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T he small business optimism index reached its 16th con-
secutive month in the top five percent of 45 years of 
survey readings, according to the NFIB Small Business 

Economic Trends survey. The 104.7 March reading, down 
from 107.6 in February, remains among the highest in survey 
history and for the first time since 1982, taxes received the 
fewest number of votes as the number one problem. Taxes as 
the number one problem has declined since November 2017, 
the month before the tax bill passed, from 22 percent to 13 
percent in March.

“It has been a remarkable 16 months for small business 
optimism,” said NFIB President and CEO Juanita Duggan. 
“This is the first time in 35 years where the fewest number of 
small business owners have told us that taxes are their num-
ber one business problem. They’ve been so optimistic that 
they feel confident enough to raise wages and invest in their 
business, which grows the economy.”

Survey components include a net 20 percent of owners 
who are planning to create jobs, up two points from last 
month. Reports of improved earnings trends were the second 
best since 1987. Twenty-eight percent believe now is a good 
time to expand, down four points from February but contin-
ues a solid reading.

Small business owners expecting better business condi-
tions fell 11 points to a net 32 percent and expected sales fell 
to a net 20 percent, though both remain at historically high 
levels.

“Although expected sales and expected business condi-
tions posted large declines, it was from historically high levels 
and this still left the overall Index reading among the 20 best 
in survey history,” said NFIB Chief Economist Bill Dunkel-
berg. “Hiring and spending on new buildings and land acqui-
sition remained at strong levels, a good sign of confidence in 
economic prospects.”

Twenty-six percent plan capital outlays in the next few 
months, down three points from February. Plans were the 
most frequent in manufacturing, where there is a demand for 
productivity-enhancing investments. A seasonally-adjusted 
net eight percent of owners reported higher nominal sales in 
the past three months.

As reported in NFIB’s Jobs Report on Thursday, labor 
quality remains as the top issue facing small business owners, 
with 89 percent of those hiring or trying to hire reporting few 

or no qualified applicants. Down one point from February, 21 
percent selected Finding Qualified Labor as their top business 
problem, above taxes, weak sales, or the cost of regulations as 
their top challenge. A net 19 percent reported plans to raise 
compensation in response to the tight labor market.

“Small businesses have led the economy to what appears 
to become 12 months of three percent GDP growth,” said 
NFIB Chief Economist Bill Dunkelberg. “It is evident that 

the small business sector has responded positively to the cur-
rent management in Washington and its economic policies.”

Profit trends declined one point to a net negative four per-
cent reporting quarter on quarter profit improvements, one of 
the best readings in survey history. Reports of earnings gains 
surged 11 points in January and haven’t gone down since.

Information for this article was provided by the NFIB.

Small Business Optimism Index Hits 16th

Consecutive Month of Historically High Readings
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CHEERS TO A 
TRUE LEADER!

CBC18.023Member FDIC   Equal Housing Lender       SBA Preferred Lender

Umpqua Bank is proud to recognize Gene Dunford, 
SVP Corporate Banking Regional Director, as one of 
LABJ's Most Influential Lenders.

Dunford’s success in building a talented team, 
attracting business and exceeding all production goals 
has been a catalyst for the bank's continued growth 
across the Southern California region. 

Congrats, Gene! 

From all of us at Umpqua

MOST INFLUENTIAL LENDERS

30   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT    APRIL 23, 2018

I t’s always a good time for small business 
owners to reassess their company’s financial 
health and their relationship with their bank.  

The American Bankers Association offers the 
following tips to help small business owners 
enhance their current banking relationship or 
choose the best bank for their needs.

Many small business owners have been won-
dering what it takes these days to get a bank 
loan. One way to influence your bank’s decision 
is to establish a personal relationship with your 
banker that shows him or her just how valuable 
your business is.

Banks value long-term, profitable business 
banking relationships. Bankers reward these 
firms by extending credit with the most favor-
able interest rates. These businesses and their 
bankers understand that developing a mean-
ingful relationship is a two-way process—your 
banker has a role to play and so do you.

So how do you know if you have a meaning-
ful and valued relationship with your bank? To 
find out, take the following “relationship test.” 
Respond to the seven statements below with 
“true” or “false.”

1) My firm has a bank relationship manager 
assigned to our account and we have contact 
(by phone or in person) at least once per quar-
ter to update the bank on recent developments 
at our firm and within our industry. 

2) Our bank relationship manager under-
stands our industry, our position in the indus-

try, our firm’s value proposition, where we are 
today and where we’d like to be in the future. 

3) We provide our banker with updated 
financial information (historical and projected 
balance sheet, income statement, cash flow 
information to include projection assumptions 
and commentary on actual performance) 
regarding our progress toward achieving our 

goals on a timely basis.
4) Our senior management team meets 

annually with our relationship manager and 
his/her boss to discuss our firm’s financial per-
formance and challenges and to understand the 
bank’s perception of our performance.

5) Our relationship manager proactively 
brings us ideas to help us achieve our goals.

6) We understand how the current eco-
nomic crisis has affected our bank and our 
relationship with the bank (i.e., the availabil-
ity of credit to our firm and the safety of our 
deposits).

7)  Our firm makes sure that our banker is 

aware of all of our business with the bank  
(e.g., both business and personal) and that  
it makes money on our total banking  
relationship. In addition, our firm provides 
our banker with referrals to other profitable 
businesses. 

If you were able to respond “true” to all 
seven of these statements, you have positioned 
your firm well with your banker.

If you answered “true” to five or six,  
you still have room for improvement in  
developing a meaningful dialogue with your 
banker and benefiting from his or her advice 
and counsel. 

If you answered “true” to four or fewer, you 
have not positioned your firm well with your 
banker and are putting your firm at a competi-
tive disadvantage in terms of:

• receiving the funds you need to grow and 
prosper; 

• obtaining the best rates available for the 
financial products and services your business 
needs to operate; and 

• receiving “ideas and advice” to help you 
achieve your desired business goals.

Your firm should seek a bank that rewards 
a relationship approach to doing business with 
them, and a banker who is able to give your 
firm the financial advice that it needs to sur-
vive and thrive in today’s ever changing econ-
omy. In return, your firm should reward this 
bank with your business and loyalty.

The American Bankers Association represents 
banks of all sizes and charters and is the voice for 
the nation’s $14 trillion banking industry and its two 
million employees. Learn more at aba.com.

Looking at Banking Relationships from the  
Perspective of a Growing or Emerging Business

Many small business owners have been  
wondering what it takes these days to get  
a bank loan. One way to influence your  
bank’s decision is to establish a personal 
relationship with your banker that shows  

him or her just how valuable  
your business is.
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cbbank.com/la

COMMERCIAL 
LENDING SOLUTIONS

Member FDIC 
Equal Housing Lender

1Among Banks with $5 Billion to $50 Billion in Total Assets.  
CVB Financial Corp. is the holding company for Citizens Business Bank. 

IN THE U.S.1
BANK5TOP

R A N K E D

Bank Director, 2017

We help businesses grow. From manufacturers and 

wholesalers to retailers and service companies, 

Citizens Business Bank’s comprehensive and creative 

Commercial Lending solutions enhance your ability 

to grow your business and achieve your unique goals. 

Our Relationship Managers will work with you to 

understand your business and financing needs to 

tailor banking solutions for your current needs and 

long-term objectives.

We have over 50 locations serving Los Angeles 

County, Ventura County, Santa Barbara County, 

Orange County, the Inland Empire, San Diego County, 

and the Central Valley area of California.

REVOLVING LINES OF CREDIT

COMMERCIAL REAL ESTATE LENDING

TERM LENDING

CONSTRUCTION LENDING

SMALL BUSINESS ADMINISTRATION

ASSET-BASED LENDING

EQUIPMENT FINANCING
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Creating Opportunities with 
our Los Angeles Commercial 
Banking O	ce

We’re proud to introduce Stephen Flynn as the new Market 
President for our Los Angeles o�ce. 

With over 30 years of experience in the �nancial services industry in Los Angeles, 
Stephen brings valuable insight and a unique skill set to this key leadership role. 
Whether you’re focused on cross-border activity, or want to grow your business 
domestically, Steve and his team of �ve experienced commercial banking 
relationship managers are ready to help create opportunities for a brighter future 
for your company. 

Stephen Flynn
Los Angeles Market President – Commercial Banking
213.457.2043

All accounts and credit are subject to approval including credit approval. 
BBVA Compass is a trade name of Compass Bank, a member of the BBVA Group. 
Compass Bank, Member FDIC. Rev. 03/2018 / #455261

• Commercial Lending
• Commercial Real Estate
• Treasury Management
• Commercial Card Services
• Specialty Financing
• Liquidity Management

• International Services
• Sector Specialization (Healthcare, 

Automotive, Food, Franchise, 
Educational, Government & 
Institutional, Non-Pro�t, and 
Financial Institutions)

MOST INFLUENTIAL LENDERS
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BY MADELEINE JUAREZ

T he value of any asset is what someone is 
willing to pay for it. Usually valuation is 
presented as an objective analytical process 

to measure value. While financial analysis is 
important, decisions, even financial ones, are 
primarily emotional. Analysis and logic serve to 
justify emotional decisions.

Many of us experience this when purchasing 
a home. We must justify paying more for a home 
because we want a particular design, location or 
quality of workmanship. We may pay a higher 
price even though a more analytical measure, 
such as cost per square foot, may indicate that 
we are paying too much.

Likewise, when business owners are asked 
what they are willing to sell their company for 
versus the price they would pay for their com-
pany, the answers are very different. Would you 
like to guess which number is higher?

So what can you do as a business owner to 
generate excitement and maximize the valua-
tion of your company in the private market?

PRIVATE MARKET PLAYERS
The private market is composed of three 

major groups: financial investors, buy-out groups 
and strategic investors.

A financial investor prefers to invest with 
the existing management team. The investor 
may be a private individual (an “angel”) or may 
be an institutional venture capital fund. These 
investors do not want to manage or control the 
company’s operations.

Buy-out groups, however, do want  
operating control and often will replace exist-

ing management.
A strategic buyer invests because of perceived 

“synergies” or overlaps between companies. A 
franchisee acquiring another franchisee would be 
an example of a strategic purchase.

VALUATION YARDSTICK
In the private market, your company’s EBIT-

DA (earnings before interest, taxes, depreciation 
and amortization), is a common yardstick for 
establishing a value. Your company’s value will 
be a multiple of EBITDA.

Private market multiples are seen in the fol-
lowing ranges:

• “Typical” non-franchising company     6-9X
• Pure Franchisor (no company stores)   3-5X
• Franchisor with at least 30% of stores  

corporate         5-8X
• Franchisee                                             2-4X

As you can see, the private investor market 
is not as comfortable with a pure franchisor. One 
concern is that a pure franchisor will have great-
er difficulty reaching the size and growth plateaus 
required to generate an appropriate return for the 
investor. It is feared that a franchisor will have 
difficulty maintaining a secure cash flow because 
franchisees will use at the least provocation and 
stop paying royalties. Another concern is that 
a pure franchisor does not have an operating 
infrastructure to be an effective “marketmaker” 
in their system to buy and sell existing franchi-
see operations and maintain ongoing concern 
values. A mature pure franchisor exhibits more 
characteristics of a financial management than 
a retail operating company.  As a result, franchi-

sors with a significant percentage of corporate 
stores trade at higher multiples.

If you are a franchisee, the value of your com-
pany is discounted by an investor’s perception 
of your ability to control your own destiny. To 

an extent, your future is dependent on the fran-
chisor. Also, your growth may be limited by the 
territory the franchisor is willing to grant you.

BEYOND THE EBITDA VALUATION
Investors miss many good opportunities 

because small-business owners fail to educate 
them about their business in terms the investor 
can understand, both intellectually and emo-
tionally. If you can overcome some investor con-
cerns, you may obtain higher valuations.

This is done by pushing beyond the standard 
EBITDA-type analysis.  Companies are posi-
tioned along the following:

1) Concept 
2) Management 
3) Unit Economics 
4) Systems 

5) Historical Performance

First, your concept is the value-added service 
you bring to your customers. Hopefully, this suc-
cess formula can be articulated in 10 words or less, 
like Boston Market’s “Quality of eating at home 
with a convenience of eating out” or Arrow Pre-
scription Center’s “cost-effective delivery of phar-
maceutical services.” Investors like concepts they 
can understand. Make it simple and intuitive.

Second, you need to demonstrate why your 
management team is up to the task of fulfilling 
your plan. This is not the time for rambling 
resumes. Make the key management team come 
alive and drive home that they have succeeded, 
an will continue to succeed in replicating your 
success formula and building future value.

Compelling unit economics for franchised 
concepts can translate into 25 percent or high-
er return on capital. You need to get beyond 
EBITDA margins at the unit level and analyze 
volume, cash flow and investment.

Systems are necessary because “retail is detail.” 
Appropriate and timely customer and cost data is 
one of the cornerstones for growing your business.

Finally, you want to show how your historical 
performance validates your success formula. Your 
approach to your business should give confidence 
that you can achieve your business plan.

This may sound simple until you try to do 
it, especially before an unfamiliar audience 
or on the telephone. Remember, the key is to 
generate excitement and to push an investor’s 
emotional “hot button.”

Madeleine Juarez is a freelance writer and business 
investment consultant.

Drawing Investors as You Grow Your Business

Investors miss many good 
opportunities because 

small-business owners fail 
to educate them about 

their business in terms the 
investor can understand, 
both intellectually and 

emotionally.
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MOST INFLUENTIAL LENDERS

PATTY ARVIELO
Co-Founder/President 
NEW AMERICAN FUNDING

Patty Arvielo specializes in 
multicultural lending and has made 
notable progress developing services 

to enhance the quality of the lending 
experience for underserved borrowers. 
As President of New American Funding 
she carries out the company’s mission 
to provide homeowners and future 
homeowners a variety of affordable 
home financing options. She has 
become a driving force behind initiatives 
supporting diversity and inclusion in 
mortgage banking. She continues to 
originate and book home loans each 
month on her own, all while managing 
operations and sales for New American 
Funding’s headquarters, branches, and 
about 2700 employees. She sits on 
numerous committees and pursues her 
passion of helping Latino Americans 

achieve homeownership. 
Arvielo has worked diligently to create a diverse workforce: women make up 58% of 

all employees with many holding C-level positions, 43% of all employees are minorities, 
and 34% are Millennials. Last year, Arvielo created a quarterly mentorship program 
called “Thrive and Lead.” The program includes New American Funding employees 
and external mortgage professionals who are mentored for 3 months. When the program 
launched in October, 79 participants applied and in December, 132 applied, bringing 
the total to 211. She is also currently a member of the NAHREP Corporate Board 
of Governors and formerly a chairman of the board. In May of 2017, New American 
Funding pledged to increase Hispanic sustainable homeownership and triple Hispanic 
household wealth by lending $25 Billion in new mortgages to Hispanic borrowers.

GREG BELL
Senior Vice President, Commercial Banking Center Manager
CITIZENS BUSINESS BANK

Greg Bell serves as Senior Vice 
President and Center Manager of 
the Burbank Commercial Banking 

Center at Citizens Business Bank. He 
joined Citizens Business Bank in 2002 
and manages a team of experienced 
commercial banking professionals. He 
also oversees an extensive portfolio 
of banking and lending relationships 
throughout Los Angeles and Orange 
County. Bell provides leadership to his 
colleagues and associates throughout 
Southern California and works closely 
with his team to ensure his clients 
receive personal and dedicated service.

Bell began his career working 
exclusively with Small Business 
Administration (SBA) loans, which 
provided him valuable insight into 
business lending. He is consistently 

recognized as a top performer in both sales and service. Greg specializes in all areas 
of commercial lending including SBA, commercial real estate, construction, small 
business, and commercial & industrial loans.  Recently, he assisted a client with the 
purchase of a ground lease for a regional shopping center with multiple credit tenants.  
Using a team approach, they were able to successfully close the deal. The commercial 
banking team members under his leadership are known for identifying opportunities, 
resolving obstacles, and delivering high quality products and services to clients through 
their extensive and diverse lending background. Their focus is to expand the bank’s 
market share in the areas they serve by building long-term relationships and helping 
businesses achieve their objectives.

THE MOST INFLUENTIAL LENDERS 
IN LOS ANGELES COUNTY - 2018

AVING THE RIGHT LENDER ON YOUR SIDE MAY BE ONE OF THE MOST IMPORTANT 
ASPECTS OF A BUSINESS’ DEVELOPMENT. It can be the difference between a simple infusion of 
cash vs. genuinely preparing your organization with the right resources, capital and advice to take it to 
the next level. 

Fortunately, there are some truly outstanding professionals making up the Los Angeles lending landscape. 
We’ve alphabetically listed some of the very best of them here, along with some basic information about their 
careers, practice and some relevant recent projects they’ve been involved with.
 
Congratulations to the trailblazing professionals who made this list and thank you for your contributions to the local 
business community’s continued success!

H
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MOST INFLUENTIAL LENDERS

JAN BRZESKI
Managing Director & Chief Investment Officer
ARIXA CAPITAL

Together with his partners and 
colleagues at Crosswind Financial 
and Arixa Capital, Jan Brzeski is 

building a real estate private lending 
business that truly puts customers 
first. With the mantra of “white glove 
service,” the team provides all customers 
and prospective customers with a level 
of service you would expect from a 
private banker. The team routinely takes 
calls from clients in the evenings and on 
weekends, they see properties in person, 
and they provide credit decisions within 
days to meet the needs of their clients. 

Brzeski believes that California’s 
coastal cities are at the start of a cycle 
of renovation and redevelopment 
from their World War II-era roots to 
a denser, more transit-oriented future. 
This has been especially evident here 

in Los Angeles and this process is only just beginning. Small developers will have a 
lot of opportunity in the years ahead, and Brzeski is positioning Crosswind and Arixa 
to be a premier lender to those developers who seize this opportunity to redevelop and 
rebuild our cities. Crosswind Financial and Arixa Capital specialize in providing senior 
debt up to $10 million per property on residential and commercial projects– including 
single-family homes, multifamily and mixed use projects–that will be repositioned by 
the borrower for resale. Typically they lend 65-75% of purchase price, plus 65-75% of 
renovation hard costs, depending on the property type and location. 

SCOTT CONNELLA
Managing Director and Market President, Commercial Banking Group, 
Southern California Division
MUFG UNION BANK, N.A. 

Scott Connella serves as Managing 
Director and Market President for 
the MUFG Union Bank Commercial 

Banking Group, Southern California 
Division. He oversees Commercial 
Banking in the Los Angeles, San 
Fernando Valley, Inland Empire, Orange 
County, and San Diego regions. He 
leads a team of high-caliber banking 
professionals specializing in providing 
financial expertise to commercial 
clients in the areas of senior debt 
financing, treasury management services, 
international trade, foreign currency 
exposure, and interest rate management.

Connella joined the bank in 1987 
and held various positions before being 
appointed Market President in 2004.  
The MUFG Union Bank Commercial 
Banking team is focused on serving 

clients with annual revenues between $20 million and $1 billion. These include 
companies that are closely held, publicly traded, and private equity owned. The bank’s 
Commercial Banking Southern California Division, led by Connella, has several key 
specialty areas including food and beverage and non-profit lending. In the food and 
beverage area, the team lends to companies across the spectrum—from food processing 
and distribution to wholesale and retail sales. Connella and his team actively engage 
with food industry trade organizations and events to provide education and information 
to help companies achieve business objectives. He has a strong business acumen, which 
helps serve clients in their business cycles and in a dynamic marketplace. The Southern 
California market is the largest for the bank’s Commercial Banking group.

JACKY DILFER
CEO
BUSINESS FINANCE CAPITAL

Jacky Dilfer is Executive Director and 
Chairman of the Board for Business 
Finance Capital (BFC), a leader 

in small business lending, specifically 
the U.S. Small Business Association 
(SBA) 504 Loan designed to help 
small businesses purchase owner-
occupied commercial real estate and 
equipment while retaining working 
capital. Dilfer leads a diverse and 
dedicated team of professionals who 
provide lending options for owner-
occupied real estate acquisitions that 
help businesses grow and create jobs 
as well as become stronger members of 
their local economic community. Her 
vast experience in commercial lending 
extends nearly two decades in the 
San Francisco Bay Area and Southern 
California where she’s led BFC’s rapid 

growth during the last four years. Through Dilfer’s hard work and perseverance, BFC has 
consistently ranked among the top regional institutions in SBA loan volume aiding in 
the successful closing of nearly $1 billion in total projects during the last four years.

Dilfer is known in the industry not only for her impeccable 504 SBA Loan acumen, 
but also for her integrity, genuineness and consistent efforts to make the loan process 
efficient and painless for every one of her clients. Under her leadership, BFC has 
become known for its client responsiveness and extraordinary attention to detail. The 
effect of her leadership is also demonstrated by the entire BFC team’s commitment 
to upholding high business standards and compliance with credit and SBA loan 
regulations.  

GENE DUNFORD
SVP Corporate Banking Regional Director
UMPQUA BANK

Gene Dunford joined Umpqua 
Bank in 2016 to establish its new 
Corporate Banking Division in Los 

Angeles. A 25-year veteran of L.A.’s 
commercial banking scene, Dunford 
quickly assembled a seasoned team of 
corporate bankers with an average of 25 
years each of middle-market experience. 
Over the last 18 months, Dunford has 
built a book of business that easily 
exceeded Umpqua’s initial three-year 
lending goal. This represents over 20 
first-time deals for Umpqua in a market 
where its Corporate Banking capabilities 
were unknown until Dunford joined 
the bank. His rapid success in helping 
Umpqua establish a growing presence in 
L.A. has been a catalyst for the bank’s 
continued commercial business growth 
across the region. Based in Portland, 

Oregon, Umpqua has made Southern California a priority market, and the Corporate 
Banking Division is critical to its long-term growth plan. 

Dunford focuses on cash flow and asset-based lending, including senior financing 
for working capital, plant and equipment acquisition, M&A, recapitalization 
and private equity deals. In the past year, he has positioned Umpqua in strategic 
syndicated and club deals with large U.S. and international banks covering some of 
L.A.’s primary core industries, including food and produce, apparel, aerospace and 
equipment manufacturing. Major deals Dunford has shepherded to completion include 
financing and deposit arrangements with commercial insurance, clothing, auto parts, 
pharmaceutical, and real-estate companies, among others. He also helped secure $42 
million in bond financing last year for three private schools in L.A.
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Your Partner for the SBA 504 Loan Program
BFC is an SBA Certi�ed Development Company that administers SBA 504 Loans. A 504 Loan is a 
10-Percent down, �xed-rate, long-term loan designed to expand capital access and �ll a market gap in 
long-term �nancing for America’s small businesses. Fixed-cost, long-term, and SBA-backed, the 504 loan 
is one of the best �nancing options for business owners today.  

Unparalleled Expertise & Experience. A team of 
experts with over 50 years of combined experience 
in SBA lending.

Someone You Can Trust. One of the largest Small 
Business Administration (SBA) lenders in Los Angeles.  

A True Partner. We ensure the best �nancing 
options are selected to meet the short term and 
long term goals of business owners.

Great Customer Service. BFC simpli�es the 
application process and expedites the funding process.

A Partner You Can Depend On. An established Certi�ed 
Development Company (CDC) in operation since 1990.

To �nd out more and how we can help, give us a call at 1-800-SBA-REAL (722-7325).

50%
40%

10%

BFC/SBA 504 Lender

Business Owner 
Equity

Business Finance Capital
1055 W. 7th St., Suite 2250
Los Angeles, CA 90017

Call 1-800-SBA-REAL (722-7325)
Email Info@BFCFunding.com 
Visit www.BFCFunding.com

Business Finance Capital

1-800-SBA-REAL
(1-800-722-7325)

Helping Small Businesses 
Think Big
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MOST INFLUENTIAL LENDERS

ADAM FEIT
Managing Director and the Commercial Banking Market President  
for Los Angeles
MUFG UNION BANK, N.A.

Adam Feit serves as Managing 
Director and Market President for  
 MUFG Union Bank’s Los Angeles 

Region. In this role he leads the Middle 
Market and Business Banking strategy 
for Los Angeles. He manages a team 
that provides strategic advice and 
banking services to corporate clients 
across all industries with revenues 
ranging from $20 million up to over 
$1 billion. In addition, Feit helps lead 
the Private Equity coverage efforts for 
Union Bank providing financing for 
leveraged buyouts and recapitalizations 
for financial sponsors. With Union 
Bank support, he formed the Private 
Equity coverage model upon his arrival 
in October 2016. His team recently 
closed on their 15th new sponsor backed 
financing since last year.  

Prior to joining MUFG Union Bank, Feit spent 13 years with Bank of America 
Merrill Lynch (BAML) serving Large Corporate and Middle Market clients. Feit 
originally joined the Global Corporate and Investment Banking group at BAML 
in 2003 where he focused on the origination, structuring, and underwriting of bank 
debt financings for some of the largest consumer and retail clients globally.  In 2011, 
he joined the Middle Market Banking group at BAML where he served as a Senior 
Relationship Manager leading the client team covering many of the firm’s key 
Corporate and Private Equity relationships in Los Angeles. Feit started his career as a 
management consultant with The Alcar Group, where he oversaw engagements with a 
number of Fortune 500 companies.

JOE FILLIPPELLI
Market Manager  
HOME LENDING WELLS FARGO & COMPANY

Wells Fargo Market Manager, 
Joe Fillippelli brings substantial 
experience and a breadth of 

knowledge to the home lending industry.  
As a Southern California native with 
an undeniable passion for this area, his 
knowledge of the business, along with 
strong work ethic and commitment to 
service has garnered a loyal following 
of clients who appreciate his ability 
to secure the most favorable results 
for them. Fillippelli is responsible for 
directing and managing all aspects of 
their markets’ sales activity including 
the origination of high quality loans, 
customer experience and overall 
strategic direction and execution of new 
business development, market growth 
and program management for Southern 
California. 

Fillippelli joined Wells Fargo in 2008. Before joining Wells Fargo, he held numerous 
home lending positions providing customers with home loan financial options. 
With a strong commitment to community, Fillippelli focuses his time and energy on 
mentorship programs to young people from Los Angeles Verbum Dei High School 
work study and career preparatory internships. He is currently an active member of the 
Greater LA Association of REALTORS, National Association of Real Estate Broker, 
National Association of Hispanic Real Estate Professionals and, The Asian Real Estate 
Association of America.

ERIC FISCH
SVP –National Sector Head of Apparel and Retail, Commercial Banking
HSBC BANK USA NA

Eric Fisch has been with HSBC 
Bank USA NA for 15 years. He was 
recently named Head of Retail and 

Apparel for Commercial Banking, after 
holding Southern California regional 
management roles for the past five years. 
In his new role, Fisch will have national 
coverage of one of the largest sectors 
within the HSBC corporate bank. 
Throughout his career, he has focused 
on the apparel sector, specializing in 
financing internationally oriented 
companies that seek to leverage their 
working capital and intellectual property 
assets. 

Originally based in New York, 
Fisch moved to Los Angeles in 2011 to 
develop HSBC’s West Coast presence 
in the apparel industry. Over the last 
five years, Fisch has helped propel his 

middle market lending team from a start-up to a significant contributor, building out the 
bank’s sizeable apparel financing business. His team has delivered a number of landmark 
transactions for clients, notably lending HSBC’s network expertise in recent deals 
involving global lending and treasury management structures. Recently, this included 
onboarding several global e-commerce apparel retailers with lending relationships, as 
well as treasury platforms spanning multiple countries. Within the retail apparel sector, 
HSBC is known for its in-depth understanding of highly seasonal businesses such as 
swimwear and outerwear manufacturers, and more recently online direct-to-consumer 
retailers. Given HSBC’s history and experience in the industry, Fisch’s team is able 
to structure lending outside of a traditional formula structure to support the unique 
working capital cycle of these categories. 

DEAN INDOT
Senior Vice President, Senior Relationship Manager
TORREY PINES BANK, A DIVISION OF WESTERN ALLIANCE BANK

Dean Indot has had over 10 years of 
experience in commercial banking 
and finance, specifically in customer 

relationship management, business 
development, commercial credit 
analyses and underwriting, commercial 
real estate and mortgage lending, C & I 
financing, SBA financing and financial 
statement and cash flow analysis. As 
SVP, Senior Relationship Manager at 
Torrey Pines Bank, Indot is responsible 
for commercial lending and business 
banking relationships in the Los Angeles 
Region of the bank. Indot has an MBA 
from Pepperdine University’s Graziadio 
School of Business and Management, 
with a concentration in corporate 
finance, entrepreneurial development 
and real estate investments. 

Indot has a broad base of lending; 
his primary areas of specialty are in owner occupied, short-term bridge/turnaround, 
construction and stabilized commercial real estate, particularly in retail, office and 
mixed use asset types. With his background in finance, he also has strong experience 
in C&I lending, primarily in revolving lines of credit and non-real estate secured term 
debt. For example, for one family office client, he financed the business real estate 
acquisitions, providing unsecured line of credit for the principal, and established TPB as 
the primary bank for the family and all of their underlying businesses. The relationship 
today encompasses $7.5 million in loans and $6.5 million in deposits. Similarly, for 
an aviation client, Indot financed four helicopters via SBA 7A equipment financing, 
and currently in the process of moving the entire company’s operating and treasury 
management relationship from multiple banks.  
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MOST INFLUENTIAL LENDERS

NORIKO OAKLAND
 enior siness Deve o ment Officer

TORREY PINES BANK, A DIVISION OF WESTERN ALLIANCE BANK

Noriko Oakland is a SVP and Sr. 
Commercial Officer at Torrey 
Pines Bank, the Southern 

California division of Western Alliance 
Bancorporation.  Oakland is a seasoned 
banker and trusted advisor with 30 years 
of commercial banking and lending 
experience in the Greater Los Angeles 
area. She has achieved noteworthy 
success there by leading her branch to 
mark the highest pre-tax profit in the 
local market.  

At Torrey Pines Bank, Oakland 
is one of the original members in the 
Downtown L.A. Office, where she played 
a key role in expanding the bank into 
the L.A. market. Torrey Pines Bank 
offers a full spectrum of banking products 
and services to meet the needs of local 
businesses. With ten offices throughout 

San Diego and Los Angeles, along with Western Alliance Bank’s robust national 
platform, our clients benefit from access to highly specialized financing solutions, all 
backed by more than $20 billion in assets. Oakland is responsible for the acquisition and 
management of business client relationships to middle market, privately held companies, 
non-profit organizations, high net worth individuals and real estate investors, by providing 
business and commercial real estate loans, lines of credit, equipment financing, treasury 
management and deposit solutions to help clients reach their business goals. Oakland’s 
superior service results in continuously bringing quality referrals from her clients and 
business partners. Oakland provides personalized services by exploring every possible 
avenue to deliver innovative solutions to her clients quickly and decisively. 

EVERETT ORRICK
Chief ec tive Officer  Ca ifornia
BBVA COMPASS

Everett Orrick established BBVA 
Compass’ Commercial Banking 
Office in Los Angeles in 2013. BBVA 

Compass is one of the fastest growing 
commercial banks in the country. Under 
Orrick’s leadership, California became 
one of the BBVA’s largest growth engines 
for new loans. After taking on the 
responsibility of CEO for California, 
Orrick recruited experienced corporate 
banker Steve Flynn, in December of 
2017, to lead Los Angeles. Together, they 
filled out BBVA’s existing LA banking 
team by adding three more seasoned 
bankers.

In his five years with BBVA in Los 
Angeles, Orrick lead or participated 
in hundreds of millions of dollars in 
financing for organizations from the 
broader Commercial and Industrial 

market, as well as through BBVA’s special focus on lending to healthcare companies, 
automobile dealerships, franchise food companies, tax exempt entities, and municipalities. 
BBVA provided financing for lines of credit, asset based loans, real estate, and equipment, 
in both traditional and highly leveraged structures.

FORBES 
BEST BANKS
IN AMERICA

2018

For the third year in a row,  
Western Alliance ranks in the top ten  

on Forbes’ list of America’s Best Banks  
– taking the #2 spot for 2018.

CONGRATULATIONS  

NORIKO OAKLAND AND 
DEAN INDOT
RECOGNIZED AS  2018 MOST INFLUENTIAL LENDERS

MEET YOUR LOCAL BANKING EXPERTS:

Dean Indot
SVP, Relationship Manager

9355 Wilshire Boulevard, Suite 102
Beverly Hills, CA 90210

310.623.8905
dindot@torreypinesbank.com

Noriko Oakland
SVP, Relationship Manager

601 West 5th Street, Suite 100
Los Angeles, CA 90071

213.362.5210
noakland@torreypinesbank.com

E V E RY B A N K H A S  B U S I N E S S A C C O U N T S.  O U R S C O M E W I T H  ACCOUNTABILITY. 
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