Pictures from the Past---1991---WAEL Past Presidents

http://two.leasingnews.org/imanges_uael_wael/WEAL_past_presidents.jpg

“Pictured here is some of the Western Association of Equipment Leasing

Past President who were honored during special recognition ceremonies in commemoration of WAEL’s Fifteenth Anniversary---the Crystal Celebration.

Conference Chairman Peter Eaton, CLP, First National Leasing Corporation(center) joins Past Presidents (l to r) Jim Possehl, CLP, President Republic Financial Corporation(1989), President Steve Dunham, Leasing Associates (WAEL’s first President—1974); Bob Jacobson, III, CLP, Consultant (1984 president); Eaton (1994 president); Ted Parker, CLP, LSA West Capital Corporation (1986 President): and Steve Head, Interbank Leasing Corporation (1977 President).”

-------------------------------------------------------------------------------------------------

Microfinancial Files 15 Day Filing Extension

Microfiancial/Leasecomm, who specialized in micro leases from $500 to

$10,000 for its 10K Filing.

The stock chart says it all:

http://www.corporate-ir.net/ireye/ir_site.zhtml?ticker=MFI&script=300&layout=7
Recent stories include:

http://www.leasingnews.org/Conscious-Top%20Stories/micro_leasecomm.htm

-------------------------------------------------------------------------------------------------

Leasing Association Membership Dramatically Down --

  by Christopher Menkin

The Equipment Leasing Association membership today is 722, compared

to year-end 2002 of  862; United Association of Equipment Leasing

now at 222, from 368 at year-end 2002.

The National Association of Equipment Leasing Brokers state they

will have numbers the end of April. 

The Eastern Association of Equipment Lessors is getting ready for

their Spring Conference in Washington, DC., and the Association

of Government Leasing and Finance was not available.  Leaseurope

will be issuing new membership numbers soon.

“At this time, ELA has 722 paid members in our database.” 

Amy Miller Holmes

Vice President, Communications

Equipment Leasing Association

4301 N. Fairfax Drive, Suite 550

Arlington, VA 22203

703.516.8367; Fax: 703.527.2649

aholmes@elamail.com; http://www.elaonline.com/

Visit http://www.leaseassistant.org to find a leasing partner today

United Association of Equipment Leasing:

“As of March 31, 2003 we have 222 members and approximately 100 carry over

memberships, but we will have a final to date number well prior to our

Spring Educational Conference.  It is still to be determined whether we

print a hard copy membership directory or do as ELA does and provide

printing of our membership directory online.”

(The total then is 222 members, 100 are basically new members carried

over from when they joined last year.)

Jessica Roell

UAEL

78120 Calle Estado, Suite #201

La Quinta, CA 92253

(760) 564-2227 x21

(760) 564-2206 fax

jessica@uael.org

www.uael.org
National Association of Equipment Broker President Bob Bell:

“Thank you for your inquiry as to our membership.  A membership count at the

present time would not fairly and accurately reflect our membership.  Let me

explain.  Firstly, we just completed our annual conference and there were

quite a few first time non member attendees who indicated a strong interest

in joining.  Those membership packets went out on Friday.  Secondly, we have

gone to a calendar year membership.  We had planned to suspend membership

privileges for non renewals in February, but we didn't cut them off until

just last week.  I think that may get the attention of some who have just

put sending in their dues on the back burner.  Thirdly, in the next week or

so we will be sending out a new "member benefits" promotion highlighting

many of our benefits such as $7.95 pre paid overnight, $2.00 credit reports,

.04 long distance, Business Credit USA reports for a buck, free access to

legal advice, and online documentation are but a few.  The savings in

prepaid overnight and credit reports alone will more than cover the $295.00

annual dues.

“The membership committee tells me we will  have an accurate count by the end

of April and I will shoot it over to you.

“Kit, thanks again for your support of the NAELB.”

Bob Bell, CLP

bob@independentleasing.com

President – NAELB

At this time, most leasing associations will write off non-renewals from their roster, but may continue to on “possible renewals.”  They may be given

to directors for a “special call” or if their objection is known why they are

not renewing, other efforts may be utilized.

In the meantime, new members are sought to make up the “deficit.”   Several years ago a retention record of 70% to 75% was “acceptable.”  The current

UAEL retention rate (by their own figures) is 30%.  If you do not include

the 100 from last year,  the loss is still high at 40%, which includes new members who signed up in 2003.

After losing executive director Ray Williams, ph.d.,cae, this association has been downsizing its operation,  from conference manager Joannie Dalton, to last

year moving its office from Oakland, California to La Quinta, California, where

the CEO Joe Woodley lives nearby. Then president Bob Fisher declared it

was a “cost effective” move.   Services, regional meetings, and even

the conferences are not what they used to be.  For instance, the May 1-4 Spring Conference  in Rancho Mirage, Southern California, as of Monday had 84 attendees signed up including 11 spouses, according to Jessica Roell.

.

The date for the holding the hotel room was up yesterday,  April 1, and the early bird rate  will expire April 10th.  It should be noted that many sign up late, but it looks like the UAEL Conference will not reach the NAELB Conference of 209

held two weekends ago in Chicago. Exhibitors may be disappointed.

The conference numbers are significant as donations, sponsorship, exhibitors, and registration fees make up a good portion of an associations gross income ( and net profit.) There is no secret that UAEL is hurting in this economy, and the person who may feel it the most will be next year’s president attorney Jim Costen of

Chicago, Illinois (he is vice-president and usually succeeds to the

presidency) along with the 2004 board of directors.

The ELA over 16% drop in membership may be attributed to raising the minimum

dues to $2,200.  After a “cost analysis” by a select committee, the ELA board took their recommendation and decided it was not cost effective to price their membership as low as they have had in the past.  They redefined their

role, adjusting their mission to serve their members and the leasing

industry.

The Capital Hill visit is still very popular, and there seem to be more ELA activities and events than last year.  The up-coming April  9-10 Funding

Exhibition is approaching 500 paid registrations and the 42 funding exhibitors

were sold old a long time ago, according to Sally Maloney, vice-president of

Meetings and Conventions for ELA.

ELA is still first for its membership and does not promote non-members attending,

in fact, limits such an attendee to one conference/meeting per year.

Two years ago several of the leasing associations meet at the EAEL-UAEL joint

conference in Las Vegas to promote future “joint” conferences, sharing of funds,

and policies of “non-member” attendance ( for instance, UAEL Spring Conference

$695 Before April 10—early bird, then $796 and non-member: $1,195/$1,395 after April 10.)

A dichotomy exists between direction of ELA and that  of the National Association of Equipment Leasing Brokers, who are most likely continuing to expand, with broker membership at $295. They also have lower conference costs. Those that attended the last one were very satisfied. It is easy to see that former active UAEL members are now very active in NAELB, serving on the conference committees, workshops, and ELA is becoming more active, efficient, productive, with fewer members with their higher minimum membership cost.

There is talk that many members of UAEL would like to go back to its original

format ( Western Association of Equipment Lessors.)    Talk concerning a merger

of UAEL and EAEL has been going on for years, except the goal and  mission

of EAEL  that fact it has been  a regional association with 67% in the Northeast (NY, NJ,  MA, CT), an additional 5% in PA and MD, and the remainder in 25 states and  Puerto Rico. One important distinction in EAEL membership recruitment is that they openly do not solicit Brokers/ Lessors west of the Mississippi River. They also have a different membership cost.  It also

appears EAEL is comfortable with its numbers, whereas UAEL had

aspirations to become a national leasing association to equal or surpass ELA.

http://www.leasingnews.org/DuesComparison.htm
NAELB is really no competition for ELA, where their main thrust is the equipment leasing broker, where funders may join, but not vote in elections or other issues. The broker dues are $295 which include their “listserve” where

members communicate with each other on who is taking what type of

lease and who to stay away from.  If you were a leasing broker, this would be a “must join organization,” whether you are new to the business or been around a long time.  A different personality than the other leasing associations with very high espirit des corps.

As important, what Leasing News has written about many times is that

many belong to two associations, or three, and there are perhaps fifty or

more who belong to all four of the main associations ( such as Lease Plus

or Edwin C. Segal,Ltd.)  

It appears ELA has found itself ( again,) NAELB is headed in the right

direction, and EAEL is comfortable with itself, but where is the direction

of UAEL who at one time had many active regional chairman and committees,

in constant touch with all the members.

There then is a hard core. At this writing, it appears UAEL will survive even with 200 members.  What 2004 will bring is a good as guess as anyone’s. The economy and cutting back on all expenses surely is a major factor to less members..  The first six month figures of all the associations will give a better look at the

obvious trend. 

Leasing News welcomes all comments regarding the value and direction

of equipment leasing associations, which we actively support with announcements

and other promotions---no other electronic newspaper does this except for

the associations themselves.

------------------------------------------------------------------------------------------  

Why I won’t Join a Leasing Association---

Then there is the group, I call the “do nothings.”  Here is a comment from

one in response to one of our “get involved—just don’t sit there” diatribes.

This person runs a leasing company and is a lessor/discounter.  You would

know his name if I printed it:

>Are we that self-centered and lazy that we don't give a d****?

Kit, This email is  in response to your question and about you being appalled by the limited enrollment in the secondary leasing associations. Here are ten reasons why I am not:

1. If you have experience with the EAEL, you will be familiar with the

clique that controlled it for many years.  It was run for the benefit of a

few and had directors that were chosen to lead the organization because

everyone else was just too busy.

2. Most of these association "meetings" are just disguised "vacations"

focused around golf or beaches or dining.  I prefer to arrange my own

vacations with my family.

3. The NAELB seemed like a nice organization where you attend the meetings

and listen to members complaining that funding source "A" holds up funding's

"just because the A/R check was from a different checking account then the

one used for the approval".  They find this shocking and too "picky" of the

funding source.  I didn't find participation beneficial.

4. . I have also been privy to association members talking about how to "get

around" funding source guidelines to get approvals at association meetings.

The lack of funding sources today reflects that attitude to a large degree.

Some people just don't want to be associated with people like these.

5. I have found the old WAEL was mostly a good group of people but as I am

on the East coast that Org wasn't feasible to continue with.

6. I find participating in President Circles, round tables etc... put on by

the funding sources enough contact with others in this trade with which to

share ideas.  I also have others in the leasing industry I can contact

directly and discuss issues that would effect our businesses.  Perhaps

others do as well.

7. I find the funding sources provide guidelines relating to their

interpretation of the laws and their chosen business model and you must

operate within those guidelines.  That is the first level of education in

this industry.  The key is to know the difference between the different

sources guidelines/business model and solicit business that "fits" these

specific guidelines.  The management of the leasing concern should be the

leader this way.

8. Many of us have children that participate in theatre, sports,

educational, religious etc... organizations.  Many of us have chosen to

coach, manage, fundraise etc... for these organizations and support the

needs of children and the community.

9. Some of us participate in town committees or business or non-profit

organizations within our local community, as you did with the Chamber.

10.. There is only so much time in the day.  You commit a great deal of your

time to this newsletter, which is wonderful that you are able to do what you

get enjoyment from, but perhaps you don't volunteer at your local elementary

school teaching children how to read or use a computer or coaching a Little

League baseball team or as a Scout leader or school committee member etc...

as some others have chosen to do.

To find it "appalling" that some choose to spend their time in pursuit of

what they feel is beneficial to society or their family instead of what you

feel is important for them to do is short sighted, IMO.  (An opinion you are

entitled to of course.)

I am responding to you, in depth, as you questioned whether people are lazy

or self-centered by not participating in leasing organizations or perhaps in

not responding to your comments.  Please realize that some people, myself

included, would not want to potentially offend you by voicing a different

opinion then yours on a subject you seem to have a strong opinion on.

I would also not want to demean, in anyway, your efforts in the publication

of your newsletter which I appreciate receiving.

My experience with leasing associations has been less then satisfactory.

This is why I do not participate in them any longer.  It is not that I am

lazy or self-centered, nor I expect, are the many others who choose to avoid

them for their own reasons.

I hope this private communication provides some insight to a different

opinion and helps you understand a different position.

(name with held)

--------------------------------------------------------------------------------------------------

Operation Just Cause Yellow Ribbon Campaign

http://www.ojc.org/yribbon.htm

All it takes is to wear a yellow ribbon or display it on your flag poll or front door.

--------------------------------------------------------------------------------------------

Lease Plus---Accounting Software

(This is part of the section we are building on leasing accounting software)

“Thank you for mentioning our name to *******. I personally appreciate

your recommendation of our software.  

“We don't normally say to much to the press, sort of keep our nose to the

grind stone and keep working hard for our  clients, our new business, and

try to stay active within the industry associations and  networking

opportunities.  I actually feel the marketplace is coming back somewhat as

we are pretty busy right now. You've got to work really hard, and deals are

taking longer to do, but I don't think things are all that doom and gloom

out there. The best advise I can give is keep at it everyday and good things

will happen. Basically have to get out there and stay active, and really do

a great job of servicing your client base and people will recommend you. You

earn your reputation by your actions not by just printing it or saying it.

“As far as the times are concerned. These are extraordinary times, but the

best way to get through them is to believe in your country and yourself.

Sure its tough right now, but we all can get through this if we go out every

day and work hard toward reaching our goals. Our service men and women are

doing it everyday for us, that's for sure.  

“The Equipment Leasing business will be back again someday soon, and stronger

than ever. Sure some are no longer going to be with us, but then some

deserved to be gone anyway. The marketplace has a way of cleansing itself,

and we have seen that in the last few years. In the mean time its up to each

one of us to make our way through this. I'm actually looking forward to the

future.

“The best to you and your business. Appreciate all you do for the industry.”

Best regards,

Randy Haug

Sr. Vice President

LeaseTeam, Inc.

(800)531-5086 x 1014

www.leaseteam.com

Put the Power of LeasePlusTM to Work for Your Small Business 

and Gain the Competitive Edge of a

Secure, High-Performance, Reliable Leasing System 

Developed by Leasing Experts
Survival of the fittest is not about being the biggest; it’s about being 

smart, swift and agile to adapt to a myriad of changes.
Smart  

Reliable.  LeasePlusTM is a proven, reliable system used by more than 300 leasing companies throughout North America for asset management, lease accounting, portfolio servicing and report generation for internal decision-making and funding sources.  

Cost-effective.  Application Hosting (ASP) of LeasePlus means that there’s no upfront investments of hardware or IT personnel - because we take care of your leasing technology infrastructure: from beginning to end so that your organization can focus time, energy, and resources on your core competencies—what sets your business apart from your competition.  Ideal for small to medium-sized businesses aiming to reduce operations costs, LeasePlus ASP subscriptions are available for one low monthly fee.  Now you can take advantage of Lease Booking, Lease Rewrite, Lease Renewal, Lease Templates, Lease Terminations, Lease Payoffs, Equipment Sales, Asset Management, Lease Earnings and more.
Secure.  All LeaseTeam hosted applications are managed in a timely, professional manner from a 24-hour professional data center - so you won’t compromise on bandwidth, redundancy or security.  Why take unnecessary risks with your mission critical applications when you opt for confidence in a trusted provider of data confidentiality, internal controls, physical security, and service and data availability.   

Swift

How do you manage data throughout your organization?

Are you able to provide your funding sources and internal decision-makers with real-time reporting and accurate decision-making tools?

What is your cost of operating inefficiently?
In the past, small leasing companies and brokers weren’t required to possess cutting edge technology because their competition didn’t mandate it.  That has all changed thanks to companies like LeaseTeam who have “leveled the playing field” for the small to mid-ticket lessor and broker.  With LeaseTeam’s aggressive, competitive pricing – there's never been a better time to consider LeaseTeam hosting services with the fully integrated LeasePlusTM and Lease Sales ManagerTM products. 

Agile and SCALABLE to Your Business 
Extreme Flexibility.  LeasePlus offers unparalleled integrated flexibility when handling your lease portfolio or full asset management.  Whether you’re managing a small portfolio or a line of credit, LeasePlus automates and simplifies your billing, collection, servicing, amortization, and discounting.  It provides full sales and use tax compliance, an automated buy-out calculator and records general ledger entries resulting from your leases.  With application hosting, you only purchase what you need.  You benefit from all of the necessary functionality to suit your needs as a small to mid-sized lessor or broker without being locked into a system you may outgrow in a year or two.  As you grow, so can your LeasePlus access and functionality.  If you want to be able to be able to capitalize on new opportunities as they arise – remain agile by partnering with a technology solutions provider that thrives on change and possesses the ability to leverage that change to your advantage.       

Benefits of the LeasePlus and Lease Sales Manager ASP:

· Gain access to full LeasePlus and Lease Sales Manager functionality that scales with business growth—especially for small and mid-ticket lessors and brokers. 

· Gain advantages with funding sources with enhanced reporting and decision-making tools.

· Level the “leasing playing field” with “equal to or better” technology and functionality. 

· No need for information technology staff augmentation. 

· Ensure data security and integrity through an external service provider. 

· Gain industry visibility for investing in a secure, high-performance, reliable leasing system. 

· Start with LeasePlus and add on Lease Sales Manager later, which is seamlessly integrated, and allows you to compete in front-end, sales-focused eCommerce. 


LeasePlus and Lease Sales Manager are both available, separately or as part of the end-to end “Suite of Success” for one low monthly subscription fee.  

If you’d prefer a LeasePlus in-house system over ASP hosted services, LeaseTeam is offering small to mid-tikcet lessors and brokers “byte-sized” pricing that allows you to license a system that suits your unique needs – without “byting” off more than you can chew. 

There's never been a better time to consider LeasePlus and Lease Sales Manager products by LeaseTeam, Inc.  For the past 14 years, LeaseTeam has been satisfying small to mid ticket lessors and brokers with integrated software solutions, outstanding support, and a full range of on-going consulting, training, and account management services.  

Now is your opportunity to benefit from LeaseTeam’s expertise with a leasing solution that suits your business. 

Call a LeaseTeam Business Development Manager today at 800-531-5086 and learn how state-of-the-art “weapons of the trade” can make a critical difference to your bottom line.  In an economy of Survival of the Fittest, your company’s survival may be depending upon it.

LeaseTeam, Inc. is a proud member of the ELA, EAEL, UAEL and NAELB. 

www.leaseteam.com
-----------------------------------------------------------------------------------------------  

**** anouncement ************************************************************

               Reminder *

                             Only 28 Days Until UAEL's Spring Educational Conference

    Times are tough - Learn how you can truly work to be partners, avoid fraud, and still do business.  Mutual protection   Techniques with UAEL's Legal University - Thomas Mulally, Esq. and Andy Alper, Esq.

                                                    Jessica Roell

                                                      UAEL

                                                  jessica@uael.org
**** anouncement *************************************************

--ADVERTISEMENT--
 
 
 
 
Business Tip of the Month
http://www.planningtips.com/Planning_Tips.asp?Co_ID=16822&Tip_ID=6802
 
Financial Tip of the Month
http://www.planningtips.com/Planning_Tips.asp?Co_ID=16822&Tip_ID=6803 
 
Tax Tip of the Week 
http://www.planningtips.com/Planning_Tips.asp?Co_ID=16822&Tip_ID=6801
Newsletter
http://www.npi-opus.com/web/newsletter.cfm?ord=91885
 
 
Edwin C. Siegel, Ltd
3400 Dundee Road, Suite 180
Northbrook, Il 60062
www.lease-management.com
Are you drowning in the hassles of your lease portfolio?
Call Nancy Geary, CPA, CLP, Jay Dahl, CPA, CLP
or Shari Lipski, CLP at 1-800-826-7070, visit our website
at www.lease-management.com
or come visit us at:
NAELB—March 20-23rd-Oak Brook, Illinois
EAEL---April 3rd-6th-Washington,DC
ELA---April 9th-10th, Chicago, Illinois
UAEL---May 1st—4th, Rancho Mirage, CA
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your head above water in a| wit the technical expertise? Want to avoid
the pitfalls of complicated tax forms? Rather
sea of paperwork?

) not hire someone to handie it in-house? Or
incur the expense of software and technology?

Edwin C. Sigel, Ltd. has a team of experts and customized
software specializing in lease portfolio accounting and
management, and all aspects of sales, property, and
income tax preparation. Besides that, we're reasonably-priced.
And well be happy to work with your existing CPA firm.

Gl us todey at 1-800-626:7070 or visit our website, [ 7
Wi lease.management.com, and see fo yoursal
how we can keep your porfolio management afoat! A

CALL NANCY GEARY, CPA, GLP, JAY DAHL, CPA, CLP.
‘OR SHARI LIPSKI, GLP AT 1-800-826-7070.
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http://www.lease-management.com/
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