law Firm
Primary Contact: Marc Bressler Esq.
Bridgewater, N.J.

New Certified Collectors:

Nick Albanesi
Continental Recovery & Filing   

 Solutions (CRF Solutions)
Simi Valley, Calif.

John Padilla
Stevens Business Services, Inc.
Lowell, Mass.

Member Report
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O n May 18, 2022, the Consumer 
Financial Protection Bureau 

issued its Advisory Opinion to “affirm 
that the Equal Credit Opportunity Act 
(ECOA) and Regulation B protects not 
only those actively seeking credit but 
also those who sought and have received 
credit.”

The advisory opinion reminds us 
that the ECOA is a civil rights law that 
“protects individuals and businesses 
against discrimination in accessing and 
using credit.” While this opinion may not 
generally impact attorneys and agencies, 
it will certainly impact our clients, the 
trade credit grantors.  

Most trade credit grantors use a credit 
application or new account application at 
the onset of a business relationship with 
their customers, and most of those trade 
credit grantors have language contained 
on the application with the notification 
language, which is required by the ECOA 
and Regulation B.  

The ECOA and Regulation B require 
steps to be taken by a creditor any time 
there is an “adverse action,” which is 
defined as ’’a denial or revocation of 
credit, a change in the terms of an 
existing credit arrangement, or a refusal 
to grant credit in substantially the 
amount or on substantially the terms 
requested.’’

Succinctly stated, the three steps are: 
1. Notify the credit applicant that 

the ECOA is a federal statute that 
makes it unlawful for any creditor 
to discriminate against any credit 
applicant on the basis of “race, color, 
religion, national origin, sex or marital 
status, or age”1 ; 

2. Inform the applicant that if credit is 
denied, the applicant has the right to 
know the reasons for such denial; and 

CFPB Advisory Opinion on the ECOA 
Cautions Credit Grantors to Be Compliant
By Wanda Borges, Esq.

3. Upon request, provide that statement 
of reasons.  
There are specific deadlines for each 

of these steps to which adherence is 
required.

What many of our clients fail to 
remember is that at any point in the 
ongoing credit relationship, if credit 
is denied, or if there is a request for 
an increase in a credit line and that is 
denied, then those are also considered 
adverse actions under the ECOA and 
Regulation B, and the three steps must 
be followed.  

The advisory opinion issued on 
May 18 addressed this second phase of 
credit, stating that “some creditors fail to 
acknowledge that ECOA and Regulation 
B plainly apply to circumstances that 
take place after an extension of credit 
has been granted, including a revocation 
of credit or an unfavorable change in 
the terms of a credit arrangement.” The 
advisory opinion noted further that 
“some creditors fail to provide applicants 
with required notifications that include 
a statement of the specific reasons for 
the adverse action taken or disclose an 
applicant’s right to such a statement.” 

The definition of “applicant” includes 

“any person who requests or who has 
received an extension of credit from a 
creditor.”   

“Person” is defined as “a natural 
person, corporation, government or 
governmental subdivision or agency, 
trust, estate, partnership, cooperative, or 
association.”

The ECOA has always been 
understood to protect both individuals 
and small businesses from such 
discrimination and takes the definition 
of “individual” from the Fair Credit 
Reporting Act, which defines an 
“individual” as a “consumer.”  

Our clients who deal with small 
businesses or sole proprietors or who 
are holding personal guaranties must be 
particularly careful to comply with all 
aspects of the ECOA and Regulation B 
when credit is extended and at all future 
times if there is a refusal to further extend 
credit or where credit is terminated 
completely.  

Wanda Borges, Esq. is a principal member 
of Borges & Associates, LLC.

1 In 2021, the CFPB issued an interpretive rule to clarify that, with respect to any aspect of a credit transaction, the prohibition against 
sex discrimination in ECOA and Regulation B encompasses sexual orientation discrimination and generic identity discrimination, including 
discrimination based on actual or perceived nonconformity with sex-based or gender-based stereotypes and discrimination based on an applicant’s 
associations. 86 FR 14363 (Mar. 16, 2021) 9



B elow are the sections of IACC’s 
bylaws as amended in June 2022. 

The additions or changes are noted in 
red. To read the bylaws in full, visit  
www.commercialcollector.com.

Section 2. Application.
Application for membership shall 

be made on a form provided by the 
association for that purpose. It shall 
be submitted to the executive director 
for referral to the Membership Review 
& Authentication Committee for 
investigation and recommendation. It 
shall be accompanied by a remittance in 
full payment of dues (in U.S. funds) and 
written proof of statutory or surety bond 
coverage in effect, or an application for 
bond coverage through the association. 
Dues will be prorated the second year of 
membership based on join date (Article 
X, Section 1 Annual Dues). In addition, 
an investigation fee may be required in 
any amount set by the board of directors, 
which is not refundable. Notice of the 
pending application shall be published 
to the membership and 15 days shall 
be allowed for comment before final 
acceptance or rejection. If a membership 
application is rejected, the applicant will 
be notified in writing by the executive 
director along with the reason(s) for 
rejection. The applicant is welcome to 
reapply in one year if they can prove that 
they have cured the reason(s) for the 
initial rejection. If a rejected applicant 
reapplies after one year but cannot prove 
that they have cured the reason(s) for the 
initial rejection, or does not at that time 
meet the qualifications for membership, 
and is subsequently rejected a second 
time, they must wait 3 years to reapply. 

Section 2. Qualifications.
All members of the board of directors 

shall be employed by members of the 
association in good standing. To be 
nominated to run for a position on the 
board of directors, the board candidate 
must: 

Amended IACC Bylaws

a) Have been employed by a member 
company for two full years 
preceding the year of nomination.

b) Have attended at least one annual 
IACC conference during the past 
two (2) years.

c) Have the candidate’s name 
submitted to the general 
membership by the Leadership and 
Nominating Committee.

d) Candidates for the eight dedicated 
agency member board of directors 
seats must be from an IACC 
member agency involved in 
commercial collections. Candidates 
for the two dedicated associate 
member board of directors seat 
must also be from an IACC 
associate member law firm 
involved in commercial collections. 
Candidates for the one at large 
board of directors seat must be from 
an IACC member agency, associate, 
affiliate or law list member class.

e) A Candidate for the Emerging 
Leader non-voting board of director 
seat must be a person employed 
by an IACC member company, 
have a minimum of 3 years’ 
experience in the industry, must 
have demonstrated the potential 
for leadership and continuing 
service and must be nominated 
for the Emerging Leader Award in 
accordance with those criteria.  

f ) The nominee accepts with 
knowledge that they are to attend all 
board meetings during their term.  

Section 5. Past Presidents.
All past presidents who maintain 

membership in the association are 
honorary members of the board of 
directors provided however, that they 
shall have no voting rights, except for the 
Immediate Past President, nor will they 
receive direct and advance notification of 
meetings or meeting agendas. Nothing 
herein will prevent a past president 
from standing again for nomination to 
the board of directors as a voting board 
member.

ARTICLE VIII — Committees

Section 1. Standing Committees.
The president shall appoint members 

of the board of directors to chair the 
following standing committees, with or 
without subcommittees, to serve for one 
year:

a) Affinity Program

b) Audit

c) Compliance 

d) Education 

e) Emerging Leaders

f ) Grievance

g) International Development

h) Leadership and Nominating

continued on page 11
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Call for IACC 2023 Award Nominations

D o you know someone who 
deserves to be recognized? 

IACC presents two awards at our 
annual conference in January, which will 
be held in South Beach, Florida, this 
year.

IACC members can access award 
details and nomination information here. 

Leadership and Distinguished 
Service Award 

The IACC Leadership and 
Distinguished Service Award is presented 
annually to a member who has given 
their time and energy to better the 
association, exemplifies IACC values and 
standards, has emerged as a leader in our 
organization and who has conducted 
their professional and personal life in 
a manner that positively impacts the 
commercial collection industry.

Past Recipients 
2022 - Tony Terry
2021 - Robert Tharnish
2020 - Albert Knowles 
2020 - David Franklin 
2019 - Greg Cohen 

Robert P. Ingold Emerging Leader 
Agency & Associate Award

The Emerging Leader Award celebrates 
and encourages early career-minded 
collection agency and attorney professionals 
who have completed notable work of merit 
within their organization and the IACC, and 
have demonstrated significant promise of 
leadership, service and professionalism within 
the collection services industry.

Past Recipients 
2022  - Amy Gurstel (Associate Award),         

       Angela Olson (Agency Award)
2021 - Matt Garcia (Associate Award)
2021 - Jasim Darwish (Agency Award)
2020 - Bill Peterson 
2019 - Valerie Ingold

i) Marketing & Communications

j) Meeting/Conferences

k) Membership Development and 
Retention

l) Membership Review & 
Authentication

m) Newsletter

n) Public Relationships/Advertising/
Social Media

o) Strategic Alliance Advisory 
Committee (A Joint committee 
with the Commercial Law League 
of America)

Other than committee chairpersons, 
non-board members may be asked to 
serve on these committees. Chairpersons 
who are not on the board of directors 
may be selected at the option of the 
president, subject to the approval of the 
majority of the board of directors. The 
committee names may change, provided 
charter remain the same.

ARTICLE XIII – Certification
The purpose of agency certification 

is to demonstrate that certified agencies 
adhere to relevant regulations in the 
collection of commercial debt, that 

the agency is using Generally Accepted 
Accounting Principles (GAAP) or other 
accepted accounting principles, and 
adheres to standards to protect and 
safeguard their clients’ funds.

The Commercial Law League 
of America and the International 
Association of Commercial Collectors 
have entered into a strategic alliance to 
enhance and market the certification of 
commercial collection agencies pursuant 
to a Memorandum of Understanding 
dated September 19, 2014, an Agreement 
between the two organizations. 

Amended IACC Bylaws   continued from page 10

2023 IACC  
Annual Convention
January 18-20, 2023
Royal Palm South Beach Miami

Save 
the Date!
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A t the IACC Mid-Year Conference, 
the Emerging Leaders Committee 

kicked off a discussion about leadership. 
Panelists Amy Pona with Gurstel Law 
Firm, PC, Patrick Kilburn with Lloyd & 
McDaniel, and moderator Angie Olson 
from BARR Credit Services Inc., led a 
conversation about current leadership 
trends.

Developed from an article from 
GetSmarter.com, “10 Global Leadership 
Trends in Business for 2022,” Amy 
and Patrick took attendees through a 
captivating, timely discussion of 10 areas 
that business leaders are focused on this 
year.

1.  Investing in Diversity and  
 Inclusion

The importance of embracing 
diversity, equity and inclusion (DEI) 
and prioritizing it at the leadership 
level will help unleash the potential of 
your employees, creating a better, more 
engaged workforce. It also helps to 
increase the company’s earnings. A focus 
on diversity can help improve retention, 
recruiting, profits and performance.

2.  Fostering Emotionally Agile  
 Leadership

Empathy and emotionally agile 
leadership—whether it’s realizing that 
instructions aren’t clear and clarifying 
them, keeping in touch with both 
remote and in-person workers to ensure 
that the workload is realistic and not 
overburdening, or checking in on the 
emotions of employees and making sure 
that their mental health isn’t suffering—is 
how great leaders can prevent burnout in 
their teams.

3.  Learning to Lead Several   
 Generations

In today’s professional environment, 
baby boomers, Generation X, Generation 
Z, and millennials are all working 
side-by-side in a multigenerational 

Leadership Trends in 2022
By Patrick J. Kilburn, Amy Pona and Angie Olson

workforce that boasts different values 
and working styles. A multigenerational 
workforce has the opportunity to 
learn from one another, fostering a 
culture of collaboration, teaching and 
understanding. It’s essential to encourage 
teams to work together and learn from 
each other’s experiences, which will allow 
the business to thrive.

4.  Launching More Female   
 Leaders

Fortune’s latest list of Fortune 500 
companies showed a record number of 
female leaders: 41 women are leading 
companies, holding 8.1% of CEO spots. 
Records are being broken as well. This is 
the first time that two Black women are 
on the Fortune 500 list.

5.  Fostering Employee  
 Well-being

Employee wellness—a term that 
typically refers to employees’ physical 
health and has found a broader identity 
as “well-being”—encompasses not only 
physical, but environmental, emotional, 
financial, and social health. Ensuring 

your employees prioritize their well-being 
and fostering programs to help them do 
so is a key feature of strong leadership.

Examples of well-being programs and 
benefits: 
	Flexible work arrangements  
	Group volunteer efforts  
	Fitness opportunities and   

 challenges  
	Stress management support  
	Mental health awareness and   

 resources  
	Financial wellness awareness   

 and resources 
	Focus groups with company   

 leaders  
	Social groups and events 

6.  Fighting for Authenticity
Authenticity in leadership is key, and 

leaders who create space for thoughtful, 
honest conversations about real issues 
that impact their team will thrive this 
year. More organizations are investing 
in leadership development skills to 
teach leaders to function in this way, 
especially since 80% of employees 

continued on page 13
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Leadership Trends   continued from page 12

hold the belief that the workplace is 
improved through authenticity and 
in leadership. Authenticity improves 
employee productivity, trust between 
employees and leaders, relationships 
between coworkers, and a positive 
work environment. This authenticity 
starts at the top, with leadership that 
communicates effectively and provides 
feedback. 

7.  Focusing on Accountability
There are many benefits of employee 

accountability, including:
• Growing employee engagement, 

which means employees feel 
connected to key results and believe 
that what they do matters.

• Giving employees more meaning in 
their work.

• Breeding self-reliance and confidence 
in a team.

• Allowing employees to focus on what 
matters, instead of finger-pointing and 
blame-shifting.

• Reinforcing employees’ value to 
the company and setting them up 
for success, which has a positive 
effect on you as the leaders and the 
organization.
Managers who lead by example by 

holding themselves, and those on their 
team, accountable to an attainable list of 
standards and values will set the bar for 
others to follow.

8.  Staying Responsive and   
 Adaptable

In order to remain competitive, 
leaders should adopt a flexible way of 
thinking. This way of thinking leverages 
the unique advantages of your staff. 
For example, with diverse employees, 
there are different perspectives that 
can offer different insights, which can 
help reach the target audience. Every 
book, magazine and article your team 
reads helps shape their thinking. By 
encouraging employees to continue 
learning and advancing their skills, the 
team will be able to adapt to different 
scenarios. 

9.  Cultivating Culture
Culture speaks to what you do as a 

business and how you do it, but also 
includes the less obvious characteristics 
of a team, such as the shared mindsets 
and values that influence how your 
employees behave. Developing a 
healthy culture where teams feel safe, 
comfortable, valued and supported will 
result in improved employee engagement, 
retention, performance and innovation, 
as well as overall business profitability.  
     As more and more people are working 
remotely, company culture has shifted. 
By establishing core company values 
and goals, while involving the entire 
team, culture can be created. Showing 

appreciation, asking team members what 
they want and need, offering support, 
and asking for feedback goes a long way 
in growing company culture.

10.  Keeping up with    
  Technological Innovation

It’s becoming increasingly important 
that every member of the team becomes 
more digitally savvy, and leaders who 
help their employees learn new skills as 
new technologies emerge will reap 
the benefits. Investing in training for 
both leaders and their teams improves 
engagement and loyalty, and will help 
businesses stay relevant and up-to-date 
with the latest technology. 

Data impacts how businesses and 
people make decisions, so companies 
are focusing on producing leaders who 
understand the potential of data to 
inform strategy. 

On the whole, leaders who invest 
in developing their leadership teams this 
year will see tremendous company-wide 
benefits, both in their teams’ productivity 
and in their bottom line. Developing 
your team can also help you grow as 
a leader and become a more valuable 
manager, helping in future endeavors. 
Interpersonal skills, leadership skills and 
people skills all combine to create the 
best teams—and companies—possible.  

Patrick J. Kilburn is an attorney at 
Lloyd & McDaniel, PLC, Amy Pona is a 
shareholder at Gurstel Law Firm, P.C. and 
Angie Olson is director of client relations 
& business development at BARR Credit 
Services, Inc.  
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Bridge Capital Partners is a payment processing company that specializes in servicing the 
Collections Industry.

• Accept Credit, Debit (Visa, MC, Disc, Amex, HSA/ Flex) and ACH

•  Convenience Fee Model- Offset the cost of payments with the most compliant 
solution on the market

• Level 3 Interchange Optimization makes it cheaper to accept large from clients

• Integrations with all the major Collection Software’s

• Multiple web payment options ranging from simple to sophisticated

• Industry Expertise- Bridge has serviced the ARM industry for 9+ years

IACC Promotion:
For IACC members we are waiving all start-up costs (including payment build costs) and 
cancellation costs, so you can try us risk free. We are also offering specialized pricing - 
we guarantee to beat your current vendors pricing!

If you would like some more information on our services or a quote please contact Dan.

Dan Cadesky
Dan@bcpartners-llc.com
Desk: 416-546-6571

Your Personalized Payments Solution
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W hen forwarding accounts, 
please use IACC’s Associate 

(attorney) members!
Remember to let the Associate 

member know you are forwarding to 
them because they are IACC members 
so they will see the value in their 
membership with IACC.
• To find complete contact information, 

please visit the Member Directory on 
the IACC website at  
www.commercialcollector.com and 
click on the directory button on the 
top right hand side of the home page.

• When forwarding to Associate 
Member law firms, we recommend 
that you designate IACC and a Law 
List in your forwarding letter and 
notify the Law List designated. These 
actions will ensure your account is 
covered by the Law List’s bond and 
let the associate member know it is 

Directory of Associate Members

coming from a fellow IACC member. 
The Law Lists that are members of 
IACC include:

 > American Lawyers Quarterly 
www.alqlist.com

 > The Columbia Law List  
www.columbialist.com

 > The Forwarders List of Attorneys 
www.forwarderslist.com

 > General Bar Law Directory  
www.generalbar.com

 > Wright Holmes Law List  
www.collectioncenter.com

If you have any questions, please do not 
hesitate to contact the IACC staff at 
iacc@commercialcollector.com.

IACC AFFINITY 
PARTNERS
Committee have been working 
diligently to provide members 
additional benefits to their 
IACC membership through 
the A�nity Program. Each of 
these partners o�ers discounts 
exclusive to IACC members. For 
more information on a specific 
partner, visit the IACC website 
at www.commercialcollector.com.

If you have any questions  
about the A�nity Program, 
contact IACC at  
iacc@commercialcollector.com or  
(800) 859-9526. Please continue 
to watch your email for more 
A�nity partners!

Alphatrad provides documentation translation 
and telephone interpretation services. 

IACC members have access to industry 
leading E&O coverage, business package 
insurance, bonds and licensing services 
through Collectors Insurance Agency. 

Bridge Capital Partners provides 
payment processing services.

Polaris Assessment Systems, Inc. helps 
organizational leaders make smart 

decisions about the people they hire.

TCN is a cloud-based, multi-faceted 
telephony solution for all sizes of 
commercial collection agencies. 

Applied Innovation o�ers a suite 
of software solutions specifically 

for the collection industry. 

United Field Chase is a national field 
services provider, assisting businesses 

to make informed decisions.
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