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hanks to a volatile mix of rising interest
rates, soaring consumer debts, and
growing competition, collection shops
are open to new approaches – perhaps

more than ever – to boost collection rates
and beat the competition.

Technology is where collection execu-
tives are turning. Everything is in play, from
automated voice inflections to calling 
patterns designed to learn when debtors
are commonly at home. Some are even dis-
cussing the merits of instant messages and
e-mail exchanges with debtors.

Gone are the days when the business
accepted low success rates that were a prod-
uct of never finding debtors at home, dialing
wrong numbers, or reaching debtors – only
to offer them zero options for rendering 
payments, even a partial payment. 

Technology that targets optimum call-
ing times for specific debtors, as well as
technology that tailors settlement offers, is
gaining industry acceptance. “I am finding
that [the collection industry] is interested
in increasing options to the debtor to get
payments made,” confirms Christopher
Imery, president of Apollo Enterprise
Solutions. 

Apollo recently introduced “Intelligent
Debt Solutions system,” a Web-based 
collections software system that presents 
settlement offers to debtors. The system
applies analytics similar to those used in the
credit underwriting process. “Many debtors
fall delinquent because they aren’t able to
make payments in full,” Imery says. “If a com-
pany can present settlements that match the

debtor’s ability to pay, they may be more 
successful in getting payments made.”

Pulling together data from credit reports
and account activity, collectors can make bet-
ter informed decisions about what payment
offers best suit an individual’s circumstances.
Offering the settlement process on the Web
also adds to the debtors’ convenience by
allowing them to make payments at any hour,
as well as avoid the embarrassment of dealing
with a collector.

And many technologies such as Web-
based portals for collections, automated 
notifications, and call-optimizing services,
can be integrated into a company’s current
collections software, meaning there is little
interruption to existing operations. 

Most technology vendors agree that
financial institutions and collections agencies
are more interested in using technology than
they were two years ago. 

Most agencies and financial institutions
want to do more with less staff and fewer
resources, which piques interest in technolo-
gies that can help them with little disruption
to their business. 

Meanwhile, taking the human collector
away from the process, either by offering a
Web channel or an automated messaging 
system, is an important customer service 
feature that collections departments are using
to make the process less stressful. 

Pay Schemes
Still, with pressures mounting on businesses
to cut costs, finding effective technologies
that will not tap a company’s financial

resources is key. Apollo, for its part, offers a
debt settlement system as  “a pay as you go”
service with no installation fees. Apollo
receives a percentage of each dollar collected,
Imery says.   

Now that more companies and collec-
tions agencies are seeing results using the
many self-service and debtor-friendly tech-
nologies, industry interest is building. Some
forward-thinking banks and businesses are
even considering instant messaging and 
e-mail communications for interactions with
debtors, technology vendors say.

Whether nontraditional channels gain
wide acceptance in the collections business
is as yet uncertain. But given the need to
adopt new technologies, and the pressure to
stay ahead of the competition, expect collec-
tions shops to consider any technique that so
much as hints at nudging them ahead of
their peers. ■

Automating
the Collections Process

Collections operations want to do what it takes to help individuals settle their debts,
often without the help of live agents. What tools are helping?    By Ann McDonald 
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If you think
collecting
from him is
going to be 
a rough ride
…think again!

He looks like a hard case.
The truth is, he recently inherited a fortune,

has been paying off debt and is now able to settle.

What’s your next step? Call Apollo Enterprise

Solutions and we’ll show you how to present him 

with an “intelligent” settlement offer over the web

through IDS Collect™, one of our Intelligent Debt

Solutions™ applications.

This unique system combines Apollo’s web-based

collections technology with real-time bureau data 

and advanced analytics, and allows you to present 

the debtor with “intelligent” settlement offers that are

matched to your collection guidelines and the debtor’s

current ability to pay.

The results...you’ll maximize your ability to 

collect the debt and minimize the associated costs.

Call today or visit us online and request 

a live web demonstration of Apollo’s 

Intelligent Debt Solutions™ system.
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