
 

  

Course Detail 

 
Tuesday |  6 March 2012  

9.00am – 5.00 pm 

 

Venue 

 
Seminar Room @ German Centre, Level 5 

25 Internat ional Business Park 

 

Course Fees 

 
GC Tenant         S$ 250 nett  per pax 

Early Bird S$ 270 nett  per pax 

General Pubic         S$ 300 nett  per pax  

 

 

Price includes course materials & cert if icate. 

 

Refreshment & lunch w ill be provided. 

 

Terms & condit ions apply. 

 

To Register 

 
Please email Ms Ivy Lau at  

ivy.lau@germancentre.com.sg or 

call us at (65) 6562 8100 for more information. 

 

Early bird closing date 14 February 2012 

 

Closing date   21 February 2012 

 

Effect ive Accounts Receivable Management are 

brought to you by the German Centre Singapore.  

 
 

 

 

 

 

 

 

 

 

 

 

 

  

Introduction 

This is the intensive w orkshop on accounts receivable management. While 

sales are important, it  is more crucial that the amounts sold on credit  are 

ult imately received on a t imely basis w ith minimal bad debt losses.  

The w orkshop trains part icipants on how  to def ine a credit  strategy, 

implement a credit  policy, understand and interpret the fundamental 

information in f inancial statements, monitor accounts receivable 

outstanding and improve the effect iveness in the collect ion of accounts 

receivable. 
 

Who will benefit 

This w orkshop is suitable for any person w ho is involved direct ly or 

indirect ly w ith the responsibility of sales, market ing, credit  approval, credit 

review  and collect ion. 
 

Program Objectives 

At the end of the course, participants will be able to:  

 Def ine a credit  strategy 

 Implement a credit  policy 

 Understand and interpret the fundamental information in f inancial 

statements 

 Monitor accounts receivable outstanding 

 Improve the effect iveness in the collect ion of accounts receivable 
 

Program Outline 

 Understanding the need for credit  sales 

 Fostering credit  aw areness 

 Def ining a credit  strategy 

 Understanding the need for a credit  policy 

 Know ing the benefits of having credit  facility 

 Appreciat ing the factors that inf luence the credit  policy 

 Implementing the credit  facility 

 Gathering credit  information 

 Understanding f inancial statements 

 Applying f inancial analysis of f inancial statements 

 Monitoring accounts receivables 

 Know ing the reasons for slow  collect ion 

 Pre-empting excuses for not paying promptly 

 Seeing tell- tale signs of potent ial bad debts 

 Using collect ion techniques 

 Case study & pract ical exercises 
 

Please contact us for more information on the program outline and 

trainer’s profile. 
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RREEGGIISSTTRRAATTIIOONN  FFOORRMM   
 

Please register me for this workshop-: 

Name (Mr/Mrs/Ms/Dr) : 
 

 

Company Name (if applicable) : 
 

 

Address : 
 

 

Contact Name & Number : 
 

 

Email Address : 
 

 

 

 

 
 
 
 
 

Fe e s 
 

 GC Tenant 

 

  S$250 

 

 Early Bird 
 

  S$270 

  

 General Public                                                      S$300                        

Pay m ent  M e t hod 

Please select whichever is applicable: 

 

  Cash & Credit Card (Master & Visa only) 

 

Kindly come down to the German Centre off ice betw een 

9:30am to 5:00pm on Monday-Friday prior commencement of 

w orkshop. 

 Cheque & no.   

 

Cheque payable to German Centre for Industry and Trade Pte 

Ltd, and mail it  to 25 International Business Park, #05-108 

German Centre, Singapore 609916.  

 

 Bank Transfer  

Beneficiary: 

German Centre for Industry and Trade Pte Ltd 

Account number: 5008500514 

 

Beneficiary’s Bank: 

Landesbank Baden-Württemberg Singapore Branch 

Bank Code: 8873 

Branch Code: 001 

  

 

Bank charges are to be borne by registrants. 

 

Kindly fax your registration form and confirmation of bank 

transfer slip to Ms Ivy Lau at 6562 8029. 

Bi l l ing I nst ruc t ions  

 Personal 

 

 

 

 Registrant signatory 

 Company’s  

       account 

 

 

 

  

Registrant signatory and  

company stamp 

T erm s &  C ondit ions 
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1   Full payment must be made prior to commencement of class. 
 

2   Cancellation Policy 
 

 Cancellation w ithin 30 w orking days from the date of the 

program is subject to cancellation fee equivalent to 50%  

of the fees. 
 

 Cancellation w ithin 15 w orking days from the date of the 

program is subject to cancellation fee equivalent to 100%  

of the fees. 
 

 Full payment w ill be charged for “ No Show ” . 
 

3   A replacement is welcome, if  registrant is unable to attend  

     the class. An off icial letter should be submitted prior to   

     commencement of program.  
 

4   The Management reserves the right to postpone or cancel the  

     program due to unforeseen circumstances. 

 



 

  

Mr Raymond Ang, has had over 30 years of w orking and training experience in the 

areas of accounting, f inance and stat ist ics.  Just before becoming an independent 

Training Consultant, he w as w ith the Bloomberg Analyt ics HelpDesk. The job involved 

training users on the various f inancial and analyt ic functions of the Bloomberg 

system.  Prior to this, he w as w ith N M Rothschild Singapore, marketing gold and 

forex margin trading facilit ies. Other f inancial inst itut ions he w orked for included 

Canadian Imperial Bank of Commerce, Associated Merchant Bank and DBS Finance.   

At his very f irst job w ith an oilf ield supplies company, he had to maintain a full set of 

manual accounts. This gave him a f irst -hand experience in accounting. Subsequent 

w orking experience included conversion and computerisat ion of manual accounting 

systems, preparation of statutory f inancial reports, capital budgeting and f inancial 

analysis for loan applicat ions and accounts receivables management.  
  

In the area of training, Raymond has conducted public seminars on Credit 

Management in both Singapore and Malaysia.  He also gives lectures on accounting, 

corporate f inance and stat ist ics for universit ies and educational inst itut ions at the 

post-graduate, undergraduate and diploma levels. In addit ion, he also conducts 

w orkshops on Finance for Non-Finance Personnel and Financial Planning for corporate 

clients.  Whilst w orking at Bloomberg, he conducted lunch-t ime f inancial seminars for 

the clients. 
  

Raymond holds a Bachelor of Business Administrat ion degree from the University of 

Singapore, as well as a Master of Applied Finance degree from Macquarie University, 

Sydney. 
  

He enjoys training and sharing his w orking experience w ith others, using simple daily 

analogies to make complex concepts easy to understand. 

 

 
 

 
 

TRAINER PROFILE 


