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If there is one thing we’ve learned from 2020, 
it’s how to stay on our toes. 
When our best laid plans are consistently thrown out the window, it’s natural to feel 
uncomfortable and disappointed. But what happens next matters most. The individ-
uals and companies that have learned to respond in real time to the ever-changing 
events of this year have learned an essential trait for survival in today’s market: 
agility. 
The NACLB has not been immune to the whims of this year. This issue of the maga-
zine was initially intended to be distributed at NACLB 2020 in Las Vegas. Instead, we 
are mailing it to attendees ahead of the now virtual event.
Even though we can’t be together in person this year, we can still gain all of the ben-
efits of NACLB 2020 in a virtual setting. We’ve included a mini guide to success at this 
year’s conference in this issue. Check out these tips and be sure to download the app 
to maximize your opportunities at this year’s event. 
Even though we can’t see each other face to face, there’s still a lot to celebrate this 
year. This issue offers exclusive interviews with three exceptional industry leaders. 
I caught up with industry icons Terry Luker from ACS and Chris Lehnes from Versant 
Funding to talk about how they got started in their respective businesses and the 
success they’ve achieved over the years. 
Luker went from working in the automotive industry to running the “three-headed 
monster” of ACS, BancAcess and Commercial Capital BIDCO. He shared how he and 
his team find homes for every deal while remaining loyal to their community bank 
partners.
After working in SBA for most of his career, Lehnes pivoted to factoring during the 
Great Recession and soon discovered Versant Funding was where he belonged for the 
long haul. He shared his passion for educating borrowers about factoring and helping 
brokers diversify the options they can deliver to small businesses. 
I also had the pleasure of talking with this year’s NACLB Rookie of the Year, Brandon 
Bartoldi, who has already achieved remarkable success after launching Prosper Firm 
earlier this year. He outlined his plans for the business and shared strategies for 
other new brokers who want to create a prosperous business.
This year’s conference won’t have an in-person exhibitors hall, but we can still con-
nect with exhibitors virtually to learn about the products and services they provide to 
brokers. We spotlight four 2020 NACLB exhibitors — Civic Financial, CreditBench, First 
Business Growth Funding and RDM Capital Funding — in special company profiles.  
Moving to our departments, Alex Vasilakos shared 10 tips for building your company’s 
presence on LinkedIn in Marketing 101 and Rachel Kugel outlined several ways to 
help clients improve their credit scores in Common Law. 
We look forward to connecting with all of you at the NACLB 2020 virtual conference! 
Stay tuned for our year-end issue when we will take a look back at the events of 2020 
and a look ahead to 2021. 
Stay safe!

Sincerely,
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PEOPLE
BizCap Adds Schubel as VP of 
Originations
Business Capital (BizCap) added David 
Schubel as a vice president of origina-
tions. Schubel has been involved in the 
commercial real estate and banking in-
dustries for nearly 15 years, most recently 
founding and managing his own debt buy-
ing, loan workout and capital raising firm. 
He will be based in Texas and respon-
sible for developing and managing new 
business opportunities in the Southwest 
region, working with capital markets and 
credit teams, partners and clients to struc-
ture and deploy commercial financing 
and restructuring solutions for mid-sized 
businesses.
North Mill Hires Fanelle as July 
Originations Hit All-Time High
North Mill Equipment Finance achieved an 
all-time high in loan and lease fundings 
in July, as funded volume reached nearly 
$18.5 million, representing a growth rate 

of close to 24% compared with the same 
period last year. In addition, North Mill 
reported record volume for the first half of 
2020. To accommodate additional growth, 
North Mill appointed Robert Fanelle a 
broker relationship manager, reporting to 
Paul Cheslock, vice president of customer 
relations. Fanelle’s prior work experience 
managing brokers in a financial services 
setting is especially salient because 
North Mill generates new business solely 
through third-party referral agents.
Red Oak Capital Names Gary Bechtel CEO
Red Oak Capital Group, an investment 
manager and provider of debt capital 
solutions for commercial real estate 
projects, added Gary Bechtel to the firm 
as CEO. Bechtel previously served as 
president of Money360, where he was 
responsible for developing and executing 
its expansion strategy.
FSW Funding Promotes Bennett to 
Operations Manager
FSW Funding, a Phoenix-based company 
that specializes in financing solutions for 

small and mid-size businesses, promot-
ed Ashton Bennett to the position of 
operations manager. Bennett will oversee 
the management of the factoring and 
asset-based lending portfolio. Prior to 
joining FSW Funding, Bennett worked for 
US Bank as a personal banker.
NEFA Names Sluss New Executive 
Director/CEO
The National Equipment Finance 
Association appointed Chad Sluss, MSA, 
executive director and CEO, succeed-
ing Michael Toglia, who left the role of 
executive director in September. Toglia 
was appointed executive director in 2018. 
Sluss took the helm of the organization on 
Sept. 1.
Fidelscaia Joins First Business Growth 
Funding as VP, BDO
First Business Growth Funding, the 
accounts receivable financing arm of 
First Business Financial Services, hired 
Lana Fidelscaia as vice president, busi-
ness development officer. Fidelscaia has 
more than 10 years of experience in the 

https://www.revinc.com
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financial industry, specifically in factor-
ing, asset-based lending, commercial 
real estate and SBA lending. Previously, 
Fidelscaia held positions that expanded 
her expertise in underwriting, real estate 
analysis and cash flow improvement.
Rainstar Capital Group Adds Cloutier and 
Hannaford as Managing Directors
Rainstar Capital Group, a Grand Rapids, 
MI-based national debt advisory firm, 
hired Troy Cloutier and Tom Hannaford 
as managing directors to head up the 
Louisiana and San Antonio markets, 
respectively. 
Gibraltar Business Capital Expands 
Operations and Credit Teams
Gibraltar Business Capital expanded its 
operations and credit teams to address 
increased demand for its services, specifi-
cally hiring Paulina Nenadovic as a collat-
eral analyst for the operations group and 
Todd Seehase as a senior vice president 
and account executive on the credit side. 
FSW Funding Hires Broderick and Hansen 
as Business Development Officers
FSW Funding hired Nick Broderick and 
Morgan Hansen as business development 
officers to support growth and expansion. 
Broderick is based in Phoenix and Hansen 
is based in Atlanta.  

CapitalPlus Promotes Powell and 
Rathbone
CapitalPlus Construction Services pro-
moted Curt Powell to vice president of 
sales and Laura Rathbone to vice pres-
ident of underwriting. As vice president 
of sales, Powell will assume additional 
responsibility for leading the internal and 
external sales teams as well as managing 
existing referral relationships. He joined 
CapitalPlus four years ago as the only 
sales representative and has assumed po-
sitions of increasing responsibility during 
his tenure with the firm. As vice president 
of underwriting, Rathbone will oversee the 
underwriting and funding functions for 
CapitalPlus. Additionally, she will eval-
uate existing processes and procedures 
to create a new framework focused on 
continuous improvement and customer 
experience. 
Moore Joins First Business Growth 
Funding as VP, BDO
First Business Growth Funding, the ac-
counts receivable financing arm of First 
Business Financial Services, hired Roger 
Moore as vice president, business devel-
opment officer. He will be headquartered 
in Memphis, TN. Moore has more than 25 
years of experience in the commercial 
finance industry. For the last 10 years, he 
has focused on providing working capital 
solutions to businesses through accounts 
receivable financing and asset-based 
lending.
Gerber Adds Two Collateral Analysts and 
Marketing/Comms Coordinator
Gerber Finance hired three new full-time 
employees, including Graham Nelson as a 
collateral analyst in the California office, 

Hailey Williams as a collateral analyst in 
the New York office and Kelly South as 
marketing and communications coor-
dinator. Nelson previously worked as a 
loan administrator at First Republic Bank 
and managed the entire loan portfolio 
of the bank’s professional loan program. 
Williams is a recent graduate from Drew 
University who started at Gerber in May 
as an operations intern before being 
hired in a full-time capacity. South joined 
Gerber Finance as a marketing intern 
in January and after assisting with the 
Gerber Finance Foundation, social media 
efforts and marketing campaigns, she was 
officially hired.
CapitalPlus Adds Keck as Senior Account 
Executive
CapitalPlus Construction Services, a pro-
vider of accounts receivable financing for 
the construction industry, added Adam T. 
Keck as senior account executive. Keck will 
be responsible for business development 
and client management in the western 
region of the United States.  
Alterna Capital Solutions Adds Three 
Experts to Meet Demand for SME Growth 
Capital
Alterna Capital Solutions added three 
members to its team of dedicated special-
ty and alternative financing experts. Greg 
Carpenter joined as EVP and managing 
partner based in Dallas. He will be focused 
on growing revenue and distribution 
channels. Michael Kodinsky joined as SVP 
of sales and originations, focusing his 
efforts on business development through-
out Georgia, Florida and the Southeast 
region, as well as the Boston market. Jim 
Thieken joined as chief risk officer (ABL) 
with responsibility to help expand the 
firm’s ABL offering and lead inventory 
finance due diligence, risk analysis and 
monitoring.
Austin Financial Services Hires Curdy as 
Chief Risk Officer
Austin Financial Services hired Joe Curdy 
as its new senior vice president and chief 
risk officer. In this role, Curdy will work 
alongside senior management and be 
responsible for managing asset quality 
and financial risk to ensure it continues 
to meet the organization’s standards and 
growth goals.
FSW Funding Adds Bittinger as Portfolio 
Analyst
FSW Funding hired Shauna Bittinger as 
a portfolio analyst. Prior to joining FSW 
Funding, Bittinger worked as an account-
ing clerk for an Arizona-based electrical 
and communications contractor.  

DEALS 
cuBIZloan Funds Investment Property 
Loan
cuBIZloan’s referral credit union program 
refinanced a single-family property loan in 
Eatontown, NJ, with a lower rate, helping 
the member with cash back.

conference news
From Vegas to Virtual: Nov. 10-11, 2020

Since restrictions have been placed on 
Caesar’s Palace in Las Vegas, the largest gath-
ering of commercial loan brokers and lenders 
will be moving to a virtual platform in 2020. 

Join us from the comfort of your own home 
for two days of enormous growth opportuni-

ties. More than 900 of the nation’s top commercial loan, leasing and mort-
gage brokers and lenders will converge on Nov. 10-11, 2020, to meet the top 
lenders and service providers that cater to the brokerage community. These 
brokers are responsible for more than $5 billion in small business and com-
mercial financing each year.

Joe Theismann, World Champion quarterback, broadcaster and entrepreneur, 
will deliver the keynote session live from the NACLB offices. 

Brokers, lenders and sponsors who attend NACLB 2020 will receive free ad-
mission to NACLB 2021. Visit naclb.org to register. 
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Gibraltar Provides $20MM to Sponsor-
Backed Seasonal Business
Gibraltar Business Capital provided 
Texas-based Easy Gardener Products a 
$20 million credit facility to help with a 
restructuring.
Commercial Funding Partners Provides 
$4.8MM to Growing Trucking Co.
Commercial Funding Partners provided 
$4.8 million to a growing trucking compa-
ny, which sought financing for new trac-
tors to fulfill contracts and meet market 
demands.
Wintrust Receivables Finance Closes 
$5MM Line of Credit for Expedited 
Transportation Firm
Wintrust Receivables Finance closed a $5 
million accounts receivable-based line 
of credit for a Midwest-based provider of 
expedited freight and transportation.
Crestmark Provides More Than $86.3MM 
in Commercial Financing in the H2/July
Crestmark secured a total of $29.1 million 
in ABL financial solutions for seven new 
clients, Crestmark Equipment Finance 
provided $7.7 million in five new lease 
transactions, the joint ventures division 
provided $4.1 million in financing to two 
new clients and the government guaran-
teed lending group provided $45.3 million 
in financing for nine new clients in the 
second half of July.
Kennedy Funding Closes $750K Land Loan 
in Southwest Florida
Kennedy Funding, a global direct private 
lender, closed a $750,000 loan to JBCC 
Sandhill. Proceeds from the loan will be 
used for cash-out refinance and working 
capital for 24750 Sandhill Blvd., a 31.28-
acre property in Punta Gorda, FL.
NFS Leasing Inks Third Funding 
Agreement with Valor Underground
NFS Leasing and Valor Underground com-
pleted a third equipment finance agree-
ment. Valor Underground is an under-
ground construction startup founded just 
three months prior to its first agreement 
with NFS Leasing. After signing a two-year 
contract for a construction project, Valor 
partnered with NFS to fund the necessary 
equipment to successfully complete the 
engagement.
Crestmark Secures More Than $47MM in 
Commercial Financing to 108 Businesses 
in H1/August
Crestmark secured a total of $6.5 million 
in ABL financial solutions for four new cli-
ents in the first half of August. In addition, 
Crestmark Equipment Finance provided 
$524,700 in one new lease transaction, 
Crestmark Vendor Finance provided $8.2 
million in 96 new lease transactions and 
Crestmark’s government guaranteed 
lending group provided $31.8 million in 
financing.

Amerisource Closes $2.5MM Revolver and 
Real Estate Term Loan for Manufacturer 
and Distributor
Amerisource Business Capital closed 
and funded a $2.5 million credit facility 
for a power generation component part 
manufacturer and distributor based in 
Connecticut. The company is recapitalizing 
its balance sheet and needed a lender to 
provide availability on accounts receiv-
able, inventory and real estate.
North Avenue Capital Closes $2.2MM Loan 
to Shrimp Farmer Royal Caridea
North Avenue Capital, a specialized 
commercial lender funding USDA rural 
development loans, closed a deal with 
high-tech shrimp farmer Royal Caridea, 
lending $2.2 million for the acquisition of 

new equipment and to provide working 
capital for the aquaculture farm. 
Republic Provides $1.5MM Factoring 
Facility to Apparel Importer
When a Los Angeles apparel manufactur-
ing and import company sought funding 
for its 2020 fall and winter orders, it chose 
Republic Business Credit to fuel its growth. 
BlueVine Secures $75MM Revolving Credit 
Facility with Atalaya Capital Management
BlueVine, a provider of small business 

https://www.customersbank.com/sbalending
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Rosenthal Provides $2MM Production 
Finance Facility to Toy Company
Rosenthal & Rosenthal, an independent 
factoring, asset-based lending and pur-
chase order financing firm in the United 
States, completed a $2 million purchase 
order finance facility for a California-
based toy company.  
Pivot Financial Provides $7.5MM 
GreenSpace Debt Facility
GreenSpace Brands entered into a new 
credit facility with Pivot Financial to 
replace its previous ABL facility. The 
structure and conditions of the new debt 
facility include a $3.5 million term loan 
and a $4 million full recourse accounts 
receivable factoring facility.
Hedaya Capital Completes $1MM 
Factoring Facility for Outdoor Apparel 
Company
The Hedaya Capital Group completed a 
$1 million factoring facility for a fam-
ily-owned outdoor apparel company. 
Inspired by nature’s playground, the 
company provides clothing and gear to 
outdoorsmen and hunters. 
Iron Horse Credit Provides $1MM Stand-
Alone Inventory Facility to E-Commerce 
Retailer
Iron Horse Credit partnered with a brand 
in the sports accessories industry selling 
in the U.S. and Canada. Due to the current 
market conditions and its impact in the 
retail space, the company shifted its 
focus to its e-commerce business. The 

UMB Capital Finance Provides $5MM 
Facility to Video Conference Systems 
Integrator
UMB Bank, through its UMB Capital 
Finance accounts receivable finance 
business channel, provided a $5 million 
credit facility to a Texas-based integrator 
and supplier of video conference systems. 
The facility will be utilized for working 
capital support that the quickly expanding 
company needs.
Republic Provides $2.75MM Ledgered Line 
of Credit to Food Manufacturer
When a West Coast-based natural food 
manufacturing company sought more 
funding than its incumbent bank lender 
could provide, it fed the order to Republic 
Business Credit for increased access to 
working capital. Republic approved a 
scalable and non-dilutive growth orien-
tated facility that provided availability on 
accounts receivable. 
TAB Bank Provides $2.5MM Revolving 
Credit Facility to Trucking Company
TAB Bank provided a $2.5 million as-
set-based revolving credit facility for a 
manufacturing trucking company based 
in Florida. The new facility is extended 
through a multi-year agreement and will 
provide for the ongoing working capital 
needs of the company. 

banking, secured a $75 million revolving 
credit facility from funds managed by 
Atalaya Capital Management, a private 
credit and special opportunities invest-
ment manager based in New York.
Versant Funding Provides $1.8MM Non-
Recourse Factoring Facility to National 
Distributor of Sweets & Treats
Versant Funding provided a $1.8 million 
non-recourse factoring facility to a nation-
al distributor of sweets and treats.
Crestmark Equipment Finance Provides 
More Than $11MM in Lease Transactions 
in H2/August
Crestmark Equipment Finance provided 
more than $11.3 million in six new lease 
transactions and Crestmark Vendor 
Finance provided more than $10.6 million 
in 132 new lease transactions in the sec-
ond half of August. In addition, Crestmark 
secured more than $16.9 million in ABL 
financial solutions for 10 new clients and 
the government guaranteed lending group 
provided more than $6.8 million in financ-
ing for four new clients.

https://www.revinc.com
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company’s incumbent asset-based lender 
reduced the line of credit as the com-
pany’s inventory exposure exceeded its 
accounts receivable balance. Through a 
referral, Iron Horse Credit partnered with 
a trusted accounts receivable lender to 
provide the company with the working 
capital solution it needed without any AR-
to-inventory restrictions.  
Crestmark Provides More Than $27.3MM 
in Commercial Financing in H1/Sept
Crestmark secured more than $6.9 million 
in ABL financial solutions for four new 
clients, Crestmark Equipment Finance pro-
vided more than $18.1 million in eight new 
lease transactions and the government 
guaranteed lending group provided more 
than $2.2 million in financing for two new 
clients in the first half of September.
North Mill Supplies $18MM Revolving Line 
of Credit to Optical Cable
North Mill Capital provided an $18 million 
asset-based revolving line of credit to 
Optical Cable, which used the funds to 
refinance a prior lender and to provide 
additional working capital. 
Wintrust Receivables Finance Closes 
$5MM Line of Credit for Expedited 
Transportation Firm
Wintrust Receivables Finance closed a $5 
million accounts receivable-based line 
of credit for a Midwest-based provider of 
expedited freight and transportation.  
White Oak Provides $4.5MM to Three 
Aerospace Firms Supporting U.S. Defense 
Agencies
White Oak Commercial Finance’s govern-
ment contracting finance division provid-
ed $4.5 million in factoring and ABL credit 
facilities to three aerospace businesses 
providing specialized services to U.S. 
Defense agencies.  
Republic Business Credit Supplies $3MM 
Direct to Consumer Facility to Apparel 
Accessory Manufacturer
Republic Business Credit provided a $3 
million direct to consumer inventory loan 
facility to a private equity-owned apparel 
accessory manufacturer based on the 
West Coast. The facility provides avail-
ability on the manufacturer’s inventory, 
accounts receivables, merchant accounts 
and e-commerce related proceeds. The 
funding also refinanced the manufactur-
er’s existing bank facility while providing 
liquidity to enhance its e-commerce 
strategy.
Sallyport Funds $1MM Line of Credit to 
Canadian Cosmetics Wholesaler
Sallyport Commercial Finance offered a 
$1 million accounts receivable facility to 
a cosmetic wholesale and distribution 
company working with retailers worldwide. 
This facility will help the business adapt 
to the changing retail sector and enable 
it to expand its product offerings for PPE 
distribution. 

Republic Business Credit Provides Non-
Borrowing Factoring Facility to Apparel 
Importer
Republic Business Credit provided credit 
consultation and collection services to a 
West Coast-based, family-owned apparel 
importer during the COVID-19 pandem-
ic. Republic’s credit protection solution 
covers all new orders the company ships 
to retailers.
Franklin Capital Partners With Virtas 
Partners to Provide Financing to Snack 
Foods Company
Franklin Capital is partnering with Virtas 
Partners to provide a snack foods compa-
ny with financing. Franklin Capital seeks 
partnerships with turnaround firms, banks 
and other financial professionals to help 
small and medium-sized businesses.  
Gateway Trade Funding Closes Seven 
Facilities Totaling $13MM
Gateway Trade Funding, a purchase order 
and trade financing company, closed 
seven purchase order facilities totaling $13 
million. 
White Oak Provides $10MM Factoring 
Facility to Consumer Electronics 
Wholesaler
White Oak Commercial Finance, an affiliate 
of White Oak Global Advisors, provided 
a $10 million factoring-inventory finance 
facility to a consumer electronics whole-
saler and distributor serving public and 
private retailers in the U.S. and interna-
tional markets.
TAB Bank Provides $4.5MM Revolving 
Credit Facility to Texas Manufacturing 
Company
TAB Bank provided a $4.5 million as-
set-based revolving credit facility to a 
manufacturing company based in Texas. 
The new facility is extended through a 
multi-year agreement and will provide for 
the ongoing working capital needs of the 
company.  
Quickpay Establishes AR Purchase/
Factoring Line for Company in the 
Republic of Palau
Quickpay Funding signed a factoring 
line for a construction company doing 
business and based in the Republic of 
Palau. The line includes access to supplier 
payments and purchases of invoices on 
completed work. 
Sallyport Provides $250K Credit Facility to 
Specialty Pipe and Fitting Distributor
Sallyport Commercial Finance provided a 
$250,000 accounts receivable facility to a 
company specializing in the distribution of 
specialty piping materials.  
Capital Now Provides $30K to Wildfire 
Prevention Startup in Western Canada
Capital Now assisted a startup wildfire 
prevention company based in western 
Canada in avoiding near-term cash flow 
concerns by providing $30,000 in cash, 

which enabled the company to purchase 
equipment and transport it to customers’ 
sites. Capital Now ensured this company 
had the cash flow to manage outstanding 
debt, which in turn helped it continue its 
momentum forward in finding more sites. 
Sallyport Structures $1.75MM Credit 
Facility for Supplier to Trading Card 
Industry
Sallyport Commercial Finance structured 
a $1.75 million credit facility to a supplier 
to the trading card industry to help meet 
growing demand and fill upcoming orders. 
The credit facility will enable the business 
to continue to service existing customers 
and to help grow market share.
Prestige Capital Provides $7MM in 
Additional PPE Funding
Prestige Capital Finance provided $7 
million to two companies to fund the 
manufacturing and importing of masks, 
swab transport containers and disinfec-
tant wipes.
Celtic Capital Provides $3.2MM in AR and 
Inventory Lines of Credit for Sheet Metal 
Distributor
Celtic Capital formed a new client rela-
tionship with a California-based distribu-
tor and fabricator of sheet metal products 
and industrial supplies.  
UMB Capital Finance Provides $20MM 
Credit Facility to SOAR Transportation 
Group
UMB Capital Finance, utilizing its accounts 
receivable finance business channel, pro-
vided a $20 million credit facility increase 
to an existing client, SOAR Transportation 
Group, to assist in funding several acquisi-
tions as well as for general working capital 
purposes.   
IFG Closes $7.19MM Revolving Open 
Ledger Invoice Finance Facility for ZEN 
Energy
The Interface Financial Group (IFG) closed 
an AUD$10 million ($7.19 million) open 
ledger invoice finance facility for South 
Australia-based Zen Energy, which will use 
the proceeds to assist with its demerg-
er from SIMEC Zen Energy Group and to 
finance further growth.
TAB Bank Supplies $4MM Revolver to 
Manufacturing Company
TAB Bank provided a $4 million as-
set-based revolving credit facility for a 
manufacturing company based in North 
Carolina. The new facility is extended 
through a multi-year agreement and will 
provide for the ongoing working capital 
needs of the company.
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newsmakers
Lendio Report Shows How its Network 
Converged to Secure $8B in PPP Loan 
Approvals
Lendio, a marketplace for small busi-
ness loans, released a report detailing 
the breakdown of Paycheck Protection 
Program (PPP) loan approvals facilitat-
ed by its network of lenders. More than 
100,000 small business owners utilized 
Lendio’s online application to access the 
economic relief funds made available 
through the SBA.
NACM’s August Credit Managers’ Index 
Hits Two-Year High
The August Credit Managers’ Index (CMI) 
from the National Association of Credit 
Management reached a more than two-
year high with a combined score of 56.5, 
which was just better than January 2020 
and the highest reading since May 2018. 
This was also the fourth-straight month of 
gains; however, the CMI was in the cellar 
during the spring months due to COVID-19 
and has been climbing back steadily.
Crestmark Equipment Finance Featured 
on Monitor 100 List of Top Equipment 
Finance and Leasing Companies
Crestmark’s equipment leasing and 
finance group was recognized by the 
Monitor, a publication for the equipment 
leasing and finance industry, in its annual 
rankings of the top equipment leasing and 
finance companies in the U.S.
Red Oak Capital Group Launches Red Oak 
Capital Find V, a Real Estate Bond
Red Oak Capital Group, an investment 
manager and provider of debt capital 
solutions for commercial real estate 
projects, launched Red Oak Capital Fund V, 
which has been fully qualified by the SEC 
and is now open to investor subscriptions. 
AICPA: Economic Optimism Rises 
Incrementally as Concerns Linger
According to the Q3/20 AICPA Economic 
Outlook Survey, U.S. business execu-
tives are feeling more optimistic about 
expansion plans and the outlook for their 
own companies over the next 12 months, 
yet still harbor deep concerns about the 
strength of the U.S. and global economies 
in the midst of a worldwide pandemic. 
Wells Fargo: Small Business Optimism 
Rises, Outlook on Current Business 
Conditions Still Down
Small business owners have faced 
unprecedented challenges due to the 
COVID-19 pandemic and are in the midst 
of great uncertainty with the upcoming 
presidential election. However, the Q3/20 
Wells Fargo/Gallup Small Business Index 
indicates there is a continued spirit of 
forward-facing optimism among small 
business owners despite persistent trials.
Secured Lending Q2 Data Reflect Most 
Volatile Quarter in History
The effect of COVID-19 on the asset-based 
lending market became apparent in the 
second quarter, as the industry’s most 
recent data reflect a 24.1% decline in total 

with many businesses reeling from the 
shutdown of the global economy caused 
by the COVID-19 pandemic. Most economic 
indicators posted disastrous results while 
the U.S. government and Federal Reserve 
rushed to enact legislation or policies to 
soften some of the worst impacts of the 
crisis.
Trepp Predicts ‘Serious Challenges Ahead’ 
in CRE Lending
Trepp, a provider of information, analytics 
and technology to the structured finance, 
commercial real estate and banking 
markets, released the report, “Analyzing 
CRE Loan Defaults & Loss Rates: Serious 
Challenges Ahead.” To gauge the impacts 
of the COVID-19 disruption, Trepp applied 
an economic and real estate forecast 
scenario to a portfolio of 13,000 commer-
cial real estate loans. The loans are from 
Trepp’s T-ALLR data set, which consists of 
balance sheet loans held by commercial 
banks. The loans used for this analysis are 
commercial mortgage loans spanning a 
range of sizes, geographies and property 
types.
New York Passes Small Business Truth in 
Lending Act
New York passed a bill that requires 
online lenders to inform borrowers of the 
cost of small business capital. The bill, 
A10118, in its summary says that, “[the bill] 
requires certain providers that extend 
specific terms of commercial financing to 
a recipient to disclose certain information 
about the offer to the recipient, includ-
ing information concerning the financing 
amount, finance charges, the annual 
percentage rate, the total repayment 
amount, the term, payment amounts, 
other potential fees, any prepayment 
costs and a description of any collateral 
requirements.”
Factoring Market Exceeds Expectations in 
2019, Fintechs Increase Impact
Factoring markets proved highly resilient 
in 2019 and often exceeded expectations, 
particularly in Europe, Asia and South 
America, according to the World Factoring 
Yearbook 2020. Of the 39 countries 
profiled in the publication, 64% report-
ed growth in their factoring market, and 
growth was most widespread in Europe, 
Asia and South America.
Healthcare Equipment Leasing Market to 
Exceed $60B by 2024
According to a report from Technavio, the 
healthcare equipment leasing market 
is poised to grow by $17.14 billion by 
2024, progressing at a CAGR of about 7% 
during the forecast period. According 
to Technavio, the value of the market 
was $44 billion in 2019 and is projected 
to reach $61.14 billion by 2024, with the 
inflated cost of healthcare equipment one 
of the key factors driving market growth.

InterNex Provides $1.5MM Credit Facility 
to Arizona Healthcare Billing Company
InterNex provided a $1.5 million credit 
facility to an Arizona-based healthcare 
billing company. InterNex provided an 
upsized line of credit to refinance the ex-
isting lender and provide working capital 
for future growth.  
Prestige Capital Participates in $1.5MM 
Funding for Non-Durable Goods 
Distributor
Prestige Capital Finance participated in 
funding for a nondurable goods dis-
tributor based in Rhode Island. Prestige 
provided $1.5 million to this New England 
company as part of a carve out of certain 
customers from its existing bank. 
Rosenthal Delivers $1.5MM PO Facility to 
Apparel Company
Rosenthal & Rosenthal completed a $1.5 
million purchase order finance facility to 
support the production financing require-
ments of a Wisconsin-based apparel com-
pany that imports licensed casual wear.  
Sallyport Commercial Finance Delivers 
$1.5MM Credit Facility to Sports Accessory 
Company
Sallyport Commercial Finance provided 
financing to a business providing sports-
wear accessories to consumers and retail-
ers in the U.S., Canada and Australia. The 
credit facility will enable the business to 
continue to service existing customers and 
help grow market share.  

INDUSTRY NEWS 
New Private Lending Brand Accelerates 
Growth for Small & Mid-Size Businesses
Joel Adelman, a third-generation entre-
preneur and the former founder and CEO 
of Advance Partners, launched his new 
private lending brand, Encore Funding.
PIRS Capital Named on Inc. 5000 List of 
Fastest-Growing Private Companies
PIRS Capital, a fintech alternative lender, 
gained national recognition again this year 
by being ranked No. 1746 by Inc. maga-
zine on its annual Inc. 5000 list, a ranking 
of the nation’s fastest-growing private 
companies.
Quality Leasing Announces 47% Y/Y 
Growth
Quality Leasing, the mid-tier commercial 
equipment financing subsidiary of the 
Tom Wood Automotive Group, achieved 
growth in new business funding volume 
despite the global COVID-19 pandemic. 
Citizens Business Conditions Index Shows 
Stability in Q2/20
The Citizens Business Conditions Index 
showed stability in Q2/20, decreasing from 
60.8 to 60.3 despite the quarter beginning 
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bank loans and a 29.4% drop quarter over 
quarter in non-bank lending, according to 
the Secured Finance Network (SFNet).
Equipment Leasing Confidence Rises in 
September, Default Expectations Remain 
Steady
The Equipment Leasing & Finance 
Foundation released the September 
2020 Monthly Confidence Index for the 
Equipment Finance Industry (MCI-EFI), 
which reports a qualitative assessment 
of both the prevailing business condi-
tions and expectations for the future as 
reported by executives from the $900 
billion equipment finance sector. Overall, 
confidence in the equipment finance mar-
ket was 56.5, an increase from the August 
index of 48.4.
AloStar Capital Finance Rebrands as 
Cadence Business Finance
Cadence Bank rebranded AloStar Capital 
Finance to Cadence Business Finance. 
Along with its new name, logo and 
website, the rebranded company intro-
duced new leadership and a realigned 
business focus to better serve the growth 
and operational needs of middle market 
businesses.
KBRA: CRE Secular Trends Upended by 
Pandemic Disruptions
Kroll Bond Rating Agency (KBRA) released 
a report discussing  how many of the sec-
ular trends that were shaping the future 
of commercial real estate (CRE) over the 
past several years were accelerating prior 
to COVID-19.
First Horizon Launches ClearPath Fast 
Payments in Partnership with Interchecks
First Horizon National will be launching 
ClearPath Fast Payments in partnership 
with Interchecks. This partnership will pro-
vide a platform that delivers immediate 
payments capability to treasury manage-
ment clients, making fast and convenient 
payments more accessible to businesses. 
Porter Capital Releases New Branding 
and Logo
Porter Capital, an alternative financing 
provider for businesses, released new 
branding. The identity refresh includes 
an updated logo, website and colors. Also 
included in this rebrand is a new icon that 
illustrates Porter’s mission — two com-
panies utilizing working capital to grow 
together.
Quickpay Launches Live Funding Service 
with Real Time Payment Capable Banks
Quickpay Funding launched a live service 
that speeds up funding to small and 
mid-sized companies throughout the 
country. This service offering expands 
Quickpay Funding’s value proposition for 
small businesses in a variety of industries, 
including Hispanic-owned businesses. n

Breakout Session
How to Survive Your First Year  
as a New Broker
Successful brokers teach you 
how to survive the first year in 
the brokerage business.

Breakout Session
Business and Commercial Real 
Estate Lending in the Current  
Marketplace
Hear how the marketplace is 
changing for businesses and 
commercial real estate lending.

Breakout Session
Lead Generation 101
Real-time success requires real-
time leads and real-time follow 
up. Learn tips and tricks on how 
to maximize your leads.

Breakout Session
Equipment Leasing 101
Learn how to conquer the world 
of equipment financing.

Breakout Session
How to Broker & Evaluate SBA 
Transactions
Learn from industry leaders on 
how to effectively broker SBA 
transactions.

Breakout Session
Persevering Through the 
Pandemic
Hear from brokers and lenders 
who have not just survived but 
thrived through the pandemic.

Breakout Session
Effective Ways to Broker Asset-
Based Lending Transactions
Learn from top lenders on how 
to generate and evaluate asset-
based lending transactions such 
as factoring and purchase order 
financing.

Breakout Session
Commercial Real Estate 101
Sharpen your skills and learn 
what it takes to successfully 
broker commercial real estate 
deals.

Breakout Session
Today’s Merchant Cash  
Advance World
Learn how to stay competitive 
in brokering merchant cash 
advances in this ever-changing 
landscape.

Breakout Session
The Marketing Tool Kit Every  
Broker Needs
Learn how to effectively use 
marketing tools to set your 
business apart online.

Breakout Session
The Art of Closing a Deal
Learn the best sales tactics to 
influence your clients and close 
more deals.

Breakout Session
What to Expect in the Current  
Fix & Flip Market
Hear from industry experts on 
how they expect the market to 
change and how to adapt your 
business.

General Session
Keynote Speaker
Joe Theismann — World 
Champion quarterback, 
broadcaster and entrepreneur.

General Session
• PANEL 
The State of Lending
Hear from experts across 
the industry on the current 
marketplace.

General Session
• PANEL 
Learn from Successful Brokers
Hear from the industry’s top 
brokers on how they remain 
successful year after year.

BREAKOUT SESSIONS, GENERAL SESSIONS AND PANELS
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dealmaker 
QuickFACTS

25 years
THE TIME TERRY LUKER WORKED 
IN THE AUTOMOTIVE INDUSTRY 
BEFORE BECOMING A BROKER

12  
The number of  

Breakout Sessions planned  
for NACLB 2020

3 
The number of  

General Sessions planned  
for NACLB 2020

$900MM  
The amount of  

PPP loans originated  
by CreditBench 

 OCTOBER 20

20 STATES & WASHINGTON D.C —  
CIVIC FINANCIAL SERVICES’ FOOTPRINT
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10%-30% 
UTILIZING THIS
PERCENTAGE RANGE 
OF YOUR AVAILABLE CREDIT 
WILL IMPROVE YOUR  
CREDIT SCORE

30 
850+ 

The number of merchants 
serviced by RDM Capital Funding

87 MILLION — THE NUMBER OF PEOPLE WHO ARE 
WORRIED ABOUT COVID-19’S IMPACT ON THEIR 
CREDIT SCORES

BRANDON BARTOLDI’S AGE 
WHEN HE DECIDED TO LEAVE 
CORPORATE AMERICA



https://www.CommercialCapitalBIDCO.com
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LUKER MASTERS ‘THREE-HEADED MONSTER’ OF 
DIVERSIFICATION AT ACS  
By Rita E. Garwood

Terry Luker had been in the automotive industry for 21 years and was looking 
for a change. “I was a fixer. I’d go into broken stores and fix them,” he says. 
“And then about three years in, the owner would want to change pay plans… 
that’s when I would normally leave. The last time we did that, I decided that I 
was going to go do something different.”

ACS — Alternative Capital Solutions Is Born
A friend told Luker about shadow banking and a company called Commercial 
Capital Training Group. Luker recalls the conversation he had with his friend: 
“He said, ‘Terry, you’re an unbelievable deal maker. This is what you ought to 
do for a living.’” Soon, Luker met the Commercial Capital Training Group team 
and enrolled in the program.

Industry Icon Terry Luker shares the secret to his success with 
ACS — Alternative Capital Solutions: find your niche, form strong 
partnerships and fill voids in the market. By taking a three-pronged 
approach, Luker strengthens his community bank relationships and 
ensures every deal that comes across his desk finds its home.  

TERRY LUKER
Chairman/CEO
ACS

INdustry icon
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During his training at CCTG, Luker learned 
how important it is to find your niche 
if you want to be successful. When he 
launched Alternative Capital Solutions 
seven years ago, he was determined to 
find a specialty that would set the compa-
ny apart for the long haul. 
After breaking into the broker business, 
Luker knew that ACS would need to 
position itself to become a lender built 
on relationships with community banks, 
which meant that it couldn’t compete with 
its bank partners. 
Two years after launching ACS, Luker dis-
covered a big void when it came to bridge 
lenders who played in the $200,000 to 
$3 million space. With that, ACS found its 
niche and began its current go-to-market 
strategy, which involves partnering with 
community banks and other lenders to 
fill voids in their lending platforms. Luker 
says this strategy has been successful and 
roughly 65% of ACS’ business comes from 
bank partner referrals.
“Our bank partners understand that we’re 
a bridge,” Luker says. “If they can’t close 
a deal in time, they can get us to close it 
and then they can take us out.” 

The Three-Headed Monster:  
ACS, BancAccess & Commercial 
Capital BIDCO   
Today, deals from across the U.S. come 
into ACS — the parent company of what 
Luker calls the “three-headed monster” of 
ACS, Banc Access and Commercial Capital 
BIDCO. Deals are originally examined by 
the ACS team. If a deal needs bridge fund-
ing, ACS will handle it. If it needs perma-
nent financing, BancAccess steps in.  
“ACS is a 51% partner in BancAccess,” Luker 
says. “We underwrite those deals, and we 
put them out on a platform where com-
munity bank partners then hold up their 
hands and say, ‘I want that deal,’ and then 
buy that deal by funding.”
If ACS decides a deal needs a bridge 
because it’s not ready for permanent 
financing, the third head of the monster 
— Commercial Capital BIDCO — steps in. 
“In that company, we lend the money 
ourselves,” Luker says. “We’re a regulated 
lender here in the state of Tennessee, 
classified as a business industrial devel-
opment company.” 
To Luker and his team, every deal is just 
looking for the right home. “We still do 
loan brokering with ACS because some-
times a community bank can’t fund a $60 
million new construction project.” Luker 

says. “So we have other lending partners 
outside of BancAccess [and] outside of 
Commercial Capital BIDCO that we use 
through our ACS lending network that 
fund those deals for us.” 

Coping with COVID-19
The COVID-19 pandemic has affected 
everyone in some way. Luker says ACS has 
been blessed by its relationships with 
community banks. “We had two commu-
nity banks in our market that wanted to 
do the PPP loans, but did not want to 
process them all,” he says. “So we ended 
up processing 396 PPP loans for these two 
smaller community banks, and we were 
able to process those from clients all over 
the United States. So that really helped us 
during the COVID shutdown.” 
Processing Paycheck Protection Program 
loans also helped ACS help its clients. 
“That’s what we want to do — help 
business owners grow and expand their 
footprint — so that was a big help to us.” 
When the pandemic struck in March, Luker 
wasn’t sure how things would play out. 
“We had a couple of deals that were ready 
to close [in March], and the banks just told 
us, quite frankly, ‘We’re not going to close 
them. We’re going to wait and see what 
happens.’” Fortunately, Luker says those 
deals eventually closed. 
 “A lot of the banks have told us that 
they’re on pause and that’s their key word 
for, ‘We’re not taking any new clients right 
now,’ so they’re not looking at new deals,” 
Luker says. On the flip side, he adds that 
a couple of community banks that ACS 
works with are doing business as usual. 
“They’re still looking for commercial 
business and doing business as usual,” 
Luker says. “They understand it because 
they want to keep lending. They want 
to keep making money. They want to do 
good deals, obviously. So it’s a matter of 
knowing which banks are on pause and 
not looking at new deals and yet knowing 
which lending partners are still looking for 
business and doing deals. Everybody says 
they’re still lending; most are not. It’s a 
little bit tighter box right now.”

The Long View
Luker sees “tremendous opportunity” in 
the commercial lending market right now 
for brokers who are “worth their salt” 
and who have relationships with multiple 
lenders. “We’re getting calls from folks 
that typically have their own banks and 
they really don’t feel like they need a 
commercial loan broker. Now their banks 

are telling them, ‘We’re not lending any 
money right now.’ And so those folks are 
looking for ways to do business, and so 
they’re contacting us. We’ve got bank 
partners that are calling us saying, ‘Hey, 
we love the guy, but we can’t do any deals 
right now. Will you help him?’
“On the bridge lending side, we’re certain-
ly seeing a better quality of deal out there 
right now, just because folks are saying, 
‘Hey, my bank’s telling me they’re going 
to need six to nine months before they’re 
really ready to do a permanent loan. Can 
you help me and bridge this deal for me?’ 
“I think it’s like everything else in our 
industry. You have to evolve as the times 
evolve,” Luker says, adding that brokers 
who stick to one type of lending without 
considering new options will probably be 
left behind.
“I’m not saying be all things to all people,” 
Luker says. “That’s a mistake we made 
early on at ACS… and now we don’t. If it’s 
something that doesn’t fit with what we 
do, we pass on the deal because we stay 
focused on what we do best.”
Luker recommends this approach to bro-
kers who are just starting out. “Don’t make 
the mistake I did of trying to be everything 
to everybody. Find your niche — what 
you like — and perfect it and stay with it,” 
Luker says.
Growth is on the horizon for ACS as Luker 
shares his goals for the business. “For ACS, 
as the flagship of all of our companies, 
our goal is to continue to grow our bridge 
lending,” he says. “At the same time, we’re 
actively trying to pursue an SBA license so 
we can fund our own SBA deals. We’re re-
ally good at facilitating those deals. We’ve 
got some really strong SBA partners that 
we use, but we’d really like to be able to 
underwrite and fund our own SBA deals.
“The real key to our success is a strong, 
talented, dedicated team of leaders who 
work together to serve our clients,” Luker 
says. “We are united in our mission to 
help businesses grow by finding solutions 
to their banking challenges.” n
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FACTORING IN FOCUS:   
Lehnes Delivers Education & Diversified Small Business Loan  
Options at Versant Funding
By Grace A. Garwood

With a rich history of lending experience, Chris Lehnes utilizes 
factoring education and referral source marketing to enhance 
business development at Versant Funding and help commercial  
loan brokers diversify their alternative loan options for small 
business clients.

CHRIS LEHNES
Business Development Officer
Versant Funding

INdustry icon

Chris Lehnes, business development officer at Versant Funding, has made it an ongoing 
personal challenge to educate financial professionals about factoring. “It’s not anybody’s 
first choice of financing. I talk to a lot of newly-minted brokers thinking about focusing on 
commercial real estate lines of credit or merchant cash. They don’t often plan to focus on 
factoring,” Lehnes says. 
A greater awareness of the benefits of factoring can give commercial loan brokers a broad-
er range of alternative credit options for small businesses. This is particularly relevant in 
the COVID-19 pandemic economy, as companies struggle to keep their doors open and 
many can no longer meet traditional credit parameters, Lehnes says.
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“A lot of small businesses, all they know 
about finance is the bank. All they know 
is that if you need a loan, you go to the 
bank, and when the bank can’t meet 
their needs, they’re going to need help,” 
Lehnes says. “Well-trained commercial 
loan brokers will be a great asset to small 
businesses in this market.”

Learning the Landscape
Lehnes’ own career journey began at a 
bank, where he worked for a year and a 
half before being recruited by a non-bank 
lender. “I got hired as a documentation 
specialist at AT&T Capital in their SBA 
group, which also introduced me to SBA 
financing,” Lehnes says. “And then I spent 
the next 15 years there.”
AT&T Capital changed hands several times, 
eventually becoming CIT. Throughout that 
period, Lehnes worked in documentation, 
credit underwriting and operations man-
agement before moving into a leadership 
role where he oversaw lead generation, 
national accounts and direct marketing 
efforts.
From CIT, Lehnes moved to another non-
bank lender doing SBA loans. In 2008, the 
company lost funding due to the credit 
crisis and let its entire team go. On his 
way out the door, Lehnes was approached 
by Mark Weinberg, currently president and 
CEO of Versant Funding, who ran an affil-
iated factoring group at the time. Lehnes 
agreed to begin looking for factoring deals 
for Weinberg until Lehnes could find a 
position in the SBA industry.
Lehnes found it appealing that Versant 
specialized in one thing: factoring. He 
learned a lot about the product over time 
and grew a nice sized book of business. 
After five years, Lehnes left Versant to 
join a company with a more diverse 
lending offering but eventually realized 
that Versant was where he belonged and 
returned in 2019. 

Marketing Audience Matters
Lehnes honed his business development 
skills at CIT, focusing on marketing to 
referral sources. In the factoring world, 
there is minimal benefit to marketing to 
business owners, as they are less famil-
iar with what factoring is and when they 
should use it, Lehnes says. Instead, he 
focuses on intermediaries, advisors and 
trusted specialists. 
“All my efforts are getting in front of, and 
speaking with, bankers, attorneys, consul-
tants and coaches, and all those people 
that help small businesses get through 
their challenges, so that when one of 
their challenges could be met by factoring 
they can recommend what I do,” Lehnes 
says. “Then I’m getting an introduction to 
a customer or a prospect, whoever has 
provided some endorsement of me.”

These marketing efforts also support 
Lehnes’ desire to have a broad network of 
referral sources to keep deal flow coming 
in. As a boutique factoring company, 
Versant targets “difficult deals” that other 
factors wouldn’t normally pursue, includ-
ing businesses with poor financial perfor-
mance and credit issues or newly founded 
companies with no track record. 
“We’re not going to do dozens of deals 
a month like some factoring companies. 
We’re going to do a handful of deals in 
a year and grow our portfolio slowly and 
deliberately,” Lehnes says. “I know there 
are plenty of business development pro-
fessionals out there in the industry that 
have a nice core group of referral sources 
that keep them busy. Instead, I just have 
a really huge network, some of which I 
might only hear from once a year, or even 
less, but that large network is enough to 
keep the pipeline going.”

Bridging the Credit Gap
By focusing on tougher deals, Versant 
Funding deals with short-term relation-
ships lasting 24 months or fewer with the 
majority of its clients. “Sometimes they’ll 
renew with us and stick around a little 
longer, but we fully acknowledge that 
we’re a bridge,” Lehnes says. “We’re a way 
to get a business to the next step of their 
evolution, where they’re stable enough to 
get bank financing, or they’re large enough 
to go out and raise equity, or just that 
they’re profitable and can move on to a 
cheaper form of financing.”
Versant Funding is national in scope, with 
a preference for U.S.-based businesses 
with domestic receivables. Average annual 
revenue for its clients is usually between 
$5 million and $10 million, although the 
company can fund deals from $100,000 to 
$10 million per month in factoring volume, 
Lehnes says. Some of its clients are small 
businesses and others are middle market 
companies, while many are privately 
or family-owned, or have professional 
ownership with private equity backing 
“We’re fine with all of those structures, so 
our client base covers a pretty big range,” 
Lehnes says. 

Looking Beyond COVID-19
Lehnes’ immediate goal is figuring out the 
new world order and how the COVID-19 
pandemic changed which deals to pursue. 
“Businesses that sell heavily into tradi-
tional retailers, that do a lot of work with 
the oil and gas industry, or the travel 
industry, those are all areas that looked 
great nine months ago that now we’re very 
cautious about,” Lehnes says.
In the long term, Lehnes expects to see a 
continuing pullback of credit from tradi-
tional sources across the industry as de-
faults and delinquencies increase. “When 

lines come up for renewal, I think we’re 
going to see banks being really careful,” 
Lehnes says. “What we’ve seen in some 
previous recessions is that banks will work 
hard to hold on to the customers that 
they really want and will neglect or let go 
of the rest.” This will create opportunities 
for non-traditional lenders to fill the gaps. 
While Versant is well capitalized, many 
factors and non-bank lenders rely upon 
banks to provide them a line of credit to 
meet their funding needs, Lehnes says. 
“I wouldn’t be surprised if we see some 
pretty good scrutiny of some of those 
lines of credit. Many small factoring com-
panies are funded by other factors, some 
of which may have made some unwise 
choices during these times and might be 
struggling to continue to refactor some of 
their smaller partners,” Lehnes says.

Educating the Market
Lehnes always keeps factoring education 
in the forefront so brokers can put it to 
their client’s advantage when the time 
comes. “Factoring is not well known, and a 
lot of times what is known about factor-
ing scares people,” Lehnes says. “They’ve 
heard a bad story about some factor that 
was an ‘evildoer’ and did some things that 
they shouldn’t have done, and that story 
goes everywhere.” He sees the coming 
months as pivotal for re-education.
For commercial loan brokers looking to 
even out their own cash flow, building a 
book of factoring transactions goes a long 
way. “While it’s great to close a real estate 
deal and get a nice big check at closing, 
that’s one check,” Lehnes says. “Factoring 
provides an ongoing commission. You 
close a factoring deal; you’re going to get 
a commission monthly for the life of the 
deal.” n
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CHARTING A COURSE TO PROSPERITY  
By Rita E. Garwood

NACLB Rookie of the Year Brandon Bartoldi has accomplished more by the age of 31 than many achieve 
in a lifetime. In an interview with DealMaker, he shares the story of his success. By focusing on personal 
development, learning voraciously, setting clear goals and mapping out the steps required to achieve 
them, he says other newcomers also can create the business of their dreams. 

When Brandon Bartoldi graduated from 
Penn State with a degree in communi-
cations, he wasn’t sure what he wanted 
to do — so he found a job in software 
and launched his first network marketing 
business. 
Bartoldi attributes the culture and or-
ganization of the networking marketing 
business with shaping him into the leader 
he has become. “They were focused on 
personal development and leadership 
development,” he says. “From 21 to 24 
years old, I was engulfed in a very rigorous 
personal development process that took 
me from a college kid without direction 
in life to somebody who is unbelievably 
laser-focused and disciplined.”
Beyond developing him into a leader, 
the business came with other benefits. “I 
created a full-time income just in network 
marketing outside of my full-time career,” 

Bartoldi says. “I actually made more in net-
work marketing than at my software job.” 
With two income channels rolling, doors 
began to open for Bartoldi, each offering 
a different opportunity. Soon, he trad-
ed his software position for a corporate 
consulting position, which led him to the 
healthcare industry. By 28, Bartoldi had 
risen to a director role and continued as 
a healthcare executive for about three 
years, gaining experience in private equity 
and mergers and acquisitions. But Bartoldi 
knew the nine to five game wasn’t what he 
wanted long term, so he started looking 
for other options and got into real estate.
“I was able to pay off all my student loans, 
get debt-free and started banking money,” 
Bartoldi says. “That’s when I started to 
invest into real estate. I started with flips 
and rentals — small things.” 

BRANDON BARTOLDI
Founder & Managing Partner
Prosper Firm

rookie of the year
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 Be a voracious learner. Have an open 
mind and really try to be a sponge as a 
rookie — be willing to pursue people who 
know more than you and try to learn from 
them as much as you can.   

Bye Bye Corporate, Hello CCTG
When his 30th birthday rolled around, 
Bartoldi decided to leave corporate 
America entirely and made the leap to 
freelance consulting. 
“That’s when I found Kris [Roglieri’s] col-
lection of companies,” Bartoldi says. After 
going through the Commercial Capital 
Training Group (CCTG) training in February 
2020, Bartoldi launched Prosper Firm and 
he says it has “taken off” since then.
“We have built our company in a very 
unique way,” Bartoldi says. “That’s the 
thing I like about Kris’ model. It’s not like 
a franchise, where it’s very cookie cutter 
and you can’t really divert from the plan. 
It’s very customizable. He gives you the 
framework and the tools, and you can 
build it however you want.
“I liked the fact that it wasn’t just training, 
but [Kris] actually had the tools and the 
infrastructure to actually help you launch 
a company,” Bartoldi says. “And that’s part 
of the package. You’re actually launching 
the business, and I really liked the fact 
that it’s not a franchise. It’s flexible. You 
can customize it. It’s your brand. It’s your 
company, but you have all the supporting 
infrastructure behind you. So you don’t 
have to get caught up in the minutiae 
and the details. He equips you with pretty 
much everything you need to start to 
monetize that skillset.”

Diversified Approach
Many new entrepreneurs stick to one 
niche, such as lending or marketing, but 
Bartoldi had bigger ambitions. “I wanted 
to do all of it, plus consulting,” he says. 
He designed Prosper Firm as a consulting, 
marketing, lending and real estate firm. 
“Those are our four buckets that we’ve 
evolved into,” Bartoldi says. “Those have 
continued to grow today to now in-house 
lending and not just doing small flips 
and rentals, but we’re about to take down 
three large multimillion-dollar develop-
ment projects in the next 60 days. That’s 
how we got to here.”

Despite launching right before the 
COVID-19 pandemic hit, Bartoldi says that 
Prosper Firm has already “gained traction 
and scaled to a place of high value and 
stability,” which is quite an achievement. 
“I’m very proud of the fact that we are 
almost past the startup phase in the first 
eight months of our company,” Bartoldi 
says. “It can take startup companies two, 
three, five years to get stabilized. In the 
past seven months or so, we’ve got to a 
place of extreme scale and stability that’s 
really mind blowing. We’re going to be in 
a radically different place just by January 
of 2021 based on the partnerships I’m 
coming into, and where we’re about to 
head [into] new doors that we’re about to 
unlock here.”
But launching the business has come with 
challenges as well. “The toughest part was 
just figuring out what can I do? How can 
I do it? How is it going to come together? 
Because it was very unknown and it was a 
lot of risk because I left a very safe, stable 
career,” Bartoldi says. “Since I launched 
Prosper, I would say the hardest thing 
was just getting the initial traction of the 
business. It’s not like everything overnight 
just kind of blew up. I put a lot of work 
and effort into trying to figure out how do 
I develop the right partnerships? How do 
I develop the right referral sources? How 
do I even just learn how to execute loans 
and deals and all these kinds of things? 
Because I had no background and experi-
ence in that.”

Building Out the Business
Looking ahead, Bartoldi is excited to 
position Prosper Firm as a full lending 
organization with a powerful brokerage 
business that both churn out a lot of new 
business volume. 
“Concurrently to that, I’m really excited 
about becoming a pretty well-known 
name in the Pittsburgh area from a de-
velopment perspective,” Bartoldi says. “By 
the end of 2021, Prosper will be a really big 
name in terms of lending and real estate.” 
When Bartoldi envisions the longer game 
for Prosper Firm, he sees a full-fledged 
family office with various financing 

capabilities. “We have already developed 
some strategic partnerships with family 
offices, and they’re already building us up 
and putting us in a position to be that one 
day, so five years from now, I see us abso-
lutely being one of those family offices,” 
Bartoldi says.  
A decade from now, Bartoldi plans to 
build Prosper Firm into a $100 million to 
$1 billion organization that employs great 
people and helps the community in a 
“massive” way — not only from real estate 
but via philanthropy as well. 
“At that point, I would love to take some 
time to grow a family and travel the 
world,” Bartoldi says. “I can see that 
happening over the next five to 10 years. 
Really putting myself in a position where 
these companies can grow and run on 
autopilot, so I can start focusing on some 
of the other things I’m excited about.”

Rookie’s Recipe for Success
To other aspiring rookies, Bartoldi rec-
ommends several tactics that can level 
up a person’s mindset. “Be a voracious 
learner,” he says. “Have an open mind and 
really try to be a sponge as a rookie — be 
willing to pursue people who know more 
than you and try to learn from them as 
much as you can. Just seek them out, ask 
questions, get in people’s back pockets 
and build relationships.”
Second, Bartoldi recommends building 
good habits. He says if rookies become 
ultra-focused on their goals, they can 
figure out the steps to achieve them. “It’s 
almost like a GPS,” he says. “You have to 
understand your destination. What are 
you trying to accomplish in a year or five 
years from now? And then you have to 
build a plan back from that destination of 
step-by-step, how am I actually going to 
get there? Just like if you’re traveling to a 
destination, you punch it in the GPS and 
then you don’t just never look at the GPS 
again. You have to follow the step-by-
step direction to get there as [quickly] as 
possible. If you can combine those com-
ponents, then there’s no question that 
you’re going to do really, really well.” n
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FROM VEGAS TO VIRTUAL:   
Your Guide to Success at NACLB’s 2020 Conference
The 2020 NACLB conference has gone from Vegas to virtual. Since navigating a virtual conference scene 
is a new experience for many, the NACLB created a quick guide for attendees designed to maximize your 
success at this year’s event.   

While we were all planning to mingle in 
Las Vegas this year at the 2020 NACLB, the 
COVID-19 pandemic had other plans and 
now we will be meeting virtually. What 
does that mean for attendees? How can 
attendees prepare for success? 
It definitely means less ironing in your 
hotel room, fewer lobby coffees before a 
full day of education and networking, and 

fewer poolside cocktails for sure. But there 
is no less benefit for those who attend. 
Not only has the NACLB invested in a plat-
form that will deliver an unparalleled ex-
perience when it comes to benefits, we’ve 
also planned our breakout sessions to be 
tailored directly to businesses doing their 
best to stay afloat or come back from the 
COVID-19 pandemic. Additionally, all who 

register as either a broker or a sponsor in 
2020 will have free admission to the 2021 
in-person event. 
It is our mission to equip each attendee 
with as many tools and resources as pos-
sible to provide a smooth and favorable 
experience. To help you achieve that, we 
have outlined our top tips for success 
while attending a virtual conference. 



www.naclb.org | DEALMAKER |  OCTOBER 20 | 23

Set Up for Success at Home
It is important that the environment in which you attend the 
conference is quiet and free of distractions. Pick a spot where 
you can freely concentrate, feel comfortable and stay engaged. 
When it comes to setting up, be prepared with chargers or 
adapters for each electronic device you’ll be using. If you’ve 
got the option, a double screen setup is ideal. That way you 
can have the conference platform on one screen and a docu-
ment on the other screen, making it easy to take notes about 
important information, specific individuals who you’d like to 
connect with or a product you’d like to learn more about. 
If you don’t have two screens, be sure to have a pen and a 
notebook nearby as well. Taking notes about topics that will 
be valuable later on, remembering attendees who would be 
great to add to your network, or jotting down thoughts and 
ideas that come to mind are imperative aspects of your suc-
cess when attending a conference in a virtual setting. 
We know that remaining seated for an extended period of 
time can be tough — taking a toll on your energy and causing 
you to become unfocused — so we encourage you to prioritize 
getting up, walking around and getting some movement in. If 
you can, a quick workout in the morning or after the confer-
ence will keep you focused and energized. If a standing desk 
is an option for you, give it a try.
Don’t forget about food! Planning your meals and snacks 
ahead of time will make it easier to quickly grab a bite when 
you need it, as opposed to spending exhibit hall hours or 
breakout session time in the kitchen. In addition, be sure to 
stay hydrated. Of course, the Keurig is always a good item to 
keep on hand as well.

Utilize Your Resources
A multitude of resources will be available to conference at-
tendees, and it is strongly encouraged that each attendee take 
advantage of them. These resources include the NACLB mobile 
app, the platform and the NACLB staff.
The NACLB mobile app will include a forum where members 
can discuss different topics, connect with each other, or even 
show off their at home workspace and offer tips or advice on 
how to get the most out of this socially-distant experience. 
It is important that you stay active and engaged in the app’s 
forum to learn valuable information or tips, as well as to meet 
other attendees and maximize your networking potential. 
The mobile app will feature push notifications, so if you find 
yourself wandering from your computer screen, you’ll be alert-
ed to breakout sessions or exhibit hall hours. You’ll also know 
if a conference attendee is interested in connecting with you. 
Speaking of exhibit hours, at the beginning of each day, be 
sure to block out time to attend exhibit hall hours and priori-
tize educating yourself about the different products available. 
We also encourage attendees to utilize all features of the 
conference platform, such as its networking tools for setting 
up meetings and attending different breakout sessions. If you 
have questions or concerns or run into any difficulties, the 
NACLB staff is ready to assist you, so don’t hesitate to reach 
out to avoid missing out on any opportunities.

Access the Platform at Least a Week Early
Waiting until the morning of the conference to get set up 
with the platform is not a recipe for success. This is why we 
recommend that anyone attending the conference log into the 
platform as early as possible to brush up on its features. This 
will give each attendee time to understand how each aspect 
of the platform works and to connect with the NACLB team to 
ask questions, work out kinks and ensure you are ready for 
a simple and enjoyable conference on the first day. Staying 
in communication with the NACLB staff as you get set up is 
extremely important so you don’t experience any issues on 
the first day of the conference. 
It is also important for attendees to set up their profiles and 
fill them in completely. This feature will assist with network-
ing purposes and will ensure that you are getting the most 
out of the conference. Completing all the available fields will 
allow others to get to know you, learn how to contact you and 
understand how you will network with one another. 

Stay Engaged & Follow Up
In addition to staying engaged, pay close attention to others 
who are very engaged and connect with them as best as you 
can. Send them a LinkedIn invitation, shoot them an email, or 
set up a time to meet with them. Those who are particularly 
engaged with the conference are typically more likely to be 
interested in networking, offering insight, learning more about 
you and remaining connected after the conference is over. 
A conference in a virtual setting is one that allows for infinite 
networking and business opportunities depending on how 
engaging you are as an attendee. The more you put into 
engaging in forums, connecting on LinkedIn, and learning from 
speakers and others in your space, the more you will benefit 
from your attendance, giving yourself the platform to recon-
nect and rebuild as you head into the end of 2020 and the 
beginning of 2021.
Before our plans changed and we became a virtual confer-
ence, our mantra was “What Happens at the NACLB, Doesn’t 
Stay at the NACLB,” and that phrase can still ring true, even 
though it will not occur in Las Vegas. If attendees take our rec-
ommendations into consideration, the impact of the confer-
ence will still be as great as it would have been if it were held 
in person. The products you discovered, the relationships you 
build, and the knowledge and takeaways you gain will remain 
consistent with your experiences from in-person conferences 
as long as you prepare and engage.  
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CIVIC FINANCIAL SERVICES

Civic Financial Services is an institutional 
private money lender for real estate inves-
tors and broker partners. Headquartered 
in Redondo Beach, CA, the company is cur-
rently licensed in 20 states and Washington 
D.C. As part of the Wedgewood family of 
companies, CIVIC offers short- and long-
term financing solutions, including bridge 
and rental loans for residential properties, 
fix and flip financing, rehab financing, and 
non-recourse multifamily bridge loans. In 
2019 alone, the company provided almost 
$1.5 billion in private money lending, and 
just recently it surpassed $4 billion in 
lifetime funding to date. 
According to Dana Wasson, vice president 
of Sales for Civic Financial Services, broker 
partners are the lifeblood of the company. 
“We’ve had a very focused approach to 
being able to captively work with brokers, 
whether small, independent shops, or 
broker operations that may be employing 
processors and loan originators,” Wasson 
says. 
CIVIC offers multiple options to support 
its broker partners, and getting started 
is easy with simplified requirements that 
include a brief online approval process 
and a background check. “We offer our 
lending programs to licensed — as well 

as non-licensed — brokers, depending on 
the states,” Wasson says. “While there are 
a couple of states that require brokers to 
be licensed in order to originate business 
there, the majority of the states we lend in 
do not require broker licensing.”
CIVIC utilizes a technology platform called 
Origin8, its proprietary private money loan 
origination software that simplifies the real 
estate investment loan process. Brokers 
can utilize it to run quote scenarios, sub-
mit online applications, and check rates, 
valuation and credit. “The ease-of-use of 
Origin8 provides a seamless digital lending 
experience that enables our brokers to 
track their loan status in real-time, includ-
ing what documents have been uploaded 
and any outstanding conditions. The ability 
to do this online, 24/7 from any device, 
allows brokers to really follow the entire 
journey of that loan all the way through 
the closing funding process,” Wasson says.
COVID-19 caused very few disruptions at 
CIVIC. The team of more than 300 employ-
ees transitioned from corporate offices 
to remote work environments within 
24 hours. “We never stopped funding,” 
Wasson says. “We didn’t pull back any 
of our programs. We made some minor 
adjustments to leverage and pricing 

to right-size in response to what was 
happening in the secondary market, and 
in doing so we remained true and tried 
partners to our investor and broker bases.” 
Culture and community are paramount at 
Civic Financial Services. CIVIC Cares is an 
internal and external initiative that allows 
the company to give back to its employ-
ees, customers and community. According 
to Wasson, CIVIC’s president, William J. 
Tessar, and the entire executive team 
always keep their fingers on the pulse of 
what is going on in the company, staying 
actively involved in efforts to maintain 
and enhance the unique company culture. 
“As a symbol of our pride, we all carry a 
CIVIC coin,” Wasson says. “Imprinted on 
the coin are the core values of our com-
pany: Act With Honor, Be a Great Partner, 
Communicate Clearly, Create Smiles and 
Simplify. We call them our ABCC’S and 
they are the guiding principles — inter-
nally and externally — of how we work, 
but most importantly, representative of 
who we are.” n

Civic Financial Services has 
carved out its space in the 

institutional private money 
lending space by utilizing 

proprietary technology and 
simplifying requirements. 
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apart from the competition. 
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CREDITBENCH, SBA LENDING DIVISION AT FIRST HOME BANK

CreditBench is the newly branded SBA 
lending division at First Home Bank. The 
company reaches out to a wide spec-
trum of businesses and is open to most 
concepts and industries. “Our ideal 
sizes are typically between $1,000 to $5 
million,” Jack Postregna, vice president of 
CreditBench, says. “We are a nationwide 
lender, so anywhere a loan broker is locat-
ed is our geographic area and we welcome 
all loan considerations.”
The go-to market strategy at CreditBench 
is to build exceptional relationships with 
broker partners by providing prompt re-
sponses and being fully transparent when 
it comes to feedback on deals. Business 
brokers also receive a 2% referral fee 
when an SBA loan is referred and closed 
through CreditBench. “We’re a broker 
friendly bank, meaning that our bank is 
basically set up for broker-lender relation-
ships and referrals,” Postregna says. “We 
also give back every year by requesting 
the largest sponsorship for the National 
Alliance of Commercial Loan Brokers 
(NACLB).”

The main product offering at CreditBench 
is the SBA 7(a) loan, which can be utilized 
for business acquisition, startup, expan-
sion, debt refinance, partnership buyouts 
and commercial real estate purchases. 
SBA 7(a) loans also are guaranteed up to 
75% by the government, Postregna says. As 
business acquisition presents higher lev-
els of risk for banks, this guarantee gives 
CreditBench more flexibility to consider 
these types of loan requests when more 
traditional financing — such as an ABL or 
CRE type product — is not available.
As a Preferred Lender Program (PLP) bank, 
CreditBench has the ability to underwrite, 
approve and close under one roof with-
out the SBA’s concurrence. “That’s a big 
difference of why we stick out,” Postregna 
says. “We do a lot of volume. We’re a large 
shop. And because of that, we’re able to 
get deals done very quickly, typically in 30 
to 35 days.”
The short-term goal at CreditBench is 
to help the small business community 
remedy the effects of COVID-19 so they 

can resume and improve operations. 
Throughout the pandemic, the bank has 
originated approximately $900 million 
in Paycheck Protection Program loans to 
nearly 9,000 businesses nationwide. 
Supporting and restoring small business-
es is a goal that extends into the long-
term “not only in our backyard, in our 
community, but throughout the nation,” 
Prostregna says. “We also want to continue 
to be the trusted and preferred lender 
not just for our clients but also for our 
partners.”
As the funding portion of PPP comes to 
an end, CreditBench is seeing an uptick in 
SBA 7(a) requests and funding. “Our pipe-
line is growing substantially right now, and 
we feel we’re going to close out the 2020 
year with a pretty impressive 7(a) produc-
tion number,” Postregna says. “Despite the 
challenges associated with this ongoing 
pandemic, we’re really optimistic about 
the outlook of the commercial finance 
industry.” n

CreditBench specializes in 
SBA lending. Jack Postregna 

sat down with DealMaker 
to discuss the bank’s 

Preferred Lender Program 
and why building exceptional 

relationships with broker 
partners is the hallmark of it’s 

go-to-market strategy.
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FIRST BUSINESS GROWTH FUNDING

First Business is a publicly traded compa-
ny offering business banking and private 
wealth services throughout the state of 
Wisconsin and in the Kansas City, KS, 
area. These services include commer-
cial lending, treasury management and 
company retirement plans for businesses, 
and financial planning, investment man-
agement, trust and estate administration 
and private banking services for business 
owners and high net worth individuals.
First Business also has a collection of 
specialty finance businesses that are 
national in scope and offer services such 
as factoring, asset-based lending, SBA 
loans, equipment finance and floorplan 
financing. These businesses partner with 
clients in startup, early stage and lower 
middle markets, with annual revenues 
ranging from below $1 million a year to 
$150 million. 
Within the First Business family of com-
panies, Bill Elliott is president of First 
Business Growth Funding, which focuses 
on factoring and accounts receivable 
financing. Elliott’s team is always look-
ing for new broker partners. “We do pay 

broker fees on a commission basis and 
the fees do generally extend through the 
life of the transaction” Elliott says. “And 
we’re very competitive in the fees that we 
pay.”
According to Elliott, becoming a broker 
partner is a relatively simple process 
wherein one speaks to a business de-
velopment officer and signs a brokering 
agreement. “We would discuss in greater 
detail our parameters for the types of 
deals that we like and the types of deals 
that we would not do,” Elliott says. “Once 
that agreement is in place, then we start 
doing business and evaluating actual 
transactions as they arise.”
First Business Growth Funding has not 
suffered credit losses in its portfolio as a 
result of COVID-19. The factoring group’s 
portfolio remains in good shape, although 
it did see a reduction in size due to the 
extension of Paycheck Protection Program 
loans to small businesses. “We are seeing 
the need for cash beginning to arise 
again,” Elliott says. “But it was temporarily 
impacted by the amount of liquidity that 
instantly flowed into the market.”

Both the short- and long-term goals at 
First Business Growth Funding are to grow 
and continuously expand the business 
and the capabilities it can offer.
Elliott has a positive outlook for factoring 
and the business banking industry as a 
whole. Due to the recessionary environ-
ment, struggling companies may lose their 
existing facilities and reach out to banks 
like First Business for refinancing oppor-
tunities. “I expect it to be a robust market 
with respect to turnaround and restructur-
ing financing,” Elliott says. “The challenges 
will result from the fact that the economy 
itself is weaker and the strength of our cli-
ent’s customers may be challenged by the 
downturn in the economy. So the overall 
credit risk in the market will be higher, I 
expect, at least for the next six months.” n

Bill Elliott from First Business 
Growth Funding sat down 

with DealMaker to talk about 
how his company partners 

with brokers to provide 
factoring and asset-based 
lending products to small 

and mid-size borrowers. 
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RDM CAPITAL FUNDING                                                                                       

Founded in 2015, RDM Capital Funding is 
a SMB funder that offers an unsecured 
cash advance product to business owners 
across the continental United States. The 
company’s small business financial offer-
ings range from $10,000 to $500,000. Since 
its establishment, RDM Capital Funding 
has provided $50 million dollars to more 
than 850 merchants nationwide.  
There is no “typical type and size of client” 
at RDM Capital Funding, as the firm runs 
the gamut. RDM funds across an array 
of industries, from solar installation and 
construction to restaurants and trucking 
companies. “On a monthly basis, most 
of [our clients] are going to be doing a 
million [dollars] in revenue and under,” 
Reuven Mirlis, president and CEO of RDM 
Capital Funding, says. The average size of 
businesses represented in RDM’s portfolio 
is $12 million in revenue or under annually.
A key focus at RDM Capital Funding is 
efficiency, which entails a fine balance of 
making strong credit decisions while also 
providing capital quickly. “We have a great 
team of people here that really excel and 
allow us to provide that customer service 
to both the customers that we’re providing 
financing to as well as all our referral and 
broker partners,” Mirlis says. 

A top goal for 2020 at RDM Capital Funding 
is to increase revenue and origination 
volume by remaining laser-focused on 
partnership channels. The company works 
with a large broker network that has direct 
access to the company’s underwriters. 
“If [brokers] have a question or need a 
modification on an offer, they can speak 
directly with the decision maker,” Mirlis 
says. To form a partnership with RDM 
Capital Funding, brokers can submit infor-
mation online and a business develop-
ment representative will follow up to get 
them onboard. 
Throughout the COVID-19 pandemic, RDM 
Capital Funding has worked with all of its 
clients to modify payments. The compa-
ny also distributed many write-ups on 
different programs being offered on both 
the state and federal levels, seeking to 
provide as much help as possible to its 
clientele. “Many [small businesses] are 
hurting and they’re really the backbone 
of the country, responsible for a lot of job 
growth and a big part of our economy,” 
Mirlis says. “We’ve got to support them 
any way we can.”

Short term goals for RDM Capital Funding 
include closing a new credit facility and 
rebranding the company. Additional 
company-wide objectives for 2020 include 
optimizing decision models by releasing 
a proprietary in-house platform and im-
proving credit metrics to grow origination 
under management — but not at the cost 
of the performance of the book. 
Mirlis has a positive outlook about the 
future of the industry. He sees a lot of 
liquidity in the market but believes things 
will turn around in 2021. “At this point, 
many companies are putting out much 
less money than they were pre-COVID,” 
Mirlis says. “And I definitely think going 
forward — it might take six months or nine 
months to get back to where it was — but 
I do think it’ll get back to pre-COVID-19 
levels sometime in the second or third 
quarter at the latest.” n

At RDM Capital Funding, 
providing as much assistance 
as possible to borrowers is 
the firm’s driving motivation. 
Reuven Mirlis outlines RDM’s 
focus on efficiency and its 
ambitious goals for 2020 and 
beyond. 

REUVEN MIRLIS
President & CEO

EXHIBITOR
SPOTLIGHT
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CREDIT SCORES MATTER MORE 
POST PANDEMIC:  
Here’s How to Save the Deal 
By Rachel Kugel, Esq.

In commercial lending, an asset’s value often matters more than a 
borrower’s credit score, but given the COVID-19 pandemic’s impact on 
income streams, creditworthiness has become more important than 
ever before. Rachel Kugel explores how to coach a client toward a 
better credit score. 

As we continue to deal with the COVID-19 
pandemic, 2020 will continue to look a lot 
different from a lending perspective. For 
starters, so many good people and once 
strong businesses have been hit hard, 
and a serious long-term casualty will 
be their credit. According to WalletHub’s 
Coronavirus and Credit Score Survey, 87 
million people are worried about their 
credit scores because of the coronavirus.1 
Due to the dramatic drop in revenue 
caused by the virus, the income of both 
individuals and businesses has plummet-
ed for months. During that time individ-
uals and businesses have been juggling 
as payments come due, with rent and 
other bills not always being paid on time. 
The effects of this will be felt for years to 
come.

The Changing Role of 
Creditworthiness
It is no secret that credit scores have 
always played a big role in how tradition-
al lenders make their funding decisions. 
The better the credit of the applicant, 
the more likely they are to get approved. 
Even when those with less than perfect 
credit get approved, often the terms will 
be harsh enough to kill the deal. Prior 
to COVID-19, in the commercial lending 
space, the asset itself often mattered 
more than the creditworthiness of the 
individual investor, but as we emerge into 
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a belt tightening, white knuckle economy, 
the credit scores of investors will likely 
matter more than ever.
At a time when interest rates are at record 
lows and the demand for mortgages and 
financing is increasing, these loans are 
suddenly a lot harder to get. Mortgage 
credit availability in March fell to the low-
est level in five years, according to a sur-
vey by the Mortgage Bankers Association. 
Now, lenders cite a large drop in liquidity, 
as investors in jumbo mortgage-backed 
bonds pull back. The restrictive lending 
rules will no doubt also put the personal 
creditworthiness of investors of commer-
cial properties in play more than ever 
before.

Improving Clients’ Credit
When faced with a credit issue of your ap-
plicant, do you know enough about credit 
to save the deal? Here are some legal 
and ethical ways to point a client toward 
improving their credit situation:
1. Discuss paying down existing debt, if 
possible. 
One of the biggest hits an individual can 
take to their credit score comes from uti-
lization. Keeping utilization at 10% to 30% 
will increase scores.
2. If payoff is not an option, try to shift. 
Many commercial loan applicants are 
business owners (or should be incorporat-
ed), yet many small business owners do 
not realize the power of business credit. 
Instead, they end up funding the day-to-
day needs of their business with personal 
credit cards. By shifting debt over to the 
business where it should rightfully be, 
one can bring down utilization quickly 
and without a huge layout of cash and 
resources.
3. While we’re at it, let’s talk about busi-
ness credit.
If a borrower has good business credit 
and good personal credit, their options to 
qualify for more and better financing will 
increase exponentially. A great business 
credit score and profile can be system-
atically built in a few months, and can 
offset or bolster minor problems on the 
personal side.
4. Recommend looking at credit reports 
and using the FCRA and FDCPA.
According to a study conducted by the 
Federal Trade Commission, one in five 
people have an error on at least one of 
their credit reports. With knowledge of 
the federal consumer protection laws, a 
consumer can successfully uncover and 
dispute errors that can increase their 
credit scores in 30 days to six months. 

5. Tell them to stop applying for credit. 
During the process it’s important not to 
shop for cars or apply for every store 
credit card offered. Hard inquiries can 
have a direct impact on an applicant’s 
credit score and cause a bank to think 
twice about lending.
6. Tell them to pay bills on time and use 
goodwill if they missed payments. 
Late payments obviously cause a nega-
tive mark on a credit report, which brings 
down scores. If an applicant was unable 
to make a payment due to the coronavirus 
emergency, it might be a good idea to seek 
a dispensation of sorts directly from the 
furnisher. Debt furnishers are not legally 
required to report negative items to the 
credit bureaus, and often a small ding in 
an otherwise lengthy positive account his-
tory will be understandable and waived. 
A consumer (either alone or through an 
advocate) can request a goodwill deletion 
of this information for good cause.
7. Improve the full picture by compiling a 
great package for the lender. 
Make the lender see your client as more 
than just a score on a piece of paper. 
Information about them can be com-
piled into a neat presentation package, 
including: 
• Do they have assets available that are 
convertible to cash? Liquidity can offset 
lending risk. 
• Do they have business experience? Have 
they been trusted and professional in 
their industry for years? This is the time 
to break out the awards and accolades. 
Showing ties and a solid experience in the 
professional community can elicit some 
warm and fuzzies and decrease perceived 
risk. 
• Do they have real estate investment 
experience? Can your client show a solid 
track record of successfully performing 
real estate assets?
These are steps that a savvy consumer can 
take on their own to improve their credit 
picture. It is also possible to shorten the 
path to creditworthiness by enlisting 

the help of a qualified and ethical credit 
repair company or credit repair attorney. 
These professionals are experienced at 
both disputing errors and helping clients 
build an overall better profile through 
education and the proper use of credit 
and debt.
Armed with the tools and strategies 
to present your applicant in the best 
possible light, you can close more deals 
and help more customers achieve their 
business and property goals. n
1McCann, Adam. “Coronavirus Credit Score Survey & 
Tips to Protect Your Score.” WalletHub. May 6, 2020.
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juggling as payments come due, with rent and 
other bills not always being paid on time. The 
effects of this will be felt for years to come.   
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10 TIPS FOR BUILDING  
YOUR COMPANY’S  
LINKEDIN PRESENCE 
By Alex Vasilakos

When it comes to B2B marketing, LinkedIn is a powerful tool. Alex 
Vasilakos shares 10 strategies for building your company’s reputation 
and network on the social media platform for professionals. 

For B2B businesses across all industries, 
few marketing channels are as important 
or effective as social media platforms. 
Since LinkedIn is where many businesses 
and professionals go to communicate with-
in their industries, it is an effective tool 
to help you reach the business customers 
for whom you are looking. In addition, 
LinkedIn’s networking focus and tools for 
thought leadership make it a great site for 
sharing insights within your B2B industry.
Since a LinkedIn page can be important 
for your company and its future success, 
you may be wondering what you can do to 
achieve organic page growth on your com-
pany LinkedIn profile. The following 10 tips 
can help you easily boost your LinkedIn 
presence and improve the value of the 
content you share on your page, even if you 
only have a little time to spare each week.

1. Post Industry-Relevant Content
When choosing the right type of B2B con-
tent to share with your audience, you want 
to focus on value above all else and avoid 
getting too promotional. LinkedIn’s design 
allows you to reach audience members 
that are tailored to your industry. You do 
not want to risk losing their attention with 
content that doesn’t focus on their inter-
ests and needs. Finding news articles and 
other important updates from within your 
industry or network allows you to build 
credibility as a thought leader that keeps 
readers coming back for more. Useful con-
tent also helps to convince them to work 
with your business, now or in the future. 
Avoid making your LinkedIn page a clone 
of your website, which is where most 
of your promotional content should be 
housed. As LinkedIn continues to evolve, 
you should expect even more opportuni-
ties to reach your target audience. Don’t 
waste them with stale advertisements.

2. Take Social Signals Seriously
If you want to increase your company 
website’s engagement, consider us-
ing LinkedIn’s helpful widget. It can be 
embedded on your company website to 
allow visitors to follow your company 
page from the site and see who in their 
network is currently following your page. 
All you have to do is type in your company 
name on the widget, choose one of three 
display options for your site and use the 
code generator to install the widget. An 
interesting, living link to your LinkedIn 
such as this widget can be a great tool to 
help you boost website engagement for 
your company.

3. Give Your Brand a Boost
LinkedIn is a great platform for promoting 
your brand, but you must take the right 
approach. Your brand should be cohesive, 
meaning it should stay the same across 
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all your social media profiles and your 
website. LinkedIn is no exception — in fact, 
you need to take your LinkedIn branding 
more seriously than any other social site. 
Optimizing your profile to consistently 
display your brand identity is important 
because it is essentially an extension of 
your company website. Try to engage with 
a variety of followers — from customers 
to the media — to encourage return traffic 
on your company page. You also can use 
the personal profiles of your company’s 
leaders to promote your LinkedIn page, 
driving engagement. If you experience 
rapid changes in branding or other shifts 
at your company, make sure that your 
LinkedIn profile illustrates this.

4. Create a Plan for  
Sharing Articles
There are different programs you can use 
to encourage your employees to share 
research and articles from your company 
in a simple, standardized way. Google URL 
Shortener and ShareLinkGenerator.com are 
two examples of link shorteners that you 
can utilize to send articles to employees 
as they are released. Your employees can 
click the links that they are sent to auto-
matically share optimized posts to their 
LinkedIn and Twitter networks. Google URL 
Shortener also includes an analytics portal 
where you can track your links and article 
shares. Screenshots of this data can help 
you gauge how engaged your employees 
are with your content. Gamifying your 
update shares across your company can 
serve to improve the process for spreading 
information about your business.

5. Combine LinkedIn With  
Email Marketing
Linking to your LinkedIn profile in your 
email signature is a great way to increase 
profile visits that takes little time or effort 
on your part. Linking to other social pro-
files in your signature also can help you 
gain new followers and improve other key 
metrics. A signature link is highly visible to 
individuals who are likely to be interested 
in what you have to say before they even 
go to visit your company profile.

6. Write Engaging, Consistent 
Content
Getting creative with your LinkedIn up-
dates can help you craft the most compel-
ling content possible and stand out from 
your competition. Exciting content draws 
your readers in and gives them informa-
tion that can’t be replicated by any other 
page due to your unique angles. Your own 
professional experiences can be used to 
write new content, as every individual has 
different life perspectives that can be of 
value. Adding company videos, calls to 
action that promote engagement and re-
sponses to your audience can all improve 
your credibility and build your potential 
customer base. Remember that quality 

trumps quantity. If you can only manage 
to post a few good updates each week, 
don’t get discouraged. Stick to a schedule 
that keeps you from being overwhelmed. 
What’s most important is showing your 
LinkedIn followers that you have an active 
presence and that you care about them as 
people and professionals.

7. Make Room for LinkedIn in Your 
Schedule
It can be hard to remember to keep your 
LinkedIn page up and running when you 
have what feels like a million to-dos on 
your list. Scheduling time to post each day 
or a few times every week can help you 
remember to keep the content flowing. 
Adding calendar reminders with notifi-
cations that remind you to work on your 
LinkedIn presence can help you stay on 
track, whether you use your phone or your 
computer. Even if you can only log in to like 
a few posts from connections, make the 
time to do so to keep your page as active 
and engaging as possible week after week.

8. Utilize LinkedIn Groups
LinkedIn groups are great tools for net-
working within your industry and growing 
your company page in an organic way. 
Only join high-quality groups within your 
industry to see what your competition 
has been up to, exchange ideas with 
like-minded professionals, and network 
with prospective customers and col-
leagues. As you would with your company 
page, keep your interactions authentic 
and engaging. The more relevant your 
communication is to your target audience 
the more likely people will visit your com-
pany page and consider your company a 
credible member of the B2B community. 
Groups also open you up to a world of 
ideas and possibilities made possible by 
your network and your competitors.

9. Implement Group Conversations
Encourage your employees to partici-
pate in various group conversations on 
LinkedIn. Doing so spreads your brand 
presence far and wide, which can help 
boost your visibility on LinkedIn over time. 
It also helps your business look more 
credible and positions your employees as 
intelligent thought leaders and valuable 
additions to your professional community. 
Boosting employee engagement, improv-
ing morale and giving your company the 
idea to create new ideas and initiatives 
are other benefits that can arise when 
you implement group conversations on 
LinkedIn.

10. Get Serious About Search 
Engine Optimization
Search engine optimization (SEO) must be 
considered during every stage of devel-
opment for your LinkedIn growth strategy. 
Utilizing SEO best practices can help boost 

growth by allowing you to rank higher 
within LinkedIn’s search engine. You can 
optimize your company LinkedIn page 
with SEO best practices in a few ways. 
First, keep your profile up to date with 
relevant, current company information. 
Next, research the keywords that fit your 
industry and business so the individuals 
who stand to benefit the most from your 
content can easily find it. You may need 
to research your target LinkedIn audience 
and see what type of content they want 
and need. Include your keywords natural-
ly throughout your page and updates to 
retain credibility and readability. Taking 
special care to optimize your descrip-
tion, specialties and company overviews 
can help you boost your overall visibility 
within LinkedIn’s search results pages and 
enhance your reputation as a company. 
You may even get a boost within external 
search engines such as Google and Bing.

When it comes to sharing information 
with your potential customers in the most 
efficient and powerful way possible, there 
is no better social media outlet than 
your company’s LinkedIn page. Whether 
you want to connect with your existing 
audience, engage your employees or reach 
new eyes, LinkedIn has a way to help. 
Utilizing some or all 10 important tips as 
part of your overall social media commu-
nications strategy can help you boost your 
audience and your profits in a relatively 
simple way. n
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RECENTLY FUNDED 
Prime Commercial Lending
THE DEAL Prime Commercial Lending, an Albany, NY-based small balance commer-
cial real estate lender, recently closed on a $610,000 two-unit retail property anchored by 
a Domino’s Pizza in Greenwood, IN. One of Prime’s brokers referred this opportunity to the 
lender due to the need for a quick closing as the current note was coming due as of July 1. 
Prime closed the deal in the heart of the COVID-19 pandemic even amid appraisal and title 
delays. Please reach out to Lukas Bull at Lukas@primecommerciallending.com for all your 
small-balance, permanent commercial mortgage needs.  
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