
CARI BBEAN ASSOCI ATI ON OF 

I NDI GENOUS BANKS I NC. 

CHAKI RO COURT,  

VI DE BOUTEI LLE 

P. O. BOX CP5 4 0 4  

CASTRI ES, SAI NT LUCI A 

EMAI L: CAI B@CANDW. LC 

WEBSI TE: WWW. CAI BI NC. ORG 

 
O C T O B E R 2 0 0 6 I S S U E 4 1 

C A I B M EM B ER 

T ERRI T O RI ES 

Anguilla 

Antigua & Barbuda 

Barbados 

Belize 

British Virgin Islands 

Cayman Islands 

Dominica 

Grenada 

Guyana 

Haiti 

Jamaica 

Montserrat 

St Kitts & Nevis 

Saint Lucia 

St Vincent & The Grena-
dines  

Suriname 

Trinidad & Tobago 

   

CEO s Editorial    

VIEWPOINTS: 
Make a deal with 
your creditors   
      

Regional  News 
Briefs    

33rd AGM & Con-
ference Agenda 

    

2     

4        

5 -11      

12 - 17   

Inside This  
Issue:     

33RD AGM & Conference       

GROWTH, PROFITABILITY AND REGULATION: THE IMPERATIVES

 

HILTON TRINIDAD AND CONFERENCE CENTRE 

November 15th to 18th 2006 

REGISTER NOW: WWW. CAIBINC.ORG   

TRINIDAND & TOBAGO HOSTS 
CAIB 33rd ANNUAL AGM & CONFERENCE 

Nov. 15th to 18th 2006  

Opening Ceremony 
Thursday November 16th, 2006, 8:30 am 

Special Addresses:  
Mr. Ewart Williams, Governor, Central Bank of Trinidad & Tobago 
Sir K. Dwight Venner, Governor, Eastern Caribbean Central Bank  

Dr Marion Williams, Governor, Central Bank of Barbados  

Keynote Speaker: The Implications of Basel 11 for the Global Financial Services 
Thursday November 16th, 2006 10:45 am 

Mr. George Walker, Partners for Economic Development Ltd   

Read more on the CAIB AGM and Conference on Pages 12 - 17  

http://WWW.CAIBINC
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CAIB MISSION STATEMENT 
The Mission of the Caribbean Association of Indigenous Banks Inc is to 
facilitate  the growth and development of  indigenous financial institu-
tions in the region.  

CAIB VISION 
Caribbean Association of Indigenous Banks Inc  will be the focal 
point for networking  and effective advocacy and the organization of 
choice for support and services for indigenous financial institutions in 
the region.  

CORE VALUES 
CAIB members, Board and staff will be guided by the following. 
1. Integrity: We are truthful, transparent and deliver what  

is promised 
2. Commitment: We agree to live up to our responsibilities  
3. Confidentiality: We adhere to agreements and standards on 

disclosure of information  
4. Cooperation: We are willing to work with others to achieve a 

common goal  
5. Accountability: We accept responsibility for the consequences 

of an outcome and present information to appropriate authori-
ties factually  

The CAIB ANTHEM  

WE STAND AS ONE  

WE SING ONE  SONG 

AND SHARE ONE DREAM 

WITH HIGH ESTEEM 

NO DARKENED PAST CAN SHADOW OUR FUTURE 

WE SEE ONE LIGHT, A LIGHT THAT SHINES FOREVER. 

FROM DIFFERENT PARTS WE CAME  

THE STORIES ALL THE SAME 

WE STAND AS ONE  

WE SING ONE  SONG. 

Mark Your Calendars!!!!  

       



VIEWPOINT 

Are you unable to pay your 
bills? Pick up your phone and 
call your creditors; you will be 
surprised at the goodwill most 
creditors and collectors give 
the person who bothers to pick 
up the phone and make an 
agreement. 

You should not lose your night 
sleep or turn into a nervous 
wreck because of your inability 
to pay some bills. In most 
cases you do not even need 
help from others to solve the 
problem, a phone call to the bill 
collectors is usually enough. 
Yes, you will feel embarrassed 
when you call some stranger 
and tell them that you are un-
able to pay your debt and you 
will most likely feel like a beg-
gar. The short moment of em-
barrassment is however, a low 
price to pay to get your finan-
cial issues straightened.   

Here is what you should do. 
Find the invoice that you are 
unable to pay. If you have 
more than one invoice and are 
unable to pay all of them, 
choose the invoice with the 
lowest amount. Find the phone 
number to the invoice issuer, 

you will most likely find on the 
invoice, and call it. One impor-
tant notice: you will most likely 
be transferred between two or 
more people before you reach 
someone who can help you. Be 
prepared to explain your situa-
tion more than one time and be 

prepared to be waiting on 
hold for a long time. Sur-
prisingly many people 
give up because of these 
small, maybe irritating, 
details. Do not give up; 
explain, wait, repeat, wait, 
etc. Accept that this is 
how it works and do not 
get frustrated, your mis-
sion is too important.  

When you finally reach 
someone who has the 
authority to help you, be 

humble. Explain to the person 
that you have some economical 
difficulties this month and that 
you are unable to pay your 
debt. Note that you will have a 
much stronger case if you are 
able to pay some of your in-
voiced amount immediately. 
Here are some of the possible 
outcomes of your conversation:  

1. You will not reach any agree-
ment. You most probably 
fear this outcome. You 
should not; nothing has 
changed. Your situation has 
not been worsened, but you 
have eliminated one solution.  

2. You will make an agree  
    ment to pay your invoice  
    later. Most probably, you  
    will have to pay a fee due 
    to the delay.   

3. You will maybe able to  
    split the invoices into sev 

    eral smaller invoices.  

You should know what kind of deal 
you want before you make your 
call. However, be prepared to ac-
cept a deal that is poorer than your 
suggestion. Most important do not 
accept a deal that you are unable 
to fulfill.   

Why does this usually work? 
There are many reasons, but I 
will give you three:  

1. Your creditors want the money, 
    and they see that they will get  
    the money faster if they cooper- 
    ate with you.  

2. The creditors are humans too,  
    and they have no intentions to  
    make your living hard. Most  
    people do not realize this...  

3. You are practicing engagement. 
    You are telling your creditors "I 
    have difficulties now, but I am 
    not ignoring you". Nobody wants 
    to be ignored, especially when it  
    comes to money.  

There are still a lot of possible so-
lutions if you do not succeed to 
make an agreement, but you 
should always try the simple solu-
tions first. I wish you good luck.    

                By: Fredric Johnson 
Fredric Johnson is a contribu-
tion writer for Pluto Loans 
(www. Pluto -loans. Com an in-
formation site on loans and 
credits)     

(Source: Business Focus Saint Lucia, 
Issue 29 - May/June 2005.)  Business 
Focus,May/June 2005I7 )  
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MAKE A DEAL WITH YOUR CREDITORS   


