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Consolidates Loans to Lower 
Monthly Payment
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Overview
The owner was looking to purchase a $500,000 horizontal machining center to assist 
with their growing aerospace work and approached Manufacturers Capital for an 
equipment loan. They already had eight machines financed with six different lenders, 
totaling $43,000 in payments per month. Simply adding a new loan for the horizontal 
machining center would bring their total monthly cash outlay to $50,000, increasing 
monthly payments by $7,000.

Addi�onally, they wanted to acquire a finishing business, which performed work that 
they previously outsourced, to round out their business even further. This acquisi�on 
would require $600,000 in working capital to purchase new equipment, tooling and 
automa�on. 

Solution
A�er speaking with the customer and touring their 
facility, a representa�ve from Manufacturers Capital 
iden�fied an opportunity for them to consolidate 
their exis�ng debt. This would not only simplify 
making payments for the owner, who was having to 
pay 6 lenders each month, but would also provide 
the company an opportunity to lower their 
monthly debt service by $6,000, even when 
adding a new machine purchase. 

In this transac�on, Manufacturers Capital paid off 8 pieces of their equipment and refinanced 13 addi�onal pieces. 
This consolida�on and refinance resulted in one monthly payment. Since the customer had built up equity in some 
of those machines, he was able to use that equity as collateral for a working capital loan, which he used to purchase 
the finishing equipment and other related tooling.

Equipment: Horizontal Machining Center 
Industry: Manufacturing
Loca�on: South
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COMPANY BACKGROUND
The company was started in 
the early 2000s and 
specializes in high-end 
produc�on of components 
for the aerospace, 
appliance, military, 
recrea�onal vehicles and 
a�ermarket automo�ve 
parts.
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Manufacturers Capital provided this 
manufacturer with an alternative �nancing 

solution that lowered their monthly 
payments, giving them an opportunity to 

add the new horizontal without any 
additional costs and while obtaining cash 

out for additional automation for their 
acquisition.


