
RECRUITING & 
HIRING PRACTICES

1. How many employees do you have? How many collectors?

2.  How many of your collectors have been with you for more than 5 years? 
How long have you been with the company?

3. What’s the number one thing your company looks for when hiring new collectors?

4. Explain the interview process.

5. Explain your collector training process.

6.  What’s the starting hourly rate for new collectors?  
Explain how collectors make additional commission?

OFFICE & CULTURE

1. Describe the culture at your office. Does your team have core values that everyone knows?

2. How do you hold collectors accountable with their performance?

3.  Describe the process of what happens when I submit new accounts? 
How many calls and letters? How long will you work it before closing?

4.  What hours do you require your collectors to work?  
Do you make them work late nights or weekends?

5. Does your company share a vision? What is it?

Imagine someone walked into your office and told you that everyone in your industry is the same. Ridiculous, right? 
However, in the collection industry, it’s mostly true and that’s why people think and say it.

At Choice Recovery, 20 years in collections has taught us that the only way to be successful is to be unique and 
create a client base of fans. The way to do that is to be different from everyone else. If a company can’t prove they’re 
unique, they don’t deserve a seat at your table. If a sales rep can’t tell you what your current agency already doesn’t 
do, then they are just like everyone else and you’re wasting your time.

Start your meeting with this question. Once you hear an agency’s answer, you’ll know pretty quickly whether they 
should stay in the running. 

Some companies may have one or two things that they do differently from their competitors, but find an agency  
that has three distinctive differentiators and you’ve found a company worth starting a new relationship with.

QUESTIONS TO ASK

Choice Recovery eBook 2016

“�Tell�me�3�things�that�are�unique�about�your�agency�that��
my�current�company�can’t�say�they�have�or�can�do�for�me?”



COLLECTION TEAM & 
ORGANIZATIONAL  

CHART

1. How easy will it be for me to get in touch with the owner of your company if I have a problem?

2. What type of personal and professional development opportunities does your company offer?

ACCOUNT  
WORK FLOW

1.  How many clients do you have?  
How many accounts does the average client send you each month?

2.  Explain what happens to an account when you can’t get in touch with the person  
or they refuse to pay on the first call?

COMPLIANCE

1.  Explain how your company handles disputes.

2.  Who would be my contact at your office when I receive a dispute or have a problem  
with one of my accounts?

3. When is the last time you settled a consumer threat from an attorney to avoid a lawsuit?

4. How many pending lawsuits are there against your company?

5. What states are you licensed to collect in?

6.  What happens if one of my accounts moves to a state that you’re not licensed in?  
Do you notify us?

ADMINISTRATION

1. How do I report payments to you?

2. Who do I call if I have a question about my statement?

3. Do you automatically take out your fee before sending me your monthly remittance?

4. When will we be paid? Can you pay bi-weekly?

5.  Who will come out and meet with me periodically to do a review of my accounts?  
What will be covered?

6.  Does your office pick up the phone when I call or is there an automated system  
that routes me? [Hint:�After�they�explain�the�process,�put�them�on�the�spot�by�calling��
the�office.�See�how�quickly�you�get�a�representative�and�if�it�matches�what�they�told�you.]

7.  What’s the process if I need to close an account because it was placed in error?  
Am I charged a fee?

8.  Will I be charged additional fees for anything besides your fee on money collected  
on an account?

9. Am I charged if I collect the money in my office and you had nothing to do with it?
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