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Leasing The Ultimate Sales Tool

Move More Product, More Profitability

One of the advantages a Leasing Program gives you is Selling Power to

increase your sales and commissions.

Because leasing is one of the most powerful sales tools available to you, it
can enable you to sell more equipment and higher priced equipment.
Knowing and understanding leasing puts you in control of the sale

and enhances your firm’s image as a true sales professional that has the

answers and solutions to your customer’s buying questions.

In addition, a leasing program enhances your firm’s image, as a full-
service organization that provides one-stop shopping for our customer’s

equipment, service, and financing needs.

You add to your professionalism when you can speak to your customers
in an educated way about lines of credit, saving working capital, and
the other advantages of leasing. Also you will be providing them with
the information that will assist them in making a favorable buying

decision.

Without Leasing Sales Can Slip Away

What can happen if you are not using leasing as a tool to close sales?

You have spent hours demonstrating the advantages of your company’s
product. The customer sees the need and recognizes the benefit their
company will derive from the use of the equipment. You have done a
great job of explaining the capabilities and illustrating the benefits to
your customer. They are excited about the product and the only thing
standing between them and the equipment is the price. If you cannot
overcome that objection at that point you could lose the sale! There
is a natural tendency to put oft making a buying decision when there is

a capital expenditure involved.

Leasing Provides the Solution

With no capital expenditure, not even a down payment, your prospect
can have the equipment when they want it, which is NOW! It is
much easier to make a decision to write a check for $600.00 for the
first month’s payment and deposit than one for $10,000. Furthermore,
many purchasing agents, etc., cannot commit their company to a capital

expenditure of that size, or have to put it in next year’s budget. That

same purchasing agent can, however, commit to an operating expense
especially when they can relate the monthly payment to a monthly cost

savings.

If you miss the opportunity to close the sale when your prospect is
the most ready, the chances get increasingly greater with time that
you will lose the sale. If our prospect has to look elsewhere for their
financing, you are losing control of the sale.

1. First of all, enthusiasm wanes with time.

2.'The greater opportunity your customer has to be exposed to

competitive products.

3.’The Banker they consult for financing may steer them in another

direction, or even to a different supplier.

Increase Profits — Sell Payments, Not Price

Not only is it easier to get your prospects to write a check for $600
instead of $10,000, but when you talk about as system in monthly
payment terms, they may never even ask the price. You shift their
attention and their company’s resources to a different area of business -
operating expense versus capital outlay and when you are not speaking
about retail price, they probably will not ask about discounts either.
Many times you can actually sell your equipment for a higher price
because your prospect is not as price conscious.

Small Payments Sell Big

When you sell payments, your prospect’s attention is shifted to the
product because you can show them the benefits of a more advanced
product, with greater capabilities that will better meet their growth
needs and they are not restrained from making the best product
decision because of price. The difference is no longer between choosing
a $10,000 package and a $15,000 package --- it is $230.00 a month
versus $345 --- a $115 difference, not a $5,000 difference. It is much
easier to equate that $115.00 monthly cost to a monthly savings. It is
also much easier to sell ancillary equipment and accessories when you

can talk about add-ons in monthly cost terms such as $25.00 a month.

Advice Matters!”
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Leasing The Ultimate Sales Tool
Move More Product, More Profitability Continued

Leasing Overcomes Sales Objections

The “leading with leasing” concept can help overcome probably the
biggest objection of all: “I can’t afford it.” When you start quoting
monthly payments early in your sales presentation, the customer can
concentrate freely on the benefits of the equipment without the concern
of what the cost will be. Leasing removes another major objection

many prospects have --- having to go out and borrow money to buy it.

Leasing offers a way to avoid this obstacle.

Tailor Payments to Their Budget

Always quote 24 or 36-month lease payments first. This gives you the
flexibility of being able to lower the payment if necessary by going to a
48 or 60-month lease.

Leasing helps overcome the cost objection in another way as well,
by illustrating the savings in comparison to the cost. A persuasive
argument for leasing state-of-the-art equipment is increased efficiency.
More efficient products save business time and time equates to dollars.
In presenting the lease payment, you can relate the amount of money to
be saved to the nominal cost of leasing the system. The $320 a month
payment is substantially less than you would pay an employee for a
week!

Complete the Vendor information form on the following page
to get started with your own Vendor program.

Advice Matters!”



Vendor Information

Please fill out completely and fax to: 877.736.1876

Referrer Name MC, MCP, MCM Matthew Hines

Vendor Profile

Full Legal Name Trade Name or Operating Name

Mailing Address City Prov/State Zip/Postal Code

Phone Fax Contact Name/Title

Date Inc. or Est. Yrs. Under Present Owner GST or Federal ID Number No. of Employees

Structure: |:| Corporation |:| LLC |:| Partnership |:| Proprietorship ~ Other

Business Bank References
Bank Name Officer Account # Phone Fax

Trade References
Firm Name Contact Phone Fax

|

Equipment/Machinery Sold

|

Description of Equipment/Machinery

On a typical sale, what is the approximate ratio of equipment to soft costs

Equip % Soft %
(i.e. software, installation etc) ?
Price Range $ to $ Average Sale: $
Estimated Useful Life (Yrs) Estimated Resale Value: After 3 Yrs. (%) After 5 Yrs (%)
Is used equipment sold? (Y/N) Is service offered? (Y/N) Warranty Length (Yrs)

Authorized Distributor for (List):

Sales / Customer Information

Last Year’s Sales Volume of equipment applicable to a lease program  $

Customers (types of customers to which your equipment is sold)

Established Businesses (%) New Businesses (%) Consumers (%) Other (%)

In connection with this application for a Vendor Program, | hereby authorize Alliance Financing Group Inc. and/or any of its designated underwriters to obtain, in whatever manner deemed necessary, all of the information it
requires, including credit information, whatever the source, such source(s) being hereby authorized to provide such information.

Authorized Signature Name (Please Print)

Title Date
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