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What advice would you offer to women
juststarting outin the industry?

Be confidentin your strengths and do not
hesitate to reach out to colleagues and
industry partners to gain knowledge in
subjects that are not your area of exper-
tise. When attending networking events,
be a connector; not everyone you meet will
be someone who is a referral partner or
prospect for you, but in helping the other
person you will gain people’s trust and

in doing so will develop a reputation for
being helpful; ultimately, that will come
back to you in multitudes over time.Be a
voracious reader, listen to podcasts, and go
to educational conferences.

What do you know now that you wish you
knew in the beginning of your career?

I wish I knew that there was an industry
called the asset-based lending industry
and that my background in sales and mar-
keting would be of value in this industry. |
fellinto this industry literally by accident. |
did not have a financial background; how-
ever, my skills in sales and marketing are
integral to the success that | have enjoyed
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in this industry. Without strong business
development people, it is difficult for a
business to grow. | have learned so much in
my 20 years in thisindustry and can speak
fluently in the language of finance, but
first and foremost, sales drives revenue;
therefore, no matter what your title is at
your firm, always keep in mind that you
need to develop business for your firm.

What kind of role has mentoring and/or
sponsorship played in your career?
Overall, I thinkit’s very important at the
early stages of one’s career to find some-
one willing to share their successes and
failures and what they have learned as a
result of their experiences.

In my current role at Prestige, | have
been extremely fortunate to be mentored
by both our president and CEO, Harvey
Kaminski, who advocates for new busi-
ness and is always willing to try a creative
approach in order to finance a deal and
by our executive vice president, Stuart
Rosenthal, who has specifically given me
guidance in the art of negotiation.

What do you think the industry could do to
attract and retain the best and the bright-
est today?

Many people in ourindustry, based on
conversation, seem to have come to this
career almost by accident, as | did. I think

that there should be outreach on college
campuses, not just for finance posi-
tions, but for strong sales and marketing
positions. Many of my children’s friends
in college who are obtaining degrees in
finance, accounting, sales and marketing
are unfamiliar with this industry and the
career path and financial success one can
obtain working in this industry.

Tell us something about yourself that may
surprise people.

Early in my sales career, | worked in the
custom suit industry. We sold high-end
suits to executives in their offices by ap-
pointment. During the Eastern Airlines
bankruptcy, the attorney featured on
the cover of The New York Times was the
legendary Harvey Miller of Weil Gotshal.
Fearlessly, | called the switchboard
after hours and asked to speak with Mr.
Miller. He answered the call and, when

I suggested that he may need some
beautiful new custom suits for his daily
cover photos on The New York Times
site, he laughed and invited me to his
office. | then became his custom clothier.
Many years later, he was honored at a
TMA awards ceremony and | introduced
myself by saying, “What a beautiful suit!
You seem to have found a new clothier
who is keeping you looking dapper!” He
is sorely missed in our community.
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