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Peter Moody, Chief Business Development 

Officer, Equiant Financial Services

O
ver the past few years, there’s been 

a steady drumbeat of news from 

Equiant, a leading provider of 

accounts receivable servicing and 

financial technology. New staff members, 

innovative new solutions for loan servicing, 

and new tools for improving portfolio per-

formance have all been recently announced.

“Our client-centric culture means that our 

goal is always to delight our clients by provid-

ing the resources they need in the way they 

prefer to receive them,” explains Peter Moody, 

chief business development officer. “We are 

continually investing in our staff, technology 

and systems so that we can deliver excellence 

while servicing a wide range of receivables at 

a compelling fee structure.”

All the Right Tools

So just what does Equiant do? A little back-

ground may help. According to AIF research, 

just over 60 percent of total net reported sales 

is financed for more than 90 days. Developers 

must then find a way to collect these loans. 

Often, they choose to outsource this task to 

a loan servicer such as Equiant, which has 

become one of the leading timeshare servicers 

in the United States with an active serviced 

portfolio that exceeds $1.5 billion and includes 

more than 175,000 individual consumer 

loans and 500,000 maintenance dues related 

accounts. “Outsourcing receivables manage-

ment allows developers to focus on their core 

competencies,” Moody says. Instead of hiring 

their own experts in fair credit practices, 

buying software and contracting for credit 

card processing, developers can turn to a 

partner with the know-how and tools to do 

the job more efficiently. Many find that the 

advantages of scale enjoyed by Equiant mean 

they actually save on loan servicing costs 

while improving portfolio performance. 

In 2015, Equiant debuted a new servic-

ing model, Platform as a Service (PaaS),  

that allowed its clients to service their 

own accounts, using Equiant’s accounts 

receivables platform, which includes loan 

servicing, maintenance fee servicing and 

invoicing, a collections module, document 

custody, and multi-option reporting tools.

Using cloud technology, Equiant’s 

platform provides the servers, storage 

methodology and other technology to host 

developer accounts. 

This year, Equiant made it even easier to use 

the PaaS model by offering clients the same 

leading-edge contact center management tools 

used in own call center, eqConnect. Powered 

by NICE inContact, the global leader in cloud 

contact center software, it features seamless 

campaign integration, agentless dialing, real 

time key performance indicators, complete 

contact recordings, long-term storage, 

advanced recovery call routing, multi-channel 

contact handling, full skill-based routing and 

prioritization, total contact blending, multiple 

dialer modes and customizable dashboards 

and reports. The agentless dialing feature has 

already proven popular with Equiant’s clients 

as it allows them to distribute prerecorded 

account notifications, prompt in-bound callers 

to reach an agent, and allow account holders 

to manage their payments, update their 

personal information, and more.

Now, with the May 2019 roll-out of the 

company’s newest Business Intelligence 

Tool – eqDashboard, clients can find answers 

for day-to-day and strategic questions. “The 

core subscription to our dashboard-based 

reporting tool is included in our servicing 

fees,” Moody says. “It reveals business 

insights by turning complex data into 

beautiful dashboards with easy-to-under-

stand visualizations. For those who desire 

even more customization, we’re also offering 

additional licenses that allow clients to build 

their own dashboards and bring in additional 

data sources, allowing for advanced data 

analytics. Our clients want to know what’s 

happening with their accounts, but also why 

it’s happening. The eqDashboard provides 

answers, actionable business intelligence and 

metrics, and they can all be drilled down to 

the account level.” 

Growth Mode 

The industry’s response to Equiant’s new 

business model has been nothing short 

of enthusiastic. “Equiant has experienced 

double-digit year-over-year revenue growth 

since 2015,” Moody says. “Developers really 

appreciate Equiant’s willingness to custom 

tailor solutions to their unique needs. We 

leverage our expertise to help clients find their 

most desired and profitable business option.”
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Even with new self-servicing options, 

much of that growth has been on the 

traditional servicing side as the historically 

tight labor market means finding additional 

employees to call members to remind 

them about loan payments is increasingly 

difficult. “Vacation ownership companies 

tend to be located in resort communities 

that need a large labor force, so competition 

for employees can be fierce,” Moody says. 

“Our highly trained employees can handle 

those responsibilities for developers.”

In addition to growing its call center, 

Equiant has been adding new employees 

with financial services and technology 

expertise to bring these new products  

to market and assist clients so they get  

the maximum benefit from the tools 

Equiant provides. 

With an expanding staff, Equiant’s latest 

move is just that, a move. “We needed more 

space for the employees we have—and 

we’re still continuing to add new staff 

members,” he explains. In July, the company 

moved from Scottsdale, Arizona, to nearby 

Chandler, which has become a technology 

hub.  “The new office will provide an 

additional 9,000 square feet of space, 

including a 50-seat call center and provide 

an ‘upgraded’ workspace for all Equiant 

team members.” A larger and enhanced 

vault for document custody is also possible 

in the new space. 

Giving Back

Part of Equiant’s DNA has always been giv-

ing back to its community and its industry. 

In just the past year, Equiant has sponsored 

golf tournaments to raise money for the 

treatment of eating disorders, Phoenix 

Children’s Hospital and other charities.

They also give back to their industry by 

sponsoring ARDA events and research. 

“ARDA is the voice of the industry to 

regulators and lawmakers, and the AIF’s 

research keeps its finger on the industry’s 

pulse,” Moody says. “Of course, we’re going 

to support that.” 

Membership also has benefits for Equiant. 

“The No. 1 benefit is the opportunity to 

build relationships with both new and exist-

ing clients,” he says. “We also get additional 

exposure when our employees speak at 

ARDA meetings, such as ARDA World.” 

Moody is a big fan of the new ARDA 

World layout that allows them to have a suite 

for client meetings in the center of activity. 

“The new model is a good move because it’s 

more convenient for us and for our clients.”

Because Equiant services a wide range 

of clients, from the largest developers to 

single-site resorts, “we can offer a voice 

for developers that otherwise may be 

overlooked,” Moody says. “The industry is 

changing, and ARDA is too. We’re looking 

forward to being a part of that change.” 

Bay Tree Solutions   •   baytreesolutions.com   •   1-800-647-4130

The Ethical Resale Service Provider

THE Timeshare Marketplace

We are pro-timeshare, pro-developer and pro-consumer.
  

We help owners sell at the price they want and advise them 

to continue making timely payments.  Bay Tree Solutions 

does not believe in fire-sale prices.  We reinforce the value 

of vacation ownership and our Timeshare Marketplace protects 

the resale values of consumers’ vacation properties.  We treat 

your owners with respect and provide them with guidance to 

navigate the resale market successfully. We welcome developer 

referrals.  Call us now to discuss how we may best serve 

your owners’ needs.    1-800-647-4130

WE ARE THE GOOD GUYS
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