
July 2021

USMCA: nearly half 
of all invoices overdue
Atradius Payment Practices Barometer
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The past year of Covid-19 recession

has been a time of uncertainty for

economies throughout the world and

this can clearly be seen in the uneven

results of the Payment Practices

Barometer Survey for the USMCA

region. Perhaps the most arresting of

the results concerns business

confidence. The vast majority of

survey respondents in Mexico expect

to see an improvement in business

performance over the coming months.

In Canada, this picture is reversed

with only a small minority expressing

optimism. 

There will be a wealth of reasons

behind this dichotomy. While the

cohort of interviewees may well play

a part, it is likely that businesses in

each country worked through

differing experiences of the

pandemic. In Mexico, a light touch

governmental approach to lockdowns

meant that a lot of businesses

continued to trade without

interruption. In Canada, the reverse is

true, although the Canadian

government also introduced far more

fiscal business support packages. It is

the latter point that may be

influencing the apparent pessimism

in Canada. As business support is

withdrawn during H2 of 2021, we

are likely to see an increase in

business insolvencies. Businesses in

Canada may well be bracing for this.

In Mexico, it is likely to be business

as usual. For the US, the results fall

approximately halfway between

Mexico and Canada.

Looking ahead, the future trading

environment is an area where all

businesses could benefit from trade

credit insurance. In the economies

facing heightened levels of trading

risk, businesses need to protect their

accounts receivable from the risk of

payment default. Businesses should

especially be aware of not only their

customers’ financial stability, but all

of the businesses involved in a

supply chain. They should do this to

minimize the risk of insolvency

caused by a domino effect, where a

significant business failure further

up the chain causes a knock-on

effect along the chain. What’s more,

businesses looking to grow can

benefit from the expertise and

knowledge of their credit insurer as

they develop relationships with new

customers and new markets, safe in

the knowledge that their invoices

will be paid.

Gordon Cessford
Regional Director for North America

commented on the report

Businesses looking to

grow can benefit from the

expertise and knowledge

of their credit insurer as

they develop relationships

with new customers and

new markets, safe in the

knowledge that their

invoices will be paid.

“

”
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Key takeaways

More than half of all sales transacted on credit

53% of the total value of all B2B sales in the region was

made using trade credit last year. This represents growth,

as 44% of businesses told us that they increased the use of

trade credit in the months following the pandemic. For

most businesses, credit is used as a loyalty tool to

encourage repeat business with existing customers.

However, following the outbreak of the pandemic, trading

challenges led more businesses to experience distress.

Many struggling businesses will have been supported by

the temporary fiscal packages, particularly in the US and

Canada. As these are withdrawn during the second half of

2021, we are likely to see a rise in insolvencies. In this

environment of heightened risk, it is important that

businesses continuously monitor the financial health of

their customers and note any early warning signs of

insolvency. Businesses that employ trade credit insurance

will benefit from the ongoing market intelligence of their

credit insurer, in addition to the peace of mind that their

accounts receivable are safe if a major customer does go

bust.

Credit management costs rise sharply

Businesses throughout the USMCA region reported a rise

in the cost of managing their accounts receivable in the

months following the outbreak of the pandemic. The

sharpest rises were reported by businesses that managed

credit and collections in-house. This may in part be

explained by an increase in the percentage of sales made

on credit, simply a greater number of credit sales requires

more resources to manage them. However, this may also

be an indicator of a deteriorating risk environment, as the

longer an invoice remains unpaid, the more resources are

required to collect on it. For businesses that do not use

trade credit insurance, or an invoice collection service such

as factoring, rising payment delays equate to rising costs.

Businesses that do outsource credit management to such

services enjoy the certainty that their invoice will be paid

and that management costs will not escalate

Businesses favor domestic markets for credit sales

The region saw many more domestic credit sales than

foreign credit sales in the year following the outbreak of

the pandemic, with a 60/40 split in favor of domestic

customers. This could have been caused by the supply

chain challenges that followed the Covid-19 global

pandemic, leading to more caution about offering credit to

foreign customers. It could also be that it is simply easier

to find information for credit assessments on local

businesses. An international credit insurer could be

helpful here. With underwriting knowledge of businesses

and markets throughout the world, they can help

businesses manage risk with cross-border trade through

expert credit assessments and claims payments should

the customer fail to pay.

Growth predictions show a north-south divide

On average, the majority of business across the region are

positive in their outlook and expect to see business

improvement over the coming months. However, a

country-by-country comparison reveals a vastly different

picture. 81% of businesses in Mexico anticipate growth,

contrasting markedly with the 36% of businesses in

Canada with the same view. Businesses in the US fall

about halfway between these two poles. This may be a

reflection of the different approaches to the pandemic

taken by the individual governments, with Canada

experiencing more lockdowns and curbs on movement

than Mexico. Businesses may be bracing themselves for

the removal of government fiscal support, which will have

a greater impact in Canada than Mexico in line with the

differing levels of supported offered in each country. It

may also be due to the cohort interviewed, possibly

leaning towards more buoyant industries in Mexico. Post-

recession growth is predicted for all of the countries in the

USMCA region. It will be interesting to see which

businesses thrive and grow during this period and

whether the optimism and pessimism expressed by the

survey respondents comes to pass over the next year.

.



Trading on credit increased in the months following
the outbreak of the pandemic 

44% of businesses polled in the USMCA region reported an

increase in the use of trade credit in the months following

the outbreak of the pandemic. 43% reported no change and

the remainder recorded a decrease. The increase in the use

of credit was seen most often in Mexico (62%), followed by

the US (51%) and Canada (20%). 53% of the total value of all

B2B sales in the region was transacted on credit over the

past year, compared to 47% cash sales. Credit sales

amounted to 52% of all sales in the US, 52% in Mexico and

54% in Canada. 

60% of all credit sales was transacted on domestic markets

(US 62%, Mexico 60% and  Canada 58%). The export market

saw 40% of credit sales (US 38%, Mexico 40% and Canada

43%). Of all the industries surveyed in the region, the

services sector was the most likely to offer customer 

credit (58% of all sales). Conversely, the agri-food the 

least likely (43% of all sales). Further insight can be found

in the overview by industry section in the respective

country reports forming the July 2021 edition of the

Atradius Payment Practices Barometer for the USMCA

region.

Survey results for USMCA
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USMCA: how do you expect your business
performance to change over the coming
months?

IMPrOve

59%
nO CHAnge

34%
deTerIOrATe

7%

Sample: all interviewed companies 
Source: Atradius Payment Practices Barometer - July 2021

   

DOMESTIC MARKET

EXPORTS

BOTH DOMESTIC MARKET AND EXPORTS

% of respondents

33%

22%

45%

Which key developments will drive your
business improvement?



S
T

A
T

IS
T

IC
A

l
 A

P
P

E
N

D
Ix

S
U

R
v

E
Y

 D
E

S
Ig

N
S

U
R

v
E

Y
 R

E
S

U
lT

S

ATRADIUS PAYMENT PRACTICES BAROMETER – RESUlTS fOR USMCA – JUlY 2021 5

Trade credit chiefly used to consolidate existing trade
relations during the pandemic 

48% of the businesses polled told us they extended trade

credit to encourage repeat business with established

customers. This was seen most often in Canada (55%),

followed by Mexico (53%) and the US (38%). Offering credit to

win new customers was reported by 31% at regional level

(US: 40%, Mexico: 25% and Canada: 23%). Additional reasons

for offering trade credit cited by respondents included:

staying competitive in their markets (most often seen in

Mexico and least often in Canada), and allowing customers

time to pay. This was most often seen in Canada and least

often in Mexico.    

Credit management costs increased significantly
during the pandemic 

48% of survey respondents reported a significant increase in

the cost of credit management in the year following the

outbreak of the pandemic. This was most often seen in the

US (55% of respondents), followed by Canada (48%) and

Mexico (37%) and primarily among businesses that self-

insure credit risk. Businesses also reported increased costs

of acquiring information for credit assessments. An average

of 40% reported increased financing or interest costs during

the time between the credit sale and payment. This was seen

almost equally often across the countries surveyed in the

region. 

An increase in the cost of collecting overdue invoices was

reported by 37% of respondents. 30% of businesses in the US

reported an increase in the cost of collecting on invoices

more than 90 days overdue. This was greater than the

percentage in Mexico (20%) and Canada (23%). There was a

24% rise in bad debt across the region. This was most often

cited by respondents in the US (30%), followed by Canada

(23%) and Mexico (20%).  

More than a third of USMCA’s businesses gave
customers longer to pay last year

35% of the survey respondents told us they offered

customers more time to settle invoices over the past year.

This was most often the case in the US (41%), followed by

Mexico (40%) and Canada (24%). The ICT/electronics

industry offered significantly more relaxed payment terms

then in the past.  In contrast both the agri-food and the

chemicals/pharma industries significantly shortened

payment terms compared to one year ago.  

51% of the region set payment terms that reflect company

standards. This was reported by 48% of respondents in the

US,  61% in Mexico and 45% in Canada. 42% of the region’s

respondents set payment terms according to the availability

and cost of capital needed to finance the credit sales. This

was most often the case in Mexico (50% of respondents),

followed by the US (41%) and Canada (35%). 

Additional factors influencing the length of payment terms

include: the payment terms given by a company’s own

suppliers (regional average: 35%, highest in the US at 38%),

and the credit capacity of the customer (regional average:

32%, highest in Mexico at 39%). Trade credit insurance was

also mentioned by many businesses as an important factor

influencing credit terms (regional average: 25%). 30% of

businesses in the US told us that credit insurance cover

enabled them to offer more competitive payment terms to

customers, as the insurance offers protection against losses

if the customer does not pay. In Mexico this was cited by 27%

of businesses and in Canada, 19%.

40%
of USMCA businesses told us they

expect trade credit to be increasingly

used to provide short-term finance to

customers in financial distress. 

This was most often cited in Canada

(51%), followed by Mexico

(36%) and the US (32%).

USMCA: top 5 greatest challenges to business
profitability in 2021

   

Economic crisis due to the coronavirus pandemic

Bank lending restrictions

Supply chains disruption

Geopolitical tensions in global trade 

I don’t know/I’d rather not say 

Containment of costs

Falling demand for your products and services

Maintaining adequate cash flow

Sample: all interviewed companies 
Source: Atradius Payment Practices Barometer - July 2021

% of respondents

22%

22%

18%

13%

7%

9%

5%

5%



US grappleing with more late payments and 
write-offs than USMCA peers

An average of 41% of businesses across the region reported

deterioration in customer payment practices over the past

year (US: 47%, Mexico: 44%, Canada: 32%). Late payments

affected 47% of the total value of all B2B credit sales (US:

50%, Mexico: 45%, Canada 48%). 6% of invoices were

written off by USMCA businesses overall (US: 8%, Mexico:

5%, Canada 5%). Interestingly, more businesses in the US

than in the rest of the region chose to manage credit risk

in house, rather than to employ credit insurance or a

professional collections agency. This may explain why a

greater percentage of businesses in the US struggled with

late payments and bad debts than the rest of the region.

39% of businesses in the USMCA region told us they spent

time and resources on chasing unpaid invoices, retaining

risk and managing collection activities internally (US: 39%,

Mexico: 35%, Canada: 43%). 30% of businesses in the region

reported withholding payment to suppliers to minimize

liquidity constraints (US: 36%,  Mexico: 30%,  Canada: 26%). 

Pandemic uncertainty worries USMCA businesses 

The unpredictability of the pandemic, alongside

safeguarding liquidity levels, are the top two concerns

cited by businesses across the USMCA region. Pandemic

worries were cited by 18% of businesses in the US, 28% in

Mexico and 22% in Canada.  Potential liquidity issues were

listed by 16% of businesses in the US, 31% in Mexico and

19% in Canada. Other concerns cited by businesses

included: a potential fall in demand for products and

services, ongoing supply chain disruptions affecting

international trade and the potential for bank lending

restrictions to limit access to financing. Interestingly, a

potential resurgence in geopolitical tensions affecting

international trade is at the bottom of the list of USMCA

business concerns. Although survey respondents in

Canada appear to be slightly more concerned about this

than their peers in the region, the majority view leans

towards increasing geopolitical stability in the region. 

USMCA businesses confident about future growth   

59% of the USMCA survey respondents are optimistic that

their business performance will improve (US: 60%, Mexico:

81%, Canada: 36%). 45% of the region anticipates the

improvement will come from a combination of a rebound

in the domestic economy and healthier export flows (US:

39%, Mexico: 48%, Canada: 45%). 33% of the region believes

improvement will be due to a rebound in the domestic

economy only (US: 41%, Mexico: 27%, Canada: 31%). 22% of

the region believes improvement will come exclusively

from increased export flows (US: 18%, Mexico: 24%,

Canada: 24%). 
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USMCA: on average, within what time frame do
your B2B customers pay their invoices?

   

ON TIME

LATE

WRITE-OFFS

Sample: all interviewed companies 
Source: Atradius Payment Practices Barometer - July 2021

% of respondents

47%

47%

6%



Amid these expectations of more benign economic and

trade conditions, 40% of USMCA businesses told us they

expect trade credit to be increasingly used to provide

short-term finance to customers in financial distress. 

This was most often cited in Canada (51%), followed by

Mexico (36%) and the US (32%). 34% of businesses in the

region told us they believe trade credit will help stimulate

sales particularly in industries and markets where

demand plunged due to the pandemic. This was most

often cited in Mexico (48% of respondents), followed by the

US (36%) and Canada (18%). 

Nearly one third of businesses plan to use trade
credit insurance 

31% of USMCA survey respondents plan to use trade credit

insurance over the coming months (US: 26%, Mexico: 31%,

Canada: 36%). 36% of businesses across the region told us

they intend to request cash up front, or payment

guarantees. Many businesses also plan to offer of

discounts for early payment of invoices. 

Internal retention and management of customer credit

risk is the technique that most of the survey respondents

plan to resort to over the coming months. This was most

often reported by businesses in the US (51%), followed by

Canada (41%) and Mexico (31%). despite these differing

approaches to credit management, USMCA businesses

share a common target of keeping days Sales Outstanding

(dSO) under control. 

This may be a reflection of the concerns expressed by 38%

of USMCA survey respondents of an upward trend in dSO

(US: 43%, Mexico: 38%, Canada: 34%). 
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US

Canada

Mexico

USMCA

39

29
36

20

43

41
26

28

35

25
30

18

39

32
30

22

Increase time, costs and resources spent 
on chasing overdue invoices

 

Strengthen internal credit control procedures

Delay payments to your own suppliers

 

Pursue additional financing (from banks, factors, others)

 

USMCA: top 4 measures businesses needed to
take due to B2B customers late payments 
(% of survey respondents) 

Sample: all interviewed companies 
Source: Atradius Payment Practices Barometer - July 2021

% of survey respondents 
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Copyright Atradius N.V. 2021

If after reading this report you would like more information about protecting your receivables against payment default by your customers you

can visit the Atradius website or if you have more specific questions, please leave a message and a product specialist will call you back. In the

Publications section you’ll find many more Atradius publications focusing on the global economy, including country reports, industry analyses,

advice on credit management and essays on current business issues. Subscribe to notifications of our Publications and receive weekly emails

to alert you when a new report is published. 

for more insights into the B2B receivables collection practices in the USMCA and worldwide, please go to 

www.atradiuscollections.com

for the USMCA www.atradius.us

Email: info.us@atradius.com

On linkedIn? follow Atradius US

Statistical appendix

Find detailed charts and figures in the Statistical

Appendix for the USMCA. 

This is part of the July 2021 Payment Practices Barometer

of Atradius, available at 

www.atradius.us/publications

download in PdF format (english only).

Survey objectives

Atradius conducts annual reviews of international

corporate payment practices through a survey called the

‘Atradius Payment Practices Barometer’. In this report

focusing on the USMCA, which is part of the 2021 edition

of the Atradius Payment Practices Barometer,

companies from Canada, Mexico and the US have been

surveyed. 

due to a change in research methodology for this survey,

some year-on-year comparisons are not feasible for

some of the results. Using a questionnaire, CSA research

conducted 600 interviews in total. All interviews were

conducted exclusively for Atradius.

Survey scope

� Basic population: companies from Canada, Mexico and

the US were surveyed. The appropriate contacts for

accounts receivable management were interviewed.

� Sample design: the Strategic Sampling Plan enables to

perform an analysis of country data crossed by sector

and company size. It also allows to compare data

referring to a specific sector crossed by each of the

economies surveyed.

� Selection process: companies were selected and

contacted by use of an international internet panel. 

A screening for the appropriate contact and for quota

control was conducted at the beginning of the

interview.

� Sample: n=600 people were interviewed in total

(n=200 people per country). In each country a quota

was maintained according to four classes of company

size.

� Interview: Computer Assisted Web Interviews (CAWI)

of approximately 15 minutes duration. Interview

period: Q2 2021.

Survey design for the USMCA

Economy Interviews %

USA 200 33,3

Canada 200 33,3

Mexico 200 33,3

TOTAL USMCA 600 100,0

Business sector Interviews %

Manufacturing 275 45,8

Wholesale trade/distribution/retail 196 32,7

Services 129 21,5

TOTAL USMCA 600 100,0

Business size

Micro enterprises 51 8,5

SMe (Small enterprises) 253 42,2

SMe (Medium enterprises) 244 40,7

Large enterprises 52 8,7

TOTAL USMCA 600 100,0

It may occur that the results are a percent more or less than 100%.

This is the consequence of rounding off the results. Rather than ad-

justing the outcome so that it totalled 100%, we have chosen to leave

the individual results as they were to allow for the most accurate re-

presentation possible.

Sample overview – Total interviews = 600 

https://group.atradius.com/documents/ppb_usmca_2021_statistical_appendix_en_fin.pdf
https://www.linkedin.com/company/atradius-usa/
www.atradius.com


Atradius Trade Credit Insurance, Inc.

211 Schilling Circle, Suite 200

Hunt Valley, MD 21031

USA

Telephone: +1 800 822 3223

info.us@atradius.com
www.atradius.us

Connect with Atradius

on Social Media

Disclaimer

This report is provided for information purposes only and is not intended as investment advice,

legal advice or as a recommendation as to particular transactions, investments or strategies to

any reader. Readers must make their own independent decisions, commercial or otherwise, re-

garding the information provided. While we have made every attempt to ensure that the infor-

mation contained in this report has been obtained from reliable sources, Atradius is not

responsible for any errors or omissions, or for the results obtained from the use of this infor-

mation. All information in this report is provided ’as is’, with no guarantee of completeness, ac-

curacy, timeliness or of the results obtained from its use, and without warranty of any kind,

express or implied. In no event will Atradius, its related partnerships or corporations, or the part-

ners, agents or employees thereof, be liable to you or anyone else for any decision made or

action taken in reliance on the information in this report or for any consequential, special or sim-

ilar damages, even if advised of the possibility of such damages.

Copyright Atradius N.v. 2021

https://www.linkedin.com/company/atradius-usa/
https://www.youtube.com/user/atradiusgroup
https://twitter.com/atradiusUS

