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President’s Message
By Robert E. Otterbacher, CLP, OBL Financial Services, Inc.

Thank you to all who attended our 15th Annual Conference at the 
Hilton Minneapolis -- it was a huge success!  It could be considered 
our best conference yet.

The venue was upscale. The education classes were well attended, 
informative, and upbeat. The electricity and energy generated by the 
networking was apparent everywhere. Funders and brokers came 
together with one common objective – let’s do more deals! A BIG 
THANK YOU to Chris Fielder and his meeting committee for a job 
well done!

The theme of this Leasing Logic issue is hiring, training, and retention 
of employees.  How appropriate because in Minneapolis we previewed 
the first Distance Learning educational module titled “On Being a 
Broker”.  This initial module, written and presented by Gerry Egan, 
is a great tool to train new employees on what it really means to 
be a lease broker.  Soon you will be able to view all of our Distance 
Learning presentations 24/7 via www.NAELB.org.

For those that did not attend the annual conference, you missed Bar-
bara Stennes. She gave us an insight into hiring people with personal-
ity traits that match the appropriate personality for the job, by using 
the DISC profile method. A key factor in retaining good employees is 
the selection process. Choose candidates who will like what the job is 
about and their success level (and yours) will be high.

You can screen job applicants by using the DISC profile test. Learn 
more by visiting one of these websites www.NAELB.org or http://
www.resourcesunlimited.com/ for more information on using this 
hiring tool.

In keeping with our theme, let me share some of my lessons learned 
the hard way when it comes to employees:

Do not hire friends.  A good friend does not mean a good 
employee.  This can cost you not only an employee but a friend 
as well.
No employee will work as hard as the owner so why expect it.  
Plan on 60% - 65% productivity.
Hire employees that compensate for your weakness.  It will 
increase the level of success for all.
An employee that is only concerned about themselves and “what 
do I get” will never be satisfied.  They will leave.  It is just a matter 
of time.
Good employees are like seedlings.  They take time and nurturing 
to blossom.  Be prepared to devote time, energy and money.

1.

2.

3.

4.

5.
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NAELB Communications Committee 
Update

Please welcome Jim Padden of Padco Lease Corp as 
the new Communications Committee Chairperson.  
Former Chair Sonia Stoddard is now the Liason for 
the Committee, replacing Brian Montgomery, who 
is now President Elect of NAELB.  We look forward 
to renewed energy and continuing improvements in 
website content, the LeasingLogic newsletter and 
more.

Renew Now for 2006!
NAELB Master Member Program

Receive a variety of special gifts, benefits and 
programs, as well as distinguished recognition at 
NAELB events.

You are not just a member of NAELB.  You are an 
ACTIVE member!  That makes you special.  The 
Master Member program was created to extend 
special recognition, benefits and rewards to NAELB’s 
active members.  It is our way of encouraging our 
members to make the most of our organization, 
year after year.

To join the Master Member program, visit www.
NAELB.org and click on the Master Member logo.  
Complete a short sign-up form and find the latest 
details about the program.

SunBridge Capital
Broker Program

Profi table
Structures you can sell.

Fast Move through more transactions for 
more commission opportunities.

Work Trucks  +  Titled Vehicles  +  Yellow Iron  +  Construction Equip-
ment  Commercial Trailers  +  Aviation Support Equipment

Easy Spend your time selling, 
not pushing paper.

Contact Us:     (888) 756-2521 or  
         inquiries@sunbridgecapital.com

Check out our new online
broker kit at:
www.sunbridgecapital.com/kit

Apply online:   www.sunbridgecapital.com/apply

Finally, I would like to take a moment to say I am 
honored to be the next President of the NAELB.  I follow 
in the footsteps of many wonderful leaders who have 
continually increased the level of professionalism of 
this organization and the leasing industry.   Our success 
is not only predicated on the leadership but also the 
members and volunteers that make our conferences and 
benefits top-notch.  I urge each of you to get involved 
with your association in some way.  Join a committee… 
write an article for our quarterly Leasing Logic… attend 
a conference… whatever it takes -- just get involved.  
Your participation is what makes the NAELB a successful 
organization.

Feel free to contact me, or any board or committee 
member with questions about how your involvement 
makes this organization better.  Lets make this year, the 
best one yet!!

Structuring Solutions for
Businesses since 1985

Having a hard time finding a home for one of your applications?

1. Is the potential lessee a homeowner? Or has a cosigner who is a homeowner?
2.  Will the equipment be located & used in Arizona, California, or Nevada?
3.  Have all tax liens and civil judgments been satisfied? Or include them in the deal?
4.  Has it been at least 6 months since any bankruptcy filing?
5.  Does the lessee have other equipment of equal value that can be used as collateral?

IF THE ANSWERS ARE YES, THEN WE’LL SAY YES! CONTACT US!

858-541-1002 norm@mesaleasing.com             858-541-1006 FAX

Print, Web or Both?

Send us your feedback!  Do you prefer Leasing Logic 
in print form, as a link to the site or...?  Send your 
comments to Lease@StoddardAssociates.com
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A Go Cart with Wings
By Brian Montgomery, 2006-2007 NAELB President Elect,  

Express Funding Solutions

“Great.  Another go cart with wings.” 
That was my thought as I made my 
way down the stairs of gate E13 at 
the Minneapolis airport. Whenever 
you can hop inside the plane, it is 
too small for me! As I waited on the 
tarmac in line with the other cattle…I 
mean passengers…I was warmed by 
the Minnesota sun that had been 
noticeably missing just three days 
earlier. The rain and sleet that had 
plagued the NAELB golf outing was 
nowhere to be found; although on 
the upside, the wet weather offered 
an excellent excuse for shanked drives 
and missed putts due to wet grips 
on the club. All in all, the players 
understood that this is golf at its most 
challenging and fun! I am glad it is 
sunny on the day I am going home.  This 
is what I will remember about April 
weather in Minneapolis.  I guess life 
is like that weather we experienced.  
It is constantly changing.

I lucked out as we made our way 
down the isle of this so called jet. 
Mine was an exit row.  One of the 
only two empty seats on the flight 
was next to me. I almost felt guilty as 
I stretched my legs in front of me and 
used every bit of the inch and a half 
armrest to my left. On a flight with 
no first class options, I had about the 
best seat in the house. 

As we taxied into position to wait 
our turn to take off, I recounted the 
events and conversations of the past 
few days.  So much work had gone 
into planning the NAELB annual 
conference by so many people, most 
of them volunteers.  Wow, did it pay 
off. Chris Fielder of Team Leasing is 
my new inspiration. Here is a guy 
who rarely uses words like “can’t” or 
“won’t” when it comes to being of 
service to the NAELB and our industry. 
I thought to myself, I need to be 
more like that. Heather von Bargen 
of Caladesi Capital had mentioned 
that she had well over 1,000 emails 
and easily half that number of phone 
calls regarding this conference. 

Between the two of them, it was a 
full time job and their commitment 
showed in the attendance numbers 
and quality of the meeting. We had a 
record breaking 438 attendees at the 
conference. The sponsors this year 
were amazing in their generosity and 
many stated that their exhibit booths 
were better attended here than at 
any other conference.  A good return 
on investment is important to all who 
attend an NAELB conference, both 
exhibitors and attendees. This year’s 
planning committee recognized that 
and it showed.

The captain announced we were 
next to take off. The thing about 
these mini jets that I have noticed 
is that they ride like go carts down 
the runway. The larger planes are 
more akin to a Cadillac. Perhaps it 
is the suspension and the weight, or 
perhaps I am just closer to the ground 
and the mixture of my energy drink 
and lack of sleep had me a little edgy. 
I can feel the turbines charging up as 
we move forward and gain speed. I 
had been trying hard to feign interest 
in this magazine but I give in to the 
little boy in me who just 
wants to look out the window 
and take in the view. I say a 
short prayer as I always do. 
Takeoff is always the most 
exciting part to me, the thrust 
of the engines, the start of a 
new journey, knowing those 
airline peanuts are just a short 
time away, who wouldn’t be 
excited? 

As we roared down the 
runway I swear I could feel 
every bump and crack in 
the runway. If there was 
an imperfection in the 
pavement, our captain found 
it. The jolt of every bump was 
transferred from the wheels 
through the structure of the 
plane, directly to my seat. 
“Shake, Rattle and Roll” was 
the only song I could think of 

that described my experience. Thanks 
to Barbara Stennes from Resources 
Unlimited for now getting me to 
assign songs to this life experience. 
I am looking around for other “high 
I’s” to share my experience.  (If you 
get a chance, take the DiSC profile 
that Barbara offers.) The takeoff is so 
rough that for a second I turned from 
my window view and looked for Dr. 
Barry Roberts, survivor of three plane 
crashes and one of our presenters this 
weekend, to make sure we were not 
on the same flight to Atlanta. One of 
my prayers had been answered.  He 

Takeoff is always the most 
exciting part to me, the 
thrust of the engines, the 
start of a new journey, 
knowing those airline 
peanuts are just a short 
time away, who wouldn’t 
be excited?
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The NAELB experience will 
continue to change as we 
grow and we will work 
hard to make sure it is 
positive.

was not present. Nothing personal, 
Dr. Roberts.

Finally the equation of forward thrust 
plus airlift was enough to equal flight. 
We climbed quickly and banked sharp 
to the left, which put me in a great 
position to see the ground below. 
The sky was clear, unlike our flight 
into the city a few days earlier, and I 
thought to myself,  “Geez, there are 
a lot of lakes down there.”  I know, I 
know, I have a real talent for stating 
the obvious.  We were leaving the 
land of 10,000 lakes. I was a little sad 
to be leaving but looked forward to 
seeing my family at home. The rough 
and bumpy start to our take off all 
but disappeared and there were clear 
skies ahead as we made our way to 
Atlanta. 

I settled back into my seat and my 
mind once again began to recap the 
NAELB conference and the board 
meeting I had just left. I was thinking 

how I am going to miss John King and 
the comic relief that he brought to 
the board. I am also a little nervous 
about the fact that Donna Cole is no 
longer on the board. Her spirit and 
knowledge of the inner workings of 
the NAELB are priceless. It felt like the 
first time the training wheels come 
off your bike with her absence but I 
am also excited about the new board 
members like Spencer Richman and 
Sonia Stoddard and Paul Nibarger; 
I know they are quality people and 
have a love for this association. Like 
I said earlier, life changes constantly. 
The NAELB experience will continue 
to change as we grow and we will 
work hard to make sure it is positive.

This conference gave me a chance to 
visit with old friends and make many 
new ones.  With new friends come 
new stories. One story sounded a lot 
like my experience on this flight.  My 
friend had lamented how difficult it 
was to be successful in this business in 
the beginning because of the personal 
and professional challenges he had 
to overcome. Natural disasters, tough 
economies, world events, they all can 
work to undermine our success. You 
see, our lives are filled with bumps, 
and cracks, and unevenness that 
cannot be seen with a simple glance 
down the runway. These bumps only 
make themselves known as we come 
barreling down the runway, gaining 
speed and are at our most vulnerable. 
We hit them head on and can be 
shaken to the core and even think 
about pulling back and aborting the 
takeoff all together. It is how we 
handle these bumps in life that really 
shape our future and is a testimony 
to our character and resolve. Just as 
the captain went full throttle on the 
engines as all those hours of flight 
training had prepared him to do, we 
have to apply what we have learned 
and put ourselves out there in our 
market. Only then can we overcome 
the hold that gravity has on us and 
truly take flight in our industry. If it 
were easy, they say everyone would 
be doing it.

I am honored to have shared a 
weekend with professionals who are 
willing to become better, to give of 

themselves, and open to learn from 
others so that we may all become 
better at what we bring to the market. 
From the speakers, who addressed 
the association with their inspiring 
messages, to everyone who gave of 
themselves and served on a panel 
or attended a class, or volunteered 
to work behind the scenes, our hats 
are off to you.  If you were unable to 
attend the NAELB 2006 conference 
in Minneapolis, I would highly 
encourage you to consider what you 
are missing and be sure you save the 
date for our next conference on May 
the 17th,  2007 at the Gaylord Opryland 
Resort in Nashville, TN. Until we meet 
again, we must all remember that 
this is no time to go it alone!

A Go Cart with Wings 
(Continued from Page 3)

Balboa Capital is rapidly
expanding its Broker program. 

MATT LAWLER JOHN BUNCE
(949) 553-3433 (503) 223-4370

EMAIL: BROKERINFO@BALBOACAPITAL.COM
WWW.BALBOACAPITAL.COM/NAELB.ZAP

ARE YOU A BROKER IN NEED OF A 
FUNDING SOURCE WITH BROAD LIST 

OF PRODUCTS AND SERVICES?

BALBOA CAPITAL BROKER 
FUNDING INCLUDES:

� Application only up to $100,000 � Title vehicles

� Commercial up to $250,000 � Corporation-Only

� No banks and trades � Private Party Sales

� New and used equipment � Compass On-Line 
Lease Processing

We also pay commission up to 20% 

Phone: 800.416.9080
Fax: 866.619.4738

www.evansnationalleasing.com
Contact Brian Gallo at

bgallo@evansnational.com

YOUR “B” CREDIT
FUNDING SOURCE

Growing your 
Commissions

one Approval at a time!

60157-2.375X5 Ad.qxp  2/14/2006  3:32 PM P
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Covenants not to Compete:  How are they Enforced and 
How Enforceable are they? 

Joseph G. Bonanno, Esq., CLP
NAELB Legal Counsel

One of the most common small business owner’s question 
is if I have an employee or an independent contractor 
that knows my customers, knows my business and whom 
I have essentially taught how to be in the leasing business, 
how can I protect myself in the event that person and I 
have a parting of the ways? In other words, how can I 
protect myself from having my customers, vendors and 
funders misappropriated (“stolen” is such a bad word) 
by the people that I taught the business to?  

It is important to have some type of employee or 
independent contractor agreement. Such an agreement 
sets out the parameters that define the relationship. In 
addition to defining the relationship, it can protect the 
“employer” in the event that the relationship falls apart. 
The manner in which this is addressed in the agreements 
is by a “covenant not to compete.”

Essentially, the covenant states that in the event of the 
termination of the agreement, the “employee” agrees 
that they shall not engage in the same business that the 
“employer” engages in for some period of time. This 
promise has to be reasonable in two aspects, (a) time and 
(b) space and both of those aspects must be reasonable 
in relation to the industry. 

As for the time aspect, some period of time, such as one 
to three years, has been deemed reasonable in various 
industries. That is to say that once the employee or 
independent contractor is no longer associated with the 
employer, that for some number of years that person 
agrees not to open their own business in the same 
industry as the original employer. Courts recognize 
that you cannot restrict someone forever, and prevent 
someone from not entering a business for their entire 
lifetime but on the other hand that the employer is 
entitled to protection that someone that they trained in 
a business cannot compete with their former employer 
and divert all of the customers of the employer to the 
past employee or contractor. 

As for the space aspect, many covenants state that a past 
employee will not open their place of business within a 
stated number of miles of the location of the original 
employer, depending upon the industry. So, in the event 
of a car leasing or rental company, a geographically 
restricted area is easy to define. But, in the event of 
a machine tool leasing company that has a customer 
base throughout the nation, that geographic restriction 
is not as easily defined. Further, one can be assured 
that a restrictive covenant that is national in space 
restriction will more likely than not be struck down by 

a court as unreasonable and unenforceable because it 
is unreasonable.  If the employer has a business that is 
nationally based and wishes to protect national interests, 
then the employer has to take the approach of specifying 
which nationally based customers will not be solicited. 
Therefore, it is important for the employer with the 
nationally based business to specify in the covenant not 
to compete that the employee/independent contractor 
will not solicit business from particularly specified 
customers for a period of time. In the event of a violation 
of the non-compete, the past employer will immediately 
have to file an action in court and seek equitable relief 
in the form of an injunction that will prevent the past 
employee from violation of the agreement. In addition, 
money damages could be awarded as well. 

A well drafted covenant not to compete, that is 
reasonable as to time and space and even specific as to 
particular customers is what is required for this type of 
agreement to be upheld.  

Offering commercial leasing solutions for 
your vehicle needs:

  Below Market Rates
  Work directly with a funding source
  Quick Credit Response
  Personalized consultants to fit your 
                  business needs

Call today to discuss what FairLease
Commercial can do for you!

  Is your cash 
                              ? 

    We can make
          it reappear!
The only trick you need is FairLease!

www.fairlease.org
click on ‘Business Leasing’

800-719-9039 or 972-664-1088

Credit Union Services, Inc.
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Vendor Development
By Milton W. Talkington

Omni Funding

The most important thing that anyone can do for his or 

her company is to provide superior service and increase 

revenue as a result.  Thus, our primary concern as an 

equipment lease broker or lessor is to provide the product 

and service needed for equipment vendors to achieve 

their objective, which is also service and revenue.  As 

brokers and lessors, if we keep this in mind, our business 

will take care of itself.

So, you might ask, “What do we do from here?”   When 

it comes to vendor development, what direction are you 

coming from?  Are you simply saying that your lease 

company is the best?  Hmmm... your company has the 

best rates in the industry.  Let’s face it, as brokers we do 

not have the lowest rates.  But, we do have competitive 

rates, and we can go head-to-head with the big boys.  So, 

if we look at things from a vendor perspective, we can 

win the business with service.  I am not taking about just 

having “good service”.  What will increase the revenue 

of your vendor?

In order for us to establish what lease product and 

service will increase a vendor’s service and revenue, 

we should have a good working knowledge of their 

industry.  This can only be achieved through research.  If 

you have selected an industry or market that you want 

to pursue, it is recommended to find out as many aspects 

of that particular industry, such as whether they are 

manufactures or dealers, have an end-user base, their 

associations, publications, etc.  It is a reality that we are 

dealing with a more educated lease environment, so you 

need to know the pulse of the industry or market. If not, 

you may be discredited on your first call attempt and 

may not ever have another chance to get in the door.  

This is a rejection experience at its prime, as many guru 

sales professionals have taught you, but in my opinion 

preempting any and all objections up front is the key to 

your success. 

Understanding your vendor type marketplace will 

enable you to talk the talk.  It will lend credibility to 

your marketing efforts, and empower you as a broker 

to be able to get over the hurdle of cold calls.  Doing 

your research prior to marketing is your first objective.  

Practice this technique for a new vendor type and 

compare your results to your “forty whoever a day” call 

list. You will be surprised with the outcome. 

Bank of the West has been serving the funding needs of the broker and lessor community
for over 34 years.  Application-only programs are offered from $10,000 to $100,000
Financial statement programs are offered from $20,000 to  $1,000,000.

We are looking to establish relationships with experienced Lessors and Brokers that have
a proven track record of funding  quality transactions. We offer:

• Municipal programs • Competitive princing
•  Progress payments •  PRO and TRAC tax lease Programs
• Specialty application only programs, for medical, municipal, and agriculture
   industries - at financial statement rates.

For more information please contact our marketing department at (888) 244-0551 or
equipmentleasing@bankofthewest.com.

201 North Civic Drive, Suite 360B
Walnut Creek, CA 94596

D y n a m i c   
F u n d i n g    

S o l u t i o n s  

ACC Capital Corporation is a diversified    
middle-market financial services company.  

                    
Funds Transactions from $10,000  to 

$10,000,000  

Broker Discount Program 
                    

Application-Only Program 

Competitive Rates 
                    

Quick Turn around Time 

 Simple Documentation Services 

     Lease Vs. Buy Analyses 
                    

28 Years Experience in Equipment Leasing 

Let ACC  find the perfect solution for your  
equipment needs. 

For Information:  
 Call (800) 409-5008 

 email info@acccapital.com 
http: www.acccapital.com 
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Continued on Page 8

Question of the Quarter

Complied from NAELB member submissions by Sonia 
v.M. Stoddard, Communications Committee Liaison, 
Director-at-Large.  The results, opinions and information 
contained herein are not intended to be and shall not 
be construed as an opinion or position statement of the 
National Association of Equipment Leasing Brokers.

For this issue of Leasing Logic, members were asked the 
following question:
 
What path did you take to break into the leasing 
business as a broker?

“I met a fine person in this field; we became associated, 
and continued for twenty-five years.  My wife blamed 
him for anything that went wrong.”  Warren Rowe, 
Commercial Equipment Finance

“I started out with a retail and wholesale finance 
company as a field collector and came up through the 
ranks doing collections, credit analysis, branch manager, 
syndication manager, putting together securitizations, 
then sales.  Once I had run the gamut, I had gained 
the confidence to get into commission sales.  This led 
to opening up my own business.  For health reasons, I 
have chosen to work as an independent contractor and 
not have to bother too much about the back end of the 
business.  I just bring deals in the door. ”  Bruce Larsen, 
Leasing Partners Capital

“I was in the mortgage business already when a partner 
of mine heard about leasing and stumbled across a 
course we could take for $10,000 to learn all about it. 
Turns out that what the $10,000 REALLY bought us was 
two huge books and a couple of cassette tapes. Being 
bored listening to “educational” tapes, I threw those in 
the garbage, took the books home and read them for 
about a week, then started calling on vendors. It was 
slow starting out, and I clung to those books thinking 
with each deal I would have to refer back to them, but 
that is NOT what happened. Most of what I know today I 
learned from funding sources! Each time I placed a deal, 
it was the funding source that I turned to with questions, 
and not the $10,000 leasing book. In fact, I haven’t seen 
that book in years. I probably threw it away with the 
cassette tapes. ”   Lisa Miller, LeaseQuarters 

“I sold business equipment for Pitney Bowes and Lanier, 
and computer solutions for McDonnell Douglas, all of 
which used leasing to sell their equipment.  A friend 
convinced me to look at an opportunity with a leasing 

company, which I took and liked and have been on 
this side of the desk for 19 years now.  It was a great 
transition path for me, since I understood all sides of 
a transaction (customer, vendor, funding source) and 
could help to achieve a win-win-win situation for all.”   
Glenn Corcoran CLP, Corcoran Leasing

“After 20 years of selling computer hardware and 
software with a high lease to purchase ratio, I attended 
a broker training program that included post-training 
support.”  Ed DeJesus, Aberdeen Financial Group

“I researched options and ended up with Wildwood 
Financial as a licensee.  Between the funding source 
entrees, the training and the hand holding I thought 
it was worthwhile.”   Lisette Johnson, Integra Leasing, 
Inc.

“Our mortgage loan brokerage concentrated on self-
employed borrowers using Stated Income Packaging.  We 
noticed that most self-employed borrowers had excellent 

Focused
on Your Success

Manifest Funding Services...leasing professionals
who focus on our customers’ success.  We are a
national funding source who work exclusively with
independent brokers and lessors. 

You can expect:
• High Service Levels
• Knowledgeable Professionals with Experience
• Accessible Action Teams Working for You
• Programs Designed to Meet Your Needs

Leasing Professionals...Focused on Your Success.

Manifest Funding Services
1.800.325.2236
manifestfunding.com
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Question of the Quarter 
(Continued from Page 7)

credit scores.  Providing excellent 
service and quick turnaround for 
their home and investment property 
loan needs resulted in our clients 
asking us to perform the same service 
for their business capital needs. We 
started by packaging SBA loans and 
submitting them to local and regional 
banks. Wary of the paperwork and 
tax returns, our clients wanted 
a one-page application to save 
time.  Leasing from a competitive 
leasing company that compared 
favorably to bank lines and fewer 
restrictions made sense to our client 
base. In 2006 we started working 
with private investors interested in 
alternative energy projects. Out of 
the blue came a pension fund that 
wanted to invest $110 million in 
leases to qualified borrowers so long 
as they could receive the Renewable 
Energy Production Tax Credit in the 
transaction. That is our challenge for 
this year! ”  
Tom Ingle, American Investor Services

“I got started by surrounding myself 
with superbrokers.  I knew how 
to get the business, but was not 
experienced enough with how to talk 
to the lenders to actually get my deals 
funded. The superbrokers paid for 
their own staff of back-end people to 
prepare documents and the financial 
packages. This is what I call putting 
the “yellow ribbon” on the deal. 
Even though you give up half of your 
commission, it is still worth it. I kept 
my overhead to a minimum because I 
could work out of my home. I did not 
have to hire people to help with the 
administrative stuff. It was great. (In 
Chicago, a good admin person could 
cost up to 50K a year. This could mean 
almost 50% of my income, not to 
mention a lot of extra expenses.) 

In a good year, if you have five 
superbrokers, who have five lending 
sources each, you can technically have 
five pipelines going at one time. It is 

great. Now, that I have been exposed 
for ten years with every scenario you 
can imagine, I feel confident to go 
to the next level. I bought my own 
office building and created four 
workstations. I imagine that 2006 
will be even better than ever. I am 
working on maximizing my profit 
with the lenders direct, so now I can 
become the superbroker. The initial 
setup cost put me back over 100K. 
But, I was able to pay cash. Keep 
your overhead LOW! If I have a tough 
year, I won’t go out of business.  I can 
just tighten up on expenses. I have 
witnessed many leasing companies try 
to grow too quick, too fast. Overhead 
is a killer. And with lenders trying to 
keep the points down with brokers, 
this makes it even more challenging 
to stay ahead of the game.”  

Cyndi Gembala, Center Funding 
Services, Inc.

BAD CREDIT  
PROFILES need CASH 

Think  
AMERISOURCE  

FUNDING.

A/R Financing converts 
your customers’ invoices 

into CASH.

You fund the lease? 
We can fund their A/R. 

You turn down the lease? 
We can fund their A/R. 

Earn Referral Fees and 
monthly annuity checks for 

your “dead” deals.   

Call Pat Kistler Today! 

(800) US MONEY 

The Bill Granieri “Top Gun” 
Memorial Award was established 
to recognize individuals that 
exemplify not only the teaching 
and consulting qualities of Bill 
and Michael Granieri, but also 
to recognize those that have 
contributed greatly to the NAELB, 
its members, and have always 
taken the time to help others.  
We of the NAELB consider this 
award to be the top award in the 
leasing industry. 

Congratulations to Donna 
Cole, the recipient of the 
Bill Granieri “Top Gun” 

Memorial Award!

Print, Web or Both?

Send us your feedback!  Do you 

prefer Leasing Logic in print 

form, as a link to the site or...?  

Send your comments to Lease@

StoddardAssociates.com
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How Does a Small Firm Attract and Hire
In a Competitive Market?

By Fred St Laurent, SFBI
Professional Recruiting

Leasing Firms are realizing an 
increased deal flow. The market is 
strong and there is equipment finance 
business everywhere. This is creating a 
need to hire quality people to process 
documents and to represent them in 
leasing sales. Everyone is hiring! How 
does a small firm compete?

Over the next three issues of Leasing 
Logic, we will explore the issues of 
hiring and retaining good employees 
in a market that is increasingly 
competitive. As an Executive 
Recruiter for over twelve years in 
the equipment leasing industry, it 
has been interesting to observe the 
following:

Most small firms are asking the 
same questions in today’s economic 
environment. 

How do we attract and hire good 
sales and operational people in a 
competitive marketplace? 
How do we find good people? 
How do we know they are what 
they say they are? 
How do they retain those people 
once they do hire them? 

To develop a successful recruiting 
strategy one must first determine 
what loyal, hardworking employees 
are seeking. The number one reason 
that people leave one company for 
another is NOT money. Most good 
people will jump through hoops to 
join a good company but will race to 
the door to leave a bad manager. So 
step one in the recruiting strategy is 
to review the management team and 
create an honest assessment of what 
is found. Be strong and make the 
changes that are needed. 

Having an attractive opportunity is 
important in recruiting leasing sales 
and operations positions. 

What is an “attractive opportunity”? 

•

•
•

•

In sales it might be that deals are 
processed quickly and there is strong 
communication between the credit 
team and sales people. It could be 
that there is an ability to handle 
“storied” credit quickly.  This can be 
extremely important to a salesperson 
who is trying to build vendor loyalty. 
A higher commission rate doesn’t 
mean that much if the back office is 
not getting the deals done. 

On the operations side it might be the 
office environment; pizza parties, golf 
or picnics quarterly; benefits (more on 
this later) or the opportunity to wear 
“many hats” (do different things and 
learn new aspects of the other jobs 
in the office)… What is it that makes 
your office fun to come to?

Whatever it is that separates your firm 
from the rest needs to be identified 
and written down. The best method 
for communicating the opportunity is 
to develop a power point about the 
firm and why someone 
would work there. If this 
sounds like marketing… 
it is. This should become 
a discipline for manage-
ment and should be re-
peated until perfected. 
Never give up! 
 
“I’ve failed over and 
over and over again in 
my life. And that is why 
I succeed.”  Michael 
Jordan, NBA basketball 
player and businessman, 
regarded by many as 
the greatest basketball 
player who ever played 
the game 

In the next two issues 
of Leasing Logic, we 
will explore ideas for 
developing strategies to 
find good people and 
how to keep them for 

the long term once you do locate and 
hire them.

Is Proud to Announce 

H. Lee Martin 

has joined the Company as 

Vice President/Syndications

Lee brings with him over 20 years of experience in the equipment
finance and leasing industry, most recently with Lakeland Bank

and BB&T Leasing. He will be responsible for originator
relationships and generating individual transactions and portfolio

purchases. Lee’s solid industry knowledge and experience,
accompanied by his strong service orientation, make him an

excellent addition to the Enterprise team.

Enterprise Funding is a direct funding source for selected assets 
and industries. We are currently adding new broker and lessor

relationships. Contact Lee Martin at 877-896-6859.

The Funding You Want . . . The Partner You Need 

www.enterprisefundinggroup.com

Renew Now for 2006!
NAELB Master Member Program

Receive a variety of special gifts, benefits 
and programs, as well as distinguished 
recognition at NAELB events.

You are not just a member of NAELB.  
You are an ACTIVE member!  That 
makes you special.  The Master 
Member program was created to 
extend special recognition, benefits 
and rewards to NAELB’s active 
members.  It is our way of encouraging 
our members to make the most of our 
organization, year after year.

To join the Master Member 
program, visit www.NAELB.org and 
click on the Master Member logo.  
Complete a short sign-up form and 
find the latest details about the 
program.
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Small businesses, such as leasing 
brokers, need effective marketing to 
keep the lights on and grow into a 
stable and profitable company.  They 
need marketing that is inexpensive 
and produces high-quality, immediate 
results that can be tracked.  Internet-
based marketing tactics deliver an 
ideal vehicle for driving business 
to your company.   “Pay-per-Click” 
campaigns or “Sponsored Searches,” 
(collectively referred to as Search 
Engine Marketing) can net big results 
from a national audience - at a fraction 
of the cost of more traditional forms 
of advertising.  
Search engine marketing is one of the 
most effective, turn-key marketing 
tactics available to equipment leasing 
brokers.  Your potential clients search 
the internet to find websites that 
have the information or products 
they are looking for.  The two largest 
search engines are Google and Yahoo/

How About the Internet for Marketing? 

By Vickie Rocco, Sunbridge Capital

Overture. It should be no surprise then 
that these sites have the most activity, 
and higher associated costs.  The links 
to their respective sponsored search 
pages are:

https://adwords.google.com

http://smallbusiness.yahoo.com/
marketing/sponsoredsearch.php

There are also many smaller or second 
tier sites that offer similar services, and 
less competition for your customers 
– at a cheaper price.  Directories of 
these second tier keyword marketing 
sites include:

PayPerClickSeachEngines.com 

SearchEngineWatch.com

Campaign development typically 
progresses along a similar path – 
regardless of which search engine(s) 
you choose to run your campaign.  The 
first thing you should do is consider 
the different advertising messages 
you have for different segments of 
your business.  This is a text ad and 
you will have very limited space to 
get your message across.  Let’s say the 
majority of your business comes from 
financing construction equipment 
leases – you may want to develop 
a specialized message for start-up 
companies.  

Since you will focus each “ad” on a 
specific target audience, you then 
need to figure out what someone 
in that target audience might type 
into a search if they wanted to find 
businesses just like yours – these 
are called “keywords.”  You can use 
obvious keywords like “construction 
equipment financing,” but know 
that the more common the phrase, 
the more it will cost you per click.  
Sometimes the best strategy is to 
use very narrow search phrases like, 
“excavator financing” or even more 
specifically, “Kobelco excavator 
financing.”  Keep in mind that your 
potential clients probably didn’t win 

any more spelling bees than you did 
– don’t forget to include common 
misspellings like “John Deer” instead 
of “John Deere.”
 
Once you have organized your ad 
message and the keywords that 
should lead to that message, you will 
need to set up the campaign in your 
search engine of choice.  You will be 
asked to set a maximum bid (the most 
you are willing to spend per click) for 
each keyword, as well as a maximum 
total daily budget for your campaign.  
Start small and modify your keywords 
and budget after you get a feel for 
what is working and what isn’t.  The 
nice thing about these campaigns is 
that you can change, start or stop 
them anytime you like.  

You will need to attach a link or 

NetBank Business Finance has served 
the broker/lessor community since 
1988. NetBank’s experience, fl exibility 
and commitment can help you build a 
solid business foundation

 Working Capital Loans

 Franchise Lending

 Attractive Rates

 Personal and Dependable Service

 Transactions from $5,000 to $1,000,000

 Custom Programs

WHAT
OTHERS
CAN’T.

SEE...
WHAT
OTHERS
CAN’T.

SEE...

Lease Portfolio Management Is In Your Future.

ECS Financial Services, Inc.,
formerly Edwin C. Sigel, Ltd., is 
the leading resource helping
equipment leasing companies
thrive. Our lease portfolio manage-
ment services are focused on
equipment lessors’ needs, and
make critical contributions to their
success. We offer more than four
decades of experience, as well as
proven success managing large
and complex portfolios, resolving
tax and accounting issues, and
facilitating leasing company 
mergers and acquisitions.

Alleviate stress, and save time
and money on your portfolio
management – call today.

Call Shari Lipski, CLP
or Nancy Geary, CPA, CLP
800-826-7070

• Certified Public Accountants

• Backup Portfolio Servicing

• Sales/Use Tax Filings

• Personal Property Tax Filings

• Federal & State Income Taxes

• Audit & Accounting

• Consulting

• Graphic Design & Web
Development

Mission-critical services to help your company succeed

3400 Dundee Road 
Northbrook, IL 60062
800-826-7070 • 847-291-1190
www.ecsfinancial.com

LEASE PORTFOLIO MANAGEMENT

Continued on Page 15
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Welcome New NAELB Members
March 2006 – April 2006

Continued on Page 12

Associate Members

Allstate Asset Management
4127 Kings Mtn. Highway
Gastonia, NC  28052
Phone:  (704) 861-8820
Fax:      (704) 861-8817
Email: brian.buchanan@
allstateassetmgmt.com
Contact:  Brian Buchanan , Operations 
Manager

Business Bridges
4050 Shoreline Drive
Minneapolis, MN  55422
Phone:  763-537-6980
Fax:      480-247-5115
Email:  bbjaj@comcast.net
Contact:  James Johnson , President

Credit.net
5711 S. 86th Circle
Omaha, NE  68127
Phone:  (402) 593-4500
Fax:      (402) 537-7702
Email:  troy.peterson@infousa.com
Contact:  Troy Peterson , Vice President

DataFax, Inc.
1640 Airport Road, Suite 115
Kennesaw, GA  30144
Phone:  (866) 834-2975
Fax:      (770) 218-4752
Email:  missy_rogers@microbilt.com
Contact:  Missy Rogers , Vice President of 
Sales

FSA Group, LLC
2504 Gaines Way Court
Louisville, KY  40245
Phone:  (502) 583-3783
Fax:      (502) 589-3602
Email:  jbroom@hqtrs.com
Contact:  Joe Broom 

International Decision Systems
80 South 8th Street, Suite 1500
Minneapolis, MN  55402
Phone:  (612) 851-3243
Fax:      (612) 851-3209
Email:  tdawson@idsgrp.com
Contact:  Tom Dawson , Product 
Marketing Manager

Monitor, Inc.
409 E. Lancaster Avenue
Wayne, PA  19087
Phone:  (610) 293-1300
Fax:      (610) 293-2186
Email:  mtoglia@monitordaily.com
Contact:  Michael Toglia , Executive Vice 
President

Quiktrak, Inc.
9700 SW Nimbus Ave.
Beavorton, OR  97008
Phone:  (503) 214-3011
Fax:      (503) 214-3949
Email:  kdunwell@quiktrak.com
Contact:  Katherine Dunwell , Director of 
Marketing, Inspection Services

Terra Vista Software, Inc.
325 Lennon Lane
Walnut Creek, CA  94598
Phone:  (925) 926-1085
Fax:      (925) 926-1335
Email:  stuart@terravistasoftware.com
Contact:  Stuart Koplowitz , VP Sales & 
Marketing

Broker Members

1st National Capital Funding
8023 Beverly Blvd.
#5-416
Los Angeles, CA  90048
Phone:  (323) 852-9895
Fax:      (323) 655-8773
Email:  andyhatami@hotmail.com
Contact:  Andy Hatami , CFO

Accord Leasing, Inc.
10 Crosskey
Irvine, CA  92620
Phone:  (949) 551-3899
Fax:      (949) 272-2391
Email:  preeti.thakore@gmail.com
Contact:  Preeti Thakore 

Affiliated Lease Funding, Inc.
2497 Briarton Drive
Lincoln, CA  95648
Phone:  (916) 408-7090
Fax:      (916) 408-7095
Email:  doug@affiliatedlease.com
Contact:  Doug Memel , Vice President

American Specialty Equipment Capital
4040 Meadowlark Lane
Youngstown, OH  44511
Phone:  (330) 565-1330
Fax:      (330) 797-9054
Email:  sales@asapautofab.com
Contact:  Clark Leonard , President

Atlantic Capital Solutions, Inc.
PO Box 1285
Middleboro, MA  02346
Phone:  (508) 718-5520
Fax:      (508) 718-5521
Email:  itamar@acsus.biz
Contact:  Itamar Chalif 

Atlantic Payment Systems
1179 Hedgewood Lane, Suite North A
PO Box 9584
Niskayuna, NY  12309
Phone:  (518) 346-2115
Fax:      (212) 658-9003
Email:  dan@atlanticpayment.com
Contact:  Daniel Alcorn , President

Atria Capital Corp.
1208 Hwy 34, Ste 15
Matawan, NJ  07747
Phone:  (732) 583-1300
Fax:      (732) 583-1800
Email:  rob@atriacap.com
Contact:  Robert Rondinella , President

Austinburg Financial Services
3387 Lampson Road
Austinburg, OH  44010
Phone:  (440) 275-0771
Fax:      (440) 275-0772
Email:  clint@afs-finance.com
Contact:  Clinton Weirich , President

Continued on Page 12

Declines Getting You Down? Declines Getting You Down? Declines Getting You Down? 

 G I V E  U S  A  T R Y !

Are some of your vendor relationships 
in the micro-ticket market  ($500 —
$15,000)?

Are you seeking an on-line credit
scoring capability that will make  
decisions in minutes? 

Could you use a micro-ticket lessor 
who utilizes risk adjusted pricing to 
buy a wider range of credits,  
including new businesses?

If yes, TimePayment Corp. the leader in  
micro-ticket lease funding, is for you. 

Contact Tom Herlihy 
Vice President of Sales & Marketing 

877.868.3800 x7002 
tom.herlihy@timepaymentcorp.com
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Welcome New Members (Continued from Page 11)

Baird Consulting LLC
230 Park Avenue, Suite 1000
New York, NY  10169
Phone:  212-551-3529
Fax:      212-808-3020
Email:  fawn@baird-consulting.net
Contact:  Fawn Baird 

Blue Water Capital Leasing, Inc.
7750 New Providence Dr. Suite 31
Falls Church, VA  22042
Phone:  888-480-8532
Fax:      703-584-7106
Email:  rodney@bluewaterleasing.com
Contact:  Rodney Collier , President

BostonAtlantic Financial
408 Barnsgate Drive
Cochranville, PA  19330-1408
Phone:  (484) 667-4118
Fax:      (484) 726-0012
Email:  anthony@bostonatlanticfinancial.com
Contact:  Anthony Scarcelle III, President

Capital Business Financing
1018 Second Street, #1
Rensselaer, NY  12144
Phone:  (518) 322-5754
Fax:      (518) 463-0487
Email:  
Contact:  Gregory Oestreich 

Capital Data Incorporated
310 East Buffalo
Milwaukee, WI  53202
Phone:  (847) 803-8800
Fax:      (414) 291-8010
Email:  jdeeter@capital-data.com
Contact:  Jim Deeter , Area Manager 
Business Development

Classic Equipment Leasing, Inc.
416 S. Park Boulevard
Streamwood, IL  60107
Phone:  (630) 837-6655
Fax:      (847) 589-8903
Email:  classicschoen@aol.com
Contact:  Nancy Schoen 

Commercial Capital Consultants, LLC
2261 Ridge Avenue
Clermont, FL  34711
Phone:  (407) 716-0465
Fax:      (352) 536-2341
Email:  rodsyn@aol.com
Contact:  Rod Synovec , President

Commercial Leasing, LLC
3185 Corporate Grove Drive
Hudsonville, MI  49426
Phone:  (616) 896-8720
Fax:      (616) 896-8721
Email:  jack@commercialleasingllc.com
Contact:  Jack Lutke 

Commerical Leasing, LLC
5100 S Cleveland Avenue, #318-345
Fort Myers, FL  33907
Phone:  (941) 875-4386
Fax:      (941) 505-1754
Email:  mtelgenhof@
commercialleasingllc.com
Contact:  Michael Telgenhof 

Concord Financial Services, Inc.
110 W. Ocean Boulevard, Suite 403
Long Beach, CA  90802
Phone:  (562) 432-8132
Fax:      (562) 432-8278
Email:  messa@aol.com
Contact:  Moe Essa, President

Constructive Capital Partners, LLC
800 E. Main Street, Suite 330
Marshall, MN  56258
Phone:  (507) 929-2915
Fax:      (507) 929-2918
Email:  sales@constructivecapitalpartners.com
Contact:  Brian Kirlin 

Contractors Equipment Funding, Inc.
302 South West 1st
Grangeville, ID  83530
Phone:  (208) 983-2338
Fax:      (866) 594-3833
Email:  cef@cef1.com
Contact:  Jeff Coiner 

Dimension Financial Services, Inc.
3000 Old Alabama Road
#119-320
Alpharetta, GA  30022
Phone:  (770) 667-6550
Fax:      (770) 667-7255
Email:  cmiller@dimensioninc.com
Contact:  Robert Miller, President

Financial Solutions Group
2007 Opportunity Drive, #5
Roseville, CA  95678
Phone:  (916) 780-7885
Fax:      (916) 780-0927
Email:  fsginfo@rcsis.com
Contact:  Gloria Wagner, President

First Choice Leasing
204 Braxtonwood Drive
Angier, NC  27501
Phone:  (919) 639-9922
Fax:      (919) 639-9722
Email:  leslie@firstchoiceleasing.net
Contact:  Leslie Morris  

First Star Capital
1371 Oakland Blvd., Ste. 300
Walnut Creek, CA  94596
Phone:  (800) 604-4817
Fax:      (925) 262-8244
Email:  brad@firststarcapital.com
Contact:  Brad Harmon , President

Flagship Credit Services, LLC /
Community Bank Equipment Finance
150 W. Lake Street, Ste. 106
Wayzata, MN  55391
Phone:  (952) 473-1959
Fax:      (952) 473-1969
Email:  kkretzschmar@communitybankx.com
Contact:  Katie Kretzschmar  

Forward Capital Group
33175 Hwy. 79 S. #A531
Temecula, CA  92592
Phone:  (951) 693-9409
Fax:      (951) 693-9409
Email:  info@forwardcapitalgroup.com
Contact:  Jimmy Chandler 

Freestate Leasing, Inc.
153 Mayo Road, Suite 207
Edgewater, MD  21037
Phone:  (410) 956-8120
Fax:      (410) 956-8130
Email:  pat.rawlings@comcast.net
Contact:  Patricia Rawlings , President

Grandview Financial, Inc.
1424 E. College Drive, Suite 200
Marshall, MN  56258
Phone:  (507) 929-1506
Fax:      (507) 929-1510
Email:  bbjella@iw.net
Contact:  Brian Bjella , President

Horizon Capital Group, LLC
47549 Saulty Drive, Suite 110
Sterling, VA  20165
Phone:  (571) 434-7196
Fax:      (571) 434-7296
Email:  dave@horizon-capital.com
Contact:  Dave Ledwell , President
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Welcome New Members (Continued from Page 12)

Jimmy Moore Leasing, Inc.
2175 Business Center Drive, Suite 5A
Memphis, TN  38134
Phone:  (901) 373-3400
Fax:      (901) 373-3788
Email:  JMoore@JimmyMooreLeasing.com
Contact:  Jimmy Moore Jr., President

Jordan Creek Capital Resources
2900 Jordan Grove
West Des Moines, IA  50265
Phone:  (515)225-4095
Fax:      (515)223-8492
Email:  ken@jordancreekcapital.com
Contact:  Ken Tharp 

Keswick Capital LLC
305 Abington Avenue
Glenside, PA  19038
Phone:  (215) 884-5104
Fax:      (215) 884-5105
Email:  jhughesjr7@comcast.net
Contact:  Joseph Hughes Jr. 

LeaseQuest Financial Corporation
24125 - 102B Avenue
Maple Ridge, BC  V3K 5T3
Phone:  (604) 696-1221
Fax:      (604) 648-9528
Email:  daveh@leasequest.ca
Contact:  David Hostetter , President

LVA Capital
4808 25th Avenue SE
Lacey, WA  98503
Phone:  (360) 459-5962
Fax:      (360) 459-5963
Email:  alanb@ivanet.com
Contact:  Alan Bentley 

Metropolis Capital Management
12 Rachael Lane
Monroe Twp, NJ  08831
Phone:  (800) 757-1089
Fax:      (732) 210-0410
Email:  info@metropolislease.com
Contact:  Yelena Levinsky 

National Equipment Leasing Corp.
4644 Mt. Brighton
PO Box 62
Brighton, MI  48116
Phone:  (810) 225-3400
Fax:      (810) 222-0806
Email:  mark.goldi@nelc.com
Contact:  Mark Goldi  

NC Capital Leasing
1805 Sardis Road North, Suite 105
Charlotte, NC  28270
Phone:  (704) 841-2001
Fax:      (704) 841-1200
Email:  sylvia@exfactory.com
Contact:  Sylvia Stock  

Northland Capital
333 33rd Ave. S.
St. Cloud, MN  56310
Phone:  320-2522122
Fax:      320-252-2111
Email:  gabe@northlandcapital.com
Contact:  Gabe Jarnot 

Ott Financial Services
316 Duane Avenue
San Gabriel, CA  91775
Phone:  (626) 627-3052
Fax:      (626) 576-5042
Email:  p_ott@sbcglobal.net
Contact:  Patrick Ott , Owner

Overflow Financial Services, Inc.
608 S. East Ave
Oak Park, IL  60304
Phone:  708-386-9480
Fax:      708-386-9479
Email:  ruth@overflowfinancial.com
Contact:  Ruth Gay , President

Parker Leasing Service
517 Tusculum Boulevard
Greeneville, TN  37745
Phone:  (423) 639-8100
Fax:      (423) 639-1900
Email:  leasing@xtn.net
Contact:  Gary Parker , Owner

Partnership Leasing
13615 S. Dixie Highway, 114-427
Miami, FL  33176
Phone:  (305) 234-5454
Fax:      (866) 201-5668
Email:  robarone@partnershipleasing.com
Contact:  Robert Arone, President

Patriot Leasing Solutions, LLC
4140 Linden Avenue, Suite 103
Dayton, OH  45432
Phone:  (937) 781-9802
Fax:      (937) 781-9804
Email:  brupert@patriotleasingsolutions.com
Contact:  Brenda Rupert , Sales 
Consultant

Pine Tree Financial Group
516 Route 12 A
Surry, NH  03431
Phone:  (603) 352-2124
Fax:      (603) 619-2444
Email:  sharon@pinetreefinancial.com
Contact:  Sharon Sweeney , President

Redbaron Leasing, LLC
P. O. Box 546
Keene, TX  76059
Phone:  817-528-1000
Fax:      817-641-9500
Email:  chris@redbaronleasing.com
Contact:  Christopher Tharp 

Robert Cornish
5242 McLean Crescent
Ottawa, ON  K4M 1G1
Phone:  (613) 858-5000
Fax:      (613) 692-7873
Email:  rob-cornish@sympatico.ca
Contact:  Robert Cornish 

Smart Choice Financial
9601 Ashton Road
Suite N-10
Philadelphia, PA  19114
Phone:  (866) 762-7855
Fax:      (215) 895-9516
Email:  rene@smartchoicefinancial.net
Contact:  Rene Joseph , President

Smart Finance Options, Inc.
201 W. Stassney Lane, #104-B
Austin, TX  78745-3144
Phone:  (512) 293-4979
Fax:      (760) 283-0337
Email:  tfms@ureach.com
Contact:  Charles Freeland CSC

The 3 Things
You Need to Know

to Easily and Affordably
Automate Your Lease
Originations!

Customizable On-line
Payment Calculator,

Quote Letter, Credit Application,
Credit Release Authorization Form &

Application Status Check.
Data imports directly into Advantage.

The upgrade to the System 1 program:
Contact Management, Deal Tracking,

Paperless File Cabinet,
Document Processing and
Secure PDF E-mail Delivery.

866.352.8665 www.pbs4u.com
info@pbs4u.com

Continued on Page 14
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Solid Financial Options
13170-B Central Avenue SE, #140
Albuquerque, NM  87123
Phone:  (505) 216-7955
Fax:      (505) 216-7967
Email:  jay@solidfinancialoptions.com
Contact:  Jay Koller, President

Southern California Leasing, Inc.
250 El Camino Real
Tustin, CA  92780
Phone:  (714) 573-9804
Fax:      (714) 573-9806
Email:  ctran@socalleasing.com
Contact:  Christina Tran, Administrator

Southern Lending Solutions
1906 McJenkins Drive NE
Atlanta, GA  30345
Phone:  (404) 822-7887
Fax:      (404) 529-4625
Email:  stu@southernlendingsolutions.com
Contact:  Stu Lustman, Financial Lending 
Advisor

Strategic Financial Network
304 Vista Del Mar, Suite B
Redondo Beach, CA  90277
Phone:  (310) 697-3018
Fax:      (310) 697-3028
Email:  info@sfn-inc.com
Contact:  Frank Kostrencich, President

Summit Leasing Services, LLC
8595 Columbus Pike, Suite 150
Lewis Center, OH  43035
Phone:  (740) 362-9479
Fax:      (740) 363-5414
Email:  mike@summitlease.com
Contact:  Michael McBride  

The Business Funding Group
1432 W. Huron ST 2F
Chicago, IL  60622
Phone:  (773) 562-2672
Fax:      (866) 801-5896
Email:  roczamora@gmail.com
Contact:  Rocio Zamora , Owner/Broker

Trust Business Credit
7720 O’Connor Drive, Suite 3114 
Round Rock, TX  78681
Phone:  (866) 237-1450
Fax:      (512) 716-1251
Email:  tom@trustbusinesscredit.com
Contact:  Tom Lang 

United Financial Corporation
1308 8th Street, Suite 5
West Des Moines, IA  50265
Phone:  (515) 698-9604
Fax:      (515) 698-9699
Email:  mhopson@unitedfincorp.com
Contact:  Michael Hopson, President

Universal Funding Services
9250 Deer Spring Lane
Charlotte, NC  28210
Phone:  (800) 846-1279
Fax:      (800) 846-1279
Email:  ksixbury@universalfundingservices.com
Contact:  Korey Sixbury , President

Xpo Auto
12812 Valley View Street, #4
Garden Grove, CA  92845
Phone:  (310) 330-0086
Fax:      (714) 677-1816
Email:  jamesychung@gmail.com
Contact:  James Chung 

Zomer Commerical Credit, Inc.
1400 W. 12th Street
Sioux Falls, SD  57104
Phone:  (605) 275-5576
Fax:      (605) 275-5578
Email:  zcci@hotmail.com
Contact:  Myra Zomer 

Funding Source Members

Altec Capital Services, LLC
31 Inverness Center Parkway
Suite 360A
Birmingham, AL  35242
Phone:  205-991-7733
Fax:      205-408-8113
Email:  trip.griswold@altec.com
Contact:  Trip Griswold , Sales Manager

Anchor Capital Services, Inc.
15 West Main Street
P.O. Box 948
Clinton, CT  06413
Phone:  (860) 669-5944
Fax:      (860) 669-5966
Email:  bill@acsleasing.com
Contact:  Bill Leckey 

Bibby Financial Services, Inc.
1901 S. Congress Avenue, #110
Boynton Beach, FL  33426
Phone:  (877) 88-BIBBY
Fax:      (561) 369-0596
Email:  jshankman@bibbyusa.com
Contact:  Jodi Shankman 

Welcome New Members (Continued from Page 13)

Pioneer
Capital
Corporation

www.PioneerFunding.com
Nationwide (800) 521-1308

A Subsidiary of IFC Credit Corporation

• Application-only to $90,000.
• “A”, “B”, and “C” credit programs.
• No banks or trades to $50,000.
• Same day approvals and funding.
• Extremely competitive rates.
• Express Commercial Program.
• Discounting Program available.
• Online approvals and docs.
• Portfolio purchases.

Searching For A
One-Stop Funding Solution?

Find out why over 500 brokers use
Pioneer Capital Corporation!

Pioneer Provides
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landing page to each ad.  This is the 
page that the user lands on when 
they click through.  Make sure you 
send them to a landing page that is 
relevant to what they are searching 
for.  If the ad targets start-up 
companies, and you have a page on 
your website that talks about how 
you help start-ups get financing, then 
link them directly to that page - not 
your home page.  One major rule of 
internet marketing is to get them to 
the page they have searched for in as 
few clicks as possible.   Most internet 
searchers will not dig more than a 
couple of pages deep to find what 
they are looking for.  You may even 
want to send them directly to your 
on-line application for financing.

Many search engines have a service 
that you can use which allows them 
to help you track your “conversion 
rate.”  A conversion can be a sale, or 
could simply be a form that is filled 
out and emailed to you requesting 
further information.  Conversion 
statistics are a great way to help you 
figure out which search engines, ad 
campaigns or keywords are netting 
you real results – and not just 
“looks.”

The key to any successful online 
marketing strategy is to diversify, 
track the results over a period of 
time, and slowly move more of 

your budget into those areas which 
are consistently delivering a higher 
number of qualified leads.  This 
will net you maximum results at a 
minimum cost, driving revenue right 
where you need it – the bottom line.

Print, Web or Both?

Send us your feedback!  Do 

you prefer Leasing Logic in 

print form, as a link to the site 

or...?  Send your comments to 

Lease@StoddardAssociates.com

How About the Internet for Marketing 
(Continued from Page 10)

Brandywine Capital Associates, Inc.
113 E. Evans Street
West Chester, PA  19380
Phone:  610-344-2910
Fax:      610-344-0955
Email:  kkramer@brandywinecap.com
Contact:  Ken Kramer, Sr. Vice President

Greystone Equipment Finance 
Corporation
125 Summer Street, 18th Floor
Boston, MA  02110
Phone:  (617) 654-2730
Fax:      (617) 654-3731
Email:  dsynborski@greystoneefc.com
Contact:  Donald Synborski, President

People’s Capital and Leasing Corp.
255 Bank Street
Waterbury, CT  06702
Phone:  (203) 754-9000
Fax:      (203) 757-5122
Email:  john.vangor@peoples.com
Contact:  J. Scott Walstrom-Vangor , VP, 
Capital Markets

Pinnacle Business Finance, Inc
789 S. Federal Hwy, Suite 207
Stuart, FL  34994
Phone:  (800) 880-5421
Fax:      (866) 736-8422
Email:  CBrazier@Pinnaclecap.com
Contact:  Charles Brazier CLP, Sr. Vice 
President

Summit Financial Resources
2455 East Parleys Way, Suite 200
Salt Lake City, UT  84109
Phone:  (801) 474-9044
Fax:      (801) 474-1222
Email:  treynolds@summitfr.com
Contact:  Tracie Reynolds 

Summit Leasing, Inc.
PO Box 7
Yakima, WA  98907
Phone:  (509) 575-4425
Fax:      (509) 453-3798
Email:  info@summitleasing.com
Contact:  Mark Schaake

Welcome New Members 
(Continued from Page 14)

Municipal and non-profit financing is Baystone’s area of  expertise. Don’t 
lose a deal, and potentially a valued vendor relationship to competition be-
cause you aren’t familiar with this type of  lending. Contact your municipal 
specialist to discuss how unbelievably simple closing a muni or non-proft deal 
can be! Baystone guarantees competitive buy rates, simple, easy-to-under-
stand documentation, immediate funding and payment to vendors, which all 
equals one thing...

...a very happy customer!

Linda J. Tiers, Vice President
Email: ltiers@baystone.net; Tel: 800.752.3562

1680 Charles Place, Manhattan, KS 66502

ATTENTION BROKERS


