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sales agents

The presence of sales agents in the industry has grown in the last 
year, with more companies and individuals looking to offer their 
respective service to suppliers and retailers all over the country. What 
sorts of changes and strategies are being employed? Phil Weafer reports.
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sales agents

• Sales Representation

• Merchandising Support

• Re-work Management

• Display Building

• Product Presentations   

• Promotional Compliance

• Warehousing and Storage Solutions

For more information on our full sales & marketing brokerage services contact the Topline team at:

Ph 09 419 4061  |  Fax 09 419 4063  |  www.toplinemarketing.co.nz
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Building brands by

driving sales

SPEAKING TO SALES agents working across the hardware channel, 
one of the greatest attributes which they all highlight they can offer 
clients is the experience that many of them have of the industry, 
experience that means they understand what retailers and suppliers 
are looking for. 

Since the Global Financial Crisis hit the hardware industry  
(like others) so hard, cost efficiency has been top of mind for suppliers 
and retailers alike. Some suppliers for example have cut back on the 
number of reps that are out on the road in recent years. As a result, 
many are now using sales agents for those roles and other day-to-day 
jobs such as merchandising and even general stock upkeep. 

Reducing costs is one of the benefits of working with sales 
agents. Neville Vujcic of sales agent Strikeforce New Zealand for 
one highlights the benefits that using an agency can have on the 
finances of clients: “Cost efficiency is a very big benefit of using 
a sales agent. Obviously we’re established and out there so we 
should be able to show cost efficiency over companies putting 
their own people out there.” 

Another advantage of using sales agencies is quite often the 

leverage that can be exerted using their presence in a range of 
categories. Says Neville Vujcic: “The points of contact we have 
in-store versus if you’re a supplier and you’re in one category in a 
hardware store, we’re actually talking to half a dozen people in that 
store because we’re representing across a number of categories. 

“Those people move around inside a store, so you have the 
benefits of the relationships that have already been put in place. And 
we’ll co-promote with some of our clients so there’s an advantage 
there as well.”

NOT JUST A COST THING
Diane Malcolm at Hardware Sales Agencies (formerly mCorp) 
echoes these sentiments and has seen her business expand over the 
last year as a result of the success she has experienced. “The cost 
advantage to using a sales agent is obviously huge. I guess people are 
being smarter with their money, we can do just as effective a job as 
many of the company’s reps.”

Of course cost efficiency is not the only benefit for using sales 
agents. As well as saving money, the work put in by sales agencies 
can also mean clients can find time to develop other aspects of their 
work. Vendor Refill Management’s (VRM’s) CEO, Derek van der 
Vossen, explains that the work he and his team do allows VRM’s 
customers to focus on other aspects of the business.

“The bulk of our work is vendor in-store support in Bunnings and 
where we add value there is by doing our work we basically allow our 
customers, reps and territory managers to do what they do best and 

“At the same time as retailers are looking for 
more support from suppliers, most suppliers 
have been looking for retailers to work closely 
with them to promote their products”
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Creative Activation:  
“Your in-Field Retail Experts” 
Brand & retail specialists Creative 

Activation are making positive 
moves in the retail sphere, 

with suppliers beginning to realise the 
benefits the agency can bring to their 
businesses.

“Our customers appreciate the power 
of cost effective national coverage 
and quality, measurable execution in 
store. Our communications platform 
allows instant product information 
updates, store priority changes and 
retailer feedback instantly via tablet or 
smartphone, says Neville Pulman, 
Creative Activations’ Managing Director.

Seasonal spikes and retail calendar 
sales opportunities are easily and 
economically catered for by the team at 
Creative Activation, maximising critical sales weeks and weekends. 
This is done by front loading the week across all stores which 
ensures the in stock, on shelf opportunity equates to no lost sales.  

With merchandising becoming a major aspect of the channel, 
retailers are looking for more support from suppliers. 

“More and more we are finding a call for the best practice 
being exercised in grocery and mass channels during seasonal 
peaks and new product launches throughout the Hardware 
channel. Optimising trade marketing spend and rapid customer 
product uptake is a key part of what a skilled field force can 
deliver,” says Pulman.

Relationships, constant contact and information flow are key 
aspects to the work done by Creative Activation and Pulman 
says these, along with the company’s attention to detail, have 

reaped some success.
“Our investment in real-time reporting for every single visit and 

execution is paying dividends and allowing our partners complete 
transparency, giving retailers qualified insights and feedback and 
giving brands the ability to increase or change their focus and 
sales strategies on the fly.” Daily and weekly information flow has 
become the norm for the work of any sales agent and Creative 
Activation is one strong exponent of these actions.

For more information on what Creative Activation can offer your 
business please contact:
Neville Pulman 
mobile: 021 388912
email: Neville.pulman@creativeactivation.co.nz

  Merchandising Experts 
Precision product placement, POS 
management, education & training

  Promotional Management 
End-to-end including plannogram 
management

  Real Time Reporting 
Real-time actionable information  
tailored to meet your requirements

  Sales Support 
Order generation & promotion to end users

  Retailer compliance 
Replenishment & vendor refill management

  Contact Neville Pulman 
09 969 2278 
0800 787 753 
Neville.pulman@creativeactivation.co.nz

brand, retail and shopper is our life

CRE0033 Hardware Mag ad 178x65.indd   1 24/01/14   11:33 AM
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sales agents

AGENCIES SOUGHT!

Experienced Sales Agent 
covering the South Island 
and Lower North Island
• Sales management/

representation
• Key account management
• Good industry contacts

CONTACT:
Peter Duffi n, PD Sales Ltd
Ph 021 341 768
Email pduffi n@xtra.co.nz
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we basically do the day-to-day work.”
The training of the teams used by sales agents is also a key facet of 

the work done. For many sales agents, building the right team that fits 
the profile of the company is imperative to building and maintaining 
relationships, as Derek van der Vossen explains. 

“We train our team on inventory control so in many cases they 
will know how to manage stock better than the suppliers’ rep. So the 
supplier has got sales people, but they’re not detail people. Quite 
often they’re not ‘dot the Is and cross the Ts’ people. Whereas that’s 
exactly the sort of people we recruit and we have quite a thorough 
recruitment policy to find the right people.”

As many sales agents working in the industry have personal 
experience in the hardware channel, be it on the retail side or 
supplier end, the product knowledge and understanding of how the 
market operates work nicely in tandem with the understanding of 
the end user, the consumer’s, need. 

MAD ABOUT MERCHANDISING
In recent years, merchandising has become a major tool for the 
hardware channel. At the same time as retailers are looking for 
more support from suppliers, most suppliers have been looking 
for retailers to work closely with them to promote their products. 
For many sales agents, these two wants dovetail nicely together. In 
cases where the supplier is the customer, the sales agent will almost 
become part of the store.

“Merchandising has definitely become a bigger part of what we do 
and that comes down to the resourcing from our suppliers – they 
can’t cover all markets, their team would be too big and they couldn’t 
afford it so we fill that market with a need to help the merchant,” 
says VRM’s Derek van der Vossen, who continues: “They need to 
supply services and stay close to the merchant and often, doing 
merchandising in-store means that the team in the store can focus 
on selling to customers, that’s their primary function.”

While Diane Malcolm at Hardware Sales Agencies acknowledges 
that there is growth in merchandising in the sector, she emphasises 
the work her company does on other aspects: “Some companies have 
a greater focus on merchandising but our niche is sales, growing the 
business rather than the merchandiser’s business.”

With his company already established in the FMCG market, 
Strikeforce New Zealand’s Neville Vujcic sees hardware taking some 
sales from that sector in recent times and feels this trend will continue, 
especially with regards to high-volume, fast-moving products. 
This reflects the changes seen in hardware stores in recent years, 
accommodating a younger, family-orientated feel to many stores.

As a result, Vujcic feels there is “a huge need to have people in 
there on a regular and quite frequent basis to make sure you have 
the products on shelf. Something they possibly haven’t seen a hell 
of a lot before, but now that people are starting to break away from 
traditional grocery stores and are starting to find that they can find 
the same product cheaper in hardware stores, which needs to be 
supported more than the traditional suppliers to hardware are used 
to. So certainly using sales agents can be hugely beneficial.”

DYNAMIC RELATIONSHIPS, DYNAMIC INDUSTRY
Obviously having a good working relationship with clients is 
important and for sales agents having the skills to develop these 
relationships is imperative. For sales agents to work best with 
their supplier clients it is important for them to partner up 
closely with them.

“We become an integral part of them and they become an integral 
part of us. They understand our business and what we are able to 
do, they understand our personalities and that’s as close as we get 
to them. I say this to my clients all the time: ‘I don’t need to know 
how much money you make but I need to know how you make your 
money’,” stresses Neville Vujcic.

He elaborates further on the importance of understanding the 
business model of Strikeforce New Zealand’s clients and what makes 
them money: “We’ve got to make sure that have got enough input 
into their business and we need to make sure that those products 
that give them good profits and margins are in the mix of what we 
do for them as well. Then they make more money and are able to put 
more back in. We need to understand their business and they need 
to understand ours and it needs to be a partnership as opposed to 
just servicing products.”

Derek van der Vossen explains how close day-to-day 
communication works between the team at VRM and its clients: 
“We have developed some software so when we do the visits we can 
report back to our customers about what went on during the visit, 
what we discovered, the value of the orders we made and if there 
were any minor issues that needed addressing. Anything bigger than 

“We need to understand their business  
and they need to understand ours and it 
needs to be a partnership as opposed to 
just servicing products” 

Continued on page 34 8
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Strikeforce NZ –  
making connections
Strikeforce New Zealand, a leading sales and merchandising 

services provider to New Zealand’s Retail sector, is looking 
to expand its presence in the hardware channel.

The focus of Strikeforce NZ is always to achieve outcomes and 
its team works in partnership with its clients to determine and to 
define brand and growth objectives. 

Through 20 plus years of experience, Strikeforce NZ has the field 
and account management resources and capabilities to cover and 
service the entire market, nationwide, including independent and 
chain stores in the hardware channel. 

The portfolio philosophy of Strikeforce NZ is:
•	 To grow categories in both volume and profit.
•	 To build and develop category leaders.
•	 To market only quality products.
•	 To limit product ranges to specific and performing categories.

IT’S ABOUT THE TEAM
Strikeforce NZ also recognises the importance of having people in 
the field that can actually sell and, as a result, continues to place 
a strong emphasis on this aspect of its business with dedicated, 
long-serving and results-orientated staff forming the cornerstone of 
its success. 

Strikeforce NZ prides itself on its excellent coverage, across ALL 
regions and ALL accounts and on its in-store profiling, with 
consistent and regular call cycles covering the market. It also has 
an Australian operation providing the same level of service and 
professionalism to the Australia market.

Strikeforce NZ provides a superior level of professionalism and 
service in all areas with staff dedicating sufficient time for the 
brands the company represents. Able to adapt and move quickly 
to implement national or specific account and regional promotional 
or distribution strategies, this is a company for whom one size 
doesn’t fit all. 

ACCOUNT MANAGEMENT
Strikeforce NZ puts a lot of its focus on head office, account 

level relationships. But there is also strong emphasis at Category 
Manager/Buyer level to ensure connection with the trade and 
build lasting and trusted relationships towards both category and 
brand growth. 

Strikeforce NZ has the in-house trade marketing expertise and 
resources needed to create comprehensive presentations for all 
hardware customers. The ability of the team to analyse data helps 
customers identify trends and opportunities in the respective 
categories. 

DATA REPORTING
Strikeforce NZ uses Fasttrack™, a state of the art, handheld field 
communication system which enables real time reporting and 
results in a secure, efficient and transparent manner. Fasttrack is 
used across all of Strikeforce NZ’s represented brands. 

Fasttrack allows not only quick and immediate 
communication and reporting on competitive or new product 
activities but also provides the ability to process direct orders in a 
sophisticated and effective manner. 

Connect with Strikeforce NZ now to find out how its experience 
and resources can meet your needs!  n

www.strikeforcenz.co.nz

Driving Sales & Growing Brands
ASK US HOW:
• We grew a client’s sales by +85%

• We delivered a client’s major project under budget by 25%

• National coverage • VIS support • Speed to market

• Inhouse hand-held reporting system • Maximised call frequency

Grow your business. Team up with Strikeforce.

Contact: Neville Vujcic  |  Ph 09 282 5064  |  Email neville@strikeforce.co.nz www.strikeforce.co.nz

MPM 8429 0214
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sales agents

More stores
More regions
Fantastic contacts
= More sales for you!

For more information 
call Diane on 021 474 290

E: info@hardwaresalesagencies.co.nz

www.hardwaresalesagencies.co.nz

Nearly 25-fold (2500%) sales growth for a 
South Island business aiming to expand their 
market share in the northern regions

Hardware
Sales Agencies
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Building Trade Representative
We urgently require an Auckland-based Commission Agent to 

represent our company and its new product.
Applicants must currently be servicing the major building trade 

outlets, offi ce fi t-out and large building contractors. You must have an 
established rapport with these companies and their buyers.

The product is new to New Zealand and currently has two SKU’s, 
so taking on this agency should not be a problem fi tting into 

established representations.

If you have the drive and desire to earn larger commissions 
then please apply immediately, preferably by email, to:

Richard J Curtis, Managing Director
Guardboard NZ Limited

P O Box 3820, Wellington, 6140
Email: curtis.holdings@paradise.net.nz

MPM 8454 1113

offer an intriguing view on the industry as a whole. As a result of the 
work that they do, sales agents can offer some interesting insights and 
understandings from both the retailer and the supplier’s perspective. 

With the industry seeing growth, the dynamics and mentality of the 
consumer has changed. In previous years, hardware products were seen 
as a necessity, almost a grudge purchase, whereas now there are certainly 
more signs of lifestyle blockers for example using the hardware channel 
for purchases that they have previously made elsewhere. 

Neville Vujcic sees these changes through the work he has done 
in the hardware sector: “Hardware used to be something you went 
and got as an imperative, I need this, purchase. Now it’s actually 
something browsed and shopped. It’s not a grudge purchase 
anymore it’s a pleasurable experience and people impulse shop it.”

Certainly the DIY aspect of the market has seen huge 
development and increase in popularity, Diane Malcolm sees the 
increasing number of hardware stores opening as a sign of the 
growing market. This growth has also seen the expansion and 
rebranding of her company. Previously mCorp Sales & Marketing, 
the company is now Hardware Sales Agencies and has a new and 
informative website. 

“I think there’s going to be some big growth in the next few 
years,” she says. “We’ve heard the growth in consents out there is 
phenomenal. I think it’s just going to get better and better. As a result 
our business has certainly grown. The industry is buzzing and we are 
looking forward to what will happen with excitement.”  

Pick up Peter Duffin
Peter Duffin of PD Sales is a 

Christchurch-based sales agent 

who is looking to expand his 

business across the South Island. 

Working from Christchurch since 

2001, he has experience working 

across the entire South Island as 

well as Wellington and the lower 

North Island regions. Some of the 

companies he has represented 

include: Parex Industries; 

Breville; Direct Imports; 

Techtronic Industries; Maytag US 

Corporation; Alliance Laundry US and he is currently representing 

Eurotech Design and Conair. Peter Duffin has experience in a 

variety of roles including sales management and representation 

and key account and sales/territory area management. Armed 

with experience and good relationships in the hardware sector he 

conducts a regular call cycle with his clients. 

pduffin@xtra.co.nz

“Consumers are starting to find that 
they can find the same product cheaper 
in hardware stores, which needs to be 
supported more than the traditional 
suppliers to hardware are used to”

that our team just picks the phone up and gets in touch with the 
customer services team and resolves it there and then.”

Constant contact plays a vital role in the work of sales agents. 
Many agents have agreements with clients regarding the number of 
regular visits and interactions that they will make. 

Diane Malcolm highlights the benefits of close relationships: “We 
know our [retailer] customers so well that we know how to get the 
best out of them and how to motivate them into selling our suppliers 
products and we can teach them how to actually sell the products to 
the customer, what questions you’re going to be asked and how to 
answer them.”

SEEING BOTH SIDES OF THE COIN
With sales agents working alongside retailers and suppliers, they 
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Specialist solves  
stock problems in home 
improvement stores
Suppliers selling into the home improvement retail market often 

have struggles managing their inventory. What they often 
need is outside assistance, but that needs to come with high 

levels of trust, market knowledge and merchandising expertise.
Vendor Refill Management (VRM) is such a company; offering 

a more personal, engaged, transparent vendor refill and 
merchandising service. Derek van der Vossen, the owner/
director of VRM (right), has several decades of involvement in New 
Zealand’s home improvement and builder’s supply sectors. He 
says the fast changing marketplace, and the pressures caused by 
the global financial crisis have led to many companies reviewing 
how they service home improvement stores in New Zealand. It 
has been a tough few years but VRM and its customer base has 
continued to grow over this period.

In more recent times, some hardware channels, like Bunnings, 
have developed their vendor in-store support (VIS) programs to 
clarify and strengthen the expectations and responsibilities of both 
the merchant and supplier. At VRM, management has aligned its 
team and processes to consistently provide services which meet 
and exceed these expectations. 

Derek says, “We believe that suppliers want to work with 
a company that can offer a team that is dependable, solves 
problems and takes responsibility at the coal face. For us this is 
matched by a demand from both suppliers and merchants that 
they want to work with a vendor refill/merchandising company that 
is open, honest and genuinely trying to do the best for both.”

VRM’s core philosophy is to successfully provide intelligent inventory 
solutions to the hardware industry. It specialises in solving stock 
problems nationwide by providing sales, merchandising and ordering 
services which increase sales for hardware channels and suppliers. 
VRM also provides targeted market intelligence to their hardware 
industry customers. It provides services throughout New Zealand from 
Kaikohe to Invercargill and represents some of the leading suppliers 

and brand names in Bunnings. 
They also provide services to 
some Mitre10 and PlaceMakers 
outlets.

The business is built around 
a team that shares similar 
core values that are vital to 
be successful. Operations 
manager Rebecca Gibson has 
a background in recruitment 
that is invaluable for finding the 
‘right’ new team. VRM’s carefully 
selected team of 32 boasts over 

600 years in total of retail, hardware and building experience to 
both retail and trade customers. As Rebecca says “our business is 
people and all of those in our team share our core values”. These 
aren’t values that can be taught or trained but are within. 

VRMs core values include taking responsibility for all its actions, 
respect for the person in front of a team member, the ability to 
make practical and intelligent decisions, ensuring every action 
is undertaken with integrity and energy together with constant 
reviewing and adaptation as required to provide the best service. 

Derek says, “We love working with suppliers and merchants who 
share these values.”

The leadership team also includes Lisa Wheldale (Auckland 
leader) and Michael Head (VRS support) who travel throughout 
the country.

The VRM focus is to continue as the market-leading provider of 
vendor in-store support services in Bunnings. It is committed to 
delivering the highest standard of merchandising and vendor refill 
services so that customers can continue to be successful in the 
home improvement market.  n

www.vrm.net.nz

Intelligent Hardware Inventory 
Solutions

• Sales, merchandising and ordering services; increasing sales for our clients
• Market intelligence: targeted information, market updates, industry activity
• Product management: inventory consistency and improved customer satisfaction
• Maximum impact for promotions and new products: meet and exceed sales targets
• Establishment and maintenance of planogram programmes

SUPPLIERS AND MANUFACTURERS! 
Speak to us for solutions to your vendor refi ll and merchandising needs

WE OFFER

Ph: 0508 876 876
Email: sales@vrm.net.nz  •  www.vrm.net.nz
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Credit where IT’S DUE!
Ronnie Tan (pictured) and 

his team at CreditWorks 
have launched a new 

service funding merchants’ 
debtors, called CreditWorks 
Financial Solutions.

The new offer, effectively to 
own the merchant’s debtors 
ledger, is a natural extension 
of CreditWorks’ core business 
which has been running credit 
management outsourcing and 
positive data credit reporting for 
the last 15 years.

CreditWorks is working with 
one of the “big 4” (Australian) banks to provide funding and is now 
looking for merchants to take up the offer.

Consider this: Home Depot, the largest building merchant in 
the world with an annual turnover of circa USD 70 Billion of which 
approximately 30% are on trade, has no debtor exposure. The 
funding of its debtors has been done by a local bank for some 
years now, leaving Home Depot free to concentrate on its core 
business – buying and selling.  

Why then would the largest building merchant in the world with 
such large turnover choose to take this route and outsource their 
debtor ledger in this way? The following are some of the 
reasons and benefi ts as to why this would be the case.

CASH IS KING
The new CFS product recognises that cash is king.  
The product is designed specifi cally to improve cash 
fl ow, convert trade sales on credit terms to cash, 
reduce costs and not only eliminate a merchant’s 
credit risk but also bring with it opportunities to make 
better use of that cash.

The product offering in outline:
• Receivables purchased are paid on the 5th 

working day of each new month after sales(or by negotiation).
• Receivables are paid IN FULL, less commission.
• The offer is on a NON-RECOURSE basis
• No personal guarantee required from the merchants (seller)

All of which means no more bad debts because debtor risk is no 
longer the merchant’s problem – it’s in the hands of professionals. 
The merchants sell as normal to their customers and CFS pays 
them on the 5th working day of each new month after sales (or 
by negotiation). The debtors pay CFS, who operates on a non-
disclosed basis and will work closely with the respective merchant 
to manage the debtors.

How is this different to factoring? It costs less. Factoring 
is effectively borrowing against assets to fund a business and 
typically offers 80-90% of the debt, with the balance paid as and 
when the debt gets paid. In addition, most factoring companies 
will require personal guarantees from the merchant due to its full 

recourse nature. This means, if there is a bad debt, the seller (the 
merchant) has to absorb the losses.

THE OPPORTUNITIES 
The CFS product is unique in New Zealand. It puts cash back 
into a business immediately, enabling growth and freeing up both 
corporate and personal assets. Plus there is no change as far as 
the debtor is concerned because the arrangement is on a non-
disclosed basis.

There is a cost to the product, but says CreditWorks’ Ronnie 
Tan, forward thinking merchants will be looking beyond just the 
cost. Instead, he says, they will be working out the true benefi ts of 
such a product, including:
• Cost savings.
• Reduces funding costs.
• Reduces credit control costs.
• Eliminate bad debt provisioning.
• Eliminate trade credit insurance costs.
• Eliminate bad debts.
• Positive cash fl ow at all times.
• No personal guarantees required from merchants

In a single stroke, a merchant can improve their weighted 
average cost of capital, their return on investment (ROI), their credit 
control cost and their historical bad debt ratio against sales. There 
are no more bad-debts provisioning required.

And then there is a range of opportunity costs:
• What could the merchant do with this additional cash fl ow?
• How much extra profi t could they derive from this cash?
• How could they use this cash? To invest in another store?
• How much more rebate could they achieve by paying 

suppliers earlier?
Plus the intangible benefi ts – peace of mind for example – 

should not be underestimated. Merchants may sleep better at 
night, knowing they have not only almost eliminated debtor risk but 
have also freed up time and energy to concentrate on what they’re 
good at – buying and selling.

CreditWorks is currently inviting merchants and distributors with 
a $5m+ turnover to explore the details and benefi ts of the new 
CreditWorks Financial Solutions product. If you recognise that cash 
really is king, contact Ronnie Tan today.
• Our normal credit criteria and trading terms will apply.

“In a single stroke, a merchant can 
improve their weighted average cost of 
capital, their return on investment (ROI), 
their credit control cost and their historical 
bad debt ratio against sales”
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For more information and a personal assessment contact Ronnie Tan
Ph 09 520 0626   |   Mob 021 583 507   |   Email ronnie.tan@creditworks.co.nz

Financial Solutions
Receivables Purchase & Outsourcing

What would you save while achieving 
cash fl ow certainty?

COST SAVINGS
• Reduce funding costs $ ______________________

• Eliminate credit control costs $ ______________________

• No trade credit insurance costs $ ______________________

• No bad debts $ ______________________

• Positive cash-fl ows at all times $ ______________________

Total Costs Savings? $ ______________________

OPPORTUNITY COSTS
• What will you do with the cash? $ ______________________

• How much extra profi t would you gain out 
of this cash? $ ______________________

• What would you invest in? $ ______________________

• How much more rebate would you  achieve 
by paying suppliers earlier? $ ______________________

• Eliminate bad debt provisions $ ______________________

Total Additional Profi t? $ ______________________

BENEFITS

8427 Creditworks FP.indd   1 28/01/14   1:52 PM
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Credit where IT’S DUE!
Ronnie Tan (pictured) and 

his team at CreditWorks 
have launched a new 

service funding merchants’ 
debtors, called CreditWorks 
Financial Solutions.

The new offer, effectively to 
own the merchant’s debtors 
ledger, is a natural extension 
of CreditWorks’ core business 
which has been running credit 
management outsourcing and 
positive data credit reporting for 
the last 15 years.

CreditWorks is working with 
one of the “big 4” (Australian) banks to provide funding and is now 
looking for merchants to take up the offer.

Consider this: Home Depot, the largest building merchant in 
the world with an annual turnover of circa USD 70 Billion of which 
approximately 30% are on trade, has no debtor exposure. The 
funding of its debtors has been done by a local bank for some 
years now, leaving Home Depot free to concentrate on its core 
business – buying and selling.  

Why then would the largest building merchant in the world with 
such large turnover choose to take this route and outsource their 
debtor ledger in this way? The following are some of the 
reasons and benefi ts as to why this would be the case.

CASH IS KING
The new CFS product recognises that cash is king.  
The product is designed specifi cally to improve cash 
fl ow, convert trade sales on credit terms to cash, 
reduce costs and not only eliminate a merchant’s 
credit risk but also bring with it opportunities to make 
better use of that cash.

The product offering in outline:
• Receivables purchased are paid on the 5th 

working day of each new month after sales(or by negotiation).
• Receivables are paid IN FULL, less commission.
• The offer is on a NON-RECOURSE basis
• No personal guarantee required from the merchants (seller)

All of which means no more bad debts because debtor risk is no 
longer the merchant’s problem – it’s in the hands of professionals. 
The merchants sell as normal to their customers and CFS pays 
them on the 5th working day of each new month after sales (or 
by negotiation). The debtors pay CFS, who operates on a non-
disclosed basis and will work closely with the respective merchant 
to manage the debtors.

How is this different to factoring? It costs less. Factoring 
is effectively borrowing against assets to fund a business and 
typically offers 80-90% of the debt, with the balance paid as and 
when the debt gets paid. In addition, most factoring companies 
will require personal guarantees from the merchant due to its full 

recourse nature. This means, if there is a bad debt, the seller (the 
merchant) has to absorb the losses.

THE OPPORTUNITIES 
The CFS product is unique in New Zealand. It puts cash back 
into a business immediately, enabling growth and freeing up both 
corporate and personal assets. Plus there is no change as far as 
the debtor is concerned because the arrangement is on a non-
disclosed basis.

There is a cost to the product, but says CreditWorks’ Ronnie 
Tan, forward thinking merchants will be looking beyond just the 
cost. Instead, he says, they will be working out the true benefi ts of 
such a product, including:
• Cost savings.
• Reduces funding costs.
• Reduces credit control costs.
• Eliminate bad debt provisioning.
• Eliminate trade credit insurance costs.
• Eliminate bad debts.
• Positive cash fl ow at all times.
• No personal guarantees required from merchants

In a single stroke, a merchant can improve their weighted 
average cost of capital, their return on investment (ROI), their credit 
control cost and their historical bad debt ratio against sales. There 
are no more bad-debts provisioning required.

And then there is a range of opportunity costs:
• What could the merchant do with this additional cash fl ow?
• How much extra profi t could they derive from this cash?
• How could they use this cash? To invest in another store?
• How much more rebate could they achieve by paying 

suppliers earlier?
Plus the intangible benefi ts – peace of mind for example – 

should not be underestimated. Merchants may sleep better at 
night, knowing they have not only almost eliminated debtor risk but 
have also freed up time and energy to concentrate on what they’re 
good at – buying and selling.

CreditWorks is currently inviting merchants and distributors with 
a $5m+ turnover to explore the details and benefi ts of the new 
CreditWorks Financial Solutions product. If you recognise that cash 
really is king, contact Ronnie Tan today.
• Our normal credit criteria and trading terms will apply.

“In a single stroke, a merchant can 
improve their weighted average cost of 
capital, their return on investment (ROI), 
their credit control cost and their historical 
bad debt ratio against sales”
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For more information and a personal assessment contact Ronnie Tan
Ph 09 520 0626   |   Mob 021 583 507   |   Email ronnie.tan@creditworks.co.nz

Financial Solutions
Receivables Purchase & Outsourcing

What would you save while achieving 
cash fl ow certainty?

COST SAVINGS
• Reduce funding costs $ ______________________

• Eliminate credit control costs $ ______________________

• No trade credit insurance costs $ ______________________

• No bad debts $ ______________________

• Positive cash-fl ows at all times $ ______________________

Total Costs Savings? $ ______________________

OPPORTUNITY COSTS
• What will you do with the cash? $ ______________________

• How much extra profi t would you gain out 
of this cash? $ ______________________

• What would you invest in? $ ______________________

• How much more rebate would you  achieve 
by paying suppliers earlier? $ ______________________

• Eliminate bad debt provisions $ ______________________

Total Additional Profi t? $ ______________________

BENEFITS
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Make it your home with the innovative PRR 250 ES Sanding Roller from Bosch. Its easy-to-change  
attachments for different materials even adapt to uneven surfaces. This enables you to sand continuously,  
without having to change the tool. CLEAN Connection for external dust extraction. COMFORTABLE SDS  
system for easy, tool-free changing of the wheels. VERSATILE Continuously variable speed pre-selection  
enables material-specific work.

The NEW All-in-1 Sander

PRR 250 ES
 Hand sanding was so yesterday
        Bosch introduces...

Thursday, 2 hours sanding

Perfect for curved, uneven or flat surfaces.

Wednesday, 2 hours sanding

Yesterday, 3 hours sanding
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