
Q I was listed as one of the 20 Largest 
Unsecured Creditors on a recent chapter 11 
�ling of a customer. I received a letter asking 
if my company wanted to become a member 
of the Unsecured Creditors’ Committee. I am 
interested in being involved, but wonder if it 
will cost me money.

A The amount of money that it will cost you 
to be on the Unsecured Creditors’ Committee is 

almost nothing.  The Debtor pays all of the Committee’s reasonable and necessary 
fees and expenses.  Being on the Committee can give you in�uence over the eventual 
reorganization or liquidation of the customer. 

The Bankruptcy Code provides for an alliance of unsecured creditors (the 
“Committee”), consisting of �ve to seven of the Debtor’s unsecured creditors, whose 
duty is to represent the interests of all of the Debtor’s unsecured creditors.  Serving 
on a Committee usually takes far less time than most people think.  The Committee 
will hire professionals (at the Debtor’s expense) that review the Debtor’s books, mon-
itor the Debtor’s legal �lings and make details recommendations to the Committee 
members as to what course of action to take.  

*Learn more about credit policies and collections with Bob Bernstein’s book, Get 
P.A.I.D. TM A Guide to Getting Paid Faster (and What to Do if You Don’t!) at www.
getpaidsystem.com
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Q I have sent several bills to a customer and 
have not heard anything back.  The customer’s 
late fees are adding up and I’m becoming con-
cerned that I am not going to get paid.  How do 
I start the collection process? 

A Collecting is not the same as billing.  
Consider the Three P’s of Collecting.  It’s part 

Policy, part Psychology and part Persistence   .ecneics naht tra erom si gnitcelloC  .
A company should act quickly after the due date and increase the collection e�orts 
during the �rst 90 days after the due date.  Add that to the typical 30-day grace peri-
od and the window is a mere 120 days – four short months from invoice.  After that, 
consider placing the delinquent accounts with a collection professional.    

*Learn more about credit policies and collections with Bob Bernstein’s book, Get 
P.A.I.D. TM A Guide to Getting Paid Faster (and What to Do if You Don’t!) at www.
getpaidsystem.com

Bob Bernstein, Esquire 
Bernstein-Burkley P.C.
Suite 2200 Gulf Tower,  

Pittsburgh, PA 15219-1900
Ph: 412-456-8100
Fax: 412-456-8135

rbernstein@bernsteinlaw.com
www.bernsteinlaw.com


