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Lessors/Funding Sources: Cautious Optimism
Amid Uncertainty in a Competitive Market
In February, Newsline met with four lessor/
funding sources to discuss their views on the
equipment finance industry for 2020; the
competitive environment; and how a possible
economic slowdown and Presidential election may
impact CAPEX demand. Featuring: Dale R. Kluga
of Providence Equipment Finance; Scot R. Lund
of Crestmark Vendor Finance; Gary Souverein of
Pawnee Leasing Corporation; and Adrian Weber of
Entegra Capital.
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There’s an API for That

In today’s competitive commercial finance environment,
traditional lessors and lenders may wish to consider
adopting fintech technologies to improve efficiency.
By Kristian Dolan
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The Economy in 2020: Slowing but
Growing

The odds of a recession have declined and remain low,
explains Elliot Eisenberg, President of GraphsandLaughs,
LLC, economist and the keynote speaker at NEFA’s 2020
National Equipment Finance Summit.
By Elliot Eisenberg, Ph.D.
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Seven Tips to Fill Your Lead Pipeline

Lead generation is as old as commerce itself. While the
ways to find prospects have evolved, the objective of
targeting the right audience remains constant.
By Don Cosenza
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Brokers Weigh Their Options in an Evolving
Economic Climate
The equipment finance industry is greeting 2020
with optimism, while some analysts see an economic
slowdown on the horizon. Newsline spoke with three
experienced equipment finance brokers to see where
they stand.
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New Developments in Financing Equipment in
the Cannabis/Hemp Industry — A Glimmer of
Hope and a Tough Reality

The cannabis industry presents a large opportunity to provide
equipment financing. Where there is opportunity, however, there is
often risks. Managing those risks is critical.
By Dennis A. Dressler and Ella Khazanova
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Measuring the Health of Your Business and How
BI Metrics and Automation Can Help
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SPECIALTY LENDING
The Advantages of Partnering with a
Technology-Based Working Capital Specialist

Your company’s financial statements – its balance sheet, income
statement and statement of cash flows – provide many insights to
your business.
By Anne Dalgaard and Daniel Levin
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Equipment finance companies and working capital specialists can
mutually benefit one another while simultaneously serving the
needs of borrowers. It is critical, however, to find partners that fit well
together to ensure success.
By Carey Kirk
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A Message from
NEFA's President
“You gotta want it!” This is a phrase I use
often when driving with my kids. I try to
use it not as an example of aggressive
driving… usually, but it happens. I do
like to use it as a reinforcement of: If
they want something, they need to go
for it! (And not just an opening in traffic.) This has come in handy for sports
or other competitive events to remind
them if they truly want to achieve or
accomplish something, that they need
to focus on it and work hard to get it.
Having watched the Kansas City Chiefs
comeback win in the Super Bowl, I
thought of how badly Patrick Mahomes
and the rest of his team demonstrated
they wanted to win the Super Bowl.
Some would argue that Kyle Shanahan and his conservativeness in the
first half affected the outcome. Others
might say that he showed he wanted it
by playing it safe. My argument would
have been to call a timeout, save some
time and try to get some more points
on the board. Andy Reid and the Chiefs
had two nice fourth-down conversions
in the first half and obviously wanted it
more that night.
In business, we need to act the same
way: If we want something, it is up
to us to go out and try to grab it. We
may need to inspire our team to help
us attain the desired results, but if we
express how badly we want something,
it will be contagious and together we
will get there.

NEFA is built upon community and
collaboration and, most importantly,
opportunity! If you want to gain contacts, education, opportunities or
whatever your motivation within
NEFA, “You gotta want it!” You will
get out what you put into our organization. Prepare for conferences by
researching and setting up appointments and target meetings; follow up
after the conferences; attend the educational sessions; spread your wings
and attend one of the many regional
events to meet new people. Simply
showing up and going through the
motions at NEFA may yield you some
results, but to get the results you hope
for, just like anything else, requires the
necessary work to get there. Mike Toglia and our great NEFA staff are always
available to help you find the people
or answers you are looking for, as are
our Board of Directors. I invite you to
reach out to any member, and I have
no doubt that they will go out of their
way to help you get where you want to
go, as that’s who we are at NEFA.
Best of luck getting to where you want
to be! Reach out if I can ever be of help.

Daryn Lecy, CLFP
NEFA President

A Message from NEFA's
Executive Director
You may be familiar with this saying
about March, "It comes in like a lion, and
leaves like a lamb." From my perspective,
the lion started roaring a bit earlier than
usual this year in the equipment finance
industry. Our industry is off to a roaring
start!
Capital expenditure growth is trending
ahead of 2019, and consumer confidence
remains strong, despite rumblings of a
potential economic slowdown. More specifically, NEFA members are growing and
providing the financial resources companies of all sizes need when seeking financing in numerous equipment-intensive
sectors. We are also seeing new entrants
to the equipment finance industry. For a
glimpse into some of these latest players entering the game, I encourage you
to read page 6 of this issue to learn
about the companies that have recently
announced entering or expanding into
the equipment finance industry since the
beginning of 2020 – all NEFA members!
It's encouraging to see the momentum
of 2019 continue into 2020. It's also very
encouraging to see that NEFA members
are not sitting back and just enjoying the
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ride. Instead, NEFA members are making
significant investments in their businesses
to improve efficiency and position their
companies for growth for many years
to come. These investments in technology platforms and hiring the best talent
available demonstrates a commitment to
customers and will ultimately define who
will be the winners in this highly competitive market. NEFA members are focusing
more than ever on the needs of customers to remain competitive in what is sure
to be an exciting year for all.
Back to the lion for a moment. As I write
this letter, we are also experiencing a phenomenon no one could have predicted
– the spread of the coronavirus (COVID19) and its devastating impact on human
lives worldwide, financial markets, supply
chains and the global economy. Couple
this with a grueling race for the White
House in 2020, I wonder if this lion will
stop roaring any time soon. I am confident we will successfully find our way
through the challenges 2020 will bring us.

many fascinating insights from
NEFA's Funding Sources, Lessors,
Brokers and Service Providers.
This issue is packed with insights
from all segments of NEFA's
membership:
Including
our
annual Lessor/Funding Source
roundtable, a Broker roundtable,
and also articles on building an
efficient technology platform for
your business, effectively growing
your business pipeline, partnering with technology-based lenders, developments in cannabis
financing, a view of the economy
and best practices in accounting.
This issue provides spectacular
insights that are certain to help
your business grow in 2020 and
beyond.

Michael Toglia
NEFA Executive
Director & CEO
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Robert Grabner, MBA, who has been with BankFinancial for
nearly two decades, was appointed Executive Vice President of
BankFinancial Equipment Finance. His experience includes 28
years in banking and corporate equipment finance while originating over $1 billion in leasing transactions. His roles have included
senior-level positions in credit, originations and syndication.

Meridian Bank Forms Meridian Equipment Finance,
Pucci to Lead
Meridian Bank announced the formation of Meridian Equipment Finance, a subsidiary which will provide equipment financing products and services to businesses nationwide.

“I strive to think outside of the box when structuring deals with
an appreciation for accelerated sales and closing cycles to fulfill both external and internal expectations. I believe success is
achieving results not only for the Bank, but for our customers,”
said Grabner. “Our exclusive focus is to help the independent
equipment lessor build long-term value for their business and
their customers.”

NEW

ON THE

“I am thrilled to be part of the BankFinancial Equipment Finance
team. Being backed by a bank that understands the intricacies
of the equipment finance industry and is committed to the
third-party channel has us poised for success.” said Hall. “With
Marci Slagle as division President, Robert Grabner leading the
corporate group and the addition of my small-ticket team, we
have an experienced powerhouse of an executive team and an
immensely diverse and competitive product offering for lessors
and third-party originators.”

SCENE
National Equipment Finance Association

Meridian Equipment Finance (MEF) will be led by industry veterans Joe Pucci, President, and Jody Wagner, Leasing Operations
Manager, each of whom has more than 30 years of experience.
Under their leadership, MEF will enhance Meridian’s existing
business relationships with a seamless equipment financing
experience. They will also work with vendors, brokers and other
businesses across the country in equipment categories including technology, office, software, medical and others.
“We are thrilled to join a business-focused team like Meridian,
and look forward to establishing MEF as a premier equipment
financing company in the country,” Pucci said.
Slagle, Hall and Grabner to Lead BankFinancial Equipment
Finance Expansion
BankFinancial NA announced the expansion of BankFinancial
Equipment Finance’s capabilities to include leasing to governmental, middle-market and small business lessees. BankFinancial Equipment Finance will continue to provide corporate
leasing, lending, deposit and treasury management services to
independent equipment lessors and software resellers.
Marci Slagle, CLFP, has joined to lead BankFinancial Equipment
Finance as President. She is a Certified Lease Finance Professional (CLFP) with over 20 years of experience in the commercial
leasing industry. Slagle joins from 36th Street where she served
as Vice President of Originations. She is a current member of the
Equipment Finance and Lease Association Women’s Council and
Membership Committee and also served as a Co-Chair for the
National Equipment Finance Association’s National Equipment
Finance Summit and is a Past President of the CLFP Foundation.
“BankFinancial already has a strong reputation in the corporate
leasing segment of the market. As we add the middle market and
small business capabilities, BankFinancial Equipment Finance
now has a three-dimensional presence in the leasing market.
With the ability to provide bridge, warehouse and retained lease
and residual equity credit facilities to the entire market, BankFinancial can now provide virtually every lease, loan and deposit
product and service needed by independent equipment leasing
companies,” Slagle said. “I am tremendously excited to lead this
organization — especially our highly experienced team — into
its very bright future.”
Stephanie Hall, CLFP, has joined as Executive Vice President
of BankFinancial Equipment Finance. She is a Certified Lease
Finance Professional (CLFP) with over 14 years of experience
specializing in small-ticket leasing. Hall joined from Black River
Business Capital where she was Executive Vice President. She
is an active member and past President/Chairperson of the
National Equipment Finance Association (NEFA). She currently
sits on the board of the Chris Walker Education Fund, is an
industry thought leader published in Newsline magazine and
has been an active member and educational speaker for both
the NEFA and the American Association of Commercial Finance
Brokers (formerly NAELB).
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Channel Partners Launches Equipment Finance Group
Led by Fleck
Channel Partners Capital (CPC) announced the creation of Channel Partners Equipment Finance Group, strengthening its commitment to its equipment finance partners’ success.
CPC, in its 11th year, will leverage its strong balance sheet, core
competencies and proven experience to build an equipment
finance solution requested by our partners. It will utilize our
existing LOS/LMS systems to accommodate equipment finance
transactions and has invested over a quarter of a million dollars in a credit risk model that includes over 130,000 records
and 250 million data points. Leveraging this new model with our
data analytics capabilities and technology platform will allow
CPC to deliver a robust, end to end system that gives control
of the financing process to the partner; a flexible credit window
and processes delivering a fast, easy, and consistent customer
experience.
Channel Partners Equipment Finance Group is scheduled to go
live in the second quarter of this year.
FLECK JOINS CHANNEL PARTNERS CAPITAL TO LEAD NEW EF GROUP
Cindy Fleck has joined CPC as Senior Vice President of the newly
established Equipment Finance Group. She will lead this initiative within CPC.
Many in the industry remember Fleck from her nearly 20-year
career with Manifest Funding Services (Schwans/U.S. Bank 19902009). While at Manifest, she held leadership positions as Credit
Manager, Regional Sales Manager, Director of Marketing and
Director of Sales. She helped launch Channel Partners in 2009.
In 2010, she joined GreatAmerica as a National Sales Manager
and more recently served as Vice President of Sales for GreatAmerica’s construction industry niche.
Her success has been built on her commitment to servicing her
customers.
“We’re very happy she has chosen to rejoin CPC and look forward to her leadership in expanding our partner relationships
through the development and introduction of the Channel Partners Equipment Finance Group,” the company said.
“To all of our Valued Partners: CPC has been very intentional in
developing competencies in equipment finance, risk modeling,
data analytics and technology that we can deploy in the small
business lending marketplace. The Channel Partners Equipment Finance Group will leverage these competencies to create
a unique funding source for our partners. We will continue to
embrace the values CPC was built on, protecting and enhancing your relationship with your customers. At Channel Partners
Capital, Your customer is always Your customer.”
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already, Steve and the entire Leasepath team have done an
amazing job. The entire team is focused on continuing a strong
growth trajectory by adding more products and services to the
already robust feature-set. This will help build deeper value for
new and existing customers. Leasepath also delivers full-solution deployments in weeks instead of months or years. I am
confident we will disrupt an industry full of legacy systems, see
solid growth, and most importantly enable our customers to
compete and win with best-in-class products for years to come.”

National Equipment Finance Association

PERSONNEL ANNOUNCEMENTS

Leasepath Appoints Bilbrey as CEO
Jeffrey Bilbrey has joined Leasepath as chief executive officer.
Bilbrey brings more than 20 years of enterprise software product strategy and global leadership to Leasepath. In his role, Bilbrey will lead the team through growth unprecedented in the
company history, and through size and territory expansion
efforts. Leasepath is disrupting the landscape of asset finance
technology with its highly configurable SaaS solution built on
the Microsoft Dynamics Cloud platform, and partner-based
approach to implementation.
“Bilbrey’s market-facing experience and steadfast resolve to
put customers first is exactly what Leasepath needs and our
customers deserve,” said Steven Sadgrove, Leasepath founder.
“Bilbrey has led global product expansion with disruptive ideas
and technologies in the past, and that’s what is happening at
Leasepath today. He brings solid connections with the relevant
industry groups, as well as experience with financial management and funding. I am delighted to welcome him to the Leasepath family as our new CEO.”
Bilbrey said, “I’m honored to be given the opportunity to lead
and work with such a talented team. Leasepath has proven
itself resilient and very capable. With clients on two continents

Taking our
clients to
new heights.
We’ll help you reach
your full potential:
Third Party & Backup Servicing
Client-Centric Team
Private Label Service Provider
Proven & Secure Platform

877.762.3808
www.greatamerica.com/portfolio

Helping You get tHere. g reat america .
8

NEWSLINE Mar/Apr 2020

Bilbrey joined Leasepath after previously serving as President of
Netsol Technologies where he serviced global tier-1 customers as
well as startups, and prior to that as a Board of Directors member
for Netsol. Before that, he held senior leadership roles with software providers in the broader financial services industry.
Hanna Joins Cohn & Dussi as Director of Sales and
Marketing
Cohn & Dussi LLC, a full-service law firm based in Boston,
announced the addition of Robert Hanna as Director of National
Sales and Marketing.
“Bob has been influential in the creditors' rights and commercial
collection industry. He is well-respected by financial companies
throughout the country. We are pleased to have him as a valuable member of our firm,” said Lewis Cohn, Managing Partner
of Cohn & Dussi.
“As a business builder and leader, I am pleased to join the team
of Cohn & Dussi, a firm with a rich 25-year experience providing
an accounts receivable management solution that addresses
the challenges associated with a fragmented legal system. I
was impressed with their 50-state national solution as well as
full support of alternative fee arrangements to get their clients
‘off-the-clock.’ I also recognized their embracement of complete
transparency with the use of CLUES software to provide firstclass customer support. As exhibited by their established client
base, the markets they serve, their unmatched client support,
and their success in recovery in a most cost-effective and efficient manner, I am proud to help the firm continue to grow,”
Hanna said.
CoreTech Leasing Adds Legal Technology Veteran
CoreTech Leasing announced the addition of Sara Pitchford as
Managing Director, Legal & Channel Partners N.A. Pitchford is
an accomplished business development executive and legal
technology professional with over 20 years of experience helping law firms succeed. Pitchford’s proven track record of client
success was developed at highly regarded providers, including
HBR Consulting and Aderant software solutions. Pitchford will
focus on strategic accounts and channel partners for CoreTech
Leasing’s law firm team.
Pitchford was most recently Manager of Business Development
and Product Marketing at the advisory and managed services
firm, HBR Consulting. Prior to HBR Consulting, Pitchford held
several positions at Aderant, a legal software solutions company, where she successfully implemented regional user group
communities resulting in near perfect client retention rates and
increased sales activities.
“We have known Sara for years as an exceptional professional
and are thrilled to have her join our team and help build on
our growth in some of our most-valued relationships,” said Scott
McFetters, President of CoreTech Leasing. “Sara’s expertise in
the space will provide that differentiating value that earns clients’ trust — and we truly look forward to having a colleague
we’ve always respected add her voice to our team.”
Pitchford commented, “I have dedicated my entire professional
career to providing exceptional service to law firms, and I am
truly honored to be continuing that journey as part of the Core-

Tech team. CoreTech has one of the most highly regarded reputations in all of legal and CoreTech stands out among law firms
as an organization of integrity, commitment to excellence and
superior products. I really couldn’t ask for anything more than
to be part of such a well-regarded, growing company and can’t
wait to hit the ground running.”
First Foundation Bank EF Adds Credit Analyst
Tyler Chu has joined the First Foundation Bank Equipment
Finance Department as a Credit Analyst I. While servicing the
equipment finance and leasing needs of the bank’s customers
and prospects, the primary growth engine for this department
is through third-party originations. Chu has experience in the
small business lending and finance industry. In his new position,
he will help service the credit needs of the lease and loan originating partners of the First Foundation Bank Equipment Finance
Department.
Crestmark Names Tomasello, Holdbrooks to Lead New
Financing Groups
Crestmark announced an internal restructure and the launch
of two new groups that will increase efficiency and timeliness
in providing financing to the marketplace. Crestmark’s Business
Credit group will focus on asset-based lines of credit and the
Commercial Capital group will focus on capital needs primarily
secured by accounts receivable. The change impacts how internal operations underwrites and manages loans while sales outreach to the marketplace remains unchanged.
“I’ve looked forward to making this change for years,” said Mick
Goik, Crestmark President. “It will bring a national footprint for
two distinct product lines. I believe it will create significant efficiencies and will allow us to better serve our client base.”
Steven Tomasello leads the Business Credit group, and Heath
Holdbrooks leads the Commercial Capital group. Tomasello

has led Crestmark’s East division for over 10 years; Holdbrooks
has led Crestmark’s Transportation division for over five years.
Under their leadership, both divisions have experienced significant growth.
“With the launch of this new group, we’re broadening our focus
in the ABL space,” said Tomasello. “This is an exciting change
and I am glad to lead this professional team.”
“My focus at Crestmark has been to increase market share and
brand awareness primarily in the transportation industry, and
our team has been extremely successful in growing that segment of the business,” said Holdbrooks. “The opportunity to
now lead this larger, talented group for Crestmark across all
industries is something that I look forward to.”
First Foundation Bank EF Promotes Two Professionals
The Equipment Finance Department of First Foundation Bank
has promoted two team members. Garrett Reetz has been promoted to Vice President/Credit Manager. Reetz joined the company in 2016 as Credit Officer. As the credit team and department have grown, Reetz has grown with it. Reetz now manages
the entire credit team, including credit adjudication, policies and
procedures, collections and asset recovery. Reetz reports to
Mike Mayfield, First Foundation’s Senior Vice President/Equipment Finance Department Manager.
Keo Chanthavong has been promoted to a Lease/Loan Servicing Specialist II. Chanthavong joined the company in 2018 as a
Lease/Loan Servicing Specialist I with an extensive background
in the operations side of the equipment financing industry.
Chanthavong will continue to report to Bree Johnson, AVP/Operations Manager. However, she will be taking on new customer
service and supervision responsibilities in her new position.
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tive technology leadership positions at PatientPoint, Optum and
United Health Group. Richards holds an undergraduate degree
in computer science from the University of Utah, a MBA from
the University of Minnesota Carlson School of Management, as
well as graduate level certificates from Stanford University and
Washington University in St. Louis and is a Six Sigma Green Belt.
NFS Leasing Adds Preiser as Vice President, Sales
Scott Preiser has joined NFS Leasing as Vice President, Sales,
Equipment Finance. The move demonstrates NFS Leasing’s continued growth, expansion and commitment to the challenged
credit equipment leasing space.

National Equipment Finance Association

IDS Adds Richards as Chief Technology Officer
IDS announced Eldon Richards has joined its executive management team as Chief Technology Officer (CTO). Richards brings
more than 20 years of enterprise software product development
and global technology leadership to IDS. In his role, Richards
will lead the development of all products including the IDScloud
platform, which is based on the market leading InfoLease portfolio management and Rapport origination solutions.

“Eldon’s deep technical expertise, leadership qualities and
extensive experience in disruptive technologies make him a
perfect fit for IDS,” stated David Hamilton, IDS CEO. “Eldon will
be an invaluable asset as we look to further the functional capabilities of our market leading products and explore new ways to
leverage technology to drive further efficiency, scalability and
innovation for our customers. I am thrilled to welcome him as
our new CTO.”
Richards joins IDS from Redondo Technology, an enterprise software-as-a-service (SaaS) platform providing revenue cycle management for healthcare organizations. As Recondo’s CTO, he
was responsible for all aspects of its SaaS technology platform
including integration of advanced technologies like machine
learning (ML) and natural language processing (NLP). Richards
was a key contributor to the company’s success which led to the
acquisition by Waystar. Prior to Recondo, Richards held execu-

New life for your
old accounts.

“We’re thrilled to welcome Scott to our team of industry experts as
we strive to assist vendors, banks, private equity firms and leasing
companies in providing financial solutions to their customers,” said
David DePamphilis, Executive Vice President of Sales.
Prior to joining NFS Leasing, Preiser served as General Manager, Equipment Finance at Live Oak Bank. Earlier in his career,
he held various equipment leasing roles at PNC Equipment
Finance, HealthCapital, GE Capital and various independent
leasing companies.
LEAF Commercial Capital Promotes Sander to Sales Director
LEAF Commercial Capital, a subsidiary of People’s United Bank,
announced the promotion of Jaymi Sander to Sales Director, Diversified Markets. Previously serving as Sales Manager,
Sander will play an expanded role as she works to further build
LEAF’s presence in key markets.
“For the past four years Jaymi has been instrumental to the
incredible success of our Diversified Markets unit as Sales Manager,” said LEAF Managing Director Nick Capparelli. “Now, as
Sales Director, she’ll be an even greater asset to the company,
and we’re excited to leverage her drive, talent and leadership
acumen in this new capacity.”
Sander will draw on her experience in the equipment financing industry and as a director in higher education, bringing a
unique perspective and industry-specific expertise to the clients
she serves.
“Jaymi is an accomplished leader who knows how to motivate
her team,” said LEAF President and COO, Miles Herman. “Coupled with her deep knowledge of our business and the businesses we serve, Jaymi’s leadership skills will be critical in continuing to meet the evolving needs of our clients.”
Johnston Joins SLIM Capital as Operations Supervisor
SLIM Capital announced the addition of Andrew Johnston as
Operations Supervisor. Johnston’s focus will be to evaluate, recommend and execute on initiatives for SLIM Capital’s current
operation process. He will be located at SLIM Capital’s headquarters in Beverly Hills, CA.
“Andrew will be very instrumental in SLIM’s continued efforts
to utilize technology, systems and processes to enhance our
infrastructure,” said Shervin Rashti, CEO of SLIM Capital. “He will
also assist in supporting faster turnaround and more consistent
decisioning in our deal-onboarding, credit adjudication and documentation & funding processes.”

Get fast cash for your charge-offs.

BBoehm@TBFgroup.com | 847.267.0660 | www.TBFgroup.com
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Prior to joining SLIM Capital, Johnston had been very successful
in handling cross-functional activities between sales, collections,
accounting, loan closing, customer service and business development for Currency Capital.
“I am excited to join a team with such a great reputation in the
industry; it's also a great feeling to be aligned with the organization's culture and strategic initiatives from day one,” Johnston
said. “I am looking forward to learning from both Shervin and

in the NEWS

again work with Alex. Having observed first-hand his work ethic,
the quality of his work product and the passion he brings to
serving clients, I am confident he will be successful identifying
opportunities to deploy capital.”
“With three consecutive years of greater than $1 billion in new
funded volume, and a record 2019 of 20 percent year-over-year
growth, Stonebriar has consistently grown its balance sheet
while executing on behalf of its clients,” stated Palazzolo. “I
am excited to join the Stonebriar team in its focused efforts to
provide structured term loan and lease solutions that uniquely
attend to a market segment that is benefitting from its capital.”

National Equipment Finance Association

Jeff as they continue to create uniquely structured and effective
solutions for our clients. Let the journey begin!"

Stonebriar CF Names Palazzolo Managing Director of
Originations
Stonebriar Commercial Finance announced Alex Palazzolo
has joined the company as Managing Director of Originations.
Based in Plano, TX, he will leverage existing and develop new
relationships to source fixed-asset secured loan and lease
opportunities.
Prior to joining Stonebriar, Palazzolo originated and managed
public bond offerings for Stifel, Nicolaus & Co. His earlier experience includes business development and analyst roles with
Wells Fargo Securities, Wells Fargo Equipment Finance and
Moody’s Investors Services.
Palazzolo holds a bachelor of arts in political science from Baylor University and a master of public administration from The
University of North Texas.
“Alex’s strong credit and structuring background, natural ability
to develop relationships and markets, and his inherent desire to
create value for customers are consistent with those attributes
necessary to thrive in Stonebriar’s culture,” said Kyle Parks,
Stonebriar’s Head of Direct Originations. “I am excited to once

NCMIC Group Promotes Two to President
NCMIC Group announced the promotion of Tony Dickinson to
President of NCMIC Finance Corporation/Professional Solutions
Financial Services (NFC).
Dickinson joined NFC in July 2017 and most recently served as
Chief Operating Officer of NFC. Prior to joining NFC, Dickinson
worked at Wells Fargo, with the majority of his time in the role of
Vice President and Marketing Manager across the Great Plains
region. He is only the third president of NCMIC Finance Corporation/Professional Solutions Financial Services since its inception.
“Tony’s expertise and background in financial services has been
a tremendous asset to our company in the two years since he
joined us. I know that his energy, contagious enthusiasm and
continued drive to succeed will serve him, and our customers,
well in this new leadership position,” CEO Mike McCoy said.
NCMIC Group also promoted David Siebert to President of
NCMIC Insurance Company/Professional Solutions Insurance
Company. These dual promotions are indicative of NCMIC
Group’s investment in its future as it approaches its 75th anniversary, officials said.
Siebert joined the company in 1995 as a Claims Representative,
before being promoted to Litigation Consultant and then Senior
Litigation Consultant. He became Director in 2008 and Assistant
Vice President three years later. In 2018, he was promoted to
Senior Vice President of NCMIC Insurance Company.
“For the last 25 years, the NCMIC organization has been fortunate to have David as part of our team, in roles that have
well-equipped him to take the helm,” CEO McCoy stated. “His
knowledge, vast experience and commitment to our company,
our community and our customers made this promotion an
easy decision. I look forward to continuing to work with David to
bring forth our vision for the future of the company.”
Moritt Hock & Hamroff Announces Partner and Counsel
Promotions
The law firm of Moritt Hock & Hamroff with offices on Long
Island and in Manhattan has announced that Theresa A. Driscoll,
Rachel A. Fernbach and Dylan Saperman, formerly Counsel of
the firm, have been elevated to Partner, and that Julia Gavrilov,
Jacquelyn J. Moran and Kelly D. Schneid, formerly Associates at
the firm, have been each elevated to Counsel.
"It's an honor to recognize these six talented attorneys. All grew
up here as associates and, in their own individual way, have
demonstrated a commitment to delivering exceptional service to our firm and its clients through their professionalism,
expertise and collaborative teamwork. In our tradition, each has
exemplified Strength in Partnership," stated Marc L. Hamroff,
Managing Partner of the firm.
• Theresa A. Driscoll (Bankruptcy; Creditors' Rights; Secured
Lending & Equipment Finance) concentrates her practice in
the representation of corporate debtors, lenders, trustees
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and unsecured creditors in all aspects of financial restructuring including workouts, Chapter 11 cases and bankruptcy litigation.
• Rachel A. Fernbach (Not-For-Profit) concentrates her practice
in the area of not-for-profit and corporate law, representing
health care providers, behavioral health providers and agencies that provide services for individuals with intellectual and
developmental disabilities.
• Dylan Saperman (Not-For-Profit; Real Estate Lending; Real
Estate) concentrates his practice in the areas of commercial
real estate, lending, not-for- profit law and finance.
• Julia Gavrilov (Litigation; Secured Lending & Equipment
Finance) concentrates her practice in equipment leasing,
secured lending and all areas of complex commercial litigation.
• Jacquelyn Moran (Litigation) concentrates her practice in commercial litigation and bankruptcy. The scope of
her practice is diversified and includes
representation of commercial lenders,
landlords and lease finance companies.
She also assists in court appointed fiduciary matters handled by the firm.

recently serving as Senior Association Coordinator/Meeting
Manager.

INDUSTRY NEWS
Orion First Surpasses $2 Billion Under Management
Orion First has surpassed $2 billion in assets under management. This milestone comes only 16 months after reaching its
previous benchmark of $1 billion.
The assets under management consist of small business commercial loans and leases for which Orion provides all back-office
portfolio management, servicing and collection duties for a clientele that ranges from federally regulated banks to independent finance companies.

Maximize Your Opportunities

• Kelly D. Schneid (Litigation) concentrates her practice in commercial litigation. She represents business owners,
commercial lenders, developers, and
landlords, among others, in contested
matters.
Linebarger Joins 36th Street Capital as
SVP, Business Development
36th Street Capital Partners announced
the appointment of Thomas Linebarger as
Senior Vice President of Business Development. The addition of Linebarger increases
36th Street Capital’s origination and client
service capabilities. He will be based in
the Chicago metro area. He brings over 30
years of experience in structured finance,
including most recently serving as Senior
Vice President of New Business Development with Santander Bank. Before joining Santander, he held senior origination
roles with Stonebriar Commercial Finance,
CIT Group, AIG Commercial Asset Finance
and GE Capital.
“Tom has had a tremendous amount of
success in his career working with both
bank and non-bank lenders,” said Mark
Horan, Chief Growth Officer. “We’re very
excited to have him join the firm as a
member of our business development
team”.
King Joins Navitas Credit Corp Team
Kim King joined the Navitas Partner Funding Division (credit-based lending team)
in a sales and marketing role. King will
be responsible for overseeing a number
of third-party relationships for the group,
with the intent of identifying opportunities
for shared growth between those originators and Navitas. She joins Navitas after a
14-year tenure with the National Equipment Finance Association (NEFA), most

Customized Equipment Financing Solutions for your Business.
Whether you’re seeking financing for a small business or a large global
company, BankFinancial can help you fund all of your equipment finance
transactions.
We specialize in:
• Bridge financing, warehouse and working capital lines of credit,
retained lease portfolio, residual equity loans and pool transactions
• Transaction sizes of $10,000 to $10 million
• Commercial rated and non-rated leases, AAA to single B ratings
• Non-recourse: commercial, taxable municipal/state and pool transactions
• Participations and syndicated leases purchased and sold
Maximize your opportunities and get started with our Equipment
Financing Team today!
Call 1.800.894.6900 or visit BankFinancial.com to learn more!

Equipment Finance
*All loans subject to credit approval. © 2020 BankFinancial, NA.
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Looking forward for Orion, 2020 is set to be a year of increased
new business volume and continued investment in human
resources and technology, which will position Orion to meet the
needs of its growing clients and assure strong portfolio performance in future years.
Odessa, CLFP Foundation Collaborate to Drive Innovation in
Certification Program
Odessa has partnered with the Certified Lease & Finance Professional (CLFP) Foundation to expand industry training in the
equipment leasing and finance sector globally.

National Equipment Finance Association

“It’s proof of our performance, that we’ve got a good product,”
said David T. Schaefer, CEO of Orion First. “Passing one billion
was a big one — we’ve shown that we’re here to stay. Now we’re
showing that we can continue to scale and deliver value. It’s
gratifying, for us and for our clients. We’re ready for whatever
2020 brings.”
Orion’s impressive growth is attributable to several key factors. It has a highly skilled team that continues to grow; it has
invested heavily in developing its own proprietary technology; it
maintains a clear-eyed strategic focus on its core strengths; and
it keeps its eye on future trends and developments in both the
marketplace and in technology.
2019 was a banner year for acquisition of new clients and portfolio growth of Orion’s existing client base. New clients included
start-ups as well as established finance companies with seasoned portfolios.
“We see more finance companies considering outsourcing their
portfolio servicing function,” continued Schaefer. “They’re relying on us to manage their portfolio, mitigate risk, and continue
to scale our operation as their new business originations continue to grow.”

The CLFP Foundation has been delivering excellence in upskilling the industry for 35 years, bringing together experts across
leasing law, accounting and tax, origination and servicing, and
sales and marketing to develop their “body of knowledge.” The
last three years have shown exponential growth, driving the
number of individuals sitting for the exam each year from 133
to 297 – and delivering a total of nearly 900 active CLFPs.
To be better-positioned for scale, Odessa and the CLFP Foundation are launching a robust online portal where industry professionals now have the opportunity to self-serve – taking part
in enhanced training and education and accessing necessary
resources for the growth. The portal will also aid in reducing
administrative efforts for the non-profit, eliminating time-consuming manual tasks through automation.
The announcement includes the following new service:
• Online Re-Certification is delivered in the cloud, integrated
with a seamless payment gateway, to efficiently manage the
annual re-certification activity of certification holders. CLFPs
may now complete their learning, test, payment and commitment to giving online.
“We are delighted to work with Odessa to be able to benefit
from their expertise in self-service enablement through technology,” said Reid Raykovich, Executive Director of the CLFP
Foundation. “Industry members increasingly want to the ability
to customize their learning schedules and programs. Odessa’s
experience and technical capabilities will be a valuable resource
for us as we continue to modernize and evolve our offerings.”
“Learning and development has always been a key focus area
for Odessa, and we continue to invest in new solutions and
partnerships to enable our teams and customers,” said Keelie
Fitzgerald, Senior Vice President, Marketing at Odessa. “This
partnership with the CLFP Foundation is an example of our
commitment to the industry and its stakeholders as they are
navigating their own transformation journeys. Enterprises will
significantly benefit from the CLFP offerings being available for
self-service consumption.”
GreatAmerica Financial Services Completes 19th Term
Securitization
GreatAmerica Financial Services Corporation completed its 19th
term securitization, of $656.4 million, in privately placed bonds
with institutional investors. GreatAmerica uses proceeds from
its securitizations to pay off debt in its warehouse and credit
facilities to support continuous growth.
Orders topped out at $2.2 billion, reflecting an investor demand
more than triple the amount offered. In a repeat of the last two
years’ term securitizations, 93.4 percent of the bonds were
rated AAA. Of the 32 investors participating, three were new
purchasers of GreatAmerica bonds. Since 1995, GreatAmerica
has issued nearly $7 billion in asset-backed securities.
“It’s an honor to see continued and consistent interest in GreatAmerica receivables among institutional investors,” said GreatAmerica Chairman and Chief Executive Officer Tony Golobic.
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As part of its periodic surveillance of Stonebriar’s ABS, Moody’s
upgraded 14 classes across Stonebriar’s 2017-1, 2017-2, 2018-1
and 2019-1 ABS. In a press release dated Jan. 30, Moody’s noted
that “the transactions have exhibited strong performance with
no cumulative net losses to date.” Among the various upgrades
by Moody’s, the Class A notes from Stonebriar’s 2017-1 and
2017-2 ABS were each upgraded to “Aa1.”

in the NEWS

Dave B. Fate, President and CEO of Stonebriar, stated “Since
National Equipment Finance Association
June 2016, Stonebriar has executed six equipment securiti-

“This in turn helps us deliver consistent quality to our customers
and help them be more successful.”
According to S&P Global Ratings presale report, “GreatAmerica
is distinct from many other small-ticket leasing companies in
that it has continued to grow its portfolio, even during downturns in the economic cycle…” The report also noted: “GreatAmerica has successfully serviced each of its 18 previous securitizations since 1995. The company is distinct from many other
small-ticket equipment leasing companies because it benefits
from long tenure and senior management continuity.”
Moody’s, KBRA Upgrade Published Ratings on Stonebriar’s
ABS
Stonebriar Commercial Finance (Stonebriar) announced a number of rating upgrades published by both Kroll Bond Rating
Agency (KBRA) and Moody’s Investors Service (Moody’s) on its
various asset-backed securities (ABS). Stonebriar is an experienced ABS issuer and servicer with approximately $2 billion of
outstanding ABS across five deals, each backed by a variety of
large-ticket equipment asset types.
In reviewing Stonebriar’s ABS, KBRA upgraded 12 classes and
affirmed 19 other classes. Among KBRA’s various upgrades published in the Surveillance Report dated Jan. 17, the Class A notes
from Stonebriar’s 2017-1 and 2017-2 ABS were upgraded to
“AA+” and “AAA”, respectively.
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Trinity Capital Increases Capital Resources with $300MM
Credit Facility
Trinity Capital Inc., a specialty lending company that provides
debt and equipment lease financing to growth stage companies
backed by technology banks, venture capital and private equity
firms, announced that effective Jan. 16, 2020, it became a party
to a $300 million credit facility with affiliates of Credit Suisse AG.
The credit facility is scheduled to mature on Jan. 8, 2022, unless
extended. As of Feb. 17, Trinity had $160 million in borrowings
outstanding under the credit facility.
“We’re excited to finalize this very important part of our capitalization, adding to the equity and unsecured debt raise we

Best of breed asset finance software
so you can stay ahead of the competition
IN

LE

zation transactions totaling approximately $3 billion, attracting significant demand from a diverse group of domestic and
international institutional investors. We are pleased to see the
company’s continued strong collateral performance and robust
underwriting and servicing practices lead to continued ratings
upgrades across our ABS. These hybrid pools continue to perform exceptionally well. Stonebriar is proud to count over 40
institutional investors in our ABS investor base, including some
of the largest global asset managers, pensions and insurers. We
will continue to deliver significant value to all of the company’s
stakeholders.”
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recently announced,” said Steve Brown, Chairman and CEO of
Trinity. “We believe this credit facility will allow us to continue
to grow as we scale our lending and equipment lease financing
platform.”
BankFinancial EF Announces $23MM in Government Lease
Originations
BankFinancial Equipment Finance (BFEF) announced it originated $23 million in government equipment lease and software
license finance transactions to date in the first quarter of 2020.
“We are pleased with the early success of our 2020 initiatives
into government leasing operations, and we look forward to further expansion in government equipment lease and software
license finance transactions, for both taxable and tax-exempt
transactions,” said Robert Grabner, BFEF Executive Vice President – Corporate & Governmental Leasing.
BankFinancial Equipment Finance is a division of BankFinancial
NA. BankFinancial NA recently announced the expansion of
BankFinancial Equipment Finance’s capabilities to include leasing to governmental, middle-market and small business lessees.
Wintrust Specialty Finance Closes $100MM Portfolio
Acquisition
Wintrust Specialty Finance (WSF), a division of Beverly Bank &
Trust Company, N.A. and part of the Wintrust family, completed
the acquisition of an approximately $100 million portfolio of
high-quality small-ticket leases and loans. The acquisition is
aligned with WSF’s strategy of partnering with industry leaders
to optimize their capital and portfolio requirements.
“WSF is leveraging its technology platform and experienced
team to acquire large and ongoing portfolios of commercial
equipment leases and loans,” said David Normandin, CLFP,
President and CEO of WSF. “No portfolio is too large for consid-

eration under the well-funded and diversified Wintrust portfolio
and capital structure.”
Wintrust Specialty Finance was represented in the acquisition
by Robert Cohen of Moritt, Hock & Hamroff LLP.
Crestmark EF Closes Tax Equity Sale-Leaseback Financing
with FuelCell Energy
FuelCell Energy, Inc. announced it closed on a tax equity
sale-leaseback financing transaction for the 2.8 MW Tulare BioMAT Project in Tulare, CA, with Crestmark Equipment Finance,
a division of Metabank. Crestmark’s commitment totals $14.4
million through a 10-year sale-leaseback structure and further
demonstrates the market’s interest in FuelCell Energy and its
sustainable energy platforms.
“We are thrilled to team up with Crestmark to add this important financing solution to our commercial deployment platform,”
said Michael Bishop, Executive Vice President and Chief Financial Officer of FuelCell Energy. “Financing from Crestmark broadens FuelCell Energy’s financing relationships. Crestmark has a
deep understanding of the quality solutions delivered by our
products, including carbon neutral projects directly leveraging
on-site biofuels. This efficient sale-leaseback financing structure
enables FuelCell Energy to retain the Tulare BioMAT project in
our generation portfolio, enhancing the Company’s recurring
cash flows and margin.”
Adding this operating asset to the FuelCell Energy’s generation
portfolio is expected to yield recurring revenue in excess of $2.5
million per year and increases the company’s operating assets
to 28.9 MW. The company has another 44.3 MW in backlog, in
various stages of development and construction with commercial operation dates ranging from 2020 through 2022.

Talk to Us

Ascentium Capital
Ascentium Capital is interested in forming strategic partnerships.
If you are looking for a flexible lender to design a strategic and results-oriented financing program:
talk to us.

Since 2011, Ascentium Capital has provided over $6 billion in financing to businesses
nationwide. Our customized financing options benefit brokers, lessors and equipment providers.
Choose our leading organization and benefit from our award-winning finance platform to seize more
business opportunities.

Plus: Ask about our Preferred Partner Program that provides an enhanced offering.
Contact us today to learn more:
Pat Kistler, CLFP
281.348.2018 | Ascentium.Info/NEFA20
PatKistler@AscentiumCapital.com
Financing subject to credit parameters. Loans made or arranged pursuant to a California Financing Law license.
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we have in place to ensure IDScloud meets the rigorous security
and availability needs of our customers. We are proud to receive
this important recognition and continue to strive to provide the
most comprehensive cloud-based asset finance technology in
the market.”
The SOC certifications endorse IDS for constant dedication to
human, physical and logical security controls. The SOC 3 attestation relies on testing and examination performed in the SOC
2 Type II audit.

National Equipment Finance Association

“Crestmark is excited to add FuelCell Energy to our growing list of
clean tech and alternative energy clients,” said Jon Ellis, Renewable Energy Vice President of Crestmark. “Crestmark is committed to all forms of alternative energy, dedicating resources to
build expertise and deliver customized financial solutions to
the energy industry. As a leader in megawatt scale class deployments of clean, efficient baseload power plants, FuelCell Energy
is an important alliance for us, and we look forward to developing this relationship further.”
IDScloud Receives SOC 2 Type II and SOC 3 Security Certifications
IDS announced it has successfully completed an independent
audit which resulted in IDScloud receiving System and Organization Control (SOC) 2 type II and SOC 3 security certifications.
These certifications recognize the company has met comprehensive trust service principles established by the American
Institute of Certified Public Accountants (AICPA) related to
security, availability, confidentiality and process integrity for its
IDScloud origination and equipment finance portfolio management solution.
“Receiving SOC 2 type II and SOC 3 certifications for IDScloud
demonstrates our dedication to delivering world-class cloud
technology to the equipment and asset finance industry,” stated
David Hamilton, CEO IDS. “For the last year our team has worked
with an independent auditor to the review systems and controls

Service Organizations Control (SOC) 2 Type II: This is the most
comprehensive certification within the SOC protocol. To receive
SOC 2 Type II certification, IDS underwent a detailed audit in
which systems and controls were evaluated over time for security, availability, confidentiality and process integrity. Receiving
this certification provides addition assurance that IDScloud is
designed to keep clients’ sensitive data secure. Service Organizations Control (SOC) 3: SOC 3 compliance is awarded based
upon a detailed audit of the controls placed in operation relevant to security, availability and confidentiality. Completing this
process documents the company’s systems and organizational
controls established to support the IDScloud solution.
NFS Leasing Closes Debt Financing with AG Manufacturing
NFS Leasing and AG Manufacturing announced they closed on
custom financing for AG Manufacturing that buys out its existing lender and provides additional working capital. This working
capital will support the manufacturer in its endeavors in continued growth and expansion, and will allow it to continue to serve
its customers with the excellence. AG Manufacturing is a manufacturer of wire and cable assemblies and engine solenoids/
actuated components for the automotive OEMs, automotive
aftermarket and military industries. It is also a certified minorityand veteran-owned business.

YOUR LEASE

PORTFOLIO
Lease Portfolio
Management
Experience

EXPERTLY
MANAGED

ECS’ team of exceptional lease
portfolio advisors can help your
business succeed.

3400 Dundee Rd., Suite 180
Northbrook, IL 60062
ecsfinancial.com/clfp
 ecsfinancial
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“Working with NFS was an incredible
experience for us,” said Victor Edozien,
AG Manufacturing’s CEO, “We never
expected this process to be so easy. NFS
was fast, knowledgeable and transparent
throughout all of our interactions. They
structured a custom transaction to meet
our needs and enable our growth.”
Wintrust Specialty Finance Originates
$148MM in First Year
Wintrust Specialty Finance (WSF), a division of Beverly Bank & Trust Company,
N.A. and part of the Wintrust family,
completed its first year of originations
in 2019 with more than $148 million in
commercial equipment financing and
leasing contracts.

Expert Services to
Help Your Business
• Lease Accounting – Audit, Review,
Compilation and Consulting
• Federal and Multi-state
Income Tax Compliance
• Lease Portfolio Servicing
• Sales/Use Tax Consulting,
Compliance, and Registration
• Personal Property Tax Compliance
• 18 CLFPs on Staff

“Completing a deal like this was extremely
valuable to NFS,” said Dean Oliver, Principal
at NFS Leasing, “We are known for unique
stories and deals such as this certainly help
showcase our true capabilities.”

CALL OUR CLFPs TO GET STARTED

800.826.7070
Nancy Geary, CPA, CLFP
 ngeary@ecsfinancial.com
Shari Lipski, CLFP
 slipski@ecsfinancial.com

“I’m proud of the experienced team we’ve
built and the investments we’ve made in
technology at the center of our systems
and processes,” said David Normandin,
CLFP, President and CEO of WSF. “2019
was a fantastic year of building, and
we’re optimistic about scaling the platform in 2020 with significant growth targets. WSF is well on its way to becoming
a market leader in small and mid-ticket
vendor financing and leasing.”

WORKING TOGETHER IN BUSINESS
•
•
•
•
•

Fast, friendly and efﬁcient service to Brokers in all 50 states
Competitive terms
Consistent credit decisions
Access to credit decision makers
All leases funded by a 130-year-old community bank, Bryn
Mawr Trust (NASDAQ: BMTC)
• Applications accepted up to $250,000*
• “A” Credits
• Portfolio acquisitions and bulk purchases
At Bryn Mawr Funding your deal is our number one focus. We are
your partner, working with you to create funding solutions that make
sense, so you can focus on growing your business.
Call us today to see how Bryn Mawr Funding
can help with your next deal!

866-408-0308

(press 6)

Tim Westburg

brynmawrfunding.com
*Services nationwide, not in Puerto Rico
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Managing Director, G. Paul Fogle, CLFP, noted, “We have an
incredible team here that I am immensely proud of! The Quality
Leasing team’s hard-work and commitment to customer service
has escalated us to one of the leasing industry’s premier B-C
funding sources.”

in the NEWS

“Our ability to fund all types of asset classes played a major role
in this year’s growth. Where some industries are slowing under
current economic conditions, others are thriving; and Quality
Leasing is pleased to serve business owners across various economic sectors,” he added.

National Equipment Finance Association

Quality Leasing Achieves Record Funding in 2019
Quality Leasing Co., Inc., the mid-tier commercial equipment financing subsidiary of the Tom Wood Automotive Group, announced
record-breaking funded transactions in 2019. With increases in
new business volume, repeat customer funding, number of assets
funded and overall contracts booked, Quality Leasing expanded its
portfolio to record size in 2019 — surpassing the previous 63 years
5.1.19_2_Layout
1 10/17/19
12:01 PM Page 1
inLEAN
which
the company has
been operating.

Having a Problem with
Lease Enforcement?

Not Anymore.

With Fogle at the helm, the company is positioned for breaking
more company records in 2020. This year, Fogle plans to introduce new internal technology systems, institute companywide
management and sales trainings, add industry-specific funding
programs and he is expected to announce a new management
hire in the coming months.

Alabama - Norman, Wood, Kendrick &
Turner
Arizona - Jennings, Haug &
Cunningham, LLP
California - Los Angeles - Hemar,
Rousso & Heald, LLP
San Francisco - Cooper, White &
Cooper, LLP
Colorado - Harry L. Simon, P.C.
Delaware - Fineman Krekstein & Harris P.C.
District of Columbia - Friedman, Framme
& Thrush, P.A.

If you need
experienced legal
counsel to help
you tackle today’s
challenges,
call us for a
complimentary
referral at
877-LEASE-LAW, or
visit our directory
of LEAN firms at

Florida - Miami Beach - Mitrani, Rynor,
Adamsky & Toland P.A.
Sarasota - Shumaker, Loop &
Kendrick, LLP
Orlando - Killgore, Pearlman, Semanie,
Denius & Squires, P.A.
Georgia - Hays Potter Martin, LLP
Hawaii - Kessner Umebayashi Bain &
Matsunaga
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Wells & Blanchard
Louisiana - McGlinchey Stafford, PLLC
Maryland - Friedman, Framme &
Thrush, P.A.
Massachusetts - Cohn & Dussi, LLC
Michigan - Jaffe, Raitt, Heuer & Weiss, P.C.
Minnesota - Messerli & Kramer, P.A.
Mississippi - McGlinchey Stafford, PLLC
Missouri - Jenkins & Kling, P.C.
New Jersey - Chiesa Shahinian &
Giantomasi
New York - New York City - Foster &
Wolkind, P.C.
Syracuse - Barclay Damon LLP
North Carolina - Raleigh - Smith Debnam
North Dakota - Messerli Kramer
Oregon - Farleigh Wada Witt
Pennsylvania - Pittsburgh - Bernstein Burkley, P.C.
Philadelphia - Fineman Krekstein &

LEASE ENFORCEMENT ATTORNEY NETWORK

Suite 2200
Gulf Tower
Pittsburgh, Pennsylvania 15219

www.leasecollect.org

Harris P.C.
Rhode Island - Cohn & Dussi, LLC
South Carolina - Bunch Law LLC
Texas - Fort Worth - Padfield & Stout, LLP
Houston - Wright Law Group, PLLC
Utah - Ray Quinney & Nebeker, P.C.
Virginia - Friedman, Framme & Thrush, P.A.
Washington - Farleigh Wada Witt
West Virginia - Bernstein-Burkley, P.C.
Wisconsin - Murphy Desmond S.C.
Wyoming - Harry L. Simon, P.C.
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Stonebriar Commercial Finance Closes
$30MM Equipment Lease
Stonebriar Commercial Finance (SCF)
closed an additional $30 million equipment
lease facility with its existing customer, an
industry-leading food processing company,
to support the growth of a new innovative
product line.
SCF will provide interim financing during
the construction term of this new production line, which is forecast to be fully completed by June. When fully funded, SCF’s
total outstanding for this key customer will
exceed $70 million. The lease facility will
include a broad mix of essential-use food
processing and packaging equipment that
will produce a diverse set of 23 products.
“We are happy to continue our five-year
relationship with this highly successful
company. The new production line will be
producing a market-changing set of products that will be hitting the retail market
soon,” said Steve White, Stonebriar Executive Vice President.
Harrison Smith, Stonebriar Investment
Manager, added, “We are highly confident
in our customer’s ability to grow this product line by leveraging its strong brand and
past success disrupting traditional food categories. This investment marks the largest
expansion in the brand’s history and SCF is
proud to provide creative financing solutions for their critical equipment.”
Marlin: Q4 Total Sourced Origination
Volume Up 9.3% Y/Y, Direct Origination
Volume Up 24.9%
Marlin Business Services Corp. reported
fourth-quarter 2019 net income of $8.4
million, compared with $6.4 million, a year
ago.
The company also reported highlights of
the quarter including:
• Total sourced origination volume of
$236.5 million, up 9.3 percent year-overyear; direct origination volume of $50.4
million, up 24.9 percent year-over-year,

• Net investment in leases and loans totaled $1.0 billion, relatively flat from a year ago, and total managed assets ended the
fourth quarter at $1.3 billion, up 15.7 percent from a year ago,
• Total origination yield of 12.43 percent, down 95 basis points
from the prior quarter and up 7 basis points year-over-year.
Commenting on the company’s results, Jeffrey A. Hilzinger,
Marlin’s President and CEO, said, “Marlin concluded 2019
with strong performance in the fourth quarter highlighted by
record origination volume, disciplined expense management
and excellent earnings growth. Total origination volume of
$236.5 million increased 9.3 percent year-over-year, driven by
increasing customer demand for both our equipment finance
and working capital loan products, as well as solid growth in
our direct origination channel. For the full year, total origination volume of $877.9 million grew 18.7 percent year-over-year,
more than double the prior year’s growth rate. We also delivered solid earnings growth despite an increase in provisions for
credit losses driven by higher delinquencies and charge-offs.
We continue to closely monitor the portfolio and are making
appropriate adjustments to ensure optimal risk-adjusted portfolio performance.”

Additionally, AEF’s total portfolio jumped more than 35 percent,
from $310.1 million in 2018 to $421.7 million in 2019.
“Our entire team is focused on serving the customers and helping them achieve their goals,” AEF Sales Manager John Bradford
said. “We strive every day to be the equipment finance provider
of choice in the markets we serve. The story is that our associates make the difference and the word is getting out.”
NFS Leasing Reports 20% Originations Growth, HQ
Expansion in 2019
NFS Leasing announced 20 percent 2019 full-year growth of
originations and an office expansion at its Boston, MA area
headquarters.
“We have a dedicated team across-the-board and that team
delivered exceptional service, resulting in significant achievement in 2019,” said David DePamphilis, Executive Vice President, Sales. “We are confident our team’s approach will continue
to provide value and growth to our customers in 2020.”
As a result of NFS Leasing’s continued growth, it expanded its
Beverly, MA, office to accommodate additional staff.

Arvest EF Closes Record $246MM in New Production
Arvest Equipment Finance (AEF) closed more than $246 million in new production in 2019, a record total for the division
of Arvest Bank. It marks the second consecutive year AEF has
recorded a 52 percent increase in gross production year-overyear.

“We are excited to finalize the expansion of our Massachusetts
office,” said Dana Calumby, Vice President Finance at NFS Leasing, Inc. “Not only are we experts in equipment finance, but we
are becoming masters in office expansion ourselves,” she continued, with a smile. NFS Leasing has expanded its’ headquarters three times in that past nine years.

“The AEF team continues to amaze me,” AEF President Eric Bunnell said. “Its dedication in helping bank and vendor customers
finance their equipment needs continues to drive our growth.
We have several exciting initiatives we are working on in 2020 in
order to build off this momentum.”

C.H. Brown Funds 864 Transactions in 2019
C.H. Brown Co. (CHB) concluded a successful 2019, funding 864
loans and leases to small and mid-sized businesses during the
year. CHB partners with numerous finance brokers and vendors
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United States. Ascentium will continue to expand its national
footprint throughout 2020.
“The company’s ability to achieve consistent performance
demonstrates the strength of our finance platform and the
deepening of business relationships that clients demand. Looking ahead, we see the continued strength of our offering and
a large market opportunity enabling Team Ascentium to reach
new milestones in 2020,” said Richard Baccaro, Chief Sales and
Marketing Officer.

National Equipment Finance Association

across the U.S. to provide equipment finance solutions to borrowers who need capital to grow their business.

During its 27-year history, the company has experienced both
gains and losses. In 2019, CHB concluded another consecutive
year of growth by funding $43.8 million to companies in the
transportation, construction and agricultural industries. These
transactions resulted in a 6.4 percent growth rate over 2018.
CHB received over 4,500 credit applications during the past year
from nearly 140 different finance brokers. Further, CHB was
able to increase its broker partnerships an additional 33 percent
by adding 49 new companies with whom it conducts business.
CHB continues to embrace its founding traditions of honesty,
personalized services and a strong commitment to its customers. Its mantra of quick, simple and fair approvals is evident in
its fast turnaround times and careful consideration of every
funding request.
CHB provides competitive fixed loans and leases and has the
ability to operate in 49 states. It is part of Platte Valley Financial Service Companies, Inc. which in addition to C.H. Brown Co.
LLC., Wheatland, WY, also consist of Platte Valley Bank in Scottsbluff, Gering, Bridgeport, Morrill and Sidney, NE; Platte Valley
Bank in Casper, Torrington, Cheyenne and Wheatland, WY;
Mountain Valley Bank in Walden, Steamboat Springs, Hayden,
and Meeker, CO; J.G. Elliott Insurance Center in Scottsbluff, NE
and Casper, Torrington and Wheatland, WY.
Ascentium Capital Reports 22.3% Y/Y Growth in Funded
Volume
Ascentium Capital reported $1.5 billion in funded volume, representing a 22.3 percent increase over last year. Highlights for
the company during 2019 included:
• Managed $2.43 billion in assets representing 20 percent
growth;
• Closed a $398 million securitization featuring AAA and Aaa
ratings;
• Maintained its rank as the largest private-independent equipment finance company;
• Achieved $6.2 billion in originations since 2011.
“We had a strong end to another record year. This is the outcome of our intense client focus which produces organic growth
as well as repeat business growth across our business. These
achievements combined with our leading position in equipment
financing sets us up for continued operational success,” said
Chief Executive Officer Tom Depping.
Since 2011, to drive growth, Ascentium Capital has been committed to the allocation of resources to support key industries
membership in associations. This includes sponsoring efforts
for the CLFP (Certified Leasing and Financing Processionals)
Foundation. Ascentium currently has 47 employees with the
CLFP certification. Additionally, the company facilitates an intensive three-day sales training course for newly hired personnel.
This focus on continuous professional advancement assists in
recruiting talent and financial sales representatives across the
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TBF Financial Buys $100MM of Charged-Off Loans, Leases
and MCAs
Commercial debt sales by fintech lenders, equipment leasing
companies and banks are on the rise, with major companies
striking deals to sell non-performing loans, leases and merchant cash advances after charge-off, reports Brett Boehm, CEO
of TBF Financial.
TBF closed transactions in December totaling $100 million. The
three largest deals were with a leading e-commerce company
that acquired and liquidated a merchant cash advance business; a captive leasing company that provides financing for
transportation equipment and other assets; and one of the 20
largest banks in the nation.
“One reason for the rise in commercial debt selling is the tremendous growth of online alternative lenders,” Boehm explained.
“As their business originations have increased, so have the number of accounts that eventually default. By selling commercial
debt at charge-off instead of spending years trying to collect it,
they can put that money back into making loans and merchant
cash advances where they generate a much better return.”
“Other lenders and lessors also recognize that it is more productive to concentrate on their core business rather than chase
collections past charge-off,” he added. “Selling commercial debt
provides immediate cash and allows collections personnel to
focus on accounts that are more likely to be recovered, earlier
in the past-due cycle.”
While the December deals may additionally reflect the eagerness of companies to bring in cash before year’s end, Boehm
said prospective deals in the pipeline remain high in January,
and he anticipates a busy first quarter 2020.
TBF Financial is the leading purchaser of non-performing equipment leases, commercial bank loans, online small business
loans and merchant cash advances in the U.S. Founded in 1998,
the company buys commercial accounts up to four years old
from the date of last payment.
Boston Financial & Equity Funds $725,000 Equipment Lease
Boston Financial & Equity started off 2020 by closing a lease
transaction for a Seattle-based drug discovery company. The
company founded in 2011, originally funded by family and
friends, has raised over $29 million to date. Its approach to drug
discovery accelerates the timeline and increases manufacturing
efficiencies, reducing the costs to the biopharmaceutical industry.
The company, although it has less than a year of cash, and minimal revenues, has agreements with three of the largest pharma
companies. Boston Financial & Equity provided a lease for a
$725,000 fermentation system.
JDR Solutions Strategically Partners with LTi, ASPIRE
Platform
LTi Technology Solutions (LTi) announced JDR Solutions (JDR)
has strategically partnered with LTi to offer servicing to its customers on the ASPIRE platform. JDR represents more than $8
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VOLUNTEER SPOTLIGHT

Conference Co-Chairs Play Key Role
in Success of Conferences
As NEFA prepared for its first national conference of the year –
NEFA’s 2020 National Equipment Finance Summit in San Antonio,
TX, two longtime members, Marci L. Slagle, CLFP and Tara Aasand
stepped up to the challenge of being the Conference Co-Chairs. It’s
a very important role, and in the following interview Slagle and
Aasand explain what inspires them about the association, and why
volunteerism is so vital to staying connected.

In addition to the networking
that is always key at a NEFA
meeting, we are looking
forward to a strong turnout,
along with sessions that are
a little out of the ordinary to
keep us all on our toes.
— Marci L. Slagle

Anyone who is even remotely associated with the National
Equipment Finance Association (NEFA) is well-aware of the
crucial role that “paying it forward” holds in the association’s
history.
As NEFA geared up for its first annual conference of the
new decade, Newsline took time to chat with conference
Co-Chairs Marci L. Slagle, CLFP — President of BankFinancial
Equipment Finance and Tara Aasand, Director of Account
Management at LTi Technology Solutions, to learn about the
rewards of going the “extra mile” for the association and why
they volunteered their time to make the National Equipment
Finance Summit a success.
Aasand has been in the equipment finance industry for
nearly 15 years with a background primarily as a service provider. Her status as a member of NEFA predates the association itself.
“I first joined, what was then the UAEL back in the 2003 timeframe, and began volunteering on committees,” she recalled.
“This really helped me to build my network and work closely
with industry peers outside of my ‘day’ job. It’s been very
rewarding to be involved in such a great association.”
Slagle has been in the equipment finance industry for over
20 years and also joined NEFA predecessor organization, the
UAEL, at the beginning of her career.
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This really helped me to build
my network and work closely
with industry peers outside of
my ‘day’ job.
— Tara Aasand

Dennis A.
Dressler

Marci L. Slagle, CLFP
President
BankFinancial Equipment
Finance

Tara Aasand
Director of Account
Management
LTi Technology Solutions

“I have always made a point to be involved in the associations, industry education and mentoring,” Slagle said. “I feel
very passionate about giving back to this industry that has
been so good to me. As I have often heard from others, ‘I
am not sure I chose this industry, it chose me and I haven’t
looked back.”

looking forward to a strong turnout, along with sessions that
are a little out of the ordinary to keep us all on our toes.”

With a massive amount of help from the NEFA Education
Committee and volunteers stepping up to lead panels, Slagle and Aasand have worked diligently and collaboratively to
design educational tracks that will provide relevant industry
knowledge. Aasand and Slagle say that attendees can expect
something a little different in 2020.

“There is so much value in volunteering, not only as a conference chair but for any committee in NEFA!” said Aasand. “Volunteering provides the ability to work with peers and subject
matter experts that you might not have the opportunity to
engage with in your day-to-day job. It is a very mutually beneficial thing as I find that the more I give to our industry associations the more that it gives back in my professional career
and growth. It’s also a lot of fun too!”

“It was also important for us to ensure, while keeping the
sessions informative, to also keep them entertaining and to
encourage a very interactive and open environment for discussion, group involvement and Q&As,” said Aasand. “The
panels are meant to be engaging and thought provoking.
Gone are the days of listening to 45-minute PowerPoint presentations. We want the industry to be as involved in participating in these sessions as the presenters and planning
committee are.”

Both Co-Chairs said they felt it was important to reiterate
just how important and rewarding volunteering for NEFA
events can be.

“I strongly encourage you to reach out and get involved,
even if it is in a small way,” Slagle added. “If you are not sure
where to start, reach out to NEFA’s leadership and we will
get you involved. You won’t regret it!”
National Equipment Finance Association

Slagle added: “As of this conference, we are putting in some
ongoing learning tracks that will allow attendees to build on
knowledge at future conferences and events. In addition to
the networking that is always key at a NEFA meeting, we are
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Founded in 2001, JDR Solutions employs 38 full-time staff and
part-time contract workers at its Indianapolis, IN, headquarters,
and in Ohio, Minnesota, Montana and Toronto, Ontario.
LTi (formerly LeaseTeam, Inc.) delivers software and services to
equipment finance companies throughout North America and
the UK from its Omaha, NE, headquarters.

North Mill Achieves Record Originations for 2019
National Equipment Finance Association
North Mill Equipment Finance announced the company posted

billion in assets while offering portfolio management, consulting, collections and professional services.

The ASPIRE platform allows JDR to offer a wide variety of products and services to its customer base. Having an all-in-one
solution will offer a better customer experience as they will no
longer be limited by past software challenges.
“We’re excited to be partnering with LTi Technology Solutions
to host and provide portfolio management service for users of
its ASPIRE software application,” said JDR Solutions President
Doug Williams. “ASPIRE is a comprehensive full lease/loan life
cycle solution that is both robust and flexible with additional
functionality that better enables us to grow and expand upon
our current customer base In bringing together LTi’s signature
platform and our best-in-class back office service, we’re offering
lessors an exceptional software and service package.”
Bryan Hunt, LTi Senior Vice President and Chief Revenue Officer,
mirrors a similar message with how important the JDR and LTi
partnership is. “JDR has a great reputation as a servicing organization in the equipment finance industry. LTi is very excited to
collaborate with JDR on delivering a highly configurable servicing platform to both current and future customers.”
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record originations for 2019 — the best year in its history.
Funded volume exceeded $136 million representing a growth
rate of 350 percent over 2018.

“Everybody’s collective efforts are responsible for our transformative success,” said David Lee, Chairman and CEO of North
Mill. “I could not be prouder of the team we have in place. Our
employees have embraced the many changes we’ve implemented to meet the needs of our ever-expanding base of referral agents. This has been a banner year in many respects as we
also established a greater number of relationships with new
brokers than at any time prior.”
North Mill’s originations success has had a resounding impact
on all facets of the company’s business. In December, the company successfully closed its third commercial equipment asset
backed securitization (ABS), NMEF Funding 2019-A. The $164
million ABS issuance priced at a duration weighted average
yield of 3.15 percent. The proceeds will be used to pay down the
company’s higher priced warehouse lines and further diversify
its portfolio by increasing the percentage of better credit customers.
“As we dive into 2020, we will continue to increase our focus on
higher quality credits and diversified asset categories,” explained
Mark Bonanno, Chief Operating Officer, North Mill. “Our operating scale and cost of funding have materially improved our
expense ratios. This will allow us to originate and hold lower
yielding, less risky loans and leases.”
The company plans to continue modifying its processes to
improve efficiencies and level of customer service. A substantial
investment in its IT infrastructure is planned in order to meet
greater volume and support additional affiliations with industry
partners.
Historically known by referral agents as a lender for sub-prime
owner operator, long-haul truckers, North Mill now counts
non-transportation assets as its largest asset category and
heavy-duty sleeper trucks as its smallest. At the close of 2019,
the company’s weighted average FICO score for personal guarantors for the year improved to 693 as the company works to
write a larger percentage of business on deals with FICO scores
over 700.
Key Equipment Finance Provides Project Finance Program
for Metrus Energy
Metrus Energy, a market leader in energy and water efficiency
financing, announced it has secured a debt program with Key
Equipment Finance, which has provided approximately $25 million in funding. Metrus expects to finance another $50 million
with Key Equipment Finance for various projects in 2020.
The facility is a programmatic and innovative financing structure that is customized for Metrus and its efficiency-as-a-service
(EaaS) projects.
“As our business continues to grow, we’re excited to be deepening our relationship with Key Equipment Finance, which is an
established leader in funding sustainability projects,” said Chris
Wasley, Chief Financial Officer. “This designated facility will allow
us to streamline the financing process and will lower the costs

of doing business, thereby providing our customers with the
lowest possible market rates.”
Key Equipment Finance has been Metrus’ financing partner on
a number of recent EaaS projects. The work includes upgrading 35 sites that are located in 17 different states with high
efficiency LED lights and building management systems. These
projects will save 297 million kilowatt hours (kWh) and avoid
232,000 tons of CO2.
“The efficiency-as-a-service financing product is a terrific benefit
to energy solutions providers and consumers in the commercial and industrial space,” said Brian DePonte, Senior Vice President, Key Equipment Finance Clean Energy. “Metrus’ innovative
Energy Service Agreement will help customers save energy and
money, which will create healthier buildings, and more comfortable working environments.”

Co-Founder of LTi. “The success of this go-live implementation
was truly a joint effort. Knowledge was transferred seamlessly,
which could not have been a success without the teamwork
and cross-organizational collaboration between the amazing
employees at Dext and LTi. The collaboration with all parties
involved in the project, worked together in perfect harmony.”
BancorpSouth Completes Merger with Texas
First Bancshares
BancorpSouth Bank has completed its merger with Texas First
Bancshares, Inc., the parent company of Texas First State Bank.
"We're delighted to announce the completion of our merger
with Texas First," said BancorpSouth Chairman and Chief Executive Officer Dan Rollins. "Both of our banks share similar philosophies and a strong commitment to our customers and communities. This is a positive step in our growth strategy, and we're

Cross-Organizational Teamwork Makes
Dext Capital 100th Customer on LTi’s
Cloud
LTi Technology Solutions (LTi) announced
that Dext Capital is the 100th customer on
the ASPIRE platform in the LTi Cloud. Dext
Capital is an independent lessor serving
the healthcare industry’s lending needs.
In choosing its ideal software solution,
Dext found it vital to find a platform that
fits with its broader technology investments and could grow with their future
needs. It was also important that it partnered with a provider with a proven reputation, robust functional features set,
and that could meet its quick deployment
needs.
Dext’s ability to leverage ASPIRE’s flexible
technology platform, configurability and
depth of functionality best positions them
to continue to efficiently operate better
and take a multi-faceted approach with
their customers. By using ASPIRE, this
gives them a distinct advantage over their
competitors.
Steven Carnegie, Dext Capital CTO,
described the importance of selecting
the right solutions and partners: “Technology is a critical part of Dext Capital’s
commitment to be the industry leading,
independent healthcare finance company.
We chose ASPIRE because of its capabilities and integration options, as well the
LTi reputation as a hardworking partner.
Both these have proven true throughout
the customization and launch process. We
wanted to move with a nimble and aggressive timeline and LTi was able to stay with
us throughout implementation.”
LTi knew early on from the initial discussions with the Dext Capital team that they
were going to be a great partner. While
looking at their company as a whole, it was
very apparent they had an experienced
team to launch their business.
“LTi is proud to partner with Dext Capital on this mission-critical project,” said
Randy Haug, Executive Vice President and

As PEF, we bring to the table the advantage of being
a well capitalized bank. Our goal is to assist new and
existing, small and mid-size businesses with turnkey creative
capital solutions to obtain the tools of the trade they need to
be successful. For over 30 years, our equipment financing
specialists have been funding commercial equipment needs quickly,
decisively and accurately on a national scale.
Experience our straightforward and entrepreneurial approach to solve
your most challenging opportunities in the best way to keep your
business moving forward.

Contact us for innovative capital solutions.
630-985-3500

providenceleasing.com
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fleets months in advance of when an individual truck or group
of trucks will reach their TIPPINGPOINT, the point at which a
truck reaches economic obsolescence, and costs more to operate than to replace with newer equipment.
“With ATLAAS, we’ve shown a distinct commitment to preserving the bottom line for our transportation fleet clients through
innovation and business intelligence resulting in smarter and
more profitable decision-making,” said Brian Holland, President
and Chief Financial Officer of Fleet Advantage.

National Equipment Finance Association

excited to welcome Texas First's customers and teammates to
BancorpSouth and expand our geographic footprint."

"We're excited to join the BancorpSouth team and look forward
to the opportunities and benefits this combination will bring to
our customers, teammates and shareholders," said BancorpSouth Waco, Texas Chairman Rodney Kroll, former Chairman
and Chief Executive Officer of Texas First. "We're confident this
transaction will create long-term value and enhance our ability
to deliver the best products and services from the same bankers
our customers already know and trust."
TIP Trailer Services Acquires Trailer Wizards
TIP Trailer Services, a portfolio company of I Squared Capital
and one of the leading trailer leasing, rental, maintenance and
repair providers across Europe and Canada, announced it has
completed the acquisition of Trailer Wizards, a leading supplier
of trailer rental and leasing services in Canada.
Following the acquisition, TIP will integrate Trailer Wizards
with its existing Canadian business, Train Trailer Rentals. This
puts TIP in a strong position for long-term growth as it further
strengthens its position in the Canadian market. The acquisition
diversifies both the geographical footprint across Canada with
the expansion of operations to new provinces and the service
segment with more specialized trailers.
“After the recent acquisition of PEMA in Europe, the acquisition
of Trailer Wizards is another key milestone in the growth path of
TIP,” said Bob Fast, President and CEO of TIP Trailer Services. “By
joining the teams of Trailer Wizards and Train Trailer Rentals, we
can provide the best in flexible commercial trailer fleet solutions
and pursue growth opportunities for the combined businesses.
We intend to invest to develop our longstanding customer relationships with world-class transport, logistics, and retail customers in Canada.”
TIP’s Canadian division will have a combined fleet of over 33,000
trailers, reefers, chassis and flatbed or drop-deck configurations.
The combined business will employ over 500 people, including
approximately 300 mechanics, throughout almost 30 locations
in Canada from Prince Edward Island to British Columbia.
Fleet Advantage Introduces First-of-its-Kind Predictive
Modeling Software
Fleet Advantage, an innovator in truck fleet business intelligence, equipment financing and lifecycle cost management,
announced a new significant innovation and extension to its
award-winning ATLAAS platform (Advanced Truck Lifecycle
Administrative Analytics Software) with the addition of predictive Lifecycle Management Software (LMS). This addition
enables Fleet Advantage to help its clients predict the optimum
replacement cycles and operational cost savings on their aging
trucks. The announcement was made at the American Trucking
Associations' Technology & Maintenance Council (TMC) Annual
Meeting & Transportation Technology Exhibition in Atlanta, GA.
ATLAAS is an innovative and pioneering business intelligence
resource for private fleets and for-hire carriers. The software
platform is used to manage all pertinent fleet information with
data analytics and visualizations to manage an entire fleet with
a few keystrokes, on one platform, without the need for a support team of analysts or data scientists. The software notifies
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This new enhancement helps Fleet Advantage identify, predict
and forecast each truck’s TIPPINGPOINT by selecting future
dates to analyze any number of criteria, including truck make,
model and type; as well as utilization characteristics such as
usage location and fuel metrics. This critical insight helps predict the savings over the next one, two or three years and shows
where unit replacements would present operational cost savings over the predicted time allotment during that time span.
Predictive modeling allows organizations to create future business insights with a significant degree of accuracy. With the help
of sophisticated data analytics tools and modeling, Fleet Advantage can now use past and current truck utilization data to reliably forecast budget trends in months and years into the future.
Predictive modeling and analytics tools are expected to reach
approximately $10.95 billion by 2022, growing at a compound
annual growth rate (CAGR) of around 21 percent through 2022,
according to Zion Market Research.
“Our new LMS predictive modeling is the next evolution of our
superior consultative approach and allows us to more closely
forecast the profit and loss statement for the entire fleet as well
as individual vehicles,” said Jim Griffin, Chief Operating Officer
and Chief Technical Officer of Fleet Advantage. “With the new
LMS module, we can better identify when trucks should be
replaced, equipping fleet managers with their total cost of ownership metrics in advance to help set their budget and be more
proactive as opposed to reactionary.”

ECONOMIC INSIGHTS
Finance Professionals Split on Potential Economic Recession, TD Bank Survey
Half of corporate treasury and finance professionals do not
believe an economic recession is a threat in 2020, according to
a recent survey conducted by TD Bank, at the 2019 Association
of Financial Professionals Annual Conference held in October in
Boston, MA.
Instead, payments fraud and cyber security risk are high on
their threat list, with 40 percent of respondents reporting this
category as a top operational challenge for their organization
this year.
Specifically, about 1-in-3 (34 percent) respondents said they are
unconcerned by a potential economic recession, while 16 percent do not think that a recession is even imminent. Of the 50
percent of respondents who did indicate some qualms about
a recession, they are implementing the following to help safeguard their organization:
• Increasing capital reserves (25 percent)
• Holding off on large capital spending projects (18 percent)
• Accelerating debt payoff (11 percent)
• Refinancing debt to save cash (8 percent)
"Finance professionals clearly won't be fretting much over the

prospect of economic volatility in 2020, but cybersecurity is
understandably a continued worry and the headlines show they
are right to be concerned," said Rick Burke, Head of Corporate
Products and Services at TD Bank. "The half of companies that
report that they are preparing for turbulence in the economy
report they have strategies to maximize finances to weather
potential challenges."
PROMISING APPROACH TO FASTER PAYMENT SOLUTIONS
In addition to surveying concerns for 2020, the TD report took a
look at opportunities to grow in the coming year.
The largest opportunity for innovation in corporate treasury
is faster or real-time payment use, according to 46 percent of
respondents. With the increasing options for faster and realtime payments, the space continues to evolve. In fact, 30 percent of survey respondents already use faster payments, including RTPs for corporate treasury, and 18 percent expect to adopt
one of these payment options before the end of 2020.
Of those who responded that they don't currently use or have a
timeline to use faster and real-time solutions, 16 percent believe
they need to implement them soon, while 14 percent revealed
that they would love to use faster payments, but are waiting to
move forward until they can reach all endpoints through a single solution.
As in previous years, however, the interest in using technology
solutions does not match corporates' ability to currently adopt
them. About a third (32 percent) of respondents named the
ability to adapt to faster electronic payments as a top operating
challenge in the 2019 survey, while 37 percent named this same
obstacle in a similar question in 2018.

"Adoption of the newest payment standards will pay dividends
for organizations over the long term," said Burke. "The cost to
companies of not doing so will increase exponentially in coming
years and inaction also presents operating risks. The best time
to upgrade was yesterday, but today's your next best bet."
BLOCKCHAIN SPENDING FALLS FLAT
Although technology continues to impact treasury operations,
only 6 percent of professionals named blockchain and distributed ledger technology as the most opportunistic area of
investment for treasury operations in the coming year. This
weak predicted spending is in stark contrast to the 92 percent
of respondents who, when led to consider the favorable aspects
of blockchain in corporate treasury, named at least one positive
benefit the technology would bring to the payments industry.
Those benefits were speeding up the payments process (28 percent), improving cross-border payment efficiency (22 percent)
and reducing payments fraud (22 percent).
The top areas of treasury operations where organizations do
plan to invest and/or see the most opportunity include:
• Data, analytics and reporting (23 percent)
• Cybersecurity and fraud protection (22 percent)
• Artificial intelligence, machine learning and robotic process
automation (22 percent)
• Automating payment and payment posting processes in A/P
and/or A/R (16 percent)
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as well as trailer OEM build plans and market indicators divided
by all major trailer types, including backlogs, build, inventory,
new orders, cancellations, net orders and factory shipments.
QuickBridge Small Business Outlook Survey: Business
Owners Remain Optimistic
In its annual small business outlook survey, QuickBridge Funding reports 81 percent of business owners are confident their
sales will increase in 2020. The Q1 survey data assessed small
business owners’ expectations and challenges about growth,
sales, capital spending, cash flow, staffing, tariffs, tax laws, and
securing capital.

National Equipment Finance Association

ACT Research: U.S. Trailer Net Orders Open 2020 Down
28% Y/Y
New U.S. trailer orders of 16,800 were down 9 percent monthover-month in January, and after accounting for cancellations,
net orders of 15,000 dropped 15 percent. Longer-term comparisons show net orders down 28 percent year-over-year, according to Research’s State of the Industry: U.S. Trailer Report.

“Fleets continued their conservative investment posture in all
equipment categories in January,” said Frank Maly, Director–CV
Transportation Analysis and Research at ACT Research. “Discussions indicate that the winds of weaker freight volumes and
lower rates continue to buffet fleet financial results. They are
also seriously questioning their need for additional equipment,
as many indicate that capacity constraints dissipated many
months ago.”
Maly continued, “An indication of fleet investment retrenchment
was heard at the recently completed ACT Seminar #62, where
one fleet panel participant indicated that they will not be adding
any equipment to their operations this year. That appears to be
a common stance of many fleets for 2020.”
ACT Research’s State of the Industry: U.S. Trailers report provides a monthly review of the current US trailer market statistics,

Highlights from the survey of 560 business owner respondents
across a range of U.S. industries include:
• Sixty-six percent of business owners indicate they are optimistic about the U.S. economy increasing in 2020, with 28 percent believing it will remain flat.
• Despite the economic uncertainty that can accompany an
election year, 82 percent of business owners expect business
sales to grow, with only 5 percent anticipating sales to go
down.
• Optimistically, 68 percent think their overall cash flow will be
positive, with only 8 percent believing it will be negative.
• While ongoing international trade issues have caused some
business owners to proceed with more caution, 66 percent
indicated that the U.S.-China trade war specifically will have
no effect on their business in 2020. The same goes for recent
tax law changes, with 48 percent of respondents indicating no
impact to their overall tax burden.
• Confidence in hiring was supported by close to 60 percent
who plan to add staff, with only 3 percent anticipating a
reduction in staff.
• Fifty percent expect their capital spending to increase, with 38
percent indicating it will stay the same, and 13 percent projecting a decrease.
• According to one-third of the small business owners surveyed,
the biggest challenge they face is securing capital. Other challenges cited include increasing profits and hiring employees.
“It is encouraging to see that small business owners remain
largely optimistic about the economy and their growth prospects in 2020,” said QuickBridge President Ben Gold. “We hope
to support as many businesses as possible this year with funding solutions that meet their needs and help them realize their
growth expectations.”
Survey: Middle-Market CFOs Making Bold Moves Despite
Volatility
Middle-market chief financial officers are facing widespread
shifts — from trade wars to digital disruption—but they aren’t
backing down from the challenge. According to BDO’s 2020 Middle Market CFO Outlook Survey, 56 percent of middle market
CFOs expect a recession by 2021, but they are forecasting positive performance and forging ahead with growth plans.
GETTING IN THE GROWTH GAME, NOT SITTING ON THE SIDELINES
When it comes to growth plans, more than half of middle-market CFOs (54 percent) are prioritizing digital transformation,
while product or service expansion (53 percent), geographic
expansion (41 percent) and restructuring or reorganization (38
percent) are also primary areas of focus.
At the same time, CFOs see the need to invest internally, saying they will increase spending on IT, R&D, marketing & sales,

30

NEWSLINE Mar/Apr 2020

finance & accounting, customer service, risk management and
HR.
These investments and growth plans are expected to pay off:
81 percent expect revenues will increase, and 77 percent say
profitability will increase.
The Quadruple Threat of 2020: Tech Transformation, Trade, Tax
and Talent
TECH TRANSFORMATION
Middle-market CFOs are balancing innovation with risk and
investing in IT infrastructure in order to scale and secure their
businesses—seven in 10 CFOs plan to increase IT spending.
CFOs are rightfully acting against top identified threats: a data
privacy breach and falling behind on tech innovation. IT and
information management are also noted as top challenges for
the finance department.
TRADE
The economy and the impending presidential election top CFOs’
list of geopolitical challenges. Trade is ranked third on CFOs’ list
of geopolitical challenges and is intertwined with both the economy and election. In fact, more than 1 in 4 CFOs say trade and
tariffs are their top policy issue in the 2020 election.
2019 was characterized by unending shifts in trade policy, particularly with key partners like Mexico and China. The administration vacillated between tariff positions, leaving many companies shouldering additional costs and extreme uncertainty.
While a “phase one” deal with China was signed and supply
chain reorganizations or exemptions may provide relief, for
many businesses, trade remains an existential threat.

TAX
The reduction in the corporate tax rate was a boon to many, but
middle-market CFOs are still struggling to implement tax reform
changes and subsequent guidance. One in 5 CFOs say tax policy is their biggest regulatory issue. Nearly one-quarter of CFOs
(23 percent) say adopting new guidance on federal tax reform is
their top tax challenge, more than transforming the tax function
(21 percent) and navigating shifting trade and tariffs policies (18
percent). Regardless of the results of the impending presidential election, it is likely additional changes are on the horizon.
TALENT
Achieving CFOs’ aggressive growth goals in a low unemployment environment requires a keen focus on talent strategy.
Recruiting and retaining top talent is the second most cited business priority of CFOs. The battle for talent will be hard fought:
Increasing labor costs (21 percent), shortage of skilled workers
(18 percent), retaining key talent (17 percent), training & development (17 percent) and attracting new talent (17 percent are
the primary workforce challenges.
BDO’s Middle-Market CFO Outlook Survey is a survey of 700
middle market CFOs in the U.S. The survey was conducted by
Rabin Research Company, an independent marketing research
firm, in November 2019. View the key findings and industry
reports here.
Please send your company's news items to
mdickinson@advisorpubs.com

Your client’s credit history may be challenging,
but getting their deal done won’t be.
Any Credit Score
Past Bankruptcies

Liens & Judgments
Start-ups

Sale-Leasebacks
Owner-Operators

2:1 Total Collateral Funding Amounts
15 Point
Early Payoff Discounts
to Funding Amount from $10k - $250k Commissions Always Available

Contact
Charla Laird
310.432.2935
dakotafinancial.com
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LESSORS/FUNDING SOURCES:

Cautious Optimism Amid
Uncertainty in a
Competitive Market

In February, Newsline met with four lessor/funding sources to
discuss their views on the equipment finance industry for 2020; the
competitive environment; and how a possible economic slowdown
and Presidential election may impact CAPEX demand.
Newsline: Thank you for joining us for
this year’s discussion. Please provide
our readers a brief description of your
company.
Dale Kluga: I founded Providence Equip-

ment Finance (PEF) (FKA Cobra Capital)
20 years ago after selling my interest in
my first small-ticket, app-only leasing
company. PEF is an equipment finance
company that funds low six-figure to
mid-seven-figure / full financial statement / emerging growth / non-conforming EFAs and ELAs. I sold Cobra in
2016 to Providence Bank & Trust, a $1
billion privately held community banking organization to scale the successful
Cobra model and continue to run it for
the bank. Over half of our business is
indirect through TPOs, including brokers. Our direct business mostly comes
from established referral relationships.
PEF is an underwriter, funder and servicer with no direct sales staff. We are
a national equipment funding source
and generalist which considers most
equipment asset classes and industries. Our primary target customer
has $1 million to $10 million in annual
revenue. We have also funded companies which have become much larger
emerging growth businesses. Our clients are growth oriented, which is one
of our four primary business criteria,
along with experienced management,
essential equipment and adequate
DSC.
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Scot Lund: Crestmark provides innova-

tive financial solutions for businesses
nationwide. Financing solutions include
asset-based lending, accounts receivable financing, lines of credit, term
loans, factoring, machinery/equipment financing and equipment leasing.
Crestmark has extensive experience
in helping many industries, including
transportation, manufacturing, staffing, petrochemical, renewable energy,
medical receivables, government contractors, hospitality/hotels, insurance
agencies, and technology hardware/
software. Crestmark, a division of
MetaBank, has its corporate office in
Michigan, with additional offices in California, Florida, Louisiana, Tennessee,
and representatives nationwide, and a
Canadian foreign representative office.
Crestmark Vendor Finance (CVF) is the
vendor equipment finance division of
Crestmark. Most of CVF’s business is
sourced through third-party originators, brokers and referral sources. Our
focus is in industries with needs for
transportation, machinery, medical,
construction, fitness and other capital
equipment. We have a unique credit
scoring model that helps to focus the
quality of our solutions. Key variables
we incorporate include PayNet, number of years in business, personal
credit scores and previous comparative credits.

Gary Souverein: 2020 will mark Paw-

nee Leasing’s 38th year. We’re part of
a very select club, and may be the only

one remaining, that has been around
that length of time while dedicating
100 percent of our resources to the
third-party origination channel. The
many credit cycles we have navigated
have supported our evolution from
our roots as a niche funding source
to today’s offering of a full range of
national, small-ticket credit products
from prime to nonprime, including
start-up credits, in almost every asset
class.
Adrian Weber: Entegra Capital is a
small-ticket lessor specializing in
financing essential-use assets to small
and medium-sized businesses. Entegra
Capital sources its business through
longstanding relationships with thirdparty originators (brokers) across the
United States. For performance reasons Entegra Capital has been selective
so as not to originate in certain geographic areas, such as certain counties
in South Florida.
Newsline: Consumer confidence and
overall borrower confidence are at or
near historical highs. Do you anticipate borrower confidence will begin to
waiver in 2020? What are you hearing
from your various business sources in
regards to borrower CAPEX planning
for 2020?
Kluga: With respect to CAPEX, busi-

nesses impacted by trade tariffs have
put some plans on hold and are waiting
for the next shoe to drop with respect

Dale R. Kluga
President
Providence
Equipment
Finance, a
Division of
Providence Bank
& Trust

to U.S. trade negotiations with the EU.
Companies importing finished goods
seem to be more at risk from U.S. trade
policy than those U.S.-based manufacturers importing raw materials. Borrower confidence will depend upon if
and how each company is impacted by
these trade wars and the political outcome this year.
Lund: We are very confident that 2020

will be a good year. While the economy may slow down, our growth will
continue based on the strength of our
originating partners, and our ability
to structure financing solutions that
meet the unique needs of our customers. Our lending portfolio and partner
structure is built to service a multitude
of industries, which helps provide balance in any economic climate. And
we’re forecasting growth in several
sectors that should drive the need
for increased capital expenditures
throughout the year.
Souverein: Cautious optimism contin-

ues to be the prevailing opinion we
gather from our broker/lessor partners, who are gathering that sentiment
from their vendor and customer contacts. Borrower confidence remains
positive, bolstered by robust consumer
sentiment in the U.S. With unemployment at 50-year lows, a strong stock
market and housing market, and prevailing low-interest rates, it’s difficult
to see these “goldilocks” economic
conditions substantially faltering. That

Scot R. Lund
Division President
Crestmark
Vendor Finance,
a division of
MetaBank

said, national political and geopolitical
circumstances may be the most significant prevailing headwind that could be
the catalyst to a future slowdown; trade
uncertainty, geopolitical tensions and a
change from a Republican administration all make for a tricky outlook for
2020 and beyond.
Weber: At Entegra Capital, our approach

is to maintain a vigilant stance with
regards to the macro economy. As is
the case with many industry veterans, the scars of the Great Recession
are still close to the surface and, if left
unchecked, can blind or at least skew
ones thinking regarding risk. That having been said, we are hearing from brokers that small-ticket borrowers, who
behave very similarly to consumers,
still appear to be unphased by borrowing to buy that shiny red truck, yellow
bulldozer or blue trailer.

Newsline: History has shown that
during strong economies, some lenders will “loosen” credit underwriting
standards to win business. Would you
agree this is happening in the market
today? What is the best way to compete against such lenders?
Kluga: There is absolutely no question
that credit standards have loosened
along with irrationally exuberant borrower low-rate expectations. There is
simply too much capital chasing too
few deals. As the economy slows, this
condition will become exacerbated as

Gary Souverein
President
Pawnee Leasing
Corporation,
a Chesswood
Group Limited
company

Adrian Weber
President and
CEO
Entegra Capital

excess capacity increases. Companies
with continuing losses and high leverage, which solely rely upon continuing
private equity rounds or guaranties,
are still commanding below market
rates which are hardly justifiable for
the apparent risk. Those companies
operated by management having little
skin in the game who have not properly
diversified their capital base beyond PE
funding will be the first to suffer in the
next downturn.
Lund: To be a strong player in this type
of market, we make sure that we are
vetting the right originating partners
who truly understand the value of a
dedicated funding source, and who can
move extremely quickly in structuring
customized funding that meets capital expenditure needs. Because we’re
focused on the unique requirements
of each customer at any given time,
CVF is extremely easy to work with, so
we don’t have to work within the pressure of loosening our standards; nor
would we. If the relationship is weak
with the originating source, you can
expect downward pressure because
they don’t recognize the value of the
product and service you provide; so,
we avoid or vacate these relationships.
We seek true partners, not those who
are focused on building partnerships
based on pricing alone.
Souverein: The “credit cycle” has been

a constant concern and dialogue in
our business operations and planning
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for several years. It seems as if, unlike
many of our peers, the lessons of the
financial crisis are very much at the
forefront of our minds as we’ve navigated the market in the last few years.
We can recall asking ourselves, daily,
back in 2006-08, if our, mostly newer,
competitors had figured out how to do
OUR business better than we did. We
intentionally contracted our business
for 23 straight months leading up to the
fall of 2008; and that was a prescient
decision as almost every competitor
was either out of business or left the
broker channel when the crisis began.
As 2008 closed, with everyone “running
for the hills,” we began to implement
our growth strategy in the near-prime
and prime credit markets. That backstory is pertinent to today, because as
we have grown our prime business,
our legacy non-prime lines of business
have been contracting as we work to
remain disciplined in our underwriting
in response to competitors doing our
business, often at rates that are HALF
of ours. Our most seasoned brokers
describe our competitor’s behaviors
(how they price and risk taking) as irrational and unsustainable.

I have operated in for over 30 years.
But to survive in this business, I have
learned from my mentors that you also
need to be able to know when to say,
“no thank you.” Understanding the customer’s business, providing the best
advice and service possible, and continuing to support the client’s needs as
they grow is what we do every day. The
Cobra (now PEF) business model was
never a treadmill business model predicated upon volume to feed the overhead animal. Our focus for 20 years
has always been based upon logic and
profitability, not revenue.

Weber: The concept of “loosening”

source and just like our broker/lessor
partners, neither of us are earning
business because we have the lowest
price. We’re not a bank and brokers
are not direct lenders, so the lowest
price has never been a value proposition for either of us. We find that
our fundamental value proposition
remains largely unchanged: first, we
focus on relationships and having our
staff know our partners — it sounds
old fashioned but people still like to do
business with people they know and
like. Second, have a quick but common-sense credit process; this means
the deployment of automation coupled
with a human touch to every credit
application. Finally, we excel in the
funding of transactions. In addition to
our speedy and efficient funding processes, we were first-to-market in providing our brokers and the lessees with
electronic signature lease agreements.

credit to win business is antithetical
to our view. Maintaining a disciplined
approach to underwriting standards,
while communicating effectively, internally and externally, not only what the
standards are, but also why they are
what they are. This is often significantly
more challenging, particularly as technologies evolve.
Newsline: Financing expectations from

borrowers, brokers and equipment
vendors are evolving as competition
intensifies. What are the most important requirements your company must
meet to satisfy the needs of not only
the borrowers, but your vendors and/
or brokers?

Kluga: Competition has recently increased

in the non-conforming space, which
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Lund: Speed plays a significant role; a

quick “no” is better than a slow “maybe.”
And through our technical inputs
there is no reason why we cannot give
prompt answers. The second most
important thing is the relationships
we establish with our sources — direct
access via phone or email, responsiveness, industry knowledge and flexibility
— it is very important to our sources.
Third, we educate our sources on what
we are looking for in each deal so there
is a clear understanding upfront.

Souverein: As an independent funding

This further enhanced the speed, simplicity and accuracy of our funding processes and has enabled our brokers to
win business and be an easier provider
of financing than their competition.
Weber: We believe in delivering a differentiated product, superior service and
treating our customers, employees,
broker partners, vendors and stakeholders with care, dignity and respect.
Newsline: Fintech lenders are continu-

ing to enter the equipment finance sector and aggressively targeting equipment financing for small to mid-sized
businesses – that now expect rapid
credit decisions and funding. How has
this “rapid decision making” expectation impacted your overall business
strategy? Has your company invested in
platforms to speed the credit approval
and funding process?

Kluga: Since PEF is a traditional full
financial statement funder, we are less
impacted by blind black box, pureapp only scoring models which failed
during the last recession. Even the
app-only funders who advertise largeapp-only funding amounts up to midsix-figures are inefficient since most of
those deals end up getting processed
manually as exceptions to their small
ticket app-only process. We see many
of the app-only large-ticket turndowns
which most brokers first attempt to get
approved on an app-only basis without
having to do heavy lifting of gathering
financials and underwriting manually. I
saw the same fintech exuberance in our
industry’s small-ticket credit meltdown
in 1999, one year before the 2000 dotcom crash, and again in 2007, one year
before the Great Recession. Scoring
models only work if the assumptions
remain accurate, which they never do
during irrationally exuberant credit
markets and a fatal downturn.
Lund: We recognize the desire for rapid
response, so Crestmark has invested
substantially to automate as much
of the process as possible. In the last

two years, we moved toward response
times of days to hours to minutes in
some instances. And within the near
future, we anticipate being able to
provide certain automated conditional
approvals based on just a few variables. This will be a game changer.
Souverein: Our turnaround times on

lease applications continues to be very
short, as it has been for a decade, while
we continue to build out faster and
more robust processes. Technology
has enabled us to continue to enhance
that process as well as the credit information used to facilitate credit decisions. Our online portal provides our
broker-customers with a state-of-theart digital interface through which they
can conduct all of their business, if they
so choose, while the lessee can receive
and complete our digital contracts in
minutes. In short, if we receive a fully
complete application that meets our
credit standards, we can approve AND
fund a transaction as fast as any funder
in our industry.

Weber: We built our first empirically

derived and statistically sound risk
model in 2002, in large part to promote
expediency, but more importantly consistency of decision making and benchmarking. In today’s world, where every
second counts and every byte matters,
having capable systems and data ecosystems is imperative to move beyond
survival and innovate!

Newsline: Have your deal submittal
requirements from brokers changed
over the past 12 to 18 months to
accommodate the competitive landscape faced by brokers? What differentiates a “strong broker” from a less
desirable broker relationship?
Kluga: No. Our traditional underwriting

criteria has remained consistent for
each of the last 20 years, which is why
we have incurred cumulative losses of
only $100,000 on over $150 million of
business. We have done this through
every economic cycle. All of our brokers

are excellent at what they do because
they are survivors and have on average
over 20 years of experience.
Lund: Crestmark has always, and continues to, value the strong broker.
These individuals and companies will
pull much of the credit information
and determine the credit worthiness
before submitting the opportunity to
us, making for a more effective process
for all. Weaker sources tend to pull a
FICO score, write a sentence about the
opportunity, and pass it off, and we’ve
found these brokers are not a good or
viable fit within the Crestmark team of
funding sources. Our goal is to be all
value-add to those with whom we do
business, so we expect like-minded
partners in accomplishing that goal.
Souverein: Since we have a symbiotic
approach to our program development
with our brokers, we’ve not experienced a demand for altering our credit
underwriting.
Weber: We have seen changes in

the competitive landscape and have
launched new tech products to support
our brokers partners. Each brokerage
is unique. We are constantly impressed
by the ingenuity, tenacity and work
ethic of the brokers with whom we
work. As to the question of differentiation between a “strong broker” and
a less desirable broker, we would say
that it is much like all relationships, it is
a two-way street and if one party mistreats the other, well things are likely to
go less swimmingly.

Newsline: Do you believe the economy

is likely to experience a economic slowdown in 2020?

Kluga: It already has slowed a bit. Irre-

spective of who gets elected, until the
trade wars subside and the grandstanding, self-serving embarrassing
politicians on both sides of the aisle in
Washington bring our country together
from its divisive history of extremism, it
could get worse this year.

Lund: Only if 51 percent of us believe it

will slow down! We’re constantly defining new solutions to expand financing
capabilities within the markets that we
serve; being inventive in our funding
solutions, as well as maintaining a “we
help” mentality, is the core of what we
do. Additionally, our merger with MetaBank has offered both organizations
an expanded platform for greater efficiencies and to synergistically grow the
products and services we provide. We
positioned for a very strong 2020.

Souverein: Just last month, a Deloitte
fourth-quarter survey of CFOs stated
that 97 percent of CFOs think we are
headed for an economic downturn
but just 3 percent expect a full-blown
recession, while fears of a recession
have dropped from 15 percent to 3
percent from a year ago. That same
survey indicated that two-thirds believe
the upcoming election will materially
affect the U.S. economy beyond 2020.
Speaking personally, I do believe that
the next election looks as if it may once
again be a choice of the lesser of two
evils. Furthermore, I believe that if a
strong
anti-capitalist/socialism-oriented leader is elected, we will see
business sentiment become more constrained, which may be very negative to
our industry.
Weber: Make no mistake, I am NOT an
economist, and no I don’t play one on
TV. The data is, however, clear that in
certain sectors, notably transportation,
there has been a downturn. Looking at
leading economic indicators, the downturn first manifested itself in June of
2019, however, my, layperson’s view
is that, given that we are in an election year, there is a high likelihood
of further stimulus, but ultimately a
fourth-quarter slowdown.
National Equipment Finance Association
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There’s an API for That

In today’s competitive commercial finance environment, traditional
lessors and lenders may wish to consider adopting fintech technologies
to improve efficiency.
By Kristian Dolan

Fintechs, also known as financial technology companies,
utilize technology to offer financial services that tend to be
more efficient than what is typically offered by traditional
lessors and lenders.
Any Lessor or Lender Can Become a Fintech
APIs (Application Programming Interfaces) are blurring the
line between fintechs and traditional lenders. By understanding a few simple concepts and implementing platforms
that can harness those concepts, traditional equipment
finance companies can become successful fintechs.
API is a concept that has been around for decades. However, just recently companies of all sizes have been able to
harness the power of APIs for their own benefit. APIs allow
companies to build out their technology capabilities similar
to how you would assemble Legos.

Is the Platform Approach for
Everyone?
Of course not. The platform approach
requires a company to be proactive in
its technology solutions. It also requires
a mindset of continual improvements
and iterations. You need to be content
with the concept that you are never
done and will constantly be evolving.
Historically, you might have decided
Kristian Dolan
that you will partner with one vendor Tamarack
and “ride that train” while hoping you
end up where you want to go. This is not necessarily a bad
concept and for many this might be the best approach. However, if you want to harness the power of APIs and want to
take ownership over defining your niche, your processes;
the platform approach is for you.

Do you want to validate an applicant via facial recognition
and their driver’s license? There’s an API for that. Do you
want to pull credit, bank statements, tax returns, SOS? There
are APIs for those. Do you want to automate syndication of
a deal to a different lender? There is an API for that. Do you
want to use AI to help with credit adjudication? You guessed
it, there’s an API for that.
Today’s successful fintechs are not building APIs from
scratch; they are orchestrating independent APIs into a cohesive strategy. There is a revolution that has happened in the
finance industry and micro services seem to have appeared
from out of nowhere. While fintechs have been some of the
first to take advantage of these services, traditional lenders
still have the opportunity to do the same. Whether you are
a big or small lender, with the right plan in place, it’s possible. Keep in mind there is a complete democratization of
technology underway. While it does require some level of
investment to implement a robust technology roadmap, it’s
a fraction of what it cost ten or even five years ago. In fact,
by taking a “platform” approach to software, the long-term
flexibility and agility should pay off.
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At a high level there are two major paths you can go when
you’re looking to implement software:
1. Traditional Software — With this approach, you partner
with a single vendor. You purchase and implement their
software. If you need customizations, you engage with
that vendor to customize based on your needs and their
strengths. You look to that vendor for future upgrades
and industry best practices.
2. Platform — With this approach, you’re not committing to a single vendor. You are implementing a platform
and then orchestrating how the components will work
together. A similar analogy is the iPhone or Android phone.
You and your friend might both have iPhones, however,
the apps you have loaded can be completely different
than the apps on your friend’s phone. This is the platform
approach with the iPhone being the platform and the apps
being the add-ons.
Defining the Key Concepts
Let’s take a minute to learn a few of the basic concepts. The
first thing we need to do is have a little paradigm shift on
how we feel about and look at our software and software
vendors.
1. APIs — APIs, simply speaking, are much like a master
lease agreement. However, rather than speaking in terms
of money transferring, we’re talking about data. For example, you submit a Social Security Number and return a
credit report.
APIs can also be thought of as “Services.” In tech circles,
the concept of micro services is often used to refer to
these things. Again, we use the analogy of Legos. Think of
when you were a kid and you had the bin of Legos from
which you could create anything you wanted. That is the
software world today. Each of the APIs is like a “Lego” block
you use to create your unique solution.
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2. Platform — A platform is much like a Lego base plate.
It’s the software that allows you to add components.
It is the technology in which other technologies can be
built upon. Think of the iPhone, again, as the platform
and all the apps as the “add-ons.” The platform allows you
to “plug and play” a variety of components. The ease at
which you are able to “plug and play” is dependent on the
platform you use. Some platforms, such as Salesforce.
com, allow non-technical users to easily download “apps”
and immediately make them available. Some platforms,
such as Amazon Web Services (AWS) offer more flexibility, but do require more skilled developers to execute the
plug and play.
How Do We Become a Fintech?
A multi-step, well-thought-out approach is critical to ensure
your path to becoming a fintech is successful.
1. Define your niche and your core competency. You
need to have a clear understanding of your niche. Do you
understand medical equipment more than your competitors? Are you able to adjudicate the “story credits” more
creatively? Do you have deep relationships in the transportation sector? Are you looking to provide financing for
the “thin” credit customers? Understanding the areas that
make you unique will help you define what micro services
you should focus on. There are methodologies, such as
Entrepreneurial Operating System (EOS), that serve as
business frameworks to help you structure your focus.
2. Define your roadmap. Once you have a clear vision and
have defined your niche, start with the end in mind. That
said:
• Always be agile so you can respond to changing customer and competitive factors.
• There is no need to “boil the ocean.” Third-party vendors can be engaged to provide an objective voice in
helping define your road map and your key incremen-

tal steps to get to the end state of that roadmap.
If you choose the right partner, they should also
challenge your assumptions and how you do
business today.
• Finally, you need to determine the level of technical sophistication you are looking to build. This
will largely depend on the framework you choose.
3. Choose your team. Having team members
that understand what’s important and what
is not, is crucial. Your team members need to
understand what you do today, but also where
you want your company to go in the future. You
are about to undertake a technical implementation, so it will be important to have someone on your team that understands technology
projects. This can be a part-time person or full
time depending on your organization and your
specific needs. But having someone upfront is very
important to validate your roadmap and to help
with steps four and five.
4. Select your Platform. As mentioned previously,
this is the base for your “Legos.” Again, looking
back to the decision you made on the technical
sophistication of your team, you should choose
your framework. If you want to build a truly robust
technical team, then building your framework on
Amazon Web Services (AWS) or Microsoft’s Azure,
might be the framework you select. If you want to
be able to rapidly respond to the market without
the need for developers, then you might want to
consider frameworks such as Salesforce.com,
Medix or Outsystems. Additional considerations
should include:
• Framework cost — Look at the total cost of ownership, i.e., upgrade costs, hiring costs, salary
requirements for staff, etc.
• Adoption in the industry — Every lender is
unique. However, 75 percent of what technically
needs to accomplished will be consistent with
that of your peers. If you adopt frameworks that
your peers use, there is a good chance that you
will be able leverage pre-built solutions.
• Configuration vs. Development — Ultimate flexibility is achieved by developing exactly what you
want. However, this can be the more costly and
time-consuming option. If you prefer to have
non-technical team members build screens,
functionality and workflows; you might want to
consider frameworks such as Salesforce.com or
Zoho.

senior developers on staff. If you go with a Salesforce or Outsystems approach, less technical
business users often can maintain and continue
to enhance the environment.
5. Choose your micro services and set priorities.
There are a wide variety of amazing services available to you. A couple of great resources that compliment APIs are:
• Search. E.g., try to Google “API Credit Score.”
• Attend technology conferences. A few where
you might get some great ideas are: Money360,
LendIt or Finovate.
• Talk to peers using the same platform. Try to
find user groups where ideas can be shared.
• Apply for credit. Personally, I have a library of
approximately 15 online credit applications so
that I have a good understanding of what other
companies do and am familiar with their user
experience.
6. The final step, start executing. If you do not have
internal resources, you can go to a third-party consultant or hire independently. It would be ideal if
you have a trusted person that can assist in selecting a developer because developers vary greatly in
efficiency, quality and capabilities. Remain consistent to your priorities, rely on your team (whether
employees or partners) to help execute the roadmap as simply as possible.
Lastly, execute in a strategic way. For example,
if you want to automate credit decisioning, you
might want to combine several APIs to: Pull Personal Guarantor Credit Reports, Background
Checks, Business Credit Reports, Automate Financial Spreading, Automated Bank Fees, or even utility bill payments, etc.
In summary, although fintechs are relatively new,
any financial service company can become a fintech
if they choose to do so. With a strategic plan in place
and the right team to help you define and implement
that plan, becoming a fintech might be the perfect
step to take your business to the next level.”
National Equipment Finance Association
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Brokers Weigh Their
Options in an Evolving
Economic Climate
The equipment finance industry is greeting
2020 with optimism, while some analysts see an
economic slowdown on the horizon. Newsline
spoke with three experienced equipment finance
brokers to see where they stand.

Newsline: Thank you all for taking the

time out of your busy days to join us
for this annual special feature. Please
describe your business for our readers – how many years have you been
in business, your targeted equipment
classes, typical transaction sizes and
the types of transactions you pursue.

Bryon Williams: Derix Capital Finance

was founded in 2018 with the intent
of providing debt financing options for
asset-intensive businesses. Our primary focus in the equipment space are
companies that are industrial in nature,
such as construction, manufacturing,
energy services and crane/equipment
rental. Our typical deals are in the A to
B- credit range in the low six-figures,
but extend well into the capital market
space.

Steven Geller: I have been in the equip-

ment finance and banking industry
my entire career dating back to 1969.
I have been specifically in the broker
marketplace since 1982 having worked
as a credit manager and senior executive at two industry funding sources
in the broker community. I was also
the manager of the broker division of
one of those companies, a public company, for ten years through 2001. I
started my own business in 2001 working with brokers – placing their deals
with funders in the industry and some
private equity players. We engage in
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fee-splitting and all lenders we work
with know there is a sub-broker on the
transactions we submit. I have no concentrations or specialties, and I work
with a core group of brokers who send
me a wide range of deals. We are generalists and focus on a wide range of
deal sizes from $500,000 to multi-million-dollar deals. I can proudly say that
I created a niche in the business that
has not been emulated by any intermediary in the industry. My deals are full
disclosure with the lender and broker.
Theresa Kabot: Kabot Commercial Leasing (KCL) operates two divisions: a thirdparty origination division that has been
operating since 1996, and an in-house
portfolio of equipment finance contracts that commenced in 2014. KCL
finances equipment in all 50 states and
focuses primarily on hard collateral
with the exception of over-the-road
trucking. Our average transaction size
is $110,000 and we specialize in the A
and B credit arena.
Newsline: The lending sector has been

and remains highly competitive, with
banks, independent finance companies, specialty lenders and fintechs all
pursuing equipment transactions. As
an experienced equipment finance
broker, how does your company differentiate itself and compete against all
these players?

Williams: Before starting this company, I spent almost two decades as an
equipment fleet executive in an industrial service company. I’ve personally
bought, sold and financed almost
everything we finance now. My biggest advantage is showing a customer
that I’ve been in their shoes and can
quickly identify their needs and the
best solution to their problem. Despite
my occupation now, in their eyes I’m
not a “banker,” I’m more of a peer who
can help them source the capital they
need. Having the ability to get down in
the weeds of their particular asset, talk
the mechanical talk and understand
how this asset(s) fits into their business
tends to break down the commodity
perception of our service in the industry.
Geller: My wealth of experience helps
me understand the deals and explain
them to the funder properly in order
to satisfy all of the lender’s concerns.
My wide-ranging network of funders is
helpful to my brokers who may need
a home for a deal that may be a concentration issue for their core lenders
or for deals that are outside of their
normal niche with no lender available
to them. I help brokers who are better
at selling the client on financing than
doing the paperwork and getting deals
approved.

My experience with
credits that are outside
of bank criteria is they
depend greatly on service
and trust from a broker.
— Bryon Williams

Kabot: KCL acknowledges increased competi-

tion from banks and funding sources, however,
the competition from fintechs has not been as
impactful — at least not yet. We attribute this to
the types of businesses we fund and the expectations of our customer base. The business model
at KCL is relationship driven. Our clientele appreciates the simplicity of our programs over bank
offerings and covenants. When it comes to tech,
our clients appreciate the ability to pick up the
phone and talk with a human who understands
their business and their needs.

Newsline: What is most important to lessees/bor-

rowers in this environment – is it just about low
interest rates and speed of approval and funding? Or, does having established and long-term
relationships with borrowers/lessees and equipment sector expertise still play an important role
in winning business?

Williams: That depends on the borrower. Obviously in the upper-tier credits, rate is always a
hurdle that sets the entry bar high, but I am a big
believer of the service component as well. Last
year, we closed a $13 million “A” credit deal competing directly with two very aggressive banks. In
the end, the customer put our service to them at a
premium value to rate. My experience with credits that are outside of bank criteria is they depend
greatly on service and trust from a broker. We try
to be very transparent with the options available
to our non-bankable customers ahead of shopping their deal to make sure expectations are
aligned with the market.

Geller: It really comes down to explaining to the

client why a payment is what it is and getting
them to understand that we represent them and
try to get the best deal at the best rate. Based on
their credit-worthiness, the payment and terms
are going to be very similar to what anyone else
can offer. Trust is important as well. Many times,
however, we obtain approvals for more challenged credits and offer them to our clients who
don’t understand why they are not paying a 6 percent rate. Those deals just go away and we never
know what happens to them.

Kabot: When ranking what is currently most
important as it pertains to vendor relationships,
turnaround time as well as industry expertise are
at the top. Not only do vendors need fast funding
and quick answers, they need positive answers.
Working with a TPO like KCL that has a wide variety of equipment financing sources makes it easier to get more approvals and allows equipment
suppliers to focus on selling equipment instead
of finding funding. That’s the TPO’s job. As far as
borrowers go, rate and payment are tied in with
relationships. Many of our customers tell us how
cool it is to be able to pick up the phone, or send
a text or email and know they can connect with
someone at the other end who understands their
business and their story. This doesn’t mean that
KCL specializes in story credits; but we do specialize in getting to know our customers, listening to
the story about how they started, how it’s going
and where they hope to be in five or ten years.
We want to be a part of their success. The great
thing about a TPO that partners with a variety of
funding sources is that we can help them through
the rough times, too.

Steven B. Geller
Owner
Leasing Solutions
LLC

Theresa Kabot
Founder and
Manager
Kabot Commercial
Leasing LLC / K2
Funding Group
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I like to be fully transparent
with my lenders and tell them
both the good and the bad
on deals and why they make
worthwhile investments.
— Steven Geller

Newsline: Recently, a few funding

sources have stated they have “shortened their lists” of approved brokers
– focusing on brokers they know and
trust that can consistently bring them
viable funding opportunities. How
would you describe the environment
today for finding new funding sources?

Williams: We are still expanding our
lineup of lenders, so I deal with this regularly. We have a pretty clear direction
on what we’re after in the market, how
we plan to get that business and what
kind of lenders we need. We’re taking
more of a relationship-based approach
than a shotgun approach. If I take on
the task of asking a lender to onboard
Derix, I intend to use them and build
a solid relationship, not just have that
“club in my bag.” I try my best to make
sure we can bring as much value to a
new lender as they are bringing to us.
When it comes to lender expectations,
it appears the lenders at the top end
of the credit pool are tightening down
on who they bring and keep onboard.
I think brokers really need to show
themselves as a value to a bank and
that they will be a good representative
of that bank and its products. What I
hear from bankers speaking candidly is
they are not interested in someone that
is going to just forward over a few apps
and docs as they come across opportunities. They are looking for quality deal
flow that is going to be well-packaged
and within the bank’s target markets.
Geller: I like to be fully transparent
with my lenders and tell them both the
good and the bad on deals, and why
they make worthwhile investments. My
lenders trust me because they know my
experience and respect my integrity.
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Kabot: When it comes to funding
source expectations, we perceive two
types. First, there is the group that is
concerned with building their database. They want every deal submitted
so that they can build data and finetune their scorecards. The second is
the bank or source that is more concerned with the scorecard and efficiencies. These companies are tracking
submissions, approvals and fundings.
They also track portfolio performance
and consult with the frontline staff that
interacts with their TPOs. These banks
and funding sources have established
thresholds of where they want to be as
far as efficiency ratios. I think we can all
agree that it comes down to the 80/20
rule. Eighty percent of your business
comes from 20 percent of your customers. This is where you want to invest
your efforts. Equipment financing is
a fast-paced, highly competitive and
sometimes high-risk business. Funding
sources and banks have to put a lot of
faith and trust in their TPO partners to
do the due diligence and submit the
transactions that feed their appetite
while protecting their interests.
Newsline: Funding sources are hungry
for business. From your perspective,
what differentiates a “highly reliable
funding source” from a less reliable
funding source?
Williams: I put a great deal of value in

lenders that provide detailed information upfront on what they expect. The
more I know about their credit box,
document requirements, pricing, fees,
etc., before I bring a lender a deal, the
more value I put on that lender in our
lineup. Essentially, when I send a deal
in, I want to have a strong level of cer-

tainty that deal is going to get approved
and I can explain to our customer what
their fees, timeline, commitment are
going to be prior to presenting a term
sheet. Every lender has a strike zone. I
want a clear understanding of what fits
for a particular lender. Showing me the
outer fringes of your credit box to get
us in the door, and then denying deals
inside those parameters is a great way
to get us moving on to another lending
relationship.
Geller: It is the development of a
relationship and mutual respect that
comes from conversations by phone,
email, meetings at conferences and visits to the staff at lender’s offices. I am
happy to visit a lender and meet all the
back-office people in the credit department, documentation and collection
staff – the people who you deal with
on a daily basis who never show up
at industry conferences. It helps when
they know me and acknowledge my loyalty in approvals and documentation,
especially when they will fund a deal
after I tell them I will take care of certain documents or obtain certain information that may be lacking upfront. I
will even offer to buy a deal back if I
can't satisfy a specific requirement. I
have paid back a lender who waived
interim rent, which was never collected
from the client. Selfishly, I always check
the New York Yankees schedule when
it comes out in the spring and plan my
visit to Seattle based on that date!
Kabot: A highly reliable funding source

is consistent, fair and accessible. A
highly reliable funding source empowers their employees with the tools and
confidence to make good decisions. We
are fortunate to work with quite a few

Equipment financing is a fastpaced, highly competitive and
sometimes high-risk business.
Funding sources and banks
have to put a lot of faith and
trust in their partners.
— Theresa Kabot

highly reliable funding sources. And if
you are reading this — thank you!
Newsline: Many brokers are now pro-

viding non-equipment financing products to their customers such as working capital solutions and real estate
financing. Do you see the need to provide a diversified product mix becoming more important in today’s market?

Williams: Having a stable of product

options for customers is always beneficial for both parties, but they need to
be complementary and offer the best
value. Knowing your customers’ operations and how those other products
could fit their needs is very important.
With technology changing the way consumers buy products every day, our
customers are shopping for financing
differently as well. Consumers today
know how to recognize and find what
is most valuable to them. Understanding what value your company offers
customers with each product line and
conveying that value to them is paramount. Having too many options that
don’t align or cannot be offered and
serviced properly is probably going to
be more counterproductive than just
specializing in one or two areas.

Geller: I am mostly an equipment
finance person, but if a good client
comes to me in need of working capital
I try to assist. I am not really interested
in other non-equipment business, such
as SBA or real estate mortgages, which
are time consuming and not within my
expertise.
Kabot: I think TPOs would be well-ad-

vised to diversify. How they diversify is another story. Unconventional

financing products are the wave right
now. We have worked some of these
products into our offerings and are
having mixed results. For example, the
working capital product tends to be an
expensive alternative. We are finding
that some of our banks and funding
sources therefore don't want to place
equipment financing for a company
with a large working capital loan balance. They understandably look like a
high risk. With that said, we have had
some big success stories with working
capital products for clients who can
realistically pay off the debt in the short
term.
Newsline: What is your outlook for the

equipment leasing and finance marketplace in 2020 considering consumer
confidence remains high, and there
is also talk of an economic slowdown
sometime in 2020?

Williams: Coming into 2020 I sense a
strong feeling of cautionary optimism. I
personally have quit listening to the big
recession drum being beat to death in
the media, to be frank, but I’m keeping
a watchful eye on the major economic
indicators. What we’ve seen in the Class
8 market is a little concerning, resulting in several lenders backing away
from that space. However, our manufacturing and construction machinery
vendors are still anticipating a strong
year. The November election is probably going to be the key catalyst as to
where this economy goes from here. In
the meantime, there is plenty of capital
deployed into our space and treasury
rates are keeping the cost of capital at
very attractive levels to borrowers for
the foreseeable future.

Geller: I try to stay within my market,

which is centered in businesses and
services that involve the production
and sale of products or extension of
those services that are necessary for
the purchasers. In that sense, I don’t
really follow economic trends and outlooks that in my experience are as predictable as the weather or the winner
of the Super Bowl.

Kabot: In 2018 we thought 2019 would

be the year of the slowdown, but here
we are starting out 2020 like the roaring twenties. The economy continues
to chug along and it is hot! We understand growth is expected to slow to 2
percent and our company can work
with the level of growth. Things may
slow down a bit, but we aren’t expecting it to grind halt. It will be interesting to see the long-term impact of the
current global health epidemic. We
can already see consequences in the
commodities market which impacts
some of the industries we focus upon.
We are excited for 2020, although as
far as our in-house financing and our
brokered business, we are looking for
slightly stronger credits and making
less exceptions. Sometimes getting
the slightly stronger credit just means
getting additional details that complete
the full story and that is why it is a great
time to be in the equipment financing
industry.
National Equipment Finance Association
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The Economy in 2020:
Slowing but Growing
The odds of a recession have declined and remain low, explains Elliot
Eisenberg, President of GraphsandLaughs, LLC, economist and the
keynote speaker at NEFA’s 2020 National Equipment Finance Summit.
By Elliot Eisenberg, Ph.D.
Despite substantial political upheaval,
a largely dysfunctional Congress, an
upcoming election and slowing growth
both here and abroad, economically
speaking the next 12 months should
be fine. Trade concerns are lessening,
looser monetary policy is now globally
pervasive and thus financial conditions
are improving. The odds of a recession within the next year have declined
Elliot Eisenberg
GraphsandLaughs, and remain low — about 25 percent —
LLC
despite being in the longest economic
recovery in US history. Importantly,
inflationary pressures are virtually
non-existent, and thus the Federal Reserve, which cut rates
three times last year, will again have the luxury of cutting
rates further if necessary, to prolong the record expansion
we are enjoying.
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A major reason for the slowdown here in the U.S. is that the
fiscal stimulus from tax cuts passed in December 2017 is
over, and debt-financed spending increases passed by Congress will be smaller in 2020 compared to 2019. Given the
recent passage of USMCA and a Phase One deal with Beijing,
trade should add to GDP, albeit in a limited way. Collectively,
this economic environment should clip 2020 GDP growth by
close to a quarter point. At this point, the Federal Reserve is
most likely to keep rates exactly where they are unless inflation rises quite dramatically, or if GDP starts to falter.
GDP growth during the next 12 months should average 1.9
percent, down from 2.2 percent in 2019. Unemployment will
decline still further from the current rate of 3.5 percent to
3.4 percent and maybe as low as 3.3 percent, rates not seen
since Richard Nixon entered the White House in 1969. Inflation, as measured by the CPI, will likely rise from 2.0 percent to 2.2 percent by year end. Looking at 10-year Treasury

Unemployment
will decline still
further from the
current rate of
3.5 percent to
3.4 percent and
maybe as low as
3.3 percent, rates
not seen since
Richard Nixon
entered the White
House in 1969.

rates, by year-end 2020 expect them to
be about 2.0 percent, up from the current 1.8 percent.
As for infrastructure spending, despite
periodic bouts of happy talk coming
from the Democratically controlled
House, the Trump administration and
the Republican Senate, no major legislation is being worked on because of a
complete inability to agree on a financing mechanism. Moreover, with the
presidential election barely 10 months
away, the chances of a breakthrough
in 2020 are nil. As a result, infrastructure negotiations will be put off at least
until the next Congress convenes in
January 2021, and possibly longer if the
next administration and Congress look
much like they do now.
The worker shortage will, regrettably,
worsen. Employer surveys all show
more firms than ever in an increasing
number of industries facing growing
difficulties recruiting workers, be they
skilled or unskilled. With unemployment at a 50-year low, the struggle to
find workers will worsen. As a result,
more firms will turn away work in 2020
than in 2019. With U.S. population
growth and immigration both slowing, albeit for different reasons, the
only solution is to pay higher wages to
attract workers and invest in labor-saving technology to boost output. Unfortunately, just as trade fears seem to
be subsiding, election worries are now
heating up. As such, spending on plant
and equipment is likely to be subdued
until the winner of the race for the
White House becomes clear.
Because of the ongoing labor shortage, rising input costs and rising land
costs, single-family housing starts will
rise by no more than 4 percent over
the next 12 months, an increase of
about 35,000 units. Multifamily activity should remain where it is at about
380,000. As for remodeling activity,
it looks to grow by just 1 percent to 2
percent, roughly the rate of inflation,
due primarily to meaningfully slower
house price appreciation, flat sales of
existing houses and limited downward
movement in mortgage and credit card
rates.

As for nonresidential construction
activity, overall growth in 2020 should
be quite muted at no more than 2
percent, which after accounting for
inflation, suggests real construction
activity will be flat. This is because total
construction growth has been steadily
decelerating since 2012 when it was
about 13 percent and is now moving
sideways. One major concern is that an
increasing number of projects at the
design stage have been delayed, scaled
back or cancelled. While the reasons
are myriad, they include meaningfully
higher construction costs, driven in
part by a lack of workers, and high levels of corporate debt.
Warehouses, cold-storage warehouses
and datacenters continue to be in great
demand due to the relentless rise in
online shopping, and the demand for
ever-faster Internet speeds. The only
other segment to be noticeably growing of late is educational, while commercial construction has been steadily
declining since mid-2019. Most other
segments, including manufacturing,
office and healthcare, are flat or close
to it.
Geographically, the South is the strongest region in the nation while the Midwest is the weakest due to chronically
weak agricultural prices and a mild
manufacturing recession. Public construction is currently performing quite
well as state and county revenues continue rising nicely.
In summary, growth in 2020 looks to
be slightly slower than what we experienced in 2019. This is primarily due
to the worsening worker shortage, less
fiscal stimulus coming from Congress
and rising political uncertainty due to
the upcoming elections. While interest
rates will probably remain unchanged
in 2020, the Fed is ready to cut rates
at the first sign of any meaningful economic weakening and thus the chances
of a recession in 2020 are low.
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Seven Tips to Fill Your Lead
Pipeline
Lead generation is as old as commerce itself. While the ways to find
prospects have evolved, the objective of targeting the right audience
remains constant.

By Don Cosenza
Despite whether
you’re operating
as a solo entrepreneur or managing a full-service
brokerage with a
generous staff, a
fully
developed
communications
plan is crucial to
Don Cosenza
success. As a Chief
North Mill
Marketing Officer,
Equipment
Finance
I often get asked
by finance brokers
for tactics they can
deploy in their communications plans.
Universally, the number-one objective
is lead generation. Instinctively, I reach
into my bag of marketing tricks and pull
out my tried and true “go-to” tactics.

Each idea noted is a microcosm of a
much grander proposition. Indeed,
each tip warrants its own analysis and
treatment as a component in a comprehensive communications program.
The idea here is to simply draw attention to the concept and highlight what
makes it so integral to the lead generation machine.

After all, generating leads is necessary
to keep a brokerage going and growing.
The strategies and concepts provided
can work independently, but function
best when synergized into a coherent,
directed and well-executed plan. Many
of these lead generation opportunities
come at little expense and/or high ROI,
so they’re applicable to a brokerage of
any size.

Before you hand over your credit card,
however, exercise due diligence. Set
aside ample time to identify the proper
industry codes – or SICs. SIC codes are
defined by the U.S. Government as the
most exact industry classification for
targeting companies. (NAICS codes are
another common indexing platform.)
There are websites that offer the capability of drilling down to a level of specificity that defines your market with
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1. List Procurement
Ideally, your business should generate enough leads organically to build
an impressive list of prospects. Some
larger firms – especially those that
were early to digital transformation –
may indeed have such a list. But that’s
not the norm. Many brokerages simply find themselves short of qualified
leads. One solution…purchase a list.

exactitude. One such website is www.
siccode.com.
Once you find the right industry codes,
contact your list broker. They, too, can
be found by doing an online search.
Paula Chiocchi, President and CEO of
Outward Media in West Hollywood, CA,
is a doyen in the field of list procurement. According to Chiocchi, the focus
must be on data quality, accuracy and
deliverability. “Seek out data providers
that specialize in your desired audience and work only with vendors willing to provide a data accuracy guarantee in writing,” says Chiocchi. Buying a
bad list, she emphasizes, can lead to
frustration at best and internet domain
blacklisting or legal repercussions at
worst.
2. E-campaigns
Email remains a fundamental element to business communication. The
reason is simple — email works. In
fact, according to Litmus, the leading
provider of digital platforms, the ROI
for an email program can return an
astonishing $38 for every $1 invested
(depending, of course, on industry and
execution).

Best of all, email is simple enough to
be done in-house and inexpensively.
Email marketing companies such as
Constant Contact will walk you through
the process of targeting, designing,
distributing and tracking email campaigns. Rich in functionality, many of
them embed powerful self-help tools
that allow even those with little or no IT
experience to achieve their lead generation objectives.
What’s more, you need clean, professional looking HTML emails with vivid
imagery. Make sure your message
is crafted just so. It’s got to be something your customers want to hear and
respond to (and one that your brokerage can live up to).
3. Video
In a world beleaguered by electronic
communications, drawing attention
to your e-campaign versus countless
others competing for your customers’
attention is no easy feat. One proven
tactic is to dress up your e-campaign
with video. This is especially true as it
relates to animated video as it tends to
generate a captive audience because
the “cool factor” is inherent in the protocol. Moreover, email campaigns that
include animated video tend to have a
much higher open rate. A study from
Marketo and Clearfit found that emails
using video for a direct call-to-action
had a 53 percent higher click-to-open
rate compared to emails sans video.
Make sure to keep your video to no
more than 90 to 120 seconds at most.
Aim to generate interest but remain
considerate of your customers’ time.
Best of all, a good video need not be
professionally produced or expensive
to create. Websites like www.doodly.
com offer drag and drop software that
enable the user to fabricate a video in
no time.
4. Website “Link Reciprocity”
As an equipment finance broker, you
know that enduring, mutually beneficial relationships are your key to success. The more places on the internet
that direct potential clients back to
your website, the better. Leverage the
bonds you’ve established with manufacturers, vendors or dealers by asking if they’d be willing to post a link on
their website that sends visitors back to
your website. It might be something as
simple as a line of linkable text strategically placed next to an asset up for sale:
“Need financing for this 2018 Doosan
excavator? Call me.”
Remember to connect the link to an
appropriate “landing page” on your
website. Include relevant information

about your brokerage and embed
functionality designed to capture prospect demographics. Never let the fish
off the hook. You can find providers all
over the internet that allow even a neophyte to build a top-notch website with
data capture tools that support lead
generation. Two that stand out: www.
wix.com and www.squarespace.com.
5. Banner Display Ads
Digital display advertising is the modern equivalent of buying ad space in a
print publication. Online publications
prosper because they target — and
reach — individuals in their related
industries. Leverage this concept by
developing your own banner ad in a
vertical industry you’re interested in
penetrating. Banner ads are the most
common, but not the only option,
and different sites may offer different
inventory to choose from.
Irrespective of the format, your display
ad should follow some best practices.
First, because of its limited size, the
copy needs to be quick to the point
and compelling. Think “mini-billboard.”
When you’re travelling down the interstate at 65 mph, your eyes have but
seconds to scan a headline. Same thing
holds true for a banner ad. To enhance
the chances a reader clicks through,
offer a value add. Don’t just promote
yourself or your business, offer something tangible to the end user such as a
white paper, case study or similar content that provides useful data. Along
these lines, and similar to the aforementioned web links, the ad should
have a specific landing page with tailored content.
6. PR/Thought Leadership
One of the best ways to build awareness and generate leads is to ensure
your target market has a chance to
read about your brokerage and what
you’re up to. Good, old-fashioned public relations is a great way to promote
your brand and, ultimately, to generate
leads. It’s also cost-effective in that, by
and large, it’s free when you do it on
your own.
News releases, feature stories, articles
— even blogs — offer the opportunity
to differentiate your brokerage. Just
be sure to think vertically — identify
trade magazines, newsletters and websites that populate the target industry.
For example, let’s say you’re looking
to find end-users in the construction
space. Google search for “construction
websites” or “construction trade magazines” and a plethora of options pop
up. Many publications are hungry for
content, looking for people just like you
to submit newsworthy items.

A good example — assume you funded
an excavator for a construction firm. Join
forces and capitalize on the transaction
by producing a joint press release. Just
make sure to include a “hook”; something noteworthy and interesting in the
copy. Maybe the equipment is slated to
build a new school for underprivileged
children. By writing knowledge-based
informative articles or insightful, provoking opinion pieces, you control
your reputation. Don’t feel comfortable
writing? Search online for a PR consultant or freelancer. These folks often
work on a “piece” basis which can be a
more cost-effective route than hiring a
full-service PR firm.
7. Webinars
Webinars have become valuable tools
not just for those seeking education
and knowledge, but for those with the
knowledge to offer. Associations, for
example, often provide members with
free or low-cost webinars. You, too, can
host a webinar and target your prospects. Remember that lead list you’re
going to build and/or purchase? Using
a platform like GoToMeeting, everything you need to create, advertise and
operate your webinar is literally at your
fingertips. Choose a topic that your target market finds compelling enough
to set aside 30 minutes of their day.
For example, if you’re targeting transportation dealers, host a webinar that
outlines your value proposition, why it
behooves them to seek you out and the
funding options available through your
brokerage. Separate yourself from the
pack.
Nothing’s Changed,
Everything’s Changed
Lead generation is as old as commerce
itself. While the ways to find prospects have evolved over the years,
the objective of targeting the right
audience remains constant. The ideas
mentioned here are intended to spark
ideas for your own communications
plan. North Mill offers its brokers a
set of solutions under the brand name
“Marketing-in-a-Box” that includes
templates for ads and sell sheets that
can be branded by the broker. But just
remember, whatever communications
road you decide to travel, have a comprehensive marketing strategy outlined first. Who is your target market?
What’s your competition look like? How
competitive is your product suite? Only
after these and other business-related
topics are articulated can you start to
pull together a communications plan
and tell your story.
.
ABOUT THE AUTHOR: Don Cosenza is
Sr. Vice President, Chief Marketing Officer at North Mill Equipment Finance.
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NEFA EVENTS CALENDAR

neFACTS

Crab Feast
June 11, 2020
Baltimore, MD

National Equipment Finance Association

2020 NEFA PARTNERS
AS OF 2/26/20

PLATINUM
BankFinancial Equipment Finance
Channel Partners Capital
IDS
LTi Technology Solutions
NewLane Finance
GOLD
ECS Financial Services, Inc.
Financial Pacific Leasing, Inc.
Marlin Capital Solutions
Quality Leasing Co., Inc.

SILVER
4 Hour Funding
AMUR Equipment Finance
Bryn Mawr Funding
FirstLease, Inc.
Great American Insurance Group,
Specialty Equipment
Navitas Credit Corp
North Mill Equipment Finance, LLC
Orion First Financial, LLC
Pawnee Leasing Corporation
Providence Equipment Finance,
a division of Providence Banking
& Trust
BRONZE
Dakota Financial, LLC
Liventus
Orange Commercial Credit
RTR Services, Inc.

2020 Funding Symposium
October 14-16, 2020
Lowes Philadelphia Hotel
Philadelphia, PA
KC Royals Baseball Networking
Summer 2020
Kansas City, MO
Angels Baseball Networking
Summer 2020
Anaheim, CA
Chicago Summer Social
Summer 2020
Chicago, IL
Lake Minnetonka Dinner Cruise
Summer 2020
Lake Minnetonka, MN
PNW Summer Social
Summer 2020
Seattle, WA
New York City Social
Fall 2020
New York City, NY

NATIONAL EQUIPMENT FINANCE SUMMIT SPONSORS AS OF 2/26/20
BankFinancial Equipment Finance
• Sponsored Prize Give-Away
BlueVine
Mobile Photo Booth
Crestmark Vendor Finance,
a division of MetaBank
• Keynote Speaker
ECS Financial Services, Inc.
• Welcome Reception Drink Tickets
Financial Pacific Leasing, Inc.
• Welcome Reception
FirstLease, Inc.
• Presidents Reception & Drink Tickets
Great American Insurance Group,
Specialty Equipment
• Session Sponsor: Demystifying Insurance
Solutions for Funding Sources and Their
Brokers
Great Lakes Asset Solutions
• Conference Attendee List
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IDS
• Hotel Room Gift Drop
• Session Sponsor: A View from the Top –
Town Hall with Industry Leaders
• Session Sponsor: Trumplash - A EFLA
Update from the States
• Session Sponsor: Defining Your
Technology Roadmap
• Session Sponsor: BUSINESS
DEVELOPMENT TRACK – Preparing Yourself
as Your Company’s Next Leader
IFSLeaseWorks
• Session Sponsor: Consultative Selling –
Making Your Customers Yours for Life
• Session Sponsor: Government Leasing – A
New Decade in Municipal Finance
• Session Sponsor: LEGAL TRACK: Legal
Buffet – Today’s Legal Issues Discussed
• Session Sponsor: Leasing in the Cannabis
Industry – A Growth Opportunity
• Session Sponsor: Collections –
Importance of Collections and Legal
Support in a Fast Growing Company
LTi Technology Solutions
• Conference Gift

Marlin Capital Solutions
• Networking Luncheon
NewLane Finance
• Conference Broadcast Emails
North Mill Equipment Finance LLC
• Ambassadors Orientation
Orange Commercial Credit
• Conference Mobile-App
Orion First Financial, LLC
• Refreshment Break
Pawnee Leasing Corporation
• Conference Broadcast Emails
Providence Equipment Finance,
a Division of Providence Bank & Trust
• Registration Packets
Quality Leasing Co., Inc.
• Hotel Room Key Cards
RTR Services, Inc.
• Conference Name Badges
Stonebriar Commercial Finance
• Networking Luncheon

NATIONAL EQUIPMENT FINANCE SUMMIT EXHIBITORS AS OF 2/26/20
36th Street Capital Partners LLC
4 Hour Funding
American Lease Insurance
AMUR Equipment Finance
Ascentium Capital LLC
AvTech Capital
BankFinancial Equipment Finance
Baystone Government Finance
BlueVine
Boston Financial & Equity Corporation
Bryn Mawr Funding
C.H. Brown Co., LLC
Channel Partners Capital
CLFP Foundation
Cloud Lending, a Q2 Company
Commercial Funding Partners
Constellation Financing Systems Inc.
Copernicus
Dakota Financial, LLC
Dedicated Funding, LLC
ECS Financial Services, Inc.
Equipment Finance Advisor
Financial Pacific Leasing, Inc.
FirstLease, Inc.
Fleet Evaluator
Great American Insurance Group,
Specialty Equipment
Hanmi Bank

IDS
IFSLeaseWorks
Infogroup
instaCOVER, LLC
Leasepath
Liventus
LTi Technology Solutions
Macquarie Specialized Asset Finance
Marlin Capital Solutions
Meridian Equipment Finance
Monitordaily
Navitas Credit Corp
NewLane Finance
North Mill Equipment Finance, LLC
Orange Commercial Credit
Orion First Financial, LLC
Pawnee Leasing Corporation
Providence Equipment Finance, a
Division of Providence Bank & Trust
Quality Leasing Co., Inc.
Quiktrak, Inc.
Rapid Finance
RTR Services, Inc.
Tamarack
TAO Solutions
TURBO-Lease
VFI Corporate Finance

WELCOME NEW MEMBERS!
4 Kings Capital –
Broker / Lessor
American Financial Partners –
Broker / Lessor
Commercial Fleet Financing, Inc. –
Broker / Lessor
Finance Scope –
Broker / Lessor
Linedata –
Service Provider
Meridian Equipment Finance –
Funding Source
Pinnacle Commercial Credit Inc. –
Broker / Lessor
SQN Capital Management, LLC –
Funding Source
Stonebriar Commercial Finance –
Broker / Lessor
Summit Blue Capital LLC –
Broker / Lessor
Three Star Capital Funding LLC –
Broker / Lessor
Triex Capital Partners, LLC –
Broker / Lessor
Trinity Capital, LLC –
Broker / Lessor
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New Developments in Financing
Equipment in the Cannabis/Hemp
Industry — A Glimmer of Hope and
a Tough Reality
The cannabis industry presents a large opportunity to provide
equipment financing. Where there is opportunity, however, there is
often risks. Managing those risks is critical.

By Dennis A. Dressler and Ella Khazanova
I. Introduction

Dennis A. Dressler
Dressler & Peters,
LLC

Ella Khazanova
Dressler & Peters,
LLC

On January 1, 2020, Illinois became the 11th state
to allow recreational sales of cannabis securing
the national trend towards decriminalization.
While states continue the march to legalize, cannabis remains illegal under the federal law.1 The
cannabis and hemp production industries are
highly equipment dependent in two distinct contexts. First, there is a large need for specialized
growing equipment. Secondly, there is a corresponding need for specialized testing, monitoring, distilling and packaging equipment. Both of
these types of equipment needs are well-suited
for financing as they retain significant residual values and have recognized resale markets.
As such, the cannabis industry presents a large
opportunity to provide equipment financing solutions. Despite new legal developments and massive market potential, there are risks involved.
This article discusses some of the recent developments in the law and provides practical advice to
reduce the risks inherent in doing business in the
cannabis / hemp industries.
On the legislative forefront, the Secure and Fair
Enforcement Banking Act (the “SAFE Banking Act”
of 2019) was passed by the House of Representatives. The express “purpose of this Act [was] to
increase public safety by ensuring access to financial services to cannabis-related legitimate businesses and service providers and reducing the
amount of cash at such businesses.”2 For now,
however, the Act appears to have stalled in the
Senate but there are suggestions that after the
federal election progress may be forthcoming.
Another piece of legislation to consider is the
Agriculture Improvement Act of 2018 (the “2018
Farm Bill”), which legalized hemp. While this
development presents new opportunities for
financial institutions, regulations issued during
the past year show that servicing hemp companies is challenging due to the amount of diligence
the institutions have to undertake vis-à-vis hemp
clients as well as many unanswered questions.
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For the most part, courts have continued to be
antagonistic to debtors seeking bankruptcy protection. Consequently, judicial reluctance inhibits
creditors’ abilities to benefit from the protections
allocated to them under the Bankruptcy Code.
II. SAFE Banking Act of 2019

On September 25, 2019, the Secure and Fair
Enforcement (SAFE) Banking Act, H.R. 1595, was
passed by the U.S. House of Representatives (the
“Act”).3 The Act creates a safe harbor for depository institutions to provide financial services to
cannabis businesses in states where cannabis is
legalized and prohibits federal financial regulators from penalizing or otherwise discouraging
a depository institution from providing financial
services, including terminating the institution’s
deposit insurance or share insurance.4 The Act
provides that for purposes of federal money
laundering statutes and “and all other provisions of Federal law,” proceeds from transactions
involving a state-sanctioned cannabis business
would not be considered proceeds of an unlawful
activity solely due to a business’s involvement in
the cannabis industry. This provision is applicable
to “ancillary businesses,” and it is not limited to
depository institutions.5
Still, it can be argued that the Act does not sufficiently lower the barriers to entry for all the actors
in the financial sector. For instance, while the Act
protects depository institutions, federal reserve
banks and federal home loan banks against forfeiture of any collateral interest in loans or other
financial services provided to legal cannabis businesses, it is not clear that such protection extends
to private financing companies since they are not
specifically listed.6 The Act reiterates the responsibility borne by the financial institutions in doing
their due diligence when offering financial services to cannabis businesses. The Act obligates
financial institutions filing SARs (suspicious activity reports) to comply with appropriate guidance
issued by the Financial Crimes Enforcement Network (FinCEN).7 The Act signals another level of
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oversight: the Financial Institutions
Examination Council (FIEC) is required
to “develop uniform guidance and
examination procedures for depository institutions that provide financial
services to cannabis-related legitimate
businesses and service providers.”8
III. 2018 Farm Bill

On December 20, 2018, the 2018 Farm
Bill was signed into law which removed
hemp from the definition of marijuana
under the Controlled Substance Act.9
Industrial hemp is a different variety of
the same species, Cannabis sativa L.10
The 2018 Farm Bill11 legalized hemp
with a THC concentration of not more
than 0.3 percent.12 Notwithstanding
the declassification, cultivation of hemp
remains subject to certain restrictions
under state and federal law, including
ability by any state to prohibit hemp
production.13
In October of 2019, the US Department
of Agriculture (the “USDA”) issued an
Interim Final Rule outlining requirements for hemp producers, including
licensing and testing, as well as setting forth a federal oversight framework for states and tribal territories.14
Following the publication, the USDA
received thousands of comments recommending revisions before the finalization of the rules. The comments predominantly concerned the negligence
threshold for the allowable amount of
THC being too low and the regulations
do not account for factors that may be
beyond the growers’ control, including the fact that drought can spike the
crop’s potency level.15
On December 3, 2019, a Statement
was released by the four federal agen-

cies in conjunction with the state bank
regulators to clarify the legal status of
hemp growth and production and the
requirements under the Bank Secrecy
Act (BSA) for banks providing services
to hemp-related businesses.16 The
Statement emphasized that “banks
are not required to file suspicious
activity reports (SAR) on customers
solely because they are engaged in the
growth or cultivation of hemp in accordance with applicable laws and regulations.”17
While a welcomed step, the Statement
does not create a wide and clear pathway for the equipment finance industry to provide solutions to the hemp
industry. First, the Statement most
likely refers to the industrial production of hemp and not to the sale of
hemp products because the Statement
recognized that “the 2018 Farm Bill
explicitly preserved the authority of
the U.S. Food and Drug Administration
(FDA) to regulate hemp products[.]”18
Therefore, it should not be assumed
that banks can serve clients engaged
in activities other than cultivation of
hemp. Second, financial institutions
are still obligated to follow standard
SAR protocol and “[f]or hemp-related
customers… and file a SAR if indicia of
suspicious activity warrants.”19 Third,
while the Statement provides that
banks have latitude “as to the types
of permissible services and accounts
to offer,” banks are required to have a
BSA and anti-money laundering (“AML)
compliance program that would be
“commensurate with the level of complexity and risks involved.”20 Banks
are required to comply with applicable
regulatory requirements for customer
identification, SARs, currency transac-

tion reporting and risk-based customer
due diligence, including the collection
of beneficial ownership information for
legal entity customers.21
IV. Bankruptcy Cases

In general, bankruptcy courts have
been reluctant to allow cannabis industry participants to take advantage of
bankruptcy protection. In May of 2019,
the Ninth Circuit, often a leading circuit on new legal issues, issued a ruling which at first signaled a possibility that the bankruptcy courts would
soften their stance with respect to the
cannabis industry. In Garvin v. Cook
Investments NW, SPNWY, LLC, 922 F.3d
1031 (9th Cir. 2019), one of the debtors leased property to a state-licensed
marijuana grower. Federal law prohibits knowingly leasing any place for the
purpose of manufacturing marijuana.22
The bankruptcy trustee sought dismissal of the case, arguing that the
lease constituted “gross mismanagement” of the property and thus “cause”
to dismiss under 11 U.S.C. §1112(b).23
The trustee later argued that the plan
violated 11 U.S.C. §1129(a)(3)’s requirement that a plan be “proposed in good
faith and not by any means forbidden
by law” because leasing to a marijuana
grower violated federal law.24 The
bankruptcy court confirmed the plan
and the trustee appealed. On appeal,
the Ninth Circuit affirmed for multiple
reasons.25 26 Notably, the Ninth Circuit ruled that the plan did not violate
11 U.S.C. §1129(a)(3) and that it was
not proposed in an illegal manner,
although it relied on a lease that was
illegal under federal law. The Court
held that under 11 U.S.C. §1129(a)(3),
courts should look only at the proposal
of a plan, and not the terms.27
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Our best guess
is that regulation
of the cannabis
industry will
continue to
be a maze of
regulatory
obligations and
inconsistent
application of
existing laws that
will extend into
the near future.

However, subsequent bankruptcy court
decisions reiterated the unreceptive
position taken by bankruptcy courts
toward the cannabis industry. In In re
Way to Grow, Inc., 610 B.R. 338 (D. Colo.
2019), the Court held that, “as long as
marijuana remains a Schedule I controlled substance, a Chapter 11 debtor
cannot propose a good-faith reorganization plan that relies on knowingly
profiting from the marijuana industry.28
As the decriminalization trend further
develops, we expect bankruptcy courts
to be on the front lines in balancing
the legality under state laws against
the illegality under federal laws. With
both uncertain regulatory and banking issues, we expect those pressures
will further create incentives for some
cannabis industry participants to seek
bankruptcy protection.
V. Deal Making in the Cannabis/Hemp
Industries

There are substantial opportunities for
deals in the cannabis/hemp industries
with potentially attractive returns. However, if you are considering “dipping
your toe in the water” we recommend
that new participants team up with
established vendors, counsel, tax advisors and financing sources to reduce
risk. Like any other industry, there are
conferences and trade groups focused
on the industry. Information, while
always important, attains a new level of
importance when financing equipment
in this new industry. Standard contract
documentation is insufficient for cannabis deals. Similarly, security grants,
security deposits, equipment owner-
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ship, landlord waivers and payment
streams must be considered in light of
the conflicting regulatory and banking
landscapes. Residual value and resale
of financed equipment will also be
impacted in ways unlike other types of
equipment. Where there is opportunity, there is often risk and managing
the risks specific to this industry is critical to achieve success.
VI. Conclusion

While progress has been made in the
past year, the federal law’s uneasy relationship with cannabis will continue to
create sizable uncertainties and will
likely continue to negatively impact the
financial sector’s ability to establish a
mutually beneficial relationship with
the cannabis players. Our best guess is
that regulation of the cannabis industry will continue to be a maze of regulatory obligations and inconsistent application of existing laws that will extend
into the near future.
National Equipment Finance Association
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ACCOUNTING

Measuring the Health of Your
Business and How BI Metrics
and Automation Can Help
Your company’s financial statements — its balance
sheet, income statement and statement of cash flows
— provide many insights to your business.

Anne Dalgaard
ECS Financial
Services

By Anne Dalgaard and Daniel Levin
As another calendar year has come
to an end and everyone prepares for
another filing season, some may wonder about the health of their business.
We all ensure that our vitamin D levels
are up and have our shots for the winter, but how do we know that our business health levels are in a good place?
Or even more, how do we know that
businesses we are lending money to
are healthy?
In today’s relatively healthy market,
lessors and funding sources have a
variety of approval processes: Application only, Application plus tax return,
Application plus bank statements …
the list can go on, but how do we know
that the customers in today’s market
are remembering to take care of their
own businesses while meeting project
deadlines and chasing the next sale?
I find the best way to keep up with the
health of your business is to make sure
your accounting records are up to date
and accurate. While preparing bank
and account reconciliations may seem
tedious and a waste of time, there are
trends indicated in the past that can
predict the future.
What Stories Can Your Financial Statements Tell You?

The financial report component of your
financial statements, the balance sheet,
income statement and statement of
cash flows, can provide many insights
to your business. The balance sheet
presents what you own and what you
owe. The income statement presents
your profit or loss after all expenses
are subtracted from revenues. The
statement of cash flows reports the
company’s inflow and outflow of cash

for a given period. Each statement has
its own benefits to provide valuable
information as to an entity’s financial
well-being.
The balance sheet presents what a
company owns and is liable for at a
given point in time. The company’s
assets should be analyzed to understand what the business has available
to generate profits and what assets
have been locked up for a period of
time. How often does management
review their receivable aging to understand pay habits of their customers?
Could a change in payment policy from
45 days to 30 days result in a significant increase or decrease in cash flow?
How would your customers react to
the change? The balance sheet should
also present to its reader the amount
of current and long-term liabilities for
proper planning of cash flow.
The income statement represents the
net income or loss of a business after
expenses are subtracted from revenues. This statement can be challenging
to interpret based on accounting rules
and presentation requirements. How a
business recognizes revenue for GAAP
accounting can be different from how
it receives cash flow, which can make
the income statement a little deceiving. The income statement contains
items that are either on a cash basis or
non-cash basis. For readers and users
of this report, it can therefore be difficult to discern between the items that
affect cash flow and the expenses that
are posted in the period because of a
presentation requirement. If you have
prior periods to compare, the income
statement can provide a good amount
of information as to the fluctuations in
your business.

The statement of
cash flows provides an understanding of how
cash is generated
and spent during
the period presented. While this Daniel Levin
statement
isn’t Liventus
generally a part
of
off-the-shelf
accounting software, investment in the preparation
of this statement may be beneficial
to understanding your business. The
statement of cash flows is separated
into three sections: operating, investing and financing. The operating section analyzes net income, adjusted for
non-cash items included on the income
statement, and cash basis changes
from operations, to arrive at net cash
realized from normal operating activities. The investing section of the cash
flow statement shows cash inflows and
outflows related to long-term assets
and other investments. The financing
activities show inflows and outflows
related to activities such as repayments
on long- and short-term note financing.
Once you have a comparable set of
financial statements, reviewing the
metrics of your business to past activity
or to the industry can paint an accurate
picture as to where the company has
been and where it is likely to go.
The Power of BI and Automation

All of the financial statements and
reports previously mentioned are
required under GAAP; however, there
are additional cash flow reports that
can help executives of any business
make informed decisions. Further,
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Automation and
BI component are
just the beginning.
After that, you can
create artificial
intelligence and
use machine
learning to create
computer systems
that analyze your
financial data and
make decisions for
you to maximize
your profitability.

interpretation and analysis of those
and any report can vary from business
to business; thus, the amount of time
and effort required to analyze financial
reports to come to reasonable conclusions about your business can be very
demanding. This often leads to delays
in making decisions or not understanding your profitability and overall
financial trajectory until it’s too late.
The importance of making data-driven
decisions cannot be overvalued.
Enter data automation and business
intelligence (BI). By data automation,
we mean the process of moving data
from one (or multiple) sources into a
single source, and then processing it
and storing it for analysis. The business
intelligence component is the technology used for that analysis – creating
different views and visualizations to
analyze the past, present and future.
Using real-time business intelligence
reporting has never been easier. With
tools such as Microsoft PowerBI and
Tableau (to name a couple), in addition
to other cloud tools on Azure and AWS
that are available to move data more
effective than ever, you can analyze
your financial health in seconds and
get immediate reporting at your fingertips. Shifting from archaic Excel files
to BI may seem daunting at first. However, here are several benefits and reasons you should integrate a BI solution:
Recognize Data Trends Immediately

• Analyzing Excel files and financial
statements takes time, and depending
on the nature of your business, certain
data points might be more important
than others. Build and define the metrics and attributes once, let the system
work for you. Analyzing trends in BI
reporting is extremely easy and takes
only seconds once defined.
Forecast Your Growth

• Analyze years-worth of data in seconds and visualize your trajectory over
any period of time with no effort. From
there, you can make informed decisions on the spot.
Get Real-Time Alerting

• If you have KPIs around revenue,
EBITA or anything else, get real-time
alerts when those numbers are hit.
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Distribute Permission-based
Information

• The ability to distribute financial data
to stakeholders and decision makers
is key. Further, the ability to deliver
only some of that data versus all of it
might be even more important. With BI
tools, you can create permission-based
reporting which gets the right data to
the right people.
Get New Insights

• Once you have the means to analyze
your data so easily and effectively, you
are able to gain additional insight to
trends that you never previously imagined.
There are seemingly endless benefits
to implementing technology to help
with your financial analysis. However, some difficulties to understand
and overcome will include time and
cost. Like everything else, it all comes
down to time and money. Defining the
important KPIs, trends and reports that
are good for your business, is important to do upfront to make implementation go smoothly and efficiently. Further, your business may have data in
many different areas. These obstacles
are common in many companies and
you can overcome them with the right
tools and techniques.
The ability to gain insights with realtime reporting from multiple different
systems and databases, across various
geographical locations, and distribute
those reports within your team(s) and
empower your organization to make
data-driven decisions can transform
your business and give you tactical
advantages like never before. Automation and BI components are just the
beginning. After that, you can create
artificial intelligence and use machine
learning to create computer systems
that analyze your financial data and
make decisions for you to maximize
your profitability. Leverage technology
to bring your data to life and transform
your business.
National Equipment Finance Association
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SPECIALTY LENDING

The Advantages of Partnering
with a Technology-Based
Working Capital Specialist
Equipment finance companies and working capital
specialists can mutually benefit one another while
simultaneously serving the needs of borrowers. It is
critical, however, to find partners that fit well together
to ensure success.

Carey Kirk
CAN Capital, Inc.

By Carey Kirk
In today’s technology-driven world,
with television and online ads touting
easy financing at every turn, business
customers increasingly expect to borrow funds quickly and with little hassle.
One way equipment finance companies can exceed customer expectations
when it comes to lending is to partner
with a technology-based working capital specialist.
Financial service providers harness the
latest technology to provide access to
working capital to business owners
who drive the economy. Most financial
service providers in the small business
fintech space offer a variety of working
capital products that fit each unique
business’s needs.
These products include short-term
loans that are repaid over a period of
time, or merchant cash advances made
through a purchase of the business’s
future credit card receivables that are
then remitted as a percentage of the
business’s actual daily receipts. In this
way, they can provide a broader base
of businesses with access to muchneeded working capital.
Better yet, this working capital offering
is not limited to equipment financing.
Because this kind of working capital is
not backed by a piece of equipment as
collateral, it can be used for everything
from expansion, to snapping up a hot
inventory deal before it disappears, to
revamping the company’s website.

Let’s take Jo’s Diner as an example. If
Jo needs a new fryer, her equipment
financing company is her first call. And
that’s the right call as leasing companies fit that financing need. However,
Jo likely has other needs, like refreshing
her facade to attract more foot traffic,
changing up her menu to abide by the
newest foodie trends or staffing her
brand-new location across town. In this
case, Jo will likely need an additional
source of funding, and one that is not
tied to a piece of equipment.

Offer More to Your Customers to
Retain Their Business

If you are Jo’s equipment financing
company, and you are partnered with
a more general-purpose financial services provider, you can meet more of
Jo’s needs without risking the loss of
this busy business owner to a onestop-shop competitor.

Serve More Customers

But that’s not the only reason you
should partner with a working capital
specialist.
Why Partner with a Technology-Based
Working Capital Specialist?

Equipment financing companies and
working capital specialists can mutually benefit one another. When you are
ready to offer your equipment financing customers more lending options,
a technology-based financial service
provider with access to working capital sources is the best place to start.
Choose to partner so you can serve
more customers, build your customer
base and drive the nation’s economy.

Take Jo and her diner. Jo is busy driving the nation’s economic engine and
doesn’t have time to shop around for
different financial solutions for her
various borrowing needs. She wants
to make one call or stop by one website and then get back to work. Equipment financing companies can keep
customers like Jo in the fold by offering
her working capital products, not just
equipment financing.
No one likes saying “no” to a customer
who is ready to invest more capital in
their business. Because they embrace
technology, financial service providers are able to go beyond a potential
borrower’s personal or business credit
score and provide working capital
access to a broader swathe of business
owners. This is enabled based upon
the rich data set of credit performance
and history gathered over many years.
While a negative credit event or economic downturn may mean a lean and
hungry business owner is turned away
by other lenders, technology-based
financial service options have the
means and experience to evaluate a
borrower’s true risk and then find loan
terms and amounts with those factors
firmly in mind.
Embrace the Power of Technology

Technology-based financial service
providers harness all the upside of
today’s fast-paced “get-it-now” econMar/Apr 2020 NEWSLINE
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A good partner
doesn’t rest on
their laurels. They
harness the latest
technology to
create the smartest
risk models, speedy
application process
and make the
entire process as
lightning-fast and
borrower-friendly
as possible.

omy. With their proprietary algorithms
and risk adjustment models, these
working capital specialists can provide
access to funding in hours, not days or
weeks. Business owners can apply right
from their devices (probably while juggling four or five other vital tasks) and
they can quickly and easily customize
the amount and term of their loan on a
secure website.
What to Look for When Partnering
with a Financial Service Provider

There are many technology-based
financial service providers out there,
but not all are created equal. Here’s
what to look for when you choose a
partner:
INNOVATION
A good partner doesn’t rest on their
laurels. They harness the latest technology to create the smartest risk models,
speedy application process and make
the entire process as lightning-fast and
borrower-friendly as possible.
Look for a partner who can talk to you
about how they are innovating, and
how they foresee making the application process faster, easier and more
enticing to your mutual customers as
technology advances.
REPUTATION
When deciding which partner to work
with, look at online review sites like
Trustpilot, and institutions such as the
Better Business Bureau. Read reviews
from real customers to get a feel for
how your potential partner does business. Ask about customer retention;
if their customers are renewing loans,
that’s a good sign.

Also, ensure that your philosophies
align. Our philosophy is that small businesses provide most of the nation’s
jobs and fuel the economy, so they
should be given the money, time and
resources they need to succeed.
HISTORY
How many years has your potential
partner been in business? Were they
pioneers in the field? How is their reputation in the industry? Consider their
management team and staff. Do they
have experience in equipment financing? You’ll want to make sure that your
partner understands your borrower’s
equipment financing business model
and financial needs when trusting
them with your customer.
CROSS-POLLINATION
Financial service providers like CAN
Capital provide access to working
capital for general use, such as for
expansion, renovations, marketing or
taking advantage of a deal too good
to pass up. However, they rarely specialize in one aspect of the market,
such as equipment leasing. Just like it
behooves equipment financing companies to partner with more general
financial service providers, those providers need partners when one of
their customers has more specialized
equipment financing needs. Work with
a partner who is willing to work with
you to retain your customers and keep
them happy and renewing their loans
again and again.
National Equipment Finance Association

ABOUT THE AUTHOR: Carey Kirk is
Vice President, Management & Marketing, at CAN Capital, Inc.
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Technology
S o l u ti o n s

Reinventing The 2020 Vision

LTi Technology Solutions, has
been delivering cutting-edge
software and services to
equipment ﬁnance companies
throughout North America
and the United Kingdom for
over 30 years.
With over 240 customers
worldwide, LTi’s highly
conﬁgurable platform ASPIRE,
empowers users to eﬀectively scale
their business by streamlining the
asset transaction lifecycle.
For over 12 years, LTi has been
hosting cloud-based solutions,
showing its ongoing commitment to
innovative software solutions.
Known as the LTi Cloud, it provides
easy access to our ASPIRE platform
for customers worldwide.

