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	What You're Holding
This document is the complete franchise owner reference for the FRSTeam × SWRS Embedded A/R Program. It covers the business case, program components, the agency advantage over in-house management, the three legal tools available to restoration owners, pilot structure, and contact information for immediate next steps.





SECTION 1: WHY THIS EXISTS
The Business Model Creates the Cash Flow Problem
FRSTeam franchise owners run some of the most emotionally demanding and operationally complex businesses in the franchise landscape. Contents restoration requires technical skill, supply chain management, carrier relationships, and precise documentation — all while serving families in crisis.
The billing structure that comes with it creates structural cash flow pressure that has nothing to do with how well an owner runs their territory:

	CASH FLOW TRAP
	WHAT ACTUALLY HAPPENS

	Insurance Timing
	Standard adjudication: 30–90 days after job completion. Supplemented claims: 4–6+ months. New owners have no carrier leverage and wait longest.

	Deductible Leakage
	Average deductible $500–$2,500. FRSTeam processes 13,000+ jobs/year. Even $250 avg uncollected deductible = $3.25M walking out of the network annually.

	Multi-Party Payer Complexity
	Carrier + TPA + homeowner deductible + potential mortgage servicer. Each is a bottleneck. No single owner can track all of them without a system.

	Owner Time Sink
	6–10 hrs/month per owner chasing balances = one full growth day gone. At $2.2M avg gross revenue, that time is worth real money redirected to the next job.

	Brand Risk
	Inconsistent A/R behaviors create uneven customer experiences across the network and slow franchise validation at Discovery Days.



The program SWRS built for FRSTeam fixes the system — not the owners. Every one of these traps has a solution that does not require more hours, more hires, or any upfront investment.



SECTION 2: THE RECOVERY PROBABILITY CURVE
Why Timing Is Everything
The single most important financial insight for an aging A/R account:

	TIME PAST DUE
	RECOVERY PROBABILITY
	SWRS PRIORITY

	0–30 days
	~93%
	Helpdesk + Payment Options

	30–60 days
	~85%
	Outreach Cadence Active

	60–90 days
	~73%
	Credit Reporting + Escalation

	90–180 days
	~52%
	Full Agency + Legal Tools

	180+ days
	~22%
	Skip Tracing + Attorney Referral

	1+ year
	~10%
	Legal Action + Asset Review



Every week an account sits without professional action, the recovery probability drops. SWRS exists to interrupt that decay as early as possible.



SECTION 3: THE EMBEDDED PROGRAM — WHAT FRANCHISEES GET
Six Components. Zero Upfront Cost.

	1. A/R Helpdesk
Any question about a dispute, deductible, billing language, or carrier conflict gets answered fast by a professional who knows restoration billing. Not a call center. Not a bot. A specialist.



	2. One-Click Placement Portal (FRSTaid Integration)
Inside your existing FRSTaid system, a single button sends the full job package to SWRS. Status and payments sync back automatically. No double entry. No separate login. No form to fill out twice.



	3. Empathy-First Message Library
Every script, every notice, every communication was reviewed and approved by FRSTeam leadership. Written for families who just went through a disaster. Nothing that sounds like a generic debt collector.



	4. Self-Pay Options
Text-to-pay, card, ACH, and compliant payment plans with e-consent. Most deductibles collect when it's easy to pay. SWRS makes it easy.



	5. Real-Time Dashboards
DSO, >90-day %, dispute rate, placement yield, time-to-first-contact. Franchisees see it. Franchisor sees it. No mystery about where cash is.



	6. Quarterly A/R Tune-Ups
Scorecards + targeted coaching focused on at-risk locations. If numbers slip, it shows up at 60 days — not 180.





SECTION 4: THE AGENCY ADVANTAGE
What Your Office Manager Cannot Do — And Why It Matters
In-house A/R management fully loaded costs $85,000–$105,000/year in salary, benefits, training, and software. Most FRSTeam owners don't have this person. They have themselves, or a part-time office manager who learned on the job.
That person cannot access the tools that change collection outcomes on the hardest 20% of accounts.

	CAPABILITY
	IN-HOUSE
	SWRS

	Credit Bureau Reporting (Equifax, Experian, TransUnion)
	NOT AVAILABLE — requires licensed agency
	Full access — most powerful collection lever available

	Skip Tracing (licensed databases)
	NOT AVAILABLE
	Licensed address, employment, property, social databases

	Asset Investigation
	NOT AVAILABLE
	Determine attachable assets before legal escalation

	Pre-Legal & Legal Escalation
	Limited — demand letters only
	Attorney network, judgment filing, litigation — contingency only

	Annual cost (fully loaded)
	$85,000–$105,000 fixed cost
	Variable, contingency-based — no recovery = no fee

	DSO improvement (industry avg)
	Baseline
	20–30% typical improvement; $108K working capital freed at $2.2M location with 18-day improvement





SECTION 5: THE THREE LEGAL TOOLS
What Most Restoration Owners Don't Know They Have
These are not theoretical legal frameworks. They are operational tools available to FRSTeam owners right now on aging accounts. Most owners don't use them because nobody explained them. SWRS activates each tool at the appropriate stage of the collection process.

TOOL 1: THE POSSESSORY LIEN
If contents are in your warehouse and the homeowner has not paid, you already hold a lien. By operation of law. In all 50 states. No paperwork required.
1. The lien entitles you to hold the contents until paid, and after proper notice, to sell them to recover your balance.
1. Valid the moment you have possession. Extinguished the moment you voluntarily release the property.
1. Notice required before sale: 10–60 days depending on state (Texas: 30 days certified mail; Florida: 60 days; most states: 30 days).
1. RULE: Call SWRS before you release contents to any homeowner who hasn't paid. Once released, the lien is permanently gone.

	“He who holds the contents, holds the power.” — Attorney Edward Cross, restoration-specialist counsel, 29+ years representing restoration contractors



TOOL 2: UCC BANK CONVERSION CLAIM
When an insurance check names both the homeowner and the restoration contractor as payees, both parties must endorse the check. If the homeowner cashes it without your signature:
1. The bank that processed it bears strict legal liability under UCC § 3-420.
1. You have a direct claim against the bank — not just the homeowner.
1. Statute of limitations: 3 years from the date of conversion. The clock starts when the check was cashed, not when you discovered it.
1. SWRS action: demand correspondence to bank compliance/risk (not the branch), simultaneous regulatory complaints to CFPB + OCC or FDIC, affidavit of non-endorsement preparation, and mortgage company loss draft notification if applicable.
1. Result: banks settle fast when they see multi-agency regulatory exposure.

TOOL 3: MORTGAGE LOSS DRAFT NOTIFICATION
If the property carries a mortgage, the lender was often a named party to the insurance payout. Notifying the loss draft department that funds were diverted:
1. Triggers the lender's own compliance review — they do not want a lien on their collateral.
1. Creates immediate pressure on the homeowner, whose mortgage relationship is now at stake.
1. Title notification: if the homeowner attempts to sell or refinance, a notice of claim clouds the title and forces resolution at closing.

	LEGAL TOOL
	WHEN SWRS ACTIVATES IT

	Possessory Lien
	Immediately when homeowner demands contents back without payment. SWRS handles notice requirements by state.

	UCC Bank Conversion
	Within days of discovering a check was cashed without your endorsement. Initiate within weeks — never delay.

	Loss Draft Notification
	Days 1–14 on any insurance check dispute where a mortgage company was involved.





SECTION 6: TARGET OUTCOMES
What the Program Moves — And By How Much
Targets are directional and case-mix dependent. Pilot-specific goals set by region and payer mix.

	KPI
	TARGET

	DSO (Days Sales Outstanding)
	↓ 15–25 days within two quarters

	>90-Day A/R Balance
	↓ 25–40% reduction

	Deductible Leakage
	↓ 40–60% of missed/late deductibles recovered

	Owner Time Reclaimed
	6–10 hours/month redirected to growth

	Working Capital Impact (illustrative)
	18-day DSO improvement at $2.2M avg location = ~$108,000 freed





SECTION 7: PILOT → SCALE
Fast Path to Proof

	PHASE 1: PILOT
	PHASE 2: SCALE

	60–90 days  |  5–7 offices
1. Enable FRSTaid placement button + aging triggers
1. Approve message library (brand voice review)
1. Owner & admin training (1hr virtual)
1. Weekly stand-ups; course-correct scripts and thresholds
1. Deliver first A/R review at Day 45
1. Final readout at Day 90 with scale plan
	90–180 days  |  Full network
1. Systemwide rollout with franchisor dashboards
1. Quarterly A/R reviews and regional scorecards
1. Operations manual updates reflecting new SOP
1. Franchisor monetization model goes live
1. Brand-level KPI benchmarks published for Discovery Days





SECTION 8: NEXT STEPS
One Action. Zero Cost. 48-Hour Turnaround.

	The 48-Hour Challenge
Pull your A/R aging report this week. Find your three oldest uncollected accounts. Email them to sdietz@swrecovery.com.
Within 48 hours: recovery probability assessment + recommended tools for each account.
No cost. No contract. No commitment. If we recover nothing, you pay nothing.



	CONTACT
	DETAILS

	Steven Dietz, CEO
	Southwest Recovery Services, LLC

	Phone
	(972) 984-5065

	Email
	sdietz@swrecovery.com

	Schedule a Call
	growth.swrecovery.com/n/schedule-booking/367641/nRyTCe

	Website
	swrecovery.com

	Address
	Addison, TX 75001



FRSTeam × SWRS: Empathy in the field. Precision in A/R. Growth at scale.
CONFIDENTIAL  —  swrecovery.com  —  (972) 984-5065  —  sdietz@swrecovery.com
