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Mr. Saler was ranked one of the “Top
50 Influential Democrats in Pennsylva-
nia” by Politics Magazine. He was also
recognized by Philadelphia Magazine as
one of its “People to Watch ’08,” and was
identified as a member of the “Nutter
Brain Trust” referring to his role in
Michael Nutter’s campaign for Philadel-
phia mayor. 

We sat down with Mr. Saler to discuss
some of the recent initiatives he has seen
Pennsylvania take to attract businesses to
the area.

Editor:  Despite living in a politically
adversarial environment, you have
worked for candidates from both polit-
ical parties at both the state and the
federal levels.  What is your secret? 

Saler: Though I’m a registered Demo-

crat, I prefer to iden-
tify myself as an
“ardent moderate.”
Those I admire most
in American politics
are the ones I call
“the great moder-
ates,” all of whom
are, intriguingly,
Republican. These
“great moderates”
include Theodore Roosevelt, Nelson
Rockefeller and Gerald Ford, whom I
actually volunteered for in his 1976 cam-
paign against Jimmy Carter.  

Editor: What are some of the initiatives
being used in the Commonwealth of
Pennsylvania to attract businesses to
grow and move here?

Saler: While there were many economic
development programs in place when
Gov. Rendell took office, he has done
much to greatly enhance many of them in
addition to creating new opportunities,
including major infrastructure invest-
ments. Some of those Commonwealth
programs include the job creation tax
credit, customized job training and the
opportunity grant program. For example,
the Infrastructure and Facilities Improve-
ment Programs (IFIP) help developers in
deals including the development of hotels

around major convention projects and
Pennsylvania hospitals that are planning
to expand.

Editor:  Are there any other important
focuses of Gov. Rendell’s plan?

Saler: Gov. Rendell has stated that his
seminal policy mission is to institute
alternative energy projects. In addition to
infrastructure, he pushed through H2O
PA, which passed before the economy
crashed. H2O PA funds flood and sewer
projects. Specifically, the Act provides
single-year or multi-year grants to the
Commonwealth, its independent agencies
and municipalities in addition to munici-
pal authorities with flood control priori-
ties. While some people don’t think of
this as a major issue in Pennsylvania,
applications for more than $3 billion were
filed. 

The Governor is also supporting a host
of energy programs. Specifically, the
Solar Energy Program provides financial
assistance in the forms of grants and loans
to promote the use of alternative energy
in Pennsylvania. The program is adminis-
tered jointly by the Department of Com-
munity and Economic Development
(DCED) and the Department of Environ-
mental Protection (DEP) under the direc-
tion of the Commonwealth Finance
Authority (CFA). In fact, all of the pro-
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grams fall under the CFA’s umbrella.  

Editor:  Is there anything special about
these incentives?

Saler: What is important is that they are
not the typical “bread and butter” fare that
require an appropriation. This can speed
up the process, making Pennsylvania
more attractive to businesses. The Gover-
nor’s Action Team (GAT) is available to
assist businesses with these programs,
and further information is available at
www.newpa.com.  

Editor:  What direction do you think
Pennsylvania needs to go in the future?

Saler: I think that Pennsylvania and
Philadelphia, in particular, has a great
opportunity to become a world-class
tourist destination. We have the same
charm and history as Boston. Our restau-
rants rival Chicago and New York City.
And we have world-class, second-to-none
cultural institutions, such as the Philadel-
phia Orchestra, the Philadelphia Museum
of Art, the Philadelphia Free Library and
the Barnes Foundation. We also have an
enormous amount of open space, includ-
ing the largest city park in the world, Fair-
mount Park – which spans more than
9,200 acres. 

Please email the interviewee at jsaler@stradley.com with questions about this interview.

John 
Saler

Pennsylvania – Law Firms

The financial crisis facing the United
States is front-page news on a daily basis.
Although the tone of the message has
improved in recent weeks, we can’t
escape the reminders of the financial
pressures on all levels of our economy.
Homeowners are experiencing decreased
buying power due to the housing down-
turn, high unemployment and tightened
credit standards. Local governments are
dealing with budget cuts and lower tax
revenues. Small-business owners, those
who are most likely to stimulate the econ-
omy by growing their businesses and hir-
ing more employees, are having difficulty
obtaining the capital necessary to drive
that growth.

But why is it that so many solid busi-
nesses can’t get their hands on the capital
they so desperately need? And how
should these businesses approach the cur-
rent lending environment to enhance their
chances of success? Let’s first take a look
at some of the basic reasons the financial
markets have tightened so much.

Starting in September 2008 with the
collapse of Lehman Brothers (and many
would argue that the seeds were planted
much earlier), the financial industry suf-

fered a crisis unseen
since the Great
Depression. At the
forefront was the
precipitous drop in
the real estate indus-
try. Throughout the
early part of the
decade, credit was
plentiful, easy to
obtain and at histori-
cally low interest rates. As a result, prop-
erty values became artificially inflated,
and when the house of cards began to fall,
due in part to the demise of the subprime
lending market, a ripple effect was felt
across the broader economy.

The knee-jerk reaction from lenders
has been to pull back significantly from
the lending market, to tighten credit stan-
dards and to take a much more conserva-
tive approach to extending credit. Con-
gress and bank regulators have increased
their scrutiny of bank balance sheets and
lending practices. The potential financial
industry reform may also be having a
chilling impact on lending practices, as
lenders aren’t quite sure what their new
regulatory environment will look like. On
the other hand, the various stimulus pack-
ages that have been passed include spe-
cial programs designed to encourage and
promote lending. Banks are getting
crunched between the competing inter-
ests – should they be increasing lending
to small businesses in accordance with
the stimulus plans, or should they be
pulling back as is being encouraged
(demanded?) by their regulators. Ulti-
mately, banks need to do whatever is best

for the financial health of their respective
institutions, but the answer may actually
be a combination, resulting in increased
lending, albeit on a much more prudent
basis.

So how can small businesses
strengthen their position in the credit
markets? Consider the following five
keys:

1. Know Your Lender and Be Sure
Your Lender Knows You – In the cur-
rent lending environment, relationships
are the No. 1 key. The stronger your rela-
tionship with your banker, the better
chance you have of securing that loan.
Consider that the lender is going to need
to jump through several hoops to get your
loan approved, and in most cases, those
hoops will be more plentiful and smaller
than ever before. A lender who knows
you and your business well, and can
explain to his loan committee the nature
of your business and its incumbent ups
and downs, is invaluable. While banks
will always say that they are open to lend
to “qualified” borrowers, having a loan
officer who knows you and can serve as
your advocate in getting the loan
approved can be a significant advantage.

2. Cash Flow Is King – Be prepared
to demonstrate strong cash flows to the
bank. Whereas in the past banks were
often willing to extend loans on a more
speculative basis, where the collateral
was real estate or other fixed assets, most
lenders are now looking for strong cash
flows that will support the debt service. If
your business is cyclical, be ready to
show historical evidence of those cash
flows, and if your business has suffered a

downturn, be prepared to explain the rea-
sons behind the decline and demonstrate
a focused recovery plan.

3. Get In Early and Be Prepared to
Wait – Try to project your financing
needs well in advance. Whether you are
seeking to refinance or obtain new credit,
the increased scrutiny of loan applica-
tions and the creditworthiness of borrow-
ers can result in a lengthy approval
process. Getting ahead of the curve will
allow you to explore all your financing
options and will help you avoid getting
rushed into an unfavorable deal.

4. Take Advantage of Government
Stimulus Programs – As noted, Con-
gress has enacted a number of stimulus
programs designed to increase the flow of
capital to small businesses. Ask your
lender which, if any, of those programs
might be available to your business.
Often, these programs have streamlined
approval processes and attractive terms.

5. Consider All Your Options –
Depending on the size and nature of your
business, you may be forced to offer per-
sonal guarantees where none were
required before or to seek nontraditional
funding sources. In this new financing
environment, be prepared to keep your
options open. 

Lenders and borrowers are still feeling
their way through the new lending envi-
ronment, and the rules of engagement
aren’t yet clear. With financial regulatory
reform on the horizon, more changes are
likely. Business owners who are proac-
tive, focused and organized should do
well in their quest to succeed in the cur-
rent capital markets.

Please email the author at cconnell@stradley.com with questions about this article.
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