EXECUTIVE SUMMARY

What is Asset Based Finance (ABF)?

ABF is a financing method that is driven by the assets of companies. Assets include current assets, such as accounts receivables and inventory, and fixed assets, such as plant and machinery. ABF allows an SME to utilize its own assets to meet its short, medium and long term funding needs.

Short term financing (up to one year)

Offered in forms like factoring or accounts receivable/inventory revolving loans.

Asset Based Finance

  
Asset based lending or asset based financing refers to loans secured by a wide variety of assets. Businesses can obtain asset based lending by using the liquid, current assets of the company (such as accounts receivable and/or inventory) or the fixed assets of a business (such as plant, property, and equipment) as collateral. 

The asset-based financial services industry has burgeoned in recent years, and small businesses have fueled much of its growth. Although a stigma is still associated with using your assets to get cash, this type of financing is becoming more popular.

Asset based financing relies on the value of the underlying collateral to minimize the loan's credit risk. Asset based loans also can include equipment loans and real estate mortgages. Commercial finance is the term most commonly affiliated with the industry group of asset based lenders that provides all types of asset based loans to business and commercial borrowers. Asset based lenders are sometimes referred to as secured lenders. 

The Pros and Cons of Asset-Based Financing

Pros
Covenants. In most cases, asset-based financing involves fewer and more flexible covenants than cash flow loans. In many cases, the only covenant focuses on the borrower's liquidity level. 

Availability. A company's access to asset-based financing often increases as its working capital needs increase because that's when assets are growing. 

Cons
Reporting. In most cases, borrowers must provide monthly or quarterly reports to show that they are meeting loan covenants. Strong performance and high liquidity enable companies to negotiate more flexible reporting rules. 

Cost. In general, asset-based arrangements cost more than cash flow loans, but pricing depends on the borrower's creditworthiness. In recent years, interest rate spreads between asset-based and cash flow-based loans have remained steady, but fees on collateralized loans have increased in some cases.

Factoring:

A company sells all or part of its book debts to the ABF provider for cash advance (generally up to 60% - 90% of invoice value). After collection of the debt, the balance is paid to the company.

Accounts receivable/inventory financing:

A revolving loan against the entire accounts receivable and inventory of a company.

Medium term financing (one year to three years)

Based on a company's existing plant and equipment that is free from encumbrances. Can be in the form of hire purchase, leasing, sale and lease back, etc.

Long term financing (three to seven years)

A term loan based on the real estate of the company. 

Cost of ABF

Based on the different forms of ABF, the cost may include service fees and interests. As ABF is not secured by collateral, the cost of ABF may be higher than normal banking facilities. 

Types of Asset Based Financing

•
Financial Lease - "Increase your productive capacity acquiring fixed assets and / or recover liquidity with a lower need of having additional guarantees."

•
Operating Lease - "Keep the benefits for the possession and usage of the leased assets without having credit debts in your balance account"

•
Secured Loan - "Have a more profitable business"

"Increase the fixed assets of your company"


•
Mortgage Secured Loan
- "Credit Contract to face any need of financing in the long term for your company"

•
Industrial Mortgage Secured Loan - "Credit to foment the development of your industry and to rest on its cycle of production"

•
Raw Material & Working Capital Loan- "Fortify your productive cycle and obtain the necessary resources for the growth of your business, covering your requirements of cash flow, mainly for the integration of working capital"

•        Inventory Secured Facilities- "Cover your necessities in the acquisition and maintenance of inventories, imbalances of treasury and obtain the resources to acquire raw material for the production"

ASSET BASED FINANCE

Asset-based financing

Methods of financing in which lenders and equity investors look principally to the cash flow from a particular asset or set of assets for a return on, and the return of, their financing.

1   Cash flow

In investments, cash flow represents earnings before depreciation, amortization, and non-cash charges. Sometimes called cash earnings. Cash flow from operations (called funds from operations by real estate and other investment trusts) is important because it indicates the ability to pay dividends

· Amortization

The repayment of a loan by installments.

· Dividend 

A portion of a company's profit paid to common and preferred shareholders. A stock selling for $20 a share with an annual dividend of $1 a share yields the investor 5%.

2   Asset 

Any possession that has value in an exchange

3   Return

The change in the value of a portfolio over an evaluation period, including any distributions made from the portfolio during that period.

· Portfolio
A collection of investments, real and/or financial

Understanding Asset-Based Financing 

By AllBusiness.com 

DEFINATION 
     Asset-based financing is a way for rapidly growing, cash-strapped companies to meet their short-term cash needs. In general, companies can tap their assets to generate cash flow through asset-based loans or through factoring. 

Asset-Based Loans

When you apply for an asset-based loan, you pledge assets to secure a loan from a bank or a commercial finance company. You still own your assets, but if you don't make good on your payments, the lending institution can seize them. 

A secured business loan in which the borrower pledges as collateral any assets used in the conduct of his/her business. also called commercial finance or asset-based lending.

Some words with "asset-based finance" in the definition:


Asset-based financing, Asset-based lending, Commercial finance, Production payment financing, Project financing

Working capital financing . . .  even when your bank says No.

Asset-based lending is typically "secured" financing, which means there are assets within a business to be used as collateral such as

  Accounts Receivables

  Inventories

  Machinery and equipment

  Real Estate (land or buildings) 

Many times, companies that require asset-based financing have

the assets to obtain traditional financing, but are too leveraged to qualify.

The benefit of asset-based lending is usually far greater borrowing power than can be achieved from a traditional "cash flow" based banking approach.

Who benefits from Asset-based lending?

  Companies experiencing rapid growth

  Highly leveraged companies

  Companies with a short operating history

Turnaround situations

  Companies with negative cash flow

  Companies with past losses

Typical borrowers
Manufacturers, Wholesalers, Distributors, Dealers, Retailers and Service businesses with $1 million to $100 million in annual sales or total assets of $500,000 minimum


Benefit of ABF

Allows SMEs to maximize the benefits of their assets, to match the life of assets with that of liabilities, and to match the cash flow generated by relevant investments. 

Factoring
For fast-growth companies with credit problems, factoring is a way to get needed cash in a hurry.

In contrast to accounts receivable financing, factoring means you actually sell your accounts receivable to a factoring company for cash. The factor assumes the credit risk for your outstanding invoices. You might get about 80 percent of your invoices' face value up front. 

Once the factor collects, you'll get the remainder back minus fees and interest rates, which can be as high as 50 percent annually. 

Advantages and Disadvantages OF ABF

The main advantage of asset-based financing is that small companies can usually get more cash more quickly than they could from a traditional bank loan. Also, asset-based lenders and factors offer an array of services including accounts receivable processing, collections and invoicing.

The drawback of asset-based loans and factoring is the expense. Using your assets to generate cash flow increases your cost of funds and cuts into profits. You need to weigh your situation carefully and determine whether this type of financing is necessary to expand your company or keep it afloat.

If you're looking for this type of financing, consult your business peers and your bank for referrals. Or contact the Commercial Finance Association, a trade organization representing the asset-based financial services industry, for more information. 

Asset based finance - This is a specialized method of providing structured working capital and term loans that are secured by accounts receivable, inventory, machinery, equipment, and/or real estate. 

Why use asset based financing for funding? 

1 Able to unlock vast sums of cash that have been invested in the business infrastructure 

2 Able to take advantage of sales growth immediately 

3 Access a revolving credit line secured by inventory, including raw materials and finished goods 

4 Term loans are available against your commercial real estate and equipment without sacrificing ownership 

5 Maintain a greater level of flexibility than traditional bank financing 

This type of funding is perfect for: Startup companies; Refinancing existing loans; Turnaround loans; Financing growth; Acquisitions and mergers; Management buy-outs & buy-ins. 

An example of asset-based finance would be purchase order financing; this may be attractive to a company that has stretched its credit limits with vendors and has reached its lending capacity at the bank. The inability to finance raw materials to fill all orders would leave a company operating under capacity. The asset-based lender finances the purchase of the raw material, and the purchase orders are then assigned to the lender. After the orders are filled, payment is made to the lender, and the lender then deducts its cost and fees and remits the balance to the company. The disadvantage of this type of financing, however, is the high interest typically charged - which can be as high as prime plus 10%. 

Articles 1 

Bank Loans for Small Businesses
Traditionally, banks are more conservative with their investment dollars. Unlike many venture capitalists or angel investors, they are far more likely to approve a loan for an established business over a start-up or emerging company. This is largely due to the fact that they are investing the money of their depositors. 

However, thanks to government agencies such as the SBA , which work with many banks, small business owners can get business loans from banks with a strong business plan and well prepared business loan request. And, banks are more likely to give modest sized loans, whereas venture capitalists are looking for much larger deals. 

First and foremost, prior to approaching a bank, you should have all of your key documents in order, starting with a solid business plan. You will also need to have the most recent financial statements available, projections for the business (this is typically in the business plan) and a repayment plan, plus collateral. 

Collateral may include: 

Hard goods such as equipment 

Real estate 

Stocks or bonds 

Other personal assets 

Personal guarantees 

Banks also want to know that you are making your own investment in the business. A bank is more likely to approve a loan if (pending a solid business plan) they see that the owners are investing a good percentage of the necessary start up capital into the business. 

In order to maximize your chances of receiving approval on a business loan from a bank it is wise to look at the situation from the standpoint of the lender. 

A lender wants to know: 

Exactly how this business will operate and why it is anticipated that it will make money?

Exactly how the money will be used?

How you plan to repay the loan and over what time frame? 

That you are willing to take a significant financial risk in the business 

That you are responsible and can manage this business 

Who else is involved in management or operations and that they will also be responsible for the proper use of the money from the loan 

The smaller the business, the more closely the individual behind it will be evaluated. Most small businesses, in the forms of sole proprietorships or partnerships, are closely tied to the experience, know-how and overall character of the owner(s). Therefore, you need to make sure that you get your own financial records in order before asking for a bank (or any lender) for money to start a business. A solid personal credit rating is also very important since the small business is typically an extension of the individual starting it.

Article 2

Loan Agreements

Loans are a well-known method of raising money for a business. A major disadvantage to a loan is that the bank (or other lender) requires that the borrower pay back the loan whether or not your business is successful. One advantage of a typical loan is that if your business does well, the lender is only entitled to an interest return on its loan rather than a percentage of the business profits, or a share in the company, which is what an equity investor would expect.

 A Loan Agreement covers many of the same points as a Promissory Note, but is a lengthier and more complicated document to cover a more complicated transaction. 

Whether you obtain your loan from a bank, individual, or other lender, a number of variables that go into the loan document can affect how good or bad a loan is for your business. Virtually all the terms in a loan agreement are negotiable; there is no such thing as a "standard loan." The key issues to negotiate when contemplating getting a loan for your business include the following:

Due date: You need to set a date when the loan's principal is to be repaid. This date can be formulated as a lump sum payment at the end of the term of the loan, or as a periodic payment of principal with a final payment. For example, you can agree to borrow $50,000 with the entire principal due in two years. Or, you can say that the principal is repaid in 20 equal monthly installments of $2,500. In any event, make sure that the payment schedule (interest and principal) is reasonable given your anticipated cash flow.

Interest payments: The lender establishes the interest rate, which should be in compliance with the applicable state usury laws—laws that govern how much interest can be charged on a loan. The loan payment dates should be clearly set forth (the most common method requires monthly payments by the first day of each month). If you cash flow situation is such that a great deal of cash comes in after the first day of the month, then try to adjust the timing of the required loan payments. 

Loan fees:The lender may charge up-front loan or processing fees. Be careful on the amount, and try to get an estimate as soon as possible so you can evaluate how attractive the loan is as a package. 

Prepayment: Ideally, you want to be free to pay off the loan at any time, even earlier than its due date. Make sure that your loan agreement or Promissory Note gives you this flexibility. Try to avoid a prepayment penalty for paying off the loan early. 

Defaults:The lender is likely to insist that a variety of events can cause a default under the loan, including failure to make payment on time, bankruptcy, and breaches of any obligations in the loan documents. Try to negotiate advance written notice of any alleged default, with a reasonable amount of time to cure the default. 

Grace period:Try to get a grace period for any payments. For example, the monthly payments may come due on the first day of the month but aren't deemed late until the fifth day of the month. 

Late charge: If the loan includes a fee for late payment, try to make sure that the charge is reasonable. 

Collateral: The lender may insist on a pledge or mortgage of some asset as security to protect the loan. Under a mortgage (for real property) or a Security Agreement (for personal property), if you default on the loan, the lender is able to foreclose upon the asset and sell it to repay the money owed to the lender. If you are required to provide security, try to limit the amount you have to give to secure the loan. Make sure that when the loan is repaid, the lender is obligated to release its mortgage or security interest and make any governmental filings to acknowledge this release. 

Co-signers and guarantors: A lender may ask for a co-signer or guarantor as a way to further insure that the loan will be repaid. A co-signer or guarantor runs the risk that his or her personal assets will be liable for repayment of the loan. 

Attorneys' fees: The lender is likely to insist on a clause saying that should you fail to make payments, you will have to reimburse the lender's fees and costs in enforcing or collecting on the loan. Just try to insert a qualifier that the reimbursement only covers "reasonable" attorneys' fees.

Article 3

All Business Financing Basics

From the Small Business Administration

While poor management is cited most frequently as the reason businesses fail, inadequate or ill-timed financing is a close second. Whether you're starting a business or expanding one, sufficient ready capital is essential. But it is not enough to simply have sufficient financing; knowledge and planning are required to manage it well. These qualities ensure that entrepreneurs avoid common mistakes like securing the wrong type of financing, miscalculating the amount required, or underestimating the cost of borrowing money. 

Before inquiring about financing, ask yourself the following: 

Do you need more capital or can you manage existing cash flow more effectively? 

How do you define your need? Do you need money to expand or as a cushion against risk? 

How urgent is your need? You can obtain the best terms when you anticipate your needs rather than looking for money under pressure.

How great are your risks? All businessess carry risks, and the degree of risk will affect cost and available financing alternatives.

In what state of development is the business? Needs are most critical during transitional stages. 

For what purposes will the capital be used? Any lender will require that capital be requested for very specific needs. 

What is the state of your industry? Depressed, stable, or growth conditions require different approaches to money needs and sources. Businesses that prosper while others are in decline will often receive better funding terms. 

Is your business seasonal or cyclical? Seasonal needs for financing generally are short term. Loans advanced for cyclical industries such as construction are designed to support a business through depressed periods. 

How strong is your management team? Management is the most important element assessed by money sources. 

Perhaps most importantly, how does your need for financing mesh with your business plan? If you don't have a business plan, make writing one your first priority. All capital sources will want to see your for the start-up and growth of your business. 

Not All Money Is the Same 

There are two types of financing: equity and debt financing. When looking for money, you must consider your company's debt-to-equity ratio - the relation between dollars you've borrowed and dollars you've invested in your business. The more money owners have invested in their business, the easier it is to attract financing. 

If your firm has a high ratio of equity to debt, you should probably seek debt financing. However, if your company has a high proportion of debt to equity, experts advise that you should increase your ownership capital (equity investment) for additional funds. That way you won't be over-leveraged to the point of jeopardizing your company's survival. 

Equity Financing 

Most small or growth-stage businesses use limited equity financing. As with debt financing, additional equity often comes from non-professional investors such as friends, relatives, employees, customers, or industry colleagues. However, the most common source of professional equity funding comes from venture capitalists. These are institutional risk takers and may be groups of wealthy individuals, government-assisted sources, or major financial institutions. Most specialize in one or a few closely related industries. The high-tech industry of California's Silicon Valley is a well-known example of capitalist investing. 

Venture capitalists are often seen as deep-pocketed financial gurus looking for start-ups in which to invest their money, but they most often prefer three-to-five-year old companies with the potential to become major regional or national concerns and return higher-than-average profits to their shareholders. Venture capitalists may scrutinize thousands of potential investments annually, but only invest in a handful. The possibility of a public stock offering is critical to venture capitalists. Quality management, a competitive or innovative advantage, and industry growth are also major concerns. 

Article 4

What Type of Small Business Loan Do You Need?

Every business is unique, from size to operating costs to credit histories. Finding, applying for, and securing the right loan for your business will depend on these factors and many others. So which loan is right for your needs? Here is an overview of some of the loan programs available. 

Basic 7(a) SBA loan. These loans are guaranteed by the SBA, but issued through approved lenders. Because they are guaranteed by the SBA, 7(a) loans are relatively easy to qualify for. You can receive up to $750,000, but you will probably be required to personally guarantee the loan. 

504 SBA loan.If you have solid assets and can show how your business will create jobs in the community, consider a 504 loan. These loans are offered directly through approved local economic development agencies. The financing agency is limited to 40 percent of the project, not to exceed $1 million. 

Community Adjustment and Investment Programs (CAIP). Similar to 504 SBA loans, the CAIP loan is intended to protect or create jobs. However, you must show that your business is at risk due to trade pattern changes in Canada or Mexico. 

LowDoc. As the name implies, the LowDoc keeps paperwork to a minimum -- the application document is only one page long, and processing is generally quick. The LowDoc focuses on the applicant's character and personal credit, making it a good choice for businesses that have not yet established a credit history. You can apply for LowDoc loans for up to $100,000. 

SBA Microloans. If you need $25,000 or less to fund your business, contact your local economic development agency for a microloan. Interest rates are generally high on these loans, but they can often be just what a business needs to get it through a rough patch. 

Industry-specific loans. Depending on your business, you may be able to select from among loans designed for industries and trades. 

CAPLines consist of five loan programs for financing the short-term and cyclical working capital needs for various small businesses, including seasonal, contract, standard-asset-based and small-asset-based businesses. These loans are generally guaranteed up to $750,000 by the SBA. 

International trade loans (ITL) offer short- and long-term financing to small export businesses. The SBA can guarantee up to $1.25 million for a combination of fixed asset financing and working capital. 

Pollution-control loans might be the answer to your financing needs if your company designs, builds, installs, or services pollution control facilities. 

Home equity. If you are comfortable securing your loan with some or all of your home's equity, you can take out a home equity loan. Before you stake your house on the prospects of your business, make sure you know how much working capital you will need, and calculate the amount of business you will have to do to ensure that you don't lose both your home and your business.

Different venture capitalists have different approaches to management of the business in which they invest. They generally prefer to influence a business passively, but will react when a business does not perform as expected and may insist on changes in management or strategy. Relinquishing some of the decision-making and some of the potential for profits are the main disadvantages of equity financing. 

You may contact these investors directly, although they typically make their investments through referrals. The SBA also licenses Small Business Investment Companies (SBICs) and Minority Enterprise Small Business Investment companies (MSBIs), which offer equity financing. Apple Computer, Federal Express and Nike Shoes received financing from SBICs at critical stages of their growth. 

Debt Financing 

There are many sources for debt financing: banks, savings and loans, commercial finance companies, and the U.S. Small Business Administration (SBA) are the most common. State and local governments have developed many programs in recent years to encourage the growth of small businesses in recognition of their positive effects on the economy. Family members, friends, and former associates are all potential sources, especially when capital requirements are smaller. 

Traditionally, banks have been the major source of small business funding. Their principal role has been as a short-term lender offering demand loans, seasonal lines of credit, and single-purpose loans for machinery and equipment. Banks generally have been reluctant to offer long-term loans to small firms. The SBA guaranteed lending program encourages banks and non-bank lenders to make long-term loans to small firms by reducing their risk and leveraging the funds they have available. The SBA's programs have been an integral part of the success stories of thousands of firms nationally.

Business Financing
Other business financing services provided by invoice discounting companies

In addition to normal invoice discounting most discounting companies provide additional business financing packages. Nationwide Asset Finance Limited has the expertise to advise you on which business financing services most suit your company's needs.

Stock Purchase

Stock Purchase enables companies to finance stock-building against confirmed customer orders and is ideally suited for businesses with seasonal fluctuations.

A Stock Purchase facility enables prompt payment to be made to suppliers during the build up to the sales season, and supported by an invoice discounting facility incorporates funding right through to ultimate payment by the customer.

Trade Finance

You have a confirmed order from a credit worthy customer but lack the cash to fulfil it.

Trade financiers specialise in helping companies achieve the growth that is so often in their potential but beyond the scope of traditional financiers i.e. banks.

By paying your supplier direct or opening a letter of credit the trade financier can fund 80% to 100% of the cost of goods plus duty and Vat.

Trade finance facilities are complimentary to your existing funding arrangements and enable you to take on additional business, which would otherwise be lost.

Asset Based Lending / Structured Finance


Asset based lending and structured finance is the hottest sector of the invoice discounting market. Lenders have realised that they can add value to a customers requirements by looking beyond just the debtor book. By including a company's stock, plant and machinery and property they can provide much bigger revolving business lines of credit. By flexing the facility in this way advances up to 150% of debtors can be achieved.

This type of finance is particularly suited to:

Management buy-outs (MB0)

Management buy-ins (MBI)

Acquisitions

Mergers

Re-finance of existing bank overdraft

Turnaround situations

In these situations more funding can be released than through a conventional overdraft. In so doing there is less need to call on venture (or should that be vulture) capitalists for help. This ensures maximum retention of equity in the hands of management.

Typical advance levels are:

Debtors
90%


Raw Materials
30%


Finished Goods
60%


Plant & Machinery
80%


Property
60%


The starting level for asset-based finance is £1m with transactions over £100m not uncommon. For larger deals (£5m plus) senior debt and mezzanine debt can also be provided. Amongst the limited number of invoice discounters who can provide total asset based finance solutions there is a keen appetite for this type of business and the costs are equally competitive.

1st National Assistance Finance Association Accounts Receivable - AR Lending SBA Information and HelpAccounts Receivable Loans General SBA Information and Asset Based Lending Loans and Lenders Help
SERVICING OF BOTH ASSET BASED CAP LINES  
Introduction: 
The Standard Asset Based and Small Asset Based sub-programs are both part of the CAP Lines umbrella. The requirements for servicing these loans is based on an understanding that: These loans are actually lines of credit that are extended on a revolving only basis; they are collateralized by current assets (accounts receivables and/or inventory; disbursement is based upon the value of an acceptable portion of the current assets that collateralize the line; and the collateral being financed has to be sold in order to generate the funds for repayment. 

The heart of the Asset Based sub-programs is their ability to support lenders in their efforts to provide businesses with short term financing, based on the business' cash cycle rather than its cash flow over an established period of time. 

The servicing procedures are established to provide assurances that the revolving feature is maintained which means that principal payments are made in relation to the advances and tied to the cash cycle, not the cash flow of the business. Disbursements against the line and repayment of principal back to the line must be made throughout the term of the loan in relation to the borrower's cash cycle. No provisions exist to permit the payment of interest only past the conclusion of one cash cycle following initial disbursement. 

All personnel servicing Asset Based loans should keep abreast of all aspects of the program as noted in this CAP lines Servicing Program Guide as well as in the Program Guide for Financing.

Cash Cycle Lending 
Cash-cycle lending is highly specialized. Many lenders do not provide this type of credit extension because of the risk associated with the borrower not applying the cash collected from the liquidation (conversion) of the current assets financed with the proceeds against the outstanding balance is high. 

In addition many small businesses do not need this type of financing as it is usually only needed by businesses that extend credit to other businesses. A borrower may not appear to demonstrate the capacity to generate a sufficient "cash-flow" to repay the installments required to satisfactorily amortize intermediate or long term debt, but may still have the capacity to meet the repayment terms of a properly operating line of credit. 

The cycle is generally defined as the time between when cash is used to acquire assets (which are to be sold in the normal course of business) to the time when cash is collected as a result of the sale of those same assets. Most businesses needs to be able to continually sell to stay in business, but when they sell on terms, a sale is only an increase (debit) to accounts receivable. It is not until the purchasing customer pays their account payable that a business receives the cash from the sale and can reduce its accounts receivables (credit). 

Since the income from any given sale is not available to pay for additional purchases until the end of the cycle for a particular sale, the business needs other sources of cash to use to replace sold assets. This need for alternative sources generally occurs in businesses that provide credit terms to their purchasing customers. 

Asset based borrowers use the value of their existing accounts receivable and inventory to borrow against, so they can have sufficient cash to acquire new current assets while they wait for the existing current assets to be converted to cash. Proceeds received from the collection of accounts receivable and cash from inventory sales repay the loan. 

Since collections are applied against the loan's balance, a business continually needs to borrow to obtain replacement assets. Borrowing is generally secured by inventory and accounts receivables which were financed with loan proceeds. The business, therefore, uses its short term assets, which will become cash in the future, to have working capital available in the present. 

The most important component of this type of lending is that once the proceeds are actually generated, the business has acquired repayment ability and these proceeds need to be used to pay back the loan, rather than be available to the business. Otherwise, the business would have twice the cash from a single sale and the lender would not get repaid. 

This type of financing is referred to as Asset Based Lending (ABL). Asset Based Lending broadly entails assessing a business' short term working capital needs to derive a loan amount, determining the maximum borrowing amount after evaluating the current assets which will collateralize the loan, and establishing accounting procedures for continual draws and repayments of funds over the term of the line. 

Lender Responsibility and Authority: 
It is of utmost importance that the lender be capable to immediately recognize borrower deterioration and be able to curtail credit and/or commence liquidation of collateral, when necessary. It is imperative that the lender, maintain a constant watch on collateral flow, financial performance, internal reporting practices and the quantity and quality of the assets pledged. 

Lenders are expected to utilize all the disbursement and repayment controls necessary to assure that an asset based loan maintains its revolving nature, and otherwise properly operates. The control requirements are developed from data provided at the time of original processing and included in each Authorization. 

SBA Form AB-4 (ê) provides information on the current asset practices of the applicant and is required for both asset based sub-programs. Servicing staff should review this form to gain insight into these practices . With all asset based loans, the Lender has the authority to take immediate action to remedy any adverse condition. 

In addition lenders have authority to increase controls as deemed necessary for non-performing loans without SBA's concurrence. Relaxation of any controls required in the Authorization requires SBA's concurrence. 

Loan Authorization Conditions: The Loan Authorization specifies the covenants required of the borrower. Violations of these covenants need not always reflect trouble, nor a termination of the lending, but alternatively, the potential for a restructuring before there is a default or insolvency. 

Disbursements: 
The lender may make advances at any time before the beginning of the last cash cycle prior to maturity, providing the borrower is current on all principal and interest payments and in substantial compliance with the terms and conditions of the Authorization. 

Lender justification and SBA approval is required in order for disbursements to be made after the last cash cycle before maturity has commenced. No disbursements will be made after maturity. 

Borrowing Base Certificate:
Both asset based sub-programs require the use of a Borrowing Base Certificate (Certificate) which is submitted by the borrower and used by the lender to determine the Borrowing Base, or the amount that the lender may advance to the borrower at a particular time. 

The Certificate list all current assets of the borrow, including those which may not be eligible for inclusion in the borrowing base computation. Assets that are less likely to be converted to cash should be eliminated from the Certificate, i.e. receivables more than three times the normal term, or 30 days past extended terms (sales date), as well as those receivables due from affiliated companies, and work in progress inventory. 

The aggregate face value of eligible current assets will be used to form the Borrowing Base. Various assets that are not accepted in the Certificate, may still serve as viable collateral for the loan. The determination of eligible accounts receivable and inventory is accomplished in the Certificate in order to determine the dollars that may be advanced. (See section titled Advance Rate.) 

In addition Certificates needs to include a reconciliation section which reports the movement (creation and collection) of the current assets between successive Certificates. A current Borrowing Base Certificate is required at least monthly even if there are no advances within that specified period and may be obtained with each advance to determine the amount that can be disbursed. 

Advance Rate:
Throughout the term of a Asset Based loan, advances are made by the lender for any authorized identifiable and legitimate short term business purposes including: support of growth, use in exporting, financing seasonal needs, contract financing, flexibility to take advantage of specific opportunities, other short term needs, or a combination of any of these purposes. The lender agrees to advance the funds and service the line as agreed in the Authorization. 

1. The advance rate is the percentage amount loaned against the face value of eligible receivables and inventory. The maximum advance rate on accounts receivable cannot exceed 80% of the eligible receivables (less allowances for dilution of receivable values occurring through charge backs, returns, bad debt allowances, and contra account write downs, etc.) The maximum advance rate for inventory is 50%. 

It is typically based upon the lesser of the sum of the direct material plus labor cost in manufacturing, or the invoice cost less discounts of resale goods in wholesale distribution. The advance rates will be unique for each case depending upon the various factors mentioned. Unless there is a very long manufacturing cycle or a very good borrower history and financial condition, only minor, if any advances should be made against intermediate work in process since little can be realized through liquidation. 

2. Exceptions to the Advance Rate are discussed in the section titled Lender Unilateral Authority, Maximum Change in the Advance Rate. 

Repayment of Principal & Interest While there are no requirements for reducing the line's principal balance on a monthly basis, principal must be reduced in accordance with the cash cycle of the business. 

There are no provisions to permit interest only payments for any period exceeding the borrower's cash cycle. Borrowers must make their interest payments on a monthly basis. The revolving feature must be maintained by the borrower. This is accomplished through the process of drawing funds, increasing the current assets, and repaying principal when the cash is received from the sale of these assets. This is all done in relation to your cash cycle. 

The lender will report all draws from the line and payments back to the line on a form 1050. SBA's standard Form 1050 (ê) [Settlement Sheet] will be executed at the time of initial disbursement to report that transaction. Subsequent disbursements are to be recorded on SBA Form CAP-1050 (ê) This report is to be included when the Lender submits their April 30 and October 30 SBA 1175 Reports. i. Review of SBA Form CAP-1050 ê: 

Maintaining the revolving feature in asset based lending is the primary responsibility of the Lender. When a loan is not revolving in relation to its cash cycle or actual need, increased servicing will be required to re-institute the revolving nature of the loan. Servicing personnel will review the Semi-Annual Disbursement Reports (SBA Form CAP-1050 ê) to determine that the line is revolving in accordance with the terms of the Authorization and to be assured the borrower is correctly utilizing the line in relation to its cash cycle. 

The Authorization will state the cash cycle in days. With an analysis of the cash cycle and the loan amount, the analyst should be able to determine the amount of total draws the borrower should have taken during the period covered by the disbursement report. One of the key measurements to any revolving loan is the total amount of draws against the line and number of times a business uses it. 

If a business has a cash to cash cycle of 60 days, then the business should have total draws of up to six times the amount of the loan (365/60 = 6). If the loan amount is $100,000, the borrower should have drawn up to $300,000 over a six month period. If the line is being properly used in the above example but the total draws for the six month period only equals $210,000, the approved amount may be too high or exceed actual needs by $30,000. 

The review will consist of a comparison of the total draws and repayments in relation to the total loan amount and the total dollars disbursed, both in the last six month period and over the entire loan's term. 

If this same business was drawing up to the amount of the loan and keeping only the interest current, it would not be revolving. If either Asset Based sub-program loan is not revolving, additional requirements are to be placed on the borrower to assure that the revolving nature of the loan is maintained. (See section under Lender Unilateral Authority titled Workout Status.) 

When a business receives the cash it generated by having the use of a asset based proceeds but does not reduce its balance, the line has to be considered as negatively operating. This is a significant "Red Flag" which should result in immediate consultation between SBA and the participant. After review, the report should be initialed/dated by the servicing loan officer and properly filed and maintained in the loan's docket file together with any additional documentation/comments. 

The disbursement report also allows the Agency to determine the amount of leverage its revolving loan programs are creating for small business and to indicate the degree to which the lines are truly revolving. j. Monitoring and Controls The guaranty which SBA provides its participants is designed to cover the risk associated with a borrower's failure to generate sufficient sales to repay the debt guaranteed by the Agency. 

Our guaranty does not cover the risk associated with a lender's failure to adequately close, secure, or service the credit, or maintain compliance with the Deferred Participation Agreement (SBA Form 750) or individual Authorization. Therefore, the responsibility that an Asset Based loan is properly booked and serviced so the loan revolves is the lender's. 

The methods for achieving this responsibility include the use of adequate monitoring techniques in conjunction with periodic reviews, plus sufficient control of the funds generated as a result of having the line of credit. Monitoring is the continual review of the borrower's compliance with loan covenants, payment plans, tax obligations, and credit proceedings to determine the borrower's management of the collateral. Monitoring includes a review of the Borrowing Base Certificate and financial statements with aging schedules to determine the maximum amount that can be outstanding during the effective period of the Certificate. 

This process also includes a determination of the maximum amount which can be advanced after subtracting the existing loan balances. Funds control covers the cash (or near cash) the business generates as a result of having the use of Asset Based proceeds. This type of control could include requiring a borrower's customers to remit payments via: joint payee checks; obtaining dominion over the borrower's existing post office box where collections are sent (block box); or establishing an independent postal box under the control of the lender (lock box). However, these collections methods are not required. 

At a minimum for all Asset Based loans, collections of all receivables which were advanced against shall be applied against the loans outstanding balance. k. Increases in Loan Amount (SBA Form 327) Since an asset based loan may have a maturity of up to 60 months, the original loan amount may prove unsatisfactory in latter years, particularly as a business grows and its need for a larger line of credit increase. All asset based loans may be increased in the same manner as is presently provided for on partially disbursed loans except the amount of the increase shall be limited to one third of the original loan amount, can only be done once over the period of original maturity, and shall be processed and recommended by a member of the servicing offices Portfolio Management Staff. 

All increases are subject to permissible SBA maximums, as cited in paragraph 5(c) of SOP 50 10-3. An SBA Guaranty fees will be due and payable from the Lender in the same manner as provided for other increases in the guaranteed portion of short term loans. For purposes of complying with paragraph 27 of SOP 50 10-3, an asset based loan will not be considered "fully disbursed" until maturity. No increases shall be made without justification from the lender. This justification should relate back to the short term working capital needs of the borrower.

The Agency does not want to commit excessive loan funds to the detriment of overall funding authority or unduly restrict the amount approved so it limits the operation or adequate growth of the borrower. The recommending official shall justify the loan amount in their report. Comments that support the level authorized have to be provided. All increases shall be based on a lender's justifiable request and will be recommended by a servicing loan officer in the designated district office's servicing division or by a loan officer in the servicing center, where applicable, using SBA Form 327. 

In order to consider a request to increase the loan amount, some basic concepts must be understood. They are: (1) Determining the cash cycle to confirm that there have not been any changes, and (2) Verifying the requested increase. l. Determining the Cash Cycle The cash to cash cycle of a business is comprised of elements which are traditionally measured by the turnover ratios of selected current assets and liabilities. The accounts receivable turnover ratio is a general indicator of receivable quality. Credit sales are divided by accounts receivable (A/R) to obtain the A/R turnover ratio. (Note: Caution must be used in accounting for non-credit sales.) A declining ratio usually indicates a dropping quality of receivables and may indicate a restructuring of terms is required. 

The inventory turnover ratio gives insight into inventory quality. Cost of Goods Sold are divided by inventory to get the ratio. Generally the higher ratios indicate that the inventory is moving faster. This is usually viewed favorably, but it may also indicate inventory shortages. Businesses with a low inventory turnover could have obsolete items or be overstocked. The trade related accounts payable turnover ratio shows how often a business pays its creditors. 

Cost of goods sold are divided by trade payables to determine the ratio. Businesses that have a declining ratio over time are usually experiencing a cash shortage, but they could also be expanding their trade credit. Converting ratios into days allows the loan officer to determine the cycle's length. Adding the receivable plus inventory turnovers and subtracting the payable turnover, all expressed in days, equals the cash cycle of the business being evaluated. 

Averaging the beginning and ending levels of each asset and liability should eliminate seasonal variances and assist in the analysis. After an analysis of the applicant's financial information, the lender should establish the cycle's time period, and SBA should concur. 

A condition will be included in the Authorization that states the original cash cycle for the loan and establishes the guidelines for the allowable time difference between disbursements and repayment of principal. The cycle's definition will be determined after analyzing the small business company's (SBC) prior three full years of statements. 

To avoid skewing, consideration should be given for the use of a weighted average where the most recent year will receive a weight of 3, the next oldest a weight of 2, and the oldest a weight of 1. If the cash cycle should change, the lender will notify the SBA in writing of the revision to the Authorization with a brief explanation. m. Verifying the Requested Increase The total dollar amount of any Asset Based loan shall be based on the short term working capital needs of the applicant. The recommending official has to justify an increase in the loan amount with a 327 action based on need rather than collateral. 

The comments should indicate that the approved amount is not artificially inflated which would cause excessive loan funds to be committed, or unsatisfactorily low which could restrict operations or prevent adequate growth. Justification should start with a determination of the borrowers needs based upon the same formula used for determining the original loan amount for all Asset Based sub-program loan. 

The formula for determining the justifiable loan amount for an existing asset based borrower is: HISTORICAL NET SALES (Excluding Returns and Bad Debt Allowances, Credit Memos and other elements of Dilution) - Based on the most recently completed full fiscal year. LESS TRADITIONAL RULE OF THUMB CASH FLOW - Herein defined as Net Profit and Depreciation/Amortization and other non-cash items. DIVIDED BY 365 TO YIELD AVERAGE DAYS CASH REQUIRED TIMES THE DAYS OF THE CASH TO CASH CYCLE Note that this formula relies upon historical sales, rather than projected sales. 

The formula is to be used to arrive at a base loan amount. Generally, if projected financial data is used to determine the loan amount, the potential for a larger loan exists. While loans can be made in an amount greater than the base loan amount calculation, all amounts must be justified. Any amount other than the base amount which the above formula yields requires additional justification. 

For purposes of the analysis to be included in the loan report, the amount derived from the basic formula is self-justified. However, alternative amounts need to be justified by the lender and supported in the SBA Officer's Report. 

Alternative amounts are acceptable, providing they relate to actual business need rather than unsupported desire. Additional discussion on determining the loan amount can be found in Appendix 8, along with an alternative analytical technique that is acceptable for determining loan amounts from projected sales levels rather than historical data. The total dollar amount of any Asset Based loan is to be based on the short term working capital needs of the applicant, for the period to be covered by the line. It is not to be set from a determination of the value of eligible collateral that is listed on the Borrowing Base Certificate and then multiplied by the applicable advance rate. 

While the product of this multiplication forms the "Borrowing Base", it does not adequately address a business' actual working capital need. As an alternative to considering an increase to an existing asset based loan, a standard 7(a) term loan, subject to the standard provisions and requirements of these loans as detailed in SOP 50-10, can be approved in the Finance Division, where the proceeds are used to refinance that portion of the Green Line that has been identified and justified as permanent working capital. 

The permanent working capital loan should be able to demonstrate repayment on a cash flow basis and be adequately secured to protect the interest of the government. 

As previously outlined in this document, draws/advances from the line and repayments back to the asset based line can be made, as provided herein, throughout the term (prior to the last cash cycle before maturity) of the loan as long as the outstanding balance does not exceed the approved amount. n. Loan Restructuring. 

It is of utmost importance that the lender be capable to immediately recognize borrower deterioration and be able to curtail credit or liquidate the collateral, if necessary. Therefore, it is imperative that the lender, maintain a constant watch on collateral flow, financial performance, internal reporting practices and the quantity and quality of the assets pledged. 

The Loan Authorization will specify the covenants to be required of the borrower. Violations of these covenants need not reflect trouble, nor a termination of the lending, but alternatively, the potential need for restructuring before there is a monetary default or insolvency. 

With Asset Based loans, the Lender has the authority to take immediate action to remedy any adverse condition. Some of the action a lender can take when an Asset Based Line of Credit is not performing as required may include: 1. Acquiring more capital or subordinate financial support, where it otherwise does not dilute the senior lender loan liens. 

This can also include participation of trade creditors and the use of inter creditor agreements 2. Acquiring more collateral or reduce the advances against existing collateral 3. Adjusting pricing and fees 4. Obtaining credit enhancements or outside guarantees 5. Retaining a qualified financial consultant 6. Paying down the loan to acceptable levels 7. Continue the financing, but increase the intensity of the level of collateral control. 

This may mean lock boxes are employed or a third party is utilized to make certain that there is conditional dominion of the assets should things deteriorate further. The degree of increased servicing will depend on the circumstances of the case. Some additional alterations to the conditions of the loan could include: 8. Require the borrower's customers to remit their payments via a joint payee process checks to the Lender and Small Business Concern (SBC). 9. Establish a Demand Deposit Account (DDA) or other type of controlled Cash Collateral Account, where the borrower's receivable collections are deposited. 10. Obtain conditional or actual dominion of the receivables by operating a postal block or lock box, wherein receivable proceeds are directed to the cash collateral account and perpetually applied against the loan. 11. Convert the outstanding balance from a revolving to a term loan with no further draws and the establishment of monthly payments of principal and interest. o. Conditions of Default. 

Any one or more of the following shall be a default under an Asset Based loan, unless waived by lender: 1. Borrower shall fail to pay any indebtedness when due. 2. Borrower shall breach any term, provision, warranty or representation under the Security Agreement, or under any other agreement or contract between Borrower and Lender or obligation of Borrower to Lender. 3. Any involuntary petition in bankruptcy shall be filed against Borrower and not be dismissed within 60 days. 4. The appointment of any receiver or trustee of all or a substantial portion of the assets of Borrower. 5. Borrower, or any or its subsidiaries or guarantors shall become insolvent or unable to pay debts as they mature, shall make a general assignment for the benefit of creditors or shall voluntarily file any bankruptcy or similar law. 6. Any financial statements (balance sheet, profit & loss statement, aging reports etc.), certificate or schedules or other statements furnished by Borrower to Lender which prove false or incorrect in any material aspect. 7. Any levies of attachments, executions, tax assessments or similar processes shall be issued against the collateral and shall not be released within ten days thereof. 8. If any of the collateral pledged as security for this loan is sold in bulk or outside the normal course of business, the entire debt shall become due and payable at the option of the lender, unless written permission for alternative repayment is provided by the lender. 9. Suspension of business operations for more than five (5) days in any calendar year. These examples of default situations are provided herein so they may be included in the Authorization. p. 

When Conditions of Default Occur: The following represent examples of potential cures to default situations which Lenders may choose when administering Asset Based loans and are provided herein so they may be included in the Authorization. Lender must respond to the adverse changes or indications of deterioration in the Borrower's condition. Lender shall: 1. Declare any portion of the indebtedness that is over advanced or unsecured immediately due and payable. 2. Provide Borrower notification of Default and a specific written time frame in which to cure said default, when default is correctable in a commercially feasible manner. 3. Advise SBA of borrower's default or delinquency in regard to the loan or other borrower financial obligations which the Lender has knowledge, and provided outline of intended action. 

Lender may do any one or more of the following without SBA's concurrence, providing notification of action is provided SBA: 1. Enforce the security interest given hereunder pursuant to the Uniform Commercial Code or other applicable law. 2. Execute Lender's rights of offset to recover up to the amount eligible of the indebtedness that is over advanced or unsecured. 3. Require the Borrower to assemble the collateral and the records pertaining to Receivables and make them available to Lender at a place designated by Lender. 4. Use, in connection with any assembly or disposition of the collateral, any trade marks, trade names, trade style, copyright, patent right, or technical process used or utilized by the Borrower. 5. Enter the premises of Borrower and take possession of the collateral and of the records pertaining to the Receivables and any other collateral. 

Lender may do the following, providing SBA's concurrence is obtained prior to taking these actions: 1. Declare all indebtedness secured hereby immediately due and payable. 2. Compromise claims and settle receivables for less than face value, either with or without prior notice to Borrower. 3. To the extent allowed by law, execute a full right of offset and apply all funds against the outstanding ABL balances. This is to be accomplished prior to the Lender requesting that SBA honor its guaranty. q. Maximum Change in the Advance Rate The lender has the unilateral authority to increase or decrease the advance rate stipulated in the Authorization by 5% (not to exceed the approved loan amount). 

This authority will be used in rare situations with a written plan in place identifying how and when the loan will be returned to compliance with the original terms and conditions of the Authorization. It is strongly recommended that the loan is returned to compliance within thirty days. 

The lender will document the borrower's file and fax notification of this action with the plan to the SBA. If the loan is not returned to compliance in accordance with the plan, SBA will be notified of the workout plan that will be implemented to bring the loan back into compliance or move it to in-liquidation status. By the date specified in the workout plan, the lender will inform SBA of the success of the plan. r. Right of Offset If the borrower incurs financial difficulty or other situation which constitutes a serious default under the terms and conditions of this loan, the lender must, to the extent allowed by law, exercise its right of offset in servicing the account. 

All funds received must be applied or paid against outstanding Asset Based balances prior to the Lender requesting that SBA honor its guaranty. s. Honoring of the Guaranty Under the Asset Based sub-programs, the lender agree as a condition of initial disbursement and stated in the Authorization to liquidate the current working capital assets securing the line before SBA honors its Guaranty. Once the deficient balance is established, and the lender seeks a purchase, SBA will have to assure itself, as it does in all other guaranty lending programs, that prudent lending practices, as required in SBA Form 750, were utilized in the making, servicing, and liquidation of the Line of Credit. t. Factors to Determine Sufficient Lender Effort to Liquidate: 

The following factors should be utilized by Portfolio Management staff when determining if a Lender has significantly liquidated an Asset Based borrower's receivables prior to requesting SBA to honor its guaranty. These factors should be included in the servicing section of the Asset Based (formerly Green Line) Program Guide. 1. The Lender will make a good faith effort to collect all accounts receivable outstanding at the date of default. 

The date of default will be the date determined by the lender based on the events of default detailed in the Authorization. Collection of the Accounts Receivable will commence on or after the date Borrower fails to cure the default. 2. Good faith effort will be evidenced by the collection of not less than 50% of the outstanding balance on the loan within the first 100 days after default. However, if less than 50% of the outstanding balance is collected in the first 100 days, the Lender may submit evidence of the effort made to collect all accounts receivable as justification for a lower collection. 3. The Lender is responsible to continue the collection effort although SBA has honored a request for payment under the guaranty 4. The interest allowance period of 120 days contained in the regulations and SOP 50-50 will be adhered to. u. Maintenance of Documentation & Reports. 

All required documentation must be maintained by the lender and made available to SBA for inspection, at its option, during normal banking hours, until the guaranty obligation of the SBA has expired or is terminated. If further guidance is desired, comments should be forwarded to the Chief, Loan Policy and Procedures Branch, Office of Financing, Mail Code 6120, Washington, D.C.

Factoring is a very important way for your business to increase its cash flow while allowing for ongoing expansion and growth. The results of factoring  increases your company's  profitability. 1st National Assistance Finance Association lenders have assisted thousands of businesses nationwide utilizing this form of creative financing.

Asset Based Financing

•
Financial Lease


•
Operating Lease 


•
Secured Loan 


•
Mortgage Secured Loan


•
Industrial Mortgage Secured Loan


•
Raw Material & Working Capital Loan


•
Inventory Secured Facilities

Financial Lease 


"Increase your productive capacity acquiring fixed assets and / or recover liquidity with a lower need of having additional guarantees."

Benefits

•Support and experience of one of the biggest leasing companies in México.


•It allows a quick possession and usage of the equipment and the buying option of the equipment.


•It is a tool for negotiating with suppliers as payment by lessor is not purchase.


•Purchase of the equipment through the payment of rents.


•The asset's own generation of resources can repay the lease.


•Through fixed rate there is a certainty in payments and coverage against inflation and market volatility.


•It is possible to give a payment in advance to suppliers for ordering the assets.


•Maintain companies working capital and other funding sources.


•Assets support part of the credit risk, the authorization and financial conditions are improved.


Tariffs

Market rates and commissions.

Scope

Product through which companies and / or persons with entrepreneurial activity may enjoy the use of some goods by entering into a contract during a specific period of time.

The Bank (lessor) is obliged to purchase the good and the client (lessee) is obliged to pay a certain periodic amount (rent) to the lessor to cover the purchase value of the goods and the cost of financing the assets. 

Besides, on the expiration date, the lessee should exercise one of the following choices:

•
To purchase the asset at a bargain price "buying option"


•
To extend the lease term at a lower rent


•
To participate in the sale of the asset to a third party


Moreover, it can be structured as a "Sale and Lease Back"of existing asset to provide the lessee with fresh resources for working capital, the company enjoys all the fiscal benefits of possessing the asset leased, as well as those concerning financial expenses

Operating Lease 


"Keep the benefits for the possession and usage of the leased assets without having credit debts in your balance account"

 Benefits

•Rents can be deducted at 100%


•The operating lease does not show up as a liability in the balance sheet


•It is a good option for the possession and usage of the leased asset


•The operating lease does not consume budget limits for the investment of equipment and capital expenditures


•Maintain companies' working capital and other funding sources


•Mitigates the risk of technological obsolescence


•Continuous renovation of productive assets


•Rents according to the assets residual value


•The leased asset is not recorded as a debt in the balance account


Fees

Market-rate of interest and commissions.

Scope

•Clients (Lessee) contract with the lessor the temporary use of fixed assets for a period smaller than the useful life of the equipment. 


•Payments of rents are in exchange of the usage of the asset. 


•Normally, the lessee does not have the purchase option of the asset, if so the price should be at fair market value.


•Lessee typically assumes the risks and benefits inherent to the property of the asset. Moreover, lessee does not have the obligation to acquire the asset at maturity.

Commercial Loan 


"Have a more profitable business"

"Increase the fixed assets of your company"

Instrument oriented to support the purchase of fixed assets, mainly machinery and equipment necessary for the operation of agribusiness and industrial companies. 

It is a contract by which the lender gives a certain amount of money on a medium or long-term basis to the borrower. 

The borrower, in exchange, has the obligation to invest that money in specific investments of machinery and equipment. 

The acquired assets become the credit guarantee, although additional guarantees may be required. 

Fees

Market-rate of interest and commissions.

Characteristics 

•Medium and long term (from 1 to 7 years normally)


•Flexible interest rates, either fixed or variable rate


•Financing up to 100% of the invoice value of the equipment


•National or foreign currency financing


•Different amortization schemes according to the company's cash flow needs


Mortgage Secured Loan


"Credit Contract to face any need of financing in the long term for your company"

The credit opening is a contract by means of which the Bank (Banamex) puts at the disposal of the accredited a sum of money. The mortgage is a real guarantee constituted on goods, generally real estate, which is not delivered to the creditor. 

The Credit opening with mortgage is a financing that can be used for:

•To promote the construction of housing and real estate for other uses (commercial place, offices, plants (floors), etc). 


•To cover financial requirements of diverse nature, that is to say, for definition of product there is no specific destiny. 


Fees

Market -Rate of interest and commissions 

Characteristics
•Long term loan.


•Flexible interest rates, either fixed or variable rate.


•National or foreign currency financing.


•Different amortization schemes according to the company's cash flow needs.


Industrial Mortgage Secured Loan

"Credit to foment the development of your industry and to rest on its cycle of production"

Lending's with real guarantees constituted on the assets of the industrial units, which by its flexibility of destiny and term can be used to cover financial requirements of long term of diverse nature, of the companies dedicated to the transformation of goods.

The intention of this product is:

To cover needs of acquisition of fixed assets, like machinating and works of amplification of the industrial unit, including the acquisition of areas necessary for the industrial exploitation.

Inventory acquisition of raw materials and material, payment of wages, wages and direct indispensable expenses of exploitation for the promotion of the industrial business inside its cycle of production. 

Fees

Market - Rate of interest and commissions 

Characteristics

•Long term loan.


•Flexible interest rates, either fixed or variable rate.


•National or foreign currency financing.


•Different amortization schemes according to the company's cash flow needs.


Raw Material and Working Capital Loan


"Fortify your productive cycle and obtain the necessary resources for the growth of your business, covering your requirements of cash flow, mainly for the integration of working capital"

It is the specific instrument to finance the acquisition of raw materials for the production, payment of wages, inventories and direct expenses of operation; fortifying the productive cycle of the companies dedicated mainly but no limit to agriculture and cattle activities.

Fees

Interest rate and commissions according to market conditions.

Terms

It's variable based on the productive cycle, including the term of the product commercialization and the capacity of payment of the company:

•In cyclic cultivations the average term is from 8 to 10 months


•In credits for fowls it could be until 18 months


•In double anual cycles and in bovine cattle producer of meat, the time limit will not be able to exceed of two years


Benefits

•The amount, term and amortizations of the credit are adapted to the cash flow generation, productive cycle and necessities of each client


•Costs reduction of contracting


•Feasibility to establish agreements with a 3 year term (if the client fulfills the agreement’s conditions)


•Opportunity and agility in the granting of the resources


•The products obtained with the credit are secured as collateral


Inventory Secured Facilities

"Cover your necessities in the acquisition and maintenance of inventories, imbalances of treasury and obtain the resources to acquire raw material for the production"

"Also obtain a financial product that allows you to finance your sales and simultaneously represents an instrument for the control of supplies in the commercialization of your products"

Benefits

•Reduced financial cost if compared with a clean facility


•It is an attractive, simple and safe financing for the companies by the acceptance of a collateral with real value


•It is a revolving credit that provides immediate liquidity, proportional to the value of the goods granted in collateral


•The client can be paying the credit as requires the merchandise, without prepayment restrictions


•No need of compromising fixed assets in order to obtain short term facilities


•It does not incur in additional expenses such as public registry inscription


•Allows liability diversification and increases leverage with different financial institutions


•The client obtains security and quality in the handling of its inventories through General Warehouse Deposits, which additionally offers logistic and fiscal storage benefits for importers, foreign suppliers and exporters


 It is a short-term credit that consists of granting a percentage of financing of the commercial value of the goods that the clients give to the Bank as collateral through a warehouse bond. 

It's goal is to provide the sufficient financial resources to acquire or to commercialize primary or finished products in better conditions of price in situations of temporary imbalances in the market. 

Even though the credit is granted considering the cash flows and productive cycle of the company, the credit is endorsed by the goods granted in collateral

Fees

Interest rate and commissions according to market conditions.

Terms

180 days in average, with the possibility of 180 days extension.



Asset-Based Lending Gets Better for Borrowers
As new providers enter the market for asset-based financing, borrowers should enjoy more choice, lower costs and more flexible terms.

The market for asset-based financing has undergone a marked shift over the past 12 to 18 months, and the changes are good news for most companies looking to secure funding. A variety of new and nontraditional players are entering the asset-based lending market. They range from hedge funds looking for stronger returns on their investments to large, cash-rich companies like United Parcel Service that are seeking to expand into a new line of business. All of these entrants are making waves in the market. 

"These new players are taking business away from traditional asset-based lenders, and as a result asset-based lending has become a very competitive business," reports B.J. Rone, a partner with Tatum Partners in Dallas. 

The "enormous supply of capital and liquidity in the market" are further cranking up the competition, according to James G. Connolly, president of Bank of America Business Capital in Glastonbury, Conn. "In fact, there is more supply than demand. It is a good time for companies to put financing in place if they look at all of their options." 

The result of these trends has been the recent emergence of a buyer's market in asset-based financing. Not only do borrowers -- particularly those in a relatively strong financial position -- have more lenders to choose from, but the market's increased competition is also driving down the costs of asset-based financing. "In some cases, this financing is 25 to 50 basis points cheaper than it was a year ago," reports Connolly.

A Market in Transition
Asset-based financing is secured by assets that have a readily determined value; usable collateral can include inventory, machinery and equipment, accounts receivable, securities, and real estate. Overall, asset-based borrowing totaled nearly $326 billion in 2002 and accounted for 26.1 percent of all short-term business debt, up from 20.6 percent in 1997, according to the Commercial Finance Association's "2002 Survey of Operating Statistics." 

Businesses have long relied on asset-based funding to provide cash they can use for operations, acquisitions, debt consolidation and growth. The financing itself can take the form of anything from a loan to a revolving line of credit to an equipment lease. Factoring is also a type of asset-based lending; borrowers using this form of financing sell a subset of their accounts receivable, usually for about 80 percent of the face value. The buyer, or "factor," earns back its investment through collections. It takes on all of the credit risk related to the receivables. 

If a company with strong A/R, inventory, real estate or securities finds itself unable to obtain traditional funding based on its cash flow, it should have plenty of asset-based financing alternatives to choose from. 

Asset-based loans range in size from tens of thousands of dollars to billions of dollars, depending on the borrower's needs and circumstances. In fact, asset-based financing has expanded so much in recent years that deals of $1 billion to $2 billion are no longer uncommon. 

Although this form of debt has long been seen as a good choice only for companies that are unable to arrange cash flow financing, the newly competitive marketplace may change that perception. Asset-based financing is becoming more of a mainstream tool for finance executives looking to fund acquisitions and other deals. "There is a lot of liquidity in the market, so there is more growth financing and leveraged acquisition financing available," says Mitchell Drucker, executive vice president of lender CIT Business Credit in New York City. 

For Wilbur L. Ross Jr., chairman of Richfield, Ohio-based International Steel Group Inc., asset-based financing was a quick way to arrange a large loan for the acquisition of Bethlehem Steel Corp. His company secured $1 billion with three lenders within 30 days. This asset-backed funding served as a bridge loan until the company could resyndicate it to 52 smaller lenders after the acquisition deal closed. "Imagine trying to arrange that level of syndication when trying to close this type of complex transaction," says Ross. "The bridge loan allowed us to get through to the initial public offering and enhanced our flexibility and speed of decision-making." International Steel has since refinanced the syndicated loan through a $600 million public bond offering. 

Ross relies on asset-based financing for acquisitions because his company is typically buying "old economy" businesses -- such as coal, steel and textile companies -- that tend to be asset-intensive. Because International Steel seeks out financially troubled businesses in these industries with the intention of restructuring them and improving their cash flow, traditional financing is generally not an option. "Cash flow lenders want a proven history of cash flow generation, not future cash flow," says Ross.

New Terms?

Part of the reason that interest in asset-backed financing is growing is that prices are falling. Some lenders argue that asset-based financing and cash flow financing are now on similar footing in terms of costs. "Just because a company uses asset-based lending doesn't mean it has to pay more," says Connolly. Obviously, borrowers with the strongest asset base and performance history have the most flexibility when negotiating costs. 

Still, all businesses should carefully evaluate the full slate of costs for each of their funding alternatives -- not just the interest rates. Even asset-based lenders' due diligence fee (which can range from $40,000 to $50,000) may be somewhat flexible. As the market becomes increasingly competitive, lenders will likely become more willing to customize their offerings' fee structure to meet borrowers' needs. 

In addition to reducing the cost of asset-based borrowing, the new competition among lenders is affecting everything from the amount a company can borrow against a given volume of assets to the reporting requirements associated with each loan. In the past, the most a company could borrow was generally 80 percent of the value of its assets. Now some businesses can get asset-based loans for as much as 95 percent of the value of the collateral. 

Many companies are also finding that they are able to negotiate more favorable loan covenants and less onerous reporting requirements. In general, asset-based financing comes with fewer and more flexible covenants than cash flow financing offers. In many cases, companies have to deal with only one covenant, which requires that the business maintain a certain level of liquidity. 

However, to show that they are conforming with the agreement, borrowers often must provide reports on a weekly, monthly or quarterly basis. This is a bone of contention for some. "Doing a weekly certification of asset levels can be invasive," concedes Connolly. But he also notes that borrower reporting can be more flexible when the situation warrants. Some companies might be able to negotiate a less burdensome set of reporting requirements. 

"It really depends on the perceived future strength of the company and its profits and the nature of the loan," Connolly says. "A company using 95 percent of its available financing will have to do more reporting than a company using 70 percent. The more cushion the borrower provides to the lender, the less invasive the reporting." Companies with strong performance and high liquidity can often negotiate flexibility in the reporting arrangement. 

Although many organizations consider the reporting requirements generally associated with asset-based financing to be both onerous and invasive, Stephen Forsyth, executive vice president and CFO of Stamford, Conn.-based Hexcel Corp., considers these issues to reflect the current facts of life for every company seeking capital. "By definition, asset-based lending is based on the company's available assets," he says. "Companies can borrow more money using cash flow financing, but that financing comes with more covenants. And if a company already has controls in place to track accounts receivable and inventory, it can adapt to the reporting requirements." 

As a manufacturer of advanced structural materials, Hexcel deals primarily with manufacturers of commercial aircraft. Not surprisingly, the company saw a significant downturn in its business in the wake of the September 11 attacks. To deal with that circumstance, executives arranged an asset-based $115 million revolving credit line to gain more flexibility than a conventional loan would have offered. For example, the company's performance can vary somewhat without triggering covenants, says Forsyth.

Choosing a Lender

Borrowers need to do their homework before choosing a lender. They should look for a financial institution that has experience in their particular industry. 

Vermeer Equipment of Texas Inc. (VET), an Irving, Texas-based heavy equipment distributor, used asset-based funding to refinance its bank debt last year, after the business suffered in the economic downturn. Rather than seeking out a conventional loan, the company began to search for an asset-based lender. Whit Perryman, VET's president, was determined to find one that had longstanding knowledge of the construction-equipment industry. 

"We wanted to find a lender with a strong understanding of the business, the cycles of the business, and what is happening in the whole market," he says. "Those lenders have seen the ups and downs of the equipment industry and understand how elements such as what is happening with steel supply affect equipment manufacturers and dealerships." 

Industry expertise in a lender is especially helpful if the business has unique accounting practices. Companies should also look for lenders with experience handling the particular assets they will use to secure the loan. And it is a good idea to find a lender that has handled deals of similar size and that is sure to have adequate access to the capital markets -- particularly if the company is looking to close a large financing deal. 

Overall, borrowers should apply the same due diligence to their lenders as the lenders apply to them. "Companies should do some research before talking to asset-based lenders," says Tatum Partners' Rone. "The due diligence process can take two to three months, so companies should quickly focus on the best candidates."

Exploring All Alternatives

For some companies, asset-based lending is an attractive alternative to traditional financing. But experts suggest that the best option is to avoid external funding altogether. Many businesses that borrow have missed strategies to free up working capital from their balance sheets. "You would be surprised how much opportunity is there," says Lloyd Gold, principal with REL Consultancy Group, a working capital management advisory firm in Purchase, N.Y. 

If companies can free up enough working capital, they may not need asset-based financing or may require a smaller loan. However, in this era of cheap money, businesses have found it easier to pursue asset-based financing than spend time looking for working capital in the customer base and the supply chain, Gold says. 

Now that the Federal Reserve has begun raising interest rates, things could start to change. "The first interest rate increase at the end of June is the start of a trend toward higher rates, and that will clearly impact the asset-based lending market," says Gold.

Article 2

Asset-Based Financing Gains Ground

CFOs in search of working capital are borrowing on assets -- and discovering that doing so can offer more flexibility than bank financing. 

The prolonged economic downturn has had a chilling effect on many companies' lending relationships. Banks that have been burned by corporate customers are tightening lending requirements, leaving many organizations out in the cold. "CFOs are struggling to find working capital," says Mark Jacobs, vice president of corporate lending for Stamford, Conn.-based GE Corporate Lending. "The problem is that cash flow is working against the company." 

Banks that traditionally lent against cash flow are increasingly unwilling to advance funds as revenue streams dwindle. Ironically, that's often when a company's financing needs are greatest. But businesses with strong accounts receivable, inventory, real estate or securities have an alternative: asset-based financing. 

When Detroit-based LDMI Telecommunications' bank line of credit was set to expire last year, executives worried about their financing options. "We are a telecommunications company at a time when telecom is sort of an evil word in the capital markets," says CFO Michael Mahoney. The company investigated asset-based loans. "We were looking for flexibility," Mahoney explains, "and our accounts receivable is strong, with little customer concentration." The company's A/R is distributed among many customers, so any individual default has little impact on the overall quality of those receivables. LDMI decided that asset-based financing was a good choice. 

Increasing numbers of companies are making that decision. In the late '90s, "a lot of companies developed capital structures that no longer work because of the economic downturn," says Jim Connolly, president and CEO of Fleet Capital Corp. in Glastonbury, Conn. "That's why a lot of businesses are replacing financing to create a debt structure that works better for the company today."

Asset-Based Financing Gains Ground

The Search for Flexibility

"Asset-based financing has become a more commonly accepted tool in the capitalization structure than [it was] in the past," says Charles Keszler, vice president and CFO of Lone Star Technologies Inc., a manufacturer of oil-field products based in Dallas. "There has been a transition in the marketplace with respect to traditional money center banks." Some companies are hedging their financing bets by securing both asset-based and cash-flow-based financing, he notes. 

In many organizations, finding sources of capital that are flexible has become a top priority, and asset-based arrangements can help achieve this goal. "In general, asset-based financing offers more flexible liquidity than bank financing" because it is driven more by collateral and less by covenants, says Mitchell Drucker, senior vice president of CIT Business Credit, a provider of asset-based financing in New York City. 

As a seasonal business, Simplicity Manufacturing Inc., a Port Washington, Wis.-based manufacturer of lawn and garden equipment, must manage liquidity carefully. Simplicity produces and ships products year-round, but its peak retail season is the month of April. The company's cash flow follows the same pattern. "Our strength is our considerable inventory and our strong base of accounts receivable, both of which are growing," says Don Schoonenberg, the company's executive vice president of finance and administration. "Another company might need liquidity over and above its asset base, but we are an asset-rich company, and the value of the assets and the availability of collateral gives us sufficient liquidity over and above our borrowing requirements." 

Simplicity uses collateralized loans to ensure year-round liquidity, and the company has leveraged its strong asset base to finance strategic moves. It financed the acquisition of lawn mower manufacturer Snapper Inc. last year with a $135 million senior secured credit facility. "Asset-based lending offers great liquidity at maybe the best terms and rates," says Schoonenberg. 

Asset-Based Financing Gains Ground

by Joanne Sammer 

Finding the Right Lender

Any business that decides to pursue an asset-based arrangement must first spend time and effort putting its assets in order. Because the size of the loan is directly related to the value of the collateral, "the key in asset-based financing is to find a lender that will help the company get the best leverage for its assets," says Keszler. To do that, the company must ensure that it is managing those resources effectively. 

"The key questions are: What is the value of the assets? How strong is the quality of those assets? And how well does the company manage those assets in terms of information available?" says Joe Kenary, managing director of corporate finance for CapitalSource Finance LLC, a commercial finance firm based in Chevy Chase, Md. For example, if the borrower is pledging inventory and accounts receivable, its actual inventory levels should reconcile with the numbers in the general ledger, as should the age and amount of its A/R. 

At the same time, companies must understand the lender's "pressure points," says Connolly. "The more comfortable the lender is with the company's collateral and monitoring capabilities with regard to that collateral, the more flexible the lender is likely to be with covenants and reporting requirements." 

Finding the right lending partner is key. A company looking to secure a large financing deal should focus on lenders with experience in deals of similar size, proven access to the capital markets, and a demonstrated ability and willingness to provide growth financing. 

Industry expertise is also important because accounting practices can vary among industries. A lender that is familiar with the borrower's industry, financial structure and reporting processes may be more comfortable with less-onerous reporting requirements. In addition, CFOs should look for a lender that has experience with the type of asset the company is pledging as collateral for the loan. Lenders may have only limited experience in some types of asset -- for example, foreign accounts receivable.

The Sale-Leaseback Alternative

The growing market for sale-leaseback arrangements offers companies another financing alternative. In a typical transaction, a company sells an asset (usually real estate or equipment) to a financial services provider, which then leases it back to the seller on a long-term basis. The seller retains access to the asset but obtains capital to reinvest in its business. The lease terms are based on the seller's credit rating and the quality of the asset. If the seller has a strong credit profile, the leasing company usually puts less emphasis on asset quality. 

Sale-leasebacks are a viable option for distressed companies, but other businesses also use them to free up capital from fixed asset
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Best Factoring and Invoice Discounting Provider 

Winner: Venture Finance 

Highly Commended: Eurofactor (UK)

Commended: GMAC Commercial Finance

Finalists: Alex Lawrie/Lloyds TSB, Bibby Group of Factors and SME Invoice Finance 

Best Leasing and Asset Finance Provider 
Winner: Barclays Asset Finance 

Highly Commended: BNP Paribas Lease Group

Highly Commended: GE Capital Equipment

Finalists: ING Lease UK Ltd, Alliance & Leicester Commercial Bank and Lombard

Financing Case Studies

· Timeshare Project in Orlando, FL.  After being turned down by numerous banks, we were contacted by this developer who owned a prime piece of property next to Disney World.  They had an exclusive arrangement with a Timeshare marketing company with a proven track record of filling other timeshare properties.  We secured a $10,000,000 Mortgage Purchase Agreement (finances the individual timeshare sales to consumers) and a $4,000,000 Revolving Construction Loan to build the project in 2 phases.

· Jewelry Manufacturer in Sarasota, FL became a victim of his current bank being acquired by a northern bank entering the Florida market.  The new bank decided his company did not fit their desired portfolio and chose not to renew his $250,000 credit line. We were able to secure a $500,000 Credit Line, doubling his working capital.

Typical Range of advances based on assets:
A/R: Up to 90% advance on eligible A/R

P.O.s: Usually 60% of material costs plus labor

Inventory: 

Raw materials       10 - 60%

Work in progress   10 - 60%

Finished goods      25 - 65%

Equipment:  60 - 75% liquidation / 80% purchase price

Real Estate: 70 - 75% of Appraised Value less mortgage

Personal Collateral: Will be considered if needed

Asset based loans are made on a formula basis on assets. 

Eligible companies will need to demonstrate 

   A reasonably professional management 

   Good bookkeeping

   A product and business model that makes sense

   Willingness to have assets audited

Terms/Cost

Six months to 3 years.  It is practically impossible to give rates without an evaluation of the company's risk level, loan amount, and assets used.  It will be based on the Prime Rate plus a percentage dependent on the above factors.

Accounts Receivable funding (Factoring) is designed for businesses that want to improve their cash flow by not waiting 30,60, 90 days for a customer to pay. Factoring is used in almost every industry today that sells business-to-business or business-to-government.

Types of factoring

What exactly is Factoring?

Factoring is not a loan and differs from borrowing in that your A/R (invoices) are sold at a discount rather than merely offered as collateral. It's the same concept as offering a discount for early payment of your invoice (1% 10, Net 30 days), only now you get the money in 24-48 hours and it doesn't depend on if your client wants to pay early.

Financing Accounts Receivables (Factoring)

•
Suppliers' Financing (FAP)


•
Electronic Suppliers' Financing (FEP)


•
Production chains Nafin's Program


•
Discount with Resource (Supported Credits)


•
Collection Services

Suppliers Financing (FAP)


Immediate response to your needs of financing, converts your credit-sales into cash sales, with the discount of your accounts receivables

Benefits

•
Cash flow requirements improvement


•
Strengthens your working capital


•
Alternative of financing, without the necessity of leverage


•
Reduce your administrative costs of collections


•
Competitive interest rates


•
Credit line is not needed


How can you apply for the Financing?

Through our authorized offices. 

Characteristics 

Financing amount


•
Up to 100% face value of the account receivable


Terms

•
7 to 180 days (Terms are previous negotiated with every Buyer)


Interest rates


•
Banamex offers competitive interest rates of discount for the financed days

Currency


•
Local and Foreign Currency (Mexican Pesos)


Disbursement


•
On Banamex checking account

Electronic Suppliers Financing (FEP)


Obtains immediate liquidity, from any places using the electronic Banamex Banking platform

 It is a simple option to obtain financing based on your accounts receivables, due to your sales of goods and services, to Buyers authorized by Banamex*.

*Please ask your Account Executive or at any Banamex Branch, in order to know the Buyer-list authorized by Banamex

Benefits

•
Credit line is not needed


•
Eliminates the use of paper on the operation


•
Immediate access to your account receivable through Banamex site (www.banamex.com)


•
Financing is permitted from any part of the world in agile and secure form


•
Competitive interest rates


•
Reduction on administrative and collection costs


•
Cash flow requirements improvement


•
Strengthens of your working capital


•
Financing option, without any leverage


•
Signs with Banamex ones and forever


How can you apply for the Financing?

Through BancaNet Empresarial or Linea Banamex Digitem 

Characteristics 
Financing amount


•
Up to 100% face value of the account receivable

Terms


•
7 to 180 days (Terms are previous negotiated with every Buyer*)


Interest rates


•
Banamex offers the lowest market interest rates of discount for the financed days

Currency


•
Local and Foreign Currency (Mexican Pesos)

Disbursement


•
On-Line by BancaNet Empresarial or Banamex Cash-Management Digitem 


Production Chains Nafin's Program


You will immediately receive the payment for your credit sales through the "Production Chains Nafin's program"

 This is an agile and easy way to get a financing option, for Micro, Small and Medium size Business, suppliers of Buyers (EPO's) authorized by NAFIN and Banamex*.

*Please ask your Account Executive or at any Banamex Branch, in order to know the Buyer-list (EPO's) authorized by NAFIN and Banamex.

Benefits

•
Immediate liquidity in order to support your working capital


•
Lowest market Interest rates


•
A credit line is not needed


•
Immediate access to your account receivable through NAFIN's site in Internet (www.nafin.gob.mx)


•
Reduction on administrative and collection costs


•
Electronically operation, the use of documents is eliminated


How can you apply for the Financing?

Access www.nafin.gob.mx and follow the instructions, select the receivables account you want to finance and the financed amount will be credited to your Banamex Checking Account.

Characteristics 

Financing amount


•
Up to 100% face value of the account receivable

Terms


•
7 to 120 days (Terms are previous negotiated with every Buyer*)

Interest rates


•
Banamex offers the lowest market interest rates of discount for the financed days

Currency


•
Local currency (Mexican Pesos)

Disbursement


•
On Banamex checking account


Operation


•
Access to NAFIN's site on Internet; follow the instructions to select the account receivables you want to finance and the Banamex as your BANK, financed amount will be credited on your Banamex Cheking Account


*It depends on the terms established with each First Order Enterprise (EPO).


Discount with Recourse (Supported credits)

Your company have accounts receivables due to your commercial operations and you need accelerate your cash flow?

Don't wait any longer, transform your credit sales into cash right now!

 It is a financing service in which Banamex acquires the accounts receivables on a discount basis.

"Discount with Recourse" is operated under two ways:

•
Direct collection:

Banamex carries out the collection being either electronic or physical


•
Collection by the Client:

The client carries out the collection with a power of attorney provided by Banamex


Benefits

•
Converts your credit sales into cash sales


•
Strengthens your working capital non debts required


•
Improve your operation cycle


•
Liquidity


How can you apply for the Financing?

Contact us through the telephone numbers in this web page.

Characteristics

An analysis of your accounts receivables permits to choose the portfolio that can be discounted including the terms and conditions applicable, maximum amount to financing of the accounts payable, type of collection, etc.

Interest Rates 


•
Banamex offers competitive interest rates of discount for the financed days

Currency


•
Local and Foreign Currency


Disbursement


•
On Banamex checking account


Collection Service 


"Improve your accounts receivable process"

Reducing the collection costs!

Banamex carries out the administration, control and execution of the collection (by electronic ways) of the Client's accounts receivables, with the purpose to offer an opportunity on improve the accounts receivable process and reducing the collection costs.

Benefits

•
Through this service, you will be able to collect your account receivable on due time and reduce the expenses of collection


Requirements

•
Banamex carries out an analysis of the accounts receivable to administrate


•
Celebrate a contract of the services of administration and collection with Baname

