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Did you make any New Years’ resolutions for 
your business? If so, are you sticking to them, or have they already fallen 
by the wayside? In either case, this issue of DealMaker will help you set yourself up 
for success in 2022. 
With the markets in flux, interest rates on the rise and ongoing supply chain 
challenges, it can be hard to predict the future, which is exactly why specializing in 
one type of commercial finance product as a broker can be so dangerous. We sat 
down with a broker and a lender who explain why diversification is so important and 
how to accomplish it. 
Ensuring your future success often translates into making wise investments today. 
One of the best investments a broker can make is taking their technology to the 
next level. We caught up with three technology leaders who talk about how quickly 
technology is moving in the financial industry and share how their products can help 
brokers.
To give you a little extra inspiration, we interviewed the 2021 NACLB award winners 
and asked them for advice on how to achieve similar success. 
Kimmy Humphrey, this year’s Broker of the Year, closed more than $200 million in 
deals in 2021 and credits this achievement to her mentors and other brokers who 
helped her get her footing in the industry. Her passion for making a positive influence 
on business owners helped a little bit too.
John Forrey may have won the Rookie of the Year award, but he has decades of 
business experience under his belt. When a sudden change in circumstances derailed 
his career path, he pivoted to become a commercial loan broker. He shares what he’s 
learned in his first year.
Aspen Commercial Lending won the award for the largest deal closed in 2021. Its CEO, 
Shane Brandt, provides an in-depth look at the deal and talks about Aspen’s plans. 
Jason Hoerr from North Avenue Capital, winner of the Best Broker Program award, 
discusses why brokers should learn more about the USDA Business and Industry 
Program. 
In Brokers Playbook, Leah Waldrop and Terry Luker discuss why brokers could benefit 
from e-learning and unveil their new education program, The Commercial Broker 
Playbook. In The Softer Side of Sales, Bennett Abel shares four steps for brokers to 
achieve sales success in the year ahead, and in Marketing 101, Victoria Swann shares 
strategies for creating a strong marketing campaign for 2022. 
Here at DealMaker, we’re making a few changes for 2022 as well. This issue, along with 
our June, August and December issues, will be digital only. We are planning a fantastic 
print and digital April issue for you, which will focus on getting a deal to the finish 
line and feature profiles of powerful women of the NACLB.
Until then, stay safe and stick to those resolutions! 

4 | DEALMAKER | FEBRUARY 22 | www.naclb.org

EDITOR’S
letter

Rita Garwood
Editor in Chief

PUBLISHER
Lisa Rafter
610.213.9105

EDITORIAL/PRODUCTION
EDITOR IN CHIEF

Rita Garwood
rita.garwood@naclb.org

SENIOR EDITOR
Phil Neuffer

phil.neuffer@naclb.org

EDITOR
Ian Koplin

ART DIRECTOR/PRODUCTION MGR
Hedy Sirico

INDUSTRY NEWS/EVENTS/INFO
484.253.2505

ADVERTISING
DIRECTOR OF ADVERTISING

Laura Backe
484.253.2511

laura.backe@naclb.org

THE DEALMAKER FEBRUARY 22
VOL. 4, NO. 1

Published bimonthly by 
RAM Group Holdings, Inc.,  

7 Hansen Court
Narberth, PA 19072

SUBSCRIPTIONS/BACK ISSUES
SUBSCRIBER SERVICES

Terry Mulreany
484.253.2517

POSTMASTER/
SEND ADDRESS CHANGES TO:

THE DEALMAKER SUBSCRIPTION SERVICES
7 Hansen Court

Narberth, PA 19072

CUSTOM REPRINTS
The YGS Group is the authorized provider of
customizable reprints, e-prints and PDFs for

The DealMaker. For a quote, call Jessica 
Stremmel at 800.290.5460 or e-mail 

reprints@theYGSgroup.com

©2022 RAM Group Holdings, Inc.

The views and opinions expressed in this 
publication throughout editorial and 

advertisements are not necessarily those 
of RAM management. All rights reserved. 

Reproduction, duplication or redistribution 
in whole or in part is not permitted without 
express written permission of the publisher.

A publication of the National Association  
of Commercial Loan Brokers



www.naclb.org | DEALMAKER | FEBRUARY 22 | 5

newsmakers
 FEBRUARY 2022

PEOPLE
IFA Names Daniel New Executive Director
Tania Daniel assumed the role of execu-
tive director of the International Factoring 
Association. Daniel, who has spent her 
entire career in the factoring industry and 
is also a longstanding member of the IFA’s 
advisory board, will help lead the asso-
ciation into its next chapter. In making 
the decision last year, former executive 
director Bert Goldberg was very excited to 
have Daniel lead the IFA.
Pacific Premier Bancorp’s Studenmund 
Named to 2021 NACD Directorship 100 List
Jaynie Miller Studenmund, who serves as 
a director of both Pacific Premier Bancorp 
and its wholly-owned bank subsidiary, 
Pacific Premier Bank, was named to the 
2021 National Association of Corporate 
Directors’ (NACD) Directorship 100. The 
NACD Directorship 100 list recognizes 
directors who “serve as role models in 
promoting exemplary board leadership, 
oversight and courage in the boardroom.”
AFR President Brandao Named 2021 MPA 
Housing Industry Icon
American Financial Resources president 
Laura Brandao was named a 2021 MPA 
Housing Industry Icon. As an innovative 
leader in the space, Brandao has re-
mained vigilant about keeping her focus 
on the “why” and continuing to develop 
programming to encourage brokers to 
enter the niche space and become experts 
while empowering them to expand their 
offerings and, in turn, help a wider range 
of borrowers in their communities.
Rosenthal & Rosenthal Names Rosenthal 
and Kleiner Co-Presidents
Rosenthal & Rosenthal, a factoring, 
asset-based lending and purchase order 
financing firm, named Peter Rosenthal and 
Ken Kleiner co-presidents of the com-
pany. Since 2007, Kleiner has served as 
chief marketing officer and Rosenthal has 
served as president. The two joined the 
firm in 1998. As co-presidents, Rosenthal 
and Kleiner will guide the organization 
together and collaborate to continue to 
grow the firm’s reach and capabilities.

DEALS
CIBC Bank Delivers $350MM Credit Facility 
to A-Mark Precious Metals
A-Mark Precious Metals closed a commit-
ted, three-year, $350 million credit facility 
led by CIBC Bank, replacing its existing 
$280 million credit facility. The new credit 
facility became effective Dec. 21, 2021, and 
matures Dec. 20, 2024. CIBC Bank acted 
as administrative agent and joint lead 
arranger for the facility.
FundThrough Acquires BlueVine’s Invoice 
Factoring Business
FundThrough, a financial technology 
platform, acquired the invoice factoring 
business of financial technology company 
BlueVine. All BlueVine invoice funding di-
vision employees are joining FundThrough 
as part of the transaction. The acquisition 
will expand FundThrough’s efforts in the 
U.S. market, doubling its number of U.S. 
clients. FundThrough has grown 1,071% 
over the past three years and almost 300% 
since last year, funding thousands of B2B 
clients since the company was founded 
in 2014.

Commercial Credit Acquires Keystone 
Equipment Finance
Commercial Credit, a Charlotte, NC-based 
equipment and accounts receivable 
finance company and the parent com-
pany of Commercial Credit Group and 
Commercial Funding, acquired Keystone 
Equipment Finance. Keefe, Bruyette & 
Woods advised Commercial Credit in 
connection with the transaction and 
Hovde Group advised Keystone Equipment 
Finance.
MCAP Acquisition and AdTheorent 
Complete Business Combination
MCAP Acquisition, a special purpose 
acquisition company sponsored by an 
affiliate of Monroe Capital, completed its 
business combination with AdTheorent 
Holding Company, a programmatic digital 
advertising company using advanced 
machine learning technology and priva-
cy-forward solutions to deliver value for 
advertisers and marketers.

INDUSTRY News
The 8th Annual NACLB Conference & Expo — Details Announced
More than 900 of the nation’s top commercial loan, leasing and mortgage brokers 
and lenders will converge on Caesars Palace Nov. 1 to Nov. 3 to meet the top lend-
ers and service providers catering to the brokerage community. These brokers are 
responsible for more than $5 billion in small business and commercial financing 
each year.

The 8th Annual NACLB Conference and Expo will provide education and network-
ing between brokers, lenders and service providers. However, the primary benefit 
of the conference will be to provide enormous growth opportunities for both bro-
kers and bankers to grow their loan portfolios and increase revenues and profits.

Keynote speakers will include Daymond John, who has come a long way from tak-
ing out a $100,000 mortgage on his mother’s house and moving his operation into 
the basement. John is the CEO and founder of FUBU, a much-celebrated global 
lifestyle brand and a pioneer in the fashion industry with more than $6 billion in 
product sales. His marketing strategies and ability to build successful brands has 
made him a highly influential consultant and motivational speaker. His market-
ing firm, The Shark Group, offers advice on how to effectively communicate to 
consumers through innovative means and connects brands with the world’s top 
celebrities for everything from endorsements to product extensions.
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newsmakers
TradeCap Partners Provides $2.5MM PO 
Finance Facility to Video Game Accessory 
Company
TradeCap Partners closed a $2.5 million 
purchase order finance facility for a video 
game accessory company located in the 
Pacific Northwest. The ventured-backed 
client sought non-dilutive capital to pro-
duce its newest patented gaming acces-
sory. After receiving purchase orders from 
multiple customers, the company needed 
to ramp production. Rather than utilize 
cash from its most recent equity raise, it 

wanted to secure a finance solution to 
support working capital.
Lawrence Financial Closes More than 
$185MM in Loan Fundings in 2021
Lawrence Financial closed more than $185 
million in total loan fundings for 2021. 
Additionally, Lawrence assisted several 
borrowers with various term loans, real 
estate, equipment, sales/leasebacks, on-
line direct to consumer, cash floor loans, 
acquisition funding and facilities using 
name brands as collateral.
Value Capital Funding Adds NV-Based 
Logistics Client
The owner of a 37-year-old logistics 
company located in Nevada wanted 
additional working capital to expand their 
business by picking up a new route. They 

were looking for $125,000 to help make 
this happen. Because Value Capital’s ISO 
referral partner knew about its five-year, 
monthly pay working capital program, the 
referral partner was able to turn the pros-
pect into a client while it waited out the 
approval/funding process with the SBA.
Citizens Expands M&A Advisory 
Capabilities with Acquisition of  
DH Capital
Citizens Financial Group entered into a 
definitive agreement to purchase sub-
stantially all of the assets of DH Capital, 
a private investment banking firm serving 
companies in the internet infrastructure, 
software and next generation IT services 
and communications sectors. The DH 
Capital acquisition will bring additional 
digital infrastructure sector expertise to 
the Citizens M&A advisory team.
First Business Provides $10MM Credit 
Facility to Signage Manufacturer and 
Installer
First Business Specialty Finance, a sub-
sidiary of First Business Bank, closed and 
funded a $10 million revolving line of 
credit facility for a Florida-based signage 
manufacturer and installer.
Rosenthal & Rosenthal Provides $4MM in 
Recent Commitments
Rosenthal & Rosenthal completed two 
recent financing commitments, including 
a $3.5 million purchase order finance 
commitment to support the production 
financing requirements of a New York-
based home furnishings importer and 
distributor as well as a separate $500,000 
work-in-process production commitment 
for a government contractor specializing 
in personal protection wear. Both financ-
ing arrangements supported the efforts of 
women-owned and operated businesses.
Seacoast Completes Acquisition of Sabal 
Palm Bank and Florida Business Bank
Seacoast Banking Corporation of Florida, 
the holding company for Seacoast 
National Bank, completed its acquisitions 
of Sabal Palm Bancorp, the parent com-
pany of Sabal Palm Bank, and Business 
Bank of Florida, the parent company of 
Florida Business Bank, effective Jan. 3. The 
mergers of Sabal Palm Bank and Florida 
Business Bank with and into Seacoast 
National Bank were also effective on Jan. 
3, with Seacoast National Bank as the 
surviving financial institution.
LSQ Provides $15MM Credit Facility to 
Food and Beverage Distributor
LSQ originated a $15 million credit facility 
for a Florida-based food and beverage 
distributor that provides seafood and 
beverages to the cruise ship industry and 
required increased cash flow to help grow 
its business.
Rosenthal Upsizes Commitment to 
$60MM for Solar Products Distribution 
Company
Rosenthal & Rosenthal upsized its inven-
tory purchase commitment to support the 
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production financing requirements of a 
California-based importer and distributor 
of solar panels, increasing the initial $30 
million commitment to $60 million. The 
initial $30 million inventory purchase 
commitment was made in August 2021 
and allowed the distributor to fulfill new 
and growing sales opportunities without 
pursuing an equity raise alternative.
Citizens and Prospect Capital Provide 
Littlejon & Co. Financing to Acquire 
Magnate Worldwide
Littlejohn & Co., a private investment firm 
based in Greenwich, CT, acquired Magnate 
Worldwide, a supply chain manage-
ment company comprised of a portfolio 
of logistics services focused on freight 
services. Terms of the transaction were 
not disclosed. Financing for the transac-
tion was provided by Citizens Bank and 
Prospect Capital. Citizens Bank also acted 
as Littlejohn’s financial advisor.
Rosenthal & Rosenthal Provides $2.5MM 
ABL Facility to Video Interpretation Tech 
Company
Rosenthal & Rosenthal completed a 
$2.5 million asset-based lending deal to 
support the growth capital needs of a 
company specializing in video remote in-
terpretation technology. A relatively young 
brand, the company was experiencing 
demand for its interpreter services and 
technology in 2021, especially within the 
healthcare sector.
Alleon Healthcare Capital Provides $2.5MM 
to Arizona Healthcare Network Facility
Alleon Healthcare Capital closed a $2.5 
million medical accounts receivable fi-
nancing facility with a healthcare network 
located in Arizona. The company provides 
primary care and ancillary services fo-
cused on delivering proactive continuous 
care.
eCapital Provides $450K in Factoring 
Facilities to Cell Tower Maintenance 
Businesses
eCapital Commercial Finance issued 
two factoring facilities totaling $450,000 
to cell tower maintenance businesses. 
The companies selected eCapital for its 
industry experience and ability to provide 
access to working capital. Both cell tower 
maintenance companies needed a lender 
to accommodate growth. 

INDUSTRY NEWS
B. Riley Financial Establishes  
Receivables Division
B. Riley Financial established a receiv-
ables business to provide debt moneti-
zation solutions and portfolio acquisition 
services for its clients. This new division 
will utilize the company’s capital base and 
the resources offered through its affiliates 
with a goal of preserving and maximizing 
value for clients, including through valu-
ation services, restructuring and turn-
around management, distressed debt and 
financial structuring.

US Home Price Appreciation Rates 
Slightly Softer Again, Radian Home Price 
Index Reveals
In November, home prices across the 
United States rose at a slower pace than 
the month prior but continued to appre-
ciate at higher than 2021 average monthly 
rates. According to the Radian Home Price 
Index released by Red Bell Real Estate, 
a Radian Group company, home prices 
nationally rose from the end of October 
2021 to the end of November 2021 at an 
annualized rate of more than 17.1%.
Crestmark Delivers $13.6MM in ABL/
Factoring Solutions in November
Crestmark secured a total of $13.6 million 
in asset-based lending and factoring 

financial solutions for 23 new clients 
in November. In addition, Crestmark 
Equipment Finance provided more than 
$24.8 million in 29 new transactions, 
Crestmark Vendor Finance provided more 
than $9.9 million in 76 new transactions, 
Crestmark’s government guaranteed 
lending group provided more than $8.1 
million in financing for three new clients 
and Crestmark’s joint ventures group 
provided more than $1 million in one new 
transaction.

https://www.customersbank.com
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Merchant Cash Advance Providers Banned 
from Industry, Ordered to Redress Small 
Businesses
Two of the defendants behind an alleged 
small business financing scheme, RAM 
Capital Funding, and its owner, Tzvi Reich, 
will be permanently banned from the mer-
chant cash advance and debt collection 
industries and required to pay $675,000 
to settle Federal Trade Commission 
charges that they used deceptive and 
illegal means to seize assets from small 

businesses, nonprofits and religious 
organizations.
Small Business Loan Approval Rates 
Continue to Rise But at Slow Pace
Small business loan approval rates at big 
banks (more than $10 billion in assets) 
increased from 14.2% in November to 
14.3% in December, and approval rates at 
small banks (under $10 billion in assets) 
rose from 19.9% in November to 20.1% 
in December, according to the Biz2Credit 
Small Business Lending Index.
Balboa Capital Survey Reveals 8 in 10 
Small Business Owners Plan to Use 
Section 179 Deduction
The results of a nationwide survey con-
ducted by Balboa Capital revealed 82% of 

small business owners (SBOs) plan to use 
Section 179 of the internal revenue code to 
deduct the cost of qualifying equipment 
purchased or financed in 2021. Balboa 
Capital’s Section 179 survey was sent to 
a sample of SBOs in various industries 
during the first week of December 2021.
LSQ Partners with Chicago Minority Supplier 
Development Council to Support MBEs
LSQ partnered with the Chicago Minority 
Supplier Development Council, an orga-
nization for increasing business oppor-
tunities between major buying organi-
zations and minority-owned businesses, 
to provide working capital assistance to 
minority-owned businesses (MBEs) in 
construction, manufacturing and other 
industries across Chicagoland.
ELFA Reveals Top 10 Equipment 
Acquisition Trends for 2022
The Equipment Leasing and Finance 
Association revealed its top 10 equip-
ment acquisition trends for 2022. Real 
private investment by U.S. businesses in 
equipment and software is forecast to be 
almost $2 trillion in 2022, with a substan-
tial amount of that investment activity 
financed, so these trends will impact a 
significant portion of the U.S. economy. 
Among the trends, the ELFA expects the 
U.S. economy to have solid growth but for 
equipment shortages to continue due to 
supply chain disruptions.
Survey: Businesses Look to Grow in 2022 
Despite Ongoing Supply Chain and Cost-
Related Challenges
Small and midsize U.S. business leaders 
remain confident in their companies 
and resourceful in their approaches to 
confronting macroeconomic challenges 
that have created growing pains over the 
last year, according to JPMorgan Chase’s 
2022 Business Leaders Outlook Survey. As 
a new year begins, the majority of busi-
ness leaders are feeling upbeat: 83% of 
midsize and 71% of small businesses are 
optimistic about their own performance in 
2022, up from 77% and 63% one year ago, 
respectively.
Maxim Commercial Capital Reports 
Strong 2021 Results
Maxim Commercial Capital fulfilled the 
financing needs of small and mid-sized 
businesses in 41 states during 2021 de-
spite global disruptions in the equipment 
industry and the lingering pandemic. 
Maxim provides financing from $10,000 to 
$3 million and secured by heavy equip-
ment or real estate. Its creative solutions 
include leveraging borrowers’ real estate 
assets, up to 70% combined loan-to-value, 
to reduce the cash required to buy new 
equipment, to provide working capital and 
to restructure short-term debt.
North Mill Equipment Finance Set 
Company Record for Originations in 2021
North Mill Equipment Finance report-
ed that 2021 was the best year in the 
company’s six-year history, as organic 

newsmakers

https://www.touchmarknb.com
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originations reached an all-time high 
and delinquencies hit an all-time low. 
In addition, the company’s average 
yield remained north of 14% even with 
higher average credit quality borrowers. 
Additionally, North Mill Equipment Finance 
added three new regional offices in 2021.
SLIM Capital Increases Total Funding by 
24.63% in 2021
Amid the persistence of the COVID-19 
pandemic, the equipment finance industry 
pushed ahead and began shifting toward 
growth in 2021. SLIM Capital, located in 
Beverly Hills, CA, reached a company 
record during the year, reporting a 24.63% 
year-over-year increase in total fundings.
Crestmark Provides More Than $46MM in 
ABL/Factoring Solutions in December 2021
Crestmark secured more than $46.4 mil-
lion in asset-based lending and factoring 
financial solutions for 22 new clients and 
the company’s government guaranteed 
lending group provided $107.95 million in 
financing for six new clients in December 
2021. In addition, Crestmark Equipment 
Finance provided more than $34.7 million 
in 35 new transactions and Crestmark 
Vendor Finance provided more than $11.8 
million in 116 new transactions.
LSQ Experienced Significant Platform, 
Product and Partnership Growth in 2021
For LSQ, a provider of technology-driven 
working capital finance and payments 
solutions, 2021 represented a year of sig-
nificant platform, technology and partner 
growth and the company entered 2022 
riding a wave of momentum for future 
expansion.
ELFF Projects 3.5% US GDP Growth in 
2022, 4.6% Equipment Investment Growth
The Equipment Leasing & Finance 
Foundation released its Q1/22 Equipment 
Leasing & Finance Industry Snapshot. 
Designed for use in executive briefings 
and presentations, the snapshot summa-
rizes current conditions and projections 
for the U.S. economy and equipment 
finance industry with charts and short 
narratives of key trends. According to the 
snapshot, the U.S. economy will grow by 
3.5% in 2022 and equipment investment 
will grow at a 4.6% pace.
Dodge Momentum Index Declines  
in December
The Dodge Momentum Index fell 3% in 
December to 166.4 (2000=100), down from 
the revised November reading of 170.7. 
The Momentum Index, issued by Dodge 
Construction Network, is a monthly mea-
sure of the initial report for nonresidential 
building projects in planning, which have 
been shown to lead construction spending 
for nonresidential buildings by a full year. 
In December, commercial planning fell 4%, 
and institutional planning slipped 1%.
ELFA: New Business Volume for 2021 
Increased 9% Compared with 2020
According to the Equipment Leasing and 
Finance Association’s Monthly Leasing 

and Finance Index (MLFI-25), overall new 
business volume for December 2021 was 
$11.8 billion, down 3% year over year from 
new business volume in December 2020. 
However, new business volume was up 
49% month over month from $7.9 billion 
in November 2021 in a typical end-of-year 
spike. In addition, cumulative new busi-
ness volume for 2021 was up almost 9% 
compared with 2020.
IT Firms Received More Funding Than 
Business in Other Industries in 2021
A new study from Biz2Credit that analyzed 
2020 and 2021 industry trends among 
small businesses found that information 
technology firms received the most fund-
ing of any industry in terms of volume and 
the highest average amount of funding 
during the study time frame. In addition, 
the study found that IT firms had the 
highest average revenue and that owners 
of IT businesses had the highest average 
credit score during the study time frame.

Advice from Scottie D
IN EACH ISSUE OF DEALMAKER, SCOTT DIBERARDINIS, EXECUTIVE 
DIRECTOR OF THE NATIONAL ALLIANCE OF COMMERCIAL LOAN BROKERS, 
PROVIDES ADVICE FOR BROKERS. HERE’S HIS ADVICE TO START OFF 2022:

Continue to Develop Relationships with Lenders
The NACLB Conference should be just the beginning of your networking efforts. 
Consistently work to expand your network of contacts at lenders and deepen 
those relationships. Learn more about the types of products they offer, their 
credit boxes and their application requirements. Check in with your existing 
lender relationships to see what’s new in 2022. The closer you are to these con-
tacts, the more successful you will be.  

Sign Up for the 2022 NACLB Webinar Series
Continue your education every Tuesday at 3 p.m. EST with me and the NACLB 
sponsors who make the conference happen year after year. You’ll hear from our 
2022 conference sponsors, learn more about the programs that they offer and 
receive updates that are relevant to the landscape of the industry.  
Click here to register.

Continue to Use the NACLB Conference App 
Our app isn’t just for the conference. Did you know that many lenders that at-
tended the conference have uploaded one sheets about their products that are 
available to app users? From the NACLB 2021 home screen, navigate to ‘Sponsors’ 
and explore the financing options offered by each lender. 

Sign up for Scotsman Guide 
Be sure to subscribe to Scotsman Guide, a valuable resource for mortgage 
originators. Print magazines subscriptions are available at no cost to brokers 
who focus on the real estate space. This valuable resource will give you access to 
hundreds of lenders outside of the NACLB.

Customers Bank Releases Partial List of 
Inaugural Institutional Crypto Clients
Customers Bank, the $19.1 billion subsidiary 
of Customers Bancorp, released a partial 
list of inaugural institutional cryptocur-
rency clients. The clients identified are 
cryptocurrency and digital asset institu-
tions, making the bank a financial services 
provider in the growing global crypto 
industry. n

https://attendee.gotowebinar.com/register/8247939615879632911
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dealmaker 
QuickFACTS

$2 Trillion 
THE APPROXIMATE SIZE OF THE 
EQUIPMENT FINANCE INDUSTRY

3P.M. 
Join Scott DiBerardinis every 
Tuesday at this time (Eastern 
Standard Time) for the NACLB 

Webinar Series 

1984 
The year John Forrey, the 2021 

NACLB Rookie of the Year, 
graduated from college

$200MM+ 
The amount of deals Kimmy 
Humphrey, the 2021 NACLB 

Broker of the Year, closed in 2021

 FEBRUARY 2022

$300MM — THE APPLICATION ONLY  
LIMIT AT SLIM CAPITAL
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$671MM 
THE AMOUNT OF THE DEAL CLOSED 
BY ASPEN COMMERCIAL LENDING TO WIN 
THE NACLB’S AWARD FOR THE LARGEST 
DEAL CLOSED IN 2021

$50K 
10 

The number of lessons in 
The Commercial Broker 

Playbook

25%-60% — E-LEARNING CAN  
BOOST RETENTION OF CONTENT BY  
THIS PERCENTAGE

THE AMOUNT JOHN FORREY, 
THE 2021 NACLB ROOKIE OF 
THE YEAR, CLOSED IN 2021 
DEAL COMMISSIONS
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DIVERSIFYING YOUR 
BROKER TOOLBOX:  
Advice from a Lender and a Broker
As the commercial finance market 
continues to face potential 
disruptions, relying on the steady 
business of one product could 
become problematic for brokers. 
DealMaker checks with seasoned 
lender Shervin Rashti and the 
NACLB’s 2020 Rookie of the Year, 
Brandon Bartoldi, who discuss how 
brokers can diversify. 
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Q&A with

Shervin Rashti, CLFP, is the founder 
and CEO of SLIM Capita. He has 
more than 20 years of experience 
in forming, capitalizing, operating 
and exiting startup ventures. Rashti 
started in the leasing business in 
2004 when one of his investors in 
his digital media company recruited 
him to manage a leasing portfolio. 
After surpassing lending capacity for 
the fund, Rashti used his experience 
and ability to underwrite full package 
transactions to launch a commercial 
division for CapNet Financial 
Services. In 2008, he co-founded a 
direct sub-prime specialty finance 
company, Maxim Commercial Capital, 
serving as COO until 2017 when he 
sold his interest in Maxim to launch 
SLIM Capital as a direct, independent 
equipment lease and finance 
company specializing in both credit-
based and structured, collateral-
based transactions. Rashti serves on 
various nonprofit boards, including 
for the National Equipment Finance 
Association. 

Brandon Bartoldi was born and 
raised in Pittsburgh and graduated 
from Penn State University. He 
climbed the corporate ladder in 
his 20s, becoming an executive in 
healthcare by 28 when he got out 
of debt and started to invest in real 
estate. By the age of 30, Bartoldi 
walked away from his stable, 
high-paying job to be a full-time 
entrepreneur. Today, Bartoldi has 
founded multiple companies, most 
notably Prosper Firm, a multifaceted 
company that has divisions of 
lending, marketing, consulting, legal 
and private equity. 

Shervin Rashti, CLFP
Founder & CEO

SLIM Capital

Brandon Bartoldi
Founder & Managing Partner

Prosper Firm
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The commercial finance industry has 
faced a variety of potential curveballs 
over the last two years. With inflation on 
the rise, ongoing supply chain challenges 
and interest rate increases planned by 
the Federal Reserve, putting all your time 
and attention on one commercial lending 
product can be risky. DealMaker checks 
in with Shervin Rashti, CLFP, founder and 
CEO of SLIM Capital, and the NACLB’s 
2020 Rookie of the Year, Brandon Bartoldi, 
founder and managing partner of Prosper 
Firm, to get advice on how brokers can 
create a diversified toolbox of commercial 
finance products.
In your opinion, why is it important for 
brokers to diversify the products in which 
they specialize?
SHERVIN RASHTI: Over the past two 
years, we have seen a dramatic shift in 
the needs of commercial borrowers and 
the appetite of lenders. Historically, there 
were clear credit parameters to suit the 
appetites of independent lenders like 
SLIM Capital and institutional lenders. 
With the pandemic, many industries have 
come to a halt and others have emerged, 
making it essential for brokers to have a 
multitude of products available to meet 
the market demands. To offer a quick 
example, we pulled back from industries 
that were closed during the pandemic 
and found there was great opportunity in 
the industries that served the pandemic, 
such as personal protection equipment 
manufacturers.
As a successful broker, what have 
you learned about the importance of 
diversification?
BRANDON BARTOLDI: Diversification is ev-
erything in this industry when your goal is 
consistent, stable, predictable revenue to 
create stability for you and your business. 
Having one singular focus has its benefits, 
and you definitely have to specialize and 
be very skilled at your niche, but having 
other options, pathways, income streams 
and products really helps to offset the risk 
of your niche taking a hit, which in today’s 
society and economy is vital.

What advice can you give brokers on how 
to diversify their toolboxes?
BARTOLDI: Just to speak from my story, I 
began trying to find a niche and specialty 
and focused on getting really good at that 
first. Once I really developed revenue and 
income from real estate financing, then I 
started to branch out into other products 
that had synergies with real estate, like 
working capital and lines of credit. From 
there, I was able to branch further to SBA. 
I also have multiple businesses I run in 
multiple industries, so that’s how I hedge 
even further, but I would recommend 
brokers get a minimum of three different 
product lines that they have in their tool-
belt, ideally that have some synergies or 
similarities with the others, and network 
in the right places to find leads in those 
three lanes. 
Why should brokers include equipment 
finance in their toolboxes?
RASHTI: When we receive deals from 
newer brokers, they tend to submit their 
request with a generic write-up indicating 
the client is looking for “working capital.” 
The essential component that they are 
missing is, “What are the use of funds?” 
With this simple question, brokers can 
learn that, oftentimes, clients are looking 
for capital towards the purchase of equip-
ment. This makes the finance product 
drastically different and more afford-
able versus unsecured working capital 
requests. 
Aside from offering a more tailored solu-
tion for their clients, they can offer vari-
ous lease programs that can benefit the 
clients from a tax and cash flow perspec-
tive. Equipment finance and leasing is a 
nearly $2 trillion industry that is certainly 
worth including in your toolbox.
Many brokers specialize in a particular 
type of commercial lending. Are there any 
risks with this approach? 
BARTOLDI: Yes, as mentioned earlier, 
having all your eggs in one basket in 
today’s society and this economy is very 
risky. You are really rolling the dice and 
letting your income ride on a lot of faith 
that your current specialty is always going 

 When we receive deals from newer brokers, they 
tend to submit their request with a generic write-up 
indicating the client is looking for ‘working capital.’ The 
essential component that they are missing is, “What are 
the use of funds?” With this simple question, brokers can 
learn that, oftentimes, clients are looking for capital 
towards the purchase of equipment.  

to be as good and consistent as it is today, 
which we all know likely won’t be the 
case. I started brokering in real estate at 
the beginning of COVID and one month 
into starting my business, the real estate 
industry shut down entirely, so I had to 
pivot out of desperation and survival. 
Ideally, brokers get ahead of that and al-
ready have multiple streams in place, so if 
one goes out temporarily, you’re still good 
with the other two.
For brokers who have traditionally spe-
cialized, which commercial finance prod-
ucts mesh well with equipment finance in 
a toolbox of products?
RASHTI: Equipment finance and leasing 
offers a great compliment to most types 
of finance products, in that they don’t 
overlap in their lien perfection, they offer 
added cash flow to support payments and 
give clients the products they need to give 
them the best chances of success. As an 
example, brokers that offer SBA lending 
can enjoy the benefits of the quick turn-
around and minimal information financ-
ing. Our application-only limit is $300,000 
and requires a signed application, an 
equipment quote and three complete 
months of bank statements. These get 
decisioned and funded within a day or 
two. That keeps clients satisfied and run-
ning without delays. At the end of the day, 
whether brokers specialize in mortgages, 
A/R financing, SBA lending, or most any 
type of commercial financing, by asking 
the right questions and offering equip-
ment financing and leasing as an option, 
they will offer better service to their cli-
ents and get a greater return on their time 
and money spent acquiring clients. n



https://www.slimcapital.com
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TAKE YOUR TECHNOLOGY TO THE NEXT LEVEL  
Setting yourself up for success today often means making strategic investments in your future. 
DealMaker sat down with three technology leaders who discuss why it’s important for brokers to  
invest in technology and how their products can benefit commercial loan brokers. 

Why should brokers invest in technology 
in 2022?
GERALD LEVERITT: By investing in technol-
ogy, brokers can streamline and auto-
mate many of the tedious workflows that 
take away time from income-generating 
activities. Technology also enables brokers 
to gain valuable insight into their current 
pipeline/production as well as identify 
potential opportunities for growth. The 
top three most common business drivers 
for adopting technology, such as FileInvite, 
are: efficiency, security of data and im-
proved customer experience. Brokers who 
are not improving on these fronts often 
end up falling behind. 
TREY MARKEL: At the end of the day, the 
finance industry revolves around data. In 
the last five years, access to that data has 
increased quite a bit with the use of tech-
nology. In 2022, free money is starting to 
dry up and business owners are going to 
absolutely need access to capital. Without 
data access, you’re just simply not going 
to be able to make quality decisions.
On top of that, you’re not going to be able 
to create quality relationships. Today, our 
relationships are often online. If you’re 

not investing in technology, you’re going 
to suffer from a data perspective and a 
relationship perspective. In 2022, if you 
have goals as a funding company or a 
brokerage firm to make better quality 
decisions, build strong and long-lasting 
relationships and brand your organization, 
you don’t have a choice. The vehicle to get 
from point A to point B is technology.
JACOB THERRIEN: The amount of technol-
ogy that has flooded the investment real 
estate market in the last two years alone 
is quite remarkable. With a fair share of 
the newest products being broker and 
borrower centric, now is the time to buy in 
if you as a broker haven’t already. The best 
technologies enable brokers to stay orga-
nized and up to date with deals, stream-
line processes and present their company 
in a professional manner with the proper 
tools. Brokers that haven’t invested in 
technology for their business yet are sim-
ply falling behind their competition. 
Can you tell us about your product and 
how it benefits brokers? 
LEVERITT: FileInvite is a customer-facing 
portal and document request platform 
used primarily in lending. We automate 

and streamline the document collection 
process so that brokers and lenders can 
focus on advising their clients and closing 
deals. Most finance professionals are still 
using emails to collect documents, which 
not only exposes client sensitive data to 
risk, but is also a hugely inefficient meth-
od. Our platform is Soc 2 Type 2 compli-
ant, which offers bank level encryption. 
On average, we save brokers and lenders 
anywhere from 50% to 80% of the time 
they spend collecting documents. 
MARKEL: At Centrex Software, we are a 
menu of white-labeled fintech products. 
There are many different solutions that 
either brokers or direct lenders can utilize 
when it comes to running their finance 
company, including communication 
products, mobile products, relationship 
building products and portfolio servicing 
products. We give you a menu of different 
products. You don’t need to use all of 
them. You can use one, you can use two. 
You can use some with other CRMs.
Our white labeled mobile app services 
have an integration with Plaid so your 
clients can manage their money pre- and 
post-funding. This feature will also help 
you monitor the financial health of that 
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business owner post-funding. We also 
have a WordPress plugin where you can 
build website applications directly on 
your website, and you can participate in 
automated underwriting because we inte-
grated the WordPress plugin with Plaid for 
financial data and universal credit services 
for pulling credit data. 
THERRIEN: Bridge Loan Network is a loan 
management system for investment real 
estate transactions specifically designed 
for broker and lender professionals. The 
software offers many tools under its one 
umbrella to enable brokers to seamless[ly]  
intake and originate a complete loan 
package. Tracking loan statuses, lender 
assignments, and keeping borrower and 
other contact information in one location 
helps brokers perform at their best. The 
software, being cloud based, allows bro-
kers and team members to access deals 
anywhere there is internet. The Bridge 
Loan Network team is dedicated to initial 
and ongoing training to support brokers 
growing businesses. 
Can you share a brief case study or feed-
back from a customer that demonstrates 
what is possible for brokers who invest in 
your technology? 
LEVERITT: Concerns about profit margins 
and business resiliency meant our cus-
tomer needed to find new ways to remain 
competitive. Our customer’s team placed a 
high value on their partner and customer 
relationships and looked for automation 
to collect the documents needed for cred-
it approval, provide a clear status of what 
was collected and ensure that the entire 
process was done correctly, providing a 
great experience for everyone involved. 
FileInvite helped the customer create 
a custom branded portal that included 
DocuSign integration, alerts and workflow 
that accurately reflect their business pro-
cesses. With alerts reaching their phone 
and even their watch, the customer was 
kept up to date in real time as clients pro-
vided each element of the document col-
lection process. The automated follow-up 
functionality allowed the team to focus 
on what was important while the platform 
chased clients for them. 

MARKEL: We have a business lending 
institution out of New York, which is both 
a broker and a direct funder. When they 
get deals from ISOs, or from other brokers, 
they decide whether they are going to 
fund a deal on balance sheet in-house, 
and they use the Centrex technology to do 
that. This organization uses the Centrex 
Software CRM platform to manage all of its 
sales reps, ISOs, communication with bor-
rowers and ISOs, pipeline management, 
electronic signature, loan or advance 
management, pricing, conditions as well 
as for pulling credit and financials. 
Because they are also a funder, Centrex 
Software also has an advanced/loan 
servicing side of the software platform 
as well. If you’re a direct funder and you 
want to fund the money, service the port-
folio and collect payments — daily, weekly, 
monthly, or based on a factorization 
calculation or an amortization traditional 
APR calculation — Centrex Software has 
the ability for direct lenders to service the 
portfolio, do all of their accounting and 
reconciliation, look at concentration risk, 
portfolio performance and static pools. 
Centrex gives them the ability to really 
operate and run a nice fund. 
THERRIEN: Many of Bridge Loan Network’s 
brokers have felt instant relief in the or-
ganization of their investment real estate 
transactions and, in turn, have closed 
more deals faster. Here are the words of 
one of our longest standing broker clients:
“As private money brokers, we have clients 
that invest in their businesses, residential 
and commercial properties and we use 
the BLN network and software to help 
us serve the needs of our borrowers. It’s 
simple to use when a potential borrower 
comes to the website and takes less than 
five minutes for loan entry. We love how 
the software organizes all the parts of the 
loan request, which helps us stay on top 
of the transaction as it progresses from 
one stage to the next.” n

 In 2022, if you have goals as a funding 
company or a brokerage firm to make better 
quality decisions, build strong and long-lasting 
relationships and brand your organization, 
you don’t have a choice. The vehicle to get from 
point A to point B is technology.  

Q&A with

Gerald Leveritt is the senior 
solutions consultant at FileInvite. 
He helps commercial finance 
professionals automate their 
workflows, shorten the application-
to-close cycle and increase the 
volume of loans closed. He’s also in 
the business of providing peace of 
mind so that his clients can focus on 
what they do best.

Trey Markel is a senior software 
specialist and was one of the first 
three employees hired at Centrex 
Software when it was founded 
back in 2008. He has spent his 
entire career in fintech, helping 
business owners solve simple and 
complex problems with software and 
technology. 

Jacob Therrien joined the Bridge 
Loan Network team in 2018. He 
continues to grow the company’s 
brand awareness in the industry 
while happily assisting clients in 
the use of the software and helping 
source client loan scenarios. Therrien 
works closely with brokers in the 
commercial real estate space to 
educate them on best practices and 
how to strive for success. He was 
awarded the Rising Star award from 
the American Association of Private 
Lenders in 2019.

Gerald Leveritt
Senior Solutions Consultant

FileInvite

Trey Markel
Senior Software Specialist

Centrex Software

Jacob Therrien
Business Development Specialist

Bridge Loan Network
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WINNING NACLB’S BROKER OF THE YEAR:  
It All Comes Down to Relationships  
By Ian Koplin

Kimmy Humphrey, principal of Capital Atlantic Solutions, was recently named Broker of the Year by the 
NACLB and DealMaker had a chance to reflect with her on how far she’s come and what is around the 
corner for Capital Atlantic Solutions. 

The National Alliance of Commercial 
Loan Brokers’ prestigious 2021 Broker of 
the Year award was granted to Kimmy 
Humphrey, principal of Capital Atlantic 
Solutions. The award is granted to the 
broker with not only the most funded 
transactions from 2020 to date, but also 
the broker who has demonstrated and 
practiced exceptional ethical business 
practices. 
Honored by the award, Humphrey humbly 
credits her mentors as well as the very 
people she was competing against for 
the honor. “This award meant so much 
to me because I am surrounded by the 
best in the industry, so the stakes are 
incredibly high. I have so many mentors 
and other brokers who helped me when 
I first started out, and to come this far 

Kimmy Humphrey
Principal
Capital Atlantic Solutions

in a relatively short period of time, not 
to mention during COVID, means a lot to 
me,” Humphrey says. “When I am having 
a tough day, looking at the award gives 
me the motivation to keep pressing 
forward. This business is very rewarding, 
but it also is extremely challenging. You 
need constant reminders like this to keep 
pressing forward because of the rewarding 
endings.”
Elaborating, Humphrey says the financial 
incentive of finding success in this indus-
try is not where her passion for it ends. 
Instead, it’s the knowledge of her actions 
having direct, positive influences on busi-
ness owners, clients and coworkers alike 
that drives her to new heights. “To me, 
that’s what it is all about. I love helping 
others,” Humphrey says. 
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After closing more than $200 million in 
2020, Humphrey reminisces on the types 
of deals she is attracted to and why: “I do 
a lot of luxury fix-and-flip and ground-up 
development projects. The large devel-
opment projects usually take months to 
close and when they do, they are so re-
warding. And to follow those projects after 
closing and watching what your financing 
is building live time is pretty cool.”
Speaking of large development projects, 
Humphrey says seeing a fix-and-flip 
client of Capital Atlantic Solutions on TV 
or on the cover of U.S. Weekly is a great 
confidence booster and part of what she 
enjoys about both this industry and her 
chosen market.
Another aspect of the Broker of the Year 
award is possessing solid ethical business 
practices, something Humphrey cham-
pions through constant and consistent 
absorption of any and all information 
related to the deal at hand. “I understand 
my clients, their projects and our lenders 
very well. Having a solid foundation going 
into any deal and making sure all parties 
are aware of any and all information 
related to the transaction is very import-
ant,” Humphrey says. “I have come across 
some deals where there seems to be some 
aspects that do not seem right. I will pass 
on those as soon as something like that 
comes up. There are so many good deals 
and clients out there that you don’t need 
to waste anyone’s time on deals that will 
never close.”
When asked if she had any advice to pass 
down to aspiring winners of future Broker 
of the Year awards, Humphrey emphasized 
keeping a positive attitude, setting expec-
tations and not getting ahead of oneself. 
“This business is not for everyone, and 
it is certainly not for the weak. I already 
know I am going to ‘not close’ more deals 
than I do close — and I am perfectly OK 
with that. I already know that ahead of 
time. Each closed deal of mine sits on top 
[of] a stack of deals I didn’t close. I learn 
from every single one of them and that’s 
how I keep a positive attitude,” Humphrey 

says. “Your attitude is everything in this 
business. A positive attitude keeps your 
going. You have to set the right expec-
tation in the very beginning in your own 
head.”
Focusing on the deals that didn’t close 
isn’t everything, Humphrey says, attribut-
ing her continued success to analyzing the 
deals that closed as well as the ones that 
did not. “This business is about learning 
from the process and growing every single 
day. The deals I do close, I analyze a lot 
more. I don’t just move on from them 
quickly, I retrace my steps to see every 
single right decision I made to finally get 
it across the finish line and quickly make 
it a habit.”
Humphrey also advocates for asking 
for help and then performing the same 
mentoring roles for those coming after 
you. “Put yourself out there and don’t be 
shy about it. Ask for help and then once 
you make it, give back to those coming up 
behind you. Get a mentor and choose the 
mentors that most people are afraid to 
approach. Get out of your comfort zone,” 
Humphrey says.
Lastly, Humphrey had this to say to those 
looking to gain insight into what makes 
her Broker of the Year material: “Choose 
growth and a positive attitude every single 
day, even when you don’t want to. Don’t 
take this business on alone [because], 
most importantly, this business comes 
down to relationships. I choose to keep 
my circle very small on the lender side, so 
my relationships with them are tight and 
I know they will pick up the phone every 
single time I call. On the borrower side, I 
work endlessly, and my clients know it. I 
am very close with them, and they always 
come back and, even better, they refer 
me so much business that I am beyond 
thankful for.” n

IAN KOPLIN IS AN EDITOR OF DEALMAKER.

 Don’t take this business on alone [because], 
most importantly, this business comes down to 
relationships. I choose to keep my circle very 
small on the lender side, so my relationships 
with them are tight and I know they will pick 
up the phone every single time I call.  
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EXPECT THE UNEXPECTED: 
NACLB’s Rookie of the Year Shares Lessons Learned  
By Ian Koplin

John Forrey, owner of JHF Capital, won this year’s prestigious Rookie of the Year award from the NACLB. 
DealMaker sat down with Forrey to learn how he gained such momentum and where he’s heading next.

Despite winning this year’s Rookie of the 
Year award from the National Alliance of 
Commercial Loan Brokers, John Forrey is 
far from a rookie in a professional sense. 
Detailing his break into the working world, 
Forrey describes returning to his home-
town in central Pennsylvania as a certified 
public accountant a few years after grad-
uating from the University of Delaware in 
1984. Forrey left public accounting in 1991 
to take his first commercial lending-relat-
ed job at a private, family-owned business. 
Starting at a mid-level accounting position 
and working his way to the top, Forrey 
eventually became president of that 
company as well as an executive board 
member of the Independent Packaging 
Organization (AICC). In fact, Forrey was 
scheduled to become the national presi-
dent of the AICC for fiscal year 2021.
However, that event never took place, as 
Forrey was prematurely retired in 2019 as 
the result of a negotiated sale of the fami-
ly owned company. Taking the opportunity 
to relocate and start fresh, Forrey and 
his wife retired and moved full-time to 
Rehoboth Beach, DE. Unable to commit to 
retirement in his 50s, Forrey felt the need 

to continue his career, leading him to the 
Commercial Capital Training Group (CCTG) 
program in October of 2020. Effective 
January 2021, Forrey started and rolled out 
JHF Capital. 
Forrey closed approximately $50,000 in 
deal commissions in 2021, and despite 
that impressive amount, he remains 
humble — learning from the deals he 
closed and the deals that didn’t make it 
to closing. 
“I learned a lot,” Forrey says. “I did close 
an SBA loan and have three other SBA 
loans that are well down the underwriting 
pipeline, one of which is a very large $2.8 
million loan, which will be a nice commis-
sion. I’ve done four real estate investment 
deals, two [of] which were cash-out re-fis, 
one an investment purchase and one was 
a fix and flip.”
In detailing multiple projects that fell 
through early in his experience as a loan 
broker, Forrey specifically references a 
large asset-based line of credit loan for a 
family-owned business and good friend of 
his that fell though at the last minute due 
to unforeseen circumstances.

John Forrey
Owner
JHF Capital
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“The thing I’ve learned through that, [is 
what] I enjoy the most is not necessarily 
a specific type of loan as much as who 
the customer or who the prospect is,” 
Forrey says. “In a lot of cases, I develop 
a good rapport and a friendship and a 
relationship with them — or I attempt to. 
That’s the way it plays out with some of 
the opportunities. The [deals] that I enjoy 
the most are the ones where I really have 
a good rapport with the individual I’m 
dealing with, know I’m helping them and I 
get a sense of appreciation from them. I’m 
hoping from there not only to settle and 
help their funding need, but also to create 
a relationship for future deals either with 
them or with referrals.”

Expect the Unexpected
Forrey sums up the important lessons he’s 
learned in his first year into the follow-
ing — expect the unexpected. “Obviously, 
when you start to look at a potential 
opportunity or potential deal, the deal has 
to make some sense,” Forrey says. “There’s 
a reason they’re speaking to you in the 
first place. Typically, it’s for one of two 
reasons: Either they’re having a problem 
with their bank, or if you’re dealing within 
the real estate investment world, a lot of 
times it’s because banks just don’t react 
fast enough. They’re looking for somebody 
like me ... a lot more flexible and quicker, 
which is why you’re usually working with 
them. The deal has to make sense in the 
first place to get down the road. What I 
learned though is ... it’s often easy to get 
to the 10-yard line, but it’s very difficult to 
cross the goal line and the finish line. That 
can be for so many different reasons.”
Pointing specifically to the underwriting 
process and uncontrollable variables with-
in the real estate investment market like 
timing and multiple moving parts, Forrey 
says his first year taught him a lot about 
the need to have a constant pipeline of 
activity. That, in and of itself, presents a 
paradox for most new brokers entering the 
industry, as one must build or redefine 

their credibility despite all previous ca-
reers and achievements. 
“You just have to accept at the beginning 
that you’re going to have to create your 
own credibility. That’s, in some cases, eas-
ier said than done,” Forrey says. “In some 
cases, you meet a new financial institu-
tion, a new lender that doesn’t know you, 
they’re anxious to meet and hear my story. 
Other times, it’s almost like I’ve got to sell 
them to take the time to talk and meet 
with me, which was a little frustrating and 
something I’m not used to. But you deal 
with it, and you create credibility. Once 
you have it, then you create relationships 
with the financial institutions too, which 
works well going forward.”

Advice for Industry Newcomers
When asked for any advice for aspiring 
Rookie of the Year recipients, Forrey gave 
a handful of pointers gained from a year 
of successes and honest tries.
• Network with Everybody — Go back 
through your pipeline and go back 
through all your relationships to connect 
with everyone you and your business en-
counters. You never know when you might 
need them or they might need you.
• Follow Up, Follow Up, Follow Up — Follow 
up with the lender, the customer or indi-
vidual and everyone in between. Without 
becoming a pest, check in with everyone 
you are dealing with and, most important-
ly, don’t assume anything. 
• Understand Your Limits, Understand the 
Industry — This is not a ‘get rich quick’ 
business so much as it is a business that 
rewards the consistent and the patient. 
You might have tons of potential deals 
with great opportunities, but the reality is 
not every deal makes it to the finish line, 
so focus on what you can realistically ac-
complish rather than ”seeing what sticks.” 
• Don’t Go It Alone — There are only so 
many hours in the day and so many days 
in the week. Building a solid team of 

 You just have to accept at the beginning 
that you’re going to have to create your own 
credibility. That’s, in some cases, easier said 
than done. Once you have it, then you create 
relationships with the financial institutions 
too, which works well going forward.  

professionals you know and trust is para-
mount to covering more ground than ever 
possible alone.
• Find a Happy Medium — Work/life 
balance is an important aspect of this 
business because you can work as hard 
or as little as your individual situation 
demands, so it’s important not to try too 
hard to succeed if it means sacrificing 
all of the reasons that got you into this 
industry in the first place. n
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WINNING NACLB’S LARGEST DEAL  
CLOSED AWARD:  
Inside Aspen Commercial Lending’s Massive Solar Deal  
By Phil Neuffer

Aspen Commercial Lending won the NACLB’s 2021 award for the largest deal closed for a $671 million 
funding package for a solar farm in Texas. Shane Brandt, Aspen’s CEO, provided an in-depth look at the 
deal as well as Aspen’s specialization strategy and goals for the future. 

Alternative energy has become an 
increasingly more attractive industry in 
the commercial financing space over the 
years, and with a continued push toward 
global sustainability, that trend is likely to 
continue.
One of the most impressive transactions 
made in the alternative energy space 
during 2021 came from Aspen Commercial 
Lending, which closed a deal worth $671 
million with a solar farm in Texas. For a 
commercial brokerage firm like Aspen, 
which usually works on transactions in the 
range of $1 million to $50 million, getting 

this deal across the finish line was its own 
reward, but Aspen also earned a more 
tangible honor for the transaction, win-
ning the National Alliance of Commercial 
Loan Brokers’ 2021 award for the largest 
deal closed.
“It’s obviously a tremendous honor to be 
able to receive the award,” Shane Brandt, 
CEO of Aspen Commercial Lending, says. 
“Having this award shows that we have 
received great training, have great resourc-
es, great financing partners and have put 
together a great start to finish process to 
get both conventional and non-conven-
tional type of loans completed.”Shane Brandt

CEO
Aspen Commercial Lending
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The Right Deal
According to Brandt, Aspen sources a large 
portion of its deals from referral partners 
and that’s just how this award-winning 
transaction got to its offices. As Brandt 
recalls, one of the firm’s referral partners 
in California reached out to Aspen to see 
if the Denver-based company could find 
a solution. Although the type of industry 
and financing required were outside of 
Aspen’s wheelhouse, Brandt and his team 
saw it as too good an opportunity to pass 
up once they dug deeper into the finer 
details of the transaction.
The borrower needed the financing to 
build a solar farm from the ground up, 
which meant acquiring land all the way 
through construction. Of the $671 million 
in funding, $480 million came in the form 
of debt, with the balance made up of eq-
uity. In addition, the deal was layered with 
bond sales and tax incentives. Aspen set 
off to find a one-stop funding source for 
both debt and equity and also had a team 
of experts to assist with the bonds and tax 
incentives. 
“It was a bit complicated, so we had to 
source a team who could facilitate not 
only the moving parts, but also a large 
dollar amount,” Brandt says. “There are 
not a lot who are able to check the boxes. 
We have a small number of family offices 
and private groups who can go this large, 
so we narrowed it down to a couple who 
had already successfully closed renewable 
energy deals similar in size and then went 
to them with the details.”
When Brandt says, “a couple,” he means it 
literally, as Aspen ended up getting terms 
from two lenders in total for the deal. 
Once the sponsor determined who they 
were more comfortable moving forward 
with, Aspen worked with the lender to 
manage its process. According to Brandt, 
a key component to gaining interest from 
the eventual lender was understanding 
the request, sponsorship and details 
to adequately package and present the 
project.

Aspen did not encounter any unforeseen 
challenges during its time getting the deal 
to close, although Brandt says the deal 
did hit a few delays with modification 
to engineering along with work into the 
credit rating on the bonds once it was 
turned over to the lender. However, those 
all turned out to be speed bumps rather 
than full-blown roadblocks.
In all, the deal closed in roughly 15 
months, with the opportunity first crossing 
Aspen’s desk in late Q2/20 and closing in 
September of 2021.

Aspen’s Focus
Although the size of the award-winning 
deal with the solar farm was outside of 
Aspen’s usual dollar amount, it fit in nicely 
with its growing focus on SBA and USDA 
lending. As Brandt explains, when Aspen 
first opened its doors, it originally tried 
“to be all things to all people” and found 
that strategy yielded poor results, leading 
the company to begin focusing on certain 
market segments. 
“Aspen really began to specialize more in 
2021 as the landscape of finance changed 
coming out of the brunt of the pandem-
ic. We piggybacked off a lot of the great 
publicity and programs and found our-
selves doing a higher volume of SBA and 
USDA loans to complement the small and 
medium-sized real estate transactions,” 
Brandt says. “That’s where we have found 
our strength.”
That specialization strategy is one Aspen 
is sticking to in 2022. Brandt says the com-
pany expects to double its 2021 volume in 
its chosen market sectors this year and to 
do so by continuing to rely on its growing 
list of referral partnerships and personal 
networking.
“We have both individual and company 
goals to be able to be a go-to source for 
financing both SBA and USDA loans. We 
have already [begun] working with several 
reciprocal partnerships with brokers who 
do not have an interest working in the SBA 

 If there is opportunity with the deal, 
being able to get creative and facilitate it is 
important for us. We look forward to our days. 
No two are ever the same. Our goal is to help as 
many businesses as we can and by doing so, our 
reward will come as well.  

market. We, in turn, are referring back to 
them loans that fall outside of our focus,” 
Brandt says. “We are doing this not only 
locally here in the Denver market, but all 
across the country to continue to grow our 
market share in sourcing and financing 
SBA and USDA loans.”
With a clear vision for the future, Brandt 
and his team are setting Aspen up for suc-
cess and perhaps even more recognition 
in the immediate future. However, winning 
awards will never be the primary goal 
for Brandt, even if Aspen has shown an 
aptitude for it, what with this most recent 
honor in addition to Brandt being named 
the NACLB’s 2020 Broker of the Year.
“While awards and accolades are truly 
amazing, the greatest rewards come from 
when one of our clients gets the financing 
they need to move their business forward,” 
Brandt says. “It’s always a team effort and 
we take pride in doing our part to get the 
deal done. If there is opportunity with the 
deal, being able to get creative and facili-
tate it is important for us. We look forward 
to our days. No two are ever the same. Our 
goal is to help as many businesses as we 
can and by doing so, our reward will come 
as well.” n

PHIL NEUFFER IS SENIOR EDITOR OF 
DEALMAKER.
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THE STRENGTH & CERTAINTY OF GOVERNMENT 
GUARANTEED LENDING 
By Ian Koplin

Jason Hoerr, market president 
of North Avenue Capital, winner 
of the NACLB’s Best Broker 
Program award, shares why 
brokers should learn more 
about the USDA Business 
and Industry Loan Program. 
He highlights the program’s 
refusal to cool down in the near 
future, its resilience in the face 
of macroeconomic shifts and 
everything in between. 

North Avenue Capital is a top USDA 
Business & Industry lender, capturing the 
No. 1 spot in 2020.1 North Avenue Capital 
received the Best Broker Program Award 
at the 2021 NACLB Conference, and the 
DealMaker team recently had a chance to 
speak with Jason Hoerr, market president 
for North Avenue Capital, regarding what 
makes his company and its strategy wor-
thy of such an honor.
“The reason our program is so exceptional 
for brokers is, No. 1, our business model 
is built on the broker referral network 
that we’ve established at North Avenue 
Capital. This means we don’t concentrate 
on originating deals directly with borrow-
ers,” Hoerr says. “Each deal we originate 
comes from a broker. And because of that, 
we put significant value on our broker 

relationships. We strive to treat them like 
gold because brokers are our access point 
to the deals we need to close to gener-
ate the revenue required to build our 
business.
“No. 2 is the economic opportunity for 
brokers working with North Avenue Capital 
is significant,” Hoerr says. “Our deal sizes 
run from $4 million on the low side to $25 
million on the high side, and brokers typi-
cally collect, on average, at least one point 
on a deal. So, the commission checks tend 
to be substantial. And I think those two 
pieces combined really create a ton of 
value for the brokers. They’re essential to 
us. We treat them really well and they get 
paid really well for providing that value.”
Value is not all North Avenue Capital re-
ceived from its network of brokers in 2021. 
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Hoerr points to the abundant positive 
feedback North Avenue Capital received, 
explaining good feedback begets returning 
brokers. 
“I think the most positive feedback is in 
action and not word, right?” Hoerr says. 
“At the end of the day, what really matters 
in business is action. And I think the best 
feedback we get from our brokers is the 
fact that they do repeat business with us. 
So, they bring us deals, we close deals 
together and they bring us more deals. It’s 
that repeat business that I think speaks 
volumes. Closely related to that is brokers 
also tend to bring their other broker 
relationships to us — their inner network, 
their friends.
“Action, to us, trumps everything,” Hoerr 
says. “So, it’s brokers doing repeat busi-
ness with us and then brokers, once they 
get an understanding of what we do and 
they start to bring us deals and see how 
we operate, they oftentimes bring a lot of 
their close, inner circle relationships to us 
as well in the broker community.”

Doing What You Say You Will
Building an autonomous network of 
brokers designed to exponentially grow is 
one thing but making it a possibility takes 
credibility, clout and name recognition, 
among other traits. Hoerr says the main 
difference between North Avenue Capital 
and other lenders is North Avenue Capital 
does what it says. 
“That sounds simple and straightforward, 
but in the lending community, in the fi-
nance community in general, that doesn’t 
necessarily play out in a lot of relation-
ships and in lending situations.” Hoerr 
says. “So, a lot of times you’ll get lenders 
that will say one thing and then do anoth-
er, or they’ll put out high level terms to 
a borrower to get them on the hook and 
then take the deal in house, start under-
writing and re-trade the deal as they get 
closer to the finish line. At North Avenue 
Capital, we don’t do any of that stuff.”

What does North Avenue Capital do 
differently? Hoerr says his senior credit 
team is involved very early in the deal 
vetting process. “If we decide we like 
the deal and want to pursue it, then we 
present a proposed loan structure to the 
borrower with a clear outline of the terms 
and conditions we intend to close on.” If 
the borrower agrees to those initial terms, 
those are the terms throughout the deal 
to closing. Throughout the process, North 
Avenue Capital remains communicative 
and direct with both the borrowers and 
the brokers on the deal so everyone is 
on the same page through the entire life 
cycle of the transaction. This is important 
to Hoerr because it makes transparency 
take precedent. 
“I think that’s a huge differentiator for 
us,” Hoerr says. “We just simply do what 
we say and we try to give really clear 
feedback.”

A Steady Product Amid Storms
As a government guaranteed lender 
specializing in the USDA Business and 
Industry Program, North Avenue Capital 
is relatively unconcerned with the ebb 
and flow of the macro-economy because 
the federal government allots a specific 
amount of money to get new loans out 
the door, so the funding is, as the name 
implies, guaranteed. 
“Government guaranteed lending nev-
er stops,” Hoerr says. “It doesn’t matter 
what’s going on in the economy. It doesn’t 
matter what’s going on with interest rates 
and inflation. The same amount of money 
is getting put into the USDA Business and 
Industry Program by the federal govern-
ment every single year and that same 
amount of money is getting pushed out 
the door into new loans.”
Hoerr explains working as a broker in the 
USDA Business and Industry Program is 
“like a protection of your business against 
the macro shifts in the credit market,” 
which is what makes it so dependable. 
Other sectors dry up, shift or move on 

 Government guaranteed lending never stops. It doesn’t matter 
what’s going on in the economy. It doesn’t matter what’s going on with 
interest rates and inflation. The same amount of money is getting put 
into the USDA Business and Industry Program by the federal government 
every single year and that same amount of money is getting pushed out 
the door into new loans.  

altogether, while government guaranteed 
lending programs stay steady.
One common complaint heard among the 
borrower community at large is the snail’s 
pace at which loans move through the 
process. Hoerr agrees it is a headache, but 
it doesn’t have to be for clients. 
“[At] North Avenue Capital, we present a 
solution to the borrower and the broker 
that we actually take the headache and 
the hassle out of the government guar-
anteed loan approval process. That’s our 
specialty. Our expertise at North Avenue 
Capital is to address that very issue,” 
Hoerr says. “We funded our first loan in 
the fourth quarter of 2015 as a startup, 
non-bank lender in the USDA B&I Program. 
The vision of our co-founders seven years 
ago was to set up a firm that could disrupt 
and solve that problem and try to get 
these USDA B&I deals done as fast and as 
efficient as possible. And it worked! We 
went from startup seven years ago to the 
market leader in the USDA B&I program 
in 2020.”
Asked for any advice heading into 2022, 
Hoerr had this to say: “The Federal 
Reserve has now clearly indicated they’re 
going to raise rates three to four times 
in 2022. The jury is still out on whether 
or not this inflationary period we are in 
is transitory. So, this inflation dynamic 
is going to be the major point of focus 
throughout 2022. It’s going to likely lead to 
dramatic shifts in the credit markets. From 
a broker standpoint, that’s very important 
because some of the commercial finance 
products [that] have been really hot over 
the last several years could quickly cool 
in 2022. But not government guaranteed 
lending! We’ll be here doing deals.” n
1“FY 2020 Obligations Lender Report,” United States 
Department of Agriculture, Oct. 20, 2020.
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NEW YEAR,  
NEW GAME PLAN:  
Why You Should 
Incorporate  
e-Learning in 2022 
By Leah Waldrop & Terry Luker

Everyone has New Year’s resolutions, 
but how many of us keep true to those 
aspirations? Leah Waldrop and Terry 
Luker of Alternative Capital Solutions 
and Commercial Capital BIDCO detail 
why everyone needs a little e-learning 
in their lives. 

Welcome to 2022! Raise your hand if you have a 
fresh list of goals written and your new book list 
created — ready to rock the year ahead. Just like 
the start of each new year before it, we make 
grand plans about our professional growth 
every year and set goals. We are certain 2022 
is no different, however, and it will be easier 
than ever to revert back to familiar tactics when 
day-to-day life picks back up as the holiday fog 
subsides. One thing 2020 taught us was that 
you can either adapt to your goals and how 
to achieve them, or you can abandon ship. We 
would like to help you avoid the latter. 
Thinking back on the past year, was continued 
learning or professional development a part of 
your list to conquer for the year? Was it some-
thing you streamlined into your daily to-do list 
or dedicated time to each week or month? The 
truth is, we don’t always achieve our goals or 
prioritize continued learning and professional 
development. 
We’ve all been there. And we may be asking 
ourselves questions such as, “What book do I 
read now?” or “Which conference do I want to 
attend this year?” These are excellent paths to 
pursue and questions to ask no matter the time 
of year, but, when building a true strategy for 
obtaining your goals, you must ensure you’re 
adding the right content, with the accessibili-
ty and flexibility that fits your needs. A strong 
e-learning strategy allows you to access the 
information you need wherever you are and at 
your own pace. 
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Investing time and resources into industry 
education and continued learning will 
not only strengthen your foundation as 
a broker or lender, but will also enable 
you to reach success more easily — espe-
cially when the continued education you 
are incorporating is e-learning-based or 
tech-driven. According to data from the 
Research Institute of America, e-learning 
can boost the retention of content by 
25% to 60% compared to 8% to 10% in 
traditional training and learning settings.1 
Not only will you retain information more 
easily due to learning at your own pace, 
but you also have the opportunity to com-
plete the training or education curriculum 
more quickly — saving time and money in 
the long-run over an in-person education 
curriculum. 
The number of individuals continuing 
their education and increasing their 
industry knowledge — specifically via 
e-learning programs — continues to climb 
and 2022 is proving to be no different. 
Online education across an array of indus-
tries is being viewed as a primary way for 
professionals to build on their foundation 
of knowledge while also working to propel 
their industry forward. E-learning is giving 
individuals the ability to up their game 
in and out of the “e-classroom” and it’s 
proving successful for individuals and 
teams alike. 

Planting the Seeds of 2022
So, what does this information mean to 
you as a commercial loan broker who is 
proactively planting the seeds of knowl-
edge and seeking fruitful outcomes in 
2022? 
Several platforms, tools and programs 
are available to those seeking new skills 
or looking to brush up on their arsenal 
of current knowledge. Taking the time to 
decipher which programs will best serve 
your time and finances to produce the 
end results you’re looking to achieve will 
allow you to select the e-learning path 
that suits you best. 
The teams at Alternative Capital Solutions 
and Commercial Capital BIDCO have 
just launched an e-learning tool, The 
Commercial Broker Playbook, to assist 
commercial loan brokers by providing 
in-depth knowledge of the industry, a 
look into the different types of commer-
cial lending as well as how to take the 
reins when it comes to marketing their 
businesses. 
Terry Luker, founder and CEO of 
Alternative Capital Solutions as well 
as Commercial Capital BIDCO, has long 
desired to build a platform for commercial 
lending brokers to tap into so they may 
glean the knowledge required to face what 
he encountered when he found his footing 
in the industry. 

Luker has been a mentor to broker peers 
around the country for years — especially 
those who come from his broker training 
school alma mater — The Commercial 
Capital Training Group (CCTG). He knew 
building an online learning tool would 
be more sustainable and feasible while 
allowing brokers to work at their own 
pace and not be bound to limited meeting 
times or traveling restraints for in-person 
meetings. Thus, The Commercial Broker 
Playbook was born. 
It can be difficult for some individuals 
to retain their focus with internet-based 
learning. However, unlike other e-learning 
platforms and programs, The Commercial 
Broker Playbook consists of an indus-
try-leading team ready to assist you with 
comprehending the content, enabling you 
to stay focused and engaged while helping 
you to reach your professional develop-
ment goals. 
The Commercial Broker Playbook curric-
ulum is robust, consisting of 10 differ-
ent lessons, or modules, with content 
including:
• Networking
• Bridge loans
• Government backedlending
• Underwriting
• Sales skill development training
• Marketing strategy
Self-paced learning offers 24/7 content ac-
cess for users to utilize at their own pace. 
Packages range in pricing based on con-
tent level and duration of online access. 
Live virtual learning enhances a broker’s 
experience by way of exclusive monthly 
group webinars, live Q&A opportunities 
with content experts and one-on-one 
virtual office hours with the Commercial 
Broker Playbook team. 

The Commercial Broker Playbook team 
welcomes commercial lending brokers 
who have attended a broker training 
school, such as CCTG, and have a current 
foundation of knowledge about the indus-
try they can build upon. Whether you have 
minimal experience in this industry or 
you’re looking to build on your knowledge 
and work with a leader in the commercial 
loan industry, The Commercial Broker 
Playbook is an excellent fit for you in 2022. 
Visit thecommercialbrokerplaybook.com to 
learn more.
Don’t let 2022 be another year of aban-
doned goals and missed opportuni-
ties. Work with The Commercial Broker 
Playbook on a game plan that will drive 
your success! n

1Pezold, Stacey, “LMS 101: Rethinking Your Approach 
to Employee Training,” Forbes, Feb. 14, 2017.
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thesoftersideofsales
FEBRUARY 2022

FOUR STEPS TO SET YOUR BUSINESS 
UP FOR SUCCESS IN 2022  
By Bennett Abel

Bennett Abel, president of Abel Commercial Funding, shares four key steps to 
achieve success as a broker in 2022, including how to expand your sales pipeline, 
network more effectively, acquire and follow up with new leads and earn repeat 
business form existing clients.
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The start of the year is always a good time 
to reflect on the past year’s successes and 
challenges and to lay a path for success in 
the new year ahead of us. I have divided 
this article into four segments, which will 
help you and your business achieve better 
results in 2022.

Increasing Your Sales Pipeline
There are great ways to increase your 
sales pipeline, which can be accomplished 
in-person or from behind the comput-
er. The old-fashioned way is to cold call 
banks, real estate brokerages, mortgage 
companies and other referral partners. I 
highly suggest doing this, as it puts a face 
behind the voice. 
Millennials will tell you the new way to 
communicate is to utilize social media 
and other online platforms. Social media 
platforms have yielded my company many 
leads through channels like Facebook 
groups, BiggerPockets and, most recently, 
Clubhouse. Many real estate investors are 
utilizing these platforms and you need 
to be on there too. A useful aspect of 
this process is that it’s all done on your 
computer, meaning you can cover a lot of 
ground from the confines of your office 
and you can work whenever you want.

How to Network More Efficiently
Networking can be a lot of fun and, at the 
same time, seem like it doesn’t work, but 
it always does. I always use the phrase, 
“It’s like planting seeds; they sprout at a 
later time.”
During the pandemic, it was very challeng-
ing to do in-person networking, but now 
most in-person networking is back in full 
swing. Some of the networking groups that 
have provided for my firm and its brokers 
have been the chamber of commerce in 
towns as well as real estate groups and 
meetups found with Meetup.com. 
Once you’re at the networking group of 
your choice, one common mistake most of 
us make is discussing what we do rather 
than giving real-life case studies. So many 
people out there do not understand 
this business. But when you give them 
real-life examples of the loans we provide 
based on true deals, it hits home and 
they will be able to help with their new 
understanding. 
At these events, always ask everyone 
what they do first because once you tell 
them what you do, it often takes over the 
conversation. These types of networking 
groups have provided me quite a bit of 
business. But remember that your end 
users or borrowers are not here, so treat 
these people like your referral partners. 

More Leads and Better Follow Up
Besides utilizing social media and similar 
platforms, there are paid ways of getting 
business. Pay-per-click, local SEO and 
Facebook offer effective leads that have 
provided Abel Commercial Funding with 
business as well. Most brokers pay for 
these leads but do not put the effort into 
the follow up. 
Properly follow up once a lead comes in, 
and call first rather than email. If there is 
no answer from the phone call, then send 
an email. This process should be done at 
least four to five times before it becomes 
dead, although you should still add the 
lead to your email marketing campaign.

How to Get Repeat Business from 
Existing Clients
If you are not getting repeat business 
from your existing base of borrowers, 
then something is wrong. Most of Abel 
Commercial Funding’s business, at this 
point, is from repeat borrowers. From the 
start, always charge a fair fee so you can 
expect that repeat call. 
To get repeat business, I recommend 
utilizing a few methods. First is use email 
marketing. I have a campaign that sends 
an automated email out a couple of 
times per month. This is going to anyone 
who has ever done business with Abel 
Commercial Funding as well as anyone 
that has called the office. Articles we 
typically send out detail any change of 
rates, programs or recently funded deals. 
Borrowers who I have not spoken to in 
more than a year have often reached out 
after receiving my email. 
Another way to get business from an 
existing client is to personally call them 
to ask how they are and if they still need 
financing. If they are local, take them to 
lunch or send a personal note. One thing 
is for certain: Repeat business is always 
easier than acquiring new leads. n

 Another way to get business from an 
existing client is to personally call them 
to ask how they are and if they still need 
financing. If they are local, take them to 
lunch or send a personal note. One thing is 
for certain: Repeat business is always easier 
than acquiring new leads.  
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MAKING 2022 YOUR YEAR 
WITH BETTER MARKETING  
By Victoria Swann

Let’s face it, having a strong marketing campaign is the key to a 
successful and profitable year in 2022, but it doesn’t have to be 
as daunting as it sounds. Victoria Swann shares tips and steps 
you can take today to increase your company’s online visibility.

Have you set a goal for 2022 to be your 
best year yet in the commercial finance in-
dustry? Whether you’re a veteran business 
owner or a new broker looking to kickstart 
your business, having a solid marketing 
campaign is essential for growth in 2022. 
Why? Because in the commercial finance 
industry, having a thorough and diverse 
marketing strategy can set you apart from 
your competitors and lead you into a 
highly profitable business year.

How to Create a Successful 
Marketing Campaign in 2022
Marketing can be the end-all, be-all when 
it comes to networking with potential 
customers or closing deals with clients. 
If your business lacks a solid market-
ing strategy or an overall user-friendly 
experience, clients will move on to your 
competitors that do. A strong market-
ing campaign acts as a digital footprint 
for your business and helps widen your 
brand’s exposure, which leads to more 
connections and an increase in revenue.
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Cohesivity Matters
Having a cohesive and clear brand is a 
great step toward setting yourself apart 
from your competitors. Think about your 
favorite place to shop. When you visit the 
physical storefront or shop online, you 
never question from which brand you are 
shopping. Whether you’re looking at social 
posts, advertisements or products — it is 
clear who you are buying from. With such 
a competitive market in the commercial 
finance industry, it’s essential for your 
business to offer a cohesive and clean 
brand to its consumers. To create an effec-
tive brand, here are some guidelines to 
follow:
• Use Similar Colors and Fonts Across All 
Marketing Materials — Sticking to similar 
fonts and colors helps keep your brand 
identity clear and consistent across all 
marketing channels. If you have colors in 
your logo, utilize those specific colors to 
keep your marketing homogenous.
• Keep the Conversation Flowing — 
Marketing for your business in a digital 
realm is more important now than it ever 
was. Ensure your brand is staying at the 
forefront of potential clients’ minds by 
posting at least once every week on all 
social media marketing platforms.
• Establish a Consistent Tone of Voice — 
How do you plan to talk to your custom-
ers? Whether you decide to speak to your 
customers in a more relaxed tone or in 
a professional manner, this is something 
that needs to stay consistent over time. 
Once you’ve decided the direction for 
your brand’s tone of voice, stick with it to 
provide consistency to your clients.

Establishing a Digital  
Marketing Strategy
Having a thorough digital marketing 
strategy for your business keeps your 
brand’s identity consistent and assists in 
gaining more exposure and reach in the 
digital realm. Set your business above and 
beyond by developing a strong marketing 
strategy each year. Here’s what you need 
to create a thorough digital marketing 
strategy for your business in 2022:
• A Website — In 2022, it’s essential for 
your business to have a fully functional 
website. When establishing your site, 
ensure it reflects your brand’s guidelines 
to continue to offer a clean and concise 
brand to your customers. Your site should 
clearly state what your business offers 
as well as act as a hub for information 
for your clients to easily access. Your site 
should be mobile-friendly, as most con-
sumers use their mobile devices to search 
the web while out and about.

• Organic Social Media Campaigns — 
Posting organically on a frequent basis is 
essential to establishing your brand’s dig-
ital footprint. Post recently funded deals, 
client success stories and other simple 
posts to keep your social media marketing 
abundant and frequent. To keep up with 
2022’s trends, experiment with video post-
ing to target younger generations that may 
be new yet interested in the commercial 
loan industry. 
• Paid Social Media Campaigns — Paid 
social media advertisements may be a 
great opportunity to increase exposure 
for your business. Target entrepreneurs, 
small business owners or other clientele 
using Meta and LinkedIn lead generation 
ads. Working in conjunction with your 
organic social campaigns, paid ads can 
have a high success rate in bringing more 
customers to your site and social media 
platforms. Work with a digital marketing 
specialist to create a marketing campaign 
to help increase your brand’s exposure 
with paid advertising.
• Email Marketing: As you continue to 
grow your network and connect with bro-
kers and potential clients, ensure you are 
following up with your connections with 
a solid email marketing campaign. Set up 
automated/drip campaigns to reach your 
connections quickly and efficiently. Email 
marketing is a great way to keep in touch 
and provides the opportunity to fund your 
clients in all walks of life.
• Content Writing: Having fresh and new 
content frequently uploaded to your site 
is a great way to drive traffic. Consider 
hosting a blog section on your website 
to talk about recent company success-
es, share entrepreneurial tips and tricks 
and educate your clients on the many 
products you offer. Post new blogs at least 
once a month to continue to offer a broad 
selection of content to your consumers 
and potential clients.

 Having a thorough digital marketing 
strategy for your business keeps your brand’s 
identity consistent and assists in gaining 
more exposure and reach in the digital 
realm. Set your business above and beyond 
by developing a strong marketing strategy 
each year.  
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Having a strong marketing campaign is the 
key to a successful and profitable year in 
2022. If you’re looking to close more deals 
than ever before, work alongside a digital 
marketing specialist to establish a mar-
keting strategy that sets you apart from 
your competition. Offering a user-friendly 
website, frequent social media posts, 
educational blog posts and a solid email 
marketing campaign will help increase 
your business’ reach and exposure, lead-
ing to more and better financing deals 
than you’ve ever experienced. n
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RECENTLY FUNDED
LEVEL UP CAPITAL CLOSES $1.4MM IN REAL ESTATE 
TRANSACTIONS FOR SINGLE CLIENT
THE DEAL Level Up Capital closed four separate real estate transactions for one client totaling $1.4 million. 
The first purchase consisted of a four-unit multi family, the second was a six-unit portfolio loan, the third was a 
single family fix and flip and the fourth was also a single family fix and flip. 
The borrower was seeking a source of capital to grow its rental portfolio and real estate investment company; the 
challenge was that two members of the company were self-employed and didn’t fit the mold of a typical borrower.
The company had good liquidity and its members had good credit scores, but documenting the income to justify 
the loans was an issue for traditional banks. The company came across multiple properties at tremendous purchase 
prices way below market, but without a funding source, it would lose out on these great opportunities.
The first two deals allowed the company to increase its door count by 10. Both purchases were below market value 
and provided value-add opportunities by improving the properties and increasing rent. The last two deals allowed 
the borrower to purchase two single family homes below market value, with the majority of the purchase price 
being covered plus 100% of the rehab.



https://www.RCNCapital.com



