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rather than months. 
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Newsline spoke with four leading 
equipment finance executives 
in December 2019 to hear 
their perspectives on how the 
equipment finance industry 
performed in 2019 and to gain 
their insights on what factors will 
impact the industry and their 
organizations in 2020. 
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Daryn Lecy, CLFP
NEFA President

A Message from 
NEFA's President
Happy New Year everyone! As the 
saying goes, “Time flies when you are 
having fun!” 2019 went by very quickly, 
and for me, it was one of the most fun 
years yet in our tremendous industry. 
NEFA had a big year in 2019, our first 
under the leadership of Mike Toglia, 
and with the help of the NEFA staff and 
our great membership, we set records 
at both conferences, in Newport Beach 
in March and in Atlanta in October!

Our industry and domestic economy 
finished 2019 on several high notes. 
Our industry saw steady growth while 
maintaining strong credit quality in 
the face of highly competitive pricing 
and additional entrants to our space. 
The U.S. experienced modest, but solid 
growth in GDP, resilient labor markets, 
strong Wall Street performance and 
interest rates hovering at levels low 
enough to hopefully induce additional 
capital investment and expansion in 
2020. 

The political landscape has heated up 
and the anticipation, or perhaps anxi-
ety, surrounding the election year is in 
full force. Economists speak of some 
concerning indicators of an economic 
slowdown, such as the effect of tariffs 
and continued trade wars. The same 
economists and others also share mul-
tiple indicators of a relatively stable 
and positive economic outlook. We 
may just need to be a little more cre-
ative in our individual offerings to get 
the fence-sitters to move forward.

Looking ahead, we will get a chance to 
hear once again from one of the most 
entertaining economists, Elliot Eisen-
berg, “The Bowtie Economist,” at our 
Spring Summit in San Antonio, TX. I am 

looking forward to hearing from Elliot 
again and being back in San Antonio, 
right on the beautiful Riverwalk; what 
a great location! There will be much to 
catch up on in a couple months and 
registration is open, so make your 
easiest decision of 2020 — register 
to attend and come learn, laugh and 
share with us!

If we’ve had the opportunity to con-
verse in the past, you know how pas-
sionate I am about the NEFA Ice Fish-
ing Event coming up on February 6 on 
Lake Minnetonka in Minnesota. This 
popular event fills up very quickly and 
is the only one you can go home and 
honestly say you walked on water! 
Many other popular regional events 
are on the calendar, so be sure to 
check them out, too.

Best wishes to everyone for a prosper-
ous 2020! Here’s wishing you all good 
health, opportunities and much happi-
ness. Thank you to all our members, 
partners, sponsors, exhibitors and 
those that are still to slot into one of 
those roles. Thank you to our board of 
directors, for your past service and for 
what we plan to accomplish in 2020. 
Your efforts are much appreciated. 
Thank you, Mike Toglia and team, for 
your leadership and continued exe-
cution. Here’s to what will be another 
exciting and fast-moving year... let’s 
have some fun growing our busi-
nesses together!
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Happy New Year!

Have you made your New Year’s res-
olutions - both personal and profes-
sional? I personally can’t seem to help 
myself from making a few each year. 
But over the past few years, I’ve found 
I prefer setting goals for the coming 
year rather than making resolutions. I 
believe in setting goals - both personal 
and professional - because from my 
perspective, when you focus on a goal 
long enough, you’re typically bound to 
succeed in some way or another. 

As we enter a new year in the equip-
ment finance industry, NEFA members 
have a great deal to look forward to 
beginning with the National Equipment 
Finance Summit being held March 25th 
– 27th at the Hyatt Regency San Anto-
nio RiverWalk Hotel in San Antonio, 
Texas. This year’s Equipment Finance 
Summit promises to be another spec-
tacular conference providing attend-
ees, exhibitors and sponsors unparal-
leled opportunities to network, create 
new business relationships, share best 
practices and yes…have a tremendous 
amount of fun with old and new friends 
at a truly exciting venue! 

Registration is open so please register 
early to take full advantage of the dis-
counted registrations now available! 

Michael Toglia
NEFA Executive  
Director & CEO
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Conference Co-Chairs Marci Slagle, 
CLFP, of 36th Street Capital Partners, 
and Tara Aasand of LTi Technology 
Solutions are developing  a slate of 
educational sessions that will provide 
attendees multiple opportunities to 
learn from a group of volunteer mod-
erators and speakers who are certain 
to provide a blend of industry expertise 
that can only be found at a NEFA con-
ference. Attending a NEFA conference 
is a unique experience and I encour-
age all our members to attend. I also 
encourage our member company lead-
ers to bring along some of the younger 
members of their organizations to 
allow them to experience the unique 
value of the NEFA community and edu-
cational opportunities. I’m quite certain 
they will want to return after experi-
encing all NEFA has to offer! 

Looking ahead, NEFA has another busy 
year planned with eight regional events 
scheduled - each providing opportuni-
ties for members to network through-
out the year from coast-to-coast! Stay 
tuned for more details about these 
regional events throughout the year. 
And, in case you haven’t heard, NEFA 
will be holding our 2020 National Fund-
ing Symposium in October in historic 
Philadelphia! Mark your calendars now 
and plan to attend what promises to be 
a tremendous conference!

In closing, I hope you enjoy this 
issue of Newsline magazine - 
the annual Products and Ser-
vices issue where NEFA’s indus-
try experts provide insights into 
various topics including: How 
the need for “mobility” is impact-
ing our industry, the value of 
providing insurance products 
early in the sale process, a look 
at the history of credit decision-
ing and how technology is rev-
olutionizing credit underwriting 
processes, and our annual Exec-
utive Outlook featuring insights 
from four leaders in the equip-
ment finance industry. Plus, two 
great departments covering 
sales training and a look at how 
one NEFA member company is 
impacting children in need. 

In closing, again, I wish you all a 
very Happy New Year and I am 
looking forward to seeing you 
all in San Antonio in March!
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in the NEWS

PERSONNEL ANNOUNCEMENTS
Arvest EF Adds Industry Vet Bates as Manager of Credit 
Administration
Arvest Bank announced the company hired Jim Bates, who will 
serve as Manager of Credit Administration for Arvest Equipment 
Finance (AEF), a division of the bank. AEF Division President Eric 
Bunnell said the addition of Bates is a result of continued growth 
and expansion within its vendor program.

“Jim’s duties as Manager of Credit Administration will include 
enhancing AEF’s credit-scoring models and underwriting proce-
dures to position us to triple our portfolio in the next three to five 
years, as well as establishing a buy/sell syndication group,” Bunnell 
said.

Bates most recently worked for CHG-Meridian and Hancock Whit-
ney Equipment Finance, and has formed and led credit and opera-
tions groups for multiple equipment finance companies through-
out his 30-year career in the industry. Bates earned a bachelor’s 
degree in business administration and finance at Western Illinois 
University.

 “I am very excited to be able to add Jim to our team,” Bunnell said. 
“His knowledge and experience will play an important role as we 
continue to grow and keep credit quality top of mind. Jim will also 
manage the credit analyst team, which will benefit by learning 
from his 30 years of experience in this industry.”

National Equipment Finance Association

First Foundation Bank Adds Harris to EF Department
Michelle Harris joined First Foundation Bank as a Lease/Loan 
Servicing Assistant in the Equipment Finance Department. While 
servicing the equipment finance and leasing needs of the bank’s 
customers and prospects, the primary growth engine for this 
department is through third-party originations. Previously, Har-
ris was with the University of California Agriculture and Natural 
Resources division and before that was with Insight Environ-
mental. She has a Bachelor of Arts degree from California State 
University, San Bernardino.

INDUSTRY NEWS
QuickFi by Innovation Finance USA Receives IAFN FinTech 
Innovator of the Year Award
Innovation Finance USA LLC (QuickFi) announced its acceptance 
of the FinTech Innovator of the Year award at the International 
Asset Finance Network (IAFN) awards ceremony in London, 
England. 

QuickFi CEO Bill Verhelle was in attendance to accept the award. 
“It was an honor to reconnect with many long-standing industry 
associates from Europe to accept this prestigious IAFN award on 
behalf of my QuickFi colleagues in the U.S., who worked so hard 
to make this vision for a 100 percent digital lending platform a 
reality,” said Verhelle. 

The FinTech Innovator of the Year award recognizes QuickFi for 
disrupting the equipment financing industry by turning a three-
week process into only three-minutes on its new, 100 percent 
digital commercial loan platform. Combining advanced tech-
nology — including facial recognition, artificial intelligence and 
blockchain — with advanced mobility and cloud architecture 
makes QuickFi a leading new business model for commercial 
equipment finance in 2020 and beyond. 

The IAFN Winter Awards 2019 celebrates excellence and inno-
vation of leading finance providers and their suppliers across 
the globe. Organizations and individuals may be nominated 
for achievements in operations, management, leadership, cus-
tomer service, competitive performance or innovation. There 
are awards for fleet, retail motor and equipment finance orga-
nizations and for individuals who have contributed to the indus-
try.

Oakmont Capital Services, Pettibone Partner to Expand 
Financing Options
Oakmont Capital Services is partnering with Pettibone to make 
equipment financing fast, simple and easy for their dealer net-
work. As an independent lender, Oakmont Capital Services 
can offer Pettibone dealers and their customers a streamlined 
financing process with better rates and flexible terms.

“I’m so thrilled to partner with Pettibone and offer all of Oak-
mont’s services to their dealers,” said Elise Linn, CLFP, Business 
Development Officer with Oakmont Capital Services. “I take 
pride in the fact that any Pettibone dealer can contact me, and 
I’ll work with them and their customers directly to provide a 
smooth funding process. I know Pettibone’s product line and 
deeply understand the equipment financing process, which 
makes it easier for everyone involved.”

Pettibone, located in Baraga, MI, specializes in material handling 
equipment. Its product lines include the Cary-Lift, Extendo, Tra-
verse and Speed Swing. Pettibone also offers scissor lifts, plus 
Mecalac and Badger rail maintenance equipment. Its dealer 
network covers the entire United States, and they also have an 
international footprint.

“We’re excited about the opportunity to partner with Elise and 
Oakmont Capital Services to work with our dealer network 
throughout the country,” said Sandra Lytikainen, Dealer Devel-
opment Manager at Pettibone. “It’s a necessity in today’s world 
to offer a variety of financing options for dealers and owners. 
We know that Elise and her team can make financing possible 
for a diverse group because they understand our industry, our 
machines and how to get equipment financed efficiently.”

https://www.leasingsolutionsllc.com/
https://www.leasingsolutionsllc.com/
https://www.leasingsolutionsllc.com/
https://www.leasingsolutionsllc.com/
mailto:steve@leasingsolutionsllc.com
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Moritt Hock & Hamroff Ranked on 2020 “Best Law Firms”
Moritt Hock & Hamroff has been ranked on the 2020 U.S. News & 
World Report and Best Lawyers “Best Law Firms” list nationally in 
one practice area and regionally in two practice areas. 

Moritt Hock & Hamroff’s Tier rankings are as follows:
•  National Tier 1 — Litigation - Tax 
•  Regional Tier 1 — (New York City) Litigation - Tax 
•  Regional Tier 2 — (New York City) Tax Law 
Firms included in the 2020 “Best Law Firms” list are recognized 
for professional excellence with persistently impressive ratings 
from clients and peers. Ranked firms, presented in tiers, are 
listed on a national and/or metropolitan scale. Receiving a tier 
designation reflects the high level of respect a firm has earned 
among other leading lawyers and clients in the same commu-
nities and the same practice areas for their abilities, their pro-
fessionalism and their integrity. The 2020 Edition of “Best Law 
Firms” includes rankings in 75 national practice areas and 122 
metropolitan-based practice areas.

Sharp Selects IDScloud to Support its Captive Finance 
Growth Goals
IDS, a provider of asset finance and origination technology, 
announced that Sharp Imaging and Information Company of 
America (SIICA), a division of Sharp Electronics Corporation 
(SEC), has selected IDScloud to provide full back-office portfolio 
management supporting its captive finance organization.

Sharp selected IDScloud based upon its ability to gain opera-
tional efficiencies by utilizing IDS technology and expertise to 
provide complete IT and application management through its 
100 percent software as a service (SaaS) solution. 

“We have collaborated with IDS for over 10 years but needed 
a solution that could scale with our organization as we grow,” 
stated Deepak Yadav, AVP Operations & Supply Chain Manage-
ment, Sharp Imaging and Information Company of America. 

“We evaluated options in the market and selected IDScloud 
based upon the strength of its functionality and the ability to 
quickly migrate to the cloud, leveraging the team of IDS data 
migration specialists. We are looking forward to continuing our 
strong relationship with the IDS team.”

Sharp Electronics Corporation is the U.S. subsidiary of Japan’s 
Sharp Corporation. Sharp is a worldwide developer of one-of-
a-kind home appliances, networked multifunctional office solu-
tions, professional displays and energy systems. With a broad 
portfolio of solutions supported by its captive finance organiza-
tion, Sharp needed a flexible solution that could adapt and grow 
with its changing needs. The IDScloud solution enables Sharp to 
outsource application management to IDS experts. This allows 
Sharp to focus on growing its business, while IDS focuses on 
uptime and keeping the application up to date. 

“We are excited to extend our partnership with Sharp as they 
migrate their back-office portfolio management to IDScloud,” 
stated David Hamilton, CEO of IDS. “We have built IDScloud to 
provide the scale and flexibility required by leading companies 
like Sharp and have backed the product with a world-class team 
of data migration specialists who have best practice knowledge 
to provide for an easy transition to the cloud. Sharp is a great 
customer and we are excited to support them in their growth.” 

Tokyo Century Acquires Allegiant Partners
Tokyo Century (USA) Inc. announced it acquired 100 percent of 
the capital stock of Allegiant Partners Incorporated D/B/A AP 
Equipment Financing, an independent specialty finance and 
leasing company based in Bend, OR.

Allegiant has a strong presence in the western U.S. with a market 
focus on light and medium-duty trucks, tree and arbor equip-
ment, and other niche industries. Founded in 1998, Allegiant’s 
team has in-depth knowledge of the industries it serves and the 
special-purpose vehicles and equipment used by its customers. 
Combining an effective marketing platform with an extensive 
customer database, a digital platform and industry expertise, 

http://deltamanagementgroup.com/
mailto:nbackus@deltamanagement.us
mailto:cstevenson@deltamanagement.us
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in the NEWS
National Equipment Finance AssociationAllegiant provides quick-turn, high value-added financial ser-

vices to its more than 3,000 customers across the United States. 

Tokyo Century, based in Purchase, NY, has core strengths in 
small- and medium-ticket lending for vocational vehicles and 
material handling equipment. Tokyo Century and Allegiant have 
been working collaboratively since 2002.

“I am very excited about our partnership with Tokyo Century. I 
did my first transaction with them in the early 1990s, and have 
always admired their culture and work ethic. Allegiant will be 
able to leverage the resources of a much larger company, and 
Tokyo Century will gain a high-technology, small-ticket platform 
in the United States that complements its businesses,” stated 
Chris Enbom, founder and CEO of Allegiant. “Allegiant will con-
tinue to operate independently as a separate subsidiary of 
Tokyo Century, keeping the same high level of service to its cus-
tomers.”

One of the many opportunities foreseen by management of 
the combined companies is “last-mile” package delivery in the 
U.S., a sector whose growth is expected to continue in line with 
the expanding e-commerce market. The formalized alliance 
will drive expansion of these companies in this and other seg-
ments, the companies said. Tokyo Century’s relationships with 
Japanese manufacturers will seed growth of vendor-finance 
opportunities across the expanded organization, and Allegiant’s 
expertise in the area of service standards and marketing/sales 
capabilities will be key to enabling and enhancing growth.

Together, Tokyo Century/Allegiant will focus on continued 
enhancement of U.S. operations, doing so with a focus on grow-
ing their unique market presences by leveraging the respective 
strengths and business know-how of each organization.

Tiger Ogawa, President of Tokyo Century, expressed delight with 
the combination. “Both culturally and synergistically, this com-
bination is a home run. Chris Enbom and I have done business 
together for many years. We know the passion that his team brings 
to the office day in and day out,” Ogawa said. “I could not be more 
pleased with this acquisition and the prospect of working together 
with the Allegiant team on a daily basis. Our headquarters in Tokyo 
is equally pleased with this development, and we look forward to 
making the most of this fantastic growth opportunity.”

GreatAmerica Wins 2019 Cannata Frank Award for Best 
Leasing Company
Cannata Report presented GreatAmerica Financial Services with 
its 2019 Frank Award for Best Leasing Company during its 34th 
Annual Awards & Charities Dinner at The Madison Hotel in Mor-
ristown, NJ. The finance company was rated by office dealers as 
the top company in the leasing category for the 10th time in 11 
years.

The Best Leasing Company award recognizes the leasing com-
panies that provide an outstanding mix of lease options, com-
petitive rates, superior service and effective dealer communi-
cation. The Frank Award winners were chosen by 344 Office 
Equipment Dealers who responded in record numbers to The 
Cannata Report’s 34th Annual Survey this year. Winners were 
chosen in 11 distinct categories.

“In our 34th Annual Dealer Survey, the majority of the dealers 
who gave GreatAmerica a top rating cited the company’s excel-
lent customer service and responsiveness, with many explicitly 
noting how easy it is to do business with them,” said CJ Cannata, 
President and CEO, The Cannata Report. “That message of out-
standing customer service has been consistent year after year 
in our survey, exemplified by GreatAmerica’s continual top rat-
ing. We congratulate them on their accomplishment, one that 
is even more impressive when you consider the many changes 
taking place in the dealer channel.”

Jennie Fisher, Senior Vice President and General Manager of the 
Office Equipment Group at GreatAmerica, said consistently win-
ning this award has only caused their team to up the ante on 
customer service year after year.

“This award speaks to the consistent dedication our GreatA-
mericans have for our customers. Our team members strive to 
serve our office technology partners with an elite-level service 
that exceeds expectations. We are grateful to the independent 
dealer community and will use this win to fuel our passion for 
continued excellence,” Fisher said.

This marks the third set of awards for GreatAmerica Financial 
Services this year, having been honored with two Managed Print 
Services Association Leadership Awards for “Best MPS Profes-
sional Services Provider” as well as a joint Award for “Best MPS 
Industry Collaboration.” Earlier this year, GreatAmerica was also 
recognized by DecisionWise, a U.S.-based employee engage-
ment consulting firm, as a 2019 Employee Engagement Best 
Practice Award Winner.

Fitch: Stable Outlook for Finance and Leasing Companies
The 2020 sector and Ratings Outlooks for North American 
finance and leasing companies (FLCs) are stable, according to 
Fitch Ratings. The solid, albeit slowing, macroeconomic environ-
ment is expected to result in consistent credit loss performance 
and manageable residual value declines.

The stable outlook reflects manageable leverage across most 
sectors and adequate liquidity profiles, although asset quality 
expectations are more mixed across subsectors. While the Fed-
eral Reserve’s (Fed) interest rate cuts should be supportive for 
borrower/lessee credit performance, lower absolute rates and 
a flatter yield curve will likely pressure margins in certain sub-
sectors.

https://www.finpac.com/
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“The economic environment remains supportive for financing 
and leasing companies despite an expected moderation in GDP 
growth expected next year,” said Michael Taiano, Senior Direc-
tor, Fitch Ratings. “While key macro indicators suggest contin-
ued strength in subsectors sensitive to the U.S. consumer, sub-
sectors more sensitive to commercial borrowers and lessees 
are likely to be pressured as uncertainty over global trade issues 
and the U.S. presidential election weigh on sentiment.”

For consumer-focused FLCs, rising consumer leverage in recent 
years has been mitigated by strong job growth, rising incomes, 
rising asset values and lower interest rates, all of which have 
expanded the capacity to borrow. The subsector outlook for 
auto finance companies has been revised to stable from neg-
ative to reflect moderating loan growth and stable used vehi-
cle prices. However, Fitch remains concerned that the contin-
ued extension of loan terms across the industry could result in 
higher loss severities longer term. The subsector outlook for the 
education finance sector has been revised to negative from sta-
ble to reflect margin pressure and higher leverage in the loan 
consolidation segment, as well as emerging political risks with 
the upcoming 2020 election.

“The resiliency of the U.S. consumer is reflected in stable credit 
performance for auto finance, credit cards and mortgage lend-
ing. Lower interest rates will be supportive of borrowers’ ability to 
pay, but net interest margins and profitability will likely moderate 
from current levels for consumer lenders,” added Taiano.

The Current Expected Credit Loss (CECL) accounting standard 
that will be implemented in 2020, although not expected to have 
near-term rating implications, will likely lead to higher earnings 
volatility for finance and leasing companies and has the potential 
to result in unintended consequences longer term.

Although macroeconomic indicators for commercial-focused FLCs 
have weakened recently and issuers appear more vulnerable to 
cyclical pressures, some secular trends are supportive for the group. 
In addition, issuers generally maintain conservative leverage and 
have appropriate risk controls to manage residual risk on leases.

Subsectors in Fitch’s 2020 Finance and Leasing Outlook include: 
aircraft lessors, commercial fleet leasing, railcar leasing, truck 
rental and leasing, mortgage REITs, auto finance, credit card 
finance, education finance and mortgage companies.

GreatAmerica Celebrates 10-Year Anniversary of Collabrance
GreatAmerica Financial Services is celebrating the 10-year anni-
versary of Collabrance LLC, its subsidiary technology company 
initially formed to help GreatAmerica channel partners be more 
successful in their business. Collabrance now supports a variety 
of vendors across the U.S. from its operations center in Iowa.

Collabrance was an unlikely departure from financing, but made 
perfect sense to GreatAmerica as surveys showed their channel 
partners were keen on adapting to new changes in the mar-
ket and responding to deeper technology support needs. Col-
labrance became a “Master MSP” with white-label IT solutions 
and services designed to help their vendor customers go to 
market faster while mitigating their risk and overhead.

In an industry with frequent mergers and acquisitions, the Mas-
ter MSP stands out in the IT Channel for their choice to remain a 
privately held company all U.S. based. 

Today, Collabrance remains a privately held, U.S.-based com-
pany and is recognized by the IT Channel in MSSP Alert, CIO 
Review, Channel Futures and Enterprise Security Magazine as a 

leader for their contributions to managed 
service providers (MSPs). Collabrance 
has a live-answer Network Operations 
Center (NOC) and Help Desk located in 
Cedar Rapids, IA.

“We’re excited to use this moment to 
reflect on the past 10 years, look ahead 
to evolve our business into the future, 
and celebrate all we’ve accomplished 
together,” said Greg VanDeWalker, Vice 
President of IT Channel & Services at 
GreatAmerica and Collabrance.

“We have many people to thank. First, 
our amazing team members who deliver 
exceptional IT service experiences daily. 
Next, thank you to the committed MSPs 
who entrust us with their customers. 
It is a big responsibility that we hum-
bly embrace,” he said. “One of our core 
principles is ‘We make time for fun, cel-
ebrate successes and share rewards.’ 
We intend to embrace this principle and 
expand this moment as a thank you to all 
those involved for their contributions in 
helping Collabrance achieve 10 years of 
growth and success.”

NFS Leasing Unearths Opportunities 
with Mega Highwall Mining
Mega Highwall Mining LLC. is a coal min-
ing company founded in 2015. It oper-
ates both ADDCAR and Superior Highwall 
Mining Systems. Mega Highwall operates 
its machines on land that has previously 
been used as a mining site. The compa-
ny’s automation can make coal mining 
less dangerous by not requiring miners 
to go underground to mine. 

in the NEWS
National Equipment Finance Association

http://www.ecsfinancial.com
mailto:ngeary@ecsfinancial.com
mailto:slipski@ecsfinancial.com
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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.

brynmawrfunding.com

Call us today to see how Bryn Mawr Funding
 can help with your next deal!

866-408-0308
Tim Westburg

(press 6)

*Services nationwide, not in Puerto Rico

https://www.bmt.com/commercial-banking/equipment-finance/
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630-985-3500 
providenceleasing.com

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.

Solutions that work ®

Contact us for innovative capital solutions.
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in the NEWS
National Equipment Finance AssociationNFS Leasing, Inc. and Mega Highwall Mining have implemented 

multiple transactions comprising more than $11.8 million in 
total financing. Mega Highwall recently returned to NFS Leasing 
as its partner to complete a $4 million finance transaction.

“Having structured multiple deals with them, it’s safe to say I 
appreciate their partnership,” said Daniel Bunn, Owner of Mega 
Highwall Mining, of NFS Leasing, Inc.

Engaging with NFS Leasing through a broker, Mega Highwall 
worked with NFS Leasing to rebuild its highwall miners.

“Sometimes it is a real challenge for companies to grow at 
the speed needed on their own,” said Jim Murphy, Principal, 
NFS Leasing. “But we pride ourselves in helping to service that 
growth with companies like Mega Highwall, to realize and help 
reach their potential.”

Moritt Hock & Hamroff Announces Resource for Secured 
Lending, EF Sectors
Moritt Hock & Hamroff LLP (MH&H) announced a new resource 
for companies in the secured lending and equipment finance 
industries. The firm’s Secured Lending, Equipment & Transpor-
tation Finance practice area has created a blog featuring posts 
that provide timely insights on many legal issues facing these 
industries. Recent topics have included the Small Business Reor-
ganization Act of 2019, an overview of the variety of loan guar-
antees, the realities of accession priority, electronic signatures 

and documentation changes for the infor-
mation age. 

Many of MH&H’s attorneys have provided 
“guest blogs” on current topics to compa-
nies in the industry and industry publica-
tions including The Secured Lender, Equip-
ment Finance Advisor and NEFA Newsline. 
Additionally, MH&H attorneys frequently 
speak at industry events. The firm’s blog 
provides a central repository for all of this 
valuable content for professionals in the 
secured lending and equipment finance 
industries, written in an informative style 
that will appeal to a broad cross section of 
industry professionals.

“Our attorneys possess a strong under-
standing of both the legal and business 
issues facing the secured lending and 
equipment finance space, a knowledge 
that uniquely positions them to deliver 
cutting-edge insights on topics impacting 
businesses today,” said Marc L. Hamroff, 
Managing Partner at MH&H.

All of the attorneys in the Secured Lend-
ing, Equipment & Transportation Finance 
practice area have contributed blog posts, 
and new posts are being added by them 
on a regular basis.

Dedicated Commercial Recovery Pub-
lishes Whitepaper: “Selecting a Third-
Party Commercial Collection Agency”
Dedicated Commercial Recovery Inc. has 
published an industry whitepaper provid-
ing modern and comprehensive standards 
regarding how small business finance 
companies should select their commercial 
collection agencies and monitor their per-
formance. 

The whitepaper provides guidelines that 
small business finance companies can 
use to simultaneously approach debt col-
lection in a fair and responsible way and 
maximize their recoveries.

“This whitepaper outlines how small busi-
ness funders can protect their brands 
from abusive collection agency practices 
and serves as a guide to how small busi-
ness funders can effectively improve their 
recoveries,” said Shawn Smith, CEO and 
CFO of Dedicated Commercial Recovery 
Inc., the author of the whitepaper. 

“Choosing a third-party commercial col-
lection agency is of vital importance to 

https://www.providence.bank/commercial-banking/providence-equipment-finance/
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And turn them into ...

       ....gold!
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any organization that extends funding or that provides busi-
ness-to-business services on credit, including equipment 
finance companies, merchant cash advance factors and tradi-
tional commercial lenders,” he added.

The 30-page whitepaper, “Selecting a Third-Party Commercial 
Collection Agency,” takes a comprehensive look at the process 
of choosing an agency. The subjects covered range from agency 
ethics, to industry and product experience, to conducting per-
formance assessments. 

“In short, choosing a third-party commercial collection agency 
is a matter of comparing potential returns and risks in order 
to achieve an optimal balance of both, and the purpose of this 
paper is to present one possible outline for making such a bal-
anced choice,” Smith said.

Dext Capital to Launch Equipment Financing for 
Aquarius Surgical
Aquarius Surgical Technologies Inc., the exclusive provider 
of a disruptive surgical laser system in the field of urology, 
announced it has forged a strategic partnership with Dext Cap-
ital Inc., a U.S. independent lessor focused on the healthcare 
industry.

Dext will launch a unique healthcare leasing solution for ASTI’s 
urology laser products, making them more accessible for pro-
spective clients. Specifically, this solution provides clients with 
the capability of financing the acquisition of both the cut-
ting-edge ASTI’s laser systems and the corresponding consum-
ables.

“This distinctive and unprecedented financing solution signifi-
cantly leverages our competitive advantage to increase future 
ASTI’s sales,” said Gordon Willox, founder and President of ASTI. 
“Our clients will be able to allocate the required capital from 
their operating budget as opposed to the invariably limited 
traditional capital budget, giving them a greater probability to 
acquire ASTI’s technologies.”

IDS Team Adds Nine CLFP Designees
IDS, a leading provider of asset finance and origination tech-
nology, announced nine of its team members have successfully 
completed the required coursework and passed the certification 
testing to receive their Certified Lease & Finance Professional 
(CLFP) designation. IDS is committed to the advancement of the 
equipment and asset leasing industry by ensuring its team has 
a solid foundation of industry knowledge provided by the CLFP 
foundation.

“The CLFP designation identifies individuals who have put in 
the time to gain comprehensive knowledge of all aspects of the 
equipment leasing and financing industry,” stated Reid Raykov-
ich, Executive Director, Certified Lease & Finance Professional 
Foundation. “IDS has been a great partner and we are excited to 
have nine new CLFPs.”

IDS team members with the CLFP designation are:

• Steve Caulder,  
  Director Professional Services
• Joel Emmett, Lead  
   Business Solutions Consultant
• Maia McBurney, Senior  
   Business Applications Consultant
• Natalie Melhouse, Lead  
   Business Solutions Consultant
• David Olson, Principle Business  
   Solutions Consultant
• Ryan Rizzo, Senior Technical  
   Implementation Consultant
• Margaret Schmitt, Senior Technical   
   Implementation Consultant

• Scott Wall, Product Manager
• Will Whelan, Senior Business  
   Applications Consultant

“The CLFP designation has become the preeminent credential 
for equipment leasing and finance professionals throughout 
the world,” stated Katie Emmel, IDS Chief Operating Officer. “We 
are thankful for the foundation and proud of our team for com-
pleting the certification process which recognizes their industry 
expertise. It is with this knowledge that our team delivers world 
class products and services to our global customer base. Well 
done, team IDS!”

AmurEF Opens Office in Omaha, Second in Nebraska
Amur Equipment Finance (AmurEF) opened a new office in 
Omaha, NE. The new office, located at Westroads Office Park, 
provides a quality permanent location for AmurEF’s current staff 
in the area. It is also well-suited to accommodate future profes-
sional expansion in the area across many functions, consistent 
with AmurEF’s continuing national expansion strategy.

“We began as a Nebraska company over 20 years ago, so direct-
ing our expansion efforts toward the local community is an 
appropriate way to demonstrate our pride in, and commitment 
to, this state,” said James Truran, AmurEF’s Chief Operating Offi-
cer. “By opening a second office in Nebraska, we are able to 
simultaneously support our local roots and provide us with an 
opportunity to expand our footprint in the area further.”

AmurEF now employs over 160 professionals across the United 
States, with key management, credit processing, underwriting, 
servicing and finance functions located in its headquarters in 
Grand Island, NE. AmurEF also has additional offices in New 
York, New Hampshire, Texas and California.

http://www.bfec.com
mailto:debbie@bfec.com
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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.

Florida - Miami Beach - Mitrani, Rynor, 

Adamsky & Toland P.A.

Sarasota - Shumaker, Loop & 

Kendrick, LLP

Orlando - Killgore, Pearlman, Semanie,

Denius & Squires, P.A.

Georgia -  Hays Potter Martin, LLP

Hawaii - Kessner Umebayashi Bain & 

Matsunaga

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 

North Dakota - Messerli Kramer

Oregon - Farleigh Wada Witt

Pennsylvania - Pittsburgh - Bernstein -

Burkley, P.C.

Philadelphia - Fineman Krekstein &

Harris P.C.

Rhode Island - Cohn & Dussi, LLC

South Carolina -  Bunch Law LLC

Texas - Fort Worth - Padfield & Stout, LLP

Houston - Wright Law Group, PLLC

Utah - Ray Quinney & Nebeker, P.C.

Virginia - Friedman, Framme & Thrush, P.A.

Washington - Farleigh Wada Witt

West Virginia - Bernstein-Burkley, P.C.

Wisconsin - Murphy Desmond S.C.

Wyoming - Harry L. Simon, P.C.
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•  Nathan Bash, CLFP – Assistant Vice President, Project Man-
ager, First American Equipment Finance

•  Justin Berard, CLFP – Senior Account Manager, Amur 
Equipment Finance

•  Mario Bianchi, CLFP Associate – Business Analyst, North-
point Commercial Credit, LLC

•  John Bortle, CLFP – National Account Manager, Amur 
Equipment Finance

•  Christine Brown, CLFP – VP, Quality and Risk Controls, 
BB&T Commercial Equipment Capital Corp.

•  Chad Carlson, CLFP – Professional Services Manager, Tam-
arack Consulting, Inc.

•  Steven Caulder, CLFP - Director, Consulting, International 
Decision Systems

•  Brian Chang, CLFP Associate – Credit Analyst, First Ameri-
can Equipment Finance

• Adam Drill, CLFP – National Sales Man-
ager, K2 Capital Group

• Ronald Elwood, CLFP – Sales & Marketing 
Manager, Partner Funding Division, Navitas 
Credit Corp.

• Joel Emmett, CLFP – Lead Business Solu-
tions Consultant, International Decision 
Systems

• Benjamin Franzoso, CLFP Associate – 
Direct Account Manager, Amur Equipment 
Finance

• Jason Galaska, CLFP – Senior Credit Ana-
lyst, Amur Equipment Finance

• Brandon Gnecco, CLFP Associate – Direct 
Account Manager, Amur Equipment 
Finance

• Kimberly Gosal, CLFP – Business Develop-
ment Manager, Amur Equipment Finance

• Jeffrey Heidman, CLFP – Senior Solutions 
Architect, Tamarack Consulting, Inc.

• Daniel Heim, CLFP – Senior Sales Support 
Specialist, BB&T Commercial Equipment 
Capital Corp.

• Tammy Heydt, CLFP – Accounting  
Manager, BB&T Commercial Equipment 
Capital Corp.

• Emily Hogan, CLFP – Assistant Vice Presi • 
dent, First American Equipment Finance

• Christopher Holdaway, CLFP – SVP, Sr. 
Commercial Credit Underwriting Officer II, 
BB&T Equipment Finance Corp.

• Hilary Hull, CLFP – Customer Care Supervi-
sor, Amur Equipment Finance

• Kenneth Karpel, CLFP – Vice President 
Sales East and Retention, Amur Equipment 
Finance

• Nicholas Karlen, CLFP Associate – Com-
mercial Credit Underwriting Officer I, BB&T 
Equipment Finance Corp.

• Aaron Kaslow, CLFP – Vice President, 
Director of Lending, Northpoint Commer-
cial Credit, LLC

• Jessica Kort, CLFP Associate – Vice Presi-
dent Treasury and Accounting, Amur Equip-
ment Finance

• Stephen LaMendola, CLFP – Credit Analyst 
- Underwriting, Amur Equipment Finance

• Eric Mandella, CLFP – Corporate Trainer, 
Navitas Credit Corp.

CERTIFIED LEASE & FINANCE 
PROFESSIONAL FOUNDATION
The Certified Lease & Finance Professional (CLFP) Foundation 
announced that 53 individuals who recently sat through the 
eight-hour online CLFP exam, have passed. They are:

http://www.leasecollect.org
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•  Joseph Martinez III, CLFP – Vice President Engineering, 
Navitas Credit Corp.

•  Andrew Mayer, CLFP – Software Engineer, Tamarack Con-
sulting, Inc.

•  Maia McBurney, CLFP Associate – Senior Business Applica-
tion Consultant, International Decision Systems

•  Lance McKnight, CLFP – VP Senior Commercial Credit Offi-
cer, BB&T Equipment Finance Corp.

•  Brent McWhorter, CLFP – Senior Vice President of Sales, 
Amur Equipment Finance

•  Natalie Melhouse, CLFP – Lead Business Solution Consul-
tant, International Decision Systems

•  Dennis Miller, CLFP – Senior Sales Support, BB&T Commer-
cial Equipment Capital Corp.

•  Kimberly Moore, CLFP – Vice President of Sales, First Amer-
ican Equipment Finance

•  Mark O’Gorden, CLFP – Senior Account Manager, Amur 
Equipment Finance

•  David Olson, CLFP – Lead Business Solutions Consultant, 
International Decision Systems

•  Trenton Olson, CLFP – Senior Credit Analyst, International 
Decision Systems

•  Kevin Peterson, CLFP – Chief Operating Officer, Northpoint 
Commercial Credit, LLC

•  Erin Rasmus, CLFP – Business Development, KLC Financial, 
Inc.

•  Ryan Rizzo, CLFP – Senior Technical Implementation Con-
sultant, International Decision Systems

•  Robert Rohner, CLFP – Senior Retention Account Manager, 
Amur Equipment Finance

•  Jeffrey Saylor, CLFP – Vice President, Financial Planning & 
Analysis, First American Equipment Finance

•  Margaret Schmitt, CLFP – Senior Implementation Consul-
tant, International Decision Systems

•  Donald Segura, CLFP – Senior Finance Manager, Amur 
Equipment Finance

•  Ilija (Eli) Skundric, CLFP – Senior Account Manager, Amur 
Equipment Finance

•  Marilyn Tacka, CLFP – Operation Support Specialist, BB&T 
Equipment Finance Corp.

•  Takayuki (Taka) Wada, CLFP – National Accounts Manager, 
Amur Equipment Finance

•  Scot Wall, CLFP – Product Manager, International Decision 
Systems

•  Cameron Watten, CLFP – Senior Account Manager, Amur 
Equipment Finance

•  William Whelan, CLFP – Senior Business Application Con-
sultant, International Decision Systems

•  Valerie Wood, CLFP – Relationship Development Manager, 
Amur Equipment Finance

•  Amanda Zeken, CLFP – Credit Manager and Corporate Liai-
son, Smarter Equipment Finance, LLC

Elwood attended the IDS Academy for Lease & Finance Profes-
sionals in late September and stated, “I chose to pursue the 
CLFP designation to expand my knowledge base about our 
industry and become as well-versed in its intricacies as possible. 
The CLFP community includes many of the best our industry has 
to offer, so the credibility and distinction that comes with the 
certification was a major factor.”

The CLFP designation identifies an individual as a knowledge-
able professional to employers, clients, customers and peers in 
the equipment finance industry.

SUMMIT
March 25 - 27, 2020
San Antonio, Texas

Hyatt Regency San Antonio
RiverWalk Hotel

REGISTER TODAY 
FOR DISCOUNTED RATES!

https://www.nefassociation.org/events/EventDetails.aspx?id=1219218&group=
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Are You Delivering a 
Mobile-First Digital 
Transformation Strategy? 

Mobility is well on its way to having a universal presence 
in the equipment finance industry. Customers, employees 
and companies are demanding things — apps, tools and 
connections to name a few — instantly. 
By Tessa Shaffer

What is the one thing that customers 
want over everything else? Is it con-
nection? Is it the ability to work on the 
go? Or is it a powerful customer expe-
rience? I believe what they demand 
includes all of these things. However, 
their desire lies in how fast it all hap-
pens. Customers want things instantly.

The concept of a workforce being tied 
to a single location is as outdated as 
the idea of limiting communications 
to just landline phones. Today, mobile 
connectivity and the remote workforce 
are simply facts of life.

Because of this, any company that lacks 
a comprehensive mobile-first strat-
egy will miss out on opportunities to 
develop new business, expand global 
reach, increase productivity and bet-
ter serve customers. And if you’re not 
delivering a mobile-first digital trans-
formation strategy that incorporates 
and meets all of their desires, you’ll 
lose customers to your competition.

How Mobility Can Drive Innovation
Mobility is well on its way to having a 
universal presence in the equipment 
finance industry. In the next three 
years, 1.75 billion people, or 42 percent 
of the entire global workforce, will be 
mobile, according to the analyst firm 
Strategy Analytics.1 Offering a mobile 
platform gives users integrated access 
to all applications and services. This is 
an efficient way to increase productiv-
ity and collaboration, while reducing 
costs at the same time. 

Tessa Shaffer
LTi Technology 
Solutions

Users
Any Application, Any Device

Flexible delivery

Unified experience
Self-service

Line of Business
Business Process Innovation

Collaborative partners
Satisfied customers

IT
Mobile-Cloud Architecture

Centralized identity

Flexible platform
Security & management

E�ective employees

Financial firms face increasing pres-
sure to meet continuously changing 
regulatory requirements and competi-
tive threats, while providing enhanced 
user experiences to remain competi-
tive, grow customer’s assets and drive 
more revenue. Organizations must 
create a modern architecture, inspired 
by mobility, with improved security, 
and access to applications and services 
across any device. 

To add structure to the development 
of mobility, the majority of organiza-
tions to date have deployed an enter-
prise mobility management (EMM) 
approach.2 This helps to alleviate 
security vulnerabilities and educate 

users on the benefits of performing on 
mobile devices.

The shift of legacy applications into 
modern consumer-like mobile experi-
ences is adding even greater productiv-
ity and efficiency features and benefits 
for users. However, by finally reaching 
mainstream demand for mobile per-
vasiveness comes a new responsibility 
for the enterprise: future proofing its 
EMM. Future proofing is the process of 
anticipating future internal and exter-
nal challenges and opportunities, and 
developing methods to minimize the 
effects of shocks and stresses of cur-
rently unforeseen events. But before 
an organization can begin the future 

Source: Transform your organization through business mobility
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Technology Business Research (TBR) 
predicts worldwide public cloud reve-
nue will hit $$167 billion in 2020, with 
much of the profits coming from enter-
prise buyers. The demand for cloud 
services exists because it can support 
and streamline mobility and keep it 
flexible.3 In addition, it’s more agile 
than traditional IT software while not 
compromising security.

Future proofing is not a one-size-fits-
all strategy, as no organization has 
the same needs. Regardless, it is the 
responsibility of corporate leadership 
to identify best practices and solutions 
related to mobile app design, develop-
ment, deployment, security and gover-
nance that work best. The long-term 
survival of the organization depends 
on a future-proofed mobility strategy. 
This strategy sees past the basic needs 
of today and proactively addresses the 
demands and expectations of tomor-
row.

As equipment finance companies 
adopt mobile technology, they are 
able to turn any device into a digital 
workspace. This enables and secures a 
global and flexible workforce.

Business Mobility is more than simply 
being mobile. It allows organizations 
to compete more aggressively, operate 
more effectively, automate daily tasks 
and engage customers more actively to 
keep ahead of the competition. Mobil-
ity gives users access to any application 
on any device and provides businesses 
with the power to innovate and opti-
mize company processes — all built 
on a mobile platform that meets both 
user and industry expectations. Being 
mobile-first means embracing the dig-
ital revolution and all the freedom that 
technology gives us and sharing that 
freedom with our customers.

Does your company have a solid 
mobile-first strategy? If not, it’s time to 
get to work.

ABOUT THE AUTHOR: Tessa Shaffer is 
Director of Marketing for LTi Technol-
ogy Solutions.

proofing process, it must deploy a 
mobile first strategy.

Create a Mobile-First Strategy  
Business unit leaders and IT must 
work together as one cohesive unit 
and resist the urge to operate in silos 
that only engage in their own interests. 
For a successful mobile transforma-
tion, the Line of Business (LOB) leader 
understands the various key tasks and 
workflows that need to be mobilized 
to drive value and efficiencies. While IT 
teams understand security, application 
architecture and access to ensure stan-
dards are met for development and 
deployment.

IT departments, LOB leaders and cor-
porate innovation teams must work to 
establish a mobile-first culture in which 
user experience, workflows and secu-
rity are prioritized. If mobile advocates 
can generate excitement for app trans-
formation, then it can include added 
incentives for a bigger digital trans-
formation strategy. Mobility is meant 
to improve, not hinder, your work 
processes and make work more grati-
fying for your users. When customers 
are happy with the tools you have to 
offer, they are more efficient, move 
processes along faster, and maintain 
a higher level of customer satisfaction.

Future Proofing Your Mobility 
Maturity
A future proofed EMM strategy should 
enable organizations to connect users 
to the information and resources they 
need; protect data, applications and 
networks; and transform how organi-
zations support and manage mobile 
productivity. 

As countless devices are used in the 
workplace, organizations must provide 
combined platforms that support them 
all, including smartphones and tablets. 
Consolidated platforms reduce operat-
ing system (OS) complexity and enable 
seamless data access and user engage-
ment. It also enables organizations 
to integrate and streamline diverse 
mobile devices across the organization. 
Without device consolidation, each 
new touch point will increase vulnera-
bility gaps that need to be secured.

National Equipment Finance Association

IT departments, 
LOB leaders 
and corporate 
innovation teams 
must work to 
establish a mobile-
first culture in which 
user experience, 
workflows and 
security are 
prioritized.

1 Eight Considerations for Future Proofing Your Enterprise Mobility Strategy, https://www.powwowmobile.com/
eight-considerations-for-future-proofing-your-enterprise-mobility-strategy/

2 Enterprise Mobility Management, https://cloudsolutions.vmware.com/managed-services/enterprise-mobility-management

3 Soaring Toward $167B: TBR Projects Key Trends in Cloud, https://www.youtube.com/watch?v=bx8K0pXCFjY

https://www.powwowmobile.com/eight-considerations-for-future-proofing-your-enterprise-mobility-strat
https://www.powwowmobile.com/eight-considerations-for-future-proofing-your-enterprise-mobility-strat
https://cloudsolutions.vmware.com/managed-services/enterprise-mobility-management 
https://www.youtube.com/watch?v=bx8K0pXCFjY 
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Close More 
Deals by 
Providing 
Insurance to 
the Financing 
Solution

Insurance products for financing firms can provide lessors with 
peace-of-mind, eliminate additional employee costs and barriers to 
completing a deal.
By Ken Schneider 

Have you ever had 
a deal delayed 
because the cus-
tomer could not 
provide proof of 
sufficient insur-
ance to complete 
the transaction? 
Have you ever 
waited a day, two 
days or even a 
week for them to 
provide a certifi-
cate of insurance 
only to find it does 

not fulfill the requirements of your 
lease agreement? Do you have multi-
ple employees investing valuable time 
to track down certificates of insurance 
for compliance reasons? If the answer 
to any of these questions is yes, the 
following provides insight into what is 
available in the marketplace to help 
meet your insurance needs, and allow 
you to focus more on your core busi-
ness. 

Insurance is typically a requirement in 
most equipment and auto lease agree-

ments, and for the finance companies 
that securitize their leases and loans. 
Why is this a requirement? Finance 
companies want to protect their inter-
ests and investments in the underlying 
assets. More often than not, proof of 
insurance is required before funding 
can occur. Having an insurance solu-
tion as part of your financing platform 
to address this requirement is benefi-
cial to you, the lessor, in many ways. 

Among other things, here are some 
of the benefits of having an insurance 
solution as part of the funding process: 

•  Eliminates potential barriers and 
delays in closing a sale, leading to 
more closed deals. 

•  Facilitates more efficient acquisition 
of equipment for your customers. 

•  Provides your customers with a pos-
itive experience, which can lead to 
repeat business. 

•  Allows your employees to focus their 
time on your core business - funding 
more deals. 

•  Provides peace-of-mind asset pro-
tection with coverage that is often 
broader than the coverage provided 
by the customer’s standard business 
insurance policy. 

•  Creates an opportunity to earn addi-
tional fee income. 

Insurance Options for Finance 
Companies

Automatic Insurance 
The most common option, Automatic 
Insurance, is a program that auto-
mates the placement, tracking and ver-
ification of insurance, protecting your 
leased and financed assets. An insur-
ance policy is issued to the lessor to 
protect the leased and financed asset, 
thus waiving the requirement for your 
customer to obtain insurance. This is 
in exchange for a program charge paid 
by your customer. Coverage is auto-
matically placed and remains in force 
unless a customer provides his or her 
own insurance. Insurance is tracked on 
an ongoing basis for your customers 
and only placed if a lapse in coverage 
occurs. Because the entire insurance 



Jan/Feb 2020  NEWSLINE    17

tracking process is outsourced, your 
employees’ time can be reallocated to 
more value-added tasks. 

Lyndon Thompson, President of Byline 
Financial Group, LLC, is a firm believer 
in the value-add given by using this 
type of program: 

“Knocking down the barriers by provid-
ing an insurance solution leads to fund-
ing faster, which is the key to selling 
more through our dealers. It is kind of 
simple when you think about it. With-
out having an insurance program that 
covers our equipment as one of the 
tools to making the system flow bet-
ter, there just isn’t any flow, more like a 
trickle, which just doesn’t cover it.” 

Dave Schaefer, CEO of Mintaka Finan-
cial, LLC and Orion First Financial, LLC, 
also believes this type of program has 
had a positive impact on their business: 

“From a servicing perspective, Orion 
provides access to an Automatic Insur-
ance program so our customers don’t 
have to require proof of insurance 
when they are putting transactions 
together. Not only does it improve the 
borrower experience, but the coverage 
they are getting is broader than most 
business insurance policies. We also 
have found that if there is a loss, claims 
are paid promptly and the proceeds 
often cover the remaining balance of 
the lease. It’s a win-win for everyone.” 

There are other insurance programs 
in addition to Automatic Insurance 

that support the equipment leasing 
and financing sector. These programs 
include the Self-Service Option, Con-
tingent and Excess Liability, Equipment 
Residual Value and Stipulated Loss 
Value Gap Insurance. 

Self-Service Option 
Like Automatic Insurance, this insur-
ance policy provides protection to 
leased and financed assets, and is 
issued to the lessor. With the Self-Ser-
vice Option, the lessor tracks and ver-
ifies insurance coverage for their cus-
tomers and enrolls only those who do 
not provide the required insurance. 
This option is voluntarily offered at the 
time of funding. 

Contingent and Excess Liability 
Contingent and Excess Liability Insur-
ance, often referred to as C&E, is a 
liability policy issued to the leasing 
company. This policy covers the les-
sor’s vicarious liability for bodily injury 
and property damage if an accident 
occurs involving the leased equipment. 
It is secondary to any lessee’s policies 
that name the lessor as an additional 
insured or loss payee. It also protects 
the lessor from costly legal defense 
fees paid outside of the policy’s limits. 

Equipment Residual Value Insurance 
Equipment Residual Value Insurance 
insures a portion of the expected future 
value of leased equipment against the 
actual market value at the end of the 
lease. This insurance can also be used 
to obtain favorable income recognition 

treatment for leases under the Finan-
cial Accounting Standards Board’s 
(FASB) Rule ASC 842. 

Stipulated Loss Value Gap Insurance 
This insurance provides coverage for 
the difference between the book value 
(lessor’s value) and the stipulated loss 
value (casualty value) of a leased asset 
when there is a total loss to the asset. 
Stipulated Loss Value Gap Insurance 
is valuable to a lessor when selling or 
buying a lease or a portfolio of leases. 
Usually, the purchaser of a lease or 
portfolio is paying a premium value 
for the lease(s). This premium creates 
a shortfall between the new lessor’s 
book value and the stipulated loss 
value. Stipulated Loss Value Gap Insur-
ance can be packaged into a deal by 
either the seller or purchased by the 
buyer. 

These insurance programs provide 
lessors with peace-of-mind protection 
for their leased assets and portfolios. 
Additionally, these programs and cov-
erages allow lessors to focus on their 
core business of originating and fund-
ing. These turnkey solutions provide 
a leasing company the opportunity to 
sell more, nurture relationships with 
their customers, and provide positive 
and efficient equipment transactions, 
which can ultimately promote repeat 
business. 

ABOUT THE AUTHOR: Ken Schnei-
der is Divisional Senior Vice President 
of Great American Insurance Group,  
Specialty Equipment.
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A Credit History Report: 
The Evolution of Credit 
and the Impact on Lending 
Efficiency

Lenders can leverage data and digital capabilities to fix problems that 
have plagued commercial credit for thousands of years and make 
their lending more efficient.
By William Phelan

History has shown that knowledge is 
power. Those with the knowledge are 
the ones who win and become the 
heroes we read about in the history 
books. Yet even after 3,000 years, we 
haven’t managed to figure everything 
out. The commercial credit process is 
one such example.

Credit derives from the Latin term, “cre-
dere,” which means, “to trust.” This deri-
vation makes sense because of the trust 
and confidence among parties involved 

in the transaction. Credit creates wealth, and it must be used 
prudently. When loss is greater than repayment, the system 
can quickly collapse. 

William Phelan 
PayNet, an 
Equifax Company

If we have learned anything from history, it is that small busi-
nesses must have access to much-needed capital to ensure 
growth and success. Lenders are uniquely positioned to 
democratize credit by using technology and information to 
make that much-needed capital accessible to every credit-
worthy private company. 

In “A History of Credit & Power in the Western World,” 
authors Scott B. MacDonald and Albert L. Gastmann discuss 
how credit enables businesses to function and serves as a 
critical foundation of economic life. Moreover, where there 
is credit, there is power, with credit creating wealth and aug-
menting power. Where trade, entrepreneurship and com-
merce occur, credit is needed. If the political environment is 
geared toward property ownership, then credit and ensuing 
economic growth are evident. 
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While this 
problem has 
persisted for 
3,000 years, the 
good news is 
that it’s never 
too late to fix the 
problem.

The history of credit is full of volatility 
and innovation, with banking houses 
coming and going and credit cycles 
booming and busting. However, the 
general trend has been towards inno-
vation. The democratization of credit is 
the next major trend on the horizon as 
credit has transformed from a system 
for big government and big business 
to one for consumers (e.g., mortgages, 
credit cards, auto loans). By embracing 
digital technology, we can ensure that 
small businesses aren’t left out of this 
next phase in the evolution of credit.

In 1300 B.C. Egypt, the credit process 
looked something like this: A seafaring 
trader would trade bronze bowls with 
a local bronze merchant for cloth and 
garments. But to make this transaction, 
the bronze merchant would need to 
borrow from multiple merchant lend-
ers. This process required lenders to 
understand the business plans of the 
borrower, go “door to door,” have com-
munity knowledge and know the value 
of all those goods. There were a lot of 
moving pieces — and a great deal of 
time — involved for that one transac-
tion.

management team. Rather than hav-
ing to wait until later in the process to 
uncover this critical information, they 
can immediately identify whether to 
pursue this lead and quickly move on.

Then, they can pull in a credit decision 
engine to gather and analyze the appli-
cable borrower data. Not only can the 
engine pull in consumer and credit 
bureau information, but it can also 
include automated financial collection, 
credit score and industry data for com-
parison. The organization can use data 
from this tool to determine terms and 
conditions, credit structure, purpose 
of credit facility, pricing, relationship 
models and cross-sell strategies.

Third, the organization’s credit policy 
and process integrate with its credit-de-
cision engine to enable an automated 
review of a loan application. This would 
include compliance checks, terms and 
conditions, and credit structure. Since 
the data gathering and analysis has 
already taken place and automatically 
factored into the decision, there is 
no need to review all those pieces, as 
would be required with a manual pro-
cess.

Finally, they can deploy technology 
which significantly reduces the cost of 
underwriting and reduces the process 
from months to a few days or a week. 
Executives and directors can not only 
grow their institution in a shortened 
time period; they can do so without 
adding any risk. An institution I worked 
with that had $250 million in assets was 
able to add $20 million in loan volume 
without taking on any additional risk. 

As we move toward the democratiza-
tion of credit, lenders are in the prime 
position to close the small business 
credit gap once and for all. Having fixed 
the 3,000-year-old credit problem, they 
can place those challenges firmly in the 
past and focus on the future. 

ABOUT THE AUTHOR: William Phelan 
is SVP & General Manager at PayNet, 
an Equifax Company.
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Fast-forward to today. When you look 
back at that first credit process in 
1300 B.C., you see that things haven’t 
changed much since then; in fact, the 
commercial credit process has gone 
backwards. It can take a lender 60 to 
90 days and over $10,000 per lead 
to determine potential leads — and 
that’s before the application review. 
Once a borrower decides to apply, the 
lender must look up credit reports, col-
lect and spread financial statements, 
and decide on terms and conditions 
needed. Finally, the application goes 
through the credit department, which 
can take 30 to 45 days and cost $5,000 
per application. Lenders will have 
spent all that time and effort to process 
the loan — and may not end up with 
a new customer to show for it. Mean-
while, borrowers will have spent time 
and effort to apply and wait — and may 
not have a loan to show for it.

As a result of this laborious process, 
loans of less than $1 million to small, 
local merchants are down 33 percent 
since 2008, the same period during 
which GDP rose 23 percent.

This doesn’t make sense. 

We are at a historical turning point in 
which organizations have access to 
new technologies that can be lever-
aged to safely make credit available 
to more borrowers than ever before. 
Digital lending innovations can ensure 
that no one is left out of this opportu-
nity to secure capital, including small 
businesses. 

While this problem has persisted for 
3,000 years, the good news is that it’s 
never too late to fix the problem. Exec-
utives and directors have an oppor-
tunity to win and become the lending 
legends of their organizations by turn-
ing their manual-lending process into 
a digital-lending one. This evolution 
entails four steps that transform the 
current process from months of work 
into days.

With digital lending portals, they can 
first gather applicable demographics 
to identify prospective borrowers. In 
researching prospects, they see crit-
ical borrower information such as 
name, address, years in business, legal 
structure, taxpayer identification num-
ber, history, business description and 
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Executive Outlook: 
Equipment Finance  
in 2020

Newsline spoke with four leading equipment 
finance executives in December 2019 to hear 
their perspectives on how the equipment 
finance industry performed in 2019 and to 
gain their insights on what factors will impact 
the industry and their organizations in 2020. 

Newsline: How would you describe 
business activity in terms of new busi-
ness volume generation in 2019, and 
what were the primary factors that had 
an impact on this activity? 

G. Paul Fogle: The new business vol-
ume for 2019 increased by 20 per-
cent at Quality Leasing. This year we 
focused on more growth in non-Class 
8 trucking assets, including construc-
tion, medical, specialty vehicles, man-
ufacturing equipment and materials 
handling assets. Additionally, small 
business optimism in 2019 remained 
positive, even with all the trade and 
negative media headwinds.

Terey Jennings: When all is said and 
done for 2019 Financial Pacific Leas-
ing will have modest growth for the 
year, which looks to mirror some of 
the industry statistics we follow. It’s 
been an interesting year from an inter-
est rate perspective. At the beginning 
of the year, a lot of people were fore-
casting a slightly rising interest rate 
environment but what we got was the 
opposite. That led to a pretty competi-
tive market in 2019 as pricing was low-
ered and margins were compressed. 

Brad Peterson: 2019 was a great year 
at Channel Partners Capital, growing 
just over 90 percent versus 2018 to 

over $50 million in the fourth quarter. 
Our growth was a result of three things: 
1) better penetration into existing part-
nerships with equipment finance com-
panies (EFCs), 2) continued recognition/
adoption of working capital products 
by EFCs to support equipment finance 
customers, and 3) enhanced technolo-
gies (online capabilities for EFCs) along 
with expanded products (monthly pay-
ments, line of credit, app-only, etc.). 
Many of our partners recognize small 
businesses are using working capital 
and that expanded product offerings 
lend themselves to enhanced customer 
service levels, increased customer 
retention and income diversification.

Donald Wampler: I am proud to say 
2019 will be FirstLease’s highest pro-
duction year in the history of the com-
pany. Volume is up over 50 percent 
from 2018 and it is primarily due to us 
narrowing our focus coming into 2019. 
By this I mean, we entered the year 
with a focus on improving our level 
of service to our top broker partners 
and vendor relationships. We cut the 
number of brokers we were working 
with at the end of 2018 down to almost 
half. This allowed us to provide a bet-
ter quality of service to those brokers 
who produced more, which increased 
our overall third-party volume. On the 
vendor direct side, we entered into 

exclusive industry partnerships where 
we focus on providing rates and terms 
so those vendors can be more com-
petitive than their competition in the 
industry. The “Less is More” concept 
really paid off for us in 2019. 

2020 INDUSTRY EXPECTATIONS
Newsline: How do you expect the 
equipment finance industry will per-
form in 2020 compared to 2019? 

Fogle: In 2020, I believe there will be 
plenty of opportunities in the equip-
ment finance industry just like there 
were in 2019. However, as specific seg-
ments underperform, there will be a 
flight to quality credits and a tightening 
of credit. The best credits will have lend-
ers tripping over themselves to book 
the business to keep volume growth. 
This fighting over the better credits, of 
course, will result in downward pres-
sure on lender yields, benefitting the 
best customers. The year 2020 will, or 
I should say, “may be” impacted posi-
tively given it is an election year. Well, 
at least until November. After that, all 
bets are off!

Jennings: Always the optimist, I think 
the industry will be fine for the first 
half of the year and continue to look 
like 2019 with modest growth opportu-
nities. The second half of the year will 
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be the wildcard with potential election 
uncertainty and triggers that may or 
may not be used related to tariffs. 

Peterson: My expectation would be for 
continued expansion and growth in the 
first half of 2020, however, we always 
seem to have an “uncertainty slow-
down” each presidential election year. 
I believe the EFCs’ success in 2020 will 
be enhanced by, and perhaps depen-
dent on, how effective they are in help-
ing current customers with new equip-
ment or other financing requests that 
will help offset a third and fourth quar-
ter lull. Regarding Channel Partners 
Capital, we are expecting another good 
growth year in 2020 (over 30 percent) 
fueled by ease-of-use technologies for 
EFCs and new products. We believe in 
the progress and growth of America’s 
main street small businesses and their 
need for easy-access financing. Chan-
nel Partners’ business strategy mirrors 
the equipment finance markets; we 
trust and will continue to invest in the 
expansion of the small business space. 

Wampler: I would expect volume to 
drop slightly in 2020. The financial cri-
sis of 2008 is obviously still fresh in 
many small business owners’ minds 
and, many economists are forecasting 
some sort of dip in the economy in late 
2020, or possibly 2021. This will lead 

to a decline in consumer confidence 
which will affect equipment sales. 

KEY ISSUES OF CONCERN
Newsline: From a broader perspec-
tive, what are the issues that concern 
you most about the equipment finance 
industry’s performance for 2020? 

Fogle: From the broader perspective, 
what concerns me most are recession-
ary fears that could become a self-fulfill-
ing prophecy, despite relatively sound 
economic fundamentals. There is no 
doubt that the economy has slowed, 
as evidenced by the reduction in GDP 
from 3.12 percent in 2018 to just over 
2 percent in 2019. However, unemploy-
ment remained low, and consumer 
spending continued to be healthy. I am 
similarly concerned that freight rates 
will continue to be depressed, which 
will create more defaults in the heavy-
duty trucking space.

Jennings: It’s easy to say we should 
expect some presidential election 
impacts to the economy in 2020 with 
uncertainty in the results of the elec-
tion. This may end up happening, but 
in the recent past our experience has 
been mixed. We didn’t see much impact 
in our activity in 2016 but we did notice 
a slowdown in the second half of 2012. 
Potential impacts from the election are 
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just one of many macroeconomic con-
ditions that will ultimately drive how 
the economy behaves in 2020.

Peterson: Continuing into 2020, we will 
have to deal with political unrest while 
the economy shows unprecedented 
strength. The political landscape and 
upcoming election will surely cause dis-
traction throughout the year, including 
some businesses to “wait and see” prior 
to making any significant moves. How-
ever, the majority of small businesses 
have experienced 11 consecutive years 
of expansionary cycle, paving a confi-
dence in the U.S. economy. Low inter-
est rates and critical tax relief continue 
to be accessible to the small business 
owner providing them opportunities to 
make equipment investments. 

Wampler: Interest rates will become 
extremely competitive in the market-
place. Bank-owned finance companies, 
with lower cost of funds than most 
other lenders/brokers, will typically get 
extremely thin on margins to maintain 
volume levels. This traditionally makes 
competing for volume in certain indus-
tries/equipment types (such as medi-
cal, new yellow-iron equipment, large 
industrial machinery, etc.) very difficult 
for non-bank-owned finance compa-
nies. The election will also clearly have 
an impact on volume in the second half 
of 2020. As we get closer to the election 
in November, consumer confidence 
will sway based on political affiliation. It 
happens every election year.
 

TOP PRIORITIES
Newsline: As you look ahead, what 
are the top priorities for you and your 
management team in 2020? 

Fogle: One of our top priorities in 2020 
is to continue our growth in specialty 
vehicles and non-titled assets. We have 
made a concerted effort to grow in 
these asset classes so we can further 
diversify our portfolio, better serve 
the needs of our third-party origina-
tor partners and explore new markets. 
A second priority is to improve our 
remarketing of assets in our inventory. 
We have some excellent equipment 
that we are motivated to move to the 
next owner. We offer financing for that 
transaction too!

Jennings: The priorities for 2020 at a 
high level don’t change from year to 
year, which is to optimize our activi-
ties as a leading equipment finance 
source for our partners and custom-
ers. From an origination standpoint, 
this means diligently working on serv-
ing our customers’ needs. For us a cus-
tomer comes in different forms, such 
as third-party originators, vendors and 
partners at our parent, Umpqua Bank. 
From a portfolio management stand-
point, we’re striving to always optimize 
our relationships with our lessee and 
customer base. 

Peterson: Channel Partners Capital will 
focus on further integrating with exist-
ing EFC relationships and expanding by 
seeking new partnerships. Our com-

pany is well-capitalized, providing us the 
opportunity to invest in the value prop-
osition through 1) technology focused 
on ease of use and product delivery, 2) 
new and market relevant products and 
services delivered under the Channel 
brand, and 3) enhanced sales training 
and development programs for EFC 
partners. We have great data collec-
tion, analytics and reporting capabilities 
which we will continue to leverage into 
proprietary modeling, products and ser-
vices deemed valuable to EFCs. Why…
technology for ease and speed, prod-
ucts for market relevance, training to 
maximize the value and data analytics 
to be “right.”

Wampler: Our top priority in 2020 is 
to stay the course. It is not uncommon 
for finance companies to become more 
aggressive with underwriting, to lower 
rates to levels that can’t be maintained 
long term, and to cut corners on docu-
mentation and processing steps. These 
examples will always lead to the future 
failure of a company. 

HIRING TALENT
Newsline: When hiring new talent, 
what is most important to you and 
your organization? 

Fogle: The most critical factor in the 
hiring process for us is answering the 
following questions: “Will this person 
fit within our corporate culture?” “Does 
this person share our beliefs and our 
core values?” Do they demonstrate 
honesty, integrity, passion, commit-
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ment and fairness?” “Are they detail ori-
ented and teachable?” In other words, 
cultural fit first; other factors after.

Jennings: Where we can, we want 
to create opportunities for career 
advancement with our existing staff. 
We have so many examples at Financial 
Pacific of younger staff members learn-
ing and growing with us in multiple 
roles throughout their FinPac career. 
We also recognize that in some cases 
the best fit for us might be to hire out-
side to bring in new ideas and knowl-
edge to enhance our teams. In the past 
year or so, with unemployment being 
at historical lows, hiring from the out-
side has come with its challenges of 
finding the right fits in a timely basis.

Peterson: Today we have a very good 
mix of experienced leaders and 
younger talents that with thoughtful 
guidance and mentoring, will trans-
late to organizational consistency and 
seamless succession of leadership. We 
have taken the approach to identify 
what qualities within a specific posi-
tion are needed to support our growth 
and strategy plan and recruit the best 
candidate for the job. Beyond what is 
noted on the resume is the attitude, 
aptitude and cultural fit of the candi-
date. 

Wampler: While we are always looking 
to attract top industry talent, we feel it 
is important to invest in younger talent 
that we can train and teach our way of 
doing business here at FirstLease. Our 

company is made up of a well-balanced 
mix of talent that came to us from 
other leasing companies and those 
whose first job in the financing industry 
was FirstLease.

SECTOR OPPORTUNITIES IN 2020
Newsline: From an asset class or 
industry sector standpoint, what asset 
classes/sectors represent strong oppor-
tunities in 2020 for the equipment 
finance industry? 

Fogle: I believe healthcare-related 
assets and industry will continue to be 
a growth area as baby boomers age 
and advances in medicine cause peo-
ple to live longer. If the trade issues 
are resolved by early 2020, agriculture 
should rebound. In general, I have a 
positive outlook for the economy in 
2020 and for our industry!

Jennings: Rather than focusing on 
specific industries or equipment types, 
what has worked best for Financial 
Pacific through the years has been 
diversification in the types of equip-
ment we finance to multiple industries. 
We have to stick with these customers 
for an average of four to five years 
through what can be different eco-
nomic ups and downs so that diversi-
fication has worked best for us. This 
strategy may also serve us well with 
our focus on small-ticket transactions. 

Peterson: We will focus our efforts and 
analytics on: Transportation, albeit it 
has shown some historical stress, will 

perform in step with the strength of 
the economy. Construction, another 
key economic indicator, will outpace 
expectations due to desirable interest 
rates and steady employment rates. 
Manufacturing will make investments 
in equipment as automation technol-
ogy continues to increase its efficien-
cies. Lastly, the healthcare industry will 
invest in cost-saving services and deliv-
erables as the market is being intro-
duced to alternative medicines.

Wampler: I see manufacturing and tech-
nology dominating 2020. With more 
and more companies struggling to 
fill manual labor positions or start-
ing to feel the crunch of rising mini-
mum wages and increased employee 
healthcare costs, companies are look-
ing for ways to automate staffing to 
lower expenses. For example, in the 
restaurant industry companies like 
Panera Bread and McDonalds have 
already started replacing traditionally 
employee-manned registers with self-
serve kiosks. This is a practice that 
companies like Walmart, Home Depot, 
Lowes and most larger grocery stores 
have done for years as an alternative. 
Another example is larger manufac-
turing plants, which are looking to AI 
and machine learning capabilities to 
increase productivity and efficiency by 
reducing staff or, at the very minimum, 
not having to add additional overhead.

National Equipment Finance Association
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INDUSTRY EVENTS CALENDAR

Minnesota Ice Fishing
February 6, 2019

Lake Minnetonka, MN

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

Lowes Philadelphia Hotel
Philadelphia, PA

KC Royals Baseball Networking
Summer 2020

Kansas City, MO

Angels Baseball Networking
Summer 2020
Anaheim, CA

PLATINUM
Channel Partners Capital
IDS
LTi Technology Solutions
NewLane Finance

GOLD
ECS Financial Services, Inc.
Financial Pacific Leasing, Inc.
Quality Leasing Co., Inc.

SILVER
4 Hour Funding
AMUR Equipment Finance
Bryn Mawr Funding
FirstLease, Inc.
Great American Insurance Group, WELCOME NEW MEMBERS!

Specialty Equipment
Navitas Credit Corp
North Mill Equipment Finance, LLC
Orion First Financial, LLC
Pawnee Leasing Corporation
Providence Equipment Finance,  
  a division of Providence Banking  
  & Trust

BRONZE
Dakota Financial, LLC
Liventus
Orange Commercial Credit
RTR Services, Inc.

Agrius Capital Partners LLC 
Broker/Lessor
Commercial Equipment Financing, LLC  
Broker/Lessor
Derix Capital Finance, LLC  
Broker/Lessor
Doing Better Business Inc.  
Broker/Lessor

Harbour Capital Corporation  
Broker/Lessor
Liventus  
Service Provider
WF Enterprises  
Broker/Lessor

neFACTS
National Equipment Finance Association2020 NEFA PARTNERS 

AS OF 12/20/19

ECS Financial Services, Inc. 
Financial Pacific Leasing, Inc. 
FirstLease, Inc.
Great American Insurance Group, 
Specialty Equipment
IDS
LTi Technology Solutions
NewLane Finance
Orange Commercial Credit
Pawnee Leasing Corporation
Providence Equipment Finance
Quality Leasing Co., Inc.
RTR Services, Inc.

NATIONAL EQUIPMENT 
FINANCE SUMMIT SPONSORS 
AS OF 12/20/19

American Lease Insurance
AvTech Capital
Bryn Mawr Funding
Constellation Financing Systems, Inc.
Dedicated Funding, LLC
ECS Financial Services, Inc.
Fleet Evaluator
Great American Insurance Group, 
Specialty Equipment
InstaCOVER, LLC
Liventus
LTi Technology Solutions
Macquarie Specialized Asset Finance
Navitas Credit Corp
NewLane Finance
Pawnee Leasing Corporation
Providence Equipment Finance
Tamarack
TAO Solutions
TURBO-Lease

NATIONAL EQUIPMENT FINANCE 
SUMMIT EXHIBITORS AS OF 12/20/19

Crab Feast
Summer 2020
Baltimore, MD

Chicago Summer Social
Summer 2020

Chicago, IL

Lake Minnetonka Dinner Cruise
Summer 2020

Lake Minnetonka, MN

PNW Summer Social
Summer 2020

Seattle, WA

New York City Social
Fall 2020

New York City, NY
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HUMAN INTEREST

Shaping the World in a Good 
Way by Helping Others

I remember once having a conver-
sation with someone during which I 
said that, other than God, I believed 
that business has the most power to 
change the world.

The person I was talking to challenged 
me on this, pointing out that business 
in general has a relatively bad repu-
tation in that area. In fact, business in 
general has a pretty well-known repu-
tation for doing just the opposite in a 
lot of ways. 

But, I pointed out, the past doesn’t 
have to dictate the future, and the 
world is experiencing a shift in the way 
that younger entrepreneurs and their 
companies, as well as older, more-es-
tablished companies that are now 
being run by younger individuals, are 
shaping the world in a good way. 

Consider:
•  The Latitude creative services firm in 

Minneapolis, which donates 50 per-
cent of its profit to self-sustainable 
programs providing food, water, edu-
cation and micro-loans in countries 
throughout the world;

•  Newman’s Own, which contributes all 
of its profit to large numbers of char-
ities around the world; and

•  Well-established Walgreen’s, through 
its “Get a Shot. Give a Shot.” collabo-
ration, which has provided more than 
50 million lifesaving vaccines to children 
in developing countries. 

In my view, businesses that have 
decided to put people over profit are 
changing the world in ways that I want 
to be a part of. For me, the cornerstone 
of everything that we do is that there is 

no greater joy in this world than help-
ing others - especially those who are 
in extreme need.

Before I started our company, I found 
that I had ideas floating around in my 
head about how powerful it would be 
to have a business that prioritized giv-
ing back to the world. I then quickly 
realized that when you start a busi-
ness, there isn’t all that much money 
left over to give.

So, as a substitute, I decided that we 
were going to give of our time locally by 
serving those less fortunate. This soon 
grew into a stronger desire to also give 
back financially.

“That will come soon,” I thought to 
myself, “once we’ve made it and can 
contribute enough to really make a dif-
ference.”

Then one day I was challenged by a 
fellow business owner whom I admire 
and respect. He said, “There are two 
types of business owners when it 
comes to giving. First, are the ones that 
give when they have become success-
ful, and, second, are the ones who give 
along the way. Which one do you feel 
led to be?” 

In that moment, I realized who I wanted 
us to be. 

This started my attempt to find a non-
profit that would actually be open to 
partnering with a debt collection agency 
and associate its brand with ours. My 
search led me to Feed My Starving Chil-
dren, a non-profit that coordinates the 
packaging and distribution of food to 
people in over 70 developing nations 
around the world. 

At first, and starting small, we donated 
one meal for every account that we 
collected. We found this to be a small 
but manageable donation for a new 
business of our size. Then, as we grew, 
we eventually reached a financial posi-
tion where we could donate 10 meals 
for every account placed, 10 meals for 
every account collected and 10 meals 
for every day that a non-collector 
works, including me. 

I have been to Haiti numerous times. I 
have prepared and distributed food in 
its slums. I have shared food with chil-
dren who are usually eating their only 
meal for that day. Please believe me 
when I say that connecting what you do 
for work to saving the lives of children 
is far more powerful than you can pos-
sibly imagine - in more ways than you 
probably realize.

It is my belief that there is something 
deeply embedded in people. Some-
thing that calls them to help those who 
are in need. But it is also my belief that 
those same people often either feel ill-
equipped to help or just frankly don’t 
know how to start. For these people, 
here is what I have learned: 

Start somewhere. Anywhere. Just do 
something. And be open to doing more of 
it as it becomes possible to do so. 

In an extremely competitive and sat-
urated industry, where the number 
of companies has shrunk by over 20 
percent in the last 10 years, and reg-
ulations have all but eliminated the 
ability to survive as a small player, our 
business has been able to flourish. I 
attribute our growth and success in no 
small part to our decision to start giving 
small and being open to giving more.

The mission at Dedicated Commercial Recovery is 
about how many children they can save in the world by 
doing the very best they can in their role.
By Shawn Smith
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So as not to be either missed or under-
stated, I want to emphasize that this 
perspective has had a deep and pene-
trating effect on our corporate culture. 
Our team cares about doing its best, 
not only because of what the result will 
be for themselves, but also because of 
the far greater impact the result will 
have on others. This has also spilled 
over into our relationships with our 
clients, with many being energized by 
becoming part of a relationship that 
means making the world a better place 
for children.

Our team also cares about how their 
daily efforts affect the people they deal 
with over the phone and in writing, 
since negative publicity about us will 
negatively affect our ability to help chil-
dren around the world. 

In an industry that has earned a repu-
tation for awful working conditions and 
questionable morals, the people in our 
company all agree that, with hundreds 
of combined years in collections, they 
have never had this experience before. 
For the first time in their careers, they 
find that the success of the people 
to their left and right is, literally, con-
nected not only to their own success 
but also to saving the lives of children. 

How much of an effect has this had so 
far? We’re fast approaching having fed 
100,000 children in the last 2.5 years. 
We have not stopped there, though:

•  Our team is also driven to saving chil-
dren from slavery in Haiti. We have 
been able, through our Legal Path 
program, to partner with Restavek 
Freedom in Cincinnati, OH, which 
has the goal of ending child slavery in 
Haiti in our lifetime. 

•  2019 was also our first year of fund-
ing an advocate’s salary in Haiti. 
This advocate works in and around 
Port au Prince, where there are an 
estimated 300,000 child slaves, and 
this local advocacy model has been 
found to be most effective to locate 
child slaves, or Restaveks, with the 
help of schools, churches and com-
munities, assess their situation, and 
provide necessary training, oversight 
or removal based on what each indi-
vidual situation warrants.

•  We will also fund 10 to 15 micro loans 
in 2019 through our partnership with 
Elevate Micro Loans.

•  I have personally joined the board of 
Cradle of Hope, which helped over 
3,000 new mothers in 2019 in Min-
nesota by providing financial aid to 
women and babies in crisis. 

Of course, at the end of the day, all of 
this sounds great on paper, but the 
most important thing to me remains 
the children like Jenika Francois, who 
inspired me to launch the Minneso-
ta-based Jenika Francois Foundation. 
This foundation is dedicated to free-
ing children from slavery, getting them 
proper medical attention, getting them 
the food they need to survive, and giv-
ing them and their families the oppor-
tunity to become self-sufficient. That 
one girl, and all the other children like 
her, are the most important thing. 
 
Every parent knows that nothing else in 
the world matters if their child isn’t safe.

So, what is my conclusion? Put simply, 
I believe that, other than God, busi-
ness has the most power to change the 
world. I believe that success is always 
a byproduct of chasing significance, 
but significance is not always a byprod-
uct of chasing success. Our mission, 
quite honestly, is not about how much 
money we can make, or how big can we 
get, but rather about how many chil-
dren can we save in this world by doing 
the very best that we can in our role.

To me, there is no greater purpose we 
could have than to help those who can-
not help themselves. 

ABOUT THE AUTHOR: Shawn Smith is 
CEO and CFO of Dedicated Commercial 
Recovery Inc.

HUMAN INTEREST

To me, there is no 
greater purpose 
we could have 
than to help those 
who cannot help 
themselves.

National Equipment Finance Association



Jan/Feb 2020  NEWSLINE    27

Scott Wheeler
Wheeler Business 
Consulting

Building Your Sales Organization 
for Today and 2025

The commercial equipment leasing 
and finance industry is constantly inno-
vating and evolving. As we enter 2020, 
stakeholders are pulling the industry 
forward by demanding participants to 
provide innovative processes, products 
and services. Competition is requir-
ing companies to redesign their sales 
teams and sales processes. Companies 
are utilizing technology and analytics as 
essential tools to build sales teams that 
are best prepared to serve the needs 
of their clients, partners and investors.

Over the past decade, the commercial 
equipment leasing and finance industry 
has spent millions of dollars improving 
operational efficiencies. However, the 
sales and marketing processes have 
lagged. Sales activities have, for the 
most part, remained the same. Origi-
nators prospect for new vendors and 
end-users, discover specific equipment 
needs, and provide defined financing 
and leasing solutions to meet those 
needs.

Originators are asked to prospect, win 
and close as many transactions as pos-
sible in a given month, quarter or year. 
Often, originators are provided with 
the same marketing tools that their 
predecessors had 20 years ago; how-
ever, they are expected to perform in 
a market that has drastically changed 
over the past two decades. Vendors, 
end-users and investors are demand-
ing more.

What are successful companies doing 
to build high-performing sales teams 
for 2020 and beyond?

Management teams are thinking and 
acting forward. They are focusing on 
formal, innovative recruiting, train-
ing and retaining processes. They are 
making investments in people who 
have the “right” attributes to succeed 
within their companies. They are no 
longer hiring five applicants with the 
hope of retaining one or two. (Hope is 
never a great strategy.) They are con-
sidering a bad hire a major managerial 
flaw. One of the major attributes of 
any company is its ability to develop 
talent - this includes a process to 
enhance the career development of 
existing employees. Top companies 
have formal programs to onboard and 
develop talent. They are not concerned 
about making an investment in human 
capital and losing talent in the future, 
because they are committed to ongo-
ing advancements in providing the 
tools and the environment which the 
best talent will want to embrace. 

Top companies are preparing their 
sales staffs to sell to the next genera-
tion of commercial equipment leasing 
and finance decision makers. These 
up-and-coming decision makers were 
born, educated and live within a highly 
technological world; they want to con-
duct business with professionals who 
embrace efficiencies, who are experts 
in their field and who add value to the 
process. The next generation of deci-
sion makers want their financial part-
ners to know their buying patterns, to 
anticipate their needs and to be fully 
engaged with their companies. They 
want to be fully connected and com-

municate through multiple mediums. 
Vendors and end-users want to con-
duct business with professionals who 
have specific expertise related to their 
industry and equipment needs. The 
next generation of decision makers 
want to partner with specialists, not 
generalists. They want value and are 
willing to pay more for superior knowl-
edge and efficient processes.

Not all sales activities are equal. 
Top-performing companies recognize 
the difference between “hunters,” 
“account managers” and “proces-
sors.” Hunters are the rainmakers who 
develop new relationships and have the 
ability to create programs to attract key 
accounts to a company. Account man-
agers are professionals who manage 
established relationships and are able 
to maintain strong working relation-
ships with core vendors and end-users 
over an extended period. Sales proces-
sors are individuals who work specific 
transactions and are able to efficiently 
move transactions toward funding. 
All three of these sales functions are 
critical in developing an efficient sales 
team and growing an organization. 
Sales professionals are often required 
to facilitate all three functions; how-
ever, most sales professionals have 
strengths in one of the three func-
tions, but not all three. Top-perform-
ing companies divide responsibility for 
the functions, compensate differently 
for the functions and encourage team 
building within the three functions. 

The equipment leasing and finance industry is 
facing tremendous change and possible disruption. 
Competition is requiring companies to redesign their 
sales teams and sales processes.
By Scott Wheeler

SALES TRAINING
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Top-performing 
companies are 
using data to 
improve their sales 
processes, create 
efficiencies and 
provide meaningful 
tools for their sales 
teams.

Successful companies and their 
top-performing sales professionals 
are fully aligned. Their objectives to 
provide superior service, to grow reve-
nues and maximize bottom-line results 
for the company and individual are 
100 percent aligned. The strategy of 
the individual aligns with the strategy 
of the company. The long-term vision 
of the company is well-communicated 
and embraced by the top-performing 
professionals. There is full transpar-
ency regarding where the company 
is headed and how it plans to achieve 
each benchmark along the way. Man-
agement teams build a culture of 
success by allowing its sales (and 
operational staff) to participate in the 
planning and execution at every stage. 
Current sales professionals, as their 
predecessors before them, are loyal 
and committed to employers that treat 
them well, help them grow as profes-
sionals, and respect their insight and 
opinions. Equally, employers are loyal 
to professionals who embrace their 
company culture, support their strat-
egies and advance their vision. No 
matter the size of an organization or 
its structure, alignment of company 
and employee continues to distinguish 
superior organizations from the aver-
age participants in every industry.

Top-performing companies are using 
data to improve their sales processes, 
create efficiencies and provide mean-
ingful tools for their sales teams. For 
too long, sales professionals in the com-
mercial equipment leasing and finance 
industry have been disconnected from 
the data that most companies collect 
on a regular basis from their existing 
portfolios. Top-performing companies 
are breaking through this disconnect 
and providing valuable information to 
their sales professionals about both 
existing clients and potential new cli-
ents. Companies are tracking trends in 
their portfolios and comparing them to 

broader data available in the market. 
Companies are establishing predictive 
analytics on clients (and potential cli-
ents) to establish potential challenges 
and opportunities in the market. These 
data points allow companies to direct 
their sales staff to focus on new trans-
actions that have the greatest potential 
of being approved, won and funded. 
Data-driven processes are helping 
sales professionals to focus on oppor-
tunities that are most beneficial to the 
long-term vision of the company; those 
transactions that will maximize profits 
and minimize risk; and, those assets 
that align with the company’s expertise 
and value proposition. When compa-
nies use strong data to influence sales 
and marketing activities the sales pro-
fessional is more efficient and produc-
tive; personal results are maximized. 
Most importantly, the use of strong 
data allows the professional to provide 
greater value to vendors, end-users 
and investors. Sales teams are and will 
continue to outperform their competi-
tion based upon their ability to collect, 
use and monetize strong data related 
to current and future trends develop-
ing in the market.

The commercial equipment leasing and 
finance industry is facing tremendous 
change and possible disruption in the 
near-term. Top sales professionals in 
the industry are embracing change and 
embracing the opportunities which will 
be created by the free market. The win-
ners and losers will be determined by 
those who are forward thinking/acting 
and those who are stuck in the past. 
These are truly exciting times to be a 
commercial equipment leasing and 
finance originator. 

ABOUT THE AUTHOR: Scott Wheeler, 
CLFP, is President of Wheeler Business 
Consulting.
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Voyager, a suite of exclusive products and programs that offers the best 

working capital experience for your customer.

MONTHLY PAY | GATEWAY TO SUCCESS TRAINING

LINE OF CREDIT | CUSTOM NICHE PROGRAMS 

APP-ONLY PROGRAM | ONLINE CHECKOUT 

GROWTH & PERFORMANCE BONUSES | AND MORE

To learn more contact us: 763-746-7760  •  sales@channelpartnersllc.com

Rated 4.9 out of 5

http://www.channelpartnerscapital.com/
http://www.channelpartnerscapital.com/
mailto:sales@channelpartnersllc.com


Reinventing The 2020 Vision Technology
Solutions

LTi Technology Solutions, has 
been delivering cutting-edge 
software and services to 
equipment finance companies 
throughout North America 
and the United Kingdom for 
over 30 years. 

With over 240 customers 
worldwide, LTi’s highly 
configurable platform ASPIRE, 
empowers users to effectively scale 
their business by streamlining the 
asset transaction lifecycle.

For over 12 years, LTi has been 
hosting cloud-based solutions, 
showing its ongoing commitment to 
innovative software solutions. 
Known as the LTi Cloud, it provides 
easy access to our ASPIRE platform 
for customers worldwide. 

https://www.ltisolutions.com/

