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Questionnaire regarding payment practices in business

Please fill in the questionnaire even if you are unable to answer all the questions.

Thank you for your help!

	1. Question

	In what sector does your company operate?

	· Retail
	· Wholesale
	· Construction

	· Food
	· Textile
	· Electrical

	· Chemical
	· Mechanical engineering
	· Publishing and printing

	· Timber
	· Agriculture and forestry
	· Public administration

	· Service
	· Other_____________________________________________


	2. Question

	What was your company’s turnover last year?


	· up to € 5 million
· between € 5 and € 10 million
· between € 10 and € 50 million
· between € 50 and € 250 million
· more than € 250 million

	Compared to last year, our turnover has …
	· risen 
· remained the same
· fallen


	3. Question

	How many employees does your company have?


	· up to 50
· between 50 and 250
· more than 250


	4. Question

	How many invoices does your company need to pay each month?
	about ___________ 


	5. Question

	About what percentage of the invoices your company receives give rise to a query (for example regarding incorrect prices, quantities, or conditions).
	___________ %


	6. Question

	How often do the following give rise to a query?

	
	 very often         often             seldom            never

	Incorrect address or company name
	□
	□
	□
	□

	Quality of goods not up to expectations
	□
	□
	□
	□

	Wrong quantity of goods 
	□
	□
	□
	□

	Wrong item sent 
	□
	□
	□
	□

	Late delivery 
	□
	□
	□
	□

	Prices incorrect
	□
	□
	□
	□

	Agreed discount not deducted
	□
	□
	□
	□

	Due date incorrect
	□
	□
	□
	□

	Arrangements with supplier not complied with
	□
	□
	□
	□

	Formalities (for example order number, customer number, etc.)
	□
	□
	□
	□

	Other ___________________________________
	□
	□
	□
	□


	7. Question

	If you are not required to dispute the invoice within a statutory period, within what period do you actually contact the supplier to  query the invoice?


	· within 7 days
· between 8 and 14 days
· between 15 and 21 days
· after 22 or more days
· only when the supplier contacts you


	8. Question

	Which departments of your company are involved in dealing with invoices?          
                                                                                                                                                                   (More than one answer possible)

	· Accounts payable department
	· Finance department
	· Purchasing/procurement

	· Stores
	· Audit department
	· Company management

	· Legal department
	· Production
	· Other:__________________

	Please estimate the average number of employees involved in the overall process of dealing with an invoice.
	      _______________ employees


	9. Question

	How long does it take from an invoice being received to its being signed off for approval of payment?
	____________ days

	How long does the process then take from signing off the invoice for approval until the order is given for payment?
	____________ days

	How long does your company take to pay invoices that it receives?
	____________ days

	Apart from specific contractual terms, does your company have a particular target period for paying invoices?
	· yes, ___________ days
· no


	10. Question

	Who in your company decides when invoices are settled?

(More than one answer possible)
	· Employee dealing with order
· Business unit manager
· Department manager
· Company management

	If authority to decide depends on the amount of the invoice, please indicate the limit


	Employee dealing with order: up to € __________

Business unit manager: up to  € __________

Department manager: up to  € __________


	11. Question

	Can you influence the payment conditions that are granted by the creditor if you are a …

	
	   always              often             seldom             never

	… major customer?
	□
	□
	□
	□

	… “normal” customer?
	□
	□
	□
	□

	… new customer?
	□
	□
	□
	□


	12. Question

	Are a supplier’s payment conditions an important factor in your deciding whether to do business with them?


	· very important
· important
· not important
· not decisive


	13. Question

	What payment conditions are granted by creditors?

	
	very often         often             seldom             never

	Payment in advance
	□
	□
	□
	□

	“Payable immediately”
	□
	□
	□
	□

	Direct debit (Lastschriftverfahren)
	□
	□
	□
	□

	Standing order (Abbuchungsverfahren)
	□
	□
	□
	□

	Open period for payment (i.e. by law 30 days)
	□
	□
	□
	□

	Payment period of more than 30 days, namely ________ days
	□
	□
	□
	□

	Cash/quick payment discount
	□
	□
	□
	□

	Other ___________________________________
	□
	□
	□
	□


	14. Question

	If you are offered a cash/quick payment discount, which of the following combinations of discount percentage/period are offered as the payment conditions?

                                                                                                                                                                                             (More than one answer possible)

	
	up to 7 days
	up to 14 days
	up to 21 days
	more than 21 days

	cash/quick payment discount up to 1%
	□
	□
	□
	□

	cash/quick payment discount up to 2%
	□
	□
	□
	□

	cash/quick payment discount up to 3 %
	□
	□
	□
	□

	cash/quick payment discount of more than 3%
	□
	□
	□
	□


	15. Question

	If you are offered a cash/quick payment discount of this kind, do you take advantage of it?


	· yes, always

· sometimes

· only if the discount amount is at least _____%
· only if the discount period is at least _____ days 
· no

	Imagine you exceed the discount period but still deduct the discount. How often do creditors allow you to exceed the following discount periods?

	
	very often         often             seldom             never

	up to 5 days
	□
	□
	□
	□

	up to 10 days
	□
	□
	□
	□

	up to 20 days
	□
	□
	□
	□

	up to 30 days
	□
	□
	□
	□

	more than 30 days
	□
	□
	□
	□


	16. Question

	Do you allow creditors to be paid by means of direct debit (Lastschriftverfahren)?


	· yes, always

· yes, but it depends on the creditor 

· yes, when only a small amount is concerned

· yes, if our financial position is very good

· basically never


	17. Question

	How often do you pay invoices …

	
	very often         often             seldom             never

	… immediately after receiving the invoice?
	□
	□
	□
	□

	… within a particular cash/quick payment discount period?
	□
	□
	□
	□

	… within the specific payment period set by the creditor?
	□
	□
	□
	□

	… only when payment becomes overdue?
	□
	□
	□
	□

	… when you receive the first reminder that payment is overdue?
	□
	□
	□
	□

	… when you receive the second reminder?
	□
	□
	□
	□

	… when you receive the third reminder?
	□
	□
	□
	□

	… only after the creditor has brought in a debt collection agency?
	□
	□
	□
	□

	… only after the creditor has threatened to take legal action?
	□
	□
	□
	□


	18. Question

	If payment is overdue, how often are you invoiced for a late payment penalty or interest on late payment?

	
	    always            often            seldom            never

	Late payment penalty
	□
	□
	□
	□

	Interest on late payment
	□
	□
	□
	□

	In such cases, do you automatically pay the penalty/interest?
	· yes
	· no

	If not, how often do creditors not explicitly demand payment of the penalty/interest after sending you the initial demand?
	In ______% of cases


	19. Question

	In cases when you were late paying, how often have you had the following response from creditors?

	
	very often         often             seldom              never

	Polite reminder 
	□
	□
	□
	□

	Written overdue reminder (up to 3)
	□
	□
	□
	□

	Written overdue reminder (up to 6)
	□
	□
	□
	□

	Written overdue reminder (up to 9)
	□
	□
	□
	□

	Telephone request for payment 
	□
	□
	□
	□

	Reduction in your credit limit 
	□
	□
	□
	□

	No deliveries/services until payment is received 
	□
	□
	□
	□

	Creditor brings in a debt collection agency
	□
	□
	□
	□

	Creditor threatens legal action
	□
	□
	□
	□

	Creditor brings in a lawyer
	□
	□
	□
	□

	Creditor gets a court order for payment
	□
	□
	□
	□

	Creditor is granted a writ of execution
	□
	□
	□
	□

	Creditor institutes legal proceedings
	□
	□
	□
	□

	Creditor refuses to do any further business with your company
	□
	□
	□
	□

	Other:_______________________________
	□
	□
	□
	□


	20. Question

	To what extent does the following action by creditors make you comply with your payment obligations more quickly?

	
	very much     considerably     a little         not at all

	Polite reminder 
	□
	□
	□
	□

	Written overdue reminder
	□
	□
	□
	□

	Telephone request for payment 
	□
	□
	□
	□

	Reduction in your credit limit 
	□
	□
	□
	□

	No deliveries/services until payment is received
	□
	□
	□
	□

	Creditor brings in a debt collection agency
	□
	□
	□
	□

	Creditor threatens legal action
	□
	□
	□
	□

	Creditor brings in a lawyer
	□
	□
	□
	□

	Creditor gets a court order for payment
	□
	□
	□
	□

	Creditor is granted a writ of execution
	□
	□
	□
	□

	Creditor institutes legal proceedings
	□
	□
	□
	□

	Creditor refuses to do any further business with your company
	□
	□
	□
	□

	Other:______________________________
	□
	□
	□
	□


	21. Question

	To what extent do the following aspects encourage your company to pay invoices quicker?

	
	very much     considerably     a little         not at all

	We are a new customer for the creditor 
	□
	□
	□
	□

	The creditor offers attractive conditions 
	□
	□
	□
	□

	We can save money by means of cash/quick payment discounts etc.
	□
	□
	□
	□

	The amount payable is relatively small 
	□
	□
	□
	□

	We have a good business relationship with the creditor 
	□
	□
	□
	□

	We have personal contact with the creditor 
	□
	□
	□
	□

	This business contact is an important one for our company 
	□
	□
	□
	□

	The supplier applies consistent accounts receivable management
	□
	□
	□
	□

	Late payment means a lower credit rating 
	□
	□
	□
	□

	Late payment may mean that the creditor will cease supplying us
	□
	□
	□
	□

	Other:_____________________________________
	□
	□
	□
	□


	22. Question

	What reasons influence your company to pay invoices late?

	
	very much     considerably     a little         not at all

	Paying  late is normal in our sector
	□
	□
	□
	□

	We don’t want to weaken the company’s liquidity unnecessarily
	□
	□
	□
	□

	We are in a weak financial position
	□
	□
	□
	□

	Financing by means of a current-account overdraft is difficult for us
	□
	□
	□
	□

	We have been instructed within the company to make full use of the period allowed for payment
	□
	□
	□
	□

	The supplier has inconvenienced your company in some way in the course of carrying out the order
	□
	□
	□
	□

	We know that the creditor concerned is very accommodating when it comes to late payments
	□
	□
	□
	□

	Other:__________________________________
	□
	□
	□
	□


	23. Question

	When granting credit, do suppliers require you to provide security?
	· yes
	· no

	If yes, please indicate what kind of security is required and how often.

	
	very often         often             seldom              never

	Retention of title (Eigentumsvorbehalt)
	□
	□
	□
	□

	Extended retention of title (verlängerter Eigentumsvorbehalt)
	□
	□
	□
	□

	Bank guarantee (Bankbürgschaft)
	□
	□
	□
	□

	Private guarantee (private Bürgschaft)
	□
	□
	□
	□

	Assignment of claim (Forderungsabtretung)
	□
	□
	□
	□

	Pledge as security (Sicherungsübereignung)
	□
	□
	□
	□

	Mortgage (Grundschuld/Hypothek)
	□
	□
	□
	□

	Other:____________________________
	□
	□
	□
	□


	24. Question

	To what extent do you agree with the following statements?
	

	
	    entirely     limited extent     a little         not at all

	Supplier credit is an indispensable means of financing for our company
	□
	□
	□
	□

	It has a negative effect on the business relationship if the supplier sells the claims to a factoring company
	□
	□
	□
	□

	We are generally aware of the procedure creditors follow to recover amounts owing
	□
	□
	□
	□

	We make use of our knowledge of that procedure and alter the way we pay invoices to take account of it
	□
	□
	□
	□

	From our point of view, the business relationship can be damaged if the creditor applies too stringent an approach to accounts receivable management
	□
	□
	□
	□

	At our company, we make sure that the way we go about paying invoices does not have a negative influence on our own commercial reputation/credit rating etc.
	□
	□
	□
	□

	We only order from suppliers who require a bank guarantee or similar security in exceptional cases
	□
	□
	□
	□


If possible, please answer the following questions regarding your customers’ payment practices

	25. Question

	How would you assess the payment practices…
	(on a scale from 1 to 6, with 1 as the highest score)

	… of your customers?

… within your sector?

…in Germany?
	     1            2            3             4            5            6

	
	□
	□
	□
	□
	□
	□

	
	□
	□
	□
	□
	□
	□

	
	□
	□
	□
	□
	□
	□


	26. Question

	Please estimate what percentage of all the invoices you have sent out are in arrears
	                   ____________%




	27. Question

	Please estimate what percentage of your turnover is lost due to failure to pay


	· no failure to pay

· up to 0.1%

· from 0.1% to 0.5%

· from 0.5% to 1%

· more than 1%, namely _________%


	28. Question

	What period do you normally allow your customers for payment?


	· up to 7 days

· up to 14 days

· up to 21 days

· up to 30 days

· more than 30 days

	How long does it take your customers to pay?
	on average, ____________ days


	29. Question

	Does your company make use of KPIs in administering accounts receivable?
	· yes
	· no

	If yes, please indicate which of the following KPIs your company uses.

(More than one answer possible)
	· DSO (Days Sales Outstanding)

· Settlement of invoices according to method of payment (direct debit [Lastschriftverfahren], cheques, bank transfers…)

· Number of accounts receivable in terms of number of reminders

· Number of accounts receivable by credit rating

· Other:______________________


	30. Question

	If you would like to be informed of the results of this survey, please give an address to which they can be sent. You can either give an e-mail address or your company/private address.
The address you give will be kept entirely confidential.
	__________________________________________________________________________________________________________________________________________________________________________


Please use the enclosed prepaid envelope to send the completed questionnaire to the following address:

INDIAG (Institut für Unternehmensdiagnose)

Fachhochschule Bochum

Fachbereich Wirtschaft

Lennershofstr. 140

D 44801 Bochum
Germany
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