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Finding the Student Loan Trail 

 
This issue of Collection Advisor has a common focus on the collection of student loan debt. A close look 

at this type of debt indicates that tracing on this particular type of claim requires some very special skills 

and mental alertness as well a clear understanding of the consumer. 

 

The first thing a professional tracer must understand regarding this type of claim is that we must always 

begin going forward by going backward. That is to say that we must go backwards to a point where we 

know for a fact the consumer was, at a given point in time. 

 

An obvious beginning point is the college or university the consumer was attending when the debt was 

created. This information is almost always available from the client. In lieu of this information, the tracer 

should look closely at the address of the student while they were attending classes and determine what 

schools are located in that area. Once this information is obtained there are a few very important data 

websites that should be utilized. 

 

Classmates.com and Alumni.com are two data sources that should be included in every tracer’s toolbox. I 

highly recommend investing in an annual membership in order to access all of the stored information. The 

cost of this level of membership is usually less than $50.00 annually and you will find it to be a very 

rewarding investment. When using these databases you should determine if your consumer has posted 

their profile history. Their profiles may contain a treasure trove of information related to the consumer’s 

current residence, employment, family and other pertinent information. If you do not find a profile on the 

consumer, check to see if there is a posted “School Annual” for the years your consumer attended the 

facility. If you find an “Annual” for the school your consumer attended you should go immediately to the 

index which will indicate each page where your consumer appears. Look closely at each page to 

determine data such as what the consumer studied which in turn may give insight into what their current 

employment might be. Social organizations such as fraternities or sororities often maintain rosters of 

former members with their current location in order to solicit donations or in some cases publish 

newsletters with articles related to former members’ accomplishments. There may be other data available 

that may provide leads to aid in locating the consumer. In many cases I have spoken to department heads 

who may have known the consumer and they have provided information related to their current 

employment based on reference checks and referrals. Many colleges and universities offer “placement 

services” that aid their students in finding jobs after graduation. Do not overlook these important sources 

of information. 
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Another source of information that cannot be overlooked when using these two databases is the 

consumer’s high school database. Many consumers are proud of their educational and employment 

achievements and go back to their high school database to post these types of accomplishments. 

 

A secondary source of information, due to the age of this type consumer, will be their parents and in many 

cases even their grandparents. Based on generational value tags these people will usually be very 

reliable and will be good sources of information regarding your consumer’s current residence location and 

employment. When interviewing parents and grandparents you must always be cautious as to not reveal 

that collection of debt is the purpose of your call and never attempt to use any type of subterfuge or scam 

to obtain information. Be open and forthright using a friendly voice and using the neurolinguistic power of 

the word “HELP” to obtain information. 

 

Another very good source of information for recent graduates of higher education facilities will be the 

credit reporting agencies. This group of consumers tends to make purchases after graduation as 

“rewards” for their accomplishment. New automobiles, new computers, new clothes can all be purchased 

on credit which leaves electronic trails. This group of consumers also usually seeks a new domicile when 

relocating to a job. This also leaves a good data trail as they must have utility services turned on in their 

name. 

 

I close this article with the statement we started out with, “we go forward by going backward” and the 

professional tracer will understand exactly what I mean. A tracer must always have a starting point and 

that point must be a time and place where you know for sure the exact location of the consumer. Once 

this point is established, we then are ready to move forward to locate the current location of the consumer. 

We are ready to commence “The Hunt”. 

 

By: RON BROWN  

Source : collectionindustry.org 
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About Profitera Corporation Sdn. Bhd. 

Profitera Corporation is a leading technology provider of Revenue & Arrears Collections, Debt Recovery and 

Agency Management Software Solutions. Profitera provides specific solutions to help its Customers focus on their 

clients, reduce arrears and optimize profits throughout their Revenue and Profitability Lifecycle. As experts in 

Revenue & Arrears Collections, Debt Recovery and Agency Management, Profitera continuously brings enterprise 

level scalable software technologies to the doorstep of its Customers. This helps to reduce Arrears Delinquency, Bad 

Debt and Improve Tracking & Profitability. Profitera, being a MSC status and TUV Quality certified company has 

its global HQ in Malaysia and leverages on partners for regional presence in ASEAN, Asia South, Middle East and 

Africa. 

 

Enterprise Revenue Collections & Debt Recovery Software Systems 

SMS Notification and 2-way SMS Interaction software platform 

Data Management and Software Integration Services 

Data Analysis, OLAP and Multi-dimensional Cubes for Online Interactive Reporting 

 


