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How To Start Your Omn Credit And Debt Counseling Service

Here's a business idea that neets all the aspirations of the
Anerican Dream

You can start small with a little or no investnent, develop it i
your spare tinme, and parlay it into a $100,000 a year incomne--a
within the next twelve nonths or so.

n
I

Really, all it takes to nove one is an enpathy for people, a
basi ¢ understandi ng of noney managenent, and about 500 busi ness
cards, some smart advertising, and you're in business. Your
great est expense or investnent, of course, will be your
adverti si ng.

The first, and nost inportant thing to learn is the "thought
processes" in the mnds of the people or firns that | end noney.
No one | ends noney with the thought of foreclosing on the |oan
and taking away a borrower's collateral. Wenever the | ender is
forced into such a situation, everybody |oses. The borrower |oses
hi s possessions, and the | ender ends up with about one tenth of
the nmoney he originally | oaned out.

Therefore, the lending institution will generally do everything
possible to work with the borrower as |ong as he continues to
show good faith in attenpting to repay the anmount of the | oan
The nost inportant thing a borrower should do, once he finds
hinself in a financial bind, is get in touch with his creditors
and apprise themof his situation. Usually, the lender will set
up a neeting for an open discussion between hinself and the
borrower, in order to adjust or work out a nore conveni ent
repaynent schedul e.

Most peopl e who borrow noney are havi ng noney management probl ens
to begin with, and are actually terrified to death at the thought
of people fromthe | oan conpany calling them Although they
generally won't admit it, nost are aware that they're having
probl ens managi ng their noney. They're enbarrassed about it, and
i nstead of openly seeking help, they attenpt to cover up the
problem and then hide fromor avoid the very people who want to
hel p them

Over the past three years, personal and small business
bankr upt ci es have been soaring to record levels. At the bottom
line, very few people want to file bankruptcy against their
creditors, because regardl ess how easy it is, the thought of
havi ng "gone bankrupt" still |eaves a stigna.

And this is where you step in with your Professional Credit Debt
Counsel ing Service. YOU SHOULD NEVER HAVE ANY TROUBLE FI NDI NG
CLI ENTS.

Renenber, step one is always to notify the client's creditors.
This is the first instruction (or job) that you give to the
client after you've heard his story. The borrower should be the
one to notify the creditors, and ideally, he should call each on
the phone, set up a neeting and then discuss with the | ender his
current financial situation as well as his plans to rectify the
probl ens, and resune paynents. The plan he'll discuss with the
lender will be the plan you assist himin setting up
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If the borrower is over his head and with no other alternative,
you should i medi ately advise himto file for relief under " The
Wage Earner's Plan," as explained in Chapter 13 of Federa
Bankruptcy Act. In essence, this "plan" gives the debtor tine to
regroup and reorgani ze his financial situation w thout hounded by
bill collectors.

Anyone who's capabl e wages, sal aries or commi ssions, can make use
of this plan. It should in no way be thought of as bankruptcy.
This is sinmply a court supervised nethod for a borrower to pay
off his debts. The borrower sinply draws up a plan, the |enders
are al nost over a three-year period. If the court accepts the

pl an, the lenders are al nost obligated to accept it. while nore
recent bankruptcy laws still |eave roomfor abuse by di shonest
"bi g business," they fortunately have inproved the outl ook for
the "little guy."

Your job as a Creditor and Debt Counselor is to neet with the

over extended borrower, listen to his problens, and help himto
pl an a budget to live by, and set up a plan for the proper
managenent of his inconme that will include noney for himto live

on, plus regular paynents to his creditors. In the beginning, you
can neet in the borrower's hone, pretty nuch the sanme way an

i nsurance agent does. later on, you'll probably want your own
office, but a formal office for your business will never be

absol utely necessary.

Many people are reluctant to be seen walking into a Credit
Counselor's office. Again, there's a personal enbarrassnent---the
thought of their friends seeing them and the worry of what other
people will think of them So if you do opt for an office, make
it as unobtrusive and as confidential as possible. A sign stating
"Money Managenent Consultant" woul d be appropriate. Gaining the
confidence and trust of your clients will be the secrets of your
success. And do not underestimate the power of "word-of-nouth”
reconmendati ons by grateful clients.

Fol l ow t he nmet hods of the insurance sal esman, naking everything
as confortable as possible for your clients. So |ong as you
listen to your client's problens, and then work with himto plan
a budget he can live with while paying off his bills, you won't
be required to have a license in nost states. You sinply listen,
assi st the borrower in planning a budget, and he administers it
hinsel f. He nmakes all the contacts with his creditors, and nakes
all the paynents directly to them To give you the noney and have
you di sburse it anpng his creditors would require a |license for
your busi ness.

Step two in your service is to find out the total anmount of cash
your client has coming in each nonth, and on what debts.

Cal cul ate according to his current obligations, how much he needs
for living expenses: Rent or nortgage paynents, utilities, food
and clothing. The remai nder of his available incone is then
budgeted for division anbng his creditors.

One of the best (and easiest) nethods of nmoney managenment within
a budget is via envel opes. The wage earner marks a different
envel ope for each of his obligations. He then nakes a
pre-determnm ned amount of deposit in each of these envel opes each

payday.
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Thus, if his nortgage were $500 per nonth, and be brought hone
$750 each pay day, you'd probably advise that he "deposit"” $250
each payday into the nortgage envel ope. And so it would be with
each envel ope.

Many people find this kind of systemscary in the begi nning, but
after they're used it for a nonth, they swear by it as the only
way to keep bills up to date.

O course, the nost inportant thing you want to advi se your
clients to do is to destroy their credit cards. Best of all, have
themcut themin half, and send them back with a short note
expl ai ni ng what they are doing and why--getting a handle on their
debts according to their actual inconme. Basically, that's al
there is to your counseling service.

You'll need a first neeting to hear the probl ens, and to nmake
your proposals. A second neeting will be in order to polish and
endorse the planning. Perhaps a third neeting at the end of the
first month to assist themin nmaking their paynents fromtheir

obligation envelopes. Finally, you'll want to keep in touch with
them and ask how they are doing fromtime to tine. You'll find
that nost of the people you serve today will need your services

again at sonme tine within the next five years--sad, but
statistically true

It's a "fast track" and ever changing world. People who are poor
noney nmanagers today will invariably encounter noney problens,
again and again, regardless of how often they get everything paid
off. This is, unfortunately, what keeps the lending institutions
i n business, and presents the opportunity for you to becone
wealthy as a Professional Credit and Debt Counsel or.

You'll need a receipt book. Drop by any large stationary store
and get the nobst inpressive one avail able. You shoul d charge
$100, nore or less, for services, Three counseling sessions, with
the paynents at 410 per nonth spread over ten nonths is an ideal
arrangenment. Explain your fee during your first contact---$100 in
paynents of $10 per nonth over 10 nonths. You'll find the sound
of a $100 fee affords an intangi ble degree of respect for your
services, while the explanation of nodest $10 nonthly paynents

cl oses the sale for you

Al ways carry an attache case, and at each neeting, work at the
kitchen or dining roomtable. if it's a husband and wife, be sure
that each is seated beside you. If it's just one person, have him
or her to your right if you're righthanded; to your left if

you' re | efthanded. Never have a client opposite you, across the
tabl e. Round tables are best for enpathy, agreenent and
cooperation; this has been proven psychol ogically---just believe
it, and be guided accordingly.

Always carry a yellow | egal pad, and have plenty of pencils with
erasers avail able. The legal pad | ends authority to your

know edge, while leaving plenty of roomfor alternatives. The
pencils and erasers elinmnate the synbolic fear of everything
bei ng "cast in stone," and conveys the feeling of negotiation.

You shoul d be well dressed, a portrayal of the traditional
"financing officer," and yet warmcol ors to accentuate your
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enpathy with the problens of your clients. By all neans, you
shoul d be sparkling clean and wel | -grooned. Do not snoke during
your neeting with your client, and al ways di plomatically refuse
any al coholic drinks that be offered. Try to "tal k" with your
clients. You must never show any signs of disapproval of the
actions that resulted in your clients being in their present
predi canment, nor should you sound as if you're lecturing or
speaki ng to children. Renenber--and you can tell vyour
client--this has happened to nany stable, conscientious people.

Mai ntain an attitude of understanding and sincere desire to help
them out of their current "tight spot." Don't |let them get going
on a deprecatory tangent, either. Should they start down the
path, sinply tell them "These things happen to everyone, and
what's done is done; the inportant thing nowis working out the
solution to the problem™

As mentioned earlier, your only real investnent to set yourself
up in this business will be your advertising. Even that does not
have to be a "saved up" cash outlay. You can start off by
planning to run a two-colum wi de by three inch deep
advertisenment in your nost read area newspaper. Check with the
newspaper office to get the best price on a bulk space contract.

Under this kind of agreenent, you sign to pay for a certain

nm ni mum nunber of colum inches for the next year, and as a
result, your rates are considerably |ower than those paid by the
i nfrequent advertiser. Best of all, the newspaper will bill you
after the ad has run, and allow you 30 days fromthe date of your
billing.

You should plan to run an ad in the newspaper for at |east three
days a week, especially in the Sunday editions, every week. You
nm ght also want to run the sane ad in several of your weekly
Shoppers Newspapers. Definitely have a flyer nmade up descri bi ng
your services. About once a nonth, hire 7th or 8th grade schoo
girls to hand these out for you in the busy shopping centers.
Anot her good place to hand themout is at the entrance to your
state's enpl oynent service offices.

Smal |l 3 by 5 cards announcenent cards or descriptive business
cards

on all the bulletin boards in the area will also pull in

busi ness. Finally---and nost inportantly---just as soon as you
can afford it, an advertisenent and listing in the yell ow pages
of your telephone directory should be bought. Tel ephone
directories cone out on a regular ( usually annually) schedul e,
so check ahead, and anticipate cost and date you may expect
results.

A good place to check for help in witing your advertising is
your area colleges. The students will generally help in exchange
for the opportunity to build a portfolio. There's never a need to
pay the "out-of-sight" high prices demanded for professional
copywiting and advertising design by sone agencies, even if you
have the noney. Al finished ads are unproven, and you have no
guarantee that one is better than another until you begin testing
or using it.

The inportant elenment is that your ad says what you want it to
say--that it |ooks good and nakes you feel that it will appeal to
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your potential custonmers--that it instills confidence within you
that it will bring in the custonmers. Use the "Al DA" forml a:
ATTENTI ON, | NTEREST, DESIRE, ACTI ON!

An attention grabbing headline (or first line)--- a line or
paragraph that definitely appeals to or arouses the self-interest
of your potential custoner; "a hooker," or inage building
description that causes the prospect to picture how nuch better
his |ife will be as a result of availing hinmself of your

services; a line that relieves the prospect's fears of making the
wrong deci sion (such as "Satisfaction Quaranteed") and a demand
that he take i medi ate action such as "Call NOWN "™ DON NOT APPROVE
AND DO NOT RUN ANY AD that does not contain all these

i ngredients.

Here's an exanple of an ad that should work very well for you

ARE BI LL COLLECTORS HOUNDI NG YOU?
Now there's a way to stop those dunning letters and enbarrassi ng
phone calls. Get out of debt com pletely---w thout bankruptcy!
Preserve your good credit rating; naintain your present
lifestyle;
worry no nore about bill collectors! Just an hour or so of your
time, and your noney problens can
be sol ved! Your satisfaction is guaranteed! Phone 123-4567 ri ght
now
for an appoi nt nent.

National Credit Counselors 123 Tenth St City, State.

A classified ad night read:

Solve all your noney problens with this easy and conpletely
| egal solution. 100% guaranteed anywhere in the U S. Cal
Consuner Credit Solutions at 123-4567.

At the sane tinme your newspaper ads begin to appear, be sure to
get a press rel ease about your business to the business editors
and consuner advocates at all the newspaper, radio and tel evision
stations in your area. O help to you in this area will be our
report #3504, The Inside Secrets of Getting Free Publicity For
Your Busi ness.

It's generally not worthwhile to advertise this particular kind
of business on radio and TV, unless you do os on a "per inquiry"
basis. For nore details on this approach, see report #3406, How
To Get Free Radi o Advertising For Your Conpany.

After any free radio and Tv tal k shows, and newspaper feature
stories about your business, the next best nethod of spreading
the word about your business will be via the guest speaker route
at civic club neetings. And don't forget the wonen's clubs. Your
talk to these groups should be "scripted," sinply explaining the
al arm ng nunber of bankruptcies, the great |osses suffered by
busi ness because of bankruptcies; the exasperatingly poor record
of the Anerican people with noney managenent responsibilities; an
urging for support to get "back to the Basics" and teach
practical noney managenent courses in the schools, and by exanple
in the home. Such talk should bring you a big round of appl ause
and continuing source of referrals.
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To carry this effort just a little further, set up Credit and
Debt Counseling Sem nars or Workshops. You can arrange to hold
themin the banquet roonms of well-known restaurants in your area,
nmeeting roons at your |ocal community college, fraternal club
neeting halls, notels, or even churches. Generally, it's best to
charge a snall fee-- say 45 per coupl e---because of the suspicion
that you're setting up to sell something when you don't charge an
attendance fee. Mst people are aware of the bottomline--that
you are trying to sell them sonething when you invite themto a
sem nar or workshop. However, nost feel that when you invite them
to a senminar or workshop. However, nost feel when there is a

cover charge, the basic infornmation you'll be giving will be nore
useful that given when there's no charge to attend. And if they
have paid sone kind of fee, they will be nore at ease in

listening and eval uating, without the pressure when they have
cone"for free."

Sem nars are one of the nost lucrative (and fastest) ways of
getting a new business off to a running start. Wen you stage
semnars, it's inperative that you flood the area with
advertising, being sure to pronote the sem nar, not the product
that you're really selling.

Your sem nar script should be basically the sanme that |'ve
outlined for you as a guest speaker, the difference being that
instead of closing with a call for nore education in noney
managenent, you briefly outline the sinplicity of the "envel ope
deposit" system You then close with an open invitation for those
with particular problens or needing special help to call your

of fice and set up an appoi ntnent for personalized counseling
servi ce.

Even better you officially open for business, you'll want to have
atentative |ist of people you can possibly train as enpl oyees to
handl e the workl oad as your business grows. Rather than pay these
people a salary, sinply give thema conmi ssion for each client
they handle. In other words, you can sign a client for $100 over
10 nonths, sell the account to a factoring conpany for 80% of the
total, collect $80 in cash i medi ately, pay your comr ssion
counsel or $30, and bank $50 in profit with no real work involved
on your part. And if you have hired a good counsel or, you can
rest assured that your client has been well served.

Basically, that's how easy it is to put this kind of business
together and nake it start paying off inmediately. Renmenber, you
nust be constantly soliciting new custonmers, and building the
nunber of custoners you or your counselors talk to each day. You
shoul d strive for an average of three counseling sessions per
day, five days per week, before seriously considering additional
hel p.

At $10 per nonth from each account, this will give you $150 per
week or a total account billing of $1,500 per week. By factoring
your accounts at 20%for their total value, you'll have an

i medi ate cash incone of $1,200 for the week. The factoring
conmpany will handle all the billing and bookkeepi ng,
el i m nating your need for those services.

The way to success in this business is, however, to keep this
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happeni ng EVERY week. It will depend upon your advertising, the
service you give, and the reputation you build.

The prine requisite will be work and perseverance on your part,
but once you're established, with a few conmni ssion counsel ors
wor ki ng for you, the business can easily gross $150, 000 per year
in even small to nediumsize cities. You now have the know edge;
the rest---the action part---is up to you. Best of | uck!
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