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could not be more excited.
“With the holiday sea-

son being a key time for 
Lindt, we wanted to find 
a unique way to bring the 
Lindt brand to life, and the 
Macy’s Thanksgiving Day 
parade is such an admired 
and iconic tradition, we 
wanted to work with the 
Macy’s team to bring this 
partnership to life,” With-
ington said.

The design process 
began in 2012, and over 
the last several months, 
the float has been under 
construction in the Macy’s 
70,000-square-foot parade 
studio in New Jersey.

Withington said it has 
been exciting to watch the 
float’s evolution from con-
ceptual design to reality.

He had the chance to 
go to the studio several 
times during the float’s 
creation and said from an 
engineering perspective 
what he found fascinat-
ing is that every float has 
to go through the Lincoln 
Tunnel to get into New 
York City. The tunnel only 
has 12½ feet of clearance, 
and many of the floats 
are much taller than that, 
including the Lindt float, 
so the floats have to be 
designed in a way that 
they can pass through 
the tunnel and be easily 
re-assembled on the other 
side.

“They put a lot of 
thought and care into the 
actual construction, not 
only making it look beau-
tiful but the engineering 
behind it is truly a feat,” 
Withington said.

“The Enchanting World 
of Lindt Chocolate” 
features a three-story tall 
Lindt master chocalatier 
overseeing the chocolate 
shop, with special touches 
of the Lindt brand incor-
porated throughout.

“The Macy’s team has 
been doing this for many 
years, and they do an 
outstanding job of captur-
ing the essence of a brand 
and bringing it to life in an 
engaging way for all the 
fans watching at home,” 
Withington said.

The Swiss confectioner 
first commissioned an 
administration building 
and manufacturing site in 
Stratham in 1986, and it 
has continued to grow ever 
since. 

The Stratham facility 
is the only Lindt factory 
outside of Switzerland 
that can process ingre-
dients from start to fin-
ish. Lindt completed a 
40,000-square-foot expan-
sion of the facility in 2010 
and added another 36,000 
square feet in 2011. For the 
holiday season, the plant 
employs nearly 1,200 em-
ployees, including nearly 
700 temporary workers.

About 20 local employ-
ees across departments, 
including Withington, will 
travel to New York City to 
participate in the parade.

“For me, personally, 
it was always a holiday 
tradition in my family. It 
was really the kick-off to 
the holiday season so it’s 
really a dream come true 
for me to work with the 
Macy’s team through the 
whole process and to be 
a participant is a once in 
a lifetime opportunity,” 
Withington said.

As a University of New 
Hampshire alumni and 
lifelong New Englander, 
Withington said he is also 
proud to be representing 
the Granite State in this 
year’s parade.

The partnership with 
Macy’s is for three-years, 
so the float will also ap-
pear in the 88th and 89th 
Macy’s Thanksgiving Day 
parades as well.

This year, the band “Goo 
Goo Dolls” will perform on 
the float.

“Being able to celebrate 
with such an admired 
and long-standing band 
is something we are also 
thrilled about,” Withington 
said.

The annual Macy’s 
Thanksgiving Day parade 
will air on NBC on Nov. 28 
beginning at 9 a.m.
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Manchester-based manu-
facturer of medical de-
vices, as they expanded.

It really runs the 
gamut as far as where 
we deploy our funds. 
Most recently we helped 
obtain financing for the 
New Hampshire School 
of Mechanical Trades 
in Manchester and the 
Manchester Music Mill, 
which struck a deal with 
the owners of Van Otis 
Chocolates to buy a 
20,000-square-foot build-
ing on South Elm Street.

How large is your organi-
zation?

There are only four of 
us. We have two commer-
cial lenders with a long 
background in complex 
financial analysis and 
deal structuring, with 50 
years of commercial lend-
ing experience between 
them.

Then I have a full-time 
portfolio manager be-
cause as you can imagine 
managing about 150 rela-
tionships in a $50 million 
portfolio is a full-time job 
with all the reporting to 

the federal agencies, the 
monitoring of payments 
and that type of thing. As 
director of the program, 
my job is to go out and 
source deals and admin-
ister the organization.

We are self-sustaining. 
We live on our fees and 
the interest on our loans. 
Our operating budget was 
about $700,000 last year.

What other services does 
the CRDC provide?

We occasionally do 
consulting for towns. 
We’re the town of Bow’s 
economic development 
consultant. So for a small 
stipend every year, we 
advise their economic 
development committee. 
We’ve been working with 
them for five years.

We helped them and 
provided information on 
the Exel warehouse as 
that project was germi-
nating last summer. (Exel 
recently won a contract 
to be the exclusive ware-
house of wine and li-
quor for the state of New 
Hampshire.)

We also provide under-

writing services to mu-
nicipalities that have their 
own loan funds, which at 
this point is only Man-
chester and Nashua.

Nashua hired us two 
years ago to help source 
deals and evaluate risk, 
and we just renewed 
that contract for another 
two years. Manchester 
hired us to work with the 
Manchester Development 
Corporation in April. We 
have a proposal pending 
to do the same thing for 
the city’s revolving loan 
fund.

What is the organization’s 
mission?

Our mission is job 
creation, job retention 
(which we’ve been doing 
more of in this recent eco-
nomic environment), and 
property tax enhance-
ment. We want to create 
jobs and enhance the 
property tax base in New 
Hampshire.

What do you see as the 
critical issues affecting 
economic development in 
the state?

There are a couple ways 

to answer that question, 
and it depends on where 
you are geographically, 
but the primary challenge 
right now is the skill level 
of the workforce. There is 
a real disconnect between 
available jobs and the 
skill levels.

The BIA just came out 
with a major economic 
strategy, and recent eco-
nomic studies have been 
reinforcing that the skills 
gap is clearly a challenge.

Access to more venture 
or early stage capital is 
also a problem. We don’t 
do that. We’re a debt 
lender. There are some 
great venture capital ef-
forts going on right now 
with the Granite Fund, 
and the state Business Fi-
nance Authority working 
with Borealis (a venture 
capital firm).

That’s a great thing for 
the Dyns of the world, 
those high-tech growth 
companies, but there’s 
still a need for early stage 
investment capital for 
startup companies that 
aren’t ready for Borealis 

or not ready to take on 
debt.

Have you seen a tighten-
ing of credit for commercial 
loans?

Banks are flush with 
capital. The problem is 
the credit quality of the 
borrower. It’s been getting 
better in the past year 
or so, but when a lender 
looks back over the past 
three years on a business’ 
tax returns, profit and 
loss statements, etc., you 
can imagine that’s been 
a challenge. Enhance-
ment loans like ours are 
in more demand when 
the bank wants to share 
the risk.

The problem now in 
New Hampshire is we 
have a lot of banks with a 
lot of capital, but not as 
many borrowers that are 
qualified to meet their 
requirements. So right 
now if you’re a strong 
company, you can get 
really good loan arrange-
ments with bids from four 
different banks.

     dsolomon@unionleader.com
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website and make a deci-
sion I felt was best.

On the Home Depot 
website, they also had a 
special offer for financ-
ing, which allowed you to 
make no interest pay-
ments for six months on 
new appliance purchases. 
Being a fan of free money, 
I chose to take advantage 
of the offer. I filled out 
the online application 
and received an approval, 
along with the associated 
numbers I would need 
to complete my online 
order.

From there, I was able 
to see available delivery 
dates and select the date 

that was most convenient 
for me. Once I finished 
the order online, all of the 
confirmations were sent 
to my email. They told me 
I would get a phone call 
the day before telling me 
when they would arrive. I 
hadn’t received a call by 5 
p.m., so I called the num-
ber that was on the email 
confirmation I received.

When I called, the au-
tomated attendant knew 
from the phone number 
I was calling on exactly 
who I was and what 
order it was for. I was 
informed that a delivery 
time hadn’t been set yet 
and that I would receive 

another call shortly.
As they originally 

stated, the night before 
the scheduled delivery, 
I received an automated 
phone call about the time 
the delivery would actu-
ally take place. They gave 
me a four-hour window 
and specified the details 
of what would happen. 
And then, I received 
another automated call 
when the delivery crew 
was 30 minutes away. 
They delivered and set up 
my new refrigerator and 
were on their way. Shortly 
after, I received another 
automated call asking me 
to complete a survey on 

my experience with the 
delivery company.

While all of this may 
sound fairly routine to 
most people, the part that 
really impressed me was 
how the entire process 
happened. I was able to 
shop for a new refrig-
erator, compare models, 
apply for and get instant 
financing approved, place 
the order, select a deliv-
ery date, call to check 
on the delivery time and 
get notified exactly when 
the delivery crew would 
arrive. And all of this was 
done without speaking to 
a single person.

While the human 
element of selling and 
business will never go 
away, this entire situa-
tion made me question 
the impact technology 
has had on sales, business 

and, of course, jobs. You 
can make strong argu-
ments as to the benefits of 
both, but this was an eye 
opener for me. 

In a way, I felt bad that 
I conducted business 
this way, but fortunately, 
the entire technology 
controlled process was 
handled flawlessly by 
Home Depot.

And lastly, the part that 
made me shake my head 
in awe was learning that 
if I ever have a problem 
with my new refrigerator, 
I call the service center 
and then hold my phone 
up to a little speaker that 
communicates electronic 
diagnostic data directly to 
the service center. Times 
have certainly changed.

.

Christopher Thompson (cthompson@
catch22solutions.com) writes Closing the 
Deal weekly for the Sunday News.
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