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Congratulations to Larry LaChance,
President and Founder of Bankers
Capital, on the occasion of your
company’s 20th anniversary.

COVER PHOTO/RON BOULEY

Your dedication to meeting the needs of businesses
across the country over the past two decades has helped
fuel local economies, create and sustain employment
opportunities, and realize the dreams of entrepreneurs
and seasoned industry leaders alike. You have every
reason to be proud of your leadership role in the
financial services industry.

A

fter twenty years of providing exceptional service to our clients, it
gives me great pride to reflect back on
that time, to remember the businesses
that were started and the successes that
emerged.
As a small businessman with big
business resources, I’m proud of what
Bankers Capital has evolved into. At
one time, I had just a vision; today,
with a team of professionals who support our customers through every step
of their equipment leasing transaction,
Bankers Capital has become a partner
to hundreds of businesses, large and
small, throughout the country.
My pledge to you is to provide a
comprehensive approach to your next
equipment financing transaction, and
to offer you the kind of advice and
thoughtfulness that our customers have
come to rely on. In these challenging
financial times, having a partner that
can provide the open communication
you need is essential; Bankers Capital
is that partner.
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Greetings From Bankers Capital

To all of our customers, past, present
and future – thanks for a great twenty
years, and here’s to many more ahead.
Sincerely,

Larry LaChance
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At Sovereign Bank, we believe in celebrating those who strive

Barre Savings Bank salutes Bankers Capital.
Like you, we are committed to providing opportunities
for businesses to grow and prosper.

to make a difference. For this reason, we are proud to salute
Bankers Capital. Congratulations and continued success!

Roger F. Allard
Vice President – Senior Loan Officer

Barre • Paxton • Princeton • www.barrebank.com

Member FDIC • Member DIF

1.877.768.1145 | sovereignbank.com

Member FDIC © 2009 Sovereign Bank | Sovereign Bank and its logo are registered trademarks
of Sovereign Bank or its afﬁliates or subsidiaries in the United States and other countries.

Celebrating 20 Years

Getting the Jockey
Out of the Gate

Bankers Capital Calculates Best Bets For Growing Business
You won’t find Larry LaChance at Saratoga Springs, or buying tickets a year in advance for the
Preakness. Yet every day, he’s placing his bets on his jockeys, and only choosing the ones that
stand the best chance at winning Triple Crown. The difference is, his jockeys are his clients, and
their victories are tied into the viability of their business plans – not the speed of the horse.

A
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Alternatives restores
historic Paul Whitin Mill
into a community
center for
everyone

Lee Gaudette, Volunteer Chair,
Community Phase Capital Campaign
Dennis H. Rice, Executive Director, Alternatives
Scott Rossiter, Volunteer Chair, Capital Campaign
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From the Ground Up
LaChance didn’t have a red carpet rolled
out for him upon his arrival into the business world. Instead, he learned from others and applied that knowledge to his own
formula, ultimately becoming one of the
most successful non-conventional lenders
in the region. After cutting his teeth in the
business world by buying his first Arnold
Bread franchise shortly after graduating
from Millbury High School, he moved
onto automobile leasing. Interestingly, it
was this experience that set the tone for h
continued on page 6
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Larry LaChance with Gary LiBrandi, president
of Tropic Sun tanning salons.
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s the president of Northborough-based Bankers Capital,
LaChance’s equipment leasing
empire has built its reputation not on the
size of the deals but on the relationships
that are formed, and remain long after the
last piece of equipment is in place. After
twenty years in business, Bankers Capital
has established itself as not only a regional
leader in non-conventional lending, but
also nationally as a company that can perform miracles when it comes to arranging
complicated transactions with minimal
down time. From a national party supply
retailer to a high-end bar and bistro, or a
Napa Valley vineyard to an international
telecom company, LaChance has worked
with a lot of jockeys who credit much of
their success to Bankers Capital. Fortunately, it’s a simple recipe for success.
“We do what we say we’re going to do
when we say we’re going to do it,” says
LaChance. “You will know what we’re going to do in an hour or a day – not a week.
Either you have the right ingredients to
make a cake, or there’s something missing
and it’s just crumbs.”

Celebrating 20 Years
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6
Larry LaChance with Paul
Petersiel of Red Rock Bistro.

continued from page 5

his career, and he entered the world of equipment leasing as a partner in a leasing company that became one of Inc. magazine’s “500
Fastest Growing Companies” in 1983.
Despite never having taken an accounting
course, his appetite for numbers was obvious. LaChance would eventually part ways
with his partner and move on to form his
own company in what is today known as
Bankers Capital. Along the way, he formed
the relationships that have stayed with him
for the past twenty years, including one that
has emerged as a predominant party supply
store known as iParty. With stores around
the country, CEO Sal Perisano certainly has
a lot to keep track of; however, he hasn’t forgotten the role LaChance played in the successful launch of not just iParty, but one of
his first ventures into entrepreneurship, Videosmith. Through both of these challenging
endeavors, LaChance has been there.
“Our relationship goes back twenty years,”
says Perisano. “We leased networking computers through Larry (at Videosmith) and
BANKERS CAPITAL

then used him for a lot of equipment at iParty. We love Larry – you work with him because he’s the best.”
A common thread that extends between
all of his relationships is that LaChance is not
just a lender – he’s a shoulder to lean on, or
a sounding board for an entrepreneur’s next
venture. But to LaChance, it’s part of what
sets him apart from the conventional lending
environment of a highly-regulated banking
institution. As a non-conventional lender,
he enjoys the flexibility that his customers
benefit from, as it allows him to support innovative businesspeople who may be limited
by poor credit history or increasingly tight
credit markets.
“I look for opportunities that make sense;
most conventional lenders/ bankers look for
ways to reject the deal,” says LaChance. “A lot
of people call me Uncle Larry – I’m not only
their lender, I’m sometimes their accountant,
advisor, marriage counselor – you name it.”
Coupling that with his ability to put together deals in the blink of an eye, and it’s no
wonder his customers keep coming back.
“It’s terrific to have a resource like Larry,”

says iParty’s Perisano. “Quick thinking
and he doesn’t need a big commitment to
make a decision.”
Other area business owners echo Perisano’s impressions of LaChance. When
Paul Petersiel realized the potential for
reworking his waterfront bar at Red Rock
Bistro in Swampscott, his first call was to
Bankers Capital – not to put together a
deal, but to get his input on whether or not
taking down the walls and expanding the
bar footprint would make sense and offer
a positive ROI. LaChance liked the way
Petersiel was thinking, and they arranged
financing for a new bar area and the required equipment. These days, Petersiel,
proprietor of Red Rock Bistro, is enjoying
the success of a wildly popular restaurant
that has quadrupled in business since the
renovations to the bar wrapped up.
“(Larry’s) a guy I respect, and it comes
from listening to him,” says Petersiel. “He
knows when something makes sense, and
when it doesn’t – and he’s willing to take
a chance.”

Congratulations to
Bankers Capital
Celebrating 20 years of providing excellent
and reliable products and customer service.

ANDOVER | LAWRENCE | METHUEN | NORTH ANDOVER | SALEM, NH
DERRY, NH (WINTER 09) | 978.725.7500
For more information and a complete list of
locations and hours, visit www.riverbk.com

Member FDIC
Member DIF

If you build it, they will come
To keep a company humming as
LaChance does with Bankers Capital, instinct is critical to success. Every day, potential customers introduce themselves to
LaChance and his team, and oftentimes over
the phone. He can’t see them, but LaChance
knows if they’ve got a game worth playing
by listening – a simple but effective tool for
structuring deals that ensures everyone’s a
winner at the end of the day.
In order to do that, it takes an approach
that truly embodies the non-conventional
nature of his business. LaChance has seen
his competitors build a business out of
merely identifying deals, and not actually
seeing them through to completion. He’s a
self-described “non-flashy, non high-rent
district” kind of guy, choosing instead to
focus his investments of time and money
into his customers and also, his business.
Case in point: if Bankers Capital ends up
selling lightly-used equipment, something’s gone awry.
“Equipment should be producing income or producing savings,” says
LaChance. “If it’s not making or saving
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continued on page 8
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manager, monitors the movement of every last piece of
you money, you shouldn’t be
equipment – from the comacquiring it.”
puters at iParty to the stakes
Fortunately, with a 20in the ground at Cosentino
year history of financing
Signature Wines. She ensures
equipment deals around the
all documentation is in order
country and right next door,
to ensure vendors are paid on
LaChance’s instances of havtime and equipment is deliving to auction off a tractor
ered when it should be, saving
or sub-zero refrigerator are
their customers the hassle of
almost non-existent. “I have
tracking it themselves.
financed many leasing comA veteran of the equipment
panies (both private and publeasing industry, Vicki Jones,
Mitch Cosentino, founder of Cosentino Winery, standlic) in my 35 year experience
controller, has seen her fair
ing next to the French Oak barrels financed by Bankers
and never seen a company so
share of companies like BankCapital.
efficiently run as Larry’s,” says
ers Capital. She’s also seen
stakes for 240 acres of vineyards, he turned
Roger Allard, vice president and senior
many that grow too fast and build business
to Larry. When he needs the latest equiploan officer at Barre Savings Bank. “His
based on bad bets – in other words, they
ment from Germany, he calls Larry. And
bad debt is next to non-existent which is
didn’t check out the jockey.
when he needs French Oak barrels from
the greatest testimony to the quality of op“Some companies grow their business
15 different suppliers located around the
eration that Larry manages.” And given
just for the sake of growth and make bad
world – well, there’s a pattern here.
the number of customers he has that he
decisions on who to lend to,” says Jones.
“Most banks wouldn’t touch deals like
hardly ever needs to lay eyes on, having the
“They grow in such a way that they have
the vineyard stakes,” says Soldinger. “A
instinct to rely on the soundness of a busimore sales, more employees – but not
conventional lender? Not a chance. I’ve
ness plan and avoid the web of restraints
more income. Larry’s attention to detail
been doing this for 16 years and it can be
typical of a conventional lender is likely
doesn’t let that happen.”
excruciating for the run of the mill stuff.
the best asset in his portfolio.
For most employees, simply working
Larry knows what kind of questions to ask
“for business considerations – I like that.”
Of course, the liquidity with which
He allows me to stay on
Bankers Capital operates wouldn’t be posBankers Capital
top of my competition,
sible without an exceptional supporting
helps me pay deposits
staff. Soldinger points to the level of staff
and he’s never said no
involvement as an important reason for
quickly which results in
why he comes back to finance more deals
– Bankers Capital has
as his business continues to expand. When
equipment getting
you consider that his orders oftentimes
been a big part of my
circulate among numerous vendors from
delivered fast.
overseas, not having to coordinate orders
success.
and deliveries of equipment saves Soldinger a considerable amount of headaches.
“It’s a big relief to know I don’t have to
Take, for example, Ben Soldinger, direcfor a boss who knows which way the wind
deal with the vendors,” he says. “I work
tor of Cosentino Signature Wines PLC in
blows when it comes to making sound
with real people, who actually listen to
Napa Valley, California. When you opbusiness decisions would be a great place
what I need and get it done. Even when I’m
erate a full-blown facility with 5 wineries
to work every day; however, LaChance
establishing credit for the first time with
and 4 manufacturing plants, getting quick
takes it one step further and applies his
some vendors, (Bankers Capital) helps
response on essential equipment installs
well-regarded flexibility to his office staff
me pay deposits quickly which results in
is a necessity – as is never dealing with
as well. Jones is actually a resident of Spoequipment getting delivered fast.”
the paperwork. Soldinger has relied on
kane, Washington, and “commutes” via
Fortunately for its customers, Bankers
Bankers Capital for everything from the
internet-based phone service, which alCapital tends to hire only those professionFrench Oak barrels that store the wine to
lowed her to maintain her home base after
als who understand LaChance’s mission in
the stakes in the vineyards that support the
LaChance hired her following their meetthe unconventional leasing environment.
vines. When Soldinger ran into difficulty
continued on page 10
Debbie Wilbur, the firm’s documentation
getting a bank to finance the purchase of

” ”
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Ask Larry
1.) Despite having a sure-fire concept for a new business venture,
your past credit history causes your
bank to reject your loan application. What’s your best bet for getting the new equipment critical to
launching your business?
Finding a lender that’s not constrained by
the economy! While any lender must use
discretion when finding a partner to invest
in, non-conventional lenders can look at
the entire person – not just a credit score
or income statement. Non-conventional
lenders can still lend when banks are being denied the ability to help worthy businesses get off the ground.

2.) I’ve gone to the traditional banks
and federal business agencies, but
I can’t cut through the red tape.
Will a non-conventional lender offer me quicker turn-around?
Yes. They can look at not only the numbers,
but also the person. For an individual with
a sound business plan, appropriate collateral and a willingness to work with their
lender, they stand to experience a much
quicker application process. It all comes
down to the individual, however, and making sure they are as invested in their business as their lender is. Most lenders want
you to have skin in the game. Banks and
most government agencies are regulated
and they have so much more compliance
and red tape to deal with, there is no way
they can be as quick as a non-regulated,
non-conventional lender can be.

3.) What should you look for in a
non-conventional lender when it
comes time to find a partner to finance your equipment needs?
Applicants should investigate their lender
as much as the lender will scrutinize them.
Make sure they are someone you can work
with for the long haul. Relationships are

not just for the short term – applicants
need to make sure their lender is a partner
that has a track record not only for successful deals, but also in fostering a relationship that grows over the long-term.

4.) What’s so different about a broker versus a non-conventional
lender? Aren’t the end results the
same?
Typically, a broker is limited by a framework of requirements that do not allow for
flexibility. A non-conventional lender can
not only expedite payment, but also take
into account other forms of collateral that
a broker would not be able to consider.
This not only helps to expedite the approval process, but gives the applicant
multiple options. Brokers do not fund
the transaction. They only look for lenders
like ourselves to match the credit with our
appetite. We approve the deal, we fund
the deal, and live with the customer from
“Cradle to Grave”

at times like these. Banks only like to lend
money to companies who don’t need it.
They do not like to hear stories regarding
your credit. Remember one thing: We are
business people first and lenders second.
If we can think like the business owner, it
is much easier to lend to them and work
together to develop a long term relation■
ship.

PHOTO/FREDERICK PECK
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continued from page 7

5.) After the economy’s sudden downturn, your bank
is no longer willing to lend
you the money you need
to support important upgrades to your business
– even though your payment history and credit
are excellent. What’s
your plan B?
Commercial lending is not
going to loosen up any
time soon. Banks cannot
take risks right now, but a
non-conventional lender
can. Banks are betting on
the lender; the lender is
betting on the applicant.
Smart lenders still have the
record and reputation to
gain access to capital, and
they’re your best friend
Celebrating 20 Years
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Congratulations
Bankers Capital
and thank you for keeping us the
leader in the tanning industry.

1103 Main St.
Holden, MA 01520

508-829-4826
BANKERS CAPITAL

312 Main St.
Hudson, MA 01749

978-567-8999

734 Grafton St.
Worcester, MA 01604

508-797-4447

120 Stafford St
Worcester, MA 01603

508-792-0477

A T
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Protecting Your Business & Professional Interests

Sal Perisano, CEO of iParty.
continued from page 8
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SAGER & SCHAFFER LLP

ing at a leasing conference. Jones credits
LaChance with having the vision necessary to compile a team of individuals who
work well together, and not let details like
her address on the other side of the country interfere with the synergy the Bankers
Capital team possesses.
“I’ve never worked anywhere for more
than 4 years,” says Jones. “Eventually I get
bored, or hired away – I’ve been here for
5 years and I would never leave. (Larry’s)
smart about the way he manages the company, and he puts an incredible amount of
effort into everything he does.”
Room to Grow
Over the last twenty years, LaChance
has converted numerous business acquaintances into friends. Ask any one of his customers what sets Larry apart, and despite
being from a plethora of diverse industries
– telecommunications, finance, leisure and
restaurants, to name a few – they unanimously agree it’s how LaChance’s role has
transitioned from that of a lender to one
of a partner.
Gary LiBrandi, president of Tropic Sun
tanning salons, has come a long way since
opening his first store on Grafton St. in
Worcester. Nowadays, Tropic Sun is synonymous with having the latest in highend equipment for area tanners. Who
does he credit that success to? Bankers
Capital.
“Larry understands the small businessman,” says LiBrandi. “He allows me to stay
continued on page 13

Congratulations
Bankers Capital
on over two decades
of success!
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SAGER & SCHAFFER LLP
FOCUSING ON BUSINESS LAW
AND LITIGATION SERVICES
GENERAL BUSINESS
CORPORATE FINANCE
MERGERS AND ACQUISITIONS
EMPLOYMENT
REAL ESTATE
TECHNOLOGY
HEALTH CARE & INSURANCE
COVERAGE
Steven T. Sager  ssager@sslegal.com
Jeffrey K. Schaffer  jschaffer@sslegal.com
Natalie U. Luongo  nluongo@sslegal.com
Tel: 508-898-9900



www.sslegal.com

Committed to
helping your
business thrive
by providing
targeted and
results-oriented
legal representation.
Pamela H. Sager  psager@sslegal.com
Lauren K. Perry  lperry@sslegal.com
George M. Thompson  gthompson@sslegal.com
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Westborough, Massachusetts

Celebrating 20 Years

Bankers Capital Helps Businesses Grow
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on top of my competition, and he’s never
said no – Bankers Capital has been a big
part of my success.”
Ron Contrado, CEO of Homisco, a
global telecommunications company
headquartered in Melrose, echoes Librandi’s sentiments. LaChance has traveled with him to Texas to assist with the
purchase of a company, as well as helping finance equipment deals at his local operations in their 22-year relationship. Though he recognizes they’re both
in business to make money, LaChance’s
operations are run differently than most
lenders.
“I can ask him what he thinks about
my ideas,” says Contrado. “Even though
he would like to put together a deal every
time, he won’t do it – he’s a friend. He’s
not just about the money.”
His clients’ support notwithstanding,
LaChance himself has earned a reputation
among is peers for success in the equipment leasing world. Locally, he sits on

Ohio
Food Manufacturer
Sandwich Franchise
Landfill
Lumber Co.
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California

New York
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Construction Co.
Health Club
Sheet Metal Co.
North Carolina
Hotel Chain
Drilling Co.
Restaurant

Washington
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continued from page 10
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Oregon
Portable toilet Rental Co
Excavation Co.
Pennsylvania
Newspaper
Overhead Door
Consulting Co.
Rhode Island
Construction Co.
Tax Service
Jewelry Manufacturer
Ambulance Co.

PHOTO/COURTESY

Coast To Coast

continued from previous page

Leeber, president of the Marlborough Chamber of Commerce.

the boards of the Marlborough Regional
Chamber of Commerce, and the Marriott
Custom House in Boston. And recently,
LaChance earned a place on the board of
Certified Leasing Professionals Foundation, a national organization that recognizes its members who, through continued advancement and education, meet
continued on page 14
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South Carolina
Owner/Operator-Trucking
Mexican Restaurant Chain
Arizona
Agricultural Packaging Co.
Iron & Metal Co.
U.S. Food Service

Georgia
Landscaper
Cable Co.
Insulation Co

Maine
Propane Co.
Building Supply Co.
Dentist

California
Wineries, Software Co.
Telecommunications Co.
Olive Grower, Steel Co.
Pizza Franchise
Label Manufacturer
Tire Repair

Illinois
Payroll Co.
Radio Station
Restaurant Chain

Massachusetts
Restaurants
Tanning Salons
Railroad
Construction Companies
Party Goods Retailer
Trucking Co.
Software Co.
Roofing Co.
Limo Co.
Printers
Retailers
Computer Training School
Ambulance Co.

Colorado
Drilling Co.
Connecticut
Construction Co.
Lumber Co.
Florida
Tire Distributor
Restaurant
Party Goods Retailer
Auto Repair
BANKERS CAPITAL

Indiana
Truck & Equipment Rental Co.
Truck Dealership
Recycling Co.
Iowa
Bakery
Kentucky
Franchise Hotel
Louisiana
Trucking Co.
Concrete Co.
Doctor-MD.
Towing Co.

Mexico
Clothing Manufacturer
Michigan
Auto Body
Biotech Testing Co.

Nebraska
Portable Toilet Rental Co.
Food Supplier
Nevada
Mechanical Technology Co.
Printing Co.
Marble & Granite Co.
Recycling Co.
New Hampshire
Construction Co.
Foundry
Sheetmetal Contractor
College
Sand & Gravel Co.
New Jersey
Home Healthcare Co.
Animal Hospital
Public Biotech Co.
New York
Tree Co.
continued on next page

Tennessee
Construction Co.
Texas
Indoor Golf Facility
Bakery
Oil Drilling Co.
BP Products
Shipping Franchise
Food Manufacturer & Distributor

Central One Federal Credit Union
congratulates Bankers Capital on
20 years of service!

Vermont
Division of High-Tech Manufacturer
Virginia
Regional Airline
Washington
Trucking Co.

World Class Service Since 1952

www.centralfcu.com
714 Main Street
Shrewsbury, MA
508-842-7400 • 800-527-1017

148 Main Street
Northborough, MA
508-393-8112

63 Southbridge Street
Auburn, MA
508-832-2100

Celebrating 20 Years

CONGRATULATIONS TO
BANKERS CAPITAL
ON ITS 20TH ANNIVERSARY!

Burton Chandler
J. Robert Seder
Marvin S. Silver, P.C.
Robert S. Adler
Todd Rodman
Kurt L. Binder
Kevin C. McGee
Paul J. O'Riordan












the high standards for professionalism
as outlined by the Foundation. Susanne
Morreale Leeber, president and CEO of
the Marlborough Regional Chamber of
Commerce, has seen first-hand the benefits of LaChance’s experience, which

Congratulations Bankers Capital
on 20 years of success.

PHOTO/COURTESY

ATTORNEYS

continued from page 13

Jeffrey P. Greenberg
Philip F. Coppinger
James A. Vevone
Carissa M. Padovano
of Counsel
Hon. Mel L. Greenberg, Ret.
Darragh K. Kasakoff
Howard E. Stempler

FINANCE, BUSINESS AND INSOLVENCY LAW
ESTATE PLANNING AND ADMINISTRATION
REAL ESTATE LAW
TAXATION
LITIGATION AND APPEALS

339 Main Street
Worcester, MA 01608
(508) 757-7721

8 Lyman Street, Suite 206
Westborough, MA 01581
(508) 366-5006

WWW.SEDERLAW.COM
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Congratulations
Bankers Capital

on 20 years of excellence

Thanks Larry!!
With your help we achieved over $100,000,000 in
exports to Africa of our telecom products.

99 Washington St. | Melrose, MA 02176
Phone: 781-665-1997

Fax: 781-665-3013

Roger Allard, vice president and
senior loan officer, Barre Savings
Bank.

he shares with Chamber leaders and its
members on a regular basis. In 2006,
the Chamber recognized LaChance as its
Business Person of the Year.
“I have come to depend on Larry’s financial expertise and experience to advise me with the financial decisions for
the Marlborough Regional Chamber of
Commerce,” says Morreale Leeber. “The
volunteer hours and contributions that
he has given to the Chamber have truly
helped position us as ‘The Chamber of
Choice’.”
Despite these milestones, LaChance
sees the potential for more. With the financial crisis tightening up credit markets, he’s seeing more opportunities than
ever coming in the door. But with that
comes the need for greater discretion,
certainly a tactic he’s sharpened over the
years. Nevertheless, the desire to grow is
strong, and the possibilities are endless for
Bankers Capital.
“I have not even scratched the surface of the opportunities out there,” says
LaChance, “and our opportunities are
■
only going to become greater.”
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Accounting • Assurance • Business Consulting • Litigation Support • SOX 404 • Tax

1400 Computer Drive • Westborough, MA 01581 • 508-926-2200 • www.ccrllp.com
BANKERS CAPITAL
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Turn to us for all your
Equipment Leasing and Finance needs
• Any equipment, Any industry
• We look for ways to approve you, NOT reject you
• We guarantee a response to you within 24 hours
Larry LaChance, President
CertiƤed Lease Professional
larryl@bankers-capital.com

www.bankers-capital.com

888-LEASE69

