
What the WCP offers small business owners 

One of the SBA’s closest precedents for the WCP is the Export Work-
ing Capital Program, or EWPC, a type of 7(a) loan created specifical-
ly for businesses that earn revenue from export sales but need upfront 
funds on hand to help make those sales happen. Like the WCP, the 
EWPC allowed competitively priced capital to be accessed sooner in 
the revenue timeline than traditional lenders might have allowed.

While this, in theory, was a versatile and useful form of assistance for 
small exporters, in reality, the program failed to align with the ways 
that SBA lenders tend to operate. Thomas Huffman, Executive Vice 
President at Wintrust Bank, explains that while access to credit did 
ease operations for many small companies, renewing that credit each 
year made for needless hassles — and worse, an upward tick in fees 
with each renewal.

“The borrower might get charged a quarter-point a year from the 
SBA for providing that guaranty,” Huffman says, “but if you went to 
renew it, you had to pay a higher fee, sometimes nearly three points. 
The SBA would say that you just have to issue a new line of credit 
every year. Well, that isn’t really how banks work. They don’t want to 
re-document every year, and the customer doesn’t want to provide all 
those forms again.”

Another predecessor to the WCP is the SBA Express Line of Credit, 
which also provides quick and accessible credit to small businesses 
who need it. But, Huffman explains, the amount of revolving credit 
that lenders are able to provide is often insufficient for business needs. 

“Until recently,” says Huffman, “that maximum of that line of credit 
was $350,000, and that was fine for a company that was only doing, 
say, a million in sales. But there was no way to transition a customer 
as they grew — now they’re going up to three million in sales, now 
they’re going to five million in sales, and so on. That whole transition 
wasn’t seamless.”

The introduction of the WCP eases some of these difficulties — along 
with a few other common business obstacles. “This program allows 
the bank to continue to grow with that company,” says Huffman, 
rather than limiting funding to their initial loan amount. 

It also lets organizations pay off previous SBA Express lines of credit 
that were no longer suitable for their needs. And as with any line of 
credit, borrowers access only the funds they need at a given time, thus 
paying interest on the amount they use rather than on the entirety 
of the amount borrowed, as with a standard loan. “A company might 
only borrow 50 or 60 percent of a million-dollar line of credit, and 
they don’t want to pay the fee on the full million. That becomes a very 
expensive proposition,” Huffman says.

The WCP also makes it possible to fulfill especially large one-time 
orders, which may put a damper on cash flow, and to mitigate of-
ten-extensive payment periods associated with fulfilling international 
orders. “Business owners want to borrow money in March, then sell 
their product in July, then pay the credit line down in September — 
and this program makes that far more possible,” Huffman says. 

Finally, for businesses that may see seasonal slumps and surges, a 
line of credit can help shore up operations during slow periods and 
provide expansion funding during upswings, all without eating into 
vital-for-survival cash reserves.

To summarize, Huffman identifies the WCP’s target business owner: 
“It’s ideal for that young business that’s growing, but that’s maybe 
got more balance sheet leverage than a traditional bank might want 
them to have. Or it’s that business that has to carry a lot of inventory 
relative to their balance sheet. Those are two types of business that 
fall squarely into the target market for this program.”

 “IT’S IDEAL FOR THAT YOUNG BUSINESS THAT’S GROWING, 
BUT THAT’S MAYBE GOT MORE BALANCE SHEET LEVERAGE 
THAN A TRADITIONAL BANK MIGHT WANT THEM TO HAVE. 
OR IT’S THAT BUSINESS THAT HAS TO CARRY A LOT OF IN-
VENTORY RELATIVE TO THEIR BALANCE SHEET. THOSE ARE 
TWO TYPES OF BUSINESS THAT FALL SQUARELY INTO THE 
TARGET MARKET FOR THIS PROGRAM.”
Thomas Huffman, Executive Vice President, Wintrust Bank

•	 Total	amount	of	credit	accessible	to	businesses: $5 million

•	 Repayment	period: Up to five years

•	 Necessary	age	of	business	before	accessing	WCP: One year 

     of revenue generation

•	 Types	of	WCP	credit	lines: Asset-based and 

transaction-based

•	 Interest	rate:	Can be fixed or variable, and is based on 

loan amounts

•	 Application	requirements: As with other SBA loans, 

     businesses will need to provide financial statements,  

     accounts receivable reports and other supporting documents.

•	 Size	requirements: Obviously, a business must be small 

     to benefit from the Small Business 

     Administration’s programs, so 

     business owners should ensure that 

     their company falls within the SBA’s 

     parameters
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Whether it’s a municipality seeking long-term stability, a nonprofit looking to  
ensure liquidity, or a school district dedicated to fiscal transparency, public sector 
entities have a variety of financial needs, which is why a strong partnership with a 
knowledgeable banking institution can make all the difference. 

In an era in which local governments are expected to do  
more with less, financial partnerships with trusted banks  
have emerged as an essential tool for navigating complexity 

and driving efficiency.

Of course, managing a local government’s budget in the most 
advantageous manner can be anything but straightforward. 
In a time of shifting economic policy, fears of rising inflation, 
economic uncertainty, and ongoing demand for public 
transparency and accountability, the challenges inherent in  
this task are increasingly complex. 

Public sector entities of all sizes must be rigorous in their quest  
for efficiency, meticulous in their budgetary planning, prudent 
in their efforts to boost interest earnings and forecast revenue, 
vigilant in their quest to eliminate waste, and nimble in 
responding to shifting priorities. Faced with the challenge of 
optimizing service delivery and pleasing residents, local business 
owners and institutional leaders, effectively managing a local 
government’s finances and operations today can feel like an  
uphill battle.
 
That’s why a local government’s wisest move is often to seek 
outside assistance, partnering with a trusted financial institution 
that can provide automated and efficient processes. These 
partnerships help governments enhance budget forecasting 
and bolster fiscal transparency, putting budget managers’ 
minds at ease and maximizing the impact of taxpayer dollars 
by promoting efficiency and reducing waste. Here’s how 
partnerships like these come together, function day to day, and 
benefit those involved.

How a strong collaboration is built 
“Our relationships come about through 
direct contact with governments in our 
communities,” says Steve Trout, Senior 
Vice President of Municipal Lending at 
Wintrust Bank. What might that direct 
contact look like? “Calling on government 
officials, joining them at community 
events, attending government and civic 
association events, serving on nonprofit 
and government boards, and responding 
to requests for proposals for banking 
services and loans,” Trout explains. In 
other words, banks that are committed 
to participating in their community and 
strengthening its services and institutions 
form partnerships by actively engaging in 
that community.

Aimee Briles, Director of Government 
Banking at Wintrust, breaks this 
engagement strategy down further. “Here 
at Wintrust,” she explains, “we have some 
sort of relationship with around 550 
local governments. It’s a very nice mix of 
public school districts and park districts, 
municipalities, libraries, fire protection 
districts — we do anything that’s public 
sector, anything that’s on a property tax 
bill.”

Aimee Briles
Director of  
Government Banking 
Wintrust Bank

How financial 
partnerships help  
local governments  
optimize their budgets
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Steve Trout
Senior Vice President 
of Municipal Lending 
Wintrust Bank
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How do these partnerships come to fruition? “Our team that focuses 
on public sector banking collectively belongs to over 20 professional 
associations geared towards local government,” Briles says. “We also 
went to 26 different conferences and trade shows last year. We do a 
lot of networking as well, be it monthly luncheons or get-togethers, 
or speaking at educational sessions throughout the year. Any way we 
can get in front of our audience.”

What should local government entities look for in a financial 
partner? Start by assessing a bank’s ability to seamlessly establish 
itself in sectors where other institutions might not have as strong 
of a footing — and ask around to find out who has a reputation 
for excellence. “In the last year, for example, we’ve become much 
more involved in the Illinois Library Association,” says Briles, 
“which is an area many other banks have not engaged in for 
whatever reason. There was a conference last week, and a couple 
of people from my team attended. They had four or five people 
come up to them and say, ‘So-and-so told us we need to talk to 
you; we’re looking for a new relationship.’ I think reputation and 
longevity are a big part of how these relationships come about.”

The takeaway is clear: Being thoroughly enmeshed in the areas of 
local government it serves allows a financial institution to hit the 
ground running with the knowledge needed to advise and manage 
decisively and appropriately. The proof that this strategy works 
is evident in client stats, according to Briles. “Of the 550 local 
governments we’ve partnered with,” she says, “about 325 have their 
main banking relationship with us, and the average longevity of 
those relationships is more than 10 years. We’re very proud of that.”

Knowledgeable support, positive results
 
When a partnership between a local government and a financial 
institution is forged, the crux of the relationship is often less about 
strategic financial advice than helping the entity navigate highly 
nuanced financial endeavors. 

As Trout explains, “Borrowing can allow a government to fund a 
project that would otherwise be deferred, allocate projects between 
current and future users, and offer financial flexibility to address 
other priorities.” Trout continues, “When government officials 
ask for terms for a loan, my impression is that they are often 
wondering: Is the project financeable? How much will the loan 
cost on both an annual basis and over the life of the project? How 
will this cost fit into the current or next year’s budget? Should the 
government proceed with the project, pay for it from cash on hand, 
or borrow to fund it? How quickly can the loan be arranged?”

For local governments, accessing quick and authoritative answers 
to these questions can be the difference between a pie-in-the-sky 
idea and getting a well-considered project off the ground.

Briles points out that local governments often benefit from updates 
to their longstanding modes of operation, which can often be an 
uncomfortable transition. “Nobody really likes change,” she says. “So, 
I think sometimes there’s this way of thinking that’s like, we’ve done 
it this way for years, and it works fine. And that’s where we come in 
and say, well, here are some new ways of doing things that might 
automate some of your processes and might save you some dollars.” 

LOCAL GOVERNMENT ENTITIES
BY THE NUMBERS

90,387
Total units of 
local government 
in the U.S.

35,705
Municipalities and 
townships in the U.S.

3,031
Counties in 
the U.S.
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Local government 
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special 
districts

12.9%
Increase in Illinois township 
property tax revenue between 
2016 and 2021

33%
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Illinois municipality 
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18.1%
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district property tax revenue 
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maintained by township 
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[Source 1, Source 2]
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https://www.toi.org/Resources/3d1973b3-dd43-4925-bf63-2803107dc2bf/Local%20Government%20in%20Illinois%202024.pdf


To learn more about Wintrust’s partnerships with local 
governments and its innovative MaxSafe program, visit us. 

Saving dollars is, of course, a vital need in scenarios where the budget 
is limited — and certainly when that budget is publicly funded. “The 
biggest thing for the entities that I’m working with is that it’s not their 
money; it’s taxpayer money,” says Briles. “The questions become: 
How can we do more for less? How can we maximize your earnings?”

As Trout explains, “When local governments depend on funding 
that is receivable sporadically, such as property taxes, they must 
maintain sufficient reserves to operate until funds become 
available.”  

So, when local governments experience hiccups in those 
distributions — property tax funds arrive late, for example, or 
federal and state funding sources become uncertain, as they have 
this year — having a trusted partner available to fund a shortfall 
can be of tremendous benefit.

“When there’s any sort of disruption,” says Briles, “we get more 
questions from our clients, and more requests for guidance arise. 
We help them evaluate short-term financing needs, for example, 
or tackle liquidity needs in terms of allocating where those 
dollars go. A big part of what we do is try and stay on top of those 
conversations as best we can.”

After all, Briles says, the name of the game for local governments 
will always be securing funds as responsibly as possible. “For 
these entities, the priorities are safety, then liquidity, then yield,” 
she explains. “They can’t lose any money; it’s not their money to 
lose. They have to be very cautious about that, and that’s where we 
come in.”

Finally, because every public sector entity must generate annual 
financial reports, a financial partner can be helpful in submitting 
the needed figures to regulatory bodies. But that doesn’t mean that 
an entity’s financial reporting related work comes but once a year. 
“The entity’s accountants will want to see a collateral statement as 
of X date. They want to make sure, obviously, that funds that are 

not covered by FDIC are backed in some other way. I think it’s 
important that your banking partner is reviewing that collateral 
position often — and we here at Wintrust do so daily,” Briles says.

Product maximizes stability, confidence

Two of the most valuable financial tools available to local 
governments are Wintrust’s MaxSafe® Public Funds CD ($100,000 
to open) and Wintrust’s MaxSafe Public Funds Money Market1 

account ($1,000 to open and $10,000 minimum daily balance 
required to avoid a $10 monthly analysis fee). Any depositor, 
public or private, is afforded a certain amount of FDIC insurance 
per bank. But what sets MaxSafe apart is that it allows Wintrust 
to maximize that coverage, providing well above the standard 
amount of FDIC insurance per depositor,2 with over $7 million in 
total coverage at our Illinois charters.

“Because Wintrust operates 16 individually chartered banks 
—14 of them in Illinois — we’re able to accept a deposit and 
automatically distribute it across those charters to ensure no 
single bank exceeds the FDIC insured limit,” explains Briles. 
“MaxSafe leverages the FDIC coverage of all 16 charters, offering 
up to $7 million in coverage for deposits placed with in-state 
banks and up to an additional $250,000 at our Wisconsin and 
Michigan charters, for a total of up to $7.5 million.” 

From establishing strong, community-rooted collaborations to 
providing critical support in liquidity management and strategy 
in times of uncertainty, knowledgeable banking institutions 
offer local governments the expertise and stability they need to 
meet their mandates responsibly. With tools like MaxSafe and 
a proactive, engaged approach, Wintrust is not only helping to 
safeguard public funds but also empowering municipalities, school 
districts, and other public sector entities to make every taxpayer 
dollar count. Ultimately, these partnerships are about more than 
dollars and cents — they’re about building stronger, more resilient 
communities through shrewd financial stewardship.
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•	 Application	requirements: As with other SBA loans, 

     businesses will need to provide financial statements,  

     accounts receivable reports and other supporting documents.

•	 Size	requirements: Obviously, a business must be small 

     to benefit from the Small Business 

     Administration’s programs, so 

     business owners should ensure that 

     their company falls within the SBA’s 

     parameters

THE WCP AT A GLANCE
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Banking products provided by Wintrust Financial Corp. banks.
1. MaxSafe® Public Funds Money Market. Fees may reduce earnings. We may change the interest rate on your account at any time.
2. FDIC Insurance. Based on current FDIC deposit insurance coverage rules – see fdic.gov/resources/deposit-insurance/understanding-deposit-insurance/.

http://www.wintrust.com/sba.html?cid=white_paper%3aCrains_cta_box_wtfc%3aWorkingCapitalProgram%3actaSBA%3a202503
http://wintrust.com/business-solutions/mid-market.html?cid=white_paper%3aCrains_cta_box_wtfc%3aLocal _Gov_Partnerships%3aGov_Funds%3a202506
http://wintrust.com/business-solutions/mid-market.html?cid=white_paper%3aCrains_cta_box_wtfc%3aLocal _Gov_Partnerships%3aGov_Funds%3a202506
http://fdic.gov/resources/deposit-insurance/understanding-deposit-insurance/

