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Abstract: Payment collection is not only a form of capital flow, but also a business model in sales. Some enterprises are
selling goods but not immediately settle accounts; they allow customer write IOUs and later pay regularly. Does the
customer actually pay on a regular? As it turns out, only a small percentage of customers can make regular payments. It
is a difficult problem that many private enterprises do not want to face but have to face. The problem of payment
collection directly affects the capital flow and turnover of enterprises, and even leads to the paralysis of enterprises. It is
of great significance to analyze the factors affecting the payment collection of private enterprises. This paper first
analyzes the current situation of the payment collection and the factors affecting the payment collection, and finally
gives the countermeasures[1].
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1. Analysis of the current situation of payment collection
In order to increase sales or reduce inventory, many enterprises use the sales method of selling products to

customers first and then asking customers to pay by installments. While they pay attention to sales volume, they tend to
ignore customers' late payment[2]. In real life, the ratio between the paid-in sales amount and the total sales income of
the enterprise, that is, the repayment rate, is not optimistic, and some of them even become bad debts, bringing bad
debts losses to the enterprise. According to relevant data, Hangzhou Binjiang Real Estate Group Co., Ltd., one of the
top 500 private enterprises in China, had a return rate of less than 30% in 2018. The low return rate has brought a very
negative impact on the company. Therefore, the problem of payment collection has become one of the serious problems
of the enterprise, and the business personnel of the enterprise are often confused about it.

2. Analysis of influencing factors
The problem of payment collection is universal, and there must be some reasons for its existence. So what are the

factors that affect the collection of money? The following analysis is made from the perspectives of enterprises and
customers.

2.1 Perspective of enterprises
2.1.1 Imperfect payment collection system

Many enterprises relatively pay more attention to the product sales, because it seems to the customer that product
sales job means good quality of products. In other words, the sales to a certain extent influence the customer choice,
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affect earnings. The enterprises give business a lot of encouragement in the aspect of sales promotion[3]. For example,
the salary of sales staff is measured by sales volume or employees are evaluated on the basis of personal annual sales,
and enterprises make various system related to boost sales. Many enterprises, while formulating the sales promotion
system, ignore the customers' settlement of these unpaid products in the later period, so the problem of payment
collection of enterprises is put on hold, resulting in a very low rate of payment collection.

2.1.2 Imperfect after-sales service

In order to increase sales and save time to serve more new customers, business people sell products on credit to
customers and then ignore the after-sales service. Business personnel of the enterprise should not blindly focus on the
promotion of sales volume, but consider the overall interests of the enterprise. In the process of using the product,
customers will often have questions related to the product, but no one can be found to answer them, especially when
they are in trouble[4]. In this case of extremely inconsiderate after-sales service, customers will have an extremely poor
shopping experience. After all, customers' ideal state is to get "nanny-style" and complete service or even "one-to-one"
service. Once there is a huge contrast with their ideal state, it will undoubtedly affect customers' later settlement.
All business personnel concentrate on the sales of the credit system, at the same time, they also need to offer channels
that customers can get after-sales service, which also provides enterprise business personnel with a chance of pressing
for payment. When customers' problems have been to solved, their mood is supposed to be good, and business
personnel grasp this chance to remind them to pay the bill, the probability of success is higher than usual. Therefore,
more and better after-sales service should be provided for customers[5].

2.1.3 Poor quality of the product itself

Quality is the lifeline of an enterprise, the source of its life, determining the market of tomorrow. If there is a
quality problem in the products sold by the enterprise, the products will always go wrong every once in a while when
the customers are using them. Customers even need to carry out tedious maintenance, and suspect that they have bought
a fake product. In this case, no one is willing to settle the payment for the product. Even if they are willing to do, they
are not willing to settle the payment in the short term. In this case, how can the problem of payment collection be solved
smoothly? This is similar to the way that when a worker builds a house for someone else, the boss always withholds
part of the worker's salary, in case someone can't come to repair the house if it goes wrong later. If customers always
encounter failures in the process of using the product, they will not be willing to pay the total amount of the product in
case they cannot find someone to solve the problem in the future. In this case, bad debts are likely to be generated.
Product's quality is the key factor affecting enterprise's payment collection, and it is worthy of enterprise's attention[6].

2.2 Perspective of customers
2.2.1 Insufficient credit

Nowadays, credit deficiency is not an isolated case, which exists in every industry and every field. Once
people break faith with others, bad effects are in all directions. Credit is the bridge of social economy, lack of which in
economic life brings difficulties to a lot of things, let alone payment collection. In the case of imperfect payment
collection system, efforts of the enterprise business personnel are probably of no avail encountering the lack of credit.
Lack of credit is also an important factor affecting payment collection.

2.2.2 Insufficient funds

It is also possible that customers will be "strapped for cash" at the time of the settlement, especially for affiliates.
After all, a lot of things are unknown. The affiliate may encounter an emergency to deal with, or happen to have a
difficult capital turnover, and misappropriate the funds originally intended to be used for payment, which will definitely
affect the payment. However, in this case, as far as the customer is concerned, the settlement may only be a matter of
time, but for the enterprise, it is still a problem of payment collection to be solved.
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3. Countermeasures
Through the analysis of the factors affecting payment collection from the perspectives of enterprises and customers,

the reason for the difficult payment collection is clear. Countermeasures can be carried out in the following two aspects.

3.1 Perspective of enterprises
3.1.1 Pay more attention to the issue of payment collection

In order to break the original idea of paying too much attention to sales volume, business personnel should pay
more attention to the issue of payment collection through a variety of ways. Business personnel should understand that
sales and payment collection are equally important, and adverse payment collection will affect the capital turnover of
enterprises, which will have extremely negative impact on enterprises. A reward and punishment system should be
implemented for payment collection to motivate and encourage business personnel to pay attention to the issue of
payment collection, so as to make the issue of payment collection deeply rooted in people's hearts, and prevent business
personnel from using credit sales system for customers of paying on delivery, which will lead to the problem of
payment collection in the later stage[6]. Enterprises can train business personnel on payment collection skills, which is
still very important. To some extent, it can determine whether business personnel can successfully urge payment. To
achieve a balance between sales and payment collection is more likely to bring more benefits to the enterprise and avoid
some unnecessary problems.

3.1.2 Establish a sound payment collection system

The higher the sales repayment rate is, the better the enterprise's sales control and capital control. While
developing the sales system, enterprises should not ignore the payment system. For example, in the implementation of
credit sales system, it is necessary to first make clear the customer's credit, to see whether they have a record of broken
promises, and then consider whether the customer can use credit sales system to prevent bad debt losses. The business
personnel should actively pursue the payment, as far as possible to reduce the problem of payment collection. If the
customer fails to fulfill the required payment amount within the corresponding period, business personnel may take
measures such as raising the price on the basis of the original price.

3.1.3 Strictly control product quality

High quality products are the core to increase product sales and solve the problem of payment collection. The high
quality product can earn the customers' trust, so that the product has the good public praise. Good reputation not only
attracts more regular customers, but also allows them to bring in new customers, forming a good cycle, so the product
sales naturally increase. What the enterprise sells is not only the product, but also responsibility, which can be reflected
in the product quality. What customers pursue is reassurance, so they are willing to pay for the product only if the
product is of good quality. In this way, payment collection is not a problem. It is important for enterprises to focus on
the quality of their products. After all, they can kill two birds with one stone—as the quality of their products improves,
so does the sales volume and the return rate[7].

3.2 Perspective of customers
3.2.1 Improve the credit rating

Credit is a measure of a person, but the lack of credit is a common problem. The lack of credit may lead to the
paralysis of the whole social system. People with low credit may be restricted in many aspects in the future, the most
direct of which is the impact on personal loans. The lack of credit is harmful and unprofitable for people. For example,
the amount of Ant Check Later is actually the embodiment of credit, and the high credit degree means the high amount
of Ant Check Later. For another example, the credit score of Sesame Credit can determine whether certain items can be
lent free of charge or not[8]. Therefore, to improve their own credit should not only be reflected in the settlement of this
aspect, but also in all aspects of life. High credit is certainly good for individuals. It is quite necessary for customers to
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improve their own credit.

3.2.2 Pay attention to the issue of payment settlement

Customers' behaviour of enjoying the product but having a late payment is taking no count of payment settlement.
Lack of funds and other reasons may be an excuse, if there is enough funds, how can it be misappropriated to do other
things? Attention is also a reflection of customer attitude. Only when customers pay attention to the issue of payment,
the problem of payment settlement can be solved smoothly[9]. Both sides should be considerate of each other:
enterprises should provide customers with superior products and services; customers also should understand the
difficulties of enterprises. After all, the receivable influences enterprises' capital flow. Low rate of return is likely to
make the enterprise get into trouble, and even lead to disordered operation of the enterprise for a long time. Customers
should pay more attention to this problem and settle accounts at the appointed time[10].

4. Conclusion
The existence of the problems of payment collection is not a problem of either the enterprise or the customers, so

neither the enterprise nor the customers can be blamed alone. A solution to the problem requires joint efforts on both
sides. Enterprises provide customers with high-quality products and thoughtful services, and customers should
understand the difficulties of enterprises. Both sides attach importance to this rare cooperation opportunity, so as to
achieve the goal of win-win results. From this, enterprises gain direct benefits, while customers gain a comfortable
shopping experience. If both parties can give more consideration to each other, many problems can be solved smoothly
and the problem of payment collection can be easily solved.
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