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CEOCFO: Mr. Corona, would you tell us the idea behind 
Merchants Preferred Lease-Purchase Services?
Mr. Corona: The idea was born about five years ago, when we 
identified a segment of the consumer buying public that was not 
able to purchase furniture, appliances, electronics, and other 
household goods because they did not qualify for traditional credit 
financing. Lease-Purchase was then conceived on the basis that it 
provided this credit segment an alternative to make these 
purchases through merchants that sell those products. It essentially 
provides them a more affordable and flexible option to rent-to-own 
stores. Fast forward to today, we believe our business model, which 
integrates web-based automation with reliable service, is 
transformative in terms of how financial products are, and will be 
extended to consumers.  

CEOCFO: Would you tell us about how Merchant Preferred works today?
Mr. Corona: Over the last five years we have developed a proprietary web-based technology application that allows us to 
offer our lease-purchase services to qualifying merchants. We prospect and solicit merchants that have a need for our 
services. Merchants first go through a qualification process, once they are approved they have full access to a customized 
portal. The portal allows them to make our lease-purchase programs available to their prospective customers.  In most 
cases, customers are initially pre-qualified so they know how much they are approved for. Lease-purchase decisions are 
made in seconds. At that time, the customer can select merchandise for purchase. Once merchandise has been selected, 
the merchant facilitates the contract. Upon transaction completion, the merchant will deliver the merchandise and the 
customer’s lease commences. 

CEOCFO: Do most businesses that work with you already have a program in place and they are replacing 
something or are there businesses that do not have anything and are trying to expand their reach?
Mr. Corona: It is a bit of a mixed bag but most retailers will have access to what we will call prime credit service provider.  
Most merchants have some sort of a lease-purchase or second-look financing product or service in place for customers 
that do not qualify for prime credit services. Then again, it is becoming less the case because lease-purchase has 
become much more mainstream than in prior years. 

CEOCFO: What do you look at when you are reviewing whether you want to do a lease for a customer?
Mr. Corona: The application process is fairly brief and can generally be completed in a few minutes. Based on the 
information provided by the applicant, our technology renders a decision in seconds. 
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CEOCFO: What is involved on your end once you have provided the financing for someone?
Mr. Corona: In most cases customers sign up for ACH (automated clearing house) draft or debit. Our technology 
application is highly automated which enables us to service our customers very efficiently and effectively. Our collections 
team leverages multi-faceted telephony technology that executes call campaigns to optimize results.

CEOCFO: How do you get businesses to pay attention? How do you standout when you are approaching and 
talking with a dealer?
Mr. Corona: When we started this company five years go there were only four or five lease-purchase providers, however, 
there have been several entrants since then. This is a complex business, you have risk associated with the consumer, risk 
associated with the merchant, and as in any business there are execution risks as well. We differentiate with our value 
proposition which is first and foremost service. We get very high marks in terms of the service we provide our merchant 
partners. Second would be technology, making sure that our technology is easy to use. Most of the transactions are 
automated and do not require human intervention, however, some do require attention and our merchants know we are 
immediately accessible when they need us. Additionally, we have invested in a sales organization that provides dealers 
with a representative in their local market that can help with training, ongoing support, and collaboration. We are always 
soliciting our merchants for feedback that we utilize to enhance our value proposition, and help them generate more sales.

CEOCFO: What is next for Merchants Preferred Lease?
Mr. Corona: We are proud of how much we have accomplished in four years. Our infrastructure build out is complete, we 
have well developed lease origination and servicing processes, proprietary risk modeling, and highly automated 
processes to optimize control. Additionally, we have completed our geographical expansion and now service merchants in 
44 states and Washington DC. From here, we intend to continue to execute our strategy of aggressive and controlled 
growth. There are a lot of consumer products that we believe lease-purchase is very well suited for. The scalability and 
flexibility of our platform provides us the ability to continue to expand our finance products and services and become a full-
service consumer financing/leasing organization. 

“We believe our business model, which combines technology automation with reliable service, is 
transformative in terms of how financial products are delivered to consumers.”- Joe Corona


