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ABSTRACT 
This study aimed to identify challenges faced by credit controllers across the globe while doing Aging Analysis 
during this Corona Pandemic. 
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I have published guidelines for Car Rental Industries “how to deal with the clients, SOP for operations 
department, working style of Receivable Management during Corona Pandemic” some time back. I received 
very good appreciation from hundreds of companies that too spread across the Globe. I could see downloading 
of my articles hundreds of times from my LINKED In profile and other publication platforms where I have 
published the said articles. 
Many companies are asking me “How to deal with Debtors during locked down period?”. Though I am 
writing to few but looking at the flow of mails I am giving you all my idea of handling with Debtors effectively. 
Kindly go through the same and suggest me to improve where ever required. New ideas are also well come to 
improve this study more and more which will be useful for the end users.  
 

 
Objective: 

Now a days i.e. after March 2020 second week entire world has become stand and still. Many are forced to work 
from home. In India this is not a well come move and habitual to any company (though this was the demand of 
the many for past few years to test the readiness of ours for work from home situation even though partially) 
whether it is private or public limited or government undertaking. What Indian companies are facing in this 
locked down period is “Records are at the Office and staff and senior management officials are working 
from home”. 
I noticed this situation very sharply when I wanted to undertake aging analysis with top management and they 
were helpless being data not available at their disposal when required upon. Many companies could fetch the 
data till March 31, 2020 somehow but after that the data is incomplete. Dependency on others have gone up due 
to this. 
Now credit controller like me face tremendous challenge in this situation failing to know the correct outstanding 
amount for any company and age of the same. I think to over come all this practical problems and looking at 
the vastly increase in the corona positive cases during Unlocked Period we should thought of the 
following: 

1) Be prepared to work from home for longer time. 
2) Try not using stand alone IT packages which are not very effective tool of accounting now a days. 

Your dependency ratio is very high for all these cases. 
3) Try bringing working of operations and accounting under one roof to fetch effective data of aging, 

income and expenditure analysis, sales analysis and finalization of accounts etc. Car rental companies 
to note this because many a times I have seen that duties are being closed at the different IT 
platforms or systems. Data in excel gets imported once in a month or forth nightly. Then the 
same was exported to stand alone accounting package and mix with various data to generate 
sales analysis, aging analysis and so on. 

4) This leads to stretching of time unnecessary and chances of human mistakes in the finalization of data. 
5) Management has to depend on too many parameters to get the data on a fingertip. 



Vol-4 Issues 06, June -2020                                                                                 ISSN: 2456-9348 
                                                                                                                                 Impact Factor: 4.520 
 
 

  
International Journal of Engineering Technology Research & Management 
 

IJETRM (http://ijetrm.com/)   [91] 

6) Most importantly have your company scanned and digitized all important required data on the 
cloud or ERP or on SAP so that all staff/officers working from home can access the same and 
perform up to the satisfaction of Management. For example is your HR files are available on 
cloud platform to access the same, to review the performance, make appraisal and sanction due 
increments.  

7) I have seen some companies marking reminders on their Google data”/mails. So that at least once in a 
fortnight reminders will be issued to all the clients automatically calling for the due payment. No doubt 
this looks very effective tool and can work even though you do not hire any credit control professional 
during this recession period but the golden questions are in the wake of Corona Pandemic as 
follows: 
a)  is your accounting system up to date to send correct ledgers to your clients through automated 

mail reminders system 
b) Has receipts been matched with invoices correctly from time to time. 
c) Has on account receipts  been adjusted on FIFO basis if client is agreeing for the same due to lack 

in clarity of what are the bills has been by the client 
d) Is fresh bills has been posted at the accounting system through stand alone system to give you 

correct outstanding amount entirely 
e) Whether the credit period is considered from the date of bill or from the date of delivery of bill 
f) Whether disputed bills has been kept on hold or marked with specific remarks. If not system will 

send the ledgers as it is from the package and client may not like it you being followed disputed 
bills again. 

g) Whether bills which are hold by the clients due to some Operational Failures happened from your 
staff are marked properly. If not then you might land in a big soup and might lose the client at 
some times for this blunder. 

h) Whether aging analysis is being review by your finance in the midst of all on regular basis before 
sending the same to your clients 

i) Is your CRM department has been asked to tag or stop sending mails to the clients where ever the 
above mentioned situation has been faced by you. This will help you to maintain co ordinal- 
relations with your clients and minimise the disputes in accounting. 

All these are the challenges being faced by many companies and credit controller before they start following for 
an outstanding with any party during this locked down period. 

Part I: 
Now coming to the very important question “How to deal with debtors and prepare the data during 
locked down period ?”. Firstly generate the aging report for the quarter April 1, 2020 till June 30, 2020. 

1) Separate the out standing data into the 30/60/90/180 days and above format. 
2) Ensure all receipts has been passed and bills has generated for the utilised services for the said quarter. 
3) Insert date of dispatch of physical bill to the client, add credit period and then calculate aging days 
4) Insert date of last payment also. This is very important to know the trend of client to pay you in this 

pandemic. 
5) Most importantly separate the aging data into three colours initially. i.e. Red, Orange and Green  

 
Under Red Zone 

a) Consider all the clients who have used various services of your company and not paid you till date 
and then their offices are closed. They are also not using your services now a days. 

b) Understand their reason of non-payment, if no issue faced by them and still you are getting paid 
then have conference call immediately with their senior management, make them agree some 
commitment on the payment , diarise the same and be after them to get your legitimate payment. 

c) Ascertain who else in their offices are working during this locked down period in the finance 
department, operations , sales and accounts department. 

d) How many branch offices are still working and also closed down due to poor business. 
e) Ascertain their business line i.e. their products, their future demand for the next quarter, their 

likely sustainability in this difficult times. 
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f) Ascertain privately has their staff/officers paid for their due salaries during the last quarter. The 
most important is in which pattern. i.e. adhoc or 1/3 of basic salary or 50 % etc. 

g) The answer of (f) point will explain the whole scenario to you and then decide quickly further 
action. 

h) If their office is open partially fix appointment with their available seniors and visit immediately to 
break the ice. Try signing off balance confirmation letter during this visit so that further effective 
steps can be taken. 

i) Accept no billing dispute now for the last quarter which should have been addressed well in time 
with you. Let this not become any hindrance to get payment for all your bills. 

j) Do not start any new services unless and until you are paid at least 70 % of your past dues and 
commitment that hence further you will be paid on regular intervals.  

k) Sales team and officials may be informed for the point number (j) immediately after the meeting is 
over. 

l) Even after all your best efforts to realise the due payment the client is not responsive, serve notice 
mentioning closing all your services with clients, serve them with final warning mail and start 
legal action.  

m) Start raising penal interest letters on the party till the time you take them to the court. 
n) Start sending continuous mails, SMS, telephonic calls or what’s APP messages calling your due 

payment with penal interest each time. 
o) Built up strong case against the client mentioning their poor history for the past few months and as 

per the clauses mentioned in the commercial start taking further action as deemed fit. 
p) Serve notice to them required as per commercials indicating stopping of all your services. 

 
Under Orange Zone 

a) Consider all those clients who are still using services though not fully due to pandemic  but paying 
you occasionally. 

b) Understand their reason of paying you may be on account or adhoc payment, not providing you 
bill vise details, not deposition of TDS deducted from them under 26 AS. 

c) Have conference call immediately with their senior management, understand their payment cycle, 
get commitment of your payment and ensure that client is sticking to their word. 

d) Ascertain who else in their offices are working during this locked down period in the finance 
department, operations, sales and accounts department. 

e) Ascertain their business line i.e. their products, their future demand for the next quarter, their 
likely sustainability in this difficult times. This will enable you to take a decision whether to 
continue providing your services to them and getting paid partially. 

f) Is your company can afford this receipt and payment cycle. Is this is acceptable to your 
Management. 

g) Ascertain privately has their staff/officers paid for their due salaries during the last quarter. The 
most important is in which pattern. i.e.70 to 80 % or 100 % etc. 

h) The answer of (g) point will explain the whole scenario to you and then decide quickly further 
action. 

i) If their office is open partially fix appointment with their available seniors and visit immediately to 
break the ice. Try signing off balance confirmation letter during this visit so that further effective 
steps can be taken. 

j) Inform the said companies that as per commercials signed by them they are bound to pay you for 
the full invoice amount and not any partial or ad hoc amount. 

k) No harm is extending your services to these type of companies till the time at least you are getting 
paid on regular intervals to run your business. 

l) This will also keep presence of your company in the market, you will continue to get fresh 
business if any from these clients. 

m) Work on how you can cut down your cost of administration and salaries since you are not getting 
fully for your services now. You might have to face this scenario for more time to come. 
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Under Green Zone 
a) Under this segment add all your balance clients who remained trustworthy with your company even in 

this difficult time. They have understood your situation well. 
b) They have supported you by paying for your services in time that too for the full amount. 
c) They have deducted TDS and also deposited the same under 26AS. 
d) They are still using your services so ensure prompt and admirable services to them. 
e) Due to this pandemic each one is suffering very badly in the business. So some of these clients 

also might be facing cash crunch, they also might be under pressure to cut down various costs 
and may approach you for further lowering price for your products and services. 
Be ready with the data and profitability analysis well in advance. You simply cannot afford to 
lose these type of clients at this juncture. 

f) Work out different modules where by you can cut down your cost and support your client in the price 
reduction demand. 

g) Because your existence is depending on the very existence of the client. 
 


