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Message Froriric Najorlg President, NYS
Collectors Association

| hope all members are having an
enjoyable and profitable summer. The
'a p‘ NYSCA has worked hard for the
@ membership this year. The association
| and its lobbyist Dick Smith had another
“ ‘ very successful year. Our national
association had a great convention and
lobbying event in Washington DC this past July. Our industry has
never been up against such an onslaught of negative legislation
from the local, state, and federal levels. We ar@npiing, in
conjunction with the MidAtlantic Unit, another great NE Debt
Collection Expo in beautiful Niagara Falls. This is a must attend
event. NYSCA is also changing it annual meeting time to correspond
with the NE Debt Collection Expo to try and irage attendance at
both events.

Dick Smith of Bond, Schoeneck, and King continues to an
outstanding job for the NYSCA. He has been our lobbyist, for the
newer members who do not know him, for the past 20 plus years.
His efforts have been nothing short wiiraculous over the past

three years. He has worked closely with both members of the NYS
Assembly and Senate to explain why certain legislation would not be
good for the citizens of NY overall and be redundant to the FDCPA,
FCRA, TCPA, and other laws weently must comply with. Our


http://www.nyscollect.org/

industry is truly helped by Dick Smith efforts. We all owe him a debt of gratitude.

ACAI held its annual convention and expo in Washington DC again this year. This also coincided
with the day in Washington in which well@v100 members met with their elected officials.

One of the commissioners of the FTC also spoke at the convention. Although, Ms. Julie Brille
was somewhat negative towards our industry, it is a testament to Rosanne Anderson and all
working at ACAI to géter as a speaker. Hopefully, this will open lines of communication

between the FTC & ACAI, and we will be able to tell the story of the many legitimate debt
collectors and the need for clarification of issues under the FDCPA & FCRA.

Our executive directoKathy Kelly has worked tirelessly to help sagb what is sure to be one
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September 18 to 21%'. Please attend this important event with your managerk.will be

goodfor your company as well as your industry. The program is packed with educational

content that will help to make your company more profitable. Our annual meeting is also being

held on Monday September 2t 4pm. Notice of this meeting will follow uaedseparate

cover.

As always if you have any questions or concerns about the NYSCA please contact e at 845
913-7400 or eric@cbhv.com.

NYSCA
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Agency Owners, Do You Have &ambling Problem?

Budgets, marketing plans, sales projectionsalespeople in the collectionndustry (and in
most industries, for that matter) either avoid them or havenever been trained to create or
update them.

One of the main reasons for this is nearly all collection agencies apeivately held and
therefore not accountable to an outside boat of directors or stockholders. But if you
borrow money as an owner of a compangf any kind, the bank is going to expect to know
how you are going to beable to pay it back in the form of financial projections with a
businessplan. So in that regard, markting plans and supporting projections areessentially
requests for financing in which the business owner is beingsked to evaluate the risk and
likely success of future sales and marketingndeavorsand disburse funds to support the
plan if it's approved. But theupside here is that the owner's ROI is the interest on the funds,
and this form of usury is legal if the plan works and pays dividends of 1,000% anore.
That's capitalism. If you do thiscongratulations, you think like abanker. The opposite is
also true. If you simply put a bunch of money othe table and hope for the best, you're a
gambler. That's no way to run dusiness.

Sales & marketing plans and supporting projections make salespeogecountable for their
activities. As a sales representave | never liked developing and updating these; however,
they are crucial to the success adny business. The fact is that, as an owner or executive
manager of anagency, you have invested in the success of your salespeople and you should
expect good dah showing how each has performed in the past and intends be successful

in the future.

There are some simple steps in the preparation of a sales & marketing plémat do not
require a 40-page PowerPoint presentation. Many times this typeof planning is rot
completed due to lack of experience; however, after @ouple of attempts it can be learned
and then relied upon as a blueprint forfuture growth.
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If salespeople do not have a plan to follow then they are just waiting teee what might
happen in the future and are hoping for the best. Planninghort term and long term is the
only way to successfully manage a salasrritory. Many salespeople want a very long leash
in terms of their activities and, as an owner, you can allow for this over time if you finthat
a salesperson can deliver, execute, and update a plan on a regblasis.

Every agency should have brief sales & marketing plan template that igpdated at the
beginning of the year and reviewed on a quarterly osemiannual basis. Now that we are
more than halfway through 2010, it's timeto ask yourself if your road map for success
covers the following areas.

1). Territory -This would be the defined geography or market covered by eadalesperson.
In some cases this could be too large or too small depding on the targeted markets and
the number of prospects located in theterritory. A territory could be part of a state, a
whole state or multiple states, or a specific market or part of a market.

2). Services-Your infrastructure will dictate what services you can offer toyour target
markets. The services could be first party collections, bad debbllections, or legal services,
as well as any number of other ancillarythings. Your services will depend on both your
collection expertise and howsuch services may benefit the markets you are targeting. |
have seen casesvhere these elements were not in sync; therefore, the resulting sales
efforts were not successful.

3). Markets -Target markets should be those that fit your infrastructurebest. This does not
preclude you from entering new markets; however, carefuplanning and investments in
technology and people might be required. Mangwners assume they can service any type
account and this can be true for themost part for small clients who are not very
sophisticated in managing theiraccounts receivable. The larger the client, the more they
will be knowledgeable and will perform more due diligence on your agency and measure
your performance much more carefully once they become a client. Thearketing plan
should indicate the number of potential prospects that ardocated in each territory.

4). Projected Revenue -A targeted revenue stream should be presented for each month of
the year. The revenue should be shown as both the type of client and type of servicé&o
offered. The revenue stream should also be broken down by existing revenue and new
business growth. An example line item on a revenue projection for the healthcare industry
might indicate clinics with five or more doctors. Each of these prospects miglgenerate
$2,000 to $3,000 per month in revenue. A salesperson might intend to sell 10 of these
clients in the next 12 months. If successful this salesperson would generate approximately
$20,000 to $30,000 per month in revenue. In this way the salespers@an also project their
potential earnings for the year. Revenue projections are goals that can fluctuate somewhat
over time, but overall should be fairly accurate if created using realistic thinking.



5) Other -A salesperson should be able to indicate and qutify the cost ofany help he or
she might need to accomplish the plan. This could includearketing materials, attendance
at trade shows, an improved website or other new marketing support items.

Agency owners who think like bankers attempt to evaluateisk and make sound sales &
marketing investments based on real data. And they review sales projections periodically
as well.

Others think and act like gamblers. If you or someone you know has a
gambling problem, please call me, Paul Morrow, at 87933-1680, x702, or
email meif you prefer.

Special Offer: The Sales Audit

Too often, owners and managers view the sales process as something foreign, unlike any other

business process they managgs not different. Want to grow by 20% or more like this
company has? et us come in andudit your sales procesdust like your accountant may do a

financial audit to make sure your financial house is in order, we'll review your sales records to
include contacts, appointments, sales, and more to answer once and for all: 1). Are my sales

numbersn line with industy leaders? and.) Am | doing everything | can to grow now and in
20107 This costeffective, Xday audit will put you on track to see better resuisnail Paul
Morrow to learn more.

Got a Sales or Sales Management Challenge and Want Som
Solving It? Call Paul Morrow today at &33-1680 ext. 702, or

via email at paul@netgain4results.com.
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Member Benefit Higlights

By Brian Dunleavy NYSCA Membership Chairman

Most members join the New York State Collectors association and ACA International for a
specific reason and often never really check
benef i t s otcammanty knewneby most members. These tools can really help your
business grow and are all available to you as a member benefit!

Industry guides: ACA publishes compliance and business manuals that many credit and
collection professionals consider indessable. One essential book is ACA's Guide to State
Collection Laws and Practices, which covers state licensing requirements, fees, statutes of
limitations, right of assignment laws and more. Members may purchase the print copy at a
substantial discount. i electronic version with immediate online updates is available for
members. Visit ACA Online to learn more about this and other publications, such as the
FDCPA and FCRA guide¥isit the ACA Store or call ACA and ask for Member Services.
(Note: Membeironly items are displayed only to ACA members who have logged in.)

Free business tools: We offer tools to keep your office running smoothly, such as a free
online job description bank and a template for disaster planning.

Discounts on business resources: d¥fer a variety of discounts on office and computer
supplies, forms, envelopes, advertising calendars, brochures, popular buslatsss books,
air express delivery, car rentals and more.

Telecommunications program: With esdranging rates, businesséschnologies and
plans, coordinating all your telecommunication needs and minimizing costs is tough. That's
why we'll do it for you through ACA International's Telecommunications Management
Program, including broadband access, Voice over IP, nationakatiyeassistance, and local
and longdistance telephone service. We'll look at your needs and give our recommendations at
no cost or obligation to you. Tailored plans and excellent rates exclusive to ACA members are
available for offices of all sizes. ACAlso offers specialized consulting to assist with proposal
requests, bill auditing and other unique telecommunications needs.

Background screening services: We help you make sound hiring decisions using the
speed of the Internet. LexisNexis BackgroundeSomg Services is our exclusive provider
because of its unique service, cost containment, compliance and search features. No minimum
purchase is required, so you only pay for what you order.

NYSCA
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ATTORNEYS AT LAW » NEWYORK FLORIDA KANSAS

Albany Update

by
Richard L. SmitHEsq.
August 11, 2010

The 2010 Legislative session was among the most chaotic that most Capitol watchers
have seen. The Democrats control the Senate by a tenuous two vote majority, so every vote
countsand party discipline is essential. The Senate Democratic leadership was unable to
maintain tight discipline for most of the session, which resulted in chaos, frenzy and inertia.
Governor Paterson, neelected and a lame duck, provided ineffectual le&iers As a
consequence little was accomplished and only this past Monday did the Legislature finally agree
on a budget, the second latest in New York history.

While technically there is a budget in place, the budget agreement reached does not
present aruly balanced budget and the Legislature will no doubt have to return to deal with
fiscal emergencies. The budget i s fAbalancedo

For the New York Unit of the American Collectors Association, this was a very busy
session. There @ve many bills presented which had the very real prospect of passage which, if
passed, would have decimated our industry. Because of hard work and supporters in the right
places, we are happy to report that none of these disastrous bills became law.

Oneof the bills, A.271B/S.7303A, sponsored by Assemblywoman Audrey Pheffer (D
Queens), Chair of the Assembly Consumer Protection Committee, and by Senator Jose Peralta
(D-Queens), Chair of the Senate Consumer Protection Committee, would have enacted a
ADéebr s Bills of Rightsd and require collect
rights under state law along with the first debt collection notice. The required notice would
contain information such as who and when a debt collector may cordabta about the debt
owed, as well as the fact that a debt collector cannot disclose information effecting a consumer

debtorsé reputation for credit worthiness if
the information is false. The bill wad also clarify the notice regarding permissible contact with
a debtorsd employer. The bill died on the As

contained in the Senate Codes Committee.

A ridiculous bill, A.7889B/S.7205, sponsored by Assemlibyman Linda Rosenthal (D
Manhattan) and Senator Diane Savino-Sfaten Island), would prohibit collectors from
collecting or attempting to collect a debt owed by a deceased debtor if the collector knew that the
debtor was deceased. The bill would reqthia debt collection agencies that are attempting to
collect outstanding debts of deceased individuals from surviving family and household members,
inform them that they are not legally obligated to repay the debts of the deceased. The bill
passed the Ambly but died in the Senate Consumer Protection Committee.



Licensure was on the table again this year. Assemblywoman Pheffer and Senator Eric
Schneiderman (Manhattan), Chairman of the Senate Codes Committee and a Democratic
Attorney General candidateponsored legislation (A.394B/S.7072A), which would require
collectors to obtain a license from the Department of State by October 1, 2010. Licenses would
cost $500 and be valid for two years. In addition, to the submission of usual license applicati
information, such as business name, address and telephone number, applicants would be required
to submit a summary of the methods used to confirm the validity of the debts which a collector
seeks to collect, the appltheroranotthé applicast ntendsitik e e p i
sell debts.

The Secretary of State would be authorized to refuse to issue a license to any applicant
found to have violated New Yor kds Faafthe Debt
General Business Law) dng Fair Debt Collection Practices Act. The secretary would also be
authorized to perform investigations and compel the attendance of witnesses and agencies, books
and records.

Debt collection agencies would be required to obtain a surety bond. Thataofide
bond would be between $10,000 and $75,000, depending on the number of people employed by
the agency. The bond would be conditioned on compliance with the new law and payment of all
fines or investigatory costs. Agencies would also be requaoddctude the license number
issued by the Department of State on any advertisement, letterhead, receipt or other printed
matter produced by the collection agency. The Department of State would be required to publish
a registry of all licensed debt coltecs on its website.

The Attorney General would be authorized to enforce a provision of the article by
seeking an injunction against the violator. The bill would also provide for a civil penalty of
between $100 and $10,000 for each violation.

The bill wodd further provide for private right of action for consumers subject to
unlicensed collection activity for actual damages or $3,500, whichever is greater, or both. The
court would have discretion to increase the award of damages to an amount not taheeeced
times actual damages up to $10,000. The bill would further amend the CPLR to permit debtors
who have been sued by an unlicensed debt collection agency to move for dismissal of the suit
based on the fact that the agency is not licensed.

The bill pased the Assembly as it has done in other years, but we were able to contain it
in the Senate Consumer Protection Committee.

The Private Right of Action bill had movement this year as well. A.3%%22458A,
sponsored by Assemblyman Michael GianarisQens) and Senate Majority Conference
Leader John Sampson -@rooklyn), would create a private right of action for improper debt
collection procedures. The bill passed the Assembly, but failed to be reported from the
Consumer Protection Committee.

Probabh y t he wor st bil I webve seen in years,
Act , 0 was introduced, passed the Assembl vy, b u
was A.7558A/S.4398A, sponsored by Assemblywoman Helene WeinstehB{Boklyn), Chair
of the Assembly Judiciary Committee, and by Senator Schneiderman. The bill passed the
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Assembly and was reported from Senator Schnei

to get it referenced to the Senate Finance Committee, where it diedorS&ilam Stachowski
(D-Buffalo) was very instrumental in holding the bill in committee.

Another bill that passed both houses of the Legislature, but has not yet been sent to the
Governor is A.873%A/S.7034A, sponsored by Assemblywoman Weinstein andaBe
Schneiderman. The bill would increase the level of exemptions from the satisfaction of money
judgments and in bankruptcy. In addition to these increases, it would add a computer, one cell
phone and one motor vehicle worth up to $4,000 to the fiskemptions. If the vehicle was
equipped for use by a disabled person, the limit would be $10,000. The money judgment
exemption for the motor vehicle would not apply if the debt were enforced for child support,
spousal support, maintenance, alimony quigble distribution. It would also increase the
homestead exemption under Section 5206 of the CPLR from $50,000 to: $150,000 for the
counties of Kings, New York, Queens, Bronx, Richmond, Nassau, Suffolk, Rockland,
Westchester, and Putnam; $125,000tfer counties of Dutchess, Albany, Columbia, Orange,
Saratoga, and Ulster; and $75,000 for the remaining counties in the state.

It would amend Subdivision 1 of Section 282 of the Debtor and Creditor Law to increase
from $2,400 to $4,000 the exemption foreomotor vehicle in bankruptcy. If the vehicle were
equipped for use by a disabled person, the limit would be $10,000. The bill would amend
Section 283 of the Debtor and Creditor Law to increase the amount of the aggregate individual
bankruptcy exemptiofrom $5,000 to $10,000.

The bill would further add a new Section 285 to the Debtor and Creditor Law to permit
debtors to choose either the current federal exemption or the exemptions in New York Law. The
New York State exemptions are listed in Debtor @ndditor Law, Article 10A, Sections 282
and 283. Federal exemptions are enumerated in 11 U.S.C. 522(d). It would further apply a Cost
of Living Adjustment to be published by the New York State Banking Department for the
applicable exemptions in SectioB205 and 5206 of the CPLR and Sections 282 and 283 of the
Debtor and Creditor Law.

The law as passed is subject to a chapter amendment introduced by Senator
Schneiderman. It seems the City of New York would be unable to enforce parking violations
becausef the new exemptions. The chapter amendment would exempt municipalities from the
provisions of the proposed law. We assume that at some point, the Assembly will pass it and
Governor Paterson will sign the law, together with the chapter amendments.

Our industry was very fortunate this year to have escaped very bad legislation which
would have severely curtailed the way we conduct business. Once again, our member and
Member of the Assembly David McDonough-fferrick) was a very able advocate for our
industry.

NYSCA
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By David McDermott Plaza Associates
Legislative Chair

With all the changes that came into effect with Local Law 15 promulgating in New York City and the
significant number badverse bills proposed in Albany, the time is now for all agency owners and New

York unit members to come together and discuss creative strategies to protect the positive environment
we enjoy in our state.

We have an opportunity to shape how the New K 8tate legislature will look next sessigthis is an
election year. With the state Assembly being up foekection, now is the perfect time to reach out and
introduce yourself and help candidates understand the collection industry and its posititrébation
G2 G2RlIé&Qa SO2y2yYeo
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participate on how and what legislation will look like in the upcoming year. If you have a chance to meet
a candidate, here are a fetips on what to say:

e Describe your agency and be sure to express the number of employees and local businesses
you collect for.

e Your business operations in ensuring collectors are in compliance with state and federal laws.

e Any involvement you have in yolacal community.

e The value of the credit and collection industry to the state and national economy.

e Your commitment to professional and ethical collection practices and to improve consumer
financial literacy; and

e Any other information you believe is imgant to the candidate.

You want your candidate to know who we are, and engaging in that contact could be pivotal to our
success in helping defeat onerous legislation that can affect our industry not only in the state of
New York but our industry natiorigl

A perfect example of positive outcome through reaching out is that the New York unit reached out
to Senator Stachowski, a Democrat in upstate New York. He supports our industry and understands
the value we bring to the table.

Our greatest strength isur commitment to our industry. So, please if you would like to get more
involved make sure you attend the Northeast Debt Collection Expo Septemitr 49the Seneca
Niagara Casino in Niagara Falls, New York.

NYSCA
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Debt Collection

maSt[”””

Thereds still time to regi
Come and join your colleagues in the collection industry for:

~ an update on the latest legislation affecting your business

~an opportunity to hear from experts in the industry

~a chance to meet and talk with industry colleagues

HOTEL INFORMATION
Senecd\iagara Casino & Hotel
310 Fourth St, Niagara Falls NY 14301
877-8736322

ster !

ROOM RATES $130 per single/double occupancy.
This special rate is available througtAugust 27, 2010. Please state that you are with the

Northeast Debt Collection Expo group.

This rate is also available for Saturday, September 18, so come early and see Niagarar’Falie of
the seven natural wonders of the worldFor a list of things to do there, go to the website

Www.hiagara-usa.com

VBURMMNG THE STORMY2
PROGRAM
SUNDAY SEPTEMBER 19, 2010

1:00 -5:00 pm  NYSCA BOARD MEETING

1:00 -5:00 MACA BOARD MEETING

1:00 -6:00 VENDOR SET-UP IN EXPO HALL

6:00 -7:00 EXPO REGISTRATION (EXPO HALL)

6:00 -8:00 EXPO HALL GRAND OPENING & COCKTAIL RECEPTION

MONDA Y, SEPTEMBER 20, 2010
7:30 -8:30am  EXPO REGISTRATION & CONTINENTAL BREAKFAST (EXPO HALL)
8:30 -9:15 OPENING SESSION: Vilis Ozols, Motivational Speaker

AfLeadi ng and Motivating in a

11

Coll ection

Environm
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In this motivational and content fill ed program you will get tools, tips and

techniques to help you be more effective in your leadership role. Vilis will

share wonderful anecdotes and memorable approaches to helping you deal

with bad attitudes, adversity in the workplace and moving forward in todayds
collection environment.

9:15 -10:15 ACAI UPDATE: Martin Sher, ACAI President

Martin Sher, ACAI President, will give an overview of the current activities of
ACA International at the national level with a focus on the current legal and
regulatory environment.

10:15 -10:45 BREAK (EXPO HALL)
10:45 -12:00 CRUCIAL CONVERSATION AND CONFRONTATIONS : Elizabeth Alo, Vitalwork

Communication is the key to successful collection results. Collection

operations continually attempt to fine -tune their approaches  and talk -offs.
This session will provide attendees with outstanding recommendations relative

to packaging collection messages properly for optimum results.

12:00 -1:00 LUNCHEON (EXPO HALL)
1:00 -2:00 INDUSTRY PANEL: OPTIMIZING RECOVERIES

Join this wel |-informed panel to explore the methods and philosophies being
employed throughout the country in collection operations to increase
recoveries while stabilizing expenses. Our panelists are nationally recognized
for their work in our industry and within th eir respective organizations.

PANELISTS: Steve Leckerman - NCO
Clint Laubaugh - Global Connect
Debra Ciskey i AFNI
Dwayne Banasiak - PredictiveMetrics
2:10 -3:15 HOPE IS NOT A SALES TOOL; Marc Trezza, Search Net Corporation

Would you like to gain new business? Is the sales function in your

organization one of your weakest links? Are you looking for answers? Then

this session is an absolute MUST. Marc Trezza i
authorities on howt o make the sales process work for YOU. Everyone will

leave this program energized and with a feeling of new direction.

3:15 -3:45 RED FLAG/HIPAA: HOW DO WE COMPLY?
Leslie Bender, Attorney at Law

Our speaker is the newly elected Treasur er of ACA International and one of our
industryés | eading authorities on data security
attendees on the regulatory environment that currently exists and will alert

the audience to regulations on the horizon. A vital session f or any agency.

12



6:00 -8:00 COCKTAI LS, HORS D6OUVRES & ACPAC BOTTLE AUCTI ON
Strausser Ill, MACA President & Eric Najork, NYSCA President, Auctioneers

What can be more attractive than 2 hours of food, drinks and industry
networking, coupled  with the very popular Bottle Auction. We encourage all
vendors and attendees to bring a wrapped bottle of alcohol which will be
auctioned off to attendees. Bring a cheap bottle of wine or a $100.00 bottle of

scotch. No one will know what they are biddi ng on until they win the bid and
open the package. A great amount of fun & a fu
fund!

TUESDAY, SEPTEMBER 21, 2010
8:00 -9:00 am CONTINENTAL BREAKFAST (EXPO HALL)
9:00 -10:00 SURVIVING THE ECONOMIC STORM: An Industry Panel

Most agency operators have agreed that the last two years have been some of
the toughest times in recollection for the credit and collection industry. Find

the answers to many of the questions you may have relative to what other
companies are doing operati  onally to survive this Economic Storm. Panelists
will offer guidance on the changes necessary to keep finances in the black.

Panelists: Al Zezulinski 7T NCO
Rick Doane 1 Sunrise Credit Service Inc

Raymond Bell i Creditors Interchange Receivables
Man agement

10:15 -12:00 BEST IDEA SESSION
Dwayne Heisler, Executive VP, Remit Corporation

Back by popular demand! Dwayne will lead the audience through open
discussions related  to all aspects of running collection operations. The format
will allow participants to offer some of their best practices and give warning to
some of their ideas that may not have worked out positively. This year our
vendors have also been asked to join us to share their ideas for our industry.
Be prepared to share ideas and bring a notebook for the long list of valuable
feedback you will obtain from this dynamic session!

12:00 NEDCC EXPO ADJOURNS 7 LUNCH ON YOUR OWN

13



pfaii—— Join the New York and Mid-Atlantic Units of ACA

ZO—)H—J mmm.ﬁm*EQ September 19-21, 2010 International in Niagara Falls for a multi-unit,

Debt Collsction Seneca Niagara Casino five state collection Expo!

310 Fourth Street
Aftendees will include ACA members located in Delaware * Maryland
Z_DQQ—.O Falls NY 14303 New Jersey * New York * Pennsylvania * District of Columbia & Ohio

‘SURVIVING THE %ﬂ@ﬁ\:.
ATTENDEE REGISTRATION FORM

Please note deadlines for hotel reservations, and event registration.
Complete a separate enrollment for each aftendee,

Open to members and non-members of ACA.

Full Name Title Nickname for Badge E-mail address for event confirmation
Company Name Telephone Fax
Mailing Address City State Zip
REGISTRATION RATES By 8/15 By 9/3 After 9/3 Your ACA Membership Number:
ACA AGENCY Member * $225 $250 $375 (Only required for Agency, MAP, Creditor or Retired rate)
Agency Non-Member $325 $350 $450
ACA MAP Attorney $225 $250 $375 Signature for faxed registration:
Non-Member >20_.3mw< ﬁwwm ﬁwmo %#mo Signature is conddered bindng. Payment due 9/3, otherwise, laie registration rate is due.
Additional Attendee of Enrolled Exhibitor $225 $250 $375
Service/Product Providers $500 $600 $700 Fax Number for Signed Registrations: (845) 297-2226
Day Rate - attend sessions only (price per day) $125 $150 $175 Payment due no later than 9/3. No credit card payments accepied.
* Also includes Creditor and Retired A faxed regisiration form is considered binding.
0  Enclosed is my check in the amount of $ payable to NEDCC EXPO. |understand that my hotel reservation is not included, and must be secured by

me. Registration entitles me to: welcome reception, daily confinental breakfast, coffee break, hospitality room, Monday lunch, Monday reception, and any meeting
materials made available on-site.

0 Aso register my spouse. | have enclosed $50 for his/her registration fee, which includes welcome reception and cockiails.

Please complete all portions of this form, and return by the deadline above noted fo take advantage of the early bird registration rate. Mail this form along with your
check made payable fo NEDCC EXPO fo: NEDCC EXPO

NYS COLLECTORS ASSN

PO Box 860

Hornell NY 14843

QUESTIONS? Telephone Kathy Kelly by dialing (607) 769-1535. No refunds will be issued. Substitutions permitted only if received prior to September 3. Fax
enroliments will be accepted ONLY if registration form is signed. Fees due no later than September 3; otherwise highest regisfration fee applies.

HOTEL ROOMS: $130 per night in Seneca Niagara Casino & Hotel for the nights of Saturday, September 18 through Monday night, September 20. To make your
reservation before the cut-off date of Friday, August 27, felephone the Hotel's Reservations Department by dialing 1 (877) 873-6322, and identify yourself as being
with NEDCC or Northeast Debt Collection Conference.
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