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Resumen   

 

The purpose of the study guide was to analyze the accounts receivable in the Fiscal, Accounting and 

Administrative Office Hernández, the technique used was the documentary analysis and as an instrument 

the DSO indicator (average days of collection) was used, in relation to optimize the accounts receivable 

through the DSO indicator.  With the support of the documentation, it was possible to realize the basis 

of the management of accounts receivable, through the graphs that reflect the favorable results from 2018 

to 2021, which was where inadequate control could be observed in credits with late collections, this in 

turn considerably affecting the electronic accounting of customers. It was concluded that by having 

adequate control of accounts receivable, there is a considerable settlement to make the corresponding 

payments in which credits and payments could be balanced, achieving their decrease and bringing with 

them an improvement for the year 2022, as shown in the graphs.     

 

 
 

Optimize accounts receivable, Know the financial situation, Apply Indicator 

 

Resumen  

 

La guía de estudio tuvo como finalidad analizar las cuentas por cobrar en el Despacho Fiscal, Contable 

y Administrativo Hernández, la técnica que se utilizo fue el análisis documental y como instrumento se 

empleó el indicador DSO (dias promedio de cobro), en relación para optimizar las cuentas por cobrar 

mediante en indicador DSO. Con el apoyo de la documentación se pudo percatar la base del manejo de 

las cuentas por cobrar, atreves de las gráficas que se reflejan los resultados favorables a partir del año 

2018 al 2021 que fue donde se pudo observar el control inadecuado en los créditos con retraso de los 

cobros, esto a su vez afectando de manera considerable la contabilidad electrónica de los clientes. Se 

concluyó que al contar con el control adecuado de las cuentas por cobrar se tiene una liquides 

considerable para realizar los pagos correspondientes en la cual se pudieron equilibrar los créditos y 

pagos, logrando su disminución de estos y trayendo consigo una mejora para el año 2022, así mismo 

como se muestran en las gráficas. 

 

            
 

Optimizar cuentas por cobrar, Conocer la situación financiera, Aplicar Indicador 
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Introduction 

 

Accounts receivable support commercial or service transactions with third parties and are constituted as 

a No in favour of the organization, these accounts are usually covered under records, invoices, receipts 

or any other similar document as long as it complies with the specifications established by law, for this 

reason we will make a, Proposal for a guide to optimize the accounts receivable through the DSO 

indicator (Average Days of Collection) case study "Despacho Fiscal, Contable y Administrativo 

Hernández" with the purpose of contributing to the improvement of the procedures that are developed in 

this area with the objective of fulfilling an efficient and effective work with all the tasks, This indicator 

is of utmost importance for the financial health of the companies, since it allows to know the time in 

which a sale will be translated into money, that is to say, it has direct relation with the cash flow, a 

variable that directly affects the working capital and the normal daily operation of any company since it 

establishes adequate collection policies, understanding that each one of these is different and varies 

depending on the level of delay. 

 

Problem definition 

 

In the accounting, fiscal and administrative firm Hernández y Asociados A. C does not exist a control of 

the movements of the Portfolio and Collections of each client since this one lacks the collection of 

accounts receivable in the correct time, for which a suitable and efficient control of the credits realized 

to the clients is not made, in such a way that it is not monitored constantly inside the activities of the 

office since this affects of direct way the resources of the contributors generating delays in the work, for 

which it is not fulfilled with the collection of the accounts receivable in time stipulated by each client or 

company affecting of direct way the money of these same ones.  

 

Hence, the following problem formulation is generated: Will the study guide allow the 

optimisation of accounts receivable through the DSO indicator? 

 

Justification 

 

In the Fiscal, Accounting and Administrative Office Hernandez located in Ixtlahuaca certain problems 

were detected that affect especially the accounts receivable which brings with it an unfavourable in the 

electronic accounting of the portfolio of clients. 

 

The accounts receivable are of utmost importance for a company as they allow a balance between 

income and expenditure in order to have an effective control and the economic indicator allows to know 

how often a company collects the outstanding debts of its customers. 

 

The DSO indicator allows to know the correct time of collection of accounts receivable, as it will 

help to have a correct accounting of the firm's customers. The DSO can be calculated in two ways, the 

'rollback' or 'countblack' and the accounting method, which is the most common. And it should only be 

calculated on a monthly basis to be reliable. It also includes the outstanding and current balance. 

 

Knowing the DSO method is fundamental in any company, firm and office as it is a method of 

great relevance that helps to have less problems with our customers in accounts receivable and offer them 

a better service with this we can face to meet our goals and objectives in the short and long term. 

 

Overall Objective 

 

To optimize accounts receivable using the DSO indicator to contribute to the improvement of the firm's 

accounting and administrative processes. 

 

Specific objectives 

 

A) To know the collection of electronic invoicing in a timely manner. 

B) To keep correct accounts in accordance with the new tax laws. 

C) To check that income and receivables are recorded in the corresponding period so that they can 

be declared correctly. 
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Methodology 

 

The sample for this study guide consisted of the financial statements of the accounting, tax and 

administrative firm Hernández. According to González, it is a tool to facilitate the planning and 

programming of the teaching and learning process of a subject from its cover page. 

 

It is called the series of methods and techniques of scientific rigour that are applied systematically 

during a research process to achieve a theoretically valid result, it functions as the conceptual support 

that governs the way in which we apply the procedures in an investigation, the importance that the 

investigative dimension acquires in professional training (Aiello, 2009). 

 

The technique was documentary since they are mechanisms and instruments that are to be 

performed to gather and measure information in an organizational way and that also allows the collection 

of information to apply the DSO indicator (average days of collection) since it is understood that it is an 

indicator of performance of the company and the financing of its customers expressed in days to know 

how much time elapses between a sale on credit until its collection. 

 

Development of the topic 

 

Conceptual framework 

 

The following are some concepts used in this article to facilitate its understanding: 

 

Guide 

 

A guide is considered a model or something to be followed. This definition refers to a person, an act, a 

document or a procedure. 

 

A guide is something that guides, governs or orients. A guideline can be a document that includes 

principles or procedures to guide something or a list of information that refers to a specific subject. 

 

Types of guide 

 

- The didactic guide 

 

It is the document that orients the training action. It should organise: objectives, activities, resources, 

contents, methodology and evaluation. 

 

- The learning guide 

 

It is a didactic resource addressed to students, consolidated as a document of instructive and orienting 

character, in which the didactic sequence of activities that will allow students to achieve the expected 

learning outcomes is structured and described. 

 

- A study guide 

 

It is a tool that facilitates the learning of a subject or a specific topic, using concept maps, diagrams and 

tables. 

 

Techniques vary according to the needs of each individual. 

 

Characteristics of a Guide 

 

- Flexibility: it is configured according to the subject to be studied, the academic level of the 

learner. 

 

- Logical sequence: the simplest concepts should be included first, followed by the more complex 

ones, allowing the assimilation of knowledge to be gradual and orderly. 
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- A chronological or logical order is followed in order to learn a particular topic. 

 

- Quantity and quality of content: limited to the most elementary concepts and the essence of a 

subject, they make use of diagrams and maps that help to organise the information and allow it 

to be interpreted and memorised quickly. 

 

- They can address any subject: they help facilitate the learning process in multiple areas of 

knowledge. 

 

- They can be divided into categories or sections according to the topic to be studied. 

 

Accounts Receivable 

 

Bulletin C-3 that Accounts Receivable represent receivables arising from sales, services rendered, loans 

granted or any other similar concept. 

 

According to Aranda, (2010) "Accounts receivable are those amounts that customers owe to a 

company for having obtained goods or services from it or for obtaining credit in the course of business". 

(p.17). 

 

According to Stephany Paola (2017) Entitlement against a debtor, usually on open account. A 

special system of reporting and recording transactions in which the policy itself serves as an auxiliary. 

In the plural, an account in the general ledger that controls a group of similar accounts. 

 

According to Stevens (2017) It represents one of the most important assets, since after cash it is 

the most liquid asset in an economic entity. They represent the offer or purchase of some good or service 

that will be recovered in cash. 

 

Objective of accounts receivable 

 

- To collect on the agreed date. 

 

- The operations of each sale must be recorded and classified according to categories for each 

payment fulfilment made, as it is important to have a list of delinquent customers so that they can 

be observed, evaluated and finally conclude the short-term collection to convert it into liquidity. 

 

- According to Vallado (2018) "Correspond to a means by which products are sold and outperform 

the competition because the company offers credit facilities in order to favour its customers". 

 

Types of accounts receivable: 

 

- Short-term: case in which the availability of the money is immediate and the time period does not 

exceed one year. 

 

- Long-term: case in which the availability of the money has a time period of more than 1 year. 

 

Characteristics of accounts receivable 

 

- The receivables are collected during the agreed term, either short or long term. 

- Before the loan is made, the credit and financial history of the customer must be assessed. 

- References are also requested for the accounts. 

- Certain terms of interest payments and benefits for timely repayment must be established. 

- Various payment methods can be used during the process. 

 

Legal basis for debt collection 

 

Bulletin N°.1374: the opinion on the bill was approved by 237 votes in favour, 18 abstentions and 201 

against. 
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The Chamber of Deputies approved amendments to the General Laws on Credit Instruments and 

Operations, Credit Organizations and Auxiliary Activities, and the Law for the Protection and Defence 

of Financial Services Users, in order to regulate payroll loans with delegated collection. 

 

Extrajudicial collection, which cannot be done by law firms: 

 

Threaten, offend or intimidate the debtor: Their relatives, co-workers or any other person not 

related to the debt. Another important point is that firms cannot call you before 7:00 am or after 10:00 

pm. 

 

Collecting from third parties: Including personal references and beneficiaries, with the exception 

of joint debtors or guarantors. This is very important, if the debt is not yours, you do not have to answer 

for it, unless, as I mentioned, you have signed as a guarantor or joint debtor. In those two cases, no way, 

kid, the debt somehow also becomes your responsibility. 

 

Send documents that appear to be court documents: You cannot present yourself as a 

representative of any court or authority. No one can be imprisoned for a civil debt with a credit institution 

such as banks and SOFOMES. Remember that they cannot seize you either, this would only happen if 

the seizure is ordered by a judge, within a procedure of which you must be legally notified. 

 

Establish special registers: Other than those that already exist, blacklists, posters, or 

announcements that make the public aware of the debtors' refusal to pay. 

 

It establishes that when in the simple credit opening contract the obligation of the borrower to 

make the corresponding payments through the issuance of a payment order is agreed, in whatever form 

it is called, so that a third party that has the character of employer makes the entirety of such payments 

charged to one or more of the sources of payment indicated in this article, it will be called Payroll Credit 

with Delegated Collection and will be subject to the provisions applicable to these credits contained in 

this Law and other applicable laws and regulations. 

 

The opinion states that credits granted in accordance with the laws applicable to the operations 

carried out with their beneficiaries by the Instituto del Fondo Nacional de la Vivienda para los 

Trabajadores, the Fondo de la Vivienda del Instituto de Seguridad y Servicios Sociales de los 

Trabajadores del Estado and the Instituto del Fondo Nacional para el Consumo de los Trabajadores shall 

not be considered as Payroll Loans with Delegated Collection. 

 

The DSO Indicator 

 

Acronym for Days Sales Outstanding. 

 

Refers to the days it takes for a customer to pay invoices that have been issued for the sale of a 

product or the provision of a service, and is usually determined on a quarterly, monthly or annual basis. 

 

DSO is an indicator of a company's performance and customer financing expressed in days to 

show how long it takes between a credit sale and its collection. The lower the DSO, the sooner the 

customer pays, and conversely, the higher the DSO, the longer it takes to collect. 

 

Importance 

 

The indicator is of utmost importance for the financial health of companies, since it allows knowing the 

time in which a sale will be translated into money, i.e. it is directly related to cash flow, a variable that 

has a direct impact on working capital and the normal day-to-day running of any company. 

 

Calculation of the DSO Indicator 

 

To perform the DSO calculation it is necessary to divide the amount of accounts receivable for a given 

period by the total value of sales, and the result must be multiplied by the number of days comprising the 

period in question. 
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Methods for applying the DSO indicator 

 

The accounting method 

 

The basic formula is as follows: 

 

(Accounts receivable, incl. VAT / Sales, incl. VAT) x Number of days. 

 

The advantage of this method is its simplicity, but it may vary according to the period analysed 

(60, 90, 120 days). In addition, seasonality may not be taken into account and changes in sales may have 

a strong influence on the calculations and distort the results. 

 

The "countback" or "rollback" method 

 

This method of calculation, also referred to as "rollback", consists of successively eliminating 

outstanding financial balances, until they are exhausted, the VAT sales of each month and adding the 

number of days of each corresponding month. 

 

The advantage of this method is that seasonality and significant changes in sales are taken into 

account. However, it includes the current outstanding balance and the payable balance. 

 

Background: 

 

National 

 

Mantilla and Ruiz (2017), in their research thesis, entitled "Accounts Receivable Management and its 

impact on the Profitability of the Company Nisira Systems S.A.C.", had as its main objective the 

determination of how the management of accounts that have not yet been collected has a significant 

impact on profitability, the accounts that have not yet been collected represent the rights that each 

business has against debtors (customers) originating from sales made in merchandise or loans of services 

within the operations carried out by the company. During the data monitoring process, it was suggested 

that the level of sales made on credit has an impact on the profitability of the company. 

 

Lecca (2016), in the thesis titled "Accounts Receivable and Working Capital in the Company 

Masiljo Perú S.A.C. San Juan de Lurigancho, 2016", which sought to determine the relationship between 

the management of accounts receivable and working capital from the perspective of employees, The 

population consisted of 30 workers, according to the author, the accounts that have not yet been collected 

and the working capital are not carried out as efficiently in the company because at the time of granting 

a credit to a customer, they are not made a financial or economic evolution, after the analysis it was 

concluded that there is influence between the credit granted to customers and working capital. 

 

Domingo (2017), in the thesis entitled "Accounts Receivable Management and its Incidence on 

the Economic Results of Caja Rural de Ahorro y Crédito Los Andes S.A. Ayaviri, 14 Period 2014-2015", 

the author in the present research aimed to determine the management of accounts that have not yet been 

collected and how it affects the economic results of the Caja Rural de Ahorro y Crédito Los Andes S.A., 

The population was all the information of the Caja Rural de Ahorro y Crédito Los Andes S.A., after the 

analysis it was concluded that the increase of the management of accounts that have not been collected 

is a result of the bad evaluation made by the personnel of the business area, since there is no care, as well 

as they do not apply the procedures, policies and norms of credit evaluation. 

 

International 

 

Mite and Morales, Quiroga (2013) conducted the following research: Elaboration of Effective 

Collections Policies for the Improvement of Liquidity and its Impact on the Cash Flow Statement of the 

Company Aerostar S.A., period 2011-2012 in order to improve liquidity and its impact on the cash flow 

statement. A financial management plan was carried out with the purpose of incorporating new policies 

that can provide a better control and monitoring system for the company's collections. During the 

development of the research, the misuse of the management of customer collections was evidenced, 

which produces flaws in the system, in addition to generating credit risks. 
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Palma and Torres (2015), conducted the following research: Audit of the account receivable and 

its impact on the financial statements of the company Industrias Goya SA. Undergraduate thesis, the 

objective of this work was to find the impact that have the audits of the accounts that have not yet been 

collected in the financial statements in the credit and collections department, it was possible to determine 

the existing shortcomings in the implementation of policies and their respective procedures, which 

measures employees should take with respect to the management of the portfolio, provisions and some 

legal and tax provisions. 

 

Ramirez (2016) in conducting research entitled: Credit-Collection Model and Financial 

Management in the Company "Comercial Facilito" of the Patricia Pilar Parish, analyses the models of 

credit and collection systems, using different tools for improvement with the aim of Optimizing financial 

management. It is worth noting that the methods involve credit and collection policies, an organizational 

chart that is appropriate and the specific functions of the employees in each area, as well as indicators 

and various tools that contribute to continuous improvement. Finally, the methods applied help decision 

making which is beneficial for the company. 

 

Hurtado (2017), in the following research: Analysis of the Accounts Receivable of the 

Commercial Almacenes el Costo of the Parish Borbón Cantón Eloy Alfaro, proposes the design of credit 

and collection policies, with the objective of monitoring accounts receivable. During the development of 

the investigation, a deficit was found in the warehouses (in order to know the incidence of purchases, 

their needs and use of credit), due to the lack of credit and collection policies, by not having a defined 

control system for the approval, collection and monitoring of accounts receivable from customers, could 

affect the current liquidity of the business, for which a proposal for improvement was made. It is 

confirmed that accounts receivable, as an account with credit policies, requires efficient analysis in 

control and follow-up. 

 

It is called the series of methods and techniques of scientific rigor that are applied systematically 

during a research process to achieve a theoretically valid result, works as the conceptual support that 

governs the way we apply the procedures in an investigation, the importance that the investigative 

dimension acquires in professional training (Aiello, 2009). 

 

Analytical method: 

 

It consists of establishing the comparison of variables between the control that is being managed and the 

new one to implement, we analyze the contrarieties of the management of accounts receivable that leads 

causing the incorrect recording of expenses and income affecting considerably the accounting of 

taxpayers, for such reason a guide will be implemented which will allow to have accounting records for 

the fulfillment of the obligations of taxpayers in an efficient and correct manner. 

 

Considerations on the period of sales receivables 

 

- If the period of sales receivables begins to increase, it will take longer and longer for the company 

to recover its receivables. 

 

- This may be a sign that poor or no collections management is taking place and that the credit 

sales system is applying terms with the customer that are ineffective, unrealistic and detrimental 

to the business and should be reviewed and corrected immediately. 

 

- One of the immediate problems of an increase in the period of uncollected sales receivables is 

that the accounts of the business concerned may begin to show an increasing amount of poor 

quality revenue, i.e. sales are being recorded in theory, but the money from these sales is not 

actually coming in. 

 

Steps to calculate accounts receivable in DSO analysis 

 

1) Get the value of sales from the income statement for the period of interest. 

2) Get the beginning and ending value of accounts receivable from the balance sheet and take the 

average estimate for accounts receivable. 
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3) Add the beginning estimate to the ending estimate and divide by two to get the average accounts 

receivable for accuracy. 

4) Calculate the period of sales receivables by dividing the accounts receivable by sales and 

multiplying by the number of days in the interest period. 

5) Alternatively, you can estimate the accounts receivable by multiplying the sales receivable period 

by the sales and dividing by the number of days in the period. 

6) Method for calculating the collection period for accounts receivable 

7) A widely used method is to divide the average accounts receivable balance by the average credit 

sales per day. 

8) Another method is to divide the number of days in the year by the accounts receivable turnover 

rate. 

9) Take the average accounts receivable balance and the average credit sales per day. Use this data 

in the following formula: 

10) (Average accounts receivable balance) / (average credit sales per day) = (Accounts receivable 

collection period). 

 

Another method for calculating DSO 

 

In this method you start by determining the net credit sales. This equals all credit sales minus all returns 

and discounts on sales. 

 

As mentioned above, credit sales are sales that are not made immediately and paid for in cash or 

by transfer of funds at the time of the transaction, but where the customer is given a period of time to pay 

for the value of the product or service purchased. Sales returns correspond to credits granted to a customer 

who returned or rejected a purchase. 

 

Sales rebates are reductions in the sales price that may be given to a customer for a problem in 

the purchase transaction or for having purchased a certain volume of products. 

 

1) With the data in hand, apply the equation (Credit Sales) - (Sales Returns) - (Sales Discounts) = 

(Net Credit Sales). 

 

2) Apply the figures used as an example from your company, calculate the average credit sales per 

day.  

To do this, divide the annual net credit sales by the number of days in the year. 

 

Then calculate the average accounts receivable balance. Using the month-end accounts receivable 

balance for each month of the measurement period. This data should be found in the organization's 

balance sheet, where it should be recorded on a regular basis. 

 

Comparative analysis of the movements during the period 2018 to 2021 

 

In which the movements of the accounts receivable and payments of the period 2018 to 2021 were 

monitored having as a result the calculations of the movements that were made in each year and what 

was the evolution that was had, in which the movements are observed in which had a financial behavior 

according to dimensions and the rotation of the accounts receivable, consulting the data a variation of the 

credits and payments that were had in each period was verified, according to the table that is presented 

next: 

 

Box 1 

Table 1 

Comparative register from 2018 to 2021  
Credits  Payments 

2018 $ 2.923,426.42 $    791,118.94 

2019 $ 946,886.03  $    282,704.79 

2020 $ 448,577.38  $    202,443.20 

2021 $ 1,353,499.20 $    1,440,519.20 
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Box 2 

 
Figure 1 

Comparative analysis of the evolution of annual accounts receivable from 2018 to 

2020 

 

Graph 1 shows the analysis of the movements of the accounts receivable that were made during 

the period, as well as the movements of the payments that were made during the same, for this it is 

observed that in the year 2018 there was credit sales of $2,923,426.42 of which only $791,118 were 

collected. 94 having as difference the accounts receivable of that year of $2,132,307.48 in which there is 

a considerable amount of collection, since for 2019 credit sales of $946,886.03 are observed in that year 

in which there was a collection of the same for the amount of $282,704.79 of which there are pending 

collection of that year of $664,181. 24 which for that period still has a considerable amount pending 

collection, for 2020 there was a movement of credit sales of $448,577.38 of which only $202,443.20 was 

collected, of which $246,134.20 is pending collection. 18 in which the decrease in accounts receivable 

is reflected, and for 2021 we have credit sales of $ 1,353,499.20 of which the amount of $ 1,440,519.20 

was collected, of which the amount of $ 87,020.00 was paid, in which we had a better control of the 

accounts receivable during that year. 

 

The following is an analysis of movements for the period 2022, which reflects the behaviour of 

accounts receivable as well as payments, since this was taken as the basis for applying the DSO indicator, 

which is presented as follows: Steps to calculate accounts receivable in the DSO analysis for 2022 

 

1) Get the value of sales from the income statement for the period of interest. 

Sales year 2022: $1,855,926.11 

 

2) Get the beginning and ending value of accounts receivable from the balance sheet and take the 

average estimate for accounts receivable. 

Accounts receivable year 2022: $1,611,205.20 

 

3) Add the beginning and ending estimate and divide by two to get the average accounts receivable 

for accuracy. 

Sum: $3,467,131.31 / 2= $1,733,565.655 

 

4) Calculate the period of sales receivables by dividing the accounts receivable by sales and 

multiplying by the number of days in the period of interest. 

Sales Period: $1,855,926.11/ 30 = $61,864.204 

 

Box 3 

Table 2 

Sales performance during the period 2022 

Sales 

1st quarter $ 641,986.11 

2nd quarter $ 718,504.00 

4th quarter $ 451,356.00 

5th quarter $    44,080.00 
 

 

$2.923.426,42 

$946.886,03 

$448.577,38 

$1.353.499,20 

$791.118,94 

$282.704,79 $202.443,20 

$1.440.519,20 

 $-
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 $1.500.000,00

 $2.000.000,00

 $2.500.000,00

 $3.000.000,00
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CREDITOS PAGOS
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Box 4 

 
Figure 2 

Sales of 2022 

 

1) According to graph 2, it can be seen that the sales that were had in 2022, it can be shown that in 

the first quarter there was a total sales of $641,986.11, for the second quarter there was an increase 

of $76,517.00 which gives us a total of $718,504.00 of sales made in that period, for the third 

quarter there was a decrease in sales of $267,148.00 with total sales of $451,356.00 and for the 

fourth quarter there was a decrease in sales of $407,276.00 with total sales of $44,080.00.For this 

purpose, there is a method for calculating the collection period of accounts receivable according 

to the movements made during 2022 where the ways of calculating them are recorded by the DSO 

indicator which consists of dividing the average balance of accounts receivable by the average 

credit sales per day. Another method consists of dividing the number of days in the year by the 

accounts receivable turnover rate. Both methods give the same results. Companies can choose the 

method that is easiest for them in which it is calculated as follows: 1) Take the average accounts 

receivable balance and the average credit sales per day. Use this data in the following formula: 

(Average accounts receivable balance) / (average credit sales per day) = (Accounts receivable 

collection period) Substitution = $1,611,205.20 / $363,799.20 = 4.43 days 2) Calculate the 

average credit sales per day using the equation $1,611,205.20 / 360 days = $4,475.57 
 

Box 5 

Table 3 

Credit performance during the period 2022 

Accounts Receivable 

1st quarter  $ 544,585.20  

2nd quarter  $ 615,264.00  

3rd quarter  $ 451,356.00  

5th quarter $    44,080.00 
 

 

Box 6 

 
Figure 3 

Accounts Receivable of 2022 
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According to graph 3, within the period of the accounts receivable of 2022, it can be shown that 

during the first quarter there were $544,585.20 of credit sales in which we have in that period, unlike the 

second quarter there were $615,264.00 so there was an increase in credit sales of $70,678.80, in the third 

quarter there was a decrease in sales of $163,908.00 giving as credit sales a total of $451,356.00, since 

in the fourth quarter there were no credit sales as they were all paid at the time. 

 

Quarterly analysis of 2022 Quarterly study analysis of 20222 in which the movements that took 

place in each period are reflected. This is shown below: 

 

Box 7 

Table 4 

Appropriations and payments recorded during quarterly 2022  
Credits  Payments 

1st quarter $ 544,585.20 $    444,361.20 

2nd quarter  $ 615,264.00  $    327,201.20 

3rd quarter  $ 451,356.00  $    442,435.60 

4th quarter  $    33,408.00 
 

 

Box 8 

 
Figure 4 

Quarterly credit sales for the year 2022 

 

Results and analysis According to graph 4, the accounts receivable of 2022 are observed as well 

as the corresponding payments of the same, in which they are represented quarterly, for the first quarter 

it has sales credit of $544,585.20 of which a collection of $444,361.20 was made having as a difference 

in that quarter of $100,224.00, which shows a considerable decrease, for the second quarter it can be seen 

that there were credit sales of $615,264.00 of which $327,201.20 were collected, with a pending 

collection of $288,062.80 in which the collections decreased as opposed to the previous quarter, for the 

third quarter there were credit sales of $451,356.00.00 in which there was a payment of $442,435.60 with 

a difference of $8,920.40 pending collection and for the fourth quarter there were only pending 

collections for the amount of $33,408.00, which was a considerable collection. 

 

The following analyses the movements that took place during 2022 according to the sales made 

on credit, as well as the payments and what was pending collection in which it is presented: The virtual 

simulation has allowed the simulated business processes to facilitate the understanding of the work 

environment of future entrepreneurs, generating the improvement in their business skills and creating 

scenarios that favour the simulation process with the use of technology. Simulators have favoured the 

development of the skills of entrepreneurs and business people by promoting the search for and 

processing of information, encouraging leadership, critical capacity, participation, as well as the 

formulation of hypotheses, deductions and organizational skills to establish plans and organise their 

activities. 
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Box 9 

Table 5 

Comparison of the movements of the 2022 

Credit  $    1,611,205.20  

Payments  $    1,247,406.00  

Accounts Receivable  $       363,799.20  
 

 

Box 10 

 
Figure 5 

Annual movement analysis of 2022 

 

According to the analysis carried out during the period 2022 it can be seen that there were credit 

sales of $1,611,205.20 in which a collection of $1,247,406.00 was made, with a difference of 

$363,799.20 in accounts receivable, taking into account that it is still a considerable amount to be 

collected. 

 

Conclusion By not having in a correct way the registration of accounts receivable with carries a 

great impact on accounting as certain discrepancies caused by mismanagement are seen corresponding 

to the year 2018 to 2022, accounts receivable are fundamental key to any business and this does not go 

bankrupt, implementing a guide was quite favorable to have an effective control of customers debtors 

helping the accounting record to better collection, the results were remarkable and were reflected in 

addressing their objectives and fiscal obligations. 

 

Account statements, aging of balances and collection forecasts were made visible, allowing us to 

know more accurately the best time to set customer payment dates with the benefit of ensuring cash flow 

and decision making for greater profitability within any business. 

 

The DSO indicator was very useful to reach the expected results as it allowed us to have a better 

accounting management especially in accounts receivable since when issuing invoices and taking into 

account the calculation of the DSO procedure we know exactly the collection not yet settled, this has 

allowed us to facilitate the obligation of taxpayers in a timely manner. Statements 
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