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Banking &
Finance

By Michael P. Bridge, CPA

That business relationships matter is no big surprise
to anyone. However, in today’s unstable business
environment, having the RIGHT relationships is

now mission critical. For today’s small to mid-size busi-
ness, putting together a team of strong, trusted advisors
is a sound business decision that may make the differ-
ence between surviving and thriving.

For many businesses the relationship between the busi-
ness and its bank and banker is often exceedingly impor-
tant to the growth and welfare of the business. For
instance, during economic downturns, credit lines tighten.
Having a solid relationship with your business banker can
effectively keep lines of credit open where, without that
relationship, they may otherwise have closed. A good
banker should always be part of your trusted advisory
team along with your CPA, your business attorney, and
your insurance agent.

The first factor a business must look at with regard to
banking matters is to find a bank and banker that they are
comfortable working with. The size of the company and
the size of the bank are important factors. Some banks

concentrate on retail banking (car loans, credit cards, etc.)
while other banks are more comfortable with larger com-
panies. When selecting a bank be sure that the bank and
your lending officer are right for your needs.

Once you have selected your bank and banker, to get
the most out of your relationship, make it a point to meet
with your banker a few times a year, and during those
meetings apprise him or her of where the business is
headed. Get to know them, and let them get to know
you. If you anticipate problems, advise the banker in
advance and explain how you will manage and/or defeat
the problems. Ask your banker for their opinion or advice
based on their experience with businesses like yours.
Some of the solutions may require the support of your
bank in the way of loans, and clearly the banker will be
much more inclined to help your business if they know
you anticipated the problem and have worked out an
intended solution. You may also want to consider giving
the bank a business plan or a projection to more clearly
define the situation.

If your business is undergoing serious problems your
bank may not be able to help you directly, but a good
banker that knows your business may be able to point you

in the right direction by referring you to lenders that are
more used to dealing with troubled companies. They may
also help you find consultants that are referred to as “turn-
around specialists.” These are people that can bring many
resources to assist a struggling business. The more you
keep your advisors in the loop, the more likely they will be
willing and able to help your business in times of need.

The bottom line here is, meeting on regular basis with
your banker and the other members of your advisory
team can greatly enhance the welfare of your business.
Be open with your advisory team, be willing to share
confidential information with them, and be willing to
consider their advice. But above all, get your trusted advi-

sors involved in all major business
decisions. Build those valuable rela-
tionships and the mutual trust and
respect that goes with them. It may,
again, be the difference between
surviving and thriving.

Michael Bridge is Partner at
Kirsch Kohn & Bridge LLP and can
be reached at (818) 907-6500.
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By David Malone

This is an uncertain economy, espe-
cially for capital-intensive compa-
nies that rely on equipment and spe-

cialized machinery. Increasing or upgrad-
ing that equipment is an expense and risk
that many decision makers are avoiding.
Instead, they should be thinking seriously
about acquiring equipment through
financing.

Ironically, we have the uncertain econo-
my to thank in the form of low interest rates
and numerous incentives such as tax
breaks and rebates. Favorable rates and
incentives reflect government efforts to spur
recovery and growth. That’s why it’s an his-
toric time for equipment financing. In my
25-plus years in banking, I can’t recall a
period when rates and incentives were so
simultaneously positive.

Equipment can be purchased or leased.
Which is the best way to go? It depends
primarily on the residual value of the
equipment at the end of the financing term.
Buying is usually the best choice for equip-
ment that will have residual value. This typ-
ically involves obsolescence. If a particular
piece of manufacturing or transportation
equipment will still be working in five to
ten years with reasonable maintenance and
within reasonable performance margins
compared to newer models, then it has
residual value. Personal computers are an
example of equipment that frequently does
not satisfy this test as new products regular-
ly outstrip older machines in function and
performance.

The buying-versus-leasing decision
often rests on initial costs and interest rates.
In the past, leasing represented a lower
cash outlay at the start of financing. Today,
there are numerous scenarios for 100%
financing and the inclusion of installation
costs when buying, eliminating the down
payment and leasing’s time-honored
advantage. Today’s low rates have also min-
imized the cost differential between buying
and leasing. In the end, don’t make any
automatic assumptions about buying ver-
sus leasing. Examine both side-by-side.

Beyond what your bank can do with
rates and terms, the government is trying to
make it as easy as possible to finance
equipment. Bonus depreciation is one
example of such an incentive. In the first
year of owning an asset, the Federal Gov-

ernment allows you to take depreciation on
50% of its value; after that, you can depre-
ciate the remaining value under regular
conditions. Energy credits are another ver-
sion of federal, state and local govern-
ments’ eagerness to get you to acquire
equipment. Systems with the proper certifi-
cation for energy efficiency can entitle you
to tax breaks depending on the equipment
and your geographic location. As with all
tax matters, consult your tax professional.

Low rates and ample incentives make
equipment financing especially attractive,
but always remember the primary reason
for acquiring equipment: to improve your
business’ productivity and profitability.
Forecast increases in output and quality
and decreases in costs for labor, transporta-
tion or raw materials that will result from
new equipment. These figures will define
your true cost of equipment ownership and
most importantly the equipment’s impact
on your overall business.

This is an historic time for equipment
financing, but like all good times, it’s not
likely to last. Interest rates have nowhere to
go but up. Nobody knows when or how
much, but an eventual rise is probable as
inflationary threats grow thanks largely to
fuel costs. At the same time, incentives
such as tax breaks and energy rebates are
expensive. Government denies itself rev-
enue in exchange for stimulating the econ-
omy with such give backs. With “austerity”
the watchword from Capitol Hill to your
local city hall, we can expect incentives
dwindle as governments strive to match
budgets with their income.

We have a saying in banking: “What are
you waiting for!” That’s right—when some-
thing is so apparent, bankers act just like
“regular people” and urge you to take
action. Equipment financing is one of these
exciting issues in 2011. As we move into
the second half of the year, talk to your
business banker (and your tax pro) about
the options and opportunities.

David Malone is
President and CEO of
Community Bank. For
more information,
contact Community
Bank at (877) 922-
2653, or visit the
website at
www.cbank.com.
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Banking and Finance

DO know the power of credit.
Banks look at your credit history as
an indication of your future finan-

cial behavior. By using credit wisely, you
can build a good credit history making it
easier to get loans with low interest rates,
rent an apartment, purchase a car or
home, and may even help you get a job.

DO read the fine print on the credit
application. The application is a contract,
so read it carefully before signing. Credit
card companies are very competitive so
interest rates, credit limits, grace periods,
annual fees, terms and conditions may
vary.

DO pay at least the minimum due and
contact your creditor if you have trouble
making payments. This will help you to
avoid late fees and a rising APR. To pay off
your balance quicker, pay more than the
minimum due. If you are unable to make
the minimum monthly payments, let your
creditor know so they can work with you
to create a more manageable payment
plan.

DO be wary of anyone who claims they
can "fix" your credit report. No one can
legally remove negative accurate informa-
tion from your credit history. The only

Credit
Do’s and Don'ts

Please see page 33
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By Marnie Nemcoff

I’ve heard so many friends and acquain-tances complain recently about how
high their bank fees have gotten for

things like NSF (bounced checks), stop
payments and just to maintain their
account. And lately, as you probably
know, many banks are not offering truly
Free Checking anymore. You have to
maintain a high minimum balance or
jump through other hoops to get it. My
response to the complainers is simple:
Leave the bank, join a Credit Union!
Really, it’s that easy.

Oftentimes, their response is: But it’s
too difficult to change my account, too
much of a hassle.

I’m here to tell you that it really doesn’t
need to be a hassle, or difficult to switch
financial institutions. Here are some com-
mon protests, and my responses:

But I still have checks outstanding. Wait
until all your checks, and any debit card
transactions, have cleared. Then close out
the account. You can always open the new
account at the credit union to get that
going while you’re waiting for your checks
to clear.

I have automatic withdrawals (ACH)
from my checking account at (insert name
here) Bank. Establish your account at the
credit union, and get the account number
and routing, or ABA, number. Call the
companies you have ACH with and give
them your new information. Some compa-

nies will even allow you to make those
changes online, in just a few minutes.

I’ve been with (insert name here) Bank
for years, they know me. Whichever credit
union you choose will get to know you as
well. In fact, they may get to know you
better since most credit unions are smaller
financial institutions and enjoy getting to
know members and their families.

It’s such a pain to switch checking
accounts, too much paperwork and driving
back and forth. Many credit unions,
including MCCU, have something called a
Switch Kit. With MCCU’s Switch Kit, all
you have to do is download a few simple

forms, fill them out (it literally will take you
a few minutes) and bring them into the
credit union. We will do the rest for you,
which includes closing your account at
your existing financial institution, changing
any Direct Deposits and ACH withdrawals
to your new account with us, and have
them send a check to us to open your new
account. And we won’t charge you to do
it. Pretty easy, right?

Credit Unions just aren’t as convenient
as banks. Not so anymore. Even though
you may not see us on every corner we’re
still around! Many credit unions are part of
the Shared Branch Network, which allows

credit union members to use other partici-
pating credit unions, throughout the coun-
try, to do their business at no charge to the
member. You can make a deposit, with-
drawal, make a loan payment, and much
more. Whether you don’t live near a
branch or are travelling, Shared Branching
is the way to go. Just try it. Go to
cuswirl.com, type in your address or zip
code, and see how many branches are
near you.

Credit Unions are also pretty technolog-
ically advanced. Most have online bank-
ing, online bill pay, and more so you can
check on your accounts, make transfers,
view a paid check, pay a bill and more
24/7.

Many are also part of the Co-Op Net-
work which allows credit union members
to use other credit unions’ ATMs, and
ATMs at any 7-11 store, surcharge-free.

So are you convinced yet? Make the
switch and tell everyone you know. I guar-
antee you’ll come out the hero.

Marnie Nemcoff is with Matadors
Community Credit Union (MCCU), a
federally insured, full-service, not for
profit financial institution serving the
San Fernando Valley since 1963. Voted
Best Bank/Credit Union three years in a
row, they have branches in Northridge
and Chatsworth. For more information,
please contact MCCU at (818) 993-6328
or go online to www.matadors.org.
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Finding the right personal bank means
assessing your needs first. Whether
you're looking for a new bank or just

want to evaluate how well your current
banking relationship is meeting your
needs, answering the following questions
can help you identify your "banking per-
sonality" and perhaps make your shop-
ping a bit less of a chore.

1. What is your goal in establishing a
banking relationship? Answers may include
"to save money," "to have a checking
account," "to get a loan," or all of the
above.

2. How much money can you keep on
deposit each month and how many checks
will you write? This will help you figure out
how complex or simple an account you
might need. "Packaged" or "multi-service"
accounts offer a variety of services for one
fee, while "no frills" accounts offer a mini-
mum number of services at an extra-low
price. Other accounts might be designed
cafeteria-style: you choose from a variety of
services and pay as you go.

3. Will you be buying a home or car or
making another large purchase in the near
future? You'll want to find out about the
variety of loan products offered.

4. If you hope to save for a big expense
or toward your child's (or your own!) future
education, you'll also want to find out how
many savings products are offered. Many
banks now offer uninsured investments,
such as mutual funds, as well as the more
traditional insured deposit accounts.

5. What time of day do you expect to do
most of your banking? Some people prefer
to visit the bank during their work hours,
while others prefer a bank located close to
home that they can visit over the weekend.

6. Do you like the convenience of auto-
mated teller machines and other types of
electronic services — like banking through

your personal computer, or do you prefer
to deal directly with bank personnel?
Answering this question will help you
determine if you'd be happier at a bank
with an extensive branch network empha-
sizing regular, evening, or weekend hours,
or one that focuses more on electronic
services like ATMs and PC banking.

Now that you have the answers to these
questions, call or visit several banks near
your home or office — more and more
banks even offer information over the Inter-
net. Shop your current bank first if you
think your relationship isn't all it could be.

Perhaps they have introduced new
accounts or services you aren't even aware
of that would better suit your needs. Let
them know if the level of service or con-
venience don't meet your expectations and
give them the opportunity to design a rela-
tionship that works for you.

Compare fees and service charges at the
banks you're considering, as well as inter-
est rates on loans and deposit accounts.
What does each charge for services like
cashiers checks, safe deposit box rental
and ATM use?

Because price isn't the only — or even
most important — factor for most people in
choosing a bank, take a minute to think
about how comfortable you feel at each
institution. Are your questions answered
quickly and accurately? Do customer serv-
ice personnel offer helpful suggestions?
Will the hours and locations save you time
and meet the demands of your lifestyle?

Finally, look for an institution that is fed-
erally insured. This means your deposits
will be protected by the FDIC. The FDIC
has temporarily raised its coverage amount
from $100,000 to $250,000 per depositor
per insured bank through Dec. 31, 2013
(IRAs and certain retirement accounts are
protected up to $250,000.) Look for FDIC
stickers on bank doors and teller windows.

Information provided by the ABA.

Finding the Bank
That's Right for Your

Personal Needs
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CommercialCommercialCommercial
Loans

Refilling the
paper trayRefilling the
paper tray

Endless meetings

End the tedium. 
We make finding 
a great loan easy.

LIMITED-TIME OFFEROriginationFee Waived
– Up to 1% –

We’re not just for Lockheed anymore. Open to serve your business!

(877) 714-5328
For a loan advisor

or email
businesslending@lfcu.com

thing that can fix a credit report is time and
a positive payment history.

DO order a copy of your credit report
annually. You have the right to know what
is in your credit report. The Fair Credit
Reporting Act requires each of the three
major credit bureaus to provide you with a
free copy of your credit report at your
request each year. Your credit evaluates
you as a borrower and needs to be accu-
rate. To get a free copy of your credit
report, visit www.annualcreditreport.com.

DON'T feel pressure to get a credit
card. If you don't want one, you have the
right to say "no." Under the new CARD Act
2009 consumers aged 18-21 cannot be
solicited for credit. If you no longer wish to
receive prescreened offers, opt out by call-
ing 1-888-5-OPTOUT (1-888-567-8688) or
visit www.optoutprescreen.com.

DON'T pay your bills late. Late pay-
ments can affect your credit rating and
increase your balance. If you are unable to
pay the minimum monthly payment, let

your creditor know and they may be able
to lower your payments.

DON'T spend more than you can
afford. Credit is a loan and has to be
repaid. It is your responsibility to manage
your debts and to keep your commitment
with lenders. Avoid reaching your credit
limit or "maxing out" your cards.

DON'T ignore the warning signs of
credit trouble. If you pay only the mini-
mum balance, pay late, use cash-advances
to fund daily living expenses or transfer a
lot of balances you might be in the "credit"
danger zone. Talk to a financial counseling
organization to regain control of your
finances.

DON'T share your credit card number.
Never give out credit card or personal
information if you have not initiated the
transaction. Be aware of identity theft and
phishing scams that ask for credit card
numbers. If you suspect that your identity
has been compromised, file a complaint
with the Federal Trade Commission by call-
ing 1-877-ID-THEFT (1-877-438-4338);
TDD: 202-326-2502, or visit
www.ftc.gov/idtheft.

Continued from page 30

Credit Do’s and Don'ts
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