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By Julie Ann Blazei, President / CEO, TRICOM

TOP 4 MISCONCEPTIONS

About TRICOM and  
Asset Based Lending

Did you know that coffee beans aren’t beans but are  
actually seeds? Or that peanuts aren’t actually nuts but  
are legumes, part of the same plant family as beans  
and peas?  
 
What does this have to do with staffing? A lot, actually.  
 
It challenges what we think we know or make 
assumptions about. In the morning, when you’re 
reaching for that first cup of coffee to jump-start your 
day, does it really matter if a coffee bean is a bean or  
a seed? Probably not.  
 
But when it comes to the assumptions that are made or  
the misconceptions that are held about providers that  
offer services for your staffing company, it can make 
a big difference. Specifically, misconceptions can 
prevent you from making well-informed decisions 
for your company, which, in turn, can impact: 
 • How happy you are with how your business  
      is going
 • How smoothly your day-to-day operations flow
 • How you spend your time
 • Your bottom line
 
We think those are some pretty big stakes. That’s why  
we feel it’s important to address some of the miscon- 
ceptions we hear as we talk to staffing company owners 
and executives across the country – misconceptions 
about TRICOM, asset based lending, what we do, and 
how we work with staffing companies.  
           

  Misconception #1:  
TRICOM is a Factor. 
We hear this a lot, actually. There’s a pretty big 
difference between Factors and Asset Based Lenders. 
With both relationships, your receivables are used 
as collateral for financing. That’s about where the 
similarities end.  
 
There are two types of Factor relationships: Recourse 
and Non-Recourse. In both types of relationships,  
the Factor takes ownership of the receivables. In a  
Non-Recourse relationship, the Factor does not require 
the staffing company to buy the receivables back within 
a set term, such as 90 days.  
 
With a Factor, the Factor’s name appears on the 
customer invoice and they may require customers to 
make checks payable to them. This can potentially 
cause customer confusion and delays in payment (with 
corresponding interest charges).  
 
Also, some Factors, especially in Non-Recourse 
relationships, may take over collections with your 
customers. This means you don’t have a say regarding 
the tactics and service your customers receive from the 
Factor, potentially exposing your staffing company to 
service issues and headaches beyond your control.  
 
With an Asset Based Lender such as TRICOM, the  
staffing company continues to own their receivables.  
They are only used as collateral for your funding. For 
TRICOM clients, the staffing company name and logo 
appear on customer invoices, so their brand stays front 
and center. Professional receivables management is also 
offered as a service to those clients who wish to use it 
(more on that, later).  
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Factors control your customer relationships in other 
ways, as well. Most factoring companies verify the 
invoice each week prior to funding, which not only 
involves your customer in the funding process, but can 
dramatically slow down your funding based on how 
quickly customers respond.  With a Factor, credit limits 
may be imposed by customer, which can severely limit 
growth. Sonny McGee, President and CEO of Integra 
Business Alternatives and TRICOM client, explains 
how this was impacting his business. “We’ve had 
experience with two other companies that I would say 
are Factor-type companies. The most recent one we 
used, they were extremely selective in the companies 
they would fund. We only had three or four companies 
that they were interested in funding…. Basically when it 
came to sales, it’s very difficult to describe. You knew 
that growth was important. But you were afraid of it, 
because you knew it was going to bring additional cash 
flow issues that you didn’t know if you were going to be 
able to deal with or not.”  
 
TRICOM extends financing based on the 
portfolio of customers clients choose to  
fund, not by customer.  
 
That, in turn, allows staffing companies to focus on 
growth instead of cash flow. Sonny describes the 
change, “TRICOM has been very open and willing to 
fund companies that the company that we were working 
with prior to TRICOM would not even touch…. It’s 
opened up a whole new world for me in terms of how 
I manage my company, how we plan our growth, how 
aggressive we are, and how secure and stable we feel.” 

  Misconception #2:  
TRICOM is a Bank. 
If you visit our TRICOM offices, you’ll see that we don’t 
have a drive up window or tellers. There isn’t a vault on 
the premises, and we don’t keep “bankers hours.”  
 
There are some other pretty large differences between 
TRICOM and banks, as well.  
 

Banks require hard assets as collateral, which in 
staffing, can be extremely limiting as you look to grow 
your business. Sonny explains why a bank wasn’t a 
viable option for his company. “As far as a bank line of 
credit, they’re very limited in the amount of credit that 
you can get. They will not lend based on receivables, 
you have to have tangible, hard assets in order to 
collateralize a loan. So banks aren’t really an option  
any more.”  
 
The other challenge with a bank line of credit is the 
amount of time it takes to get the credit you need, when  
you need it. Janet Sloan, General Manager and 
President of Seville Staffing, LLC explains, “We don’t 
have to wait 30 days before our funding sources 
commit. We know what we’re going to get that week. 
And that is extraordinary in this business.”  
 
TRICOM proactively monitors usage on our clients’ lines 
of credit to ensure they have the funds they need, when 
they need them.  
 
Credit decisions are made at TRICOM,  
without the layers of red tape and applications 
banks rely on for their assessment of your 
funding needs.  
 
Things such as field exams, which can be a regular part 
of the bank line of credit experience, are not typically 
required at TRICOM. In the rare case that a field exam 
is needed, they are at a significantly lower cost than 
from a bank. Also, staffing companies can take retained 
earnings as a distribution instead of keeping them in the 
company (something that banks often require owners to 
do, thereby limiting what owners can pay themselves).  
 
Unfortunately, banks’ decisions aren’t always favorable  
for staffing companies, since banks don’t understand 
the industry. Staffing is typically ahead of the economic  
curve – the industry felt the recession sooner than other  
industries, but started its recovery before others, as  
well. For banks, that represents a risk they don’t always  
know how to address. Or, they address it by not 
extending the credit that staffing companies need  
to grow.  



3

  Misconception #3:  
TRICOM Just Does Funding.  
This is something we also hear all the time: “I don’t  
need sfunding, so I don’t need to work with a company  
like TRICOM.”  
 
Does your company have payroll? Do you do invoicing 
or receivables management? Do you pay taxes or 
manage workers comp?  
 
How much of your time is spent doing the 
administrative tasks that make your business run 
(or trying to find and manage the people with 
the skills and expertise to do it if you don’t)? 
How much of that time could be spent focusing 
on growth? 
 
From payroll analysis and processing, to receivables 
management, accounting, compliance, tax payments, 
workers comp deductions, and more, TRICOM offers  
a Total Staffing Administrative Solution that can also  
be coupled with funding for a Full Service solution.  
No one offers the depth and breadth of administrative  
services that you find at TRICOM.  
 
Cynthia Gentry, Owner of Excel Temporary Service 
describes her TRICOM relationship, “They handle all  
the back office stuff, all the reports, and payroll. They 
are the backbone of what we do. It’s a lot easier and 
gives me peace of mind. Every one is helpful. They  
work like a team – like clockwork.”  
 
Since we only serve the staffing industry, we  
understand how business functions in a staffing 
company can differ from other organizations. 
Accounting is one such example. A CPA heads 
TRICOM’s department of degreed accountants, who 
prepare financial statements, make tax payments, 
help with compliance issues, or are simply available  
to answer questions.  
 
Wendy Benning-Swanson explains the difference 
in working with TRICOM’s accountants versus her 
previous accountant. “Before I was paying a local 
accountant to reconcile all my accounts monthly and 
give me my financial statements. They weren’t familiar 
with the staffing industry: the fact that it’s weekly and 

the end of the month doesn’t always add up….  
TRICOM has a better understanding of my business  
and can give me more insight into those numbers. 
The way it’s formatted and set up, I have a better 
understanding of where I’m at with my business.” 
 
For clients who use our payroll services, we don’t just 
process files — we analyze the data to ensure it’s 
accurate and ask questions if any of our 40+ flags come 
up during the analysis. We understand that things run a 
bit more smoothly and employees are happier if they’re 
paid on time and correctly. “I feel my payroll person 
watches my business as if it were her own. She audits 
and checks the payroll once it goes in every week, 
and will email me back and say ‘just a quick question 
on this,’ or ‘is this correct, is this pay rate correct? Did 
someone put through an increase? Just wanted to run 
it by you.’ They are very, very exact in catches, even .25 
over payment. I really just get the feeling my whole team 
there watches my business as if it were theirs,” explains 
Marianne Trotter, President & CEO of Accessible 
Medical Staffing.  
 

That same focus on customer care is also evident 
in TRICOM’s professional receivables management. 
Effective receivables management shortens the 
receivables timeframe while strengthening cash flow. 
That’s why many TRICOM clients trust our Portfolio 
Management team to track and follow up on customer 
payments. Our Portfolio Analysts act as an extension 
of your business and build solid relationships based on 
strong customer service and professionalism. They use 
trend analysis, watch for warning signs or what we call 
“risk elements,” and follow up with customers where 
appropriate. 
 
Alex Fernandez, CEO of Staffing Specifix, describes 
his experience. “My receivables management agent is 
just spectacular. She knows things about my customer 
that I don’t know. Seriously, regarding payments and 
things of that nature, she’s just on top of it. That really, 
really, really, really, has gone above and beyond my 
expectations. The collections have shortened my 
receivables timeframe tremendously.” 
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Julie Ann Blazei is a 25-year veteran of 
the staffing industry and President/CEO 

of TRICOM, a leading resource to  
the staffing industry since the  

company was founded in 1989. Visit  
TRICOM.com for more information.

The reason TRICOM can execute all these services with 
such a high level of expertise and professionalism is 
because we have only served the staffing industry since 
we first began. We are active members of over a dozen 
state and national staffing associations, and take a 
proactive lead in educating our clients on industry issues 
that may impact their business. Clients like Tanya Henry, 
Executive Director of Milwaukee Careers Cooperative, 
appreciate the support. “In their respective roles, there’s 
nothing they can’t answer…. They share any information 
that’s available concerning our business or things that 
might affect our business. And I think they also are very 
effective in helping you understand why you need to  
look at things differently if you’re not looking at them  
the right way.” 
 
When you have one provider that takes care of  
nearly all the tasks of keeping your business  
running smoothly, it frees up your time to focus  
on growth. Marianne Trotter explains, “I want  
to do staffing. I don’t want to do all those back  
office things, or manage those things, or own  
those things. I wanted TRICOM there for me….  
I really, really enjoy my TRICOM experience  
and relationship.”

  Misconception #4:  
Customer Service is pretty much  
the same everywhere you go.   
Nobody is going to admit that their customer service  
is less than stellar. Unfortunately, most companies find  
out the hard way if a provider doesn’t live up to their  
claims when it comes to service.  
 
At TRICOM, we have standards for service across  
the entire organization. It means there is a standard 
response time for client calls or emails (responses  
should be in an hour or less. Most are less than 15 
minutes). And that’s not just for our Help Desk staff.  
Clients have easy access to staff at every level from  
the receptionist to the CEO.  
 
Nick Truyol, Founder and CEO of Sabio Systems, LLC, 
explains, “Actually, it’s very simple [to reach the staff at 
TRICOM]. I have the number programed into my phone 
so I just tap a number and reach the Help Desk. Typically 
there is always someone there to answer my calls, and 
if not, I can usually get a call back within minutes. Plus 
my dedicated partners that work in payroll and other 
departments are there pretty much at any time. I really 
have nothing but great things to say about the prompt 
and courteous service we’ve gotten so far.”  
 
We find that the key to great service isn’t just answering 
client questions, but also listening to their concerns. 
Cintia Rivas, Controller at Azule Staffing, explains, “They 
listen to my needs. I think that’s very special. Not every 

company takes the time to listen. A lot of companies, 
they take the time to explain why you should do business 
with them, but they don’t necessarily listen to your 
needs. But that’s one area where TRICOM has exceeded 
my expectations beyond my imagination.”  
 
We take feedback very seriously and proactively survey 
clients on ways we can do better. For instance, in our 
latest series of client surveys, one client responded that 
he wanted more specific information about some of his 
invoices. We knew that his analyst was gathering this 
information, but was only communicating those issues 
that needed his immediate attention. We immediately 
spoke to his analyst and had her give the client full 
weekly updates about all her interactions with his 

customers. He noticed the change 
immediately and was very happy 

with the result. 
 
The “TRICOM way” of 
doing things isn’t really 
our way at all: it’s how our 
clients want things done 
in terms of communication 
and fulfilling their needs.  
 
TRICOM President and 
CEO, Julie Ann Blazei, 
personally reviews every 
survey and takes action when 
necessary, including bringing 

in the management team when 
appropriate. We also consider 

client comments for strategic planning purposes and 
have a constant commitment to ensuring our staff 
provides clients with the high service level standards  
we (and our clients) expect. 
 
Sometimes, we don’t always know what we think we  
know. A second look and more information can be critical  
— especially when it comes to the health and wellbeing  
of your staffing company. Don’t be afraid to take a 
second look or ask more questions. You would do that  
when it comes to a potential new customer or new hire, 
so why wouldn’t you do that when you’re searching  
for a services provider?  
 
For more information about TRICOM, visit  
TRICOM.com or contact us at sales@tricom.
com or 888-4-TRICOM (487-4266)


