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Recovery Services, Inc.




~ Agency Profile ~


Blitz Recovery Services Inc.
CONTACT INFORMATION
Address (including city, state, zip): 
BBVA Building, 
Amarillo St., #1738 BOX 28, 
San Juan, P.R. 00926
Business Fax Number: (787) 622-7601
Main Contact:
Joseph Ramos
Title: President

E-Mail: jramos@brspr.com


Business Telephone: (787) 625-5660 ext. 225
Alternate Contact: Elsie Loper
Title: Collections Manager
E-Mail: eloper@brspr.com
Business Telephone: (787) 625-5660 ext. 239
COMPANY HISTORY
Name of Parent Company/Affiliate Companies: N/A




Number of Office Locations: 1
Date Founded/Incorporated: December 16, 2002
Publicly Traded or Privately Held:
Privately held
Business Type (Contingency, 1st Party, Debt Purchase): Contingency
, 1st Party
MANAGEMENT HISTORY
Please attach a copy of your organizational chart. 
Name of Owner/CEO/President:
Joseph Ramos
Number of Years in Position:

5 years
Number of Years in Industry:

30 years



Name of Chief Financial Officer: 
Jesús Ortíz Olivo

Number of Years in Position:

2
Number of Years in Industry:

20
Name of Collections Manager:
 
Elsie Loper

Number of Years in Position:

2
Number of Years in Industry:

2
AUDITING AND COMPLIANCE

Pending lawsuits?

Yes   FORMCHECKBOX 
   No  FORMCHECKBOX 
   If yes, please provide a summary of each pending suit: 
We have two cases: Both are related to the violation of the Automatic Stay; Chapter 13.

Both Cases are related to negligence on the part of our Clients. Blitz is covered under the indemnity clause in our contract. One case will be settled for $3,000. The other case is in the process of discovery. 

Outstanding judgments?

Yes   FORMCHECKBOX 
   No  FORMCHECKBOX 
   If yes, please provide a summary of each outstanding judgment:

Current licenses for all 50 states?

Yes   FORMCHECKBOX 
   No  FORMCHECKBOX 
   If no, please list the unlicensed states below: 
· We are currently licensed in Puerto Rico. We should have our license for Florida in less than 30 days. We are working with Corner Stone for an additional 12 licenses (or more) in the continental USA.  

Our process for handling consumer complaints and disputes?

· All verbal complaints received are documented in the collection notes immediately. A request for a written complaint is made. Once the written complaint and dispute is received,, a note is made on the account  with the date  received and a summary of the complaint.  The account is flagged and classified accordingly and place in Dispute.  We the follow up with our client to ascertain the action they plan to take if any. The account is no longer worked until instructions from the client are received. If instructions from the clients are not received it is returned. .
AGENCY BACKGROUND INFORMATION
List Your Current Clients and Product Types/Stages Worked:
American General Financial- Primary Placements, Personal Consumer Loans
CitiFinancial Services: Secondary Placements, Personal Consumer Loans, Mortgages
Ponce Municipality- Primary Placements, Personal Property Debts (Business) and Real Estate Property Taxes. 
Doral Bank- Primary and Secondary Placements; Consumer loans, Mortgages, Credit Cards. 
Hospital Damas- Primary Placement; Medical, Hospital Bills and Expenses. 
Island Finance: -Primary, Secondary, Tertiary; Consumer Loans
Microsoft: We provide for them a Collection Manager that works in their facilities. 
OSI: Collections for Financial Services: -Primary Placements, Secondary, Banco Popular Consumer Loans
Hill Construction: - Primary Placements, Commercial Construction Equipment Debt
ASTA Funding: - Primary, Secondary, Tertiary Placements, Consumer Loans
What are your strengths (type of account; geographic area; type of client) and why?

Our strength is in our ability to work a variety of portfolios. We have a staff with divers experience in all types of portfolios and we are very good at identifying the right collector for the right accounts. We are also very good at “Account Flow” management and “Queue” management.  We have experience working Tax Debts, Personal Loans, Credit Cards, Auto Repos, Auto Deficiencies, Mortgage loans, Equity Loans, Wireless Communications and Commercial Accounts
Types of placements we are most interested in receiving.
Primary and Secondary Placements. We will take tertiary & salvage if it is in conjunction with primary and secondary. 
COLLECTION STRATEGY AND WORK FLOW
Please provide detail as to how you prepare new business for collection once received.

· Scrubbing Process: Day one scrub for bankruptcy and deceased
· Accurint for New Phones and Addresses

· Scoring: We attempted to use Lexis Nexis Accurint, but it failed to validate for Puerto Rico, so we were not able to use it. We are currently working with Transunion on a scoring model that we believe with work for Puerto Rico. We will be testing it in the next 90 days. 
· Vintage Analysis: We take account received and match them to like portfolio within our Database to forecast potential collections. 
· FDCPA Letter is sent; No later than 3 days from the date assigned. 

· Accounts are assigned for outbound calls and predictive dialing campaigns  
· Staffing Allocation and Training: Accounts are distributed based on experience and strength of the collector. 
· Training- Upon receipt of the portfolio; all collectors receive orientation on the type of account, Clients expectations, and on the clients SOP’s.  FDCPA and HIPAA training is implement and collectors are tested every 6 months. The collector must past with 100%. 
· Coaching is performed on a regular basis. 
· Work Rules/Strategy Development:

· Our strategy consists of the following:

· A1 0-30 day Old Work- (New Business)

· Worked 4-5 times per week by collectors.

· A2 31-60 day Old Work


Worked 3-5 times per week

· A3 61-90 day Old Work


Worked 2-3 times per week

· A4 91+ day Old Work


Worked 1 time per week and voice broadcasting messages
· Broken promises


Worked 4-5 times per week

Broken promises stay in the assign from 15 days; at this time placed with other collector.
Outline of our standard collections process.

· Dialing Efforts (manual or dialer; peak hours, weekends, etc.)

· Manual and Predictive dialing is utilize throughout the week , weekends and at peak hours

· Lettering Strategy (score or balance based?): Based on balance; the FDCPA letter is sent and then a series of up to 3 letters can be sent.
· Skip Tracking: Online Yellow Pages, Accurrint and our existing Database
· PPA Establishment and SIF Campaigns

· PPA’s are negotiated based on balance and kept to a minimum term
· SIF Campaigns: We depend on what the Client will allow to settle from. Our property is always to settle the account in full. 

· Goal Tracking and Strategy Improvement
· Goals are established monthly and tracked daily. 

· Strategies are review on a weekly basis by the Collection Manager and the Team Leaders.
Monitoring to assure the most effective work effort is applied?
1. We listen to the phone conversion

2. Review of 10 accounts work by the collector every day.

3. Team Leaders work the collections floor and observe the collectors.

Process for following up on NSFs?

Once NSF’s are received; we attempt to collect within the 24 hours.

Process for following up on broken payment arrangements?

Broken promises are worked immediately because the have a high priority they are monitored by the Team Leader.

Monitor to improve collector productivity? 
We have a daily productivity report that monitors e.g. attempts, contacts, promised, and collections.

When do we deem an account uncollectible? (Return usually within 90-180 days)
1. Financial inability to pay

2. Refuses to Pay and there are on assets and legal is not an option.

What percentage of a collector’s time is spent doing the following activities? 
· Manual Dialing of Accounts: It depends on the portfolio on average 50/50.
· Skip Tracing: Depends on number of account on the Skip Tracing Queue. We have had collectors working full time on this.
Do we outsource any skip tracing work?  
· No

If so, with whom and what volume?  
STAFFING AND CAPACITY
How many collectors do you currently have on staff? 
· We currently have 39 stations, expandable to 65.

· We currently have 23 Collectors, but able to hire and ramp-up within 30 days.
Would you be willing to dedicate staff to our product?

· Yes
What is your supervisor to collector ratio?

· The ratio is 8-1 
What is the typical collector schedule?

· Monday thru Thursday

· 9:00a.m. to 6:00p.m.
· 11:00a.m. to 8:00p.m.
· Friday 

· 9:00a.m. to 6:00p.m.

· Saturdays

· 9:00a.m. to 1:00p.m.

Hiring and recruiting practices?

· All candidates are interviewed by the Collections Manager, HR assistant, and on occasion by the President.
Our growth/expansion plans for the next year.
· Currently we have capacity of 39 stations and our goal is to take that to 50 stations within the next 12-18 months.
How are new collectors trained?

· All new hires are placed on a 12 week orientation program and not allowed to begin collections until the third week of the program
Do you provide recurrent training programs?

· Yes, employees receive training quarterly on FDCPA, HIPAA, and Collection Techniques. Team Leader also provides regular coaching.
Do you have management training?

· Yes, we have consultants that provide manager training and strategic planning 
How do you pay your collection Staff?

Please describe your pay structure including wages and bonus/incentive structure.

	EMPLOYEE CLASIFICATION
	MINIMUM COLLECTION GOAL
	SALARY PER HOUR

	Trainee
	$0-$5,999
	$6.50

	Collector Level 1
	$6,000
	$7.00

	Collector Level 2
	$8,000
	$7.50

	Collector Level 3
	$10,000
	$8.00

	Collector Level 4
	$12,500
	$8.50

	Collector Level 5
	$14,000
	$9.00

	Team Leader
	$15,000 +
	$10.00


· Collectors are paid commission, which is a percentage of collections over their base amount. 
How do you set your collector goals?  
· Based on their experience and the type of portfolio their working
TECHNOLOGY
What Collection Platform/Software do you use?

ADS (Accelerated Data System)
Do you use a dialer?

· Yes

· What dialer do you use?

IAT (Information Access Technology) Hosted Solution
· What percentage of calls are made on a dialer vs. manually dialed?

· Depends on the portfolio usually 50/50.

Which vendors do you use for skip tracing?

· TransUnion and Accurrint 
Do you use a CBR Trigger process?
· No

What type of system do you use to track collections?
ADS (Accelerated Data System): One of the top 6 in industry. Fully integrates with Dialers, VB and Credit Bureaus.
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