
CLFP
Circular

CLFP FOUNDATION | 2021 V.3

IN THIS ISSUE

2021 CLFP BOARD OF DIRECTORS

  2 | A Message from the CLFP Board President
  3 | Spotlight on Cassie Blodgett, CLFP
  4 | “The Value of Portfolio Purchases and Sales’” 
       by Connor McKeeve, CLFP
  6 | New CLFPs and Associates
  9 | Why I Became a CLFP
10 | Additional Resources
11 | Thank You to Our Partners

Nathan Gibbons, CLFP - President 
Innovation Finance 
Jenny Wood, CLFP – Vice President
Orion First Financial 
Lia Wax, CLFP – Secretary

Todd Buzard, CPA, CLFP - Treasurer 
First American Equipment Finance 
Kevin Prykull, CLFP – Immediate Past 
President 
Retired 

Craig Colling, CLFP – Director
Ascentium Capital
Theresa Kabot, CLFP – Director 
Kabot Commercial Leasing
Larry LaChance, CLFP – Director
Bankers Capital
Joe Leonard, CLFP – Director 
Oakmont Capital Holdings
Mike McDonald, CLFP – Director 
Stryker
Daniel Nelson, CLFP – Director 
Tamarack Technology 

Kathy Nordendahl, CLFP – Director 
Dedicated Funding 
Candace Reinhart, CLFP – Director
CoreTech Leasing
Deborah Reuben, CLFP – Director
TomorrowZone
Jason Seitz, CLFP – Director 
BMO Harris Equipment Finance 

STAFF
Reid Raykovich, CLFP - Executive Director
Sandy Vigilia - Executive Administrator

Thank you to our supporting Associations.

www.aacfb.org
www.elfaonline.org
www.nefassociation.org


A MESSAGE FROM THE CLFP PRESIDENT
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Nate Gibbons, CLFP - President of the CLFP 
Foundation Board of Directors

Years ago, someone asked me why I felt it was necessary to become a CLFP. Based on his tone and the subtle smirk he 
unsuccessfully hid, I deduced that I was being judged. His following remarks confirmed it when he proceeded to question 
the value of the designation for someone who had been in the industry for several years. 

To spend weeks reading a textbook, followed by an 8-hour exam, to essentially be told I wasted my time, seemed 
extremely inconsiderate. I resisted the temptation to become defensive, and instead told him how I spent the first few 
years of my career painfully aware of how inferior I was compared to my coworkers in terms of business acumen. I 
explained how important it was for me to be a resource to my colleagues and customers - not just an employee. I then 
described the moment of clarity I had when I realized how much more fulfilled I felt when I was able to help others (vs. 
only helping myself), and how the certification would make me more qualified to do so.

What I didn’t know then was that I would also be joining what is now a global community of ambitious, diverse, 
exceptionally talented financial professionals. I didn’t know that in a time of tension and polarity in our nation, hundreds 
of industry professionals of different ages, races and political affiliations would convene (albeit virtually) to celebrate the 
movement to improve our industry. I certainly didn’t know that I would someday have the honor of serving as President of 
this Foundation.

The CLFP designation represents technical competence and commitment to the industry. The CLFP community 
represents much more. Regardless of your reason for getting the letters, let me assure you that it was not a waste of 
time. You are better for it, and so is the industry! 



At which store would you like to max-out your credit card?
Home Goods

What was your favorite TV show when growing up?
The Simpsons

What was your favorite toy as a kid?
Batman figurines

What, or who, are you a “closet” fan of?
Soapy teenage dramas on Netflix

What was the best concert you ever went to?
The Head And The Heart

What are you passionate about?
Star Wars

What are you currently watching on Netflix?
A German sci-fi thriller called Dark

If you could visit anywhere in the world you’ve never been, where would you go?
Ireland

If you were a crayon, what color would you be?
Black

Who is your least favorite superhero?
The Flash

SPOTLIGHT

Want to be featured? 
Email Reid and you could be 

our next spotlight: 
reid@clfpfoundation.org My husband, Brendan, and I meeting our 

newest nephew

My sister, Jessica, and I

Glamour shots of our 3 cats (Gizmo, Miguel 
and Mogwai)

Cassie Blodgett, CLFP
As the Business Analytics Lead for 
Stryker’s financial services business, 
Cassie Blodgett supports Flex Financial 
by working as a liaison between 
business and IT partners to help improve 
processes, systems, and business 
intelligence initiatives. 

Cassie was also the $1,000 winner 
during CLFP day! Congratulations!
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THE VALUE OF PORTFOLIO
PURCHASES AND SALES 

Connor McKeeve, CLFP
Connor is a Senior Credit Analyst 
for Wintrust Specialty Finance 
(WSF), a subsidiary of Wintrust 
Financial Corporation, along with 
serving on the CLFP Engagement 
Committee and CLFP Marketing 
Committee. Connor has 4 years 
of leasing experience, primarily 
in credit and syndications. In his 
role with WSF he serves as an 
underwriter for both small and 
middle ticket transactions, as 
well as assisting with portfolio 
acquisitions. He attended 
Chapman University where he 
played basketball, and graduated 
with a Degree in Finance and 
Data Analytics. Connor lives in 
Orange County, CA and enjoys 
spending time with family, friends, 
and cheering on the Los Angeles 
Lakers in his free time.

Need origination volume? Have too much exposure on the books? Want 
to monetize your contracts without waiting until maturity? In this edition of 
the CLFP Quarterly Circular we are going to cover the basics of portfolio 
purchases and portfolio sales along with the advantages they provide for an 
organization. 

FIRST, LET’S DEFINE A PORTFOLIO
By definition, a “portfolio” is a range of investments held by any one person, 
group, or organization. For a respective Lender with focus on equipment 
financings, the Lender’s portfolio would be all of the active lease and loan 
contracts on the organization’s books. Lenders consider the booking of a lease 
or loan as an investment; the return (profit) is the interest earned on the lease 
or loan through maturity. For example: Envision yourself as a child going Trick 
or Treating for Halloween, your “portfolio” would consist of all the candies/
treats that you have placed in your pail. Your “pail” is your portfolio, and your 
candies/treats are your individual lease and loan contracts. 

WHAT ARE PORTFOLIO PURCHASES AND PORTFOLIO SALES?
Portfolio purchases involve a selling party and a buying party. The selling 
party is offering to sell a portion (or all) of their portfolio to an interested buyer. 
For example, “Bank A” has 5,000 contracts booked, and is looking to sell 
1,000 contracts to “Bank B”. The 1,000 contracts sold would be considered a 
portfolio purchase for “Bank B”, and would be considered a portfolio sale for 
“Bank A”.

WHY DO LENDERS PARTICIPATE IN PORTFOLIO PURCHASES AND 
PORTFOLIO SALES?
Lenders participate in portfolio purchases for various reasons based on the 
strategy and infrastructure of the organization. A common reason is scalability. 

Scalability: A Lender who may want to meet higher volume expectations 
without hiring a direct sales force or more direct sales representatives can 
purchase portfolios in order to improve volume (increase scale). For example, 
a Lender wants to achieve $50M in volume for the month of December. On 
average the Lender’s sales force originates $20M-$25M in any given month. 
Based on the average origination volume, the Lender wouldn’t be able to 
achieve $50M without hiring more sales representatives, and even then 
the volume generation is not guaranteed. If the lender were to purchase 
$25M-$30M through various portfolio purchases coupled with the direct sales 
origination of $20M-$25M, the $50M in volume is much more reasonably 
achieved.



Lenders participate in portfolio sales for various reasons, as well. Some of the typical reasons include:

•	 Exposure: A Lender may have too high of exposure in regard to a specific customer, specific industry, or 
specific collateral. Depending on the Lender’s comfortability, the level of exposure may vary. In order to 
alleviate holding higher exposure than comfort suggests, a lender will sell these specific transactions to 
another lender willing to take on the exposure.

•	 Monetization: A Lender may not want to wait until specific (or all) contracts mature to benefit from the 
expected return on investment (the expected payments on the contract). By selling the contracts to another 
lender (discussed further in the next section) the selling party can receive a reasonable level of return via the 
purchase from the buying party without waiting for each contract to mature.

HOW DO LENDERS BUY AND SELL 
PORTFOLIOS?
This part of the portfolio purchase/sale process 
is more complex, and varies by each institution. 
In short, the buying party will purchase the 
anticipated future payments at a discounted 
price based upon a mutually agreed upon 
rate. The purchase of the future payments are 
discounted to the Present Value of the expected 
future payments based upon the mutually 
agreed upon rate. For example, Bank A has 
a $5M in gross receivable portfolio for sale to 
Bank B, the two parties have agreed upon a 
5% rate. The portfolio has an average maturity 
of 60 months. The 5% rate utilized to purchase 
the $5M in receivables, or the remaining sum 
of payments, provides a purchase price of 

$4.76M. Bank B will buy the $5M portfolio for 
$4.76M, and Bank A will receive $4.76M in cash 
from Bank B. Bank B will expect to profit based 
upon the difference in gross receivables ($5M), 
and the purchase price ($4.76M), while Bank A 
will have received a reasonable level of profit 
(return) without waiting 5 years for the portfolio 
to mature. 

As the market recovers from COVID-19, 
businesses need capital to promote growth/
ensure continuity, and lenders’ appetites have 
grown alongside this need. With higher demand 
for capital, lenders will be actively participating 
in the portfolio sale market to alleviate over 
exposure, expedite profitability, and promote 
their own growth.
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Building 
a better 
equipment 
finance 
industry.

PROUD SUPPORTER 
CLFP FOUNDATION

faef.com

www.finpac.com
www.faef.com


NEW CLFPS AND ASSOCIATES

KRISHNA AGRAWAL, 
CLFP
City National Bank

SEAN COKELEY, CLFP
Navitas Credit Corp.

DINO (LORENZO) 
DESTEFANIS, CLFP
Allied Capital Group, LLC

LAURA DODSON, CLFP
Truist

CHELSEA GALANTINI, 
ASSOC.
First American Equipment 
Finance

PARKER ANDERSON, CLFP
Channel Partners Capital

CHRISTINA CAMPOS, CLFP
Lease Corporation of America

CHELSEA CIUFO, CLFP
First American Equipment 
Finance

JENNIFER DUBINSKY, CLFP
Orion First Financial LLC

JUDY GARNER, CLFP
Navitas Credit Corp

GREGORY CAMPBELL, CLFP
First American Equipment 
Finance

BRYCE HENTGES, CLFP
Channel Partners Capital

AUSTIN EAMES, CLFP
Key Equipment Finance

KAELYN GREEN, CLFP
Orion First Financial LLC

BROCK EDWARDS, CLFP
Key Equipment Finance

LUCAS GRITTNER, CLFP
Channel Partners Capital

MARCUS FREDERICKSON, 
CLFP
KLC Financial, Inc.

GARY HANSON, CLFP
Lease Corporation of America
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SHANNON HOFFMAN, CLFP
Lease Corporation of America

KEVIN NASH, CLFP
Key Equipment Finance

BRYLEE HORNING, CLFP
Orion First Financial LLC

PETER NGUYEN, CLFP
Mazo Capital Solutions

SEAN KILFOYLE, CLFP
Key Equipment Finance

DOUGLAS PEARCE II, CLFP
Key Equipment Finance

KEVIN MCKENNA, ASSOC.
DLL

CONNOR PETERSEN, CLFP
Key Equipment Finance

CARRIE MCKERNAN, CLFP
Lease Corporation of America

SHANNON PRANGE, CLFP
Orion First Financial LLC

VIOLETA MISAJILOVICH, 
CLFP
Lease Corporation of America

EMILEY PURVIS, CLFP
Key Equipment Finance

NEW CLFPS AND ASSOCIATES
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Partners in Equipment Financing 
& Leasing for over 20 years!

We are proud 
supporters of the CLFP 

Foundation 

CALL US AT

1-800-604-4817
www.apfinancing.com

The Power
of Personal

www.apfinancing.com
www.northteq.com


NEW CLFPS AND ASSOCIATES
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JEFF RICHESON, CLFP
Smarter Equipment Finance

ADRIENNE SHARMA, CLFP
Channel Partners Capital

MARY SHARP, CLFP
Key Equipment Finance

MARK SHEEHAN, CLFP
Lease Corporation of America

KIM RIGGS, CLFP
Orion First Financial LLC

DAVID SABLE, CLFP
First American Equipment 
Finance

ALISON SAUTER, CLFP
TD Equipment Finance, Inc.

TRAVIS SOTO, ASSOC.
Lease Corporation of America

KALAH SPRABEARY, CLFP
JADCO Holdings, Inc.

TAMMY TRADOR, CLFP
Lease Corporation of America

RYAN VAN DE BOOGAARD, 
CLFP
Key Equipment Finance

Optimize
your equipment finance lifecycle.

™

Guiding financial innovation
888 952 8268

Discover@TamarackNow.comTamarackNow.com

wintrust.com/wsf

BUILDING RELATIONSHIPS.
SUPPORTING YOUR GROWTH.

Wintrust Specialty Finance is a division of Beverly Bank & Trust Company, N.A., a Wintrust 
Community Bank. Banking products provided by Wintrust Financial Corp. banks.

www.odessainc.com
www.tamaracknow.com
www.wintrust.com/wsf


My goal when I joined Orion First was to get my CLFP designation to further 
my knowledge of the industry. I was very fortunate to have a great study 
group and support system at Orion to help accomplish this.
- Kim Riggs

I’ve been in the Equipment Financing Industry for 14 years and I have been 
pushing off the opportunity to take the CLFP because the timing was never 
right. I wanted to pursue the designation because I wanted to be a more 
well-rounded leasing professional.
- Ryan van de Boogaard

I chose to pursue this designation as it provided an opportunity for me to 
gain a greater understanding of all facets of the leasing process. My whole 
CLFP experience was both valuable and most rewarding.
- Christina Campos

WHY I BECAME A CLFP
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To learn more visit:
Ascentium.info/CLFP2021

Financing dependent on credit parameters. Loans made or arranged  
pursuant to a California Financing Law license.

Looking for flexible  
& strategic financing? 
Talk to us.

www.ltisolutions.com


ADDITIONAL RESOURCES

New from ELFA: Celebrating People Power
Together with our member companies, the Equipment Leasing and Finance Association is advancing initiatives 
to support equality, diversity and inclusion in everything we do. Read about these efforts and access resources 
for your organization in the new “People Power” section of the ELFA website at www.elfaonline.org/people-power, 
including 

• Emerging Talent - Resources to encourage industry employees get involved in the association early in their
careers and to help members attract the best and brightest to the industry, from the Emerging Talent Advisory
Council.

• Diversity, Equity & Inclusion - Information and tools curated by the ELFA Equality Committee.
• Women’s Leadership - Leadership development resources curated by the ELFA Women’s Council.

Spotlight on Mentoring
If a structured mentoring program doesn’t exist within your workplace, have you considered proactively creating 
a mentorship relationship with someone you respect and admire? ELFA’s Emerging Talent Advisory Council is 
pleased to present “Mentorship: How to Build a Successful Mentor Relationship,” the newest addition to their career 
development series. Learn more at https://bit.ly/ETACmentor. Note: The ELFA Women’s Council recently launched a 
pilot mentoring program—contact Women’s Council staff liaison Amy Vogt at avogt@elfaonline.org to learn more.

Be Your Best from Your Desk with ELFA Academy Online Courses!
Get started on your path to success with information from the ELFA Academy—on demand, when and where you 
need it:

• Fundamentals of Equipment Leasing and Finance – Travel through 7 micro-lessons (8-10 minutes each),
reviewing the vital information everyone new to the industry should know.

• Understanding the Master Lease Agreement – Walk through the Master Lease Agreement, one of the most
important documents in equipment finance.

• Equipment Finance Transaction Lifecycle – Journey step-by-step through the lifecycle of an equipment
finance transaction, from origination through termination.

• Financial Statement Analysis – Learn the fundamentals that all credit professionals need to know, plus future-
focused skills like projections and forecasting.

Learn more at www.elfaonline.org/events/elearning/online-courses or contact Alexa Carnibella at 
acarnibella@elfaonline.org. 
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PLATINUM ($2500)
AP Equipment Financing
Ascentium Capital
ECS Financial Services
Financial Pacific Leasing
First American Equipment Finance
IDS
LTi Technology Solutions
NorthTeq, Inc.
Odessa
Orion First Financial
Tamarack Technology, Inc.
Wintrust Specialty Finance

SILVER ($1,150)
Amur Equipment Finance 
BMO Harris Equipment Finance
Oakmont Holdings

BRONZE ($500)
AACFB
Arvest Equipment Finance
Ivory Consulting 
Pawnee Leasing Corp.

BENEFACTOR 
($250+)
Kip Amstutz, CLFP
Donnie Bunn, CLFP
Rob Boyer, CLFP
Tina Cartwright, CLFP
Andrew Clark, CLFP
Craig Colling, CLFP
Mike Coon, CLFP
Jeff Elliott, CLFP
Chris Enbom, CLFP
Bob Fisher, CLFP
Paul Fogle, CLFP

Lisa Genereux, CLFP
Nathan Gibbons, CLFP
Ben Hall, CLFP
Jaimie Haver, CLFP
Marc Keepman, CLFP
Jaime Kaneshina, CLFP
Tim Kehoe, CLFP
Joe Leonard, CLFP
Shari Lipski, CLFP
Toby McDonough, CLFP
Mic Mount, CLFP

Daniel Nelson, CLFP
David Normandin, CLFP
Kevin Prykull, CLFP
Reid Raykovich, CLFP
Candace Reinhart, CLFP
Chris Santy, CLFP
Pete Sawyer, CLFP
Dave Schaefer, CLFP
Amy Spragg, CLFP
Don Wampler, CLFP
Christine Williams, CLFP

Thank you to our 
corporate 
partners

Thank you to our personal partners

CONTRIBUTOR 
($25-$49)
Dan Callahan, CLFP
Kevin Canepa, CLFP
Martin Cowie, CLFP
Judith Cummings, CLFP
Ron Elwood, CLFP
Erin Foster, CLFP
Josh Huyck, CLFP

Melissa Kaul, CLFP
Larry LaChance, CLFP
Cate McDonald, CLFP
Amy Moffitt, CLFP
Sinead Murphy, CLFP
Andrew Nere, CLFP
Kathy Nordendahl, CLFP

Randy Peterson, CLFP
Tracy Schneider, CLFP
Nate Wallenhorst, CLFP
Brooke Warren, CLFP
Clint Williamson, CLFP

SPONSOR 
($100-$249)
Derek Anniston, CLFP
Teresa Billick, CLFP
Eric Bunnell, CLFP
Tracey Elfering, CLFP
Kirstin Elmer, CLFP
Cindy Fleck, CLFP
Nick Fong, CLFP
Joe Franco, CLFP
John Freeman, CLFP
Nick Gibbens, CLFP
Michael Green, CLFP
Steve Hanneman, CLFP
Stephanie Hall, CLFP

Brent Hall, CLFP
Jack Harvey, CLFP
Theresa Kabot, CLFP
Tammy Kady, CLFP
Tom Lockhart, CLFP
Mark McKissick, CLFP
Katie O’Mara, CLFP
Greg Pabich, CLFP
Shervin Rashti, CLFP
Deborah Reuben, CLFP
Ricardo Rios, CLFP
Colin Rosenmeyer, CLFP
Brenton Russell, CLFP

Tony Sedlacek, CLFP
Andrea Schmid, CLFP
Jen Stich, CLFP
Spencer Thomas, CLFP
Matt Vazzana, CLFP
Dave Verkinderen, CLFP
Vic Villegas, CLFP
Carl Villella, CLFP
Annette Watkins-Harris, 
CLFP
Bruce Winter, CLFP
Terry Wood, CLFP

SUPPORTER 
($50-$99)
Shannah Berger, CLFP
Paul Crnkovic, CLFP
Lori Dennis, CLFP
Suzann Fakhoury, CLFP
John Harders, CLFP
Katharine Harris, CLFP
Judi Jenks, CLFP
Nathan Kary, CLFP
Larry Kellmayer, CLFP

Paul Knowlton, CLFP
Jessica Kort, CLFP
Christy Kusilek, CLFP
Ray Lavin, CLFP
Dave Maslyk, CLFP
Peter McCaffrey, CLFP
Tim Miller, CLFP
Kevin Peterson, CLFP
Rhonda Rester, CLFP

Kathie Russell, CLFP
Ron Schutz, CLFP
Joe Sclafani, CLFP
Don Segura, CLFP
Kristi Serrano, CLFP
Molly Simon, CLFP
Kevin Vick, CLFP
Lisa Whitehead, CLFP
Mike Wiedemer, CLFP
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