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F>]B#r (Study Objectives)
1 HAAE B E RBGER I (Identify the different types of receivables)

2 fERE RSO Rt 7R ' A (Explain how accounts receivable are

recognized in the accounts)

3 A H T AR IK 777 (Describe the methods used to account for
bad debts)

4 THFEMNWEIRFIF S (Compute the interest on notes receivable)

5 B 105 M EEHE b B 19> 5% (Describe the entries to record the dis-

position of notes receivable)

6 FARRE N SGRIAE I 45 R i 5)78 (Explain the statement presenta-

tion of receivables)

7 IR N IROK S B R (Describe the principles of sound ac-

counts receivable management )

8 AT M A\ MK Z I L3 (Identify ratios to analyze a com-

pany’ s receivables)

O i i I N UACER T 4 RIS R 75 v (Describe methods to accelerate

the receipt of cash from receivables)



1 NMUWFIAIZERE (Types of Receivables)

o NUEMEX (Accounts Receivable): K44 E 7 it BHR A AR 55 T . [7) 2%
P R4 %, (Amounts owed by customers that result from

the sale of goods and services.)

« NMUTEIE (Notes Receivable): PLIEZUEH T BAE N SUE B {5t
fl, (Claims for which formal instruments of credit are issued

as proof of debt.)

o HMNULFEX (Other Receivables): AEXZ ZHMNUKINH, WHE. &
TARZ PUAE 3 Tk, RT3 8i5F . ("Nontrade” receivables
such as interest, loans to officers, advances to employees, and

income taxes refundable.)

2 MUK EREYFEIA 51E) (Accounts Receivable)

2.1 FIANWIKE (Recognizing Accounts Receivable)
o MRS AL FEIR MRS HHEIK A AN KK K. (A service or-

ganization records a receivable when it provides service on

account.)

o T M AL FE RS A B IR A S UK K . (A merchandiser
records accounts receivable at the point of sale of merchandise

on account.)

2.2 TN MBIKFE (Valuing Accounts Receivable)
PIAMZ Lo 22t i)

o ffiih (Recognizing) MUK K



o PFAr (Valuing) MUK R

WreH 2 AR C RIS IRl 3k ) XUz, RRIATK (Bad Debts/Uncollectible Accounts) o
SO R LA AR BN ME (Net Realizable Value) 5l7R.

2.3 IRIKASITHAIE 7% (Methods of Accounting for Bad
Debts)

2.3.1 EHIEFHEEE (Direct Write-Off Method)
o F3ik: HEBREIK A IR, A A RIK SR
o ERPA:

— AFFEECEEEE N (No matching)
— RIS R LR AR BN B SR
— AEHT—BANSHEN (GAAP) T HIW 554k

2.3.2 Z4 T (Warden Co.)

— FE: 12 H 12 H, Warden 2% M. E. Doran [ $200 L %5i#
IR

— BE:

Dr. Bad Debt Expense 200
Cr. Accounts Receivable (M.E. Doran) 200

2.3.3 #&#KE (Allowance Method)
o FiE: TEEERAEMIFE—2 TR, f&3RTRE R A IR R
o e



— HIFMIBCEL (Better matching)
— IO ER B AR B E SR
— & GAAP ZER

o SUHALIE:

1. HARMGTHIAMK: 5] “IAIK A (Bad Debts Expense) ”, 5id
“IRMKHE#S (Allowance for Doubtful Accounts) ”o (IRIK#E 452
MK R &R H , 78T = iR B AE N SISO 2K T )

2. SRERREM NIRRT (i “HRIHES ) S B

2.3.4 #f II (Hampson Furniture)

— EIERIK
« 1&1E: 2010 4F, Hampson Furniture AU $1,200,000, # &
12 A 31 HA $200,000 AKUklal. FRLF AP $12,000

p oer LIS
« AESE (12 B 31 H):
Dr. Bad Debt Expense 12,000
Cr. Allowance for Doubtful Accounts 12,000

* BFERRRIIR:
Accounts Receivable $200,000
Less: Allowance for Doubtful Accounts 12,000
Cash Realizable Value $188,000

— SERRAEHIRMK
« 1§E&: 2011 £ 3 H 1 H, #Z#EMHS R. A. Ware [ $500 K

&,
BN o



Current assets

HAMPSON FURNITURE

Balance Sheet (partial)

Cash $ 14,800
Accounts receivable $200,000
Less: Allowance for doubtful accounts 12,000 188,000
Merchandise inventory 310,000
Prepaid expense 25,000

Total current assets $537,800

K] 1: Balance Sheet(partial)
* HEHR:
Dr. Allowance for Doubtful Accounts 500
Cr. Accounts Receivable (R.A. Ware) 500

AR WA IR, A SR NOK R IR 15

AN
AN E -
Accounts Receivable Allowance for Doubtful Accounts
Jan. 1 Bal. 200,000 | Mar. 1 500 Mar. 1 500 Jan. 1 Bal. 12,000
Mar. 1 Bal. 199,500 Mar.1  Bal. 11,500

— Y[E B2 EE AR :
« 1588: 2011 4E 7 A 1 H, R. A. Ware 324Af 7 S 848 10 $500.

x RE7FFR:
Jul.1

Jul.1

Dr. Accounts Receivable (R.A. Ware) 500
Cr. Allowance for Doubtful Accounts 500
Dr. Cash 500

Cr. Accounts Receivable (R.A. Ware) 500



2.3.5 fHIHIRAKER (Estimating the Allowance)

o NMYkFRE S EEiE (Percentage of Receivables Basis): #R#E NIk
K AR AP — 5 LEM T IR

Percentage of Receivables

Cash Realizable Value

Allowance
Accounts i l
Receivable for
Doubtful
Accounts

Emphasis on Balance Sheet
Relationships

« WK 7TH#E (Aging Schedule): L 4E2E R UK HCHE R B R] (K
W) AT IS, WPASRIKES F RN P AN R R IR R AT A 1o X
JTE R o



2.3.6 =4 11T (KSR AD

X 1 KRR s (Aging Schedule Example)

B B | kB BRRA

1-30 | 31-60 | 61-90 >90
T. E. Adert $600 $300 $200 $100
R. C. Bortz $300 $300
B. A. Carl $450 $200 $250
O. L. Diker $700 $500 $200
T. O. Ebbet $600 $300 $300
FoAh $36,950 | $26,200 | $5,200 | $2,450 | $1,600 | $1,500
&it $39,600 | $27,000 | $5,700 | $3,000 | $2,000 | $1,900
ER R VIES 2% 4% 10% 20% | 40%
HITIAKEE | $2,228 $540 | $228 | $300 | $400| $760

% 2. K5

MR J 0 (Aging Schedule - English Version)

Customer Total | Not Yet Due Days Past Due

1-30 | 31-60 | 61-90 | Over 90
T. E. Adert $600 $300 $200 $100
R. C. Bortz $300 $300
B. A. Carl $450 $200 $250
O. L. Diker $700 $500 $200
T. O. Ebbet $600 $300 $300
Others $36,950 $26,200 | $5,200 | $2,450 | $1,600 $1,500
Total $39,600 $27,000 | $5,700 | $3,000 | $2,000 $1,900
Est. % Uncollectible 2% 4% 10% 20% 40%
Total Est. Uncollectible | $2,228 $540 $228 $300 $400 $760
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Mk s kit HikAR (Explanation of Aging Schedule Calcula-

tion)

— B, 1: 533 (Step 1: Classification)
s R LSNP R I ST 1) 2
BN [A] ARG, ST IEl T e R ) o
— B 2: NARMKE (Step 2: Apply Uncollectible Rates)
s AN R A PR IR HAT UK SR FH A T3] PR SR DK 2
8IS TG, AR Z b
AFNH (Not Yet Due): 2%
- @ 1-30 KX (1-30 Days Past Due): 4%
- & 31-60 K (31-60 Days Past Due): 10%
- 1 61-90 K (61-90 Days Past Due): 20%
- Ja i 90 KLLE (Over 90 Days Past Due): 40%
— £ 3: HEMEHIFAKEET (Step 3: Calculate Total Esti-
mated Uncollectible)
« B MESZH SN R 8T < A RLIATK 22
FEIH: $27,000 x 2% = $540
I 1-30 K: $5,700 x 4% = $228
A 31-60 K: $3,000 x 10% = $300
A 61-90 K: $2,000 x 20% = $400
90 RLLE: $1,900 x 40% = $760
EITH RIS ER: $540 + $228 + $300 + $400 + $760 = $2,228

*

*

*

*

*

*

2.3.7 =4IV
— W SRR I P A BT R $528, TR LAy SN
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Dr. Bad Debt Expense 1,700
Cr. Allowance for Doubtful Accounts 1,700

($2,228 - $528 = $1,700)
— (EB AR ERSR:

Accounts Receivable $39,600
Less: Allowance for Doubtful Accounts 2,228
Cash Realizable Value $37,372

— FHRER: WRKRAERRERS RKER” HIER R
(debit balance), XF/RSEFRA AR BRI T 2 /it
PEMMER 4. FEAEEMS, 5 ELRAL 7 R B A TH IR IR S AU
hn, CURA 8 AR B R TH S SR K 2 B %0

Bad Debts Expense Allowance for Doubtful Accounts

Dec. 31 Adj. 1,700 Jan. 1 Bal. 528
Dec. 31 Adj. 1,700

Dec. 31 Bal. 2,228

K] 2: Bad debts accounts after posting
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#£ 3: McKESSON CORP. MWWk zk b # % (McKESSON CORP. Notes

to the Financial Statements - Receivables)

MY L, %1 (Receivables, net) 2007 E 2006 F
(Bfi: BA%5) (In millions) March 31, 2007 March 31, 2006
® K (Customer accounts) $5,753 $5,684
HAth (Other) 953 694
&it (Total) $6,706 $6,378
Ik EE (Allowances) (140) (130)
%0 (Net) $6,566 $6,247

o M;FHEA (Note Explanation): R #E# 3 2T Joykulc [l (1) Kk

AN IR ]

(The allowances are primarily for uncollectible accounts and

sales returns.)

2.4 NWKIEIR Q)M 51118 (Accounts Receivable Man-

agement Questions and Discussion)

2.4.1 [A)f—: it AFIBAT IR EHIM ~ ? (Question 1: How to Han-

dle Past Due Accounts?)

o FEHEEWRFE (Gradual Escalation of Collection Process):

— KRIEMEFGESN (Send reminder notices)
— HIEH#EW (Telephone collection calls)

— BEHEAT M (Renegotiate payment terms)

— PR#HE— P EHEE (Restrict further credit sales)

— BARWKHLM (Transfer to collection agency)
— VRS (Legal action)
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o 2¥rEfARE (Analyze Reasons for Delinquency):

— BFER %4 WM (Temporary cash flow problems)
— R FES I (Service quality disputes)

— B EAREA (Deteriorating financial condition)
. AEFSHHEE (Adjust Credit Policies):

— X AU & R (S 45 F (Tighten credit terms for high-risk

customers)

— hneEErE 5§ % (Strengthen credit checks for new customers)
24.2 PEZ: FKEREREAREEMESKRE? (Question 2: Debit
Balance in Allowance Account?)
. AJEERYIE /T (Possible Scenario):
— YSEER R AR IR A SR I 2 T TE AR IR K A A&, IR
0 ;o A 5 AR A

— flan: HAWIIRIKHE R BE 7 RATUA $500, AMHSLERPEIIAIK $800,
W) PP I R T T & T HE B $3000 O 7 A0

o 214 (Accounting Treatment):

— EHIRIFRRI, 75 2OR AT R AU B SR AL THAAR I, DARA 32
A NI AR B

— BEEIE: SR+ IR T = AT K 2% H
« EX (Implication):

— R FARAG 1 AT A PRI KU
— i BB PP IR AL TR S 4

14



2.4.3 NUYKINE 7L AR (Advantages of Percentage of Receiv-

ables Basis)

o IRHETIMNENEIEfIT (Provides Reasonable Estimate of
Cash Realizable Value):

— B JEAN TR B O AR PR P AT [ 78, B A S g 2 AT
R SEBRi

o IMBEASWANRNEIERLLL (Achieves Reasonable Matching of

Expense to Revenue):

— LEAHE NI [R]— JITR)C SR R (IR K 2% 1
— FFERTUR A AT b U ) 2R

3 MNUYTEHE (Notes Receivable)
3.1 EKER

3.1.1 ZKE#hA (Promissory Note Overview)

o TEM: ARZERRUEEIIEI B8R E HITE A SO E B G
IR YNGR L RS R

. FRAE:
— PMANBA B ETRTE G
— A5 G BANE FH HA PR R i 1E 7 FR 1A
— H T 258 NSO 2R
3.1.2 E#ExXxHRA (Parties to a Note)

« ZRA (Payee): WEIFM—Tr, R NIRRT

15



« FEAN (Maker): AEAEK—T7, AHENAT S

$1,000 Chicago, Illinois May 1, 2022

_2 months after date _We_ promise to pay

to the order of Wilma Company 4_|PEI)’T|
One thousand and no/100 Hm —————————— dollars
for value received with annual interest at _12% Hm
Calhoun Company
Treasurer %&’ M

3: Notes Receivable Example

3.1.3 #HEFIEAH (Determining the Maturity Date)
o RAWE: MITEHERTEEHH

o BRERWE: WFEHEFERERE GHERNHRITSEH, Ham2050
HO

o EE: KZHEMPMER 365 KiH5EFLE

3.1.4 itEFIE (Computing Interest)

Terms of Note Interest Computation
Face X Rate X Time = Interest
$ 730, 12%, 120 days $ 730 X 12% x 120/360 = § 29.20
$1,000, 9%, 6 months $1,000 X 9% X 6/12 = §$ 45.00
$2,000, 6%, 1 year $2,000 X 6% X 1/1 = $120.00

o B FE = A& x FIE < 1A

16



o . $10,000 A%, 9% FEFZE, 5 HAR

5
F)E = $10,000 x 9% x o $375

3.1.5 = V #ANWENE (Brent Company)

o 1BE: Brent AR HFH $1,000. AHM. 8% HIAZE, HT4HERNAS
KK

« Wilma 28)WEIFERITE:
May 1 Dr. Notes Receivable 1,000

Cr. Accounts Receivable 1,000

3.1.6 THNANUYEE (Valuing Notes Receivable)
o FIHIRICRYE LU TENE SR
o IRIRAG T35 5 REOIK 3 EA
o R SRIKAER" BHH

3.2 NIEHEMLE (Disposing of Notes Receivable)
3.2.1 E#E5I (Honor of Notes Receivable)

o EX: JFENERMH &HE

3.2.2 x5 VI (Wolder Co.)

— 1&E: Wolder f&3k $10,000 %4 Higley, %% 5 ™A M. 9% FIZF
=R 11 H 1 H B

— BIHERRR D R -

17



Nov.1 Dr. Cash 10,375
Cr. Notes Receivable 10,000

Cr. Interest Revenue 375

3.2.3 5l VII MitFlE (Wolder Co. 9 B 30 BHig%2)

B8 Wolder A+ F 9 H 30 Héuilh 5540 %, 1% Wolder 2 4l
BE 9 H 30 H. ik 4 A H BRI 5.
o« FE: $10,000 x 9% x 4/12 = $300
(] iﬁ?&ﬁj\i

Sept.1 Dr. Interest Receivable 300

Cr. Interest Revenue 300

- BHAHWE R (BRITFIR) « 4] Wolder 27T 11 F 1 Hidsx
Higley S48 A A2 T 5%

Nov.1 Dr. Cash 10,375
Cr. Notes Receivable 10,000
Cr. Interest Receivable 300
Cr. Interest Revenue 75

3.2.4 E#EARZI (Dishonor of Notes Receivable Bt
o ENX: FEIEFIIHARIFEH AL
o AbIE.

— NS EANTIBRN (BFEAEHRED
— ot eI IEl, N R SRR T E
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4 NMYWFIME M FIKRFTFIR (Financial State-
ment Presentation of Receivables)
o FEHEMMGIERT, NMBCRIZRENE 3 KR
o ISR ORI WSR2 B s

o AIERAHDLISR K HE 2 J5 DL AITS 7

5 NWKFEIE (Managing Receivables)

5.1 EIESE (Management Steps)

1. fiEHREXN S (Determine to whom to extend credit)

2. AR (Establish a payment period)

3. WHERGEKIE N (Monitor collections)

4. PR N IOK IR s (Evaluate the liquidity of receivables)

5. BT A4 [ (Accelerate cash receipts from receivables)

5.2 THENEIKFRENMYE (Evaluating Liquidity of Receiv-
ables)

o MUAMKENEIZEZR (Accounts Receivable Turnover):

— R&: VRS RONEKIR AN TE, BT E I T B GRIR R

— NI W
EX P — )‘/T; ‘,Y %1}\
AR = e

o EHUMKER (Average Collection Period):

19



— R VS P EBCRASGRESR A Rk

b\\ N

N

;[_

365
RSO e 2%

— FfE: ORI R A A AIER

PRI =

5.3 IMRMEEWEIFE (Methods to Accelerate Cash
Receipts)

5.3.1 HENWKZFAI=/EE (Three Reasons for Selling Receiv-
ables)

1. AREZE: "M a B R IR
2. FHBEZER: TSRO H AR B A
3. BRARE: LML AT AE A AR

5.3.2 ERERAFHEE (National Credit Card Sales)
- WR=F:
— RN (BHFERTID
- &P

o BRRZEH. TR AR RIS REZEE 2%-4% 1RSS5 9%

5.3.3 =% VIII (Morgan Marie I43E)

— 1&1&: Morgan Marie M Sondgeroth Music 43K $1,000 Yo%, fif
H Visa £324F, Mk%% 3%

20



— B

Dr. Cash 970
Dr. Service Charge Expense 30
Cr. Sales 1,000

5.3.4 NUYIMFRZAEM (Sale of Receivables to a Factor)

o EX: AR (Factor) & Wi 3t A 1) 4 Mk SE R SRR, SR 5
BRI 2 P WGR se f  =) BURAT

5.3.5 7f5l IX (Hendredon Furniture)

— I§18: Hendredon ¥ $600,000 WKk H 45 Federal Factors,

k%5 3% 2%
— 3K
Dr. Cash 588,000
Dr. Service Charge Expense 12,000
Cr. Accounts Receivable 600,000

6 RO BRFSITHISES (Accounting Across the

Organization)

6.1 FRFEE=5IO)E (Case Background and Question)

« J&E3Z (Source) :

“In the past, smaller companies primarily factored receiv-

ables. Today, businesses of all sizes and types factor their

21



receivables. For example, Wal-Mart’s suppliers, many of
them large companies, need their cash more quickly than
Wal-Mart wants to pay, so many of them factor their re-
ceivables. Also, some businesses have found it economical to
outsource their whole billing and collection function to fac-
tors. Ome factor, CDS Capital, will provide all billing and
collecting, as well as a record of clients’ daily cash position,

cash received, bills paid, and receivables still outstanding.”

Source: Martin Mayer, "Taking the Fear Out of Factoring”,
Inc. Magazine (December 2003), pp. 90-97

o RICERIE:

“II 4, primarily /& smaller companies 3E47 B ISR 2R A o
W4, 25 PR AR SIS 2R 1) Al AR 2 R ) L AU 3. 3
TRIR I 1) 4t B P HorZ 2 KRB A B IR R
P PR R SOAST 1 o S e 3RS B4, DRIl T b 1 22 3
PEANE RSO R . BEAh, — Al R PR H R AN K s T B
FRGR TN RE AN 25 AR R A 22055 1« — K 444 CDS Capital
IR R, KR AL PrE K T B AIOR IR S, LR 4R H
ISt Sl OIS AT AR S UK R e SR

o« ZHIREMIEIE (Question Posed) :

JR3Z: “What issues should management consider in deciding

whether to factor its receivables?”

BIVE: CRLR RV T RO SR, B
2
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6.2

B3 5E% (Analysis and Response)

. RERASHIFNINEE KRN E (Cost of Funds vs. Immediate

Cash Needs)
o FBEA: RWHH CEHENEZEEER 2%-4% 8 5> 5K
TR [T BRAT AL fo AR AL ?
o BOREIF: AR B 5 R AN R AT RET I 40 2% Candsad 4 411
PN BT I TR0 2 75 A W RS A ?
REEERASIINEEZE (Internal Management Costs vs. Out-

sourcing Efficiency)
o BER: NG FFEMBGRANR A GHE. WA,
EIRE 1) 53T 4 AN R IR 55 P A e an ey 2

o BfRiE)E: ARG RGIP I AVIREE, SN DhRe AT
ER? Bef 2458 CDS Capital APFEHRAL A THIHR 55 (19 55 45
A2

ERPXZ5F/WEERBAEZI (Potential Impact on Customer
Relationships and Business Reputation)
o EFBE A HE =TT GRIWRD #HATIGRE B 5 HER P (a
FHIRRRE) R AR?
o BiRiEl@: AR RBcRT USRI, k7 RESIE AR
i IR R 7
MIGEEFBHIZEE S EEFEE (Degree of Risk Transfer and Con-
tract Terms)
o FBEA: AWEZHR “HIBERN R “CTIBERR?
o BB 0 BN O 2ok R, R A2 A 7 R,
W R T A e AL H 5?7 & R SRt s an e i E 2
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5. 52 RNERAE 51%#]7] (Information Transparency and Control)

o BER: RS IEE R MY BT E 0 BRI

o BRENEE: AME ARG CndHIES T RIEKZO &2
7 AED A B R RS 15 B R R ?

6. fRBE R IEM SKHIM &R (Strategic Flexibility and Long-term
Financial Health)

o FBER: KBUKIWRS IOy M “ RN s, A
SN 2\ 5 AT SF AL SR LA R OC R ?

o B{FEIRR: X R EFTE LA I 55 s 7 52 75 2 PR
RARFAR (R BT e %

6.3 %51 (Conclusion)

AN NMOWRIF AR LR 0 B “ &7 . IEmEBIFR, A
N BITR IR 3 (KRR i A A X — TR B HR IR DRSS AR
P Aol BB B BLERRIL ARG L 25 7 50 R B s H Ax, X b
R TR EREAT RGEE VAL, DU AR I oK RN B 4 RS s Ak A 15 2 DAIR
T A 25 USAS 5 7 A DU

lllustration 8-16
Managing receivables

I. Determine to whom to

b 3. Monitor collections
extend credit

Uncollected Cash
receivables

4. Evaluate the liquidity |
of receivables 5. Accelerate cash receipts

from receivables
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AKEE LS4 (Chapter Highlights)
o KA (Bad debts)
o KE TR (Aging schedule)
o NIBGKITHIIA54R FEF)7~ (Statement presentation of receivables)

o DM A FEI UK ELZ (Ratios to analyze a company’s receivables)
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