
BancLease June/July News

Leasing has been steady for us at
FOCUS Bank, and we certainly hope you
are processing leases in your markets. 
We have some exciting new software
features in the works.  First, we are
working with our developers to create a
System Administrator feature so that all
saved files/documents will be
incorporated and allow one person to
have access to this information.  This
has been a request by several of our
users, and we hope to have this feature
soon.  Secondly, we are working to
create a "Marketing/Media" section
within the software.  This feature will
allow us to store archieved newsletter
issues as well as all of the templates we
provide to you during training.  Our goal
is to continue to listen to our users and
provide you with easier and convenient
access to any documentation or
marketing tools to make your jobs more
efficient. 

Next month, we will have second quarter
numbers to share with you, and all
indications show us that numbers will be
up.  As always, we welcome your
feedback and thank you for continued
business.

Britt McConnell
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IN OTHER NEWS

Welcome to the BancLease
Family

We are pleased to announce the
following banks as our newest
clients:

Callaway Bank - Fulton,
MO
Community National
Bank - Seneca, KS

Welcome back to:  Colorado East
Bank & Trust - Lamar, CO

Networking is a great way to
share marketing ideas and
campaigns.  We encourage you
to reach out to other BancLease
clients and learn what is working
in their areas.

You may also share your success
stories with us by emailing them
to our Marketing Director, Anna
Ferrell at
aferrell@focusbank.com.

A complete listing of our clients
can be found at
http://www.banclease.com/what-
our-clients-are-saying/.

Credit & Collections
Management

MARKETING NEWS from
ANNA FERRELL

Loan Officers &
Leasing

In order to make leasing a
priority in your bank, as a
manager or bank
president, you must be
talking about it with your
officers.  Recently,
FOCUS Bank held a
manager's meeting to
review leasing.  The
meeting highlighted the
advantages of leasing vs
loans as well as reviewed
lease documentation.  It
gave the regional bank
presidents the
opportunity to talk about
what is working in their
market and to brainstorm
ideas on growing the
bank's leasing portfolio. 
Remember to incorporate
a review on leasing at
your next manager's
meeting. 

Managers vs Leaders

If you are struggling to
motivate, engage and
inspire your employees,
you need to stop thinking
like a manager and start
thinking like a leader. Here
are a few key points to get
you started in the right
direction.

Lead first, manage
second.
Inspire, motivate
and engage your

http://myemail.clarovista.net/t/r-e-xuittly-l-r/
http://focusbank.updatemyprofile.com/r-l-2AD73FFF-l-y
http://myemail.clarovista.net/t/r-u-xuittly-l-j/
http://myemail.clarovista.net/t/r-l-xuittly-l-d/
mailto:aferrell@focusbank.com
http://myemail.clarovista.net/t/r-l-xuittly-l-n/


Nate Burnett
joined FOCUS
Bank 12 years
ago as the
Director of
Leasing.  With
his previous
outside sales
experience
combined with
his military

background, Nate has been able to
grow the FOCUS Bank leasing portfolio
exponentially.  Nate primarily focuses on
agricultural leasing and credits his
success to his dealer relationships. 

"Dealer relationships are extremely
important," said Burnett. "I work very
closely with the area implement
companies and their sales managers." 

Often times, Nate will invite the sales
managers to lunch, special bank outtings
like golf tournaments, or even a St. Louis
Cardinals ball game.  Once the
relationship has been established, leads
are funneld to Nate, and he is able to
reach out to the client and provide them
with leasing quotes for equipment
financing.  Nate also offers incentives to
the sales managers when closing a
lease. 

"These leads turn into sales, and from
this sale, I am able to glean new leads,"
Burnett stated.  "I will usually ask my
clients if they have any other farmers or
friends that they know of and who could
benefit from leasing and its
advantages."

Nate maintains a database of these
prospects and reaches out to them on a
regular basis.  He feels it is crucial to
know what is going on in their business,
especially since the tax laws have
changed. 

"Since the changes in tax law
depreciation have come into play,

At the recent Missouri
Banker's Conference, Britt
McConnell had the privilege
of meeting Dennis Dressler of
Dressler/Peters LLC.  His law
firm is available to assist
clients if they need specific
equipment financing related
services such as equipment
recovery, legal, accounting,
insurance, etc.  If your bank is
need of these services, we
encourage you to give Dennis
a call.

Dennis A. Dressler

Dressler/Peters LLC

111 West Washington Street,

Suite 1900

Chicago, IL  60602

Direct:  312-606-7361

Main:  312-602-7360

Fax: 312-637-9378

Email: 
ddressler@dresslerpeters.com

employees.
Bullet-proof
employees so that
they can succeed
despite the
circumstances.
Empower staff to
exceed your
expectations.
Recognize and
praise action over
opinion.
Accept change
with a simple
"Good to Know."
Check and test
your assumptions.
Fight the urge to
always be right.

Often times, managers
tend to give directions,
whereas leaders tend to
ask questions.  A leaders
willingness to probe, ask
for feedback and
learnwhat makes people
tick ultimately builds
employee loyalty,
accountability and
empowerment.  Here are 9
questions you should be
asking your employees
regularly:

1. What is your
intention?

2. How would you
suggest we
proceed?

3. What is your
recommendation?

4. How do you
think/feel about
it?

5. What do do you
see contributing
to this problem?

6. What is the best
next step?

7. What is your
biggest concern?

8. Can you say more
about this?

9. What is your
greatest wish?

By applying a few of the

mailto:ddressler@dresslerpeters.com


leasing has really taken off. It has never
been slow in our markets but we have
seen an increase in leasing demand,"
commented Burnett. 

Growing your leasing portfolio requires
some time and effort.  Nate is more than
happy to speak with our users and
answer any questions you may have. 
Please feel free to reach out to him at
nburnett@focusbank.com or give him a
call at 573-225-8318.

 

tips above, setting clear
goals and objectives
together, your team will
be more successful in
leasing as well as other
areas of your institution. 
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