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 Y ou’ve been asking, and we’ve been listening! As one of the few remaining funding sources 
100% dedicated to the broker market, we’ve spent the past year expanding our credit window 
and creating programs to help you make 2011 markedly better than 2010. In addition to our 
recent program limit increases to $50,000 for B+ transactions and $35,000 for Start-Up and “B” 
approvals, what else is new in 2011? Plenty!
Exceptional improvements to our programs including:
•	Zero and One Payment Security Deposit options added to our B+, Start-Up, and B

Credit programs.
•	C Credit program expanded to $15,000.
•	Food & Beverage service establishments, including restaurants, accepted with just 

one year time in business.
•	Expansions and new ownership applications may now qualify for B+ pricing.
•	Sale-Leasebacks with fewer than 30 days since purchase considered.
•	Many restricted industries and equipment will now be accepted (see

updated list in 2011 Broker Guidelines).
•	Increased Broker Administration Fees now permitted up to $500.
•	10% approval variance up to individual program limits.

H ello! I was born in Madison, Wisconsin; 
but have spent the majority of my life in 
Colorado enjoying the endless sunshine 
and irresistible outdoor adventures. I 
graduated from Colorado State University 
in 2007 with a degree in Economics, 
minor in Spanish, and fond memories of 
riding for the Equestrian Team.

I found myself facing an “interesting” 
market for establishing a career path 
being fresh out of school and living on 
hopes and dreams throughout 2008. In 
June of ’09 I joined the Pawnee Tribe, 
and have had a wonderful experience 
growing within the company. I am ex-
cited to see what I can help accomplish 
as the newest member of the Funding 
and Documentation team!

When I’m not at work, I’m indulging my 
passion for cycling and mountain biking. 
I am part of Diamond Peaks Mountain 
Bike Patrol where I’m a team leader 
encouraging new patrollers to feel at 
home assisting the local land agencies 

in maintaining the trails and educating 
trail users. While I enjoy my volunteer 
time, I love playing in the dirt with my 
mountain bike in amateur cross country 
races and short-track races. As well, I 
enjoy hitting the road with the skinny 
tires and have been able to enjoy many 
unforgettable bike tours. My adventures 
don’t end with the bikes: you’ll also find 
me snowshoeing, snowboarding, hiking, 
boating, camping, and traveling through-
out the year with my family and friends. 
I am fortunate to have most of my family 
living along the Front Range, and I love 
to share my adventures with them. My 
cat, Batman, is my amazing side-kick. We 
enjoy watching movies and reading when 
the weather’s too extreme for outdoor 
adventures.

I’m looking forward to working with you 
all and get to know you as I settle into 
the Funding department here at Pawnee, 
and I’m sure there are exciting times 
coming ourway in the leasing industry!

Chesswood Income Fund  
Converts to a Corporation

C hesswood Group Limited (the “Company”) (TSX: CHW) is pleased to confirm the closing of the 
previously announced conversion of the trust structure of Chesswood Income Fund (the “Fund”) to the 
Company, a dividend paying corporation, effective January 1, 2011, pursuant to a plan of arrangement 
under the Business Corporations Act (Ontario). Holders of the Fund’s trust units will receive common 
shares (“Common Shares”) of the Company on a one-for-one basis. All of the members of the Board 
of Trustees of the Fund and the Board of Directors of the Fund’s administrator are continuing as the 
directors of the Company. Senior management of the Company will remain unchanged.

Chesswood Group Limited, publicly traded on the Toronto Stock Exchange, is a financial services 
company operating primarily in the specialty finance industry. Chesswood’s approach to creating 
long-term value for its shareholders is to acquire financial services businesses that have proven 
management teams with market positions poised for growth, and to enhance these strengths 
through the provision of strategic, operating and financial support.

Pawnee Leasing Corporation, located in Fort Collins, Colorado, is Chesswood’s largest operating 
company. In business since 1982, Pawnee is an industry leader in commercial micro-ticket leasing 
to small businesses across the lower forty-eight states of the U.S. Pawnee’s assets comprise 
approximately 75% of Chesswood’s consolidated assets.
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•	According to Portfolio.com – the national business news site 
for small and midsized business executives – Fort Collins, 
CO is the fifth most educated city in the United States. In 
it’s December 1st U.S. Uncovered study, which ranked cities 
according to a unique brainpower index, Fort Collins ranked 
just behind Durham, NC and ahead of Bridgeport-Stamford, CT. 
Colorado is well represented with Fort Collins’ neighbor to the 
Southwest, Boulder, topping the list.

•	Real Estate website Trulia.com recently ranked the Fort 
Collins real estate market No. 9 in the top 10 markets for 
2011. Based on home sales prices and low unemployment 
compared to the national average, Trulia formulated its 
prediction of cities that will break through toward recovery 
and thrive in 2011. Fort Collins’ median sale price is up 4.1% 
year-over-year to $222,500 – but is still low compared to 
other markets.

A Different Approach (reprinted from Spring 2000)
Rob Day – current Director of Pawnee Leasing Corporation & Chesswood Group Limited

National Equipment Finance Association (NEFA) – On the Move!
Gary Souverein - President

Which Purchase Option is Right?
Brian Schonfeld, CLP – Regional Marketing Manager
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The Japanese have a phrase, shoshin, which means an empty or 
beginner’s mind. Not someone closed to new ideas, but instead 
someone open to all ideas. In the beginner’s mind there are 
many possibilities; in the expert’s mind there are few.

As I write this our representatives are attending the NAELB 
conference in Nashville. These conferences present an excellent 
opportunity for us to open our minds to new and different ideas. 
To listen, learn, and ask ourselves how we can better develop 
as a business and team. Invariably some attendee will ask a 
question or make some comment that produces a great deal of 
introspection back in Fort Collins. That is good.

Each time a new employee comes on board the mission is to 
educate them in the “Pawnee Way.” After all, how can they 
serve our customers if they don’t know the ropes? Fair enough. 
I wonder, though, if after the indoctrination period we would 
not be better off if we spent more time asking them how they 
thought the job could be done more efficiently. What would they 
suggest as an alternative? Ask and you might be surprised by 
the insights of one not familiar with the task.

It seems to me that most organizations, ours included, need 
to constantly examine how they do business. Are the existing 
protocols still valid? How and why were these developed in the 
first place? Are these reasons as compelling today? I know that 
many of ours were adopted because of a single event, real or 
imagined. Others got written into our culture and I’ll bet that 
today nobody, me included, can even remember why.

The constant challenge in any funding source organization is 
how to balance the needs of the customer (you) with the reali-
ties of the industry. How can we do business together more 
efficiently? How can we speed the processes without abandoning 
common sense? Do we really know what is important to you? 
These questions require open minds and creative talent.

The point of all of this is that every entity of any form that’s 
going to survive and thrive in the “new economy” will need the 
structural capacity to appreciate the shoshin mentality. The 
leadership must be confident enough, bright enough, and have 
sufficient foresight to take advantage of change. Charles Darwin 
is visiting our industry. Open your mind to the possibilities.

Over the years, I’ve made our businesses most valuable contacts 
at industry trade association meetings and made many times 
over the investment in time and money to attend a leasing 
industry conference. The brokers and lessors that I routinely see 
at the events, reiterate the same experience. Every conference 
provides for an opportunity to learn something or make a 
contact that at least pays for the conference registration hotel 
and transportation by a wide margin. Put another way, there 
are superior ROI’s to being involved in your industry’s trade 
associations!

As a Board Member of NEFA in 2011, I’m excited to be a part of 
the re-building and re-orienting of NEFA. A significant decision 
we made this year was to hire Gerry Egan to provide industry 
experienced leadership to steer and drive the Association 
forward and help deliver more value to its members. Many of you 
already know Gerry, who has been a public face of our industry 
as an independent broker/lessor for many years, President of 

NAELB and you may have even benefited from his video sales 
training on Pawnee’s website. 

Like all of us, I very much want to see NEFA move beyond this 
difficult industry cycle, succeed and grow. It’s an exciting time 
again in our industry, and NEFA’s Spring Conference March 17-19 
in Scottsdale, AZ is your opportunity to be part of something 
very worthwhile to your business and it will cost you if you 
intend to miss it! At this conference alone, there are enough 
ideas that will be shared that anyone can take at least 
one or two home and profit from them right away and that 
doesn’t even factor in the value of networking with your 
industry friends. If you’re new to these meetings, just let me 
know and the NEFA Board and I will personally introduce you to 
10 people that we think you’ll benefit by knowing.

So visit www.nefassociation.org today for more information and 
I look forward to seeing you there!

Pawnee Leasing offers three different purchase 
options: Fair Market Value (FMV), the Term 
Residual Lease (TRL), and $1.00 Out. Which 
one is right for your lessee depends on the 
circumstance and your customer’s wishes:

Fair Market Value (Not to Exceed 10/15 
Percent): The lease is written for a standard 
term of 24, 36, 48, or 60 months. At the 
expiration of the lease term, the lessee 
will have the option to either purchase the 
equipment at a Fair Market Value price that will 
not exceed either 10% or 15% of the equipment 
cost or return the equipment. The choice of 
either a 10% or 15% residual is made by the 
broker when the documents are generated, and 
does not affect the deal pricing.

Term Residual: Our most popular, yet 
sometimes misunderstood purchase option. 
The lease is written for a term of 22, 33, 44 
or 55 months. At the expiration of the lease 
the lessee then has the option to return the 
equipment, or purchase the equipment for 2, 
3, 4, or 5 more monthly payments – depending 
on the lease term. The payment will be the 
same amount and have the same ACH date as 
the lease payments. In short, in a TRL lease the 
stream of payments mirrors a dollar out lease 
and your customer saves a buck!

$1.00 Out: Available only for B+ approvals 
in approved states. The lease is written for a 
standard term of 24, 36, 48, or 60 months. At 
the termination of the lease, the lessee may 
purchase the equipment for $1.00. 

FAQ:
Does the lessee’s security deposit get applied to 
the purchase option? Not automatically, however 
at the expiration of the original lease term the lessee 
may contact Pawnee Leasing and request their security 
deposit be applied. 

Does Pawnee Leasing have an evergreen clause? 
No, Pawnee does not have an evergreen clause in its 
lease agreements. At the termination of $1.00 leases 
the lessee will be billed for $1.00 and the security 
deposit returned approximately 30 days after the 
final lease payment minus applicable fees (property 
taxes & termination fee). For TRL leases the lessee is 
provided written notification from Pawnee Leasing 90 
days prior to lease expiration regarding their purchase 
option requiring that they notify us only if they will be 
returning the equipment. No response to our notification 
is required if they wish to own the equipment and they 
are seamlessly billed the remaining successive Term 
Residual payments which are ACH’d. The security deposit 
is refunded approximately 30 days after the final term 
residual purchase option payment minus applicable fees 
(property taxes & termination fee). In a FMV lease, 90 
days prior to lease termination the customer is instructed 
in writing to provide us notice if they intend to return 
the equipment or exercise the FMV purchase option. We 
find that nearly 100% exercise the purchase option with 
a handful of lessees opting to forego the purchase option 
and selecting to continue to rent the equipment at 50% 
of the regular payment each month. Those lessees opting 
for month-to-month rent will be contacted periodically 
by our customer service staff to ultimately exercise their 
purchase option and terminate their lease. 

Did you get our 

New 2011 Broker Guidelines 

and Buy Rates effective  

January 1, 2011?

See You At The  
Conference!
P awnee Leasing will be in attendance at the 
following conferences, and we always welcome 
the opportunity to meet with our brokers. 
Please make sure you stop by and say hello to 
Brian Schonfeld, Gary Souverein, or Paul Phillips 
– we’d love to see you!

National Equipment Finance 
Summit

March 17-19, 2011 
Hotel Valley Ho 
Scottsdale, AZ

2011 Annual Conference
April 7-9, 2011 
Hilton Austin 
Austin, TX

If not, please contact your regional marketing 
manager today for a copy:

Brian Schonfeld, CLP - West  
	 (Brian@PawneeLeasing.com or x233) 

		  or 

Paul Phillips - East  
	 (Paul@PawneeLeasing.com or x248)


