


MAKING THE CASE
FLEXIBLE LIFT TRUCK LEASING PROGRAMS

Much like a 10- to 15-year-old 

automobile often requires more work and 

attention to keep running compared to a 

newer model, forklifts also need ongoing 

maintenance, care, and replacement. 

Without this ongoing support, a fleet can 

quickly fall into disrepair. 

“I can’t tell you how many companies 

I’ve seen pour money and time into 

material handling equipment that’s 15 

to 20 years old, and without a basic 

understanding of how much they’re 

spending to keep those lift trucks up and 

running,” says Rich Pignotti, Material 

Handling Division Sales Manager at 

Toyota Industries Commercial Finance. 

In many cases, the decision to keep 

forklifts until they’re literally run into the 

ground is based on the need to eke 

every last cent out of the investment. 

Unfortunately, this approach is often 

costlier than leasing—a process whereby 

companies can retire old equipment and 

obtain new forklifts on a continual basis. 

IT’S NOT UNUSUAL FOR 
today’s companies to have multiple 
domestic and international warehouses 
and distributions centers (DCs), each of 
which relies on a fleet of forklifts to run the 
day-to-day operations for the business. 

Making the Case for 

Flexible 
Forklift
Leasing Programs 

An in-depth look at how Toyota 

Industries Commercial Finance’s 

flexible leasing programs can help 

companies tackle their most pressing 

lift truck acquisition, maintenance, 

and disposal challenges.

“When we can show 
firms the ease and 
flexibility of the entire 
leasing process, the 
value becomes very 
clear for companies of 
all sizes and across all 
industries.” 
—Rich Pignotti, Material Handling 
Division Sales Manager at Toyota 
Industries Commercial Finance
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Toyota 3-Wheel Electric Forklift
The Toyota Three-Wheel Electric Forklift is a multi-use 
forklift that leads the industry in run time, travel speeds 
and lift / lowering speeds. Available in a “short” model, 
the ergonomically pleasing, easy to maintain Three-
Wheel Electric Forklift is an asset to any application, 
including narrow aisles and tight spaces.

“Some firms are steadfast when 

it comes to buying equipment with 

cash or with a line of credit,” Pignotti 

explains, “but what they don’t realize 

is that leasing can be very beneficial 

from both a cost and an ease of doing 

business perspective.”

Consider the organization 

whose core business focuses on 

manufacturing consumer packaged 

goods (CPG), for example. Centered 

on making and marketing products 

that people use in their everyday 

lives, this company probably lacks the 

internal resources needed to maintain 

and manage a fleet of forklifts and 

other material handling equipment. 

To overcome this challenge, Toyota 

Industries Commercial Finance (TICF) 

provides a full-spectrum of forklift 

financing and maintenance options and 

creates a fleet support structure that 

allows companies to focus on what 

they do best. 

By helping companies maximize their 

forklift investments without paying for the 

full cost of ownership (either at the outset 

or over time), leasing gives firms the ability 

to budget expenses and forecast fleet 

replacement cycles. Leasing also requires 

little or no money at signing, provides an 

alternative to capital budget investments, 

and can create numerous tax benefits for 

the company.  

 Leasing is also fairly easy to orchestrate 

and manage. “Working with Toyota 

Dealers, we can make the leasing 

experience very seamless and transparent 

for customers,” says Pignotti. 

As part of that process, he says 

TICF helps companies change their 

philosophies on forklift acquisition and 

disposal. Rather than spending $5 

million on equipment that will be used 

to move pallets from Point A to B to 

C, for example, TICF helps companies 

understand the value of leasing the 

equipment instead. 

“At the end of the lease, the company 

isn’t responsible for putting a ‘for sale’ 

sign on the equipment, selling it at 

auction, or selling it to a wholesaler,” 

says Pignotti. “When we can show firms 

the ease and flexibility of the entire 

leasing process, the value becomes very 

clear for companies of all sizes and 

across all industries.” •
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The financing firm also offers financing on used 

forklifts and Non-Toyota equipment financing. This 

broad scope of offerings sets TICF apart in an 

industry where choosing the right financing isn’t 

always a straightforward decision. Even better, 

the company utilizes a streamlined process that 

makes acquiring and paying for forklifts as easy 

and as seamless as possible. 

Formerly a division within Toyota Motor Credit 

Corporation, TICF was acquired by Toyota Industries 

Corporation (TICO) in October 2015. According to Rich 

Pignotti, TICF’s Material Handling Division Sales Manager, 

that move reflected TICO’s desire to own its own captive 

finance company. “TICO wanted a finance firm that had 

a strategic vision to ultimately expand throughout North 

America and globally, wherever TICO manufactures and 

has a sales footprint,” says Pignotti,

For its customers and 60+ U.S. based dealers, TICF 

currently offers a full menu of financing options that include 

capital leases, closed-end operating leases, and retail 

installment loans, to name just a few. The company also 

offers lines of credit that allow customers to forecast their 

material handling equipment needs and then use that 

financing option to pay for those acquisitions—rather than 

having to continually apply for new credit. 

Operating in an industry that’s become extremely 

specialized over the last 10 years, TICF is continually 

honing its offerings to meet the needs of its customers 

and dealers. “When you’re dealing with companies such 

as Home Depot, Whirlpool, Old Castle and American 

Airlines, nearly every one of your customers has 

very specialized needs and requirements (e.g., lease 

structures, invoicing requirements, etc.),” says Pignotti. 

“We pride ourselves in being able to change with the 

times, and know how to put together customized 

packages that meet our customers’ needs.”

As Toyota’s captive finance company, TICF works closely 

with Toyota Material Handling USA, the sales, marketing 

and distribution arm for Toyota. The financing firm has a 

field sales team of seven regional sales managers whose 

cumulative material handling industry experience—most of 

it in finance—exceeds 100 years. 

Inside Toyota Industries  
Commercial Finance’s Offerings
How the firm’s broad scope of offerings sets TICF apart in an industry where 
choosing the right financing isn’t always a straightforward decision.

Selecting the right financing is just as important as 

choosing the right equipment to run your warehouse or 

DC. As Toyota’s captive financing arm, Toyota Industries 

Commercial Finance (TICF) provides flexible programs like 

credit lines, real estate loans, master leases, operating 

leases and one-pay leases. 

“Our sales team is out there every single day visiting 

Toyota Dealerships and meeting one-on-one with end user 

customers,” says Dave Crandall, TICF’s Chairman and CEO. 

“Our ongoing mission is to understand their business needs 

and then formulate solutions for those end users.”

From its vantage point as Toyota’s captive financing arm, 

TICF has developed a number of joint financing programs 

through the equipment manufacturer’s Sales and Marketing 

partner TMHU and most recently, those efforts resulted in the 

“Your Choice,” Program. Through it, both TMHU and TICF 

offered customers the option of choosing either an extended 

warranty on two different classes of forklifts or lock in low 

finance rates based on terms. 

“We work hand-in-hand with TMHU to create the most 

competitive finance programs possible for dealers,” says 

Pignotti. “Ultimately, the end users get real value out of 

these efforts, be it through low rates, extended warranties, 

or some other type of benefit.” •

CLOSED-END OPERATING LEASE
Alternative �nancing tool through which customer
obtains the right to use the equipment acquired
from dealer typically without the full cost of ownership.

2 Right to use typically without full cost of ownership, offers cash 
management �exibility in the structuring of lease payments, lease 
payments may be tax deductible, and 2000 operating hours 
annually.       

FLEXIBLE TERM LEASE
Lease which lets the company lease for a speci�c initial
term, with an option to renew lease for a second (or subse-
quent) speci�c term(s) at predetermined lease payments.

4 Flexibility to terminate the lease at the end of the speci�ed terms 
while locking in the monthly payments for the future, ability to 
match speci�c lease periods with the �rm’s contract commitments, 
and ability to structure a program that will adjust to anticipated 
market conditions.                 

ADVANTAGES

RETAIL INSTALLMENT LOAN
Traditional equipment �nancing.1 Good alternative to cash, full responsibility of ownership (including 

responsibility for disposal), generally used in all standard business 
operating conditions.      

CAPITAL LEASE
Lease with characteristics of a purchase agreement,
typically providing for a purchase option at nominal or
below-market price (also known as a Conditional Sales Lease).

3 Alternative to cash and retail installment contractors, equipment is 
available for purchase at the end of the lease for a nominal 
amount, no penalties for severer operating conditions, and no 
overtime charges for high annual operating hours. 

MASTER LEASE OR CREDIT LINE
Lease line of credit for current and future equipment
acquisition needs under single master lease agreement
(applicable to Operating, Flexible and Capital leases).

5  Allows �eet owners to make multiple purchases over an extended 
period of time, the credit line requires just one master lease 
agreement, and additional equipment leases are handled on a 
supplemental agreement that sets forth applicable lease terms at 
time of delivery.

FORKLIFT FINANCING
OPTIONS 5

Toyota Core IC Pneumatic Forklift
Wildly durable and engineered with ergonomics in mind, the 
Core IC Pneumatic forklift can maneuver almost anything. 
With a lift capacity range of 3,000-6,500 lbs., the Toyota Core 
IC Pneumatic forklift is the premier material handling solution 
for most outdoor applications.
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“walk away” at the end of the lease, and 

with no residual or disposal responsibility.

In most cases, the decision to lease or 

buy starts at the top of the organization 

and then “trickles down” to the rest of the 

company. Put simply, a firm either likes to 

lease or it doesn’t. “Leasing is basically 

a philosophical way of doing business,” 

says Rich Pignotti, TICF’s Material 

Handling Division Sales Manager. “As a 

result, those companies that have never 

used leasing as a financing mechanism 

are basically against it.” 

What those skeptical companies don’t 

realize, says Pignotti, is that firms like 

Home Depot and Whirlpool have been 

confidently leasing their material handling 

equipment for decades. “Each of these 

firms leases its entire fleet of equipment,” 

says Pignotti, “which probably amounts 

to in excess of about 10,000 to 12,000 

forklifts and equipment each.” 

When making the choice between 

leasing and buying, Pignotti says one 

of the first factors should be the cost 

savings associated with the former. In 

the long run, it’s less expensive to lease 

equipment than it is to write out a check 

for the forklift’s total cost. The next key 

factor is the ease of doing business—a 

value-add that TICF brings to the table 

with its wide menu of streamlined 

financing options and close association 

with both TMHU and Toyota Dealers.

“Being Toyota’s finance company 

for 32 years creates both trust and the 

opportunity to provide unique value-added 

opportunities for our customers,” says 

Pignotti. “When you can show companies 

how they can save them money, time, and 

resources over, say, a three to five year 

period, the value of leasing versus buying 

speaks for itself.” •

basis generally sees leasing as the best financing option. 

“A lot of companies find that owning the equipment outright 

requires a lot of capital and internal resources to manage and 

maintain a fleet,” says Crandall, “and then dispose of after the 

equipment’s useful life is over.” 

To create the perfect finance package for each customer, 

the TICF team starts by working with TMHU and the Dealer 

and asking about the firm’s biggest material handling-

related frustrations, needs, and pain points. In many cases, 

those customers’ core businesses are focused on logistics, 

warehousing, or distribution—and not on material handling 

equipment fleet management.

Eager to offload those resource-draining responsibilities to a 

reputable third party, many of those companies begin to give 

more serious consideration to leasing versus buying. Leasing 

material handling equipment also lets companies plan for 

the future, knowing that they aren’t “locked into” a long-term 

commitment to owning a specific piece of equipment, or a fleet 

of forklifts. 

 “In today’s competitive business environment, companies 

need to allocate and focus both energy and time on their 

core businesses,” says Crandall. “A flexible leasing and fleet 

management solution lets them do exactly that.” 

Using TICF’s streamlined financing process, customers get 

a Toyota forklift combined with a flexible financing solution that 

incorporates full maintenance on the equipment, telematics, 

fleet management and even end-of-life disposal. By taking 

these responsibilities off the user, TICF allows companies to 

By opting for manageable monthly payments 

over a lump sum payment, companies can gain 

possible tax advantages, accelerate payments, 

make seasonal payments, or set up lines of credit 

that allow for ongoing upgrades—without the 

need for new credit every time. Additionally, unlike 

automobile purchases, where the buyer assumes 

that one day he or she will pay off the loan and not 

have a monthly car payment, the forklift industry 

has shorter replacement buying cycles and higher 

costs of downtime, which makes the idea of one 

day not having a monthly forklift payment less 

likely. Therefore, if you are to have a monthly forklift 

payment, leasing offers the chance to always have 

newer equipment for that payment. 

Leasing also allows firms to conserve their own 

financial resources and free up funds needed to 

support other areas of the business. And because 

lease payments are spread out over the period of 

time that you use the forklift or other material handling 

equipment—and usually without a down payment—

leasing requires little or no upfront investment. Finally, 

leasing can protect a company against owning 

equipment that may become obsolete.

Dave Crandall, TICF’s Chairman and CEO, says 

he’s seeing more companies taking advantage of 

leasing as a financing option for material handling 

equipment in recent years. He says one of the 

primary drivers is the flexibility that leasing provides. 

In particular, the growing company that wants to 

scale up, replace or upgrade its fleet on a regular 

Lease Versus Buy— 
Making the Right Choice 
Faster upgrades and payment flexibility are the foundational benefits.

Leasing forklifts and other types of material handling 

equipment allows you to upgrade faster, to adapt to 

changing business requirements and gain the flexibility 

of paying for the assets over time.

“When you can show companies how they 
can save them money, time, and resources 
over, say, a three to five year period, the value 
of leasing versus buying speaks for itself.”
—Rich Pignotti, Material Handling Division Sales Manager at Toyota 
Industries Commercial Finance.
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have vastly sped up the velocity of orders, 

COOs must balance this need for uptime 

with the ongoing need to cut cost and 

gain efficiencies. 

“It really comes down to which equipment 

is going to be best for which application,” 

says Rich Pignotti, TICF’s Material Handling 

Division Sales Manager, “because a non-

operational forklift is costing you money.” 

For COOs, Toyota provides not only a 

highly reliable vehicle, but also an efficient 

one that helps enhance the company’s 

bottom line. “When you lease equipment or 

finance equipment, and Toyota equipment 

specifically,” says Pignotti, “you’re bringing 

on a partner that will provide a flexible, 

customized solution and help you become 

more profitable in your organization.” •

Regardless of the reason behind the decision, 

it’s an important one that shouldn’t be taken lightly. 

In fact, it pays to evaluate your company’s current 

situation, financial capabilities, and future plans 

before making that decision. 

The question is, what option will offer the best 

return on investment (ROI) for your company? 

For the three key stakeholders—the fleet 

manager, the CFO and COO—leasing forklifts 

provides an array of benefits that range from lower 

upfront costs to less strain on internal resources to 

newer fleets that break down less often. Here’s a 

look at the ROI that all three executives can expect 

from their decisions to lease forklifts. 

Making the Case for Fleet Managers: Charged 

with keeping their fleets running, operational, and 

productive, fleet managers lease forklifts for a 

number of reasons. In most cases, they want to 

avoid equipment down time and obsolescence and 

ensure that their operations maintain a certain level 

of superior, state-of-the-art machinery and vehicles. 

When leasing, fleet managers know that they’re 

not going to get saddled with outdated equipment 

that needs an undue amount of attention, care, and 

maintenance. That’s because as material handling 

equipment ages, it breaks down more frequently 

and must be taken out of service. This can create 

major challenges for a busy warehouse or DC that 

depends on the reliability of the equipment.

Also, fleet managers aren’t typically in the repair 

business. In fact, the last thing they want to have to add to 

their long, daily to-do lists is “change the oil and filters” or 

“change the tires” on multiple forklifts. By taking out a full 

maintenance contract with the lease, fleet managers can take 

a hands-off approach to maintaining their valuable material 

handling equipment. 

Finally, leasing allows fleet managers to do their jobs across 

multiple physical warehouses or DCs, not all of which are in sync 

when it comes to their material handling needs. “Toyota can help 

that fleet manager truly understand the application and how the 

Toyota lift truck fits into it,” says Dave Crandall, TICF’s Chairman 

and CEO, “and quantify how many trucks are truly needed. That, 

in turn, translates into significant cost savings.”

Making the Case for CFOs: From the CFO’s perspective, leasing 

a forklift through TICF provides a very competitive payment 

versus trying to own such an asset outright. Continually asked 

to find ways to cut costs while also ensuring that a firm’s 

logistics operations run smoothly, CFOs that use leasing can 

more effectively budget for—and know ahead of time—what 

their fixed equipment costs are going to be. 

And rather than having to depreciate equipment over a 

specific number of years for tax purposes, most organizations 

can gain advantages by paying a monthly lease fee versus one 

upfront financial outlay. And when they know what the fixed 

costs will be on the leased equipment for the long term, versus 

having the variability year-over-year with an owned/aging fleet, 

it provides budgeting security. 

“CFOs have to ask themselves if they could be doing 

more with the cash that they’re using to secure lift trucks,” 

says Crandall, “and whether one of Toyota’s customized, 

streamlined solutions can help reduce the fleet’s total cost of 

ownership and expense structure.”

Making the Case for COOs: Chief operating officers have a lot on 

their plates these days. Focused on maintaining and improving 

uptime in a world where omni- and multi-channel distribution 

Typical Advantages of Leasing 
Equipment

IF YOU’RE TRYING TO DECIDE whether to lease or 

buy forklifts for your warehouse or DC, consider these 

five advantages of leasing versus buying: 

Maximize Equipment Use
Leasing enables a company to maximize the use of its 

equipment, typically without paying for the full cost of 

ownership. Fixed leasing terms and payments give the 

company the ability to forecast fleet replacement cycles. 

At lease termination, the firm can return the equipment and 

replace it with new equipment. There is no need to worry 

about selling the equipment or negotiating trade-in values.

Improve Cash Management
Generally, leases allow for little or no money due at lease 

signing as compared to financing the equipment through a 

retail agreement. Monthly lease payments will typically be 

lower than if the equipment is financed.

Deal with Capital Budget Constraints
Leases may allow customers an alternative to capital 

budget investments to obtain additional equipment.

Leverage a Flexible, Convenient  
Financing Option 
Leasing is a very flexible and convenient method of 

acquiring the “use” of equipment to meet the ever-changing 

needs of today’s business world. Depending on the lease 

agreement, various options to purchase or renew for an 

additional term at the end of the contract give companies 

the flexibility to customize the lease structure to meet its 

needs. If the firm’s core business needs change, it can then 

arrange to return the equipment at the end of the lease (use 

the option to purchase).

Make a Monthly Payment Go Farther
Unlike purchasing a new car, where there is a clear end date 

of “no more monthly car payments,” forklifts are often replaced 

on a quicker cycle and have higher costs of downtime should 

they not be properly maintained or replaced. If you are 

going to spend a monthly dollar amount on forklifts anyway, a 

lease payment ensures you will have new equipment, not an 

aging piece of machinery that becomes a money pit.

Take Advantage of Tax Benefits
Various tax benefits may come into play when a company 

leases equipment (consult with a tax advisor for details).

Making the Case for Flexible Leasing 
For the fleet manager, the CFO and the COO, leasing provides an array of benefits 
that range from lower upfront costs to less strain on internal resources.

So, it’s time to invest in some new forklifts or other 
types of material handling equipment. Maybe you have 
some new contracts in the pipeline, perhaps you’re 

opening a new warehouse or DC, or your existing stock 
of lift trucks is teetering on the edge of obsolescence. 

Toyota Reach Truck
Toyota’s electric Reach Trucks 
deliver on efficiency, safety and 
performance like never before. With 
many new, unique features coupled 
with the longstanding productivity, 
ergonomics and low cost of 
ownership you expect from Toyota, 
the Toyota Reach Truck line opens 
up new opportunities in warehouses 
and distribution centers.
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The next time you look around at your current fleet 
of forklifts and material handling equipment, ask 
yourself this very important question: Where do you 

want to focus and spend the majority of your time? 

Would you rather center on your firm’s core 

operations, customer service, and other profit-

generating tasks, or do you want to spend 

valuable work hours managing material handling 

equipment? These are the introspective questions 

that fleet managers, CFOs, and COOs need to be 

asking themselves in today’s extremely competitive 

business environment. 

What Do You Want Your Company 
to Focus on?

“If maintaining and managing forklifts isn’t your 

organization’s core competency, then it’s time to look for 

a partner like Toyota,” says Norm Creveling, President 

of TICF. “We’re the best in the world at what we do; so, 

allow us to take it off your plate and manage it for you.”

Dave Crandall, TICF’s Chairman and CEO, says 

that companies also need to consider the best use of 

capital when determining how to invest in warehouse 

and DC equipment. Is it best, for example, to buy 

the forklifts outright? Or, should you use a lease that 

matches the way the vehicle will be used, when it will 

be used, and how long it will be used? 

“Here at Toyota we understand that anytime you 

replace or enhance a lift truck fleet, there’s an expense 

involved,” says Crandall. “The key is to go into the 

situation with an open mind, realizing that there are a 

many newer financing and fleet management options 

available than there were 10 years ago.”

Ultimately, Rich Pignotti, TICF’s Material Handling 

Division Sales Manager, says companies need a 

program that’s flexible enough to meet their changing 

needs while also providing a solid material handling 

equipment foundation. 

“Leasing allows companies to adjust the size of their 

fleets and the locations of those fleets as needed, all while 

avoiding a big upfront expenditure,” says Pignotti. “That 

takes a lot of burden and stress off the customer and 

allows companies to focus on what they do best.” •

Toyota Core IC Cushion Forklift
Toyota’s Core IC Cushion Forklift is one of the most popular 
forklifts in North America. Warehousing and distribution 
applications, the auto industry, general manufacturing plants 
and retail storefronts often utilize Toyota’s Core IC Cushion 
for its extreme versatility. Powerful enough to lift up to 6,500 
lbs. yet capable of navigating in 12 foot aisles, the Core IC 
Cushion forklift is a trusted multipurpose forklift.




