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 I remember it like it was yesterday. What 
seemed like an eternity at the time, in 
hindsight, came and passed so very quickly. 
All those countless hours lying on the 
floor, watching him crawl from one room 
to the other with one destination in mind, 
those forbidden holes in the wall filled with 
electricity. Of course the house had already 
been baby proofed with those impossible to 

remove plastic inserts to keep curious fingers away from harm. 
Then one day it happened, as if he had been able to do it all along 
and was just biding his time until it felt right. He pulled himself 
up using the edge of the couch and turned to take those long 
anticipated first steps. It’s difficult to describe the pride one feels 
at that moment in such a condensed message as this, but for any 
that have experienced parenting, you know that of which I speak!

As I recall that day, it seems a lifetime ago. The dramatic changes 
that have followed are only natural. I find myself picking him up 
less and less, as he has graduated from those first steps to running 
down a football field with an opposing team doing their best to stop 
him. He is now well on his way to discovering his individuality, and 
along the way he stops in to take direction from Dad.  Yet more and 
more I feel the influence of others affecting his decisions as he has 
discovered the value and challenges of interacting with his peers. 
This parenting job can be down right difficult sometimes, as we 
try to figure out the best way to advise and teach those we love. 
Perhaps it is most frustrating when our advice is not heeded, and 
we see those we care for struggle with the negative consequences 
of their decisions.

Believe it or not, I have found many similarities in the experiences 
described above and the diverse membership of our association. 
Now, feel free to snicker if you wish; however, I have taken great 
pride in working with some of our new members, helping them 
with specific issues, watching them grow their business and 
achieve their successes.  I know that I am not alone in my feelings, 
as I have spoken with dozens of others who feel the same way. 
I have also been in the position of the new kid in town, the one 
hanging onto the edge of that proverbial couch for support, ready 
to take my first steps under the watchful eye of others in our 
association. I remember watching what they were doing and 
thinking to myself: I can do that, too.

I know firsthand the apprehension that comes with a first post on 
the Forum.  I remember overcoming my fear of introducing myself 
to a crowd of strangers at a regional or annual conference and I 
remember exposing my naiveté to those industry veterans with 
whom I shared a table. Yet in each case, what I remember most, is 
that the members of our association were for the most part, very 
open and interested in helping me in any way that they could. I 
realized quickly that I could save myself a lot of bumps and bruises 
by learning from the folks who had already taken their first steps 
and had their falls. Just as I would discourage my son from taking 
a step toward danger, to this day, I have mentors who are willing to 
discourage me when necessary, for my own protection sometimes. 
They do this because they want to see me succeed. They do this 
because they are great people. This is perhaps the greatest value 
of membership within our association, and yet I wonder how many 
of our new members recognize its value. 

We have experienced an amazing rate of growth in recent years 
– over 90% in the last four years.  Of course, this means that there 
may be some changes in the dynamics of our group. For instance, 
you pioneers of the group might not recognize everyone as you once 
did when walking into a crowd at an annual conference. Hey, I know 

the feeling and I hope that I never know every single member in the 
room. Part of the fun is meeting new people at each event. 

Some have argued that our group is growing too quickly and we 
should slow it down. I would argue that if there is growth in our 
industry then it only stands to reason that our association should 
grow as well. This growth is a positive reflection on our position 
in the industry and the goals we have set out to accomplish. It is 
positive for our industry that brokers entering the market are joining 
an association that has an active code of ethics and an effective 
procedure for dealing with brokers that do not abide by that code. 
What better place for a new broker to be than in the middle of a 
group that offers educational opportunities and mentorship? Would 
you rather have an industry full of competitors that are held to 
no standard as you compete with them for the next transaction? 
Is an industry full of competitors, accountable to no one, with no 
promises made to abide by any ethical standards, really what we 
would like to see? Is an industry full of uneducated brokers, really 
what you prefer?  

I would remind our members that our objectives as an association 
have been clearly defined within our bylaws. I encourage 
everyone, from pioneering veteran to fresh-faced freshman 
to familiarize yourself with the bylaws of our association. I am 
proud to report that our association has worked to meet those 
objectives. From fostering the exchange of ideas via the Leasing 
Forum, LeasingLogic, and other communicative opportunities to 
producing conference events filled with educational opportunities 
and encouraging the practice of higher standards of conduct, the 
NAELB is working diligently to meet our objectives.

As I prepare to pass the gavel of the Presidency to Jack Harvey at our 
annual conference in New Orleans, I realize just how proud I am of 
my association with each of you. From all of the wonderful volunteers 
who give so much of their time and talents to all of the committee 
members who work to provide an excellent NAELB experience. 
Thank you to our staff of professional managers and the best board 
members anyone could wish to work with and of course my friend 
Chris Fielder of Team Funding Solutions as our 2008 conference chair. 
I often wonder if our members know exactly how much time that each 
of you has given to produce the NAELB experience they have come 
to expect and enjoy. I can honestly say that I am filled with pride given 
the results that each of you has delivered over the past year and I 
thank you for letting me be a part of the team. 

So as we begin another exciting year and as each of you are 
evaluating the next steps you will take in your business, I would like 
to share these words from Albert Schweitzer with you. “Success 
is not the key to happiness. Happiness is the key to success. If 
you love what you are doing, you will be successful.” I hope that 
each of you finds the happiness that will ensure your success in 
everything that you do.

With great pride,

Brian Montgomery, NAELB Past President
 
Brian Montgomery
Express Funding Solutions
Expressfunding@bellsouth.net
Phone: (678) 583-4100

President’s Message
Brian Montgomery, NAELB Past President (2007-2008), Express Funding Solutions, McDonough, Georgia
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My Own Elevator Story
By Bob Bell, CLP, NAELB Past President, 
Independent Leasing Associates, Cumming, Georgia

We are often asked what we do. Depending on the “height of 
the building” my elevator story goes something like this:

1 to 3 floors:
We provide businesses with capital (money) to acquire most 
any type of equipment.

4 to 10 floors:
We specialize in working with small businesses on transac-
tions from 5k to 100k.

11 to 30 floors:
We approve most transaction within 24 hrs. 

31 to 50 floors:
Most transactions require a one page credit application. We 
seldom ask for more.

51 to 60 floors:
We offer bank rates without the bank hassles.

NAELB New Member 
Orientation Program
•  Do you want to learn more about the many NAELB  
money-saving benefits?

• Interested in getting more out of your NAELB membership?
•  Would you like to learn about what the NAELB committees 

are doing?
• Would you like to become more involved in the NAELB?

Stay tuned! In addition to a full session at the annual 
conference in Las Vegas, we also offer a “webcast” 
conference call where you can learn all about this – and 
much more – from Vice President, Sonia v.M.Stoddard. 
The call is geared toward our newer members, but every 
member is welcome! The call will highlight our most popular 
benefits and provide you with an opportunity to ask questions 
and learn more about your professional organization.

The call should last approximately 30 minutes. Get the 
most out of your membership by joining us. Details on the 
conference call will be announced on the website.

455 S. Fourth St.
Suite 650
Louisville, KY 40202
Phone: 800/996-2352
Fax: 877/875-4750
Email: info@naelb.org
www.naelb.org
 
Monica Harper – Executive Administrator
Ext. 239 - mharper@hqtrs.com
 
Jenn Helton – Sponsorship and Communications Manager
Ext. 233 - jhelton@hqtrs.com
 
Jessica Shelton – Membership Services Coordinator
Ext. 225 - jshelton@hqtrs.com

National Association of Equipment Leasing 
Brokers - 2008 - 2009 Board of Directors

President 
Jack Harvey, CLP
Enterprise Financial Solutions, Inc.

President - Elect
Spencer Richman, CLP 
American Financial Network, Inc.

Vice President 
Sonia v.M.Stoddard
Stoddard & Associates

Secretary/Treasurer
Paul Nibarger, CLP 
Nibarger Associates

Immediate Past President 
Brian Montgomery
Express Funding Solutions

Directors:
Charles (Bud) Callahan Jr., CLP   
National Equipment Leasing, Inc.

Patrick Sponsel
Sharpe Equipment Leasing, Inc.

Rosanne Wilson, CLP
1st Independent Leasing

Legal Counsel
Joseph Bonanno, CLP
NAELB Legal Counsel
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LeasingLogic Newsletter 
Committee

Sonia v.M.Stoddard, Stoddard & Associates
Board Liaison

Larry Greer, GPS Capital, Inc.
Communications Committee Co-Chair

Brian Link, InSource Capital Services, Inc.
Communications Committee Co-Chair

Anthony Caroll, Litehaus Systems

Danny Duffy, Altec Capital Services, LLC

Mae Philpott, Dakota Financial

Ken Goodman, CLP, Goodman & Associates

Bob Kennelly, Prime Lease

Matt Macken, Caladesi Capital, Inc.

LeasingLogic Deadlines and 
Publication Schedule
The Communications Committee is actively seeking contri-
butions from NAELB members in areas that are pertinent to 
the leasing industry.  We are looking for concise, esoteric 
works, including, but not limited to, professional advice, best 
practices, programs, editorials and scenarios that would be 
of interest to all members, including brokers, funders and as-
sociates.  We welcome all viable submissions and encour-
age your involvement and contributions.

Everyone asks us about length.  Believe it or not, that’s a 
tough question.  You may be happy to learn that there is no 
“written in stone” guideline; however, most articles are one 
to one and one-half pages in length.  If your article is closer 
to three or four, you may want to break it into two or more 
sections that we run in subsequent issues.  If the material is 
good, we are flexible!  

Leasing Logic is published on a quarterly basis, with issues 
in Spring, Summer, Fall and Winter.  “Drop Dead” Publication 
deadlines are typically one full month before publication.  It 
is suggested that you submit your contributions as early as 
possible in the publication cycle so that adjustments, aug-
ments and edits can be easily facilitated, in a timely manner.

February 1 for the spring issue

May 1 for the summer issue

august 1 for the Fall issue (ethics)

november 1 for the Winter issue (Marketing)

Circulation: 1, 029

Some issues have themes such as Ethics and Marketing; 
others are free-format.  Regardless, all you need to do is 
check with the Committee Chair for the current guidelines. 

How do I submit my article and/or idea?  Simply contact 
the Communications Committee Chairperson or Committee 
Liaison or any other Newsletter Committee Member as listed 
within this issue.  Larry Greer can be reached by e-mail at 
Larry@GPSCapitalUSA.com;  Sonia v.M.Stoddard can be 
reached by e-mail at Lease@StoddardAssociates.com.  

It’s that easy!

The terms “National Association of Equipment Leasing Brokers”, 
“NAELB”, “Success by Association”, “LeasingLogic”, “NAELB 
Best Practices Broker” and the NAELB Logo are all Federally 
Trademarked or Federally Servicemarked protected intellectual 
property of the National Association of Equipment Leasing Bro-
kers. Any unauthorized use, copying, distribution, pirating or mis-
appropriation without the express written consent of the National 
Association of Equipment Leasing Brokers and the obtaining of a 
License Use Agreement from the National Association of Equip-
ment Leasing Brokers is strictly prohibited. The National Asso-
ciation of Equipment Leasing Brokers reserves all of its rights to 
prosecute any misuse to the fullest extent of the law. 
The National Association of Equipment Leasing Brokers also 
reserves the right to publicize in whatever manner deemed 
appropriate, at the sole discretion of the National Association 
of Equipment Leasing Brokers, the names of those individuals, 
companies or any other entity that wrongfully uses any of its pro-
tected Marks, especially when the purpose of the wrongful use is 
to mislead the public as to an entity’s membership in the National 
Association of Equipment Leasing Brokers.
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Member Benefits - Highlighting....
Renewing your membership insures the continuation of these valuable member benefits:

 ©2008 Aetna Inc. 
13.35.308.1-NAELB  (10/08)

The National Association of Equipment  
Leasing Brokers and Aetna‡ have teamed 
up to help you get the coverage that’s 
right for you.

Aetna Advantage Plans for individuals, 
families and the self-employed 
Call us to find out more. We’ll be happy 
to talk you through the plans, their costs 
and answer any questions. 

 illustrative purposes only. Rates vary based on health status, where you live, how old you are, how many 
dependents you seek to cover, and what type of benefits you choose.

Think health  
insurance coverage  
is out of reach?
For the cost of buying lunch at work  
every day, you may have the money  
it takes to pay for health insurance plan 
coverage for individuals.*

this page is reserved to highlight a 
naelB member benefit.
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As I finish my four-year tenure on the Board, Larry 
Greer, the superb Communications Committee 
chairman asked me to write, in his words, “A 
Sappy Emotional Visit Down Memory Lane.”

I can’t promise emotional, or even sappy, but I 
would like to capture your attention and express 
the evolution of the NAELB from my perspective 
over the last 4 years.  

Many of you are new members and might not recognize the NAELB in 
2003.  Allow me, if you would, to describe it to you.  Membership was at 
342 and there were 212 attendees at the annual conference that year.   
We had some workshops in Nashville with that many people!!!  We 
had many of the committees we still have, but fewer participants.  We 
had excellent sponsors, but not as many.  The benefits you all should be 
using today such as Distance Learning, the Ethics Test, CBA Discount 
credit bureaus, Office Depot discount, Lexis/ Nexis, and Meet the 
Funder Calls did not exist.   The online leasing forum was still there, but 
it was not nearly as entertaining or useful as the one we enjoy today.  
LeasingLogic issues were jam-packed with useful information, just not 
as much as they are now!     We had a website, albeit less robust than 
the one we currently enjoy.   

However, you would recognize the passion of our members.  That has 
not wavered…the passion in our desire to share knowledge…the 
passion to volunteer and give back to the NAELB, to help it grow. 

Most of the handful of folks who got together back in 1990 and formed 
an organization designed to help brokers like you and I succeed are 
still actively committed to this day to the NAELB. It is this passion that 
makes us such a tight-knit community, even as we approach 1,000 
members.  I’ve often described our annual conferences as a family 
reunion you actually want to go to. In fact, it’s even better than that.     
I was asked if I got nervous when speaking in front of everyone at 
conferences.  My reply was that I get the usual jitters, but I’m really 
speaking in front of 450 of my friends.   

You would also recognize the commitment of the NAELB to hold Ethics 
so critically.  This association has a well-deserved reputation of not 
tolerating unethical behavior and has on occasion, expelled those who 
have been found to violate our Code of Ethics. This constant remains: 
If you operate your leasing business unethically, we do not want your 
membership.     

The NAELB’s commitment to educate our members has not wavered.  
It’s what led to bringing the Distance Learning Program to members 
who do not attend conferences, the enormously successful Broker 
101 session held in Nashville, and the Ethics Test.   

Your dues were the same back in 2003! In fact, dues have stayed 
the same for as long as I can remember while the benefits keep 
increasing!  How often do you get more value for the same 
money?   The Board has always been fiercely dedicated to providing 
outstanding value for our members.  We know many of you are self-
employed or small-shops with one eye on your wallet and the other on 
your phone.  We plan our conferences to minimize your time out of the 
office and maximize what you get for your investment.   We search for 
benefits that will save you money and time.   

 Here’s what I see changing, and for the better. The Nashville 
conference shattered records of all type!    We had 575 attendees.  
WOW!  We had 71 exhibitors.  We had 74 golfers.  We heard 
from some of the best speakers we’ve ever had.  Each year the 
conferences get better and better, so I’m already looking forward to 
what I’ll learn in New Orleans.  In Nashville, I saw several younger 
attendees than I have at prior conferences.  I also saw a record 
number of people attending the first-timer’s reception!  That’s 
encouraging as we look to the future for our leadership!  I also 
saw more diversity amongst our members and more geographic 
representation.  We even had a couple of folks come all the way from 
Alaska, and many from Canada.  Not bad for an organization that was 
once mostly Atlanta-based!   

More than just numbers or demographics, as the association has 
grown, so have our members! While many of our members are 
new to the industry, many of our members have grown along with 
the association.  The NAELB has responded by increasing the 
sophistication of our educational content at conferences.   

If membership trends hold, four years from now, we will have almost 
1,800 members. Can you imagine the annual conference?  I don’t know 
where the annual conference will be in 2011, but I know I’ll be there, 
and I hope you will be too. I encourage all of you to use our benefits 
and the knowledge of your fellow members to help you succeed.  
Thanks to those who came before us, and those yet to come, NAELB 
membership is so much more than a numbers game.  It’s vital to your 
success as a leasing professional.   

A Sappy Visit Down Memory Lane
Heather Von Bargen, NAELB Past President, (2005-2006),  Caladesi Capital, Port Richie, Florida
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Seize Their Attention…in One Sentence
By Sonia von Matt Stoddard, Stoddard & Associates

If a potential client were to ask what you do for a 
living, could you tell him/her in one short, quick 
succinct sentence? Personally, I believe that I am 
saying it well, but for some reason some people 
still seem to have no idea what I do. “We provide 
lease financing for equipment.” Ninety percent of 
the time the response I usually receive, “Oh, that’s 
nice. What type of equipment do you lease?”

Sound familiar? I then clarify, “Actually, the equipment doesn’t mat-
ter, that’s up to you. We provide the financing.” The obvious original 
problem is that I have to qualify the “financing” with “equipment” 
because “financing” is too broad of a term. The additional fine-tuning 
and definition usually clears up any misunderstanding; however, 
sometimes I can tell that they still don’t really get it. This is when the 
short story is in order. Once you can illustrate an actual transaction, 
they will probably remember more clearly. 
 
Here is some food for thought:
 
In one sentence you should be able to tell a prospect what you do, as 
well as highlight your major competitive advantage. What differenti-
ates you from the others?

If I am asked to introduce myself, I fall back on our prepared com-
pany statement so as to drive home the brand every time: “We save 
you time, aggravation and money by lending you our expertise in 
every aspect of the equipment lease process, including lease place-
ment, administration and end-of-term issues.” The same message, 
repeated as often as possible, will eventually sink in. 
 
At functions such as Chamber of Commerce events or networking 
breakfasts we are often given either a word limit or a time limit, like 
thirty seconds. Again, having a prepared statement allows you to 
communicate with ease and confidence. “We provide lease financ-
ing for equipment - the equipment is up to you - anything you need to 
run your business. We provide the financing from $100,000 and up.” 
The steps leading up to the preparation of this statement also help 
you to define exactly what your target market is.
 

If asked to elaborate, I will continue with, “We typically seek clients 
that have average or above-average credit, who may not want to 
work with an institution like a bank where there may be a lot of “red 
tape” restrictions, and sometimes impersonal customer service. We 
like to think of ourselves as your business partner when it specifi-
cally comes to the way you pay for your equipment.”

“Leasing expertise” is a phrase that captures an audience. “We 
treat all our clients with utmost care and dignity,” is also a perceived 

benefit for my clients. And 
without selling – but rather 
by educating – is the key 
competitive advantage that 
immediately sets me 
apart from consultants who 
use selling methods instead 

of education. Plus, we have resources! We are not affiliated with 
one funder but rather with a deep cauldron full of lenders, lessors, 
banks, etc. that vary greatly in their appetite for acquisition size, type 
of equipment, type of business and type of credit. So, as brokers, we 
offer you flexibility that you will not get on your own.

Here is a homework assignment: Write two sentences that tell your 
story. The first should be a specific statement that (1) identifies your 
audience, (2) identifies how your clients benefit from your services, 
and (3) identifies your key competitive advantage. The second 
should be a supporting statement that backs up the claim in your first 
sentence and adds all the credibility you can put into one sentence.

Next, practice and memorize those two sentences so they roll off 
your tongue whenever someone asks what you do. Now when you 
respond, the person will know immediately what sets you apart from 
all other lease brokers.
 
And, last of all, congratulate yourself! Many entire marketing 
programs don’t accomplish as much as you’ve achieved in only two 
sentences!

“Leasing Expertise” is 
a phrase that captures 

an audience.

SAVE THE DATE

NAELB 17th Annual Conference
April 10-12, 2008, Sheraton New Orleans

New Orleans

TM

Postcard.indd   1 8/7/07   1:52:20 PM

Sonia v.M.Stoddard, Stoddard and Associates, Los Angeles, California

... having a prepared statement allows 
you to communicate with ease and 
confidence. The steps leading up to 
the preparation of this statement 

also help you to define exactly what 
your target market is.
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This space is 
reserved for a NAELB 

Silver Sponsor 
advertisement. 

Sponsors receive an 
ad in each of the four 

quarterly issues.

For more information, 
go to www.naelb.org

SAVE THE DATE
Western regional Meeting

November 6-7, 2009
The Hilton Orange County/Costa Mesa 

Costa Mesa, California

SAVE THE DATE
eastern regional Meeting

September 11-12, 2009
Renaissance Concourse Hotel

Atlanta, Georgia

For more information visit www.naelb.org or call 800/996-2352!
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LEASE BROKERS - Want to 

Supplement Your Equipment 

Leasing Income?
Become a FaCtorinG Broker as well

Larry Carstens, Numina Finance and Service Company, Ltd., 
Austin, TX

Factoring is an overlooked and often misunderstood form of 
financing that can provide a leasing broker with an additional 
source of income.  Factoring is simply the name given to buying 
commercial invoices from a business at a discount; the buyer 
of those invoices is called the “Factor.”  The concept is akin to 
the credit card in as much as merchants that accept a credit 
card from a consumer will sell that receipt at a discount to their 
bank for immediate cash.  In an effort to smooth out cash flow, 
businesses prefer the predictability of selling their invoices to 
obtain immediate cash rather than waiting 30-60 days or more for 
their customers to pay.  

Leasing brokers are in the unique position of frequently 
marketing their leasing services to businesses that use factoring 
such as young companies that have not yet established a track 
record, or companies that may have outgrown their line of credit 
at a bank, had financial setbacks, and/or prefer not to be bound 
by traditional bank covenants.   

Commissions paid to a broker typically range from 10 – 15% 
of the factoring fee and are paid monthly.  Full-time factoring 
brokers have been known to build a multi-million dollar portfolio, 
which is not out of the realm of possibility for a leasing broker 
who is already calling on the same type of clients in an effort to 
lease them equipment.  By way of example, if a broker refers 
client(s) selling invoices totaling $1,000,000.00 each month and 
the factoring discount is 2.5%, a broker will earn at least $2,500.00 
each month. Most factoring clients will continue on the program 
for an average of 2 years resulting in total commissions of 
$60,000.00 or more.  

Becoming a factoring broker does not mean that you need to 
abandon your career as a leasing broker; to the contrary, being a 
leasing broker enhances your chances of success at factoring.  
Leasing and factoring are complimentary financing solutions that 
can generate two possible sources of income for you from one 
customer.  Most factoring companies will be more than happy 
to teach you the fundamentals at no cost to you and provide you 
with marketing manuals and promotional materials with the hope 
that you will refer business to them.  

The Author can be reached at Larry@NuminaFinance.com. 

QUESTIONS of the QUARTER

This space is reserved for 
Questions of the Quarter.
This is an opportunity for 
members to respond to 
questions posed by the 
NAELB communications 

committee. 

NAELB Membership 
Statistics

Years In Business - Brokers

•  40% of companies have been in 

business for more than 10 years

•  15% in business 5 - 10 years

•  17% in business 2 - 5 years

•  28% less than 2 years

Years In Business - Funders

•  64% of companies have been in 

business for more than 10 years

•  15% in business 5 - 10 years

•  12% in business 2 - 5 years

•  9% less than 2 years
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QUESTIONS of the QUARTER
ETHICS IN THE LEASING INDUSTRY...ACTIONS SPEAK

LOUDER THAN WORDS!
Joseph G. Bonanno, Esq., CLP, NAELB Legal Counsel, Medford, Massachusetts

Congratulations!!!  By being a participant 
in the equipment leasing industry, you have 
chosen to feed your family, obtain housing, 
have a car, educate your children, support 
your government and hopefully at the end 
of all that accumulate enough wealth to be 
able to see the world when you retire and 

no longer have to work. Quite the ambitious tall order not 
only for you, but for everyone in the industry. Ever heard the 
expression that goes something like “the world is getting 
smaller everyday?”  It is, especially in the 21st century. As the 
world gets smaller, so does the business environment of every 
industry. The leasing industry is no exception. It is not unique. 
Not only does the shrinking of the leasing industry mean that 
industry participants earn a reputation among their peers in 
the industry, but also among their customers. Those in the 
leasing industry have customers in multiple industries. The 

typical lease involves at least one vendor, a potential lessee, 
a leasing company and a funder or two (even if there is one 
funder at the outset, closed leases may be sold during the 
term of the lease). This is not to mention what I call “collateral 
customers” such as the banks, trade references, CPAs, 
attorneys, project consultants, brothers, sisters, cousins and 
relatives of all of the above. And all of those industries are 
getting smaller every day too.  And all of those industries have 
associations, much like ours. They all network and talk to 
each other.

Experience and time in the leasing industry has taught me a 
great deal. There have been many up and down cycles, each 
of which has many different aspects and dynamics. Up cycles 
mean that there are many companies looking to acquire 
equipment, many funding sources that have money to lend, 
and many leases that get approved, funded and paid out to 
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term. Down cycles mean that the number of applications are down, 
the quality of applicants present new challenges to finding funding, 
that funding sources are more selective about the types of leases 
they fund, that credit quality standards are tougher, meaning that 
approvals are more difficult to obtain and even that lessees default. 
This is not because providing financing to them was a poor choice 
when the decision to finance was made, but because they are victims 
of the  economics of their own industry in lean times. Even when a 
decision to fund at the inception of a lease is the right decision, over a 
lease term other factors influence the performance of a lease. 

Now that we know that the world is getting smaller and that during 
the term of a lease the business climate and cycle can change, what 
can industry participants do to reach the point when they can travel 
around the world when they do not have to work anymore?  Every 
single participant in this industry has to acknowledge and recognize 
that they have an ethical and moral duty to protect the industry that 
they work very hard in. No, there isn’t a legal one and I admit it.  For 
the most part, the easy deals and easy days are gone, maybe to come 
back at some point but they are not here now. So now more than ever, 
participants have a duty to protect the reputation and character of the 
industry. Reputations of individuals, companies, business practices 
and the industry travel fast in this shrinking world. By example, I have 
heard industry participants’ frustrations when they share war stories 
of their marketing efforts that as soon as the word “leasing” 
is mentioned, telephones are hung up, doors are closed and meetings 
are ended. The industry itself can garner a tarnished reputation 
very quickly. 

When each member of this association completed their application 
for membership (whether the original or renewal), every member 
agreed to be bound by the provisions of the NAELB Code of Ethics. 
And the NAELB makes available the designation of “Best Practices 
Broker” TM   to our broker members that successfully pass an ethics 
examination. These are the first steps that an industry participant 
can take to protect their reputation and ultimately the reputation of 
the leasing industry. Over the years, I have been privileged to hear 

some of the most professional sales and marketing presentations 
about the leasing industry at NAELB conferences. It just seems a 
natural supplement to all of that wonderful marketing knowledge 
that your customers and collateral customers be made aware of 
your commitment to the ethical and moral obligation to uphold the 
quality of the leasing industry by working into marketing materials 
your commitment to the NAELB Code of Ethics and the designation 
of Best Practices Broker TM for those brokers that have earned 
the designation. I cannot think of a more effective and proactive 
approach to gain the confidence of your customers and collateral 
customers in the industry. 

Above and beyond the NAELB avenues available to assist you 
with the preservation of the industry, I am going to share with you 
my personal thoughts of how each member can elevate their own 
standards in everyday business. Here are five “actions that speak 
louder than words” that I have developed over the years to help 
prevent leasing industry participants from running into problems in 
their business:

This space is reserved for the CLP Foundation to recognize new 
Certified Lease Professionals to the industry.

The CLP Foundation is the official governing body for the Certified Lease Professional (“CLP”) Program.  The CLP designation 
sets the standard for professionalism in the leasing industry.  This designation identifies and recognizes individuals within 
the leasing industry who have demonstrated their competency through continued education, testing and conduct.  This 
designation is the only internationally recognized lease certification program in the world.

We invite you to visit our web site -- www.clpfoundation.org for detailed information about the CLP Foundation and the CLP 
Program.  For further information about our Mentor Program and Anonymous Test Taking Program, please contact Cindy 
Spurdle at 610/687-0213 or cindy@clpfoundation.org.
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1. know when to say “no.” An overreaching, overzealous and unrealistic desire to please everyone all the time is not a realistic approach 
to business.  There are going to be days of temptation when you will be tempted to tell a prospective customer or collateral customer 
that you can get a deal done that you know you can’t. You may want to tell them that because you don’t want to lose them as a 
customer. My experience is that leading someone down the path that you can deliver and eventually not being able to deliver will put 
you in the same place, not being able to deliver. Leading them down the path that you said you can deliver and ultimately you do not 
deliver will put you in a worse place, because they will remember the initial representation that you could deliver. Sometimes saying no 
and moving on to the next deal is the more ethical and prudent approach.

2. know when the sale is Closed. When any of us go to a store to buy something, the sale is completed at the point of purchase. In retail 
sales, there are such things as “post purchase” issues, like warranties and guarantees. In leasing, many people would think that 
the sale is completed at the point of closing or funding. But the leasing industry has more post closing issues than many other sales 
industries. Your philosophy should not be that the sale is completed upon funding to the vendor or closing with your funder, rather you 
should be aware of the post funding or closing performance. If you adjust your definition of when the sale is completed from funding 
or closing to when the lease is paid, then you have properly defined when the sale is ultimately closed. After the funding, you should 
not make your customer think that you have disappeared or are no longer interested in their performance under the lease. You should 
let your funder know that you are available to assist them with any lessee issues that may arise during the lease term. Communication 
is the best approach, keeping the lines of communication open throughout the lease term and until the sale is ultimately “closed” will 
enhance your reputation. 

3. know how to become everyone else. I have found that one way to gain the respect and appreciation of others is to be able to 
demonstrate to others that you understand their needs, feelings, concerns, priorities and problems. Those words are not random words, 
they are words that communicate to others that you comprehend the issues that are important to them on various topics, such as their 
business. The ethical leasing company demonstrates this knowledge, the unethical leasing company takes the time to understand 
their customer and demonstrate that understanding. Other types of leasing companies do not take the time to do this; simply they 
provide “pricing.” In difficult economic times, the customer appreciates the leasing company that takes the time to demonstrate this 
understanding. In good economic times, that same customer will call you; you will not even have to call them to ask if they are leasing 
anything. They will call you.

4. know how and when to educate Your lessee.  One of the most common issues that causes friction between lessees and either the 
broker or the funder after leases have funded is a lessee’s statement that “I did not know what I was signing and never knew that piece 
of paper was a personal guarantee.” I cannot begin to explain the friction that that type of statement causes between brokers and 
funders. At some point in a lease transaction, customers have to be educated. This can take many different forms, whether it is a cover 
letter with a lease package that explains the context and content of all documents that the lessee will be expected to sign or a brochure 
that explains the different aspects of a lease transaction, the broker that can say that they took an extra step to educate their customer 
that will eliminate the potential ability of a lessee to make a broker look unethical.

5. know when you have earned an advance Payment. In good conscience, I can state that the cause of the most friction between lessees 
and lessor/brokers is the subject of advance payments, whether they are called advance payments or security deposits. This is a very 
complex area of a lease transaction, with the opportunity for many different perspectives from both sides. A lessee will certainly paint 
a picture that the leasing company did not deliver the lease that they promised; or the leasing company will indicate that the lessee 
wrongfully walked away from an approval. Over the years, I have advised people that come into advances to maintain advances in a 
separate escrow holding account, never co-mingling advances with an operating account until the advances are required to be turned 
over to a funder or earned by the broker and kept as a commission.  

In the course of conducting your business, realize that the world is becoming a smaller place every day. Good and bad reputations are 
quickly earned and easily spread around both the leasing industry and the industries of your customers. Never lose sight of the fact that 
if you wish to reach the point where you can see the world after many years of hard work, that in this industry you have to do your part to 
preserve the industry that you are working in. Otherwise, customer opportunities and the desire to utilize your services will diminish. The 
marketplace will find alternatives to an industry that has a tarnished reputation. Abide by the NAELB Code of Ethics. Take advantage of the 
NAELB Best Practices Broker TM certification to gain the trust of your customers. And even go further than that:  think about the points 
raised in this article. Make certain that your actions speak louder than words!!!!!

Joseph G. Bonanno has been NAELB Legal Counsel since 1998 and is a Certified Lease Professional.  He can be reached at 
(781) 319-7800 or by email at law@jgbesq.com

 
 

 

 

 

Not only does the shrinking of the leasing industry mean that 
industry participants earn a reputation among their peers in the 
industry, but also among their customers. 
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The Activities and Responsibilities of the NAELB 
Board of Directors
Donna L. Cole, NAELB Past President (2004-2005), Business Capital Leasing, Richmond, VA

(This article was originally featured in a Leasing Logic Special Edition issue, dated November 2004.  While many things have 
changed since then, the basics remain the same.  Some updating has been done to the original article as it appears below.   
I believe all changes have had a positive impact on this association.  The board remains cognizant of the needs of all members, 
and concentrates on making decisions for this association that serves those needs.  Donna Cole)

Some of you recently mentioned 
that you would like to know more 
about the duties of the board of 
directors.  Although the board differs 
slightly from year to year, all boards 
are responsible for upholding the 
bylaws, the code of ethics, and 
very importantly the culture of this 
association, while addressing all 
of the ongoing business of this 
association.  The board consists of 

eight voting members with varying terms.  The eight board members 
consist of:  (3) Directors at Large with two-year terms, a Secretary/
Treasurer with a two-year term, a vice president, president-elect, 
president, and immediate past president, all with one year terms. 

All board members are elected by the general membership with 
each broker member firm having one vote.  If a vacancy exists, 
the board must appoint someone to fill that vacancy. We meet 
physically four times a year, and monthly for one-hour conference 
calls.  Our first meeting of the year takes place in mid-winter and 
sets the pace for upcoming year.  After our annual conference, 
a summer board meeting is held at the contracted hotel for our 
upcoming annual conference.  This year that meeting was held in 
Las Vegas, Nevada, where the board met for two days.  During this 
meeting, the hotel events department gives the board a tour of the 
layout of the future meeting.  A final board meeting is held the day 
before one of our regional meetings.  We typically alternate every 
other year so one year the meeting is at the Western Regional and 
the next year it is at the Eastern Regional.

The board works with a management company, FSA Group, 
which performs all the administrative duties of this association.  
These duties include the daily management of our database, dues 
invoicing, new member processing, member calls, our website, 
event planning and execution, blast e-mails, all bookkeeping 
functions, order processing, sponsorship fulfillment and facilitate 

production of the LeasingLogic newsletter.  The management 
company does not have the authority to sign checks or enter 
into any contracts.  The events department of our management 
company works under the direction of the board to provide 
hotels that meet with the board’s criteria.  Usually the board will 
poll the members for meeting locations they desire.  The results 
of these polls are very important and become the basis of our 
search for locations. The board is well aware of the needs of 
members in terms of room costs and the availability of flights 
and other transportation costs to a location, and expends a great 
deal of energy trying to find a fit.  Once a contract is signed, the 
management company works with the hotel to develop the on-site 
preparations necessary for our meeting. 

Each board member becomes the liaison to one of our committees.  
Currently, these committees are:  Communications, Distance 
Learning, Ethics, Funder/Sponsorship, Master Member, Meetings, 
Member Benefits, Membership, the Member Screening Sub-
Committee and the Website Task Force.  In effect, that board 
member focuses on that area of management, becoming the 
conduit to the board for the activities and progress by that 
committee.  Committee chairs and committee members are 
assigned basic responsibilities and meet by conference call to 
complete these duties, as well as discussing and recommending 
additional issues as they see fit.  Reports of committee activities are 
conveyed to the board during each conference call.  

Under the topic of benefits, by far the most prevalent request 
concerns health insurance.  Over the years we have researched 
this item and have to date come up with the following:  Insurance 
is regulated on a state level, not a national level.  This has made 
offering group health insurance to our members difficult at best.  
However, in 2008 we entered into a partnership with the Bollinger 
Insurance Company, which allows our members access to health 
insurance policies free from some of the restrictions that are 
normally associated with group coverage.  Bollinger allows our 
members to offer health insurance coverage to their employees 
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This space is reserved for an 
interview of a NAELB board 

member.

Meet the NAELB Board   
of Directors

without the usual minimum number of employees signed up 
for the plan.  This is a definite plus in our industry where our 
members may be self-employed and only have one or two 
employees.  For more information about the plans Bollinger 
has to offer our members, call (800) 350-8005 x8302.

During our board meetings, operational budgets are 
approved, meeting schedules are set, meeting agendas 
are approved, candidates for future board positions are 
selected – as mandated by our bylaws, and future plans 
and projects are discussed in detail.  We also create 
and revise our strategic plan for the organization.  Each 
board member has the opportunity to express his opinions 
before any item is voted on.  The board holds the entire 
responsibility for the financial welfare of this association, 
including the overseeing of the management company, 
receiving monthly financial statements and other reports 
from the management company that allow them to view the 
trends, the actual usage of benefits, meeting evaluations, 
and be otherwise prepared to make decisions.  

As we continue to grow, our committees have become a 
vital resource.  Members, who are willing to serve on these 
committees and devote some of their time addressing the 
day-to-day needs of our members, are absolutely essential.  

This short description was written to give all our members 
some idea of the responsibilities of the board.  On 
average, each board member devotes 3-4 hours a week 
to the work of this association.  Committee member time 
varies, depending on the cycle of activities for the given 
committee.   

Please contact me to discuss any further information 
on this topic.  I can be reached by email at dcole@
businesscapitalleasing.com and would invite all members 
to do so.  Contact information for all board members, 
committee chairs, and committee members can be 
accessed on our website www.naelb.org. 

.    
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Best Practices for Having a Great Time at the 
NAELB National Conference
Mae G. Philpott , Dakota Financial, Charlotte, North Carolina

Where the Boys (and Girls) are…
This year’s NAELB National Conference took place April 10th 
– 13th in the beautiful Crescent City—New Orleans, Louisi-
ana.  The conference hotel is conveniently located within 
walking distance of the Mississippi River, the Aquarium of the 
Americas, Canal Place, Riverwalk shops, Harrah’s Casino, 
and the French Quarter.  Yet even with all the possibilities for 
adventure around the corner—when I arrived at the hotel on 
Thursday afternoon, the lobby bar was already packed!  Many 
folks came in early to achieve the perfect farmer’s tan while 
playing in the pre-conference golf tournament, still others 
came early to attend the Women in Leasing luncheon—both 
events received rave reviews from participants.  After check-
ing in and cleaning up, I headed back to the hotel bar to find 
the crowd had thickened as colleagues and friends gathered 
to await the conference opening reception.  

The reception was terrific fun with interesting Cajun foods 
and an authentic New Orleans jazz band that even led a jazz 
funeral parade around the room.  The décor was strictly Mardi 
Gras—featuring purple, gold and green beads, masks and 
doubloons everywhere.  The set-up had plenty of bistro tables 
to stand and kibbitz and just enough bars so that the wait for a 
drink included meeting those near you in the line.  

Why the focus on the bars?  When it comes to meeting 
people, you have to go where the people are—and that’s the 
bar.  You don’t have to be a drinker; have a coke or even just 
water.  But go!  The conference bar is inevitably the place to 
see old friends, to meet potential business opportunities and 
to find out what’s going on at the conference that’s not printed 
in the schedule booklet.  If you come to a conference, at least 
one reason is to help your business grow and networking at 
the bar is a great way to do just that!

Jack Harvey congratulates Brian Montgomery  
on a job well done.

Chris Fielder, New Orleans 
conference chair
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sleep is for sissies…
After the opening reception, many folks headed out on the town to the world famous Bourbon Street.  From Pat O’Brien’s classic relaxed 
patio scene to the wild crowds at Cat’s Meow’s karaoke stage, there is something for everyone in the French Quarter.  Adding NAELB 
members to New Orleans’ usual mix of booze, balconies, beads, and body parts certainly made for an unforgettable evening.  Conference 
attendees were spotted dancing on tables at Tropical Isle, singing impromptu solos at The Piano Bar, riding the mechanical bull at Bourbon 
Cowboy and even attempting old college gymnastics routines in the middle of the street!  One thing is for certain - attendees who stayed 
up to hang out had a great time!  Whether you join a party in someone’s room, sit at the hotel bar or go out on the town, don’t miss out on 
the after hours fun.  You will cement relationships, meet new contacts, make lasting memories and have some great stories to tell if you just 
stay up a little past your bed time.  After all, you can sleep the other 51 weekends of the year!

Be a Great source…
The conference schedule was actually left open for Friday evening so that everyone could have some time to enjoy the town.  If you are a 
broker, this is the time to take advantage of your funding source relationships—that’s why it’s vital to be a great source for at least one fund-
ing source in the NAELB!  Besides the regular commissions, bonuses and incentives, if you are an important broker to a funder, you can 
also expect a free dinner at the national conference.  Some funding source representatives took their best brokers to enjoy New Orleans’ 
renowned restaurants including Commanders Palace, Emeril’s NOLA, K Paul’s Kitchen, Brennan’s, and Antoine’s—to name a few.  Others 

L-R: Angie Sciotto, Heather Von Bargen, Olevia Yates

Enterprise Funding Group 
Computer Winners
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hosted parties for groups of brokers like the one I attended at ACME 
Oyster House.  As an added bonus, if you stick around afterward, you 
can expect to drink for free the rest of the night.  

How do you become a great broker source?  First, note that there 
are over a hundred funding source members in the NAELB.  From the 
biggest national banks to the smallest independent programs, take 
the time to find a program that you are comfortable selling and that 
fits your customer profile.  Remember, not all funding sources have 
annual funding requirements.  In some companies, funding even a 
few deals or a few hundred thousand dollars a year can make you a 
stellar performer.  By making yourself a great source for at least one 
funding source, you will never have another lonely conference night!

Hello, My name is… 
Friday and Saturday mornings started with the tradeshow and some 
pretty cool giveaways—the most impressive being a Nintendo Wii.  
I’ve heard the meals, educational sessions, and round tables had 
fantastic speakers, but as a Tulane grad, I couldn’t resist going out to 
see the city.  And I couldn’t help but notice other conference attend-
ees visiting the French Market, Café Du Monde, Central Grocery, and 
the riverfront where the annual French Quarter Festival was booming 
with live music, classic Cajun food, and local artists.  

Saturday evening the NAELB hosted one of their most enjoyable con-
ference closing events in a long time—a Natchez Riverboat cruise 
down the Mississippi.  With food, music, and bars on each level, 
if someone didn’t have a good time, it’s only because they literally 
missed the boat!

With all the comings and goings in and out of the hotel and around the 
city, my last bit of advice is to wear your name tag—in the hallways, 
on the elevators, at the coffee shop, in the bar, even in the restroom!  
When you identify with the group, you open yourself up to being 
approached by other NAELB members that may turn out to be great 
resources or even friends down the road.  You may feel silly and it 
may not match your new outfit, but remember why you came to the 
conference in the first place… don’t miss an opportunity to expand 
your network and business!  And if you missed this year’s national 
conference, there’s always next year…hope to see you in Las Vegas!

From Pat O’Brien’s classic relaxed patio 
scene to the wild crowds at Cat’s Meow’s 
karaoke stage, there is something for 
everyone in the French Quarter.  

This space is reserved for 
an interview of a NAELB 
funding source member. 

These interviews help brokers 
familiarize themselves with 

what a funding source can do 
for their business. 

LeasingLogic Funder   
Interview

NAELB Leasing Training DVDs 
Available for $195.

Visit www.naelb.org to order today.
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The NAELB‘s website has a wealth of valuable information for 
the membership.  Arguably, it is the most important tangible 
benefit of the association.  It is an information database of 
searchable contacts, for friends, partners, prospects, and 
mentors.

However, it is the Forum that is the most active – that’s where 
the information exchange happens.

The “Looking for Funding” is far and away the most active 
forum.  Let’s admit it; we are all members to get deals done.  
But the “funding” forum often was a place where forlorn 
hopes were pinned up in hopes that some anonymous viewer 
would come rescue a broker who had deal he hoped someone 
somewhere would do.  After hundreds of postings like these 
(and the commentary they often generated) a solution 
appeared.  Looking for Funding spun off a few subsidiary 
forums!  

Three months ago, the separate forums for “Story”,” C and 
D Credits”,”Don’t Laugh” and “Non Leasing” Forums were 
established.  The Looking for Funding should now have more 
posting with reasonable expectations of getting done.  And 
for you members posting –Please use the suggested Posting 
Guide.

Barry Reitman, the volunteer forum moderator, says that so 
far the system is working surprisingly well.  Most feedback 
he has gotten is that it is a better setup now.  However, 
habits have to be broken.  If you haven’t adjusted your forum 
preferences since the end of February, you may not be getting 
the postings from these categories.  This is particularly 
important to Funders who do transactions other than strictly 
A credit.  The preferences button is in the green title bar at the 
top of the box around the forum listings.  For brokers, putting 
your request in the right forum might get to someone who can 
do your deal.  Yes, even some postings in the “Don’t Laugh” 
categories get done.  If you have something you wonder 
where to go with - you can now give it one last resting place.  
It sure beats just walking away from it.

The main Funding forum continues to be the action forum, and 
rightfully so for real prospects.  Occasionally our moderator 
has to post gentle reminders of the existence of special forum 
for those special requests that pop up.  Gary Green thinks 
the new concept is great, and has posted in multiple forums.  
Yet still, he wishes that funders or facilitators would actually 
post responses to the website rather than just direct contact.  
While it does diminish the effectiveness of the forum, the 
prerogative of the responder must be honored.  Usually there 
is insufficient information in a posting for a definitive approval 
as posted.  But there is a fear that by actively asserting 
interest in a particular post, a funder might be presumed to 
desire such a submission.  Hence few postings, but many 
views.  Others who have special ways to get something done 
may want to protect their turf.  Perhaps if the deal gets done, 
the submitter can ask if he can publicly thank those that were 
helpful in any way.

In closing, you are reminded that these forums are tools the 
NAELB has established to fulfill a need of the membership.  
Those that use the tools should not abuse it so that its value 
disappears bit by bit.  Put things in their right places.  Use the 
correct tool for the job.

It’s a “New Day” at the Forum
Jim Padden, Padco Financial Services, Inc., Chicago, Illinois
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Technology Corner – 2nd Quarter 2008
Danny Duffy, Altec Capital Services, LLC, Birmingham, Alabama

In this edition of the Technology Corner we 
look at Microsoft Windows Home Server 
running on the HP MediaSmart Server.  The 
HP MediaSmart Server provides a simple 
and elegant solution for backing up and 
restoring data, sharing your data and remote 
access to your computers and files.

Windows Home Server is easy to set up 
and it serves three main functions (backup, shared folders and 
remote access) right out of the box.  The setup of your Windows 
Home Server and connecting your local computers to the server 
is a straightforward process and does not require any technical 
knowledge on your part.  Microsoft has pre-configured the 
technical aspects of the server and the setup wizard prompts 
you to name your server and to create a strong password.  The 
first time you connect to the server, another wizard is used to 
configure frequency of software updates, creating individual 
user accounts, configure remote access, a photo website 
and media sharing.  This completes your server setup and 
configuration.

Connecting your local computers to the server is accomplished 
when you run the Windows Home Server Connector software on 
each computer.  The connector software automatically creates 
and schedules the backup process for each computer.  When 
backing up your files, the software uses a de-duplication feature 
that saves storage space by only storing a single copy of a file.  
For example, if you have two copies of a file on your computer 
or multiple computers, the backup software will only store one 
physical copy of the file on the server and all other instances 
of that file will point to that single file. Having an automatic 
backup process is nice but if the process for restoring data is 
cumbersome or laborious it quickly loses its value.  The restore 
process is quite simple whether you are restoring an entire 
computer or just a few files.  To restore a computer, you would 
boot the computer from a restore CD and then select a previous 
version to restore.  Individual files can be restored by accessing 
a Windows Explorer window and dragging and dropping the files 
back to your computer.  

Sharing documents and other files among multiple computers 
can be a somewhat taxing initiative.  There are some free 
programs that help manage the process (SynchToy from 
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Microsoft.com) but they only serve a single function.  With 
Windows Home Server, the creation of shared folders is 
part of the installation process.  Initially, shared folders 
named “music, photos, videos, software and public” are 
created but multiple folders can be created each with 
their own set of permissions (Full, Read Only and None).  
Setting permissions provides the ability to limit who has 
access to what data on the server. The setup process also 
creates the shortcuts to these folders on each computer 
connected to the server.  

The most useful feature might be its remote access 
feature.  Remote access requires that a public domain 
name (free for the first year) be created during the setup 
process and using Internet Explorer, you can log into your 
server via the internet and either connect to the shared 
folders or connect directly to any of your computers or the 
Windows Home Server.  (Note:  the Firefox browser can 
only access shared folders; it cannot be used to connect to 
the computers).   

Where can I get a Windows Home Server?  Hewlett 
Packard has two different models, EX470 and EX475.  Each 
model has four internal hard drives with the EX470 coming 
with one 500 gigabyte hard drive and the EX475 with two 
500 gigabyte hard drives.  The EX470 retails for $599 and 
the EX475 for $749.  

The HP MediaSmart Server provides a 
simple and elegant solution for backing 
up and restoring data, sharing your data 
and remote access to your computers 
and files.

This space is reserved for 
a NAELB Gold Sponsor 

advertisement. 
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quarterly issues.
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How to Cross the Border…avoid getting caught with all 
the wrong paperwork…Doing Business in Canada…
Anthony Carrol, President of both Litehaus Systems and Provisio Financial Services, Surrey, British Columbia, Canada

important information to help you to effectively broker and fund equipment leasing transactions in Canada.

At a time when the United States is facing an economic challenge, many American based vendors are looking north 
to the land of “Canadian” opportunity.  After all, with a strong Canadian dollar, American based goods and services 
have become very affordable to Canadian companies.  But, is the leasing process all “golden?”  Many american 
lease brokers attempting to do business in Canada seem to be faced with a myriad of obstacles that appear quite 
difficult on the outside, but can easily be navigated if they know where to look.  

If we start from the beginning of a typical lease transaction we can see the first step in the process is the credit 
application.  Canadian companies use the same credit applications as their American counterparts, with the 
exception of a “Privacy Disclosure Statement.”  The privacy statement briefly summarizes what will happen with 
the consumer’s personal information once collected by the leasing broker and/or leasing company. This privacy 

statement is a requirement of the Canadian Privacy Commissioner on most types of credit applications.  More information about the privacy 
laws and verbiage can be found at the Privacy Commissioner’s website (www.privcom.gc.ca).

Once we have received a completed credit application we can move to the next step: and that is confirming legal names, start dates, 
directors etc.  Every business in Canada can have one of two types of incorporations, either Provincial or Federal.  The Provincial 
Incorporation allows a business to be registered in the province they wish to do business (usually their home province).  If the company 
wishes to do business outside of their home province (depending on the nature of their operations) they may have to register extra-
provincially within the other province they wish to do business in (this is usually a requirement if they have a fixed address in a secondary 
province).  Information on corporate searching at the provincial levels can be found at (http://www.ic.gc.ca/epic/site/cd-dgc.nsf/en/
cs01134e.html).

The other way that many businesses incorporate is federally and then file an extra-provincial registration within the province in which they 
wish to do business.  The benefit to this is that a company’s name becomes federally approved and then is protected across the country.  
This is a status second only to trademark protection.  Federally incorporated companies can conduct business anywhere in Canada and 
the CBCA (Canada Business Corporations Act) does not set restrictions regarding the province or territory where the head office is located, 
where corporate records are maintained and where annual general meetings are held.  You can find information on federal registrations at 
Industry Canada (http://www.ic.gc.ca/epic/site/cd-dgc.nsf/en/h_cs03750e.html) 
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Searching, filings and discharges are all done through the PPSA (Personal Property Securities Act).  Administered by the Ministry of Consumer 
and Corporate Affairs, it is a provincial statute, which provides a public registration system permitting the owners of equipment and vehicles 
or creditors with rights over equipment and vehicles to register their interests in such assets, with the exemption of real estate (real property 
is registered with the local Land Title Office). PPSA, sometimes called the PPSR (Personal Property Securities Registration) is independently 
run and administered by each province and territory.  As a result, a registration filed against a debtor in one province will not appear on a lien 
search requested in another province.  The province of Québec is also quite different.  Not only are there requirements for French contracts, 
they use legislation that sometimes only allows either seizure of an asset or litigation for monies owed but not both (i.e. if a debtor fails to pay, 
you can either seize or sue) and they use the Civil Code instead of the PPSA/PPSR, which tends to make it uncomfortable for many lessors to 
do business within the province.  It is strongly recommended that you check with an attorney located in Québec to ensure full protection of the 
lease contract.  

Table 1 is a list of PPSA/PPSR Registries across Canada 

During the credit adjudication process you will find that, unlike the United States that has four major reporting credit bureaus, Canada only 
has three major credit reporting facilities. They are Equifax, TransUnion and Dunn & Bradstreet, with Equifax being the dominant player for 
commercial credit.  Although each of the three reporting agencies use a “FICO” derivative-based score, in Canada it is most commonly referred 
to as the Beacon score.  The Beacon score is not considered equivalent, point by point with a US based FICO score.  This is due to differences in 
how the two countries report to the credit bureaus; based on different legislation, i.e. mortgage laws, the number and types of reporting issuers 
etc.  However, the scores will still remain close.  You will also notice that a larger portion of deals in Canada tend to be “Corporate Only” deals.  
Now this is not to say that personal guarantees are not requested in Canada, but it is just that commercial credit is usually based on the financial 
health and strength of the covenant and that is most commonly the business. personal guarantees are usually there to provide extra strength to 
weaker deals that may be bordering on being declined (however this not applicable to “B” credit lending).  

Unlike the United States, Canada also does not follow the true “Application Only” model, since each deal is usually assessed on the merit of 
the deal itself, i.e. asset, vendor, lessee, lessee’s industry time in business, residual value, etc.  Credit tends to look at the whole deal, sometimes 
requesting financials and tax returns on deals as little as $5-$10,000.00.  Another noticeable difference is that most small ticket lease brokers do 
not pull the Consumer Bureau prior to credit submission.  This is because: 
a) Most lessors are very candid in the types of deals they want to see and a good lease broker usually can assess what funding sources a deal 
should go to by the information submitted on the application 
b) The majority of lessors are going to pull the Consumer Bureaus themselves as part of their audit requirements

Once a credit approval has been granted, one of the biggest challenges the American vendor has is the uneasiness to ship equipment across 
the Canadian border without knowing how, when, and if they will get paid.  To address these concerns, the first step in this process will be 
based on strength of the relationship between the vendor and the broker.  The broker needs to re-assure their vendor that they have taken all 
reasonable measures to ensure that they are protected.  This can be done by ensuring that a completed lease package (including the signed 
lease and the Lessee’s cheques) has been submitted to the lessor’s funding department for a full lease package review prior to giving the 
vendor the green light to release the equipment.  The second step is to develop a relationship with a Canadian finance partner and during the 

Province ACT WEB URL / Contact Info 

Alberta PPSA www.servicealberta.gov.ab.ca/WP_PersonalPropertyForms.cfm

British Columbia PPSA https://www.bconline.gov.bc.ca

Manitoba PPSA https://direct.gov.mb.ca/pprhtml/html/internet/en/ppr.html

New Brunswick PPSR http://www.acol.ca/Services/PPR/NB/menu.html

N.F.L PPSA http://www.gs.gov.nl.ca/cca/cr/search-serv.stm

Nova Scotia PPSA http://www.acol.ca/Services/PPR/NS/menu.html

P.E.I PPSA http://www.acol.ca/Services/PPR/PE/menu.html

Quebec CCQ CONSULT A LAWYER IN THE PROVINCE OF QUEBEC

Saskatchewan PPSA http://www.isc.ca/default.aspx?DN=19,10,1,Documents

N.W.T PPSA http://www.justice.gov.nt.ca/PropertyRegistry/ppr_faq.htm#3

Nunavut PPSA http://edt.gov.nu.ca/english/services/busdev.htm

Yukon PPSA https://ppsr.gov.yk.ca/pls/htmldb/f?p=105:1:17714368356187102413
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deal submittal process request an early commencement (also known as partial pre-funding). Many Canadian lessors are aware of 
the American vendor’s situation and are willing to work with the vendor and will usually advance up to 50% of the payment prior to 
shipping and have the balance paid upon installation.  There are several reasons for waiting for installation to pay the balance to the 
vendor such as customs charges, duties (if applicable), currency conversion and assurance for the lessor that they don’t pay 100% up 
front to the vendor and then the vendor does not ship the equipment.  

In some cases, American leasing companies under N.A.F.T.A. are looking to write paper directly in Canada without a Canadian 
presence. Now this can be done but there are some issues that affect both the lessee and the lender.  For example, The Canada 
Revenue Agency applies a withholding tax on income generated on finance contracts where the financier is a non-Canadian entity 
and vice versa with the IRS.  Also, there can be problems with asset recovery in the event of default by the Lessee, i.e. if the lessor’s 
venue for litigation is in the US and if judgment is granted in the US against a Canadian lessee, the judgment still has to be registered 
and enforced in a Canadian court prior to execution of the judgment, and the Lessee can still challenge the validity of the American 
judicial system (the judgment) in Canada. Then there are the taxes on the lease (where the lessor is a non-Canadian entity). This can 
pose another problem for the lessee since Canada has three levels of taxation that can affect the lessee’s payment.

a) The Provincial Sales Taxes (http://www.taxtips.ca/pst/pstrates.htm), which is not applicable in all provinces 
b) The Federal G.S.T. (Goods and Services Tax)  
c)  H.S.T. (Harmonized Sales Tax), this is applicable only in some provinces 

 Information on both the G.S.T. and H.S.T. can be found at (http://www.taxtips.ca/gst.htm) 

*When providing leasing to government not all levels/branches of the government pay all of the taxes.
* First Nations can be exempted from the taxes depending on the point of delivery of the goods and or services.  

If a non-Canadian finance entity does not have a Canadian “Incorporation” which requires a Canadian director and or nominee, the 
lessee may have to pay all the taxes upfront on a lease deal. This, in turn, defeats the objective of deferring the taxes on the lease for 
the lessee, i.e. on a $50,000.00 lease in the province of British Columbia, the lessee may have to pay 5% G.S.T. and 7% P.S.T. for a total 
of 12% or $6,000.00 upfront in taxes, plus Canada customs, duties and any other charges (not including any down payments) upfront, 
just to start the lease. If the Financing entity were Canadian, the Canadian lessee would not be responsible for any of these charges 
up front (so let’s put ourselves in the Canadian lessee’s shoes for a moment and ask ourselves, whom would we use, a Canadian or 
American lessor?).

Now that we have figured out where to go to get information about the bulk of the process we only have two more points to touch on - 
Canada customs and locating a Canadian finance partner. 
In most cases when goods are shipped across the border the customs charges, customs brokerage charges and taxes can be dealt 
with in advance with the aid of a Canadian partner. These charges must be billed to the “Importer of record”; this will usually be the 
lessor. If the lease broker is managing the whole transaction by themselves, the lessor will have to provide a Power of Attorney to the 
lease broker that allows the customs brokerage to bill the lessor directly for any of the above mentioned charges. More information on 
Canada border services can be found at (http://www.cbsa-asfc.gc.ca/menu-eng.html). 

The last point to cover is finding a Canadian finance partner. Headed by some of Canada’s top senior leasing executives from 
companies such as G.E. Capital, De lage Landen and CIT Credit Group, The CFLA (Canadian Finance and Leasing Association) (http://
www.cfla-acfl.ca/) manages and oversees the leasing industry in Canada and provides a great depth of information about it.  The CFLA 
is also an invaluable source in locating a Canadian finance partner.  Canada is a dynamic and vibrant country with a very strong and 
healthy growing economy that can help to provide a new source of business for you and your vendor, provided that you have the right 
partner to help you navigate, just as you (the American leasing broker) will provide Canadians lease brokers with the ability to navigate 
the American markets. 

Notice to reader:  
*The intent of this article is to provide you with information and assistance when conducting business in Canada and not to provide a 
legal opinion. 
*Subject to implementation of a new tax treaty between Canada and the Unites States, please consult an international tax advisor for 
your specific situation.

About the Author: 
Anthony attended Devry Institute of Technology with a Major in Business Operations Management and a Minor in Computer 
Information Systems. He also attended Algonquin College of Applied Arts and Technology with a Major in Information Systems. 
Anthony worked at CIBC (Canadian Imperial Bank of Commerce) in individual banking (consumer loans) department. During his 12 
years in the equipment lease sector, his career has grown from legal accounts management, customer service, funding and booking, 
credit and vendor services to account executive. While working as a business development manager, Anthony also helped a small 
equipment-leasing firm grow from $4 million to just under $10 million in new originations in fewer than two years. Anthony is also the 
founder and president of both Litehaus Systems and Provisio Financial Services. Litehaus is a technology company that offers off 
the shelf equipment lease broker software. Provisio Financial Services is an equipment leasing company based in Western Canada 
focusing on small / mid ticket and cross border lease transactions. 
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FOR IMMEDIATE RELEASE

NAELB LAUNCHES UPDATED WEBSITE
loUisville, kY -- February 1, 2009 -- The NAELB board of directors, website committee and staff announce the launch of the re-designed 
NAELB website in Spring 2009. For more information, please visit www.naelb.org.

ContaCt: Jennifer Helton      
(800) 996-2352 
jhelton@hqtrs.com

This space is reserved for 
newly submitted press releases. 
LeasingLogic word count limit is 
125 word; however, please feel 
free to post a complete release 

on the Leasing Forum in the 
specially designated area.

This space is reserved for a NAELB Presidential Sponsor 
advertisement. Sponsors receive an ad in each of the four 

quarterly issues.
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NAELB Best Practices Broker™
The NAELB now offers certification for our members that recognize one’s ability to apply the Code of Ethics to every-
day business practices. Through the certification process, we are displaying that we have demonstrated our ability 
to apply the Code to general business practices in situations that we may face during our daily business operations. 
Those passing the Ethics exam have earned the right to utilize the “NAELB Best Practices Broker™” certification 
that is licensed by the NAELB. 

The test is available at all three NAELB meetings and also available online. The exam consists of two parts – twenty 
multiple-choice questions and five essay questions. Those wishing to sit for the test must be broker members in good 
standing for at least two years, and approved by the NAELB Board of Directors. The passing candidates will be en-
titled to use the designation “NAELB Best Practices Broker™” on their company business cards, letterhead, website, 
marketing materials, etc.

Congratulations to the following individuals who have successfully completed the exam and are now a 
“NAELB Best Practices Broker™” ( as of January 15, 2009)

Brian Acosta, CLP – Matrix Business Capital
Donna Cole – Business Capital Leasing, Inc.
Ryan Davis – Encore Capital, LLC
Gary Greene – Lease $mart
Dan Harris – 5280 Financial, LLC
Jack Harvey, CLP – Enterprise Financial Solutions, Inc.
Brian Link – InSource Capital Services, Inc.
Mike McPhearson, CLP – Westport Leasing Canada
Brian Montgomery – Express Funding Solutions
Laura Noblin, CLP – Matrix Business Capital
David Normandin, CLP – ENVision Capital Group, LLC
Barry Reitman – Keystone Equipment Leasing, Inc.
Spencer Richman, CLP – American Financial Network, Inc.
Sonia v.M.Stoddard – Stoddard & Associates
Rosanne Wilson, CLP – 1st Independent Leasing
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NAELB New Members

This space is reserved for a 
listing of the most current 

broker, associate and funder 
members, which are updated 
here for each quarterly issue.

27



455 South Fourth Street, Suite 650
Louisville, Kentucky 40202

Phone: 800/996-2352
Fax: 877/875-4750
admin@naelb.org

2009 NAELB Annual Conference
April 30 - May 2

Red Rock Casino, Resort and Spa
Las Vegas

COme JOin Us!


