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e have all seen and heard the stereotype “Repo Man.”

The typical repo man is in a fancy truck with a

trusted sidekick, casually dressed in blue jeans, day old facial

hair and holding, of course, his caffeine fix…sneaking around

in the cover of darkness waiting to scoop up a vehicle at almost

any risk.

Although the mainstream industry may fit into the above

depiction, just like everything else, technology and public

awareness are changing how this industry operates and is

perceived in the public eye.

Many people think the repo man is only seen in run-down,

lower-income housing areas, but this is far from the truth.

Middle to upper class income levels and neighborhoods are not

exempt from the repo man.

Dealerships, finance companies and even financial insti-

tutes are evolving and providing more aggressive marketing of

leading products available to their clientele. We have all heard

or seen the advertisements “Good Credit, Bad Credit, No

Credit, Bankruptcy, Divorce…You’re Approved”! This has

certainly increased exposure on many lending platforms.

In earlier days, the perception of the repo man arriving to

seize an asset or assets was taboo and brought embarrassment

upon many. Nowadays, this is all but a common occurrence for

people.  

Understanding the numerous changes in various aspects of

the times, the industry has changed for the repo man. It is a new

era for the repo man, now better identified as the recovery agent.

As not all repo men are men, this new terminology gives way to

the growing number of women now choosing careers as

recovery agents.  Given that repossessions are on the rise for

countless lenders, a more professional, subtle approach is

necessary.  At present, only a small amount of recovery agents

work within a code of ethics and rigid set of procedures that

must be adhered to during the recovery process.  This too, must

revolutionize with the times.

When requesting the services of a recovery agency, one

must know and understand that they work within the local laws

for the province, territory, state or country they are licensed to

operate in.  If reputable, the establishment will employ qualified

staff whom possess exceptional people and communications

skills.  These employees will have the abilities to calm and read

people, also possessing excellent investigative knowledge and

first-rate organizational skills, a must to manage your

account(s) successfully.

Always ensure you’ve done your research when choosing a

recovery agency.  Confirm it is properly licensed and have the

required insurances and bonds in place.

As many lenders have developed more aggressive and

diverse lending, a more creative yet opportune procedure must

be applied.  Not every lender wants every asset they assign for

repossession essentially seized.  Retaining a working rela-

tionship with your recovery agent can better prepare you with

plans to leverage payments from defaulted clients.  This type of

plan, however, only works well if assignments are made sooner

rather than later.  It is much easier to collect upon accounts only

30 to 60 days behind schedule. The earlier you act places you in

the position of a priority creditor, thus increasing your recovery

W

TEAMING UP WITH THE ‘REPO MAN’

by Les Mitchell

Before retaining the services 
of a bailiff, check if they 

have the following:

✔ Valid business license

✔ Possession of a bond (if required)

✔ Letters of reference

✔ Industry licensing (if required) 

✔ If licensed by any governing body, ask

them to provide information related to

complaints 

✔ Current membership in Better 

Business Bureau

✔ Have insurance in place 

✔ List of services provided

continued on page 23
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odds.  In doing so, you will also keep your clients educated of

your ability to be accountable by ensuring measures are in place

to secure your interest.

To conclude, when retaining a recovery agency, remember

to provide detailed instructions and all relevant information

pertaining to the asset at all times.  Ensure to provide details

such as your customers’ address, references, etc., to the best of

your accuracy.  The more details you are able to provide, the

greater your odds are of a cost-effective recovery.

Les Mitchell, vice president of Wolfco.Bailiffs, specializes in a
wide range of solutions that assist with locating and recovering
assets or funds. Mitchell has been in the repossession and
collection industry since 1991 and possesses a wide scope of
experience in this field. 

Please direct comments and questions regarding this article to
lmitchell@wosfmagazine.ca or use the reader response listing
on page 30.

CIQ/Voisys Joins Detroit Trading Exchange;
Pioneers New Lead Technology

Clearwater, FL, April 9, 2007 – CIQ Inc./Voisys, an 800 and

Internet based lead generation system serving the automotive non-

prime, prime and lease markets, has announced that it has joined the

Detroit Trading Exchange, a wholly owned subsidiary of Detroit

Trading Company, and created to provide a robust market for

trading auto finance leads. The Exchange makes it easier for buyers

and sellers to do business with each other by eliminating impedi-

ments to efficient trading; providing its participants with uniform

rules of trading, dynamic pricing and liquidity. CIQ Inc./Voisys has

added the exchange as one of its sources of auto finance leads.

“Not only is the Exchange a source of more leads, it’s a

change in the industry structure. It allows us to buy additional

leads, better control costs and offer a higher level of quality to our

clients. We’re proud to be one of the pioneer companies in this

venture,” commented Paul Snider, CIQ Inc./Voisys CEO.

The Detroit Trading Exchange has created an innovative

system of trading and replaced the “old” system, where each

buyer had its own “trading agreement” that needed to be signed by

all sellers, with one master agreement that all sellers and buyers

sign. Additionally, the new system offers dynamic, real-time

pricing in which the buyers can alter pricing based on current

market conditions. 

Previously, all pricing was “static” with all changes requiring

the appropriate documentation (paperwork), making short-term

price adjustments very difficult to implement. Today, the

Exchange facilitates upwards of 300,000 lead trades per month.

“The Detroit Trading Exchange has brought to the lead gener-

ation industry an exchange for making the selling of Internet

generated leads as efficient as the NY stock exchange is for

exchanging stocks. We are delighted to have CIQ Inc./Voisys, an

industry leader, join us in this endeavor,” commented Donald S.

Campbell, Detroit Trading Company president.

Reynolds Announces new VP of Canadian Sales 
Mississauga, Ontario, April 23, 2007 – Reynolds and

Reynolds (Canada) Ltd. is pleased to introduce Randy Price as the

new vice president of Sales for Canada. The announcement was

made by Donny Holender, senior vice president, North American

Sales, at a recent Pit Stop (associates) meeting. 

“Randy has a long and impressive history with Reynolds. His

contribution as director of Canadian OEM Sales, his experience as

the regional sales director for the western region combined with

his leadership and expertise with Reynolds GM IDMS offering,

make him an excellent candidate to lead the sales effort in

Canada,” commented Holender. 

Price joined Reynolds more than 12 years ago. Since that

time, he has occupied roles in both sales and marketing, including

five years as the regional sales director in Western Canada. Most

recently, Randy has been charged with managing Reynolds’ OEM

endeavors. He has spent the last year successfully rolling out GM

IDMS from Reynolds to more than 80 customers in Canada. Price

will lead the Canadian sales effort and continue to ensure that the

“customer is the boss.”

“I look forward to leading our world-class sales organization

and serving our bosses – our customers – as we continue to deliver

the Reynolds brand. My focus will be on enhancing our retail sales

processes, hiring and promoting exceptional talent, and

continuing to build on our team-selling approach, including dealer

management systems, CRM solutions, services and integrated

documents. I plan to visit as many customers as I can in the

coming months,” said Price. 

Price has an Honours Bachelor of Commerce from the

University of Windsor. He also has a diploma in Automotive

Marketing from the Canadian Automotive Institute – a program

that Reynolds has supported since its inception. 

Media contact: Sue Mysko, 905.267.6354,

Susan_mysko@reyrey.com



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Gray Gamma 2.2)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.3
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket true
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 1
  /Optimize false
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings false
  /StartPage 1
  /SubsetFonts false
  /TransferFunctionInfo /Remove
  /UCRandBGInfo /Remove
  /UsePrologue false
  /ColorSettingsFile (Color Management Off)
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages false
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


