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A Message from
NEFA’s President
The past year serving as your President and
Board Chairman has been an honor for me.
The association membership is nothing short
of amazing. Your Board is very hard working
and willing to take on anything thrown at it.
I have enjoyed your support and continuing
enthusiasm for what NEFA stands for: networking and education. The days are long,
but the months and year have been short. Our
two annual national conferences and the many
regional meetings have fulfilled my need for
networking and education. I sincerely hope
you have found the same level of satisfaction.
The NEFA staff, led by Mike Toglia, has been
truly fantastic in the planning and execution
of this year’s events and activities. All this is in
addition to the everyday administration of the
association. As this is Mike’s first year as our
Executive Director & CEO, I would like to
personally thank him for accepting the challenge and for making this a great year. Special
thanks also to Kim King our Senior Association
Coordinator who expanded her role to include
being NEFA’s Meeting Manager in 2019 and
Patty McDevitt, NEFA’s new Association
Coordinator. I would also like to thank Jamie
Egan for her support during this transition year
as Kim assumed the role of NEFA’s Meeting
Manager. I am also grateful for the guidance of
our Immediate Past President Mike Coon. We
are in debt to each one of them as nothing gets
done without these people. Thank you!
Let’s finish out the year on a strong note. There
are several things to consider on my list. First,
what do we do in a world of negative interest
rates and an inverted yield curve? Make money
the old fashion way: Finance equipment with
a fixed positive spread; manage your portfolio efficiently; look for profit opportunities
on transaction re-writes or pre-term sales; and
engage closely in relationships with your customers, vendors and funding sources. There is

no secret to success.
Hard work, resilience and protecting
— even building
— all your stakeholders’ returns will
ensure you receive
the outcome for
which you are looking.
Second, the success of our two annual conferences, The National Equipment Finance Summit and the Funding Symposium, continue
to provide strong educational programs and
profitable networking opportunities for our
members. Record attendance at each of these
conferences creates the best business forum
we have for creating super successful companies and phenomenal individual achievement.
These connections, relationships and achievements are the base upon which we build our
businesses and our association going forward.
Thank you for investing in your team and
NEFA. I believe this is paying, and will continue to pay, superior dividends.
Finally, several board committees have been
focused on and pushing forward strategic plan
updates in three areas: membership, marketing
and finance. We have focused on these areas
to bring forth specific advances for the association, which will be discussed at the October
meeting in Atlanta, GA.
I look forward to the future. It is a bright picture painted by all of our mutual success.

Marc Keepman, CLFP
NEFA President

A Message from NEFA’s
Executive Director
A year has passed since being named Executive Director of the
National Equipment Finance Association (NEFA), and what a
year its been! To say that I have learned a great deal about our
association, its members, and what makes this entire “machine
tick” would be the understatement of the year.
During my first year, my mission was to learn as much as possible from our members. My approach to this “learning mission”
was to speak with members on the phone, spend time with them
at national conferences and regional events. Additionally, we
conducted our very first NEFA Member Survey in December
2018, where for the first time, we learned what our members
are seeking from our association on a wider scale than I could
ever uncover via phone calls and face-to-face meetings at conferences. I also made time to speak with prospective new members
and members who decided not to return to NEFA (always a
disappointment as you can imagine). The results of these undertakings were very telling and will guide me, the NEFA staff and
our Board of Directors in prioritizing new initiatives that will be
most meaningful to our members.
A few of the new initiatives completed in 2019 as a result of
this learning mission include the development of a fully searchable online NEFA member directory. This new search capability
is fully functioning today, allowing users to search for member contacts on numerous levels. I would like to thank Scott
Wheeler and the Membership Committee for their assistance
in making this new and requested website feature a reality.
While we still need more companies to update their profiles
to complete the database, today members can readily use this
new search platform. Additionally, we learned that many of
our members wanted NEFA to add a new regional networking
event in the northeastern U.S. As a result, on November 7,
2019, NEFA will hold its inaugural NYC Food Crawl & Networking Event in Greenwich Village. We hope to see as many
of you as possible at this newest addition to our regional events
calendar. These accomplishments are just the beginning of the
new initiatives underway at NEFA for the future.
Back to the learning for a moment. A member recently asked
me, “What resonated with you most during your first year as
Executive Director?” Perhaps what struck me the most in my
first year was discovering the depth of knowledge NEFA members possess in so many areas. Our membership is comprised

of diverse, creative, forward-thinking,
entrepreneurial and hardworking individuals. Individuals who have discovered ways to differentiate themselves
in one of the most competitive markets in history, and who have achieved
success even when competing against
some of the largest independent and
bank-owned equipment finance players in the country. This is no small feat!
NEFA members embody the belief
that you don’t need to be one of the largest players in the industry to achieve success; rather, our members prove day-in and
day-out that success is not dependent upon size, but rather
focusing on a well thought out plan and intelligently executing
that plan daily. If the old saying, “plan the work and work the
plan” applies to anyone, it applies to NEFA members because if
they do not apply this approach to their businesses, they would
never achieve the levels of success they have earned in their
respective specialties. This applies to all types and sizes of our
members including lessors, funding sources, brokers and service
providers.
In closing, I would like to thank Marc Keepman, our current
President for his partnership throughout the year, and the entire
NEFA Board of Directors for their commitment to the success
of our association and the time each of them take from their
busy days and lives to work to improve our association. I am
looking forward to working with the 2019/2020 Board.
We have a lot of work to do in the coming years, and rest assured
myself, the NEFA staff and our Board of Directors are committed to implementing the new initiatives required to meet the
needs of our members for years to come.

Michael Toglia
NEFA Executive Director & CEO
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PERSONNEL ANNOUNCEMENTS

needs and maximize profits for their organizations,” said Kyle Gilliam, BancorpSouth Equipment Finance President.

Moritt Hock & Hamroff Adds New
Partner
The law firm of Moritt Hock & Hamroff LLP,
with offices on Long Island and in New York
City, has announced that Danielle J. Marlow has joined the
firm as a Partner in its litigation practice group. Marlow resides in
the firm's Garden City office.

Farlin Joins LEAF as VP of Sales, Healthcare Business Unit
Head
LEAF Commercial Capital, Inc., a subsidiary of People’s United
Bank, N.A., announced Mark Farlin will join its team as Vice
President of Sales, Business Unit Head for Healthcare.

National Equipment Finance Association

“Our firm is delighted to welcome Dani to the team. Dani is a
talented attorney with an impressive track record as a leader in her
respective area of practice and within the various industries that
she serves,” said Marc Hamroff, Managing Partner. “Her addition
to the firm is an excellent example of the top-tier legal talent we
continue to attract to our growing practice.”
With more than 22 years of experience, Marlow has litigated
extensively in both state and federal courts throughout the country, as well as before the American Arbitration Association. Marlow's practice areas include class actions, financial services and
securities litigation, employment litigation, real estate litigation,
breach of fiduciary duty and derivative claims, shareholder and
partnership disputes, antitrust, breach of contract, business torts,
false advertising, claims for unfair competition and misappropriation of trade secrets, and qui tam or “whistleblower” litigation.
She has litigated numerous claims arising out of investments in
securities, hedge funds and other investment vehicles, and has
also litigated numerous business disputes, claims for breach of
contract, restrictive covenant claims, real estate and lease disputes, disputes between members of limited liability companies
and partnerships, and dissolution proceedings. With respect to
class actions, she has both prosecuted and defended against class
actions, and is well-versed in the Class Action Fairness Act, the
requirements of class certification, fact and expert discovery related to class actions, and class action settlements. Marlow earned
her J.D., cum laude, from Harvard Law School and was formerly
a shareholder at Anderson Kill and a partner at Reed Smith.
BancorpSouth Adds VP to Equipment Finance Team
BancorpSouth Bank has hired Chris Human as a Vice President
and Equipment Finance Specialist in Marble Falls, TX. BancorpSouth Equipment Finance provides equipment financing for
commercial customers and municipalities across the Southeast
and parts of the Midwest.

Formerly Vice President, Head of Healthcare at TCF Equipment
Finance, Farlin will lead LEAF’s continued expansion into the
healthcare industry. As the Business Unit Head for Healthcare at
LEAF, Farlin will also leverage his leadership experience in healthcare finance roles at Olympus and GE Capital, in addition to
leadership roles at First National Capital Corporation and Citicapital.
“Bringing Mark on as Vice President of Sales, Business Unit Head
is an essential part of our long-term growth plan,” said Miles Herman, LEAF President and Chief Operating Officer. “His years
of management in healthcare and other industries, proven track
record of increasing revenues, experience growing a business team
and talent in building relationships will be assets to the company
as we continue to strategically grow.”
Farlin joins LEAF during a period of especially strong expansion
driven by organic growth and acquisition. In addition to spearheading LEAF’s drive to increase that momentum in target segments
such as healthcare, Farlin will lead the company’s focus on building infrastructure and also support premier national accounts in
other key segments.
“Mark is an outstanding leader, strategic thinker and problem solver,” said LEAF Chairman and CEO Crit DeMent. “We’re excited to welcome him and look forward to adding his experience,
skill set and talent to our leadership team as LEAF continues its
rapid growth as one of the nation’s leading providers of equipment finance and business financial solutions.”
Dext Capital Adds Three to Support Growth
Dext Capital announced the expansion of its support staff to keep
pace with its growth. “It’s important to Dext to deliver the highest
level of service to our partners. We couldn’t be more pleased to
welcome three highly experienced and respected leasing professionals to the Dext team,” said Eric Gross, Chief Operating Officer.

Human has more than 23 years of experience in commercial
banking. He most recently worked as a Commercial Banking
Relationship Manager for a large regional bank with operations
in Austin and San Antonio, TX. Human will be responsible for
helping the bank’s commercial customers in Central Texas acquire
equipment to grow their businesses.

Priya Arunchalam and Diane Nudelman have joined Dext as a
Contract Administration Officers. Arunchalam spent the past
three years at Bank of the West where she managed the contact
administration duties for several large private label programs.
Nudelman has a strong finance documentation background as
well as extensive experience working with and understanding
small and medium size businesses.

“Chris’ knowledge of equipment finance will allow him to present
customers with customized solutions that meet their individual

Dawn Welper joined Dext as a Sales Associate. Welper was formerly at TCF Equipment Finance for seven years working as an
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in the NEWS

Most recently, Kaplun was President of Specialty Finance for the
$33 billion Cullen/Frost bank. In that capacity, he started its
equipment leasing organization and over the past 17 years grew it
to a top fifty bank leasing company.

National Equipment Finance Association
Accounting Operations Specialist and the last five years as a Sales
Associate for its Healthcare segment. She brings a depth of knowledge of vendor program management as well as experience in
working with outside sales reps, brokers and sources.
Welper will work in Dext’s Cedar Falls, IA, office; Arunchalam
and Nudelman will both work from the Portland, OR., headquarters of Dext.
Dext Capital is a privately owned independent equipment
finance company founded by a team of industry veterans with
strong financial sponsorship from Sightway Capital, a Two Sigma
company.
Industry Veteran Kaplun Joins Bob Rinaldi Advisory Services
Bob Rinaldi Advisory Services announced that Harry Kaplun has
joined the firm.
Kaplun brings more than 30 years of specialty finance experience,
most notably in equipment finance, leasing and asset-based lending. His career has been national and international in nature
where he has started and led equipment finance functions in
banks as well as manufacturer/vendor finance areas.

“I am very excited to have Harry as part of our firm. His leadership, business development, and management skills will be an
invaluable resource to our clients and prospects in the financial
services sector,” said Bob Rinaldi. An in-depth video interview
with Harry Kaplun was posted on Leasing Avenues, Bob Rinaldi’s
video blog about those who made and are making an impact on
the equipment leasing and finance industry.
Key Equipment Finance Names Maxon VP, Commercial
Vendor Technology
Key Equipment Finance announced the promotion of Lori A.
Maxon to Vice President of Commercial Vendor Technology. In
this role, Maxon will work closely with technology vendors to
develop structured finance solutions for enterprise clients throughout the Northeast.
“We are very fortunate to have someone with Lori’s background
and experience in this role to help our vendors use structured
financing as a means to shorten sales cycles and increase the
breadth of solutions that they can provide their clients,” said
David Lempko, Senior Vice President, Commercial Vendor IT,
Key Equipment Finance. “Lori has been with Key Equipment
Finance since 1998 and has worked through a progression of
roles with increasing responsibility throughout her tenure. I look
forward to seeing her succeed in her new position.”
Maxon joined Key Equipment Finance in 1998 and most recently
was Vice President, Commercial Leasing Services, Business Banking. Previously, she worked for the company in various capacities, including account manager, inside sales and business banking. Maxon has a bachelor’s degree in business administration,
marketing from Syracuse University.
Byline Bancorp Chief Credit Officer Retires; Beacom Named
Successor
Byline Bancorp, Inc. announced Tim Hadro’s retirement as Chief
Credit Officer effective July 31. He will remain an advisor with
the company and assist in the transition. Owen Beacom, currently Deputy Chief Credit Officer, will succeed Hadro as Chief
Credit Officer.
“Tim was instrumental in the establishment of Byline’s strong
credit culture and we are deeply grateful for his many years of
exceptional service. Tim has been here since the recapitalization
of the company in 2013 and now having completed and integrated several acquisitions, the timing for the transition seemed
right. We will continue to benefit from Tim’s knowledge and
experience as he will remain an advisor to the company,” said
Alberto Paracchini, President and Chief Executive Officer of
Byline Bancorp. “Owen has worked closely with Tim in preparation for his eventual retirement and is well suited to handle the
responsibilities of Chief Credit Officer. Owen has a deep understanding of our loan portfolio, credit policies, markets and customer base, and will provide strong leadership and continuity for
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our credit administration functions while we continue to grow
in the years ahead.”

Officer at Dext Capital. “You can never have enough great teammates. Brad and Justin are two more tenured top producers at leading companies who understand our value proposition at Dext.
We are excited to welcome to the Dext team.”

Beacom has more than 35 years of experience in the banking
industry. He joined Byline in May 2018 following its acquisition of First Evanston Bancorp, where he served as Managing Dext Capital is a privately owned independent equipment finance
Director, Chief Lending Officer from 2004 to 2018. From 1990 company founded by a team of industry veterans with strong
to 2004, Beacom held senior lending positions at Chicago area financial sponsorship from Sightway Capital. As a direct nonbanks including Bank One, American National Bank of Chicago bank lender, Dext focuses on simple, flexible and future forward
and Lake Shore National Bank. Since 2012, Beacom has served as financial solutions for medical providers and manufacturers.
a Member Director of the Federal Home Loan Bank of Chicago.
He has a bachelor’s degree in economics from Harvard University, Moritt Hock & Hamroff Expands Litigation Practice
a master’s degree in accounting from DePaul University, and a The law firm of Moritt Hock & Hamroff with offices on Long
PEF_TradeShow
Ad_halfpg_REV.qxp_Layout
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master’s degree in business administration from42669
the University
of Island
and in New York City
has announced
B. ZlotChicago.
Headquartered in Chicago, Byline Bancorp, Inc. is the parent company for Byline
Bank, a full-service commercial bank serving small- and medium-sized businesses,
financial sponsors and consumers. Byline
Bank offers a broad range of commercial
and retail banking products and services
including small ticket equipment leasing
solutions and is one of the top 10 Small
Business Administration lenders in the
United States.
Dext Capital Adds Healthcare Leasing
Experts as VPs of Sales
Brad Stern and Justin Naumann are the
latest healthcare leasing experts to join the
Dext Capital team.
Stern, a well-respected sales professional,
joins Dext Capital as Vice President of
Sales. Stern’s expertise includes the development and building of relationships with
developers to serve the financing needs of
new surgery centers and expanding medical
practices. Stern comes to Dext from Wells
Fargo and Marcap where he was a top sales
producer in the healthcare space for over
two decades.
Naumann joins as Vice President of Sales
for Dext Capital to provide financing solutions to healthcare providers throughout
the country. Naumann has been a leading
sales representative at First Financial for
the last 15 years where he supported the
underserved financing needs of hospitals
and medical practices in the New York and
New Jersey areas.
“It’s energizing to receive positive feedback
from our partners and customers as our
backlog and referral network continue to
expand,” said Kyin Lok, Chief Executive

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

Solutions that work®
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lion in annual fundings, and allow Channel to continue its trajectory of growth as one of the most financially stable companies
in the industry.

nick and Alexander Litt have joined the firm. Zlotnick
joins the
National
Equipment Finance Association
firm's Litigation and Real Estate practice groups as a Partner and GreatAmerica Financial Services, Pinnaca Launch Financing
Litt joins the firm’s Litigation practice group as an Associate. Both Program
Pinnaca, a leader in managed services for visual communications
are based in the firm's New York City office.
and unified communications, announced a relationship with Gre“We are pleased to welcome Peter and Alex to the firm,” said Marc atAmerica Financial Services to offer Pinnaca’s U.S.-based custoHamroff, Managing Partner. “Both are talented attorneys who mers and its partners new financing options.
will provide valuable skills to our clients and strengthen our practice as we continue to advance the scope of our services in New GreatAmerica will help Pinnaca customers acquire new technology and bundle hardware, software and cloud visual collaboraYork City.”
tion, and unified communications (UC) products and services
With over 25 years of experience, Zlotnick focuses his practice into a single monthly payment through the AV as a Service proon real estate matters and complex construction-defect litigation, gram.
as well as complex commercial and healthcare disputes. His clients include commercial and residential developers, co-op and Pinnaca’s global Managed Services support AV Integrators, videcondominium boards, design professionals, private equity firms oconferencing solutions providers and enterprise customers with
and high net-worth individuals. He also litigates corporate gover- 24/7 Help Desk support, monitoring, analytics and reporting.
nance, business torts, bankruptcy and other types of business dis- These Managed Services are available for most visual communiputes. In addition, Zlotnick serves as a federal equity receiver in cations applications and platforms. This new program will enable
consumer fraud federal equity receiverships for the Federal Trade Pinnaca customers to upgrade to newer technologies, control IT
Commission. He earned his J.D. from Benjamin N. Cardozo costs, use capital for revenue generating activity rather than big
School of Law Yeshiva University and his Masters from Harvard spends on IT equipment and plan for new technology migrations
and budget accordingly.
University.
Litt concentrates his practice in all facets of complex commercial
litigation. He earned his J.D., cum laude, from the University of
Miami School of Law.

INDUSTRY NEWS
Channel Partners Capital Makes Inc. 500/5000 List for 7th
Consecutive Year
Channel Partners Capital (Channel), was ranked No. 961 among
the 5,000 fastest-growing private companies in the U.S. by Inc.
magazine for the seventh straight year in 2019.
“Our consistent growth results from the strong relationships we
build with equipment finance partners and their customers,” said
Brad Peterson, CEO Channel Partners Capital. “We work hard to
provide convenient, easy access to growth capital for small business customers who are often acquiring equipment at the same
time.”
He added, “Leveraging these connections ensures that our partners are in the right place at the right time to help small businesses
with their working capital needs.”
“Of the tens of thousands of companies that have applied to the
Inc. 5000 over the years, only a fraction have made the list more
than once,” stated James Ledbetter, Editor in Chief, Inc. Media.
“A mere one-and-a-half percent of companies have made the
list seven times. That makes Channel’s accomplishment ranked
among the elite.”
In May 2018, Channel closed on a mid-eight figure equity investment and a senior debt facility that will support over $300 mil-
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“Working with a managed services provider who can offer a complete hardware and service solution is exactly why we created the
program, which combines the best attributes of AV as a Service
and equipment financing,” said Nick Nielsen, Vice President of
Sales for the Unified Communications and IT Group, GreatAmerica Financial Services. “These financing options will enable customers to lessen the burden of heavy capital expenses while still
allowing them to provide great technology solutions to their endusers through a comprehensive solution provider like Pinnaca.”
Pinnaca CEO Clive Sawkins said, “We are pleased to work with
GreatAmerica Financial Services in the U.S. to offer our customers and partners options to acquire new collaboration solutions
that can improve their productivity, employee satisfaction and
retention, and help their businesses grow. Technology is changing
so rapidly, and these new financing programs will offer a migration path to the cloud or new premise-based solutions and managed services without significant cash investment.”
Four MH&H Attorneys Named to Best Lawyers in America
List
The law firm of Moritt Hock & Hamroff LLP, with offices on
Long Island and in Manhattan, announced David H. Cohen (a
partner of the firm), Andrew B. Eckstein (counsel to the firm),
Robert M. Finkel (a partner of the firm) and Henry L. Goldberg
(a partner of the firm) have been selected for inclusion in the
2020 Edition of Best Lawyers.
Cohen was selected for his work in the practice of Real Estate
Law; Eckstein for his work in the practice of Bankruptcy &
Creditor Debtor Rights/Insolvency & Reorganization Law; Finkel for his work in the practice of Tax Law and Tax Litigation &

in the NEWS

Western Equipment Financing, Altoz Finalize Retail
Financing Plan
Altoz, Inc. announced the finalization of a retail financing program with Western Equipment Financing.

National Equipment Finance Association

Controversy; and Goldberg for his work in the practice of Construction Law.
Cohen, a Partner of the firm, concentrates his practice on all
facets of complex real estate transactions and related matters. He
earned his Juris Doctorate from Brooklyn Law School.

Western Equipment Financing is a full-service commercial equipment finance company that provides both conventional financing
for commercial customers and lease-purchase options for municipalities and government entities.

Eckstein, Counsel to the firm, concentrates his practice on all
aspects of complex debtor and creditor matters in bankruptcy
cases and out-of-court restructurings. Eckstein earned his Juris
Doctorate from Albany Law School of Union University.

“Altoz consumers deserve every possible financial advantage when
purchasing our products,” said Karl Bjorkman, Sales and Marketing Director at Altoz. “Our partnership will help open quick
financing or lease-purchase options for new and used Altoz mowers that didn’t exist before.”

Finkel, a Partner of the firm, serves as the Partner-in-Charge of its
New York City office and as Co-Chair of the firm’s Tax Practice
Group. He concentrates his practice on the areas of individual
and business taxation including tax controversy and tax litigation.
Finkel earned his LL.M. in Taxation and his JD from Boston University School of Law.

The lease-purchase program is a distinct advantage for municipalities and government entities that need to preserve their operating budgets, the company said. The retail financing program for
commercial customers offers distinct advantages to finance new
and used Altoz mowers at competitive rates and helps those with
sub-prime and limited credit history financing options.

Goldberg, a Partner of the firm, serves as Chair of its Construction Practice Group. He focuses his practice on all facets of complex construction law related matters. Goldberg earned his JD
from Fordham University School of Law.

Based in Greenbush, MN, Altoz is an outdoor power equipment
company built by an experienced team of engineering specialists,
turf-industry professionals and power sports industry leaders.

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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Boston Financial & Equity Closes $500K Equipment Lease
for Materials Handling Spin-Off
Boston Financial & Equity recently closed a lease transaction for
$500,000. The company, a spin-off of a major materials handling
company, developed a proven and patented process to recover carbon black and other marketable liquid chemicals from discarded
tires. It does this with a significant reduction of carbon emissions.
The equipment is a Liquid Ring Vacuum pump which is central
to their operations. Although the company is not yet turning a
profit, it does have contracts with one of the largest tire manufacturers as well as other large companies in the chemical industry.
North Mill Capital Acquires Summit Financial Resources
North Mill Capital, a wholly owned subsidiary of Solar Senior
Capital, announced the acquisition of Summit Financial Resources, a provider of factoring services across the U.S. Founded in
1994 and based in Salt Lake City, UT, Summit has built a diversified portfolio of accounts receivable factoring spanning a broad
geography of clients across numerous industries, including a primary focus on borrowers operating in manufacturing, business
services and transportation.
“Summit immediately expands North Mill’s geographic reach,
significantly increases the scale of our existing factoring business
and allows us to employ the sizeable permanent capital base of
our parent company,” said Jeff Goldrich, North Mill CEO. “Summit will maintain its office in Salt Lake City while North Mill will
continue to operate its full-service offices in Princeton, NJ, and
Minneapolis, MN.”

“The entire VeEX team is motivated to offer customers financing
solutions developed in partnership with Marlin. The finance program will benefit our customers tremendously by allowing them
access to equipment financing, as well as working capital loans. In
addition, we look forward to leveraging Marlin’s industry expertise to develop creative solutions that will provide a significant
advantage to VeEX in the marketplace,” said Perry Romano, Sr.
Director, MSO Sales/Business Development at VeEX.
“Marlin is excited to offer VeEX customers fast approvals and
extraordinary customer service when it comes to their financing
needs,” said Mark Scardigli, Chief Sales Officer, Marlin. “We’re
looking forward to leveraging our broad expertise in vendor programs to positively impact the sales efforts of VeEX through creative and competitive solutions.”
North Mill EF Attains All-Time High in Originations
North Mill Equipment Finance LLC announced yet another
record-breaking month in originations as the company posted
$15 million of aggregate volume in July. An all-time high for the
organization, the momentum is expected to continue as the year
progresses.
“We’re ecstatic,” said David Lee, Chairman and CEO of North
Mill, an independent commercial equipment lessor in South
Norwalk, CT. “Every department at the company had a hand
in helping generate the business, push the bar higher, and collectively, aim for new heights in the months ahead. I’m proud of

Post-acquisition, North Mill has 10 business development officers strategically
located throughout the U.S. while providing complete portfolio management
capabilities across the three offices. These
resources position North Mill to both originate and service asset-based loans and
factoring facilities nationwide and better
position the combined business to take
advantage of the market opportunity.
Marlin, VeEX Create Financing
Program
Marlin and VeEX Inc., a provider of
next-generation test and measurement
solutions to the communications industry,
announced a partnership to provide financing options for VeEX’s U.S.-based customers. Marlin’s financing options will be
available through VeEX’s direct sales team
and authorized distributor network.
The new strategic alliance will enable customers to acquire communications test and
measurement solutions that are financed
through Marlin’s fast, convenient approval
process. Customers will also benefit from
Marlin’s extensive vendor finance and
industry experience.
Sep/Oct 2019 NEWSLINE
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LTi Technology Solutions ASPIRE v.5 Platform Adopted by
Signature Financial
LTi Technology Solutions announced that, after extensive
research into current lease and loan management systems, SigEquipment
Finance Association
our team and the dedication and commitment theyNational
demonstrate
nature Financial LLC will upgrade to LTi’s ASPIRE v.5 platform.
daily.”
Signature Financial, Signature Bank’s wholly owned equipment
As a financial institution that ardently promotes transparency and finance subsidiary, determined ASPIRE would be the most effecopen dialogue, North Mill’s senior leadership team listens closely tive solution for handling its diverse market workflows and manato the advice brokers impart.
ging projected growth.

in the NEWS

“We covet the relationships we’ve built with our referral agents,”
Lee said. “In many cases, their recommendations have been the
genesis for procedural enhancement at the organization.”
To ensure referral agents continue to share opinions, North Mill
is introducing a live webinar series in the fall. As a precursor, the
company was featured at AACFB’s Meet the Funder online series
in July. North Mill set another goal last month as more than 100
people enrolled to hear North Mill’s story - the highest registration number since the series’ inception.
“North Mill is a partner in every sense of the word,” said Monica
Harper, Executive Director, AACFB. “They not only augmented
the association’s promotion of Meet the Funder with their own
marketing initiative, they demonstrated support of AACFB by
helping us bring on new members.”
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Signature Financial was formed in 2012, and quickly established
itself as a leading specialty finance lender across multiple markets.
Having grown significantly in seven years, Signature Financial
sought a software platform that could manage its growth in multiple market channels, provide better workflow automation and
increase transparency for their customers. ASPIRE’s end-to-end
platform boasts many features that will facilitate better practices
and processes for Signature Financial.
“A key factor in Signature Financial’s decision to upgrade with
LTi was based on our proven, long-standing relationship. We have
worked with Signature Financial’s core executive team in their
various positions for more than 20 years,” said LTi co-founder
Randy Haug. “We have developed a genuine mutual respect for
one another, which is derived from our collaborative relationship,
coupled with LTi’s in-depth knowledge of Signature Financial’s
business operations and processes. We are excited to continue
working with Walter and his team.”

Walter Rabin, President and Chief Executive Officer of Signature
Financial, added, “Randy and his team at LTi have been our trusted partner here at Signature Financial since our formation, providing software essential to the origination and servicing of more
than $11 billion in new business over the past seven-plus years.
Upgrading to ASPIRE v.5 is consistent with our parent bank’s
technology initiatives and will position us to confidently expand
our enterprise in an efficient and secure manner.”
Chesswood Focuses on Building-Out Vendor-Channel
Business
Chesswood Group Limited reported its adjusted operating
income for the second quarter was $6.02 million compared with
$6.83 million in the second quarter 2018. This measures Chesswood’s operating income before the change in the allowance for
credit losses in the period and Tandem Finance Inc.’s net expenses. Free cash flow remained strong and well in excess of its dividend levels, the company said.
Chesswood continues to focus on the build-out of its vendor-channel business, Tandem Finance Inc. In its first five months,
Tandem has generated originations in excess of initial expectations.
“We’re very pleased with Tandem’s first full quarter of results, after
having launched business development efforts just five months
ago, in March of this year,” said Barry Shafran, Chesswood’s President and CEO. “At the same time, we continue to build out the
Tandem team and its infrastructure, including the vendor portal
through which vendor-partners and borrowers can transact entirely through electronic documents, if desired.”
With decisioning in three hours or less, a product suite of multiple credit grades from prime through “C” and a portal that can
conduct business completely online, Tandem is very well equipped to offer superior service and a comprehensive product offering, which is being well received in the market.

   

Chesswood’s third-party businesses, Pawnee Leasing and Blue
Chip Leasing, are focused on matching risk with pricing in markets that are, in management’s opinion, mismatching this relationship and continuing to drive pricing lower.

Experienced California Attorneys
Serving Equipment Leasing Companies
for over 30 years

“While we recognize that our risk management focus impacts
growth in our third-party channel businesses during this stage of
the economic cycle, we believe it is the prudent course of action
for Chesswood, in this market environment.”
Allegiance Financial Group Adopts IDS InfoLease 10 to Drive
Growth
IDS, a provider of asset finance and origination technology,
announced Allegiance Financial Group (AFG) has selected IDS
InfoLease 10 for portfolio management as it looks to drive growth
by financing their customers’ mission critical systems.
IDS InfoLease provides the needed flexibility and agility to support AFG’s business model which focuses on constructing the
right financial product to meet customers’ specific business needs.

 

   

   

 



Ferns, Adams & Associates is a California law firm
representing numerous banks and commercial
finance companies in all aspects of creditor’s
rights such as: • Collections,
•
•
•
•
•

Replevin actions,
Consumer and Commercial
Litigation
Defense litigation including class
action lawsuits,
Bankruptcy litigation, and
Alternative dispute resolution

All the while keeping a cost/benefit ratio necessary for
Creditors in today’s economy.

For more information contact Amanda Ferns at:

aferns@fernslaw.com or (925) 927-3401
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others, expanded to nearly $1.3 billion, an increase of 20 percent
from the second quarter last year. Importantly, the credit quality
of our portfolio remained stable and within expectations.”

in the NEWS

National Equipment
Finance
Association
Total sourced
origination
volume for the second quarter of $231.5
“As an IDS customer since 2003, we have deep working knowledge and experience with the InfoLease platform,” said Shelly
Kirsch, AFG Chief Financial Officer. “Upgrading to InfoLease
10 allows AFG to take advantage of the platform’s flexibility,
extensibility and rich new features in order to deliver the best-inclass service our customers expect. The IDS technology platform
allows us to respond to our customers unique funding needs and
provides a highly reliable, scalable and cost-effective solution for
our operations.”
AFG, which has its headquarters in St. Paul, MN, has funded over
$500 million in transactions to over 1,000 customers throughout
the 48 contiguous states. AFG’s focus is on loan, lease and working capital transactions secured by mission critical assets including transportation, construction, refuse and corporate aircraft.
AFG acts in the role of originator, lender/lessor (principal) and
equipment re-marketer.
“Our more than 15-year relationship with AFG is a great example
of our goal to establish long-term, highly valued partnerships
with our customers,” stated David Hamilton, IDS CEO. “Our
ongoing commitment to solution investment and product innovation allows us to deliver solutions across the entire asset and
equipment finance market place. We are excited to continue our
partnership with AFG in support of their growth goals and help
to better serve their customers financing needs.”
IDS InfoLease is recognized globally as a leading solution for
portfolio management, supporting all contract structures, including tax and non-tax leases, leveraged leases, loans, conditional
sales contracts, floating rate and revolving accounts. The modern
open architecture of InfoLease enables customers to rapidly innovate, connect to ecosystems and streamline access to data in support of enhanced business performance.
Marlin Reports Q2 Sourced Origination Volume Up 28.9%
Y/Y, Direct Origination Volume Up 34.9%
Marlin reported second-quarter 2019 net income of $6.1 million
compared with $5.1 million in the prior quarter, and $6.5 million
a year ago. Second-quarter 2019 net income on an adjusted basis
was $6.3 million compared with $6.5 million a year ago.
Commenting on the company’s results, Jeffrey A. Hilzinger,
Marlin’s President and CEO, said, “Marlin delivered a productive second quarter highlighted by strong growth in origination
volume, stable portfolio performance and improving profitability. Second quarter total sourced origination volume of $231.5
million increased 29 percent year-over-year, a record for a single
quarter. Growth was strong in both our equipment finance and
working capital loan products and we continued to benefit from
strong growth in both our direct and indirect origination channels. At quarter end, our net investment in leases and loans reached nearly $1.1 billion, up 10 percent from a year ago. Our portfolio of total managed assets, which includes assets we service for
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million was up 28.9 percent from a year ago. Direct origination
volume of $49 million in the second quarter was up 34.9 percent from $36.3 million in the second quarter of 2018. Indirect
origination volume in the second quarter of 2019 was $160.3
million, up 18 percent from $135.9 million in the second quarter
last year. Assets originated for sale in the second quarter of $18
million compared with $1.8 in the second quarter last year. Referral volume totaled $4.1 million, down from $5.6 million in the
second quarter last year.
Business Outlook
The company is reaffirming its previously issued guidance for the
full year ending Dec. 31, 2019 as follows:
• 	 Total Sourced Origination volume is expected to finish approximately 20 percent above 2018 levels
• 	 Total asset sales are expected to be $250 million to $280 million
as it continues to integrate the acquisition of Fleet Financing
Resources and execute loan and lease syndications. The company expects to achieve an immediate gain on sale margin of
6.0 percent to 7.0 percent.
• 	 Portfolio performance is expected to remain in line with the
results observed over the last 12 months
• 	 Net interest and fee margin, as a percentage of average finance
receivables, is expected to be between 9.5 percent and 10.0 percent
• 	 ROE is expected to continue to improve in 2019 as the company continues to improve operating scale
Amur Equipment Finance Completes Seventh Securitization,
$269.4MM
Amur Equipment Finance, Inc. (AmurEF) announced the closing
of its seventh term securitization, a $269.4 million notes issuance
secured by small- and mid-ticket equipment loans and leases. The
transaction ranks as AmurEF’s largest issuance to-date and is the
first to be rated by Moody’s.
KeyBanc Capital Markets served as structuring agent, bookrunner
and lead manager and The Williams Group served as co-manager. Since 2018, AmurEF has placed over $700 million in equipment-backed notes as part of its ongoing securitization program.
“We’re extremely excited about the reception this offering received, which we believe is due to the continued strength and performance of our platform. We’ve always had very strong investor
interest in our securitization program, but we saw a surge of new
investors interested in this transaction and it contributed to a
superb execution for AmurEF,” said Kalyan Makam, AmurEF
Board Member and Executive Vice President of Capital Markets.
“We firmly believe we are on the right path to achieve our objectives,” said Mostafiz ShahMohammed, Chairman and CEO of

BUILDING RELATIONSHIPS.

SUPPORTING YOUR GROW TH.
In the equipment finance industry, every goal starts with
a plan. As your business grows, Wintrust Specialty Finance
is here to support your initiatives through innovative
financing programs designed with your specific needs in
mind. Our team of experts is here to develop solutions that
complement your expertise and provide support where
you need it most.

SERVICES
•

Portfolio purchases or individual transactions

•

Private label servicing or originator retained servicing

•

Warehouse and guidance lines of credit

•

Ultimate net loss programs and recourse

LET WINTRUST SPECIALTY FINANCE HELP YOUR BUSINESS REACH ITS GOALS.
For more information, please contact:
DAVID NORMANDIN, CLFP
President & CEO
dnormandin@wintrust.com
949-268-9099

NICK GIBBENS, CLFP

Vice President, Business Development
ngibbens@wintrust.com
949-268-9098

MARK MCKISSICK, CLFP

Vice President, Relationship Support
mmckissick@wintrust.com
949-268-9092

wintrust.com

Wintrust Specialty Finance is a division of Beverly Bank & Trust Company, N.A., a Wintrust Community Bank. Banking products provided by Wintrust Financial Corp. banks.
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The program enables KWIPPED suppliers to offer a loss damage
waiver to KWIPPED rental customers who want a simple way to
address the coverage requirement of their rental contract. Great
American Insurance Group will provide insurance that protects
National Equipment
Finance
Association
the supplier
for covered
damage or loss to their equipment.
AmurEF. “The cost of funds we achieved in this transaction will
fuel our continued growth and investment and I couldn’t be more “As our business matures, it’s important for us to continue to
evolve by delivering additional value to our customers and supexcited to see what our team can achieve.”
pliers. Providing added protection against equipment damage
KWIPPED Selects Great American Insurance Group to Offer is something our renters and suppliers have requested. We are
delighted that affordable protection is now available to both parEquipment Protection
KWIPPED Inc., the Wilmington, NC-based equipment rental ties,” Preville said.
marketplace, announced the launch of a new equipment protection program that will be offered to its equipment rental cust- Vic Villegas, President of the Specialty Equipment Division of
omers. The program will be underwritten by Great American Great American Insurance Group, responded, “The KWIPPED
business philosophy is innovative and exciting, and we are thrilled
Insurance Group.
they selected Great American to enhance their value proposition
KWIPPED is an online business-to-business ecommerce market- by offering protection to their customers. Our equipment rental
place where businesses can rent a wide range of equipment from a product is a great fit for their model and we’re confident the extra
peace of mind will bring value to their existing and prospective
global network of equipment suppliers.
customers.”
According to KWIPPED CEO, Robert Preville, “Due to the large
quantities of rented equipment, our suppliers want to mitigate AloStar CF Provides $30MM Credit Facility to BlackRiver
risk from loss and damage to their expensive equipment. Through Business Capital
a collaboration with Great American Insurance Group, we can AloStar Capital Finance successfully agented and closed a $30
now offer equipment protection backed by an A+ rated insurance million credit facility to BlackRiver Business Capital (doing business as ACG Equipment Finance).
carrier on the KWIPPED marketplace.”

in the NEWS

“Our company is rapidly growing as we expand our platform and
customer base. This committed credit facility from AloStar will
propel our company to the next level by expanding our reach,”
said Rob Childers, CEO of BlackRiver Business Capital. “With
AloStar’s support, we look forward to continuing to provide quick
turnaround times, competitive pricing and flexible finance programs to a greater number of equipment sellers and buyers.”
BlackRiver Business Capital provides creative equipment finance
solutions to help businesses obtain the equipment they need, and
to help equipment sellers increase their sales. Founded in 2015,
the firm merged with an equipment finance origination company
in April 2018. The combined company has financed more than
$500 million in commercial equipment across a diverse group of
industries.
“Our team of experts collaborated with BlackRiver’s leaders to
understand the firm’s needs and goals, and offered the necessary
liquidity for the company to manage its growth,” said Andy McGhee, President of AloStar Capital Finance. “BlackRiver is committed to providing best-in-class service to both its equipment seller
and business owner customers, and we’re pleased to provide the
resources needed to serve a larger audience.”

debbie@bfec.com
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AP Equipment Financing Q2 Volume up 38.9%, Makes Top
100 List
AP Equipment Financing announced it has been listed at No.
90 on Monitor’s Top 100 Equipment Finance Companies. This
comes as AP closed a record-setting second quarter in 2019
having funded $43.9 million, representing a 38.9 percent growth
over Q2 of 2018.
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Cannabis Tech Firm Adds $30MM TriGrow Capital Facility,
Term Loan Product
TriGrow Systems announced the addition of a Term Loan product through TriGrow Capital, a division that helps leading opeNational Equipment
Finance Association
“Having previously been mentioned in the top Independent Lea- rators finance the growth of their businesses through both capital
sing Companies, we are ecstatic to be recognized in the Top 100 and technology resources.

in the NEWS

list of Equipment Financing Companies by The Monitor,” stated
Chris Enbom, CLFP, CEO of AP. “Our company is made up of
passionate individuals who embody a culture of innovation and
service. We continue to push the organization in every way possible, understanding that change should be embraced, and progress
should be its result.”
“As we continue our focus on highly-specialized and targeted
underwriting programs, our company has capitalized in a healthy
way and continues to see exponential growth,” stated Chris Lerma,
CLFP, Chief Risk Officer. “AP has been able to utilize traditional
underwriting methods in combination with advanced data analysis strategies to stay aggressive in an ever-competitive market, and
we continue to benefit from these strategies every quarter.”
CapX Partners Celebrates Platinum Anniversary
Accord Financial Corp. congratulated CapX Partners on its platinum anniversary, celebrating 20 years of achievement.
“CapX and its four outstanding partners have been leaders in the
middle market finance community, and have brought vital financing to businesses throughout the U.S. over two decades,” said
Accord CEO Simon Hitzig, adding, “They consistently raise the
bar, setting the standard for excellence in our markets.”
Founded in 1999 by Jeff Pfeffer and Jim Hallene, since joined
by partners Barrett Carlson and Eric Starr, CapX deployed nearly
$500 million via four funds before joining the Accord family
in 2017. Over the 20-year history of the firm, CapX has been a
forward-looking force in the equipment finance arena, simplifying access to capital with a unique combination of personal touch
and innovation.
CapX joined the Accord family of companies in 2017, and
together with the other Accord divisions, have established a financial services platform that can lend up and down a company’s
balance sheet, creating a one-stop source for senior-secured financing to middle market businesses in the U.S. and Canada.
“We were thrilled to add CapX to the Accord family 18 months
ago and are just as proud to help them celebrate 20 years of success. This is a tremendous accomplishment, and we look forward
to growing together over the next 20 years and beyond,” Hitzig
added.

Accord Financial Corp., founded in 1978, is one of North America’s leading independent commercial finance companies. CapX
Partners is a specialty finance company that focuses on companies
looking for debt financing in the $2 million to $20 million range.
CapX provides senior loans and leases and favors manufacturing,
distribution, technology, energy and healthcare industries with an
emphasis on revenue producing fixed assets.
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This division aims to address some of the funding and growth challenges unique to the cannabis industry by providing equipment
financing options and enabling companies to scale rapidly with
more balance-sheet flexibility. TriGrow Capital has deployed $5.4
million to date, across two deals in Washington and Colorado.
This new financing facility of $30 million will be deployed over
the next 12 months.
“We are working to solve a critical need we have seen in this industry for financing capital expenditures,” said Richard Weinstein,
TriGrow’s Chief Business Development Officer and Head of TriGrow Capital. “Cultivators of all sizes and across the globe are
seeking options to finance their growth plans and we are endeavoring to meet their needs, offer the choices our customers deserve,
and be as helpful as we can to foster their success.”
The Term Facility will be provided by Agrinamics Inc., a crucial
technology and manufacturing partner to TriGrow. Agrinamics
is a Massachusetts-based developer, manufacturer and distributor of hardware and software solutions for the indoor agriculture
market.
“We have been working closely with TriGrow for some time and
have been impressed with the forward-thinking solutions they
deliver,” said Agrinamics’ Chief Operating Officer Jim Boudreau.
“We believe that with this new financing facility, TriGrow will
be able to both help their customers achieve success and greatly
accelerate the implementation of their unique offerings in this
industry.”
TriGrow Capital recently announced a lease financing product
and first transaction with a leading Seattle-based producer. Along
with this new term facility, the company will continue to explore
additional financing avenues on both structure and duration.
TriGrow is an ancillary company providing end-to-end cultivation solutions in which each element has been designed and
custom engineered to work together. TriGrow's supportive ecosystem includes Systems, Capital, Supply and Brands.
First Associates Combines Ops With PFSC, Closes Investment
Round with Stone Point Capital
First Associates Loan Servicing, LLC announced it has closed an
investment round with Stone Point Capital LLC. The Stone Point
investment in First Associates is the culmination of years of partnerships with industry-leading clients, an ongoing commitment
to excellence and track record of delivering outstanding growth
and performance, the company said. Funds managed by Stone
Point Capital have acquired a majority interest in First Associates.
A key part of this investment, First Associates and Portfolio
Financial Servicing Company (PFSC), a current Stone Point

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

investment company, will combine operations to form a single
world-class financial service company. This new entity will be an
industry leader specializing in loan and lease servicing, capital
markets support and customer service support with an exceptional focus on technology and compliance.
“First Associates is proud and excited to be joining the Stone Point
family of companies and we are looking forward to the opportunities this investment round will enable us to bring to our clients,”
said CEO David Johnson. “We are excited to combine PFSC’s
expertise in the commercial loan and lease servicing space with
our consumer expertise. This combination of our two companies
is a big win for the industry.”
First Associates and PFSC will work together over the next four
to six months to combine operations and develop their long-term
growth strategy. With the integration, they will be able to offer
the entire spectrum of servicing solutions including:
• 	 Consumer Loan and Lease Servicing
• 	 Commercial Loan and Lease Servicing
• 	 Customer Service Support
• 	 Backup Servicing and other Capital Markets Support
• 	 Third-Party Collections Services via their Activate Financial
subsidiary

DONE. NEXT!

Fast and easy equipment coverage.

“Bringing together two clear industry leaders is always a
game-changer,” said John Enyart, PFSC President. “Being able
to combine all the knowledge, assets and leadership that PFSC
and First Associates have together after years of competing is an
impressive prospect that opens up a bright future.”
Stone Point CEO, Chuck Davis, added, “We are looking forward
to partnering with the First Associates team. PFSC has achieved
significant growth since our investment in 2016, and we are thrilled about the prospects of the newly combined company.”
Chesswood Announces Additional Funding Facility for
Pawnee
Chesswood Group Limited announced the closing of a new funding facility with Sun Life Assurance Company of Canada for its
subsidiary Pawnee Leasing Corporation. This new facility finances Pawnee's prime originations and provides additional annual
funding for Pawnee of up to $80 million, with a cost of funds that
are fixed at the time of each tranche.

GAIG.com/SpecialtyEquipment
Policies are underwritten by Great American
Insurance Company, Great American Assurance
Company, and Great American Spirit Insurance
Company, authorized insurers in all 50 states
and DC. © 2019 Great American Insurance
Company. 301 E. Fourth St., Cincinnati, OH
45202. All rights reserved.
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Sun Life has been providing financing to Chesswood's Canadian
finance business, Blue Chip Leasing, for many years and this
new program for Pawnee is an extension of this long-standing
relationship. Sun Life has been a leader in providing equipment
finance facilities to many Canadian finance companies for over
25 years while gradually expanding their U.S. portfolio. Sun Life
is one of the largest insurance and asset management companies
in the world.
“This additional capacity for Pawnee broadens our treasury
resources, expands our capacity and improves Pawnee's overall
cost-of-funds in addition to locking in a fixed rate at the time of

funding,” said Barry Shafran, Chesswood's President and CEO.
“We are very pleased to be expanding our relationship with Sun
Life while enhancing Pawnee's financial resources and expanding
its banking relationships.”
Colorado-based Pawnee Leasing Corporation, founded in 1982,
finances a highly diversified portfolio of commercial equipment
leases and loans through relationships with over 600 independent
brokers in the U.S. In Canada, Blue Chip Leasing Corporation
has been originating and servicing commercial equipment leases
and loans since 1996, and today operates through a nationwide
network of more than 50 independent brokers. Located in
Houston, TX, Tandem Finance Inc. provides equipment financing to small and medium sized businesses in the U.S. through
the equipment vendor channel.
North Mill Finances Over 60 Deals with
Truckmaster Warranty
North Mill Equipment Finance LLC,
announced it has financed more than 60
Class 8 vehicles year-to-date with an exclusive Truckmaster warranty included in the
transactions. The bundled program was
first made available in 2019.
Developed by Specialty Administrative Services (SAS) LLC, Truckmaster is the company’s flagship warranty product. Given
the many day cabs, sleepers and vocational
vehicles financed, SAS fashioned a Truckmaster warranty specifically based on the
needs of the customer and the underwriting guidelines set by North Mill.
“We recognize the many hurdles that truck
drivers are currently facing,” said David
Lee, Chairman and CEO of North Mill. “A
market notorious for its cyclicality is now
plagued by falling spot rates and a glut in
supply of both new and used vehicles. As a
lender with a sizeable stake in the space, we
want to help the independent driver sidestep any additional expenses brought on by
circumstances they can’t control.”
According to Lee, when the Truckmaster
program is added to the deal, a driver can
choose a unit that’s older and has more
miles accrued than would be allowable
without the warranty based on North Mill’s
asset specifications. For example, North
Mill normally requires a Class 8 sleeper
truck be no more than 4 years old with an
odometer reading not to exceed 500,000
miles. Add in the Truckmaster warranty
and the age climbs to six years and the mileage to 700,000.

“Our partnership with North Mill is a win-win for anyone looking to finance a truck and protect their livelihood and investment,” said Rob Davenport, President of SAS. “North Mill's
dedication to helping its customers obtain the financing they
need to operate, along with a high level of customer service not
common in the industry, aligns perfectly with our core mission
of putting the customer first and offering the most value-packed
plans in the industry.”
In addition to augmenting North Mill’s standard asset guidelines, the Truckmaster warranty offers coverage for 24-months and
240,000 miles along with 24/7 roadside assistance. Moreover, the
price of the warranty, which is added to the purchase price at zero
markup for North Mill, can be financed as part of the deal.

Having a Problem with
Lease Enforcement?

Not Anymore.

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
Georgia - Hays Potter Martin, LLP
Hawaii - Kessner Umebayashi Bain
& Matsunaga
Illinois - Ashen/Faulkner LTD
Kansas - Young, Bogle, McCausland,
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
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.
Wyoming - Harry L. Simon, P.C.
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VOLUNTEER SPOTLIGHT
Before the Curtain Rises,
Conference Co-Chairs Do Heavy Lifting
On October 2-4, NEFA hosted its 2019 Funding Symposium, in
Atlanta, GA — drawing hundreds of participants for one of the association’s largest annual events. In the weeks leading up to the conference, Newsline took time to check in with Dale Kluga and Shari L.
Lipski, CLFP, Conference Co-Chairs of this year’s event.
If you’re reading this right now, there is a strong chance you’re
doing so while enjoying a moment of rest and relaxation in
between sessions at NEFA’s 2019 Funding Symposium.
The NEFA Funding Symposium is widely known as the industry's
premier networking and education event for equipment finance
professionals, bringing together brokers, lessors, funding sources
and service providers in what is always a highly anticipated and
memorable gathering.
As one of the association’s largest annual events, a lot goes into
planning, preparation and production for the conference. Each
year, one or more members volunteer to do this heavy lifting,
which many attendees take for granted as they sip cocktails during
the opening night reception. In honor of NEFA’s commitment to
giving back, we at Newsline believe it’s important to set aside space
to honor the work of the annual conference chairpersons.
This year, two well-respected NEFA members stepped up to the
task: Dale Kluga, President of Providence Equipment Finance;
and Shari L. Lipski, CLFP, Principal of ECS Financial Services
Inc.
Kluga has a long career in the equipment finance industry. His
commercial lending experience spans more than three decades

and includes a stint at the famed Continental Illinois National
Bank.
After Continental Illinois, Kluga went on to launch three successful leasing companies: LaSalle National Leasing Corporation,
in 1993; Great American Leasing Company, in 1996; and Cobra
Capital, in 2000. In 2016 Kluga sold Cobra Capital to Providence Bank & Trust. It now operates as Providence Equipment
Finance, with Kluga at the helm.
A dedicated NEFA member, Kluga believes small businesses are
the foundation of the American economy and has advocated tirelessly in favor of policies that promote growth and hiring.
Kluga said he was encouraged to join NEFA by the late Ira
Romoff, an industry icon who held leadership positions in both
of the association’s predecessor organizations.
“Ira (who passed away in 2009) was a terrific mentor and provided
great advice,” Kluga recalled. When Kluga was asked to chair the
educational sessions this year, he thought, “it would be best to
bring in an industry pro with more experience at conferences than
anyone else I knew in the industry.”
Shari Lipski was an obvious choice and she agreed to serve as
Co-Chair. Lipski has over 30 years of experience in lease originations and equipment finance company management, and is
responsible for corporate business development at ECS Financial
Services. She serves the firm’s clients by offering her expertise in
many areas, including portfolio management, back-office operations, sales and personal property tax compliance, and busi-

“Right from the beginning Dale and I had the desire to
focus on how the conference made you feel and that
it provided each participant an environment and a
reason to get involved, share your story and create.”
— Shari L. Lipski
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ness advisory services. But it was her vast experience in industry
networking, stretching back to 1998, that made Lipski the best
choice for co-chairing this year’s Funding Symposium.
“Despite her intense work and travel schedule, Shari agreed to be
a Co-Chair on one condition. She wanted to make it (an array
of ) the most interactive educational sessions ever at a conference,”
said Kluga. “That’s what we were both looking for: something
different and powerful. I think everyone will be pleased.”
Lipski recounted her own humble beginnings in the leasing
industry.
“I joined the industry in 1989 working for a tiny equipment
leasing company that specialized in federal, municipal and sovereign nation transactions,” she said. “Learning leasing from the
ground up as head envelope licker and stamper, eventually led to
me becoming a part-owner. When we sold the business, I came
to ECS Financial, which has been my home for the last 20 years.”
“Right from the beginning, I was part of W.A.E.L. (‘Whale’),
then the name changed to U.A.E.L. (‘U-All’), after the merger
with E.A.E.L. it became N.E.F.A. (‘nee-fa’ or if you failed English
in school you say ‘neff-a’), so technically I’ve always been part of
this fantastic group,” she added. “Thinking about NEFA’s history
brings back memories of my metal office desk that ruined a pair
of nylons daily, a new thing called a facsimile, then voicemail, and
the creation of the internet…. Holy crap it’s been a long, crazy
journey.
Together, Kluga and Lipski set out to craft a conference filled with
educational content that would meet the expectations of NEFA
members.
“Right from the beginning Dale and I had the desire to focus on
how the conference made you feel and that it provided each participant an environment and a reason to get involved, share your
story and create,” said Lipski. “It was our goal that the sessions
and content needed to inspire attendees to make you color outside the lines. We asked presenters to bring fresh ideas designed
to motivate and guide everyone to embrace and encourage innovation.”

Kluga is emphatic in his
belief in NEFA’s tradition of
giving back. Asked if he has
a message for the member
or members who may get
tapped to work “behind the
curtain” at the next NEFA
event, he promised the
rewards greatly outweigh the
sacrifices.
“(Volunteering) gives you
a chance to network with
your peers, give back to an
industry association that has
helped each and every one Dale Kluga
of us, in my case for over 35 Providence Equipment Finance
years now, and impact the
future success of our respective businesses,” he said.
“When UAEL and EAEL
merged in 2008 and became
NEFA, I realized that despite
the worst recession since the
Great Depression, the members were committed to
NEFA which continues to
flourish along with its members.”
Lipski added, “Being part
of a trade association is the
best way to learn about the
industry through its vibrant Shari L. Lipski, CLFP
history and colorful charac- ECS Financial Services Inc.
ters; after all it is a driving
force that helped create your
small corner of the business
world. Volunteering my time to help and show others the incredible value I have received through the relationships and experiences that NEFA has given me during my career is truly a rewarding experience.”
National Equipment Finance Association
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“We have found upstate New York to be an ideal place to build
a technology-enabled, nationwide lending business,” said Alan
Sikora, CEO of First American Equipment Finance. “Our workplace is full of enthusiastic, loyal, talented colleagues that work
National Equipment
hard to Finance
serve our Association
clients. The success they have created has enabMaxim Commercial Capital Funds 129 Businesses in 2Q
led First American to become a place where colleagues can achieve
Maxim Commercial Capital announced it provided hard-asset great things in their professional and personal lives.”
secured financing to 129 small and mid-sized businesses (SMBs)
during the second quarter of 2019. Maxim lends $10,000 to $3 To determine the 2019 Best Workplaces in New York, consulting
million to SMBs secured by heavy equipment and real estate to firm Great Place to Work analyzed anonymous survey feedback
facilitate asset purchases, working capital and refinancing expen- from more than 70,000 employees working in New York state.
sive debt.
Respondents answered more than 60 questions about their work-

in the NEWS

Transactions funded by Maxim during the second quarter included $800,000 in growth capital to enable an owner-operator of
residential assisted living facilities to acquire a new property. The
loan is secured by a first-lien on the new property and second
liens on the borrower’s primary residence, two other assisted living
homes and a rental property. A San Francisco-based borrower
increased his $1.2 million loan from Maxim to $1.8 million,
secured by second liens on commercial and residential properties,
for working capital purposes. Maxim provided another existing
borrower with 100 percent financing to purchase a flatbed trailer
and working capital for business expansion, secured by the new
and pre-existing owned equipment and a second lien on the borrower’s home.
“The biggest compliment we can get is for a customer to return to
us for incremental financing.” said Michael Kianmahd, Executive
Vice President at Maxim. “Without question, this happens as a
result of our team members’ great end-to-end customer service
and commitment to our clients’ success.”
Despite a national downturn in sales of used Class 8 trucks during
the second quarter, Maxim facilitated purchases by numerous
owner-operators with challenged credit. Examples include creative financing for a woman without a commercial driver’s license
(CDL) so she could start up a trucking business with the purchase
of a 2015 Kenworth T680. An experienced owner-operator with
a discharged bankruptcy in 2010 and late credit card payments
successfully replaced his truck with a 2013 Peterbilt financed by
Maxim.
“Our goal for every owner-operator who finances with us is to
do everything we can to make a success story out of his or her
business,” said Behzad Kianmahd, founder, Chairman and CEO
of Maxim.
Maxim is expanding its team to support the company’s growth.
It has current openings for a Chief Financial Officer, Controller,
Customer Service Representative, Staff Accountant and Director
- Real Estate Lending.
Fortune Names First American among the Best Workplaces in
New York
Fortune and Great Place to Work named First American Equipment Finance No. 3 among the Best Workplaces in New York.

place experiences, trust in leadership, and employees’ ability to
achieve their full potential in the workplace.

Marlin Capital Solutions, Waterplay Create Financing
Program
Marlin and Waterplay announced a partnership to provide financing options for Waterplay customers. Marlin’s financing options
will be available to Waterplay’s customers through its direct sales
channel and authorized distributors.
The strategic alliance will enable Waterplay’s municipal and commercial customers to invest in the company’s extensive range of
products through Marlin’s fast, convenient automated approval
and documentation process. Customers will also benefit from
Marlin’s extensive partner finance program, industry experience,
technology tools and record for developing creative solutions.
“Partnering with Marlin was an integral step in providing outstanding support to our customers around the world,” said Kerrin
Smith, Waterplay Vice President, Strategic Growth and Customer
Experience. “Giving our customers the ability to finance the purchase of aquatic play features, activity towers and water management solutions eases the impact of the initial capital investment
and improves the overall cash flow throughout the project lifecycle. Whether your goal is a small play space that caters to toddlers
and developing minds, or a large, inclusive space designed to be
the epicenter of the community, Waterplay’s alliance with Marlin
will provide flexible financing to help reach your goals and create
an amazing play space.”
Mark Scardigli, Marlin’s Chief Sales Officer, said, “Marlin is excited to offer Waterplay customers lightning fast approval turnaround times and extraordinary customer service when it comes
to their financing needs. We look forward to leveraging our broad
expertise in creating equipment finance programs in the playground and recreation space that will positively impact the sales
efforts of Waterplay.”
Ascentium Capital Reports 26% Growth in Funded Volume
Ascentium Capital LLC reported $394.6 million in funded
volume during the second quarter, representing a 26 percent
increase quarter-over-quarter and the management of $2.3 billion
in assets. The company has experienced four consecutive months
of record funding volume.
“Ascentium has secured significant momentum through our deep
market specialization combined with a decision platform that
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DISTRACTION
IS COSTLY.

Servicing your portfolio should be the last thing on your mind. Avoid the
distraction of building your own back office and choose Orion First, the
best-in-class lease and loan servicing platform chosen by leading small
business lenders.
Orion has the technology and team to deliver services faster, more
efficiently and better than purchasing lease and loan management
software and building your own back office operation. Our solutions are
designed to grow in step with your portfolio and get you set up in weeks
rather than months.
Let Orion handle the day-to-day. We’ll create positive customer
experiences and portfolios that perform, while you focus on
growing originations.

SERVING THOSE WHO
FUND SMALL BUSINESS.

PORTFOLIO SERVICING
•

Contract set-up

•

Payment processing

•

Cash management

•

Customer service

•

Delinquency and default
management

•

Tax processing

•

Insurance Tracking

•

Residual Management

•

Documentation storage
and maintenance

•

Management and
accounting reports

BANK-OWNED FINANCE COMPANIES / START-UPS
CAPTIVES / INDEPENDENT FINANCE COMPANIES
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“How Technology Is Changing One of The Oldest Professions”
with ALS Resolvion Skip Trace & Repossession Management Services’ CEO, Michael Levison can be found at the “Leasing Avenues” blog. While Terence Reilly – Aganorsa Leaf Cigar Company
National Equipment
Finance
Association
can be found
at “Diversions.”
helps us identify more customers inside our risk profile while
meeting the goal to deliver fast lending decisions. Additional
Bob Rinaldi, LLC provides advisory services to independent lesinvestments in our operational systems will allow us to be a contisors, financial institutions, industry service providers, manufactunued force in equipment financing,” said Chief Executive Officer
rers and international firms entering the U.S. equipment finance
Tom Depping.
marketplace. Major services include new product strategies, new
business development strategies, debt placement, exit planning
Ascentium Capital continues to expand its sales organization with
strategy, and confidential advisory services to principals and
tenured vendor and direct representatives. Sales personnel may
CEOs.
work remotely or in the company’s major office locations, including Arizona, California, Michigan, New Hampshire, New Jersey
North Mill EF Posts Record Originations for Second Quarter
and Texas.
North Mill Equipment Finance LLC, announced record origi“Our sales and marketing strategy continues to capture market nations for the second quarter, exceeding $33 million in funded
volume. It was the best quarter in the company’s history and
share as we accelerate investment in our national sales recruitment, said Richard Baccaro, Chief Sales and Marketing Officer at represented a growth rate in excess of 50 percent from the first
quarter.
Ascentium Capital. “Ascentium University sales training program
and our technology platform. We look forward to a successful
“Since our recapitalization with Wafra Capital Partners in August
second half of 2019.”
2018 and the implementation of our exclusively broker-centric
based origination strategy, we have seen not only tremendous
Bob Rinaldi Releases New Video Interviews on Blogs
growth in absolute volume, we have been successful in diversifyBob Rinaldi has released interesting new video interviews on each
ing our mix of asset categories and credit tiers while maintaining
of his websites’ blogs.
our yield targets,” said David Lee, Chairman and CEO of North
Mill.

in the NEWS

TAKING
OUR
CLIENTS
TO NEW
HEIGHTS





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 .
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“Our asset mix is now equally divided amongst vocational trucks,
trailers, sleeper trucks, construction equipment and other business essential equipment such as medical, manufacturing and
franchise finance. For the second quarter, our weighted average
FICO score for personal guarantors was 693, with approximately 40 percent of the funded volume having FICO scores over
700. Over 20 percent of the funded volume was under our App
Plus program whereby we review financials for transactions above
$150,000 leading to an average funded transaction size of over
$70,000,” Lee explained. “With our substantial capital partner
and over $130 million in credit facilities with major banks combined with over 200 active broker partners, North Mill is well-poised to continue its growth trajectory.”
DocuSign Integration Launches with LTi’s ASPIRE
LTi Technology Solutions has partnered with DocuSign, Inc. to
help customers process contracts with greater efficiency, accuracy
and security. DocuSign allows businesses of any size, in any industry and from any location to conduct business 100 percent digitally without the inherent risks of paper-based methods.
ASPIRE, the equipment finance industry’s premier software platform, gives customers the ability to manage entire transaction lifecycles in one place. The DocuSign integration enhances ASPIRE’s
workflow by automating document processing from end-to-end.
DocuSign speeds up processing and reduces data entry errors,
improving the overall user experience for ASPIRE customers. The
addition of DocuSign represents LTi’s commitment to remaining
the leading software provider for the equipment finance industry.

When ASPIRE customers leverage the DocuSign integration into
their workflow, they will:
• 	 Gain higher conversion rates over wet-ink processes
• 	 Improve their data security and accuracy
• 	 Speed up revenue realization goals
• 	 Increase customer satisfaction
“We are very excited to add the DocuSign integration for ASPIRE
users,” said Bryan Hunt, LTi Senior Vice President and Chief
Revenue Officer. “DocuSign gives our customers a more efficient
document workflow while increasing client information security
and compliance. LTi customers can initiate and complete contracts with their own clients anytime, from anywhere, and on any
device with confidence, increasing profitability and trust.”

REGULATORY
FASB Proposes Delaying Effective Dates on Credit Losses,
Leases
The Financial Accounting Standards Board plans to propose
delaying effective dates for four key standards for certain groups
of financial statement preparers after a series of votes taken at a
recent board meeting, according to the Journal of Accountancy.
The plan to delay effective dates for certain companies for accounting for leases, credit losses, hedging, and long-duration insurance
contracts is FASB’s response to the burden placed on preparers

by the board’s ambitious standard-setting activities, the journal
reported.
FASB’s proposal plans include changes for:
• 	 Lease accounting: The new effective date for calendar-year-end
preparers that are not public business entities would be Jan. 1,
2021. The effective date for calendar-year-end public business
entities, employee benefit plans, and not-for-profit conduit
bond obligors is Jan. 1, 2019, and would remain unchanged.
• 	 Accounting for credit losses: The effective date for calendar-year-end SEC filers, excluding smaller reporting companies
as defined by the SEC, would remain Jan. 1, 2020. The new
effective date for all other calendar-year-end entities would be
Jan. 1, 2023.

ECONOMY
Report Measures Growth, Capital Investment, Confidence
and Key Risks Facing Middle Market
Together with the National Center for the Middle Market
(NCMM), which is housed at The Ohio State University Fisher
College of Business, Chubb has published a summary of findings
from the Middle Market Indicator (MMI) report. The latest poll
was conducted in the second quarter of 2019, and explores macro
trends – both current and emerging – plus business risks within
the middle market. The summary measures past and predicted

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 $5 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/NEFA19
PatKistler@AscentiumCapital.com
Financing subject to credit parameters. Loans made or arranged pursuant to a California Financing Law license.
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CERTIFIED LEASE & FINANCE PROFESSIONAL
FOUNDATION

in the NEWS

CLFP Foundation
Adds 10 New CLFPs
National Equipment
Finance Association

revenue growth, employment growth, economic confidence levels
and business investment.
Many executives polled continue to express a conservative, optimistic outlook, with respondents reporting strong confidence in
their local (89 percent; up from 88 percent in Q1) and national
U.S. (82 percent; up from 80 percent in Q1) economies, with less
confidence (69 percent; down slightly from 70 percent in Q1) and
greater uncertainty about global conditions.

“The Middle Market Indicator measures the pulse of this important business segment across industries, signaling macro trends,
gauging the perception of risk, and highlighting specific challenges evident within each industry,” said Paul Lewis, North America
Industry Practice Leader for Commercial Insurance at Chubb.
“With these insights, Chubb can better-serve middle-market
enterprises on the types of risk they face and how to best guard
against them.”
Fifty percent of survey respondents believe risk for their company
will increase over the coming year (up 1 percent from Q1), while
49 percent believe risk within their industry will trend higher over
the same time period (up from 42 percent in Q1). Top concerns
among executives polled include: cybersecurity (47 percent; up
from 46 percent in Q1); legal, regulatory or compliance risk (41
percent; up from 35 percent in Q1); state of the economy at it
relates to growth (40 percent; up from 32 percent in Q1); and
competitive risks – whether domestic or new/disruptive competitors (39 percent; up from 35 percent in Q1).
“The middle market is vast, comprised of businesses across all
industry segments and geographies, and represents 33 percent
of private sector gross domestic product within the U.S.,” said
Thomas A. Stewart, Executive Director of NCMM. “With more
than $10 trillion in annual revenue, and representing one third
of jobs within the U.S., the middle market is an important economic engine. By better-understanding the economic landscape
along with emerging opportunities and risks, this segment can
achieve new levels of performance, efficiency and optimization.”
Created and managed by the NCMM, the MMI surveys 1,000
C-suite middle-market company executives across all industries
on key indicators of past and future performance in revenues,
employment and allocation of cash, reporting on economic confidence – locally, nationally and globally; identifies key business
challenge areas; and measures how these are changing over time.
The quarterly survey is designed to accurately reflect the nearly
200,000 U.S. businesses with revenues between $10 million and
$1 billion.

The Certified Lease & Finance Professional (CLFP) Foundation
announced that 10 individuals who recently sat through the
eight-hour online CLFP exam, have passed.
The new CLFPs are:
• 	 Nerio Gonzalez Sanchez, CLFP – Vice President of Credit and
Operations, Global Financial & Leasing Services LLC
• 	 Cindy Grover, CLFP – Funding Coordinator II, Financial
Pacific Leasing, Inc.
• 	 Dan Kats, CLFP Associate – Audit Manager, ECS Financial
Services, Inc.
• 	 Yuman Li, CLFP – Staff Accountant, ECS Financial Services,
Inc.
• 	 Julie Miller, CLFP Associate – Manager, Customer Success,
ConnectedFi
• 	 Wyman Rothanburg, CLFP – National Account Manager,
Northland Capital Financial Services, LLC
• 	 Julian Sirull, CLFP – Broker Relationship Manager - Western
Region, Global Financial & Leasing Services LLC
• 	 Mark Stephany, CLFP – Equipment Finance Specialist,
RBC-WM channel, First American Equipment Finance
• 	 Stacey Thompson, CLFP – Loan/Lease Servicing Specialist,
First Foundation Bank
• 	 William Thomsen, CLFP – Operations Manager, Better Business Funding, LLC
“I chose to pursue the CLFP designation primarily to get in tune
with the many standards and regulations of our leasing industry,
and to gain a thorough understanding of the entire business cycle.
Future re-certifications will allow me to keep up to date as regulations change. Being a CLFP gives me the privilege of belonging
to an exclusive group of industry professionals and offers me the
opportunity to help others who choose to pursue the CLFP designation,” said Sanchez who attended the Academy for Lease &
Finance Professionals hosted by Wintrust Specialty Finance.
The CLFP designation identifies an individual as a knowledgeable
professional to employers, clients, customers, and peers in the
equipment finance industry. There are currently 762 active Certified Lease & Finance Professionals and Associates in the United
States, Canada and Australia.

Please send your company's news items to
mdickinson@advisorpubs.com
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We are excited to announce that Beneficial Equipment
Finance Corporation is joining NewLane Finance.
Powered by WSFS, a $12 billion bank, our combined strengths will
provide a unified commitment to Business Lending Done Right. Building
relationships and getting the deal done is our first priority. Specializing
in 3rd party originations, including broker services and portfolio
acquisition, NewLane Finance is your single funding solution.
Contact our Broker Services Division for more information:
833.696.7553 | broker@newlanefinance.com | NewLaneFinance.com

All lease and loan products subject to credit approval.

Significance
of Business
Differentiation
As the financing marketplace becomes increasingly competitive,
it is critical for lessors to differentiate themselves from their
competitors in numerous ways, explains Sudhir Amembal of
Amembal & Halladay.
By Sudhir Amembal
Note: The following article is an excerpt from my latest publication, “Leasing – The
Creative Financing Alternative.” Readers will find much of the narrative that follows
to be obvious. It is. The challenge is to implement the obvious! If you do, you will
outsmart your competitors and win more deals!

Lessors are continually
challenged to convince
their potential customers to opt for the leasing
alternative. Doing so is
not difficult; it is time
consuming. To garner
additional volume from
potential and existing customers, lessors need to:

and, even those who have are simply not aware
of the host of benefits that leasing offers. One
cannot fault them for this lack of knowledge,
for it is the lessor’s responsibility to educate both
potential and existing customers that leasing is
an extremely viable financing alternative.

Communicating the benefits of leasing accomplishes two goals. It heightens the customer’s awareness that leasing indeed has far more
benefits than the customer ever imagined; as
• 	 Communicate the extensive benefits that importantly, it allows the lessor to gauge each
customer’s unique motivations and needs. Once
leasing offers,
customer needs are understood, the lessor should
• 	 Counter commonly encountered objections, offer the product type that suits the need; and,
• 	 Convince them that leasing, more often than tailor the product, as and when needed, to maximize the benefit to the customer.
not, is the lowest cost financing alternative!

Sudhir Amembal
Amembal & Halladay

Countering commonly encountered customer
Leasing is a remarkable financing tool. It offers
objections, most of which are perceived, takes
36 benefits! Many of these benefits are unique
the lessor one step forward toward closing the
to leasing. Those who have never leased before;
deal.
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Convincing customers, on material transactions, preferably
through an after-tax present value lease versus purchase analysis,
can clinch the deal!
Case for Business Differentiation
Winning deals is, of course, the name of the game. But it is not
enough! In an increasingly competitive marketplace, it is critical
for lessors to differentiate themselves from their competitors. It
is through differentiation that lessors can outsmart their competitors; as importantly, strategies embracing differentiation will
increase profitability.
A Buyers’ Market
Unfortunately, many leasing companies, in fact, most of them, are
rate-driven. Recently, one key lessor was quoted as follows:
“Our competition continues to focus on price. It does not take
any effort to lower one’s rates. Last year was a continuation in this
regard. Unfortunately, when one starts, everyone else follows.”1
Rate-driven behavior causes the leasing market to be a buyers’
market, which undoubtedly favors the buyers, the lessees, and is
detrimental to the lessors.
A narrow definition of a buyers’ market is one where supply
exceeds demand giving purchasers an advantage over sellers in
price negotiations. In the leasing world, supply may not necessarily exceed demand; but, certain underlying ingredients will cause
the lessees to have an advantage over the lessors when it comes to
the “price” of the product, the lease.
Ingredients of a Buyers’ Market
The ingredients that point toward a buyers’ market are as follows:
• 	 Numerous providers of lease finance
• 	 Lack of product differentiation
• 	 Intense competition between lessors
• 	 Shrinking spreads
The more of the above ingredients that exist, the more it points
toward the market being favorable for lessees when it comes to
price or rate negotiations. There certainly are ¨numerous¨ providers of lease finance in the U.S. Lack of product differentiation
is pervasive with loan-like finance leases. Intense competition
unquestionably exists. Lastly, spreads are unfortunately shrinking.
All of these point toward leasing being a buyers’ market.
Shrinking Spreads
Spreads have been steadily shrinking. In its 2018 Survey of Equipment Finance Activity, ELFA noted that pre-tax spreads have
declined every single year from 2013 to 2017; 2017 being the last
available year for reported statistics. Over a five-year period, pretax spreads declined from 3 percent to 2.52 percent. The statistics
are alarming, to say the least!

Overcoming Shrinking Spreads
Embracing varied strategies to overcome shrinking spreads will
also lead to business differentiation. The strategies include:
• 	 Adding value
• 	 Countering common objections
• 	 Possessing ideal attributes
• 	 Embracing product differentiation
• 	 Pursuing niches
• 	 Considering product diversification
• 	 Moving toward product innovation
• 	 Exercising pricing discipline
Adding Value
All lessors believe that they serve their customers better than their
competitors do. This simply cannot be true! The ones who truly
do are the ones who take the time and make the effort to do so.
One cannot fully serve one’s customers unless one understands
that each customer is different from other customers. Hence, outsmarting competition starts with gaining comprehensive knowledge about customer needs and preferences.
Understanding customer needs is best facilitated through communicating the benefits of leasing to the customer.
Lessors should prepare a cohesive and comprehensive presentation that lists all of the benefits the lessor can deliver. Benefits that
are not a part of the lessor’s offering should not be listed. As an
example, if early termination options on operating leases are not
offered by the lessor, this benefit should not be listed.
A suggested format for communicating the benefits would be as
follows:
Benefit

P

R

I O
High

R

I T Y
Medium

Low

The first column would essentially be a summary - listing the
deliverable benefits. Gauging the customer’s priorities would then
be facilitated through a dialogue between the lessor and the customer having to do with each of the benefits.
Through this dialogue, the lessor would be able to assess and
understand the customer’s needs as well as its motivations to
lease. After this discussion, the lessor would be able to conclude
whether the customer is cash flow motivated or tax motivated.
Is the customer seeking the financial reporting benefits that leasing has to offer? Perhaps the customer wishes to avail of leasing
being a hedge against obsolescence, or the customer may be more
focused on leasing’s benefits of convenience and flexibility.
Once a lessor concludes why a customer wishes to lease, the lessor
should then tailor the product - where appropriate, to meet the
customer’s needs.
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Lessors should also add value by:
• 	 Offering ongoing education sessions for
potential and existing customers, and
• 	 Conducting periodic customer surveys.
Common Objections
Many entities choose not to lease owing to the
fact that they believe leasing is disadvantageous.
Most, if not all, of their objections are perceived.
The lessor’s sales team should be skilled in countering these objections. A few of the commonly
encountered objections are:
• 	 Leasing is more expensive
• 	 Preference to pay cash
• 	 The psychology of ownership
• 	 Leasing is complex

• 	 Experienced staff
• 	 Knowledge of the customer’s business
• 	 Integrity
• 	 Financial strength
• 	 Vendor relations
The attributes a lessor must possess are analogous
to a menu in a restaurant. Restaurant menus typically offer considerable variety for obvious reasons, as different customers are seeking different
items. Some may simply choose soup and salad;
others may choose an appetizer and an entrée.
Lessors too must offer a host of items; or to put
it differently, possess a host of characteristics
to attract customers. Different customers, with
varying needs, will opt for different items.

• 	 Non-cancelable leases are a concern

Some customers simply want market rates and
a quick turnaround; some others may seek to
Unquestionably, there are numerous other objec- choose from diversified products; yet, some othtions lessors will encounter in the marketplace. ers may want to engage with staff that is experiLessors are advised to put their heads together by enced and knowledgeable about their business.
discussing this subject with all those who liaise
with potential customers. The focus of such a Still another way of comparing a lessor to a
discussion should be to have the staff bring to the restaurant, or for the matter, any other business,
attention of management every single objection is by asking two simple questions: 1) What is the
that has been raised by potential clients.
lessor selling? and, 2) What is the restaurant selling?
The next step is even more important. For each
objection, particularly the perceived ones, man- Lessors are selling money, no different than the
agement should arrive at appropriate counters. fact than restaurants are selling food. But, this is
Now imagine a comprehensive list with two col- just the beginning. Lessors do not just sell money
umns, one listing objections, the other listing - if this were the case, there would be no need to
counters. Each individual who liaises with cus- have an experienced sales force capable of undertomers should be armed with this list. The benefit standing each customer’s needs. Similarly, restauis obvious! Sales staff will be properly equipped rants are not just serving food. They create the
with counters and will not have to stumble over appropriate ambiance, offer a variety of items on
objections. This list will indeed help the lessor to the menu which are priced to market; and, hire
win more deals!
servers who are knowledgeable and courteous. It
does not matter which business one compares
leasing to - serving the customer and providing
Ideal Attributes
Lessors must strive to possess varied character- solutions is essential. If lessors do not do this,
istics to survive and succeed. The more positive they will not outsmart their competitors.
qualities lessors possess, all other things being
equal, the more likely it is that these lessors will Product Differentiation
attract new customers and retain existing ones.
Product homogeneity causes leasing to be a
commodity and the consequence will be margin
The following is a list of the attributes a lessor compression. This applies to finance leases; opershould strive to possess:
ating leases have evolved to have sufficient bells
and whistles not to be homogeneous.
• 	 Market rates
• 	 Quick turnaround
• 	 "Cradle to Grave” service
• 	 Flexibility
• 	 Diversified product offerings
• 	 Fair terms and conditions
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Vendor programs often trap lessors into offering homogeneous offerings; this need not be the
case.
Differentiating one’s products from those offered
by competition is not difficult at all. Lessors need

to “mix and match” from a host of variables such that two objectives are met:
• 	 The lessor’s leases have variety, whereby one lease does not
necessarily look the same as another lease.
• 	 The lessor’s leases are different than those offered by its competitors.
The variables listed below are simple to understand and use. They
are nothing more than the quantitative variables used in pricing
leases. The variables include:
• 	 Payment mode
• 	 Payment frequency
• 	 Refundable security deposits
• 	 Origination fees
• 	 Lease duration
• 	 Structure
None of the above items warrant detailed explanations. Suffice
it to say that payments need not always be in advance; that the
frequency of payments could vary between monthly, quarterly,
semi-annually and annually; that refundable security deposits
should be taken occasionally as credit mitigators and/or yield
kickers; that some leases could be done without closing fees; that
lease duration need not always be in multiples of 12; and, that
many leases should be structured to meet the cash flow or tax
needs of customers.
Niche Markets
Niches are not for everyone. Bank leasing companies often are
obliged to cater to varied needs of their large customer base;
hence, these lessors are typically generalists. Captive leasing companies generally only lease their own equipment, not by choice
but by charter. Hence, it is independent leasing companies that
typically pursue niches.
There are many benefits associated with niche marketing. These
include:
• 	 Initial barrier to entry
• 	 Lower marketing costs
• 	 Brand loyalty
• 	 Value add
• 	 Higher profits
Based on low initial competition; lower marketing costs as marketing is limited to narrow segments of the entire market; and,
value-add based on specialization, lessors are able to command
higher margins.

As was stated earlier, niches are generally chosen by independents,
which is one reason why their margins are higher. In all fairness,
it should be noted that margins for independents are also higher
owing to varied other items such as their willingness to take higher
risks; and often, their faster response time which allows them to
command a higher price.
Product Diversification
Lessors who find themselves caught up in a buyers’ market, or
even otherwise, should diversify into products such as factoring,
installment loans and working capital loans. This is wise in the
context of remedying a buyers’ market. An additional benefit is
that diversification enables them to avail of cross-marketing benefits as well.
Product Innovation
This entails introducing products such as synthetic leases and venture leases; and, with the new trend that has recently emerged,
managed services. Easier said than done?
Pricing Discipline
Many different approaches or strategies have been discussed so
far to overcome shrinking margins. These included product differentiations, exploiting niche markets, product diversification,
product innovation and implementing a true value-add approach.
All of these are doable, but the one that is most advisable has to
do with exercising pricing discipline.
Lessors must strive not to sell rate. Also, no different than written
credit policy guidelines, lessors must have a written pricing policy
that establishes a floor. Pricing below the floor should be approved
by the executive committee.
Conclusion
In a highly competitive marketplace, embracing business differentiation is not a choice. It does not take much time to arrive
at appropriate strategies to outsmart one’s competitors. It takes
discipline and effort!
Note: “Leasing – The Creative Financing Alternative” and
“Accounting for Leases – Embracing the New Paradigm” represent Amembal & Halladay’s 17th and 18th publications.
Visit www.amembalandhalladay.com for further information.

National Equipment Finance Association

ABOUT THE AUTHOR: Sudhir Amembal is Chairman and
CEO of Amembal & Halladay.
1. A quote by Tony Golobic, Chairman & CEO of Great America Financial Services in an article entitled “Top Five Private Independents: Each Creates a Unique
Blueprint for Success” – The Monitor, March/April 2018
2. 2018 Survey of Equipment Finance Activity – SEFA, Equipment Leasing and
Finance Association (ELFA)

For the fiscal year ending 2017, ELFA reported the following
margins by type of leasing company.2
Type of Company
Weighted-Average Margin
Banks			2.51%
Captives			2.04%
Independents		4.64%
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IT’S ALL ABOUT THE
RELATIONSHIP.

A COMMON-SENSE LENDER THAT ALLOWS YOU TO
PROVIDE THE FINANCING YOUR CUSTOMERS’ NEED.
VISIT US AT NEFA IN ATLANTA!
BOOTHS #7 & #8

+1 888 206 6201 | www.amuref.com
Individual or Portfolio purchases sourced by:
Brokers | Independent Equipment Finance and Leasing Companies | Captive Finance Companies | Banks

Newsline is pleased to present the results of our
annual NEFA Newsline Marketplace Survey.The Newsline
editorial staff collected responses from NEFA’s lessor/lender, funding source and broker members to
provide our readers an up-to-date glimpse into how
these members view the current equipment finance
marketplace. In addition, participants provided insights
into their portfolio performance, credit underwriting
postures and sector forecasts, as well as their view of
the economic environment and its current and future
impact on the equipment finance sector.

As demonstrated in this year’s survey, NEFA members are optimistic not only about the balance of
2019, but also 2020 despite rumblings of a recession
in the air. These member companies are committed
to continue growing and improving their business
models. We invite you to enjoy the findings of this
survey and welcome comments and suggestions for
future surveys.

ECONOMIC OUTLOOK - Newsline once again began its 2019 survey with two questions related to the economy.
While a majority of respondents rank the likelihood of a recession probable over the next 24 months, less than 50
percent believe uncertainty surrounding interest rates will negatively impact their companies; 44 percent believe
interest rate uncertainty will not impact their companies.

In your opinion, what is the likelihood that the U.S. economy
will experience a recession within the next 24 months?

22%

62%

16%

Very likely

Somewhat likely

Not likely

What impact do you believe the uncertainty surrounding
interest rate policy will have on equipment financing
demand over the next 12-24 months?

1%

Significantly
negative

30%

Somewhat
negative

5%

Significantly
positive

20%

Somewhat
positive

44%

Not
impactful
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What type of financing institution is your company?

31%

50%

19%

Bank-affiliated
equipment finance
company

Independent
equipment finance
company

I am a broker

What is your company’s annual new business origination volume?
$1MM to $5MM

6%
31%

$5MM to $25MM
$25MM to $50MM
$50MM to $100MM

11%
13%
19%

$100MM to $250MM
$250MM to $500MM

10%

Over $500MM

10%

What is your company's average transaction size?
< 5K

1%
22%

$5K to $50K

50%

$50K to $100K
13%

$100K to $250K
7%

$250K to $500K
$500K to $1MM
Greater than $1MM
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1%
6%

How would you characterize
current demand for equipment
financing in the markets you
serve as compared to 2018?

As we enter the 2nd half of 2019, what is
your outlook for equipment financing
demand for the next 6 months?

44%

Demand has
increased

42%

Financing demand
will remain
steady/unchanged

44%

12%

Financing demand
will increase

Demand has
decreased

14%

Financing
demand
will decrease

44%

Steady/Unchanged

In 2019, 44 percent of respondents indicated they believe equipment
financing demand will increase over the next six months. In 2018,
61 percent anticipated demand would increase over the next
six months. However, in 2019, 42 percent also said demand for
equipment financing will remain steady over the next six months,
compared to only 30 percent in 2018.

What is most important to your clients/prospects
Lowest borrowing cost
(lowest interest rate/fees)
Length of financing term
Flexible end-of-lease term options

48%
5%
3%

Ease of documentation/funding - offering
electronic documents & e-signature capability

19%

Existing/ongoing relationship with
lender/lessor/broker
Manageable lease/loan covenants

22%
3%
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How would you characterize credit underwriting standards in
either your own company or the funding sources you utilize
in 2019 as compared to 2018?

12%

36%
Tightened
credit standards

Loosened
credit
2% standards

52%
Unchanged

Over the next 12 months,
delinquencies in our company’s portfolio are expected to:

7%

23%
Increase

60%

Decrease
*10% of respondents do not hold a portfolio

What are you most concerned about in terms of
doing business in the current environment?
Competitive nature of the marketplace

40%

Meeting customer/vendor credit
approval and funding-speed expectations

25%

Hiring - finding the "right fit"
for your organization

16%

Broader economic concerns trade tariffs, geopolitical issues

5%

Tax/Legislative/Regulatory issues

7%

The growing presence of alternative lenders
(FinTechs) in the equipment finance industry
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7%

Hold Steady

Which equipment sectors do you expect to fare best in 2019?
Agriculture
Equipment
Construction
Equipment
Energy-Related
Equipment
Healthcare/Medical
Equipment
Manufacturing
Equipment
Machine Tools
Materials Handling
Equipment
Office Equipment
(Non IT)
Software & Technology Equipment (IT)
Transportation
Equipment

Select the choice that best describes
your company’s investment in technology

45%

29%

17%

10%

Our company has made a significant
investment in technology within the
last year.

Our company has made a significant
investment in technology within the
last year, and we expect to make
additional investments over the
next twelve(12) months.

Our company has not made an
investment in technology within the
last year, nor do we expect to do so
over the next twelve (12) months.

Our company has not made an
investment in technology within the
last year, but we expect to do so
over the next twelve (12) months.

In terms of staffing over the next
6 months, what does your company
intend to do?

ABOUT THE SURVEY | The 2019 NEFA Newsline
Marketplace Survey was conducted over a 30-day period
beginning in July 2019 and received a 15.3 percent
response rate. The survey was sent to members of the
National Equipment Finance Association categorized
as lessors/lenders, funding sources and brokers.
We welcome your feedback and insights into questions
you would like to see included in future surveys. Please
send your comments to our Editor, Michael Dickinson
- mdickinson@advisorpubs.com.

71% 26%
Increase
Staff

Unchanged

0%

Decrease
Staff

3%
N/A

The Newsline staff thanks the NEFA members who
participated in the survey for their insights into the
state of the equipment finance industry from the
perspective of the NEFA community.
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Business CAPEX Spending
Remains Key to Economic
Expansion
Strong fundamentals will drive the economic expansion, already the longest ever, into 2020, writes
Gus Faucher, Chief Economist of The PNC Financial Services Group.
By Gus Faucher
The current U.S. economic expansion,
which started in June of 2009, is now the
longest ever, according to the National
Bureau of Economic Research. With strong
fundamentals the expansion will continue
into 2020 and perhaps beyond. However,
economic growth will slow over the course
of this year and next as the positive impact
of fiscal stimulus wears off and businesses
Gus Faucher
and consumers adjust to more normal levels
The PNC Financial
of interest rates. Business equipment spendServices Group
ing, which has been a key driver of the current expansion, will continue to increase,
but growth will slow along with that of the overall economy over
the next couple of years.
Economic growth in the United States picked up last year, after a
slowdown in 2016 and 2017. Real GDP growth was 2.9 percent
in 2018, the best year since 2015, and well above the average since
the end of the Great Recession of 2.3 percent. And growth was
solid at a 2.6 percent annual rate in the first half of this year. A
number of factors have supported growth recently: an expanding
global economy, a decline in the dollar that made exports from
the U.S. less expensive and imports into the U.S. more expensive,
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and an increase in domestic energy production as energy prices
stabilized after a drop from 2014 to 2016.
Fiscal stimulus has also boosted U.S. economic growth recently.
Congress passed a big cut to corporate income taxes at the end of
2017 that took effect at the beginning of last year. This boosted
after-tax corporate profitability and also provided incentives for
business investment. Although corporations used much of the tax
cut to boost their share prices through increased dividends and
stock buybacks, the tax cut did boost spending on equipment.
The law also included a smaller personal income tax cut that
boosted take-home pay for workers, allowing them to increase
their spending.
Fiscal stimulus in the form of increased government spending is
also supporting the economy. In the spring of 2018, Congress
voted to increase the spending caps on discretionary spending,
that which must be approved by Congress every year, for fiscal
years 2018 and 2019. As a result the federal government has
boosted its purchases of goods and services, adding to demand
in the U.S. economy. This stimulus from greater federal spending
will last into next year.

“Business equipment spending, which has been a
key driver of the current expansion, will continue to
increase, but growth will slow along with that of the
overall economy over the next couple of years.”

Consumer spending, which accounts for two-thirds of the U.S.
economy, remains the key driver of the current expansion. The
fundamentals for consumers remain very good in the middle of
2019. Job growth has averaged almost 190,000 per month over
the past year, more than double the pace needed to keep up with
underlying growth in the workforce. The unemployment rate has
fallen from a peak of 10 percent in late 2010 to 3.7 percent in
July, a nearly five-decade low. The tight labor market is also boosting wages. As of July, average hourly earnings were up 3.2 percent
from one year ago, up from wage growth of less than 2 percent
in late 2012, when the job market was just beginning to recover
from the Great Recession. Low inflation and last year’s personal
income tax cuts are also positives for near-term consumer spending growth.

even with the Federal Open Market Committee’s 0.25 percentage
point cut in the federal funds rate at the end of July. PNC is
forecasting U.S. real GDP growth of 2.6 percent this year and
1.8 percent next year. The expansion will continue, at least into
2020, but growth will be noticeably weaker than it has been in
recent years.

With the U.S. and global economies both expanding, businesses
are investing to boost output. U.S. real capital expenditures—
investment in equipment and nonresidential structures, adjusting
for inflation — rose 6.0 percent in 2018, well above the pace
of overall U.S. economic growth, after a big increase of 4.7 percent in 2017. Rising corporate profits, the corporate income tax
cut, low borrowing costs and easy access to credit are all positives
for spending on equipment. The tight labor market is another
driver; as it becomes more expensive to hire, firms are undertaking investments to make their existing workforces more productive, spending on new technologies and equipment. And falling
commercial vacancy rates and rising rents are boosting commercial construction and associated equipment sales, although construction of traditional retail space continues to suffer from the
movement toward online sales. However, capital expenditures
were down slightly in the first half of 2019, in large part because
of a drop in energy prices this year that weighed on investment in
energy development and production.

The risk of recession remains low, at least in the near term. PNC
estimates that the probability of recession this year is only 15 percent, but that will rise to 35 percent in 2020 and 50 percent by
2021 as slowing growth will make the expansion more vulnerable
to an external shock or a policy mistake.

U.S. economic growth is expected to slow in the second half
of 2019 and into 2020. Fiscal policy will remain a positive for
growth this year, but is likely to be neutral for growth in 2020
and beyond as the impact of tax cuts and spending increases fades,
and federal government spending growth slows. Job growth will
slow as the tight labor market constrains hiring; this in turn will
weigh on growth in household incomes and spending. Global
economic growth has slowed and the dollar has strengthened in
late 2018 and so far in 2019, which is weighing on U.S. exports.
And although interest rates remain low on an historical level, they
are up from a few years ago as the Federal Reserve has normalized monetary policy in response to the improving labor market,

This slower growth will weigh on business capital spending, with
growth expected to slow to 3.0 percent this year and 2.2 percent
in 2020, although this is still above the pace of overall economic
growth. One positive will be residential construction-related
equipment, as the homebuilding industry will benefit in the near
term from strong demand for single-family housing and a recent
drop in mortgage rates.

Risks to the outlook, both for the overall economy and equipment spending, are weighted to the downside. Global economic
growth could slow even further. An extended trade war between
the U.S. and its major trading partners could push the global
economy into recession and create significant drag for the U.S.
economy. An abrupt exit of the United Kingdom from the European Union is also a significant downside risk. Business debt levels
have increased dramatically over the past few years, leaving firms
vulnerable to a slowdown in profitability or a tightening in credit.
However, there are a few upside risks to the U.S. outlook. Labor
force growth could be stronger than expected, allowing businesses
to increase output more easily. Technological innovations could
lift productivity growth. With the Federal Reserve having reduced
its policy rate in July, the risk from a monetary policy misstep
has diminished. And a big positive for capital spending would be
a major infrastructure bill that would boost federal investment,
creating demand for all sorts of business equipment.
National Equipment Finance Association
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Creating Innovative
Business Models in
Equipment Finance

Creating transformative business models is a rare achievement. In this Q &A, Newsline sat down
with Mark Tomaselli, President of Innovation Finance USA LLC, to learn about the importance of
building new business models and to get a look at its QuickFi platform.
Newsline: We’ve heard you mention that
QuickFi represents a new business model.
What is the importance of a new business
model?

hand appreciation for how difficult it is for any large company to
change its business strategy. Even with highly respected leadership
and a loyal workforce, many factors preclude adoption (or even
serious consideration) of new business strategies.

Mark Tomaselli: We believe a new business model is the most important aspect
of an innovative company. Everyone talks
about technology; however, new technolMark Tomaselli
ogy itself is important only to the extent it
Innovation Finance
enables new business models, which better
USA LLC
serve the customer. Customers prefer the
experience they obtain from the business model, not the underlying technology that enables it.

Companies are organized to serve the market in a specific way
(a way that has worked in the past). They are frequently unable
to conduct serious discussions about different business models
requiring different people and different resources. Except in the
case of a startup, business leadership is 99 percent about incremental improvement. Discussions about technology tend to be
99 percent about cost savings and incremental process improvements. New business strategies involving transformative strategy
changes rarely occur. Top business leaders don’t often get the
opportunity to think strategically, unless they are starting from
scratch.

Business models are also hard to change. …very hard to change!
Netflix became famous for changing its business model, precisely
because it is such a rare accomplishment. It almost never happens.
Having spent time in large companies — both early in my
career and after we sold First American Equipment Finance to
City National Bank a few years ago — I was able to gain first-
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Several factors preclude large companies from contemplating or
adopting new business models, including: organizational design
(excessive hierarchy), corporate culture (an expectation for topdown or command-and-control leadership) and lack of experience with data-based decision-making in small teams (lack of

willingness, permission or incentive to make frequent small mistakes). Loyal employees come into work each day prepared to add
value by doing the activities they learned yesterday. When technology and customer preferences change rapidly, it’s difficult to
make the kind of pivot that small agile start-up companies (which
have not yet experienced much success) often make. These pivots
are critical when the market you serve changes.
Perhaps this explains why taxi companies didn’t imagine or build
Uber, and hotel companies didn’t imagine or build Airbnb. Likewise, we understood that our last company, as successful as it was,
isn’t likely to lead transformational change in equipment finance.
So, we left to join Innovation Finance USA LLC and to create
QuickFi. To attempt such an ambitious task, we knew we needed
to start over. We asked ourselves, what is the ultimate customer
experience? And, how might we create it?
Newsline: Please tell us about the people building QuickFi?
If you are trying to implement a new business strategy, does it
require young people to build it?
Tomaselli: It doesn’t hurt! Bill Verhelle, Mike Zeigelmann, Ken
Senter, Nate Gibbons and I have all been in the U.S. commercial
equipment finance business for 10 or 20 years, so we aren’t kids
anymore. We work well together, and we have a high-level of personal trust. All that is positive in a start-up company. But, perhaps
our biggest initial challenge in building QuickFi was forgetting
everything we already knew about equipment finance so we could
look at the business with fresh eyes. The way we ran First American was based on a set of best practices we developed over many
years. But, our reliance on “best practices” wasn’t a formula for
successful innovation. We understood that if we built QuickFi on
conventional thinking, we could only expect conventional results.
If we wanted extraordinary business results, we had to have the
courage to be different and to build something extraordinary for
our customers.

We used first-order thinking to systematically contemplate how
we might better serve customers today, using a variety of important technologies: artificial intelligence to understand documents;
blockchain to store and validate contracts; facial recognition to
on-board and authenticate individual users; machine learning
algorithms employing sophisticated APIs with multiple credit
data providers for marketing and underwriting; and both iOS
and Android proprietary mobile application technology to enable
secure access to our 100 percent digital platform 24/7. Many of
these technologies didn’t exist in a usable form a year or two ago,
so we knew there was no road map. We needed to create our own
path forward.
Bringing in smart people from outside the industry and encouraging them to ask questions about everything we do helped us
rethink our assumptions. This is part of the value young professionals bring to an organization trying to change the world with
a new strategy. Another benefit of youth is deep familiarity with
modern consumer technology, which today drives the changing
expectations that are significantly influencing business decisionmakers in commercial finance. Why can’t equipment financing
work like Amazon, you might ask. Finally, we believe youthful
optimism and a belief in the potential for a small team to change
the world is the fuel that drives all human advancement. Every
day I’m inspired by Ben Staffan, Jillian Munson, Joe Vu, Aditya
Pawar, Mendel Guillaume and the other super-talented young
professionals that are responsible for QuickFi’s success.
Newsline: What is the QuickFi business strategy?
Tomaselli: The QuickFi strategy is based on speed, transparency
and trust.
Speed. QuickFi customers are in control. They start and finish
the financing process when they wish. The platform is available
24/7/365. Customers can process transactions that previously
Sep/Oct 2019 NEWSLINE
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took two or three weeks (or longer) in only three minutes, anytime, anyplace. If they want support, it is always available via live
chat or telephone.
Transparency. In commercial lending today, loan officers and
salespeople are often relegated to negotiating pricing and hidden
fees with customers in what is often an unpleasant and inefficient adversarial buying process. So, we decided the new QuickFi
business model would eliminate salespeople. We also eliminated
all negotiation, in favor of a radically transparent and simplified
customer buying process. We never negotiate against customers.
We are always on the same side of the table with the customer.
Trust. During the past decade, some bank and commercial
finance companies have lost their clients’ trust. QuickFi is exclusively and obsessively focused on building trust with the highly
valued clients we serve. We put the interests of our clients first in
everything we do.
Newsline: What has the start-up experience been like from a personal perspective?
Tomaselli: Starting a new business is hard. … harder than I
expected. The ups and downs are intense. The feelings of exuberance and momentary despair are surprisingly close together. I’d
heard entrepreneurs say things like that before, but I didn’t fully
appreciate the intensity of the emotional roller-coaster ride.
I enjoyed all my prior job responsibilities. I tried to stretch myself
and learn from challenging experiences in all my prior roles. But
this has been much more challenging than anything I did previously. New challenges arise every day, and we are a small team. I
learn more about myself in a day than in my best week in prior
jobs. Oddly, I often feel as though every random experience in my
life up to this point has somehow uniquely prepared me for the
challenges of this moment.
My father spent most of his career running a software development business he founded when I was young. I was fortunate to
not only be exposed to the hard work it took to build his business but also the passion he felt for building meaningful solutions
for his clients. Last year, about eight months after we started, he
passed away unexpectedly. As challenging as that time was, it also
put many things in perspective.
He was a true entrepreneur and believer that real change comes
from those who aren’t afraid to be first or risk failure. I try to
carry that with me in everything that I do now. We try things that
haven’t been tried before and we learn. We don’t give up on big
ideas just because the problems are hard or even seem impossible.
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When you’re building something new, pushing through and finding a solution is the challenge. My dad’s philosophy inspires me
to overcome the many small challenges that are part of building
something new.
I feel very fortunate to work on meaningful projects that will
make a difference to many small businesses throughout the country. I’m also happy be a part of this small team, working with
great people. This is the hardest and the most rewarding work I’ve
ever done.
Newsline: Have you heard from your industry colleagues? If so,
what have they told you?
Tomaselli:: Our initial platform development cycle was long. So,
before we started interacting with customers, the only positive
feedback I received was from my coworkers or from calls or e-mail
messages from industry colleagues. Receiving many words of
encouragement from many friends at companies throughout the
equipment finance industry was more meaningful than I could
have previously imagined. I greatly appreciate all the encouragement I’ve received.
Newsline: What does the future hold?
Tomaselli: Nothing was easy during our first 18 months. And
nothing will likely be easy in months and years ahead. For all
the chatter about disruption and fintech, we recognize that most
successful fintech firms in adjacent industries have taken several
years to establish value and to prove-out their business strategy.
If we build something great for our clients, we believe we will
find success. Our clients will continue to be the exclusive focus
of all our efforts. The feedback loops with our initial clients are
greatly increasing our pace of development. Customer feedback
is also identifying adjacent opportunities for future expansion
and growth, both inside and outside of commercial equipment
finance.
No one knows what the future holds, but everyone at QuickFi feels
like we have an opportunity to help shape it. If successful, thousands of U.S. business seeking to grow their companies will have a
fast, transparent fixed-rate option for equipment financing.
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Battling Burnout: Reengaging
with Purpose and Reigniting
Passion
In today’s corporate culture, employees often are programmed to believe more is better and busyness
equals productivity. That environment can strip away passion for the job and ignite burnout.
By Adam James
Just as our vehicles have indicators noting how much fuel we have
until we hit empty, so too do our bodies. However, our body’s
way of telling us that we’re running on empty does not include a
beeping sound or flashing light, it comes instead through detectable signs of sickness, irritability, fatigue, and a lack of focus and/
or attention.
Too often in today’s corporate culture, when these signs or symptoms present themselves, we ignore their warning, or worse, are
unaware of their presence. We’ve been programmed to believe
that more is better, that being busy equals productivity, and that
slowing down to take time for us is a cowardly way out of avoiding difficult tasks. Truth is, if we don’t slow down and aren’t intentional about taking care of ourselves, we are counterproductive to
our initial intention.
Can you think of a time when you operated with an overwhelming
amount of clarity? — a time when ideas were flowing freely and
when it felt as though what you wanted and needed to accomplish
came with ease and eloquence?
Now, can you think of a time when you stared at a blank page
and your thoughts wouldn’t align as you had hoped? — a time
when no matter how much effort you put forth, you just could
not seem to gain the feel needed to produce a product that you’d
deem acceptable?

What was the difference? If you have
proven to yourself that you have the competence to add value, the technical skills
to adequately perform and the emotional
intelligence to navigate conversations and
relationships, why is it that sometimes you
perform at a high level, and other times
Adam Jamest
it feels as though you may have difficulty Sights, Sounds &
making it through the day?
Success.
Burnout.
Burnout stems from a disconnectedness of purpose. It arises following shortcomings and is increasingly prevalent when you haven’t taken the time to “refuel your engine.” While we may differ
in what allows us to feel energized and refreshed in life, each of us
has something that — when partaking in it — allows us to feel
alive and reenergized.
Whatever that activity may be for you, it’s imperative that you
take time and are intentional about engaging in it so you can
show up as the best version of you.
More specifically, to truly combat burnout we must reconnect to
our why and be more mindful.
Sep/Oct 2019 NEWSLINE
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Reconnect to Why
While I recognize you may not have entered the equipment
finance world out of sheer excitement and joy following your
academic endeavors, there’s something — beyond the money —
that has kept you there. Perhaps, it’s the excitement of working a
deal, the challenge of having to strategically design products or
offerings to meet a client’s needs, or simply getting to help people
through potentially stressful encounters.
No matter the reasoning, it’s important that in moments when
you feel most burnt out to think beyond the surface level and
engage with why you’re doing what you’re doing. When you know
why you’re doing what you’re doing, you show up with more passion and with more excitement. Your unique value proposition
is no longer a rehearsed two- or three-liner that is backed with
technical jargon that bores your audience. It becomes a true differentiator that emotionally connects with your consumer and
leverages your offerings.
When I started my speaking business, I had an overwhelming
“why.” Because I had felt hopeless and helpless so many times in
my life, I wanted to be a source of inspiration for others and to
provide hope to those who might have otherwise felt hopeless. I
wanted to be for others, what I felt that I so often lacked in my
life. That said, each morning in the beginning months of business
I woke excitedly with a clear mission and purpose. I would work
long days and it never truly felt like work. My passion was evident
to anyone who’d cross my path. However, after a time, that passion diminished. I no longer approached my work with the same
excitement and I truly felt disconnected from my purpose. I felt
Burnt Out.
I was burnt out because I became blinded by my own ambition.
I lost sight of what truly mattered and I lost the vision for what
I was trying to accomplish. In the midst of trying to grow my
business, I encountered significant challenges. I had gone all in
on it and within three months I was ready to be all out. I was
broke and defeated. I was so broke that I was sleeping in my car
in a Wal-Mart parking lot each evening because I could no longer
afford rent. I deemed myself more of a failure than I had ever felt
before and as a result I didn’t show up with any passion in my
work. Over the next six months, I worked a number of minimum
wage odd jobs and jumped couch to couch with friends of mine
who were kind enough to take me in. In those moments, I was
simply operating on auto-pilot; I was going through the motions
but not engaging my full mind. I believed that I would never
deliver another presentation.
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What I found and ultimately learned from those moments of
adversity is that there needs to be something bigger than us to
drive us. In other words, if why we do what we do every day is
self-serving and there is no deeper meaning behind it, we’ll show
up in our work with limited excitement and when adversity arises,
we’ll be less likely to overcome it. If we want to sell the what, want
to convince others of how and want to work with and live with
more passion, we must know the why. If you don’t know or have
lost touch with it, keep searching. Spend time in reflective thinking, ask yourself meaningful questions that may be challenging
to answer, and rather than tuning out or turning off when the
thinking gets too tough, challenge yourself to stay in that state
until you come out the other side satisfied with what you find.
Be Mindful
Though reconnecting to or finding our why will undoubtedly
help us reignite our passion, the work doesn’t stop there. We
must be intentional about slowing down and simply being aware.
In today’s overly connected world, it’s easy to feel as though we
always have to be on. If a colleague e-mails you at 10 p.m., you
may feel as though you need to send an email at 10:01 p.m. to
prove your commitment and dedication. The problem with this
approach is that it’s rooted in trying to “appear” as something
rather than being something. I’d rather be productive than appear
productive. I’d rather disconnect from my work so that when I’m
actually connected to my work I’m inserting my creativity and my
full potential.
Gallup conducted a study, released in 2018, that surveyed 7,500
full-time employees across varying industries. Of those surveyed,
23 percent replied that they were burned out very often or always,
while 44 percent of the respondents shared that they were burned
out sometimes.
To think that almost 1 in 4 employees in every work environment
is burned out is simply staggering. It’s incomprehensible, and,
quite frankly, upsetting to believe that this has become accepted
and a norm. Not only is burnout costly for employers (estimated
$150 billion in healthcare spending in the U.S. each year, according to Harvard Business Review), it’s costly for an employer’s ability to continually adapt and innovate.
Consider this: If you have a firm of 100 employees, and 25 of
those employees are operating at less than optimal levels because
of burnout, how productive is your environment going to be?
What’s the likelihood that new ideas will be brought to the surface
and employees will feel compelled to create innovative products
or solutions to serve the clients?

Chances are good that productivity will be diminished and your
firm won’t be as competitive as the firms that are providing their
employees an opportunity to disconnect, spend time in mindful
thinking and help them connect to their purpose and your company purpose so they work in congruence with one another.
Leaders within organizations are responsible for driving culture
and ensuring employees know that there should be an adequate
work/life balance. Individuals must take it upon themselves, too,
to be able to reignite passion when adversity arises — within their
work environment or out of their work environment. One thing
that has allowed my mind to be less full (of worry, stress, anxiety,
disappointment, etc.) and more mindful (of what I am feeling
and why, of what I’m processing, of how things connect, etc.) is
the development of a checklist.
I have put different processes and checklists in place for things as
simple as storing receipts. I’ve found that by having a checklist
that I can refer to in order to create consistency, I eliminate the
guess work and what could be the agonizing over having to figure
out something that adds minimal value to my work.
I began implementing checklists after reading "The Checklist
Manifesto" by Atul Gawande a few years ago. The book highlights a story of a critical care specialist Dr. Peter Pronovost at
Johns Hopkins Hospital. In 2001, Dr. Pronovost became obsessive in wanting to understand why so many patients were dying
of infection in the Intensive Care Unit following their procedures.
While it’s known that mistakes in medicine are inevitable — as
those operating and caring for us are human and fallible — Dr.
Pronovost felt that many of the deaths occurring in his hospital
were avoidable because they were coming after procedures; while
in the care of specialists.
Considering these deaths were related to infections, Dr. Pronovost
began specifically observing how doctors on staff were administering and inserting central line catheters. He developed a brief and
simplistic five-step checklist of what should occur when putting a
line in; things like washing hands and putting sterile drapes over
the patient were on the list. Surely, steps that were so basic and
obvious they would be followed by highly competent and skilled
doctors at one of the best hospitals in the country, right?

a line in. The findings were profound. In over a third of patients,
doctors had skipped at least one step in the process.
After gathering the findings, Pronovost and Johns Hopkins
agreed that it’d be mandatory that doctors carry this checklist
with them. The checklist would serve as a guide to ensure steps
weren’t skipped. Following a year of this process, the hospital estimated that as a result of this checklist, it prevented 43 infections
and eight deaths, and saved at least $2 million in costs.
While the equipment finance sector may vary from medicine and
what’s at stake may be significantly different, the findings from
this study should allow us to recognize that competence alone
is not enough to allow us to perform at our peak. Simply doing
something for 30 years and being highly credible does not make
us immune to mistakes and/or burnout. We must work diligently
each and every day to become more mindful. We must be courageous enough to explore options to improve our performance and
enhance our effectiveness.
Though checklists alone may not be enough to help you become
more aware, it can serve as a baseline to slow you down and to
help you become more intentional when engaging in tasks. On
days when deals don’t go through and burnout seems evident,
reverting to a previously designed checklist can refocus your
efforts and reignite your passion. It’s a tool that can help you
get back to why when you’ve lost your why. And when coupled
appropriately, it will allow you to more meaningfully connect to
your purpose and once again find the passion you had for your
work when you first started!
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ABOUT THE AUTHOR: Adam James is the Founder of Sights,
Sounds & Success. He is a nationally recognized trainer and
speaker and was the keynote speaker at NEFA’s 2019 Funding
Symposium.

Wrong.
Dr. Pronovost received support from administration at the hospital to allow nurses to document over a month’s span how many
of these five steps were followed each time a doctor was putting
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nefacts
2019 NEFA PARTNERS

2019 FUNDING SYMPOSIUM SPONSORS

AS OF 8-21-19

AS OF 8-21-19

HALL OF FAME PARTNERS
AMUR Equipment Finance
Channel Partners Capital
IDS
LTi Technology Solutions
Pawnee Leasing Corporation
LEGEND PARTNERS
ECS Financial Services, Inc.
Financial Pacific Leasing, Inc.
Marlin Capital Solutions
NewLane Finance/BEFC
Quality Leasing Co., Inc.
MVP PARTNERS
4 Hour Funding
Bryn Mawr Funding
FirstLease, Inc.
Great American Insurance Group,
Specialty Equipment
Navitas Credit Corp
North Mill Equipment Finance, LLC
Orion First Financial, LLC
ALL-STAR PARTNERS
BancorpSouth Equipment Finance
Dakota Financial, LLC
Orange Commercial Credit
Rapid Finance
RTR Services, Inc.

AMUR Equipment Finance
• Name Badges
• Networking Luncheon & Annual
Business Meeting
BancorpSouth Equipment Finance
• Registration Packets
• Printed Attendee List
Bob Rinaldi, LLC
• General Session Keynote Speaker
Bryn Mawr Funding
• Hotel Room Keys
Channel Partners Capital
• Presidents’ Reception
ECS Financial Services, Inc.
• Welcome Reception Drink Tickets
FirstLease, Inc.
• Thursday Networking Breakfast
Great American Insurance Group,
Specialty Equipment
• Conference Pocket Brochure

Marlin Capital Solutions
• Friday Networking Luncheon
Navitas Credit Corp
• Refreshment/Ice Cream Break
• Conference Email Banner Ad
• Sponsored Prize Give-away
NewLane Finance/BEFC
• Mobile-Charging Station
Orange Commercial Credit
• Ambassadors Orientation
Orion First Financial, LLC
• Afternoon Snack Bar
Pawnee Leasing Corporation
• Welcome Reception
Quality Leasing Co., Inc.
• Mobile-Photo Booth
RTR Services, Inc.
• President’s Reception Drink Tickets

IDS
• Conference Mobile App
• Hotel Room Gift-Drop
• Conference Email Banner Ad
LTi Technology Solutions
• Conference Gift

INDUSTRY EVENTS CALENDAR
NYC Food Crawl & Networking
Event
November 7, 2019
Food & Culture Walking Tour
Greenwich Village, NY

For Sponsorship / Exhibit
National
Equipment
Finance
Association
opportunities,
contact
Kim King
at
kking@nefassociation.org
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2020 National Equipment
Finance Summit
March 25-27, 2020
Hyatt Regency San Antonio
RiverWalk Hotel
San Antonio, TX
2020 Funding Symposium
October 14-16, 2020
Loews Philadelphia Hotel
Philadelphia, PA

FUNDING SYMPOSIUM EXHIBITORS

WELCOME NEW MEMBERS!

AS OF 8-21-19

Ascentium Capital LLC
Baystone Government Finance
BlueVine
Boston Financial & Equity
Corporation
Bryn Mawr Funding
C.H. Brown Co., LLC
CAN Capital
Channel Partners Capital
CLFP Foundation
Copernicus
Crestmark Vendor Finance, a
division of MetaBank
ECS Financial Services, Inc.
Entegra Capital LLC
Equipment Finance Advisor
Equipment Leasing Group of
America, LLC
Financial Pacific Leasing, Inc.
Fleet Evaluator
Great American Insurance Group,
Specialty Equipment
Hanmi Bank
IDS
Infogroup

instaCOVER, LLC
JB&B Capital, LLC
Leasepath
LTi Technology Solutions
Macquarie Corporate & Asset
Finance
Marlin Capital Solutions
Monitordaily
Navitas Credit Corp
NewLane Finance/BEFC
NFS Leasing, Inc.
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
Tamarack
TradeRiver USA, Inc.
VFI Corporate Finance

CAN Capital
• Funding Source
The Cooper Group, LLC
• Broker/Lessor
Crestmark Vendor Finance, a division of MetaBank
• Funding Source
Dext Capital
• Broker/Lessor
Indigo Commercial Finance, LLC
• Broker/Lessor
Sheer Acquisition Capital
• Broker/Lessor

Time to Renew Your Annual
NEFA Membership Dues!

Visit: NEFAssociation.org
or contact Kim King
kking@nefassociation.org
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HUMAN INTEREST

National Equipment Finance Association

Making Lives Better — Hers and
Theirs — By Volunteering for Dogs
and Cats

At work, everyone knows Kim King as NEFA’s Senior Association Coordinator and Meeting
Manager, but off the job she is a true animal advocate – devoting her time and energy to
helping needy animals in her community.
By Kim King

A day in the life of Kim … well, if I’m
not scheduling fun and social networking
events, reminding you that your membership dues are coming up for renewal
or “nudging” you along to get registered
before those early bird discounts expire
(you’d be disappointed if I didn’t), you
will almost always find me volunteering
my time in some capacity in our animal
community. Those activities range from
Kim King
cleaning cubbies in a cattery at PetSmart
NEFA
to spending hot desert evenings trying to
outsmart community (feral) cats and prep
them for TNR (Trap, Neuter, Return) in
my neighborhood. They also include educating people in the community on the importance of
spay/neuter programs and fostering animals — particularly underage kittens and, more recently, puppies.
People find different ways to enrich their lives; for
me, fostering animals is what warms my soul. Being

a pet foster parent has it challenges, but the benefits far outweigh
anything you’ll encounter. Experiencing first-hand the transition
your foster pets make from being scared, neglected or sick to
trusting, confident and thriving, is truly remarkable and has been
the most rewarding experience of my life — thus far.
Piper. My 40-pound, beautiful, super bossy, water loving, unexpected companion I never knew I needed, girl. The dog who
opened my eyes to the overcrowded shelters; the rescues busting
at the seams; the urgent need for fosters; and the thousands of
soulful eyes just looking for someone to love them in the back
of a 4x4 kennel. Through her, I’ve learned a level of compassion
I never knew existed; a new meaning of unconditional love; and
what it truly means to forgive. Through her, I discovered a passion
and ventured down a path that would make me a better person.
Because of her, I became an animal advocate.
Pixie. The kitten that would soon pave the way for the many
more who would make their way into my home and into my
heart. Born to one of the 70,000+ feral cats that reside in the
Coachella Valley, CA, Pixie found her way into my yard. Was it

“People find different ways to enrich their lives but for
me, fostering animals is what warms my soul.”
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fate? For weeks I made sure to provide mama and her three babies
fresh water and food, daily. But, as with most feral kittens, she
was born sick and was abandoned by her mother. Her days were
numbered. So, one morning, I picked her up and brought her
into my home. At 3 weeks old, she was very small, wasn’t eating
on her own, couldn’t go to the bathroom on her own and, to add
to those challenges, she had a nasty upper respiratory infection.
Pixie required weeks of around the clock care: hand feedings every
four hours, assisting in her elimination of body fluids, daily dosages of medications and, most importantly, she needed lots and
lots of love and nurturing. That was almost two years ago. Fast
forward to today, Pixie is happy, healthy and very spoiled in her
forever home. Fun fact: NEFA colleague and close friend, Tamara
McCourt with LendSpark, adopted that spunky “fur ball” from
me and keeps me updated on their life adventures. Rest assured,
she is VERY spoiled. If you need a good chuckle, send Tamara a
note and ask her about Pixie’s nickname. It’ll certainly put a smile
on your face.
One of the added benefits of fostering has been meeting and getting to know people that I’d never have met otherwise. Being a
part of the animal community is like having a very large extended
family. They become part of your family and you become part of
theirs. They celebrate with you through every foster victory and
milestone, and support you through your foster losses. It doesn’t
matter what the situation is, you are never alone. There’s always
a small army right there ready for you when you need them. I
am forever grateful for the compassionate people who relentlessly
save the lives of countless animals through pet rescues. They have
taken me under their umbrella. They are everyday heroes who
answer the call to make space, who sacrifice their personal lives at
times and who will spend their last penny and dedicate their lives
to the unwanted, abandoned and neglected.
While I have fostered through many organizations, including our
local county shelter, Coachella Valley Animal Campus, there are
two local rescue groups for whom I hold a special place in my
heart: Pretty Good Cat (PGC) Rescue and Society’s Outkasts Animal Rescue (SOAR).
Pretty Good Cat works to create safe, loving homes for vulnerable
cats and kittens, as well as provide emergency medical care for cats
and kittens who are in critical situations, homeless and with no
other means of support. Society’s Outkasts Animal Rescue provides low-cost spay/neuter programs to the public to reduce the
population of unwanted pets. They work to enrich the lives of
those who do end up in the shelter by providing toys, blankets
and play yards as well as providing grants for those needing help
with their vet bills.

Fostering is important because it helps reduce overcrowding in
shelters and opens up space for another animal to be saved. But,
as important as fostering is, understanding the importance of
spay and neuter programs is just as, if not more, important. The
Humane Society of the United States estimates that roughly 6.5
million dogs and cats enter the shelter system each year. Of that
6.5 million, only 3.2 million are adopted. In three years, and as
early as 4 months old, one unspayed female and one unneutered
male can produce 512 dogs and 382 cats. The one sure way to
reduce the number of unwanted pets who end up on the streets
and or in your shelter systems, is through spay-and-neuter programs.
It’s virtually impossible for me to imagine life without a pet. By
being a pet parent/foster/advocate, I have found that I have more
love to give away every day than I did the day before. Animals
have a great capacity for love and teach us so much more about
ourselves than we realize. So, if you ever find yourself considering
bringing a pet into your home, I encourage you to adopt. If you’re
not sure you’re ready for that, I encourage you to test those waters
and foster. Either way, it’s a win-win for everyone.
National Equipment Finance Association

ABOUT THE AUTHOR: Kim King is the Senior Association
Coordinator and Meeting Manager for NEFA.
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THE BENEFITS OF NEFA
MEMBERSHIP: New Members
Share Their Insights

Newsline annually recognizes some of the equipment lessors, funding sources, brokers and
service providers that have joined its ranks throughout the year. We asked four new members
to describe their businesses and the value they see in joining this association.
BLUE ELEPHANT CAPITAL MANAGEMENT
Kent MacWilliams: Blue Elephant Capital Management was
founded in 2013 and its headquarters is just outside of New York
City, in Irvington, NY. Blue Elephant forms direct partnerships
with originators that have deep and proprietary understandings of
the financing markets that they serve. By partnering with the Blue
Elephant team, originators are able to marry their unique market
expertise to the dynamic funding and quantitative valuation template that Blue Elephant has developed.
Our focus has been small- to medium-ticket transactions on heavy
equipment for contractors, haulers, loggers and farmers primarily
located in the Southeast and Mid-Atlantic. Blue Elephant’s goal
is to expand its presence in other parts of the United States, and
continue to be a fast, flexible and reliable capital provider for our
business partners.
In addition to heavy equipment lending, Blue Elephant has developed a track record in consumer marine lending, unsecured consumer lending, vocational school lending, and invoice and receivable financing.
Blue Elephant elected to join NEFA in an effort to strengthen
its industry knowledge, form relationships with existing members and open up opportunities for alternative lines of business.
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We knew that NEFA would be the right fit for us because of its
focus on small to mid-sized finance companies. We have already
leveraged the NEFA referral network for introductions to service providers that provide best-in-class technology products and
solutions. Additionally, we will be in attendance at the upcoming
Funding Symposium in Atlanta and expect to attend the November Networking Event in New York City. NEFA’s conference and
networking events present an excellent opportunity for integration within the NEFA community. We look forward to collaborating alongside other NEFA members and growing our collective
businesses together.
CRESTMARK VENDOR FINANCE
Scot Lund: Headquartered in Troy, MI, Crestmark helps businesses by providing innovative financial solutions across diverse
industries nationwide. The focus is on business-to-business companies providing a product or service. Many of the businesses
served are facing significant growth or business challenges and are
considered too risky by traditional funding providers, and therefore have limited financing options in the marketplace.
Crestmark’s financing products allow companies to access working capital from their existing assets such as accounts receivable
or inventory, as well as by providing alternative funding through
equipment financing, leasing and government-guaranteed lend-

Kent MacWilliams
Senior Portfolio Manager
Blue Elephant Capital
Management

Scot Lund
Group President
Crestmark Vendor Finance

ing products. Founded in Michigan more than 22 years ago,
Crestmark began by offering factoring services, and has grown
from $22 million to over $1 billion in assets. In 2018, Crestmark
was purchased by MetaBank – a federally chartered savings bank
headquartered in Sioux Falls, SD. Being a part of the larger entity
provides greater growth opportunities. Crestmark serves as the
bank’s business-to-business commercial financing vertical. Meta
Financial Group, Inc., the holding company for MetaBank, was
ranked 24th on Fortune’s 100 list of Fastest Growing Companies
of 2018.
In 2017, Crestmark purchased a small leasing brokerage in Florida, and established Crestmark Vendor Finance (CVF), its smallticket leasing division. With a focus on third-party originators,
the division provides equipment financing for many industries,
including transportation, medical devices, fitness equipment,
manufacturing, yellow iron, as well as other capital equipment
purchases; and provides vendor programs to facilitate manufacturers selling their products. Since the acquisition, the CVF division has funded more than 2,000 deals and has grown by 800
percent.
Crestmark joined NEFA to become involved with a strong industry group as well as to build, further establish and foster industry
relationships. Many of Crestmark Vendor Finance’s existing rela-

Jeremy Vang
President and Commercial
Repossessor
Recovery Solutions, LLC

John-Paul M. Smolenski
President
MMP Capital

tionships are NEFA members. Being current members of ELFA
and ACCFB – and now NEFA – will help the Crestmark division
further its support of the industry, cultivate strong professional
relationships, and help businesses grow and succeed.
RECOVERY SOLUTIONS, LLC
Jeremy Vang: Recovery Solutions, LLC is headquartered in the
Greater Minneapolis-St. Paul area in Osceola, WI. Recovery
Solutions is a commercial repossession company that specializes
in all commercial grade repossessions. It has more than 25 years of
experience in the repossession industry. Recovery Solutions caters
to small and large leasing companies, banks, equipment finance
companies, attorneys, credit unions, commercial forwarding
companies and truck lenders.
Recovery Solutions specializes in agricultural repossessions, forestry equipment, yellow iron, mining equipment, industrial
equipment, trucks and trailers, and all other commercial grade
equipment. We assist lenders in many different ways, including
voluntary and involuntary repossessions, field visits and workouts, pre- and post-funding inspections, collateral site inspections, commercial business closures and property preservation.
We can also assist lenders in reconditioning and remarketing of
repossessed commercial equipment. Our mission is to provide
Sep/Oct 2019 NEWSLINE
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exceptional customer service in a fast and calculated manner, and
we pride ourselves on getting things done where others fail due
to their lack of experience — at an affordable price to the lender.

with large private and public companies; working with vendor
partners and key banking partners. Our customers are medical
doctors and dentists as well as firms in the graphic arts industry.

Recovery Solutions covers the entire states of Minnesota and Wisconsin; Northern Iowa; and parts of North Dakota and South
Dakota. Now President of Recovery Solutions, I started my career
as a repossessor in 1994, working as a spotter and field agent out
of the Greater Twin Cities for several local repossession companies. I moved up the ranks quite fast and excelled in working
subprime consumer repossession accounts for nearly two decades.
I began my commercial repossession career with what was once
CIRG and is now Great Lakes Asset Solutions out of Lockport,
NY and Asset Compliance Solutions (ACS) out of Buffalo, NY. I
built strong relationships with them and moved into the commercial repossession industry. In 2014, Recovery Solutions gave up all
consumer-based lenders and is strictly committed to commercial
grade repossessions.

The company is located on Long Island, NY, with close access to
Manhattan and the Hamptons.

Recovery Solutions joined NEFA to make new connections in the
equipment finance industry as there are few, if any, direct commercial repossession vendors as members. I have always known of
NEFA, but I was always a little skeptical of joining until a valued
client, and NEFA member as well, looked at me and said: “Just
do it and pull the trigger, as its going to give you the excellent
exposure you’re looking for and word of mouth is everything.”
MMP CAPITAL
John-Paul Smolenski: MMP Capital, which was founded in
2013, focuses on a streamlined approach to the commercial
financing market. The company specializes in aesthetic, medical,
graphic arts, dental, technology equipment and more. We work
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The MMP Capital ownership team has vast experience in sales,
credit and operations from several banks, leasing companies and
funding institutions. That diverse lending background has given
MMP Capital a distinct advantage as a hybrid lender that is both
a direct lender and one with a vast syndication outlet.
The three founding partners brought expertise in key markets to
the company, including medical, dental and graphic arts.
MMP Capital provides funding across a wide range of credits,
from A Paper to D Paper. It also focuses on speed of access to
financing, so companies can start generating revenue with their
new equipment immediately.
The company began in my garage and it just moved into a
10,000-square-foot office, which is four times the size of our last
location. The company has been growing rapidly and now has 22
employees.
MMP Capital joined NEFA a year ago to expand its network and
to broaden its horizons into new areas. We are attending the 2019
Funding Symposium to create more ties in the industry and also
learn from colleagues in the equipment financing industry. We
also hope to diversify our connections and offerings to fuel future
growth.
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Great opportunities demand smart lending
and customized solutions.

Capital One® Financial Institutions Group provides businesses
the needed capital and expertise to thrive.

Capital One’s commercial lender ﬁnance specialists use
sector knowledge, data analytics and industry trends to give
your business an advantage. Backed by the capabilities of
a top 10 U.S. bank*, we lend capital to help companies stay
ahead of the competition.
Our ﬁnancing solutions include:
• Asset-based lending
• Small business ﬁnance
and factoring
• Insurance premium ﬁnance
• Equipment ﬁnance
• Floor plan ﬁnance

Commercial Lender Finance Specialists:
Matt Tallo
Managing Director
646-836-5053
matt.tallo@capitalone.com
Brian Talty
Managing Director
646-231-9107
brian.talty@capitalone.com

To see how to maximize business potential, contact
a lender specialist today.

capital.one/ﬁnancialinstitutions
Note: Rank excludes banks with high non-loan asset concentrations: Goldman Sachs, Morgan Stanley, BONY, State Street, Charles Schwab. Ranks as
of 12/31/18. Based upon total gross loans and total aggregated domestic deposits for bank holding company. Sources: SNL, FDIC, company reports.
Subject to credit approval. Additional terms and conditions apply. Products and services oﬀered by Capital One, N.A., Member FDIC. © 2019 Capital One.
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YEARS, LTi Technology

Solutions, formerly LeaseTeam, Inc.,
has provided software solutions for
the equipment ﬁnance industry.
LTi’s ASPIRE platform is the preferred
solution for over 240 customers worldwide.
SINGLE SYSTEM/
SINGLE DATABASE
Provides a comprehensive
view of the entire enterprise

WEB SERVICE
ARCHITECTURE
Allows for easy
integrations

FULLY CONFIGURABLE
AND SCALABLE
Reduces the need for
customizations

FLEXIBLE
PLATFORM DESIGN
Supports an array of portfolio
and ticket sizes, business types,
and ﬁnancial products.
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