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hat are the hottest trends for tech-

nology for ABL? What technological 

advances have been happening?

SMITH:   In terms of technology in ABL, 

at HPD we’re looking at the case for 

data science or ‘big data’. Through data 

science, we ask what can be mined 

from all the information that’s sitting 

on an ABL platform.  Specifically, what 

kind of measures can be used to retain 

clients, control risk, save them money 

and support business growth?

Additionally, because we operate in 

over 50 countries, we’re seeing a real 

global trend around the theme of 

data extraction. Getting information 

directly out of the clients’ account-

ing systems is becoming increasingly 

important, especially when put it into 

the context of factoring and FinTech.  

A huge part of the FinTech strategy is 

to get up close and personal with your 

clients’ accounting systems.  

QUINN: I would say to Tony’s point the 

big data aspect and having flexibility 

to pull and process that data in an 

automated fashion is more and more 

important.  We have some clients that 

are currently running full automation, 
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everything from the prospecting of 

new clients through the operations 

through collections. Everything is be-

ing done through technology through 

the ability to tie into external systems, 

processing that information, and also 

performing transactions through our 

web portal.  Our clients are providing 

this portal on the front end to their 

customers and also rely on the back-

end workflow and process execution 

engines to process transactions in an 

automated fashion so that operations 

personnel can manage by exception. 

The core focus seems to utilize tech-

nology to increase efficiency, remain 

compliant, increase revenues and 

reduce costs.

LEE: Yes, I totally agree that big data, 

analytics, modeling, all of that is key 

and continues to grow in importance.  

There’s so much information now that 

it’ll take more effort to choose the 

right information that can actually 

help with lending decisions and to 

help manage risk.  So, there is work 

around that to refine it, to make the 

data intelligent.

I also want to add on to Billy’s 

point, around automation and talk 

about cloud-based systems and infra-

structure. We’re seeing it continue to 

mature with vendors like Amazon AWS 

and Microsoft Azure competing to 

optimize it at lower costs.  As a result, 

we’re seeing new entrants because the 

cloud systems take away the hassles 

and pains of managing the software, 

and setting up the infrastructure. All 

of that really lowers the barriers and 

costs for a variety of players to come 

into the space, and this is changing 

the market dynamics.

I would add that with FinTech and 

all of the online lending marketplaces 

that have come about, it’s changing 

the customer experience, too.  Cus-

tomers are going to be more demand-

ing and are going to expect more from 

their lenders through better online ex-

periences and improved conveniences. 

Lenders can also take advantage of 

the instantaneous feedback loop that 

is possible online to improve what 

they offer to customers.  Technology is 

raising the bar. The experience for the 

customer is going to have to improve 

and a lot of players are working to do 

this. 

McKINNEY: I certainly agree with 

everything that’s been said. We’re see-

ing the need to bring automation and 

efficiency to the entire process. And 

I think Billy kind of touched on this, 

but it’s not only the servicing; it’s the 

finding of the prospects, the convert-

ing them to clients, the onboarding 

and ongoing servicing.  It’s the entire 

thing. And it’s bringing to bear any 

type of automation and efficiency that 

will drive down the cost of lending 

and improve the borrowing service.

Also, specific to big data and the 

analytics, there is the true valuation of 

collateral.  Some of the newest lending 

collaterals are collaterals that have 
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specific types of risk associated with 

them.  So building new and improved 

ways of providing the proper valua-

tion for those collaterals is becoming 

paramount.  

How do you stay on top of market 

trends?

SMITH: There are trends in the lending 

industry and technology trends; the 

latter is what I will mostly cover. First 

and foremost, we listen to our clients 

and the challenges they are facing, 

and we work closely with them to help 

them overcome these challenges. We 

also attend a lot of industry events, 

not just ABL, but alternative lend-

ing, FinTech, and trade associations 

around the world.  

However, I’d say, most importantly, 

we employ the right people - staff who 

are curious to develop and who keep 

on top of current trends through read-

ing, working closely with our clients 

and attending training courses.  

And with our international foot-

print, we are able to apply thought 

processes and strategies in one part 

of the world and bring it to another. A 

good example would be in Scandina-

via, where they don’t do invoicing and 

payment processing, as we know it; 

everything is digital.  This extraordi-

narily efficient way of doing business 

is something we’d like to see replicat-

ed around the world.  

QUINN: I would second Tony’s com-

ments.  It’s particularly important to 

listen to clients both across the world 

and domestically.  Some of our FinTech 

clients are looking to us for advice 

on how traditional lending is done. In 

addition, our traditional client lend-

ers come to us for advice. As I think 

everyone’s aware, they’re keeping an 

eye on what our FinTech clients are 

doing. Our traditional clients are ask-

ing, ‘How do we keep abreast of what’s 

going on in the technology market?’ 

We also attend webinars, confer-

ences, and review market news on a 

daily basis. But also to Tony’s point, in 

having the appropriate business ex-

perts internally, both domestically and 

global, we can bring new ideas across 

our client base and also implement 

that in our software as a standard 

feature. This also includes listening to 

other providers to the commercial fi-

nance industry such as credit insurers 

and collections clients. 

LEE: I would say the same thing and 

also stress that working with, and at-

tending different types of tradeshows 

not directly related to ABL, gives you 

insight into what the trends are and 

what can happen in the future.  

Would you say finding the right 

people is pretty easy to do it or is it 

hard to find the right fit?

McKINNEY: Well, there are two major 

types of people in our group that 

we’ve hired. First, there are those from 

the industry itself, and they know the 

business. That is extremely important, 

as Billy emphasized, because they 

know the challenges, and they’ve sat 

in the lenders’ chairs.  They know what 

it’s like to have a bad deal.  

Second, there are the technical peo-

ple. And that is so important, because 

as long as they’re inquisitive, as long 

they’re willing to stretch their wings 

and keep current on technology, you 

can join the two types together and 

come up with interesting alternatives 

to standard business challenges.

I think Tony makes a very good 

point, when he talked about the need 

for openness and integrating new 

systems in the challenge of cyber 

security.  The skills required are very 

diverse, so you now need people who 

are both versed in the industry, and 

the market, and people who are spe-

cialized in cyber security and specific 

technologies.  

QUINN: In regards to finding people 

in the marketplace, as we saw with 

some recent international commer-

cial finance standards convergence, 

people need to be more open-minded. 

The market is changing so they need 

to be flexible and inquisitive enough 

to keep their minds open to different 

products. I think the convergence of 

commercial financiers and industry 

standards shows that the industry is 

changing, where there needs to be a 

multi-product approach. If approached 

from an open-minded point of view, 

people can be found. Specific product 

experience will always be important, 

and the right business and technology 

experts can be found through looking 

in the appropriate channels.  

How quickly does the technology 

change in this field?

SMITH: I recently had lunch with 

someone involved in trade associa-

tions, and we kind of wrung our hands 

about exactly that point. It can’t 

change fast enough in my mind.  In 

other words, you see an opportunity 

and you want to get it done, yesterday.  

However, if you throw 5 or 50 program-

mers at it, you’re not, necessarily, 

going to get a better outcome sooner. 

You’re eventually going to get a qual-

ity outcome, but how fast you can do 

it is always a challenge when it comes 

to developing code. Also key is decid-

ing what the right new thing is so you 

prevent wasting time and money.

McKINNEY: The technology changes 

fairly rapidly.  I think there’s also the 

matter of acceptance and perhaps 

that’s what Tony’s getting at--that 

sometimes you adopt a technology 

and bring it to market, but the market 

doesn’t adopt it, so it’s not quite suc-

cessful. Maybe it’s ahead of its time. 

Certainly those of us who do busi-

ness in multiple countries know that, 

especially in banking, various regions 

are light years ahead of others. It’s 

not that the technology is not there. 

It’s just the technology is not utilized 

or accepted, so it’s not a universal 

solution.  

QUINN: We see a lot of the actual 

resistance to change; although, from 

a business level in traditional lending, 

they’re seeing FinTech providers pop 

up. We see a lot of resistance to that 
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change unless it’s absolutely forced 

at the appropriate level within the 

organization. Typically, this is at a 

senior management business level. 

Technology is changing rapidly but 

the business mindset is not, in a lot 

of cases. So the technology is there, 

the features are there in a lot of cases, 

but it takes a while to adapt from a 

process perspective.  

LEE: In terms of how fast technologies 

change, there are improvements oc-

curring all the time but actual change 

is driven by market factors, whether 

from client’s customers, competitors, 

or management within the organiza-

tion.  Staying on top of the industry 

technology trends, looking at where 

the industry open standards are go-

ing, as well as what some of the big 

movers and shakers are involved with, 

can provide good insight into whether 

technologies will last or not. 

SMITH: Banks and non-bank finance 

providers need to be careful when 

choosing new technology.  As a rule, 

they want someone else to take the 

plunge with the latest thing.  If the 

new technology proves to be safe and 

worth the investment, that is when we 

see our prospects and clients move.

LEE: Yes, and I think they’re just more 

comfortable with the status quo; they 

just don’t want the change in certain 

cases.

SMITH: Well, but they are banks and 

there’s a reason why they’re banks in 

that they are, as a rule, staid organiza-

tions, and  sometimes they need to be 

more careful.

QUINN: Yes, what we’re seeing is the 

FinTech clients that we’ve spoken to, 

from the very beginning, said, ‘We can 

do all of this through complete and 

100 percent automation.’  What we’re 

seeing is that it’s kind of becoming an 

“in between” in regards to automa-

tion.  FinTechs are already growing 

their back office because they realize 

what banks have been doing for many 

years has been tried and trusted and 

proven. They are starting to see that 

true end-to-end full automation is not 

as viable as initially thought. However, 

the banks are being forced in many 

ways to change, to come closer to what 

the FinTechs are doing. So we think 

it’s more of an in-between scenario of 

newer and existing technologies and 

mindsets that will ultimately prevail.

What are your clients needing or 

requesting and how are you respond-

ing? 

SMITH: One platform that manages ev-

erything. They don’t want a factoring 

platform and a separate ABL platform 

with their supply chain finance busi-

ness on another system and the floor 

planning operation on yet another. So 

that involves flexibility and being able 

to fit different lending styles onto the 

same system.

I think they also want to know that 

their software company is investing in 

their own software.  Software develop-

ers should bring to the market things 

that we thought of in our own back 

room.  We must be truly a solutions 

provider. Lastly, I think our factoring 

clients need help rising to the chal-

lenge of FinTech. Many of the tools 

that have been mentioned previously 

will help them become more respon-

sive and able to meet the funding 

requirements with the standards that 

are now being set by these new play-

ers in the marketplace.

QUINN: I would absolutely agree, 

especially on the multi-product offer-

ing. Clients are even starting to offer 

new prospects some initial questions 

through our portal and then propos-

ing different financing products to 

these prospects automatically. All of 

this is done through an alignment 

with what’s going on in the general 

world through web-based portals. Also 

we’re seeing they’re requesting more 

mobile application functionality so 

clients’ customers and partners can 

log in and perform transactions over 

a mobile device. This includes transac-

tions such as checking the state of 

their accounts, pulling reports and 

making payments. We’re seeing our 

client requests align more with what’s 

happening in general around web-

based tools.  

LEE:  I would agree with that.  That’s 

one of the top requests. Lenders are 

having to be more creative about how 

they structure their deals, and they 

need a platform that can accom-

modate the different ways they’re 

structuring their deals.  They want to 

be able to switch deals between dif-

ferent asset classes within one single 

system, and have a lot of flexibility.  It 

also helps to lower the training effort 

for their internal staff to not have to 

work through multiple systems.  So, 

that’s some of the biggest things that 

we’re hearing.  

We’re also hearing that these lend-

ers are looking for ways to differenti-

ate as things get more competitive. 

Being able to do some customization 

and tailoring a system that is unique 

to a given lender gives them an edge 

and a differentiation. 

McKINNEY:  I think it’s absolutely 

correct that they have to find new and 

better ways to say ‘yes’ without taking 

on additional risk.  So this is a good 

thing, actually, in the industry--that 

borrowers are able to look at lenders 

with the online systems that are avail-

able now. And that lenders are able 

to work across products…they’re not 

compartmentalized as they once were.  

Lenders can look at the borrowers and 

put together a deal that makes sense 

with the appropriate risk.  

The other thing I would add is that 

lenders are no longer willing to use 

disparate systems and repetitively 

key data from one place to another. So 

interoperability and integration are 

definitely in demand.  This is espe-

cially true when there are third-party 

information systems or other anything 

required for safely delivering these 

products.
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An established system is a large 

investment, but thousands of tech 

startups are looking at ways to make 

existing technology obsolete.  Which 

are the emerging new technologies 

that keep you up at night?

SMITH: Anything that helps our clients 

to improve their customers’ experi-

ence, such as onboarding tools. Also, 

we pay a great deal of attention to 

controlling risk and improving ef-

ficiencies and profitability.  HPD is 

also investigating developments like 

Bitcoin and other radical changes in 

how transactions are settled.  Finally, 

how we can help our clients leverage 

all the information that they have in 

their databases to support business 

growth and better manage risk.

LEE: What’s continuing to blur the line 

are the tablets and the mobile devices, 

and being able to display the applica-

tion across all those devices in a way 

that is very user-friendly and acces-

sible anywhere for the customer. Also, 

automation tools to help clients ana-

lyze their data and that can provide 

valuable insight quickly.

QUINN: Well, we have a few FinTech 

clients, so we work with them on new 

technologies and what’s going on in 

the FinTech world.  But we also discuss 

with our traditional clients on an 

ongoing basis with them and say, ‘You 

know, if we see a technology out there 

that they can benefit from, we’ll look 

at it.’ We don’t necessarily look at it 

as a threat.  We look at it as a poten-

tial collaboration and partnership. I 

think it’s key to keep our technology 

flexible enough to interact with any 

new technology that gets introduced. 

In this way, if Codix can’t offer the 

functionality for some reason, at least 

our software can interact with it. 

The one technology we’re keeping 

an eye on is the block chain technolo-

gies and how that’s going to impact 

the industry. As of today, that’s still 

under discussion and debate, on how 

that’s going to impact as it’s going 

through proof of concepts.  

SMITH: Block chain is being very 

closely watched, and not just in this 

industry. Bitcoin and other new tools 

have the potential to be truly disruptive 

when it comes to how money moves. 

How do you balance the need for sys-

tems to be able to be open and con-

nect with other customer systems, 

with the rising tide of cyber-crime?

LEE: You need to stay vigilant and uti-

lize the most robust industry standard 

security protocols along with safe and 

sound data management practices. 

Most new systems today support 

modern messaging and web services 

architectures.  It’s important for any 

software vendor to stick with highly 

vetted and widely used industry open 

standards where possible. We support 

Secured Web Services. Our system 

maintains high interoperability with 

external systems without sacrificing 

security. 

QUINN: As a software provider, we 

strive to provide the most open flex-

ible and open integration points. This 

includes manual uploads through web 

portals and file drops, through full au-

tomation like computer-to-computer 

transfers. We handle both full admin-

istration of client servers and a hybrid 

model where clients handle admin-

istration duties, but we usually have 

ongoing conversations with clients on 

the following:

• Making sure network level security 

is appropriate (secure VPN’s fire-

walls, DMZs, IDSs, etc.)

• Operating system, database, and 

related software patching levels are 

kept up to date

• Codix’s application is kept up with 

any security updates, continuous 

OWASP testing on external facing 

application

• Appropriate application authenti-

cation mechanisms to help avoid 

phishing (e.g., two-factor authenti-

cation)

• Highest encryption levels to pre-

vent sniffing.

 An important aspect with connecting 

with customer systems is there needs 

to be involvement from the customer, 

in addition to the commercial finan-

cier. It’s important that the endpoint 

on the customer side is also secure, so 

teamwork with customers is key. We 

always work with our clients to make 

sure security is foremost, while main-

taining the usability and ability to 

connect with other customer systems.

Any final thoughts? 

QUINN: I would just mention the 

importance and ability of having 

multiple sources of information and 

having a single system.  What we’re 

also seeing is our clients, whether it’s 

to retain clients or to gain new clients, 

are sometimes forced to offer new 

products through their commercial 

finance platform. So, in the supply 

chain finance world, which a lot of 

people refer to as reverse factoring, 

we’re seeing clients actually take in 

purchase order information, ship-

ping information and also receivable 

information. They then offer pur-

chase order finance backed by a more 

secure receivable finance offering, for 

example. They can also use technology 

to match and reconcile all of the infor-

mation received to add another layer 

of de-risking the financial transaction.  

So, they’re offering products that they 

typically would not have offered.   TSL
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