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A t the San Fernando Valley 
Business Journal, our ears are 
always to the financial ground, 
and there are a number of 

questions that we’ve been hearing repeatedly 
from readers navigating the banking and 
financial landscapes.   

In order to answer those questions, we 
have once again assembled three of the most 
knowledgeable banking professionals and 
financial experts in the region to participate 
in a Q&A-style roundtable. We’re proud to 
present this open forum discussion featuring 
some of the finest experts on the subjects.  

Several questions were posed to this 
banking brain trust and what follows is a 
transcript of their responses.
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u What are the new banking opportuni-
ties for businesses in 2016?

CLEMOW: Last year, we expanded the resourc-
es and support we offer through Wells Fargo 
Works for Small Business, including the recent 
launch of the Business Plan Center, available 
on WellsFargoWorks.com. Within the Business 
Plan Center, business owners have access to 
a free, step-by-step Business Plan Tool to cre-
ate or update their business plans, as well as a 
Competitive Intelligence Tool that provides key 
insight on their business and competition with-
in the industry that can be used as part of the 
planning process. In some instances, a written 
plan may be required to obtain financing. Our 
goal is to provide guidance that will help small 
businesses take the next step towards their 
goals. 

u How can a business maximize its rela-
tionship with its bank?

GURNEY: I believe the first step in maximizing 
your banking relationship is confirming that 
your bank is actually the right bank for your 
business. Oftentimes, smaller to mid-sized com-
panies may find that they are simply ‘lost in the 
shuffle’, particularly if they have not cultivated 
a relationship with their banker. Make the time 
to connect with your banker. If you don’t know 
who your banker is, find out. At Mission Valley 
Bank, our goal is to see our business clients 
several times a year. It may sound old school, 
but that face-to-face time is invaluable. It allows 
us to reconnect and stay relevant, providing 
both our bankers and clients the opportunity 
to quickly evaluate how things are going. We 
are able to determine if current products and/or 
services are still the best fit for the client’s needs 
or if it’s time to make some adjustments. Taking 
the time to share your goals as well as your chal-
lenges strengthens your banker’s ability to iden-
tify the best solutions for your business.

CLEMOW: One of the most rewarding aspects of 
our small business relationships is helping our 
customers grow and contributing to their long-
term success. Before a lending need arises, we 
encourage business owners to establish a rela-
tionship with their banker. Businesses that have 
relationships with us give us a chance to learn 
more about their business and their financial 
needs. The key to earning deep and long-lasting 
relationships is not only knowing our custom-
ers, but also understanding how they define 
financial success. That certainly is the case in 
our work with small business customers.

u What are business banks doing today 
in order to attract millennial business 
clients?

GURNEY: Numerous studies have shown that 
millennials overwhelmingly prefer digital bank-
ing to traditional brick-and-mortar. It is no 
surprise that the banking industry continues 
to invest huge sums of money building mobile 
capabilities in order to match user expectations. 
That said, even millennials need access to a 
Trusted Advisor for important business deci-
sions. Mission Valley Bank’s new Commercial 
Lending Center is a great example of blending 
the mobile access with the personal connection 
and advice. Someone interested in a business 
loan simply accesses the lending portal via our 
website, answers a few questions about their 
business and financing needs and an experi-
enced lender contacts them within one business 
day prepared to discuss what type of lending 
options might best meet their needs. 
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‘One of the most rewarding aspects of our 
small business relationships is helping our 
customers grow and contributing to their 
long-term success. Before a lending need 
arises, we encourage business owners to 
establish a relationship with their banker. 
Businesses that have relationships with 
us give us a chance to learn more about 
their business and their financial needs. 
The key to earning deep and long-lasting 
relationships is not only knowing our 
customers, but also understanding how 
they define financial success. That certainly 
is the case in our work with small business 
customers.’
MARLA CLEMOW

u In what ways are doing business and 
banking in the Valley different from 
other regions?

CLEMOW: Small business continues to be import-
ant in all our markets including the Valley. 
We appreciate the important role that small 
businesses play in local communities and the 
overall economy. In an improving economy, 
small businesses have the opportunity to secure 
a great loan product with excellent terms, and 
help make 2016 the launching pad for future 
success. We take great pride in of our year-over-
year growth in the number of SBA loans we 
have extended because it shows we are meeting 
the credit needs of even more business own-
ers, particularly smaller, newer businesses and 
diverse-owned businesses. We also continue to 
see high value and response from the communi-
ty and customers for retail banking stores. In the 
San Fernando Valley, we recently welcomed two 
new retail banking stores located in Sherman 
Oaks (Ventura and Hazeltine) and Woodland 
Hills (Topanga Village).

u Are there any trends you are seeing in 
what Valley-based business borrowers are 
doing with the financing you provide?

GURNEY: Traditional commercial financing 
remains a staple. Qualified borrowers have 
a wide variety of lending options to choose 
from and today’s favorable rate environment, 
paired with the improving economic outlook, 
have more and more businesses considering 
financing to support growth and expansion. 
While not specific to the Valley, Accounts 
Receivable (AR) Financing continues to grow 
in popularity among financially sound small to 
mid-sized businesses. It offers businesses a great 
tool because of the unique benefits this type of 
financing provides to help manage cash flow 
and grow their business. Small business lending 
also continues to be a great alternative for many 
businesses. Small Business Administration (SBA) 
loans are well suited for businesses looking for 
capital to grow. SBA 7(a) loans can be used by 
qualifying borrowers to purchase, renovate or 
refinance real estate or to acquire fixed assets, 
such as heavy machinery or other equipment. 
It can also be used to restructure existing debt, 
acquire working capital and in some cases can 
even be used to fund the acquisition of a new 
business. 

u Are there financing options for busi-
nesses today that perhaps didn’t exist in 
the past?

FERNANDEZ: The market is now flooded with 
predatory online lenders, merchant cash 
advance programs, and payday lenders. Many 
business owners are in need of the quick cash 
infusion these programs offer and don’t realize 
they will be paying upwards of 50% interest and 
the strain that will put on their cash flow. 

GURNEY: While no really “new” financing 
options have hit the market, many have evolved 
over the past decade, driven primarily by tech-
nology, which has expanded delivery channels. 
There has been a proliferation of Internet based 
non-bank entities providing transactional finan-
cial services to both consumers and business 
owners. During the recession, many businesses 
delayed making necessary improvements to 
facilities and/or equipment. As both the econ-
omy and profits continue to improve and rates 
remain low, businesses once again have the 
confidence to invest in the growth of their com-
panies. While the Internet is awash with infor-
mation and numerous financial alternatives, 
depending on a business’s specific needs we find 
the consultative approach provided through a 
banking relationship most often produces the 
best solution for the borrower. Business bor-
rowers have a wide variety of financing options 
to choose from. By working with their banker, 
borrowers can determine what financing option 
best suits the needs of their company.

u What financial services products and 
programs have emerged as popular 
among your business clients in the last 
few years?

CLEMOW: Small business owners are increas-
ingly adopting mobile banking to stay on top 
of business finances – from checking balances 
to making bill payments – virtually anytime, 
anywhere. Mobile is the fastest growing chan-
nel in company history, and we now have 14.1 
million mobile banking customers. We know 
people love their phones and they use apps for 
just about everything. For that reason Wells 
Fargo continues to update and add new features 
to its mobile application, which allows users to 
access pretty much anything and everything 
they need; from ATM locations to help them 
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notify the bank if they are traveling out of the 
country. Through our mobile app you can also 
now connect directly to customer service phone 
lines. You start on your mobile phone but if you 
get to a point that you need to talk to someone 
it’s a quick and easy push. The banking profes-
sional on the other end will already have all the 
necessary information about the client’s needs 
thanks to a one-time security token for identify 
verification generated by the mobile application. 
While mobile and online services are growing 
fast, our bankers and store team members are 
as important as ever. We are also having more 
conversations in our stores with business owners 
who need advice.

GURNEY: Tech-based products, which are widely 
embraced by consumers, have quickly begun to 
make inroads into the business banking space. 
Various applications businesses use to operate 
are integrating and connecting with banking 
products to increase efficiency, reduce errors and 
enhance security. The expansion of services and 
leveraging of digital technologies to elevate the 
customer experience continues to be a focused 
objective throughout the industry. Because of 
today’s competitive, low-growth, low-margin 
environment, banks continue to operate with 
an eye toward trimming expenses while enhanc-
ing the client experience. The advancement of 
online and mobile banking has forever changed 
what customers need from their bank. No lon-
ger is it necessary to have a bank location on 
every corner and bank branch consolidation 
continues throughout the nation in response 
to customer preferences, changing behaviors 
and new systems. As brick-and-mortar branch 
footprints decline, banks are reinvesting those 
dollars saved into remote digital services, devel-
opment of digital channels, and expansion of 
core financial products and services. 

u Have you seen an increase in clients 
seeking funding to pay off high interest 
rate loans?

FERNANDEZ: As an alternative lender, VEDC has 
seen a significant increase in clients seeking to 
refinance high interest rate loans, particularly 
those associated with online lenders such as 
Kabbage, On Deck, Rapid Advance, etc. Business 
owners are reaching out to VEDC requesting the 
refinance of these credits due to the high daily, 
weekly or monthly payments being withdrawn 
from the business’s account. The majority of 
these loans are short term, and the combination 
of the high cost money and short-term repay-
ment, are negatively impacting the cash flow of 
the business. The result is a strain on operations, 
and we see an increase in our clients stacking 
loans in order to pay the existing loan. This 
becomes a vicious cycle for the business owner 
where they are never able to move ahead or get 
out from under the debt, at which point they 
reach out to us to salvage the company. 

u What are some of your clients’ biggest 
financial concerns this year? 

GURNEY: Cash flow remains one of our clients’ 
biggest financial concerns. Businesses continue 
to look for help improving and managing their 
cash flow. Case in point, Mission Valley Bank 
sponsors several business management-focused 
workshops annually. By far, the best-attended 
workshops every year are those focused on 
understanding and managing cash flow. In 
some instances, a line of credit or accounts 
receivable financing can help alleviate concerns 
over cash flow issues, allowing the business 
owner some flexibility to manage seasonal or 
occasional shortfalls. Since it is an election year, 
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‘While the recession caused many businesses to postpone plans 
for growth and expansion, the environment has changed. As the 
economy continues to improve, an increased number of businesses 
are seeking financing to support the infrastructure and growth of 
their companies. The majority of clients I speak with have a much 
more positive outlook and are once again looking ahead. Many 
businesses are taking advantage of continuing favorable interest 
rates to finance needed updates of infrastructure, such as facilities, 
equipment or technology. While I believe we all remain a bit more 
cautious than a decade ago, our local economy is trending up -- as is 
the attitude of local business owners.’
TAMARA GURNEY

many conversations also turn to the political 
landscape on both a national and local level. 
Many business owners we talk to express con-
cern over the various initiatives before our legis-
lature that have the potential to have a negative 
financial impact on their businesses. The wide-
spread perception is that California is not a busi-
ness friendly state and we continue to see some 
small business owners relocating out of state or 
moving production off shore. 

u Have you noticed an increase in busi-
nesses expanding? If so, can that be con-
tributed to a recovering economy?

FERNANDEZ: At VEDC, we have seen an increase 
in the expansion of businesses, which is directly 
correlated to the increase in jobs being created 
in the area resulting in a boost to the economy. 
Over the past year, we have provided $14 mil-
lion in financing to 334 businesses, resulting in 
the creation and retention of 2,374 jobs in the 
Los Angeles metro area. In addition, we have 
seen an increase in the push to finance startup 
businesses. These new and expanding businesses 
are the key to job creation and a stronger econo-
my for all of Los Angeles. 

CLEMOW: In a recent Wells Fargo/Gallup Small 
Business Index survey, small business owners 
entered 2016 with more optimism and confi-
dence. It’s an indicator that the economy con-
tinues to gradually improve and small business 
owners are in a better position to obtain credit. 
With low interest rates and favorable real estate 
values, many business owners have made the 
decision to expand into larger facilities or pur-
chase their own land and buildings instead of 
leasing or renting. At Wells Fargo, we offer an 
SBA 7(a) loan that enables a business to lock 
in 25-year, fixed-rate financing for real estate. 
Numerous customers are using SBA financing 
to acquire businesses. They are identifying 
businesses today they can buy from sellers who 
waited to sell until their business financials and 
the economy showed improvement.

GURNEY: While the recession caused many busi-
nesses to postpone plans for growth and expan-
sion, the environment has changed. As the 
economy continues to improve, an increased 

number of businesses are seeking financing to 
support the infrastructure and growth of their 
companies. The majority of clients I speak with 
have a much more positive outlook and are 
once again looking ahead. Many businesses are 
taking advantage of continuing favorable inter-
est rates to finance needed updates of infrastruc-
ture, such as facilities, equipment or technology. 
While I believe we all remain a bit more cau-
tious than a decade ago, our local economy is 
trending up -- as is the attitude of local business 
owners.

u Do businesses have more or less 
financing options today than they did 
five to ten years ago? Why?

CLEMOW: Small business owners have a range of 
financing options to consider for their specific 
needs, including conventional business term 
loans and government-guaranteed term loans. 
For many small businesses that need funds for a 
real estate purchase and expansion, or to acquire 
another business and manage cash flow, the 
SBA 7(a) term loan is a great option to consid-
er. The best way to know if an SBA loan is the 
right option for your business is to talk with 
your banker. At Wells Fargo, we’re committed 
to helping small businesses succeed financially. 
SBA lending is an important way we provide 
business owners the financing they need to 
build their businesses. A full-service provider of 
financial services can you help you evaluate all 
of your financing options, including SBA loan 
products, and provide guidance to help your 
company achieve new levels of success. 

u Has the growing number of online 
lenders affected your lending and/or  
clients?

FERNANDEZ: Absolutely, the growing number 
of online lenders has impacted both our small 
business lending operations and our client’s 
financial position. The practices that are most 
concerning in regards to online landing are the 
following: 

1. Lack of Transparency. Since fees associated 
with these loans are often reflected as a “Buy 
Rate” and not an APR, the majority of clients 
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are truly unaware of what the actual interest rate 
is or the bottom line to repay the loan. 

2. Prepayment Penalties. Prepayment costs are 
tied to these transactions, so even though the 
client may be coming to VEDC to refinance 
for a lower rate, they are still responsible for 
repaying the full amount plus their interest 
(i.e. $100,000 loan equates to a repayment of 
$130,000). 

3. Debt Traps and Loan Stacking. Merchant 
cash advance and online high interest rate loans 
are debt traps that often result Loan Stacking 
where we see clients that can’t afford to keep 
up with their payments and continue to obtain 
additional loans in order to make the previous 
loan payment. It’s a cycle that causes many 
businesses to close their doors.

4. Broker Abuse. Many brokers approach 
business owners knowing these are not good 
loans; however they receive fees associated with 
closing the deal so they will continue to sell 
usurious business loans to their clients, without 
being 100% transparent. 

GURNEY: In reality, online lending has not had 
a significant impact on our client base. As a 
dedicated community banker, my philosophy is 
that growing businesses need long-term banking 
relationships with trusted advisors who provide 
guidance, experience and expertise to best deter-
mine an appropriate financing solution. Today’s 
techno-savvy environment provides a myriad 
of options…some good, some not so good. The 
majority of these alternative financial service 
providers compete solely on price and may 
not provide the best solution for the borrower, 
which often times is best determined through a 
consultative based relationship. Mission Valley 
Bank recently launched a hybrid that we believe 
offers the ease and convenience of ‘shopping’ for 
a business loan online, while keeping the trusted 
advisor role in the equation. Our Commercial 
Lending Center is an online portal where bor-
rowers answer a few basic questions about their 
business and what they are looking for with 
regard to financing. Once the initial information 
has been submitted, the borrower receives a call 
from an experienced business lender (within 
one business day) to discuss options available to 
them. The Commercial Lending Center affords 
tremendous convenience, while still providing 
the one-on-one communication needed to best 
serve the client’s needs. 

u What can businesses do to better pro-
tect themselves from cyber-crime?

GURNEY: Cybercriminals target small businesses 
with ever-increasingly sophisticated attacks. 
Spoofed emails, malicious software and online 
social networks to obtain login credentials to 
businesses’ accounts, transfer funds from the 
accounts and steal private information are on 
the rise. Corporate account takeovers – a type 
of fraud where thieves gain access to a business’ 
finances to make unauthorized transactions – 
creates havoc and loss. Funds may be transferred 
from the company, new fake employees created 
and added to payroll, and sensitive customer 
information that may not be recoverable can be 
stolen. Because cyber-crime can devastate any 
small business, I strongly believe that the best 
defense is a strong offense. Businesses need to 
start with a secure IT environment that includes 
up-to-date anti-virus programs, anti-spyware 
programs, firewalls and strong passwords that 
are changed frequently. However, strong IT 
infrastructure and internal controls are not 
enough; employee education is key. Hackers 
seek weaknesses, such as unwitting employees 
that may fall for one of the countless social-en-
gineering scams that are prevalent today. 
Employees need to understand that the compa-
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‘The ongoing obstacle for small business 
owners is lack of education on access 
to capital. Lately, everywhere you look 
it appears that capital is easy to obtain 
and can be received within 24 hours 
(advertisements, commercials, brokers). 
If you own a business you will receive 
a call or a mailer that you can get up 
to $500,000 for your business, very 
quickly. However the lack of transparency 
associated with this kind of debt can be a 
death trap for a company. Business owners 
need to be educated or better informed of 
the various forms of capital to them. If a 
bank is unable to provide financing, they 
should refer the client to a CDFI’s (non-
high interest money) versus predatory 
online lenders. Education is the key.’
LYNN FERNANDEZ

ny takes cyber security very seriously. By taking 
the necessary steps to continually educate staff 
members on safe Internet and email practices, 
a business decreases its vulnerability to cyber-
crime. In addition to constant internal educa-
tion, Mission Valley Bank works with clients to 
establish and explain safeguards small businesses 
need to protect themselves with online activity. 

u What are the pros and cons of charita-
ble giving for businesses today? 

FERNANDEZ: The ongoing obstacle for small 
business owners is lack of education on access 
to capital. Lately, everywhere you look it 
appears that capital is easy to obtain and can 
be received within 24 hours (advertisements, 
commercials, brokers). If you own a business 
you will receive a call or a mailer that you 
can get up to $500,000 for your business, very 
quickly. However the lack of transparency asso-
ciated with this kind of debt can be a death 
trap for a company. Business owners need to 
be educated or better informed of the various 
forms of capital to them. If a bank is unable to 
provide financing, they should refer the client 
to a CDFI’s (non-high interest money) versus 
predatory online lenders. Education is the key. 
Capital is available; however it’s better to be 
smart about where you find your capital than to 
go for what looks like a quick fix and end up in 
a debt trap.

u What are some common obstacles get-
ting in the way of growing businesses 
these days?

CLEMOW: We recognize that small business own-
ers are among the busiest people in our commu-
nity. It’s easy to become solely focused on the 
day-to-day functions of running a business, yet 
it’s important to set boundaries between work 
time and personal time, especially when oper-
ating a small business out of the home. Having 
a support system to lean on is a huge asset for 
any business owner, but it’s especially important 
when starting out. We encourage business own-
ers to seek advice, experience and connections 
of their peers when starting out. This can be a 

great way to share contacts and build connec-
tions with fellow business owners in the com-
munity. It’s also important that business owners 
establish a relationship with a business banker, 
a lawyer and an accountant who can help keep 
their business organized and on a growth trajec-
tory.

GURNEY: Look for a bank that understands your 
business’ needs and goals. It’s a simple concept, 
but difficult to achieve if you are not with a 
bank that’s a good fit for you. Any bank – big 
or small – can provide the transactional side 
of banking, but it takes a hands-on approach 
for a banker to understand your business to 
develop programs to meet your exact needs. 
The business owners and managers we work 
with are looking for a banking relationship 
that will provide them with expertise in their 
specific area and work with them as a Trusted 
Advisor to help them achieve greater success. 
There is tremendous value in working with a 
client-focused, relationship-driven bank and 
bankers who will invest the time necessary to 
fully get to know your business and understand 
your unique needs. It is that aspect that gives 
community banks a distinct advantage over the 
larger institutional banks that often gain new 
customers with teaser rates and short-lived pro-
motions but don’t deliver long-term results. Our 
team of Trusted Advisors focuses on creating 
the most value for clients, while being relevant, 
engaging and delivering solutions. 

u What advice would you give to a busi-
ness wishing to change to a new bank?

CLEMOW: We think it’s important for every 
financial services provider to find more ways 
to support small business owners. We are the 
nation’s top lender to small businesses, based 
on Community Reinvestment Act data. We are 
deeply committed to helping small business 
owners access the capital they need to operate 
and grow their business, and a formal, written 
business plan is the foundation for long-term 
financial success. Our leading position across 
many of our businesses is important because it 
reflects how well we are serving our customers 
— individuals, households, businesses, and cor-
porations — who make up the “real economy.”
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All credit decisions are subject to credit approval.
1Apply for a loan with Business Real Estate Financing between 04/01/2016 and 06/30/2016 and Wells Fargo will waive the origination fee, a discount of up to $5,000. This offer is not available on lines of credit. You will need to pay a non-refundable deposit of up to $1,000 when accepting 
the terms of any loan. If the bank determines that environmental or flood insurance is required, any applicable fees are your responsibility. Should there be an environmental insurance fee on the transaction, the deposit will be credited at closing towards the fee. If the deposit exceeds the 
environmental insurance fee or if it is not required, you will be reimbursed for any overage. If the state or other taxing authority imposes a tax or fee on the filing of a mortgage or a deed of trust, any applicable fees are your responsibility. Purchase loans require the borrower to pay title and  
escrow fees and provide proof of funds for the required down payment. In states that require attorney closings, you will be responsible for title-related costs and attorney title work that exceeds $375.

2Community Reinvestment Act government data, 2002-2014.

© 2016 Wells Fargo Bank, N.A. All rights reserved. Member FDIC. NMLSR ID 399801 SBS60-0549 (2418601_17682)

Renovating? Expanding?  
Upgrading? We can help.

Get an origination fee waiver of up to $5,000 on  
a commercial real estate loan1

Limited time offer: 
April 1 – June 30, 2016

At Wells Fargo, we appreciate the value that businesses like yours bring to 
our communities. So we’re offering to waive the origination fee when you 
take out a real estate loan with us that’s secured by commercial property 
(owner-occupied or investor).

When it comes to the financial side of running and growing your 
business, we can help. Stop by to speak to a local banker today, or visit 
wellsfargo. com/ appointments to make an appointment.

2418601_17682

Trim: 
10.875" x 15"

Live: 
10" x 13.5"

Bleed: 
11.375" x 15.5"

4C

America’s #1 
small business lender2

Learn more about 
small business credit at 
wellsfargoworks.com
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