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The Final Push

Hiring in the Equipment Leasing & Financing Market — Q4 2025

Executive Summary

Q4 2025 is not business as usual — it’s the most competitive hiring window the
equipment leasing and financing industry has seen in half a decade. A rare convergence of
macroeconomic shifts, legislative incentives, and talent mobility is reshaping the
landscape.

Between potential Federal Reserve rate cuts, the restoration of bonus depreciation,
extended Section 1071 deadlines, and sustained equipment demand, the table is set for
accelerated growth. But securing the talent to capture that growth requires acting now.

The next 60 days represent a decisive moment: organizations that lean in will dominate
2026, while those who wait risk losing ground.

Key Highlights

e Fed Pivot in Sight: Two potential rate cuts by March 2026 — reducing funding costs
and expanding origination capacity.

¢ H.R.1Impact: 100% bonus depreciation reinstated + expanded Section 179
expensing > year-end deal pipelines accelerating.

e Compliance Breathing Room: Section 1071 reporting deadlines pushed to 2026/27
= time to hire and prepare without panic.

o Talentin Motion: Senior producers, CROs, credit experts, and program leaders are
actively evaluating offers ahead of 2026 comp cycles.
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1. Market Dynamics: Q4 2025 Snapshot

1.1 Macroeconomic Conditions

The overall environment is shifting from constrained lending toward measured growth:

e Rate Environment:
Markets are pricing in two potential Fed cuts by March 2026, easing funding
pressures and expanding competitive flexibility in pricing structures.

e Capital Markets Stability:
Credit spreads tightened through Q3 2025, signaling investor confidence returning
for structured finance products, ABS issuance, and vendor program expansion.

e Equipment Demand:
ELFA data indicates $110B+ annualized originations — with independent lessors,

captives, and banks all jockeying for share in verticals showing double-digit growth.

1.2 High-Growth Verticals Driving Hiring Urgency

Vertical

Industrial
Automation &
Robotics

Transportation & EV
Infrastructure

Healthcare & Life
Sciences

Energy &
Renewables

2025 Trend Hiring Implication

Leasing firms targeting producers with

Reshoring + modernization . . .
deep OEM relationships and technical

funding at record highs
asset fluency

Battery leasing + Class 8 Demand for EV-financing specialists +
replacement accelerating vendor relationship builders

Mid-market captives aggressively

Imaging + surgical robotics . Rk . . .
pursuing risk officers with vertical

reboundin
g credit experience

Talent needed to structure tax-

Storage + CHP financing
advantaged deals and onboard new

acceleratin
g funding partners

Bottom Line: Companies leading in these sectors are front-loading hiring in Q4 to lock up
talent pipelines before Q1.
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2. Legislative Tailwinds: Why Acting Now Pays Off
2.1 Bonus Depreciation Restored

e The One Big Beautiful Bill Act (H.R.1) reinstates 100% bonus depreciation for
most assets acquired after January 2025.

e This shift makes leased equipment more tax-efficient > driving vendor program
growth and creating end-of-year origination spikes.

2.2 Section 179 Expansion

e Section 179 expensing thresholds increased significantly, enabling SMBs and mid-
markets to expense more upfront.

e \Vendors are responding by rolling out limited-time finance promotions tied to Q4
incentives > requiring aggressive producer engagement.

2.3 Section 1071 Compliance Extensions
e Compliance deadlines stretched into 2026 and beyond, allowing lenders to:
o Hire data governance leaders now.
o Build integrated reporting infrastructure.
o Pilot Al-driven credit analytics before enforcement begins.

Strategic Advantage: Hiring compliance, credit, and data leadership now sets companies
up for operational strength and regulatory resilience heading into 2026.

3. Talent Market Dynamics: The Q4 Hiring Window
3.1 The Case for Acting Fast
o Budget Expiration Risk > Use unspent 2025 headcount before it’s reallocated.
e Comp Cycle Leverage > Executives prefer Q4 offers to align with January resets.

e Competitive Hiring Surge ~> The strongest competitors are already mapping talent
ecosystems and pre-negotiating offer packages.
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3.2 Critical Roles in Motion

MDs, VPs, Vendor Program Demand for high-performing originators with
Sales & Growth

Leaders OEM/dealer access at peak
. . CROs, Senior Increasing deal sizes require deeper credit
Risk & Credit . . C
Underwriters frameworks and vertical specialization

Compliance & 1071 Program Leaders, Talent scarcity + 2026 deadlines = bidding
Data Governance Heads wars for analytics leadership

4. The Q4 Recruiting Playbook: The 60-Day Sprint

Phase 1: Strategic Weeks Finalize comp bands, scorecards, and market positioning;
Alignment 1-2 craft clear value proposition tied to tax, rates, and growth

. Target competitors' high-producers; leverage book-of-
Phase 2: Aggressive Weeks . . . -
business potential; parallel vetting to compress hiring

Sourcing 3-6 . .

timelines
Phase 3: Offer, Weeks Use sign-on bonuses to offset comp forfeitures; deliver
Close & Pre-Board 7-8 onboarding tied to revenue KPIs and vendor strategies

5. Compensation & Retention Trends

5.1 Benchmarking the Talent Market

Role Base ($) Target Bonus (%) Total Comp ($) Market Demand
MD /Head of Sales  $225K-$325K 75-125% $400K-$700K High
Regional Sales Leader $180K-$250K 60-100% $300K-$500K High
CRO/Head of Risk  $250K-$375K 50-100% $450K-$750K &7 Very High
Sector Underwriters  $140K-$200K 25-40% $180K-$260K .~ Moderate
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5.2 Retention Levers Driving Success

o Guaranteed First-Year Bonuses > Offsets 2025 incentive forfeitures.

e Accelerators > Reward Q1/Q2 origination velocity.

o Hybrid Flexibility > Broadens candidate pools while retaining cultural alignment.

e Equity & LTIs » Independents leveraging ownership models to compete with banks.

6. What Great Looks Like by February 2026
e New producers fully onboarded with signed vendor MOUs.
e CRO/risk teams aligned with vertical priorities.
e Compliance leadership in place, with frameworks live ahead of enforcement.

e Originations pipeline positioned at 3x revenue targets going into Q1 2026.

Strategic Outlook

Q4 is not just a hiring sprint — it’s a market share land grab. Those who move
aggressively over the next 60 days will:

e Secure scarce senior producers before comp cycles reset.
e Build resilient credit, risk, and compliance leadership ahead of 2026 mandates.

e Position originations pipelines to capture outsized growth in early 2026.
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