Cedar Financial — Accounts Receivable Purchasing Division

Realistic Pricing Expectations in Debt Portfolio
Liquidation

Introduction

Cedar Financial's Accounts Receivable Purchasing Division specializes in assisting creditors in managing their
charged-off accounts through structured sales events. Many creditors, particularly those concerned with brand
reputation, opt to separate from non-performing accounts via debt sales, especially after contingency-based
collection efforts have been exhausted. This approach ensures an arms-length transaction, similar to factoring,
when legal recovery remains the most effective option. However, pricing expectations for debt portfolios vary
widely based on empirical data and historical trends. This white paper provides a realistic framework for
understanding pricing and recovery rates in debt liquidation.

Market Overview: What Determines Debt Pricing?

Pricing for distressed consumer and commercial debt is influenced by several key factors:

e Debt Type & Age: Fresh charge-offs command higher prices (typically 7-15% of face value), whereas older
accounts decline significantly in price (<1-5% for aged or secondary placements). (Source: FTC Debt Buying
Report)

e Collection Viability: Portfolios with stronger legal recovery potential (e.g., personal guarantees on commercial
debt) generally trade higher.

e Regulatory Landscape: Stricter compliance requirements and legal constraints impact collection strategies
and, consequently, valuation. (Source: CFPB Annual Debt Collection Report)

e Economic Environment: Macroeconomic trends, including inflation, consumer debt levels, and default rates,
shift overall market liquidity and pricing. (Source: Federal Reserve Economic Data)

o« Competition & Supply: Market saturation among buyers and availability of similar portfolios can impact final
bid prices.

Empirical Pricing Data

Based on recent industry studies and market transactions:

Consumer Debt:

e Fresh Charge-Offs (<6 months): 7-15% of face value (Source: JG Wentworth)

e Secondary Market & Older Accounts (12+ months): 1-5% of face value (Source: JG Wentworth)

o Highly Distressed (Aged, Out of Statute, Low Recovery Probability): <1% (Source: Consumer Financial
Protection Bureau)

Commercial Debt:

o With Personal Guarantees or Secured Assets: Typically command 10-12% of face value. (Source: Equipment
Finance Advisor)

e Unsecured Business Debt: Usually sold for 3—10% of face value. (Source: Equipment Finance Advisor)

e Highly Distressed Business Debt: Often priced below 3% of face value. (Source: Equipment Finance Advisor)

Recovery rates provide context for pricing expectations:
e Typical collection rates on primary placements range from 15-20% of face value. (Source: ACA International)
e Legal recoveries may reach 25-30%, but litigation costs and duration impact net proceeds.
e Medical, subprime, and certain commercial debts often yield much lower returns, reflected in their sale
prices.

Debt Purchase and Recovery Rates
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Auto Deficiencies
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Other Unsecured Debt

Commercial Debt

25%

Credit Cards
Medical Debt
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Brand Reputation & Compliance Considerations

For creditors seeking PR-sensitive resolutions, selling debt rather than continuing collections can prevent
reputational damage.
e Debt Sales Offer an Arm’s-Length Exit: Factoring-like separation helps mitigate consumer perception risks.
e Regulatory Compliance Matters: Buyers must adhere to strict compliance, ensuring lawful and fair collection
practices post-sale.
e Legal Leverage for Optimal Recovery: When amicable efforts fail, transferring accounts to entities specializing
in legal collections maximizes recoveries.

Final Thoughts: Setting Realistic Expectations

Creditors must align pricing expectations with empirical data and recovery realities. While debt sales allow for
immediate cash liquidity, pricing remains constrained by historical trends and legal viability. Cedar Financial’s
Accounts Receivable Purchasing Division enables clients to maximize recoveries while mitigating reputational
risks through structured sales events following contingency-based servicing.

Understanding market pricing is crucial for debt liquidation success. A strategic approach balancing brand
reputation, legal enforcement, and empirical pricing trends ensures an optimal financial outcome.

For further industry data and insights, please visit:
e Federal Trade Commission Reports
o« Consumer Financial Protection Bureau Reports
e ACA International Debt Collection Statistics
e Federal Reserve Economic Data

Contact Cedar Financial's Accounts Receivable Purchasing Division to discuss how our structured sale process
can maximize your portfolio's liquidation value.



