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Remember in school when you would be assigned to write an 
essay entitled “What I Did This Summer”? Well, here at SFNet 
we were busy announcing the findings of our groundbreaking 
DEI survey, launching a vodcast series, kicking off a new 
mentoring program, and engaging a law firm to create a 
compliance guide for the California financial disclosure law.

The vodcast series made its debut in June and is a 
collaboration between SFNet and industry Hall of Famer, 
Barry Bobrow. The entertaining “In The Know” video and audio 
podcasts are a series of conversations with compelling thought 
leaders on important topics that influence and impact the 
finance and secured lending markets. 

The Secured Finance Foundation, in conjunction with 
SFNet’s Diversity, Equity and Inclusion Committee, launched a 
professionally developed Mentoring Program that provides the 
next generation access to the knowledge and expertise of the 
most talented and respected executives in the secured finance 
industry. The program kicked off in August to rave reviews 
pairing 22 mentors with 22 eager mentees. For information on 
the program contact Ryan Green at rgreen@sfnet.com.

On the advocacy front, SFNet’s Advocacy Committee, led by 
Hamid Namazie of McGuireWoods, has engaged the law firm 
of Hudson Cook to create a compliance guide pertaining to 
California’s financial disclosures law, which goes into effect 
December 9. The guide will be available to SFNet members 
only in order to assist in complying with these challenging 
regulations.  

This is TSL’s second issue focused on DEI. As ESG issues 
are becoming increasingly common, we’ve added content 
focused on that area as well. The DEI Committee, under the 
leadership of Betty Hernandez, executive vice president and 
chief credit officer of SLR Business Credit, was created just two 
years ago and almost immediately got to work on a first-of-its 
kind industry DEI Survey.  The DEI Committee, in conjunction 
with Rutgers University and underwritten by the Secured 
Finance Foundation and Wells Fargo, released the results 
of the survey in a members-only webinar on June 28. For 
highlights, turn to page 20 of this issue. 

Two exemplary companies, PNC Business Credit and 
Republic Business Credit, were highly aligned with their 
employees in the replies to SFNet’s DEI Survey and are 
featured in this issue on pages 24 and 28.  

Will ESG programs and policies be included in the valuation 
equation for middle-market transactions in the near future?  
What should those involved in middle-market mergers and 

acquisition transactions 
be considering? Is there 
potential value creation 
from ESG? Michael Wesley 
of PKF Clear Thinking 
discusses these questions 
and more in Realizing 
Value from ESG in Middle-
Market M&A Transactions 
on page 32.

On page 40, Teresa 
Cutter, the head of White 
Oak Global Advisor’s 
ESG & Impact provides 
an overview of how ESG 
issues add a new layer of 
complexity to the process of 
portfolio construction in The 
Relationship Between ESG and Private Debt.

On page 34, William Yonge of Morgan, Lewis & Bockius 
UK LLP provides an in-depth overview of the European 
Commission’s proposal for a directive on corporate 
sustainability due diligence (“CSDD”) requiring covered 
companies to address their impacts on the environment.

In November of 2021, SFNet announced its first Cross-
Border Finance Essay Contest, sponsored by Goldberg 
Kohn Ltd. Members of SFNet’s International Finance and 
Development Committee judged the essay submissions and 
announced the winners in July. The two third place essays are 
published in this issue on pages 42 and 46. The authors of the 
winning essays have been invited to participate on a panel at 
SFNet’s 78th Annual Convention in Austin, TX, November 9-11.  
The second place and first place winners will be published in 
the October and November issues of TSL, respectively. 

I hope to connect with many of you during SFNet’s action-
packed Annual Convention in Austin this November.

TOUCHING 
BASE

NEW INITIATIVES ANNOUNCED

What SFNet Did 
This Summer

 RICHARD D. GUMBRECHT
 SFNet Chief Executive Officer
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FEATURE STORIES

Rob Meyers of Republic Business Credit Discusses 
the Company’s DEI Initiatives
Republic Business Credit is a nationally recognized commercial finance 
company supporting the working capital requirements of companies nation-
wide.  Republic was one of two companies that were highly aligned with their 
employees in the replies to SFNet’s DEI Survey. 24
BY MICHELE OCEJO

Results of SFNet’s Groundbreaking DEI Survey
SFNet’s DEI Committee, in conjunction with Rutgers University and underwritten by the Secured Finance Foundation and 
Wells Fargo, released the results of the first-ever DEI Survey, which provides a comprehensive perspective on the current 
state of diversity, equity and inclusiveness among SFNet member companies. 20
BY MICHELE OCEJO 

PNC Business Credit’s 
DEI Initiatives
After gathering information from 
various PNC program managers, Eileen 
Kowalski  discusses the DEI initiatives 
of PNC Bank N.A. and more specifically 
those of PNC Business Credit. 28
BY MICHELE OCEJO

Realizing Value from ESG 
in Middle-Market M&A 
Transactions
Will ESG programs and policies 
will be included in the valuation 
calculation for middle-market 
transactions in the near future? 
What should those involved in 
middle-market mergers and acqui-
sition transactions be considering? 
Is there potential value creation 
from ESG? Read on to find out. 32
BY MICHAEL WESLEY

COVER STORY
RESULTS OF SFNET’S  
GROUNDBREAKING DEI SURVEY P20

TABLE OF CONTENTS. SEPTEMBER  2022 VOL. 78 ISSUE 6

FEATURED STORY
ROB MEYERS OF  

REPUBLIC BUSINESS CREDIT  
DISCUSSES THE COMPANY’S  

DEI INITIATIVES P.24
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European Commission’s 
Controversial Proposal  
for a Directive on  
Corporate Sustainability 
Due Diligence
William Yonge of Morgan, Lewis & 
Bockius UK LLP provides an in-
depth overview of the European 
Commission’s proposal for a direc-
tive on corporate sustainability due 
diligence (“CSDD”) requiring covered 
companies to address their impacts 
on the environment. 34
BY WILLIAM YONGE

Articles
HUMAN CAPITAL INSIGHTS

Diversity Equity and Inclu-
sion – For All the Right 
Reasons Carrots, Sticks, 
or Doing What’s Right
After agreeing to author an article address-

ing how a diverse team can improve a 

business’s bottom line and culture, Terry 

Keating, CEO of Access Capital and member 

of SFNet’s DEI Committee, began examin-

ing the reasons for something that, on its 

face, is simply the right thing to do. 38

BY TERRY M. KEATING

ECONOMIC TRENDS 

The Relationship Between 
ESG and Private Debt
The head of White Oak Global Advisors’ 

ESG & Impact provides an overview 

of how ESG issues add a new layer of 

complexity to the process of portfolio 

construction. 40

BY TERESA CUTTER

COLLATERAL TRENDS

Bed, Bath, and Back  
to the Supplier  
A Supplier’s Right To Reclaim Ownership  

Of Inventory In The Netherlands. In 

November of 2021, SFNet announced its 

first Cross-Border Finance Essay Contest, 

sponsored by Goldberg Kohn Ltd. This 

essay tied for third place. 42

BY DIEDERIK VON KÖNIGSLÖW

CROSS-BORDER LEGAL INSIGHTS

The Impact of Civil Law on 
the Growth and Debt Cap-
ital Accessibility of South-
ern European Micro, Small 
and Medium Enterprises
In November of 2021, SFNet announced 

its first Cross-Border Finance Essay Con-

test, sponsored by Goldberg Kohn Ltd. This 

essay tied for third place.  46

BY ANDRÉA N. SANFILIPPO

SFNET MEMBER PROFILE

REV Capital: Increasing 
its Reach and Reinventing 
Factoring
Having celebrated its fifth anniversary in 

June 2022, REV Capital marked the occa-

sion by rebranding from Revolution Capital 

to REV Capital to acknowledge its many 

milestones. Since its founding in 2015, the 

company has achieved six acquisitions, 

opened seven offices, helped 1,200 clients 

across a myriad of industries, and funded 

more than $5 billion. 54

BY EILEEN WUBBE
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The Secured Finance Network is the trade group 
for the asset-based lending arms of domestic 
and foreign commercial banks, small and large 
independent finance companies, floor plan 
financing organizations, factoring organizations 
and financing subsidiaries of major industrial 
corporations.

The objectives of the Association are to provide, 
through discussion and publication, a forum for the 
consideration of inter- and intra-industry ideas and 
opportunities; to make available current information 
on legislation and court decisions relating to 
asset-based financial services; to improve legal and 
operational procedures employed by the industry; 
to furnish to the general public information on the 
function and significance of the industry in the 
credit structure of the country; to encourage the 
Association’s members, and their personnel, in 
the performance of their social and community 
responsibilities; and to promote, through education, 
the sound development of asset-based financial 
services.

The opinions and views expressed by The Secured 
Lender’s contributing editors and authors are their 
own and do not necessarily express the magazine’s 
viewpoint or position. Reprinting of any material is 
prohibited without the express written permission of 
The Secured Lender.

The Secured Lender, magazine of the asset-based 
financial services industry (ISSN 0888-255X), is 
published 8 times per year (Jan/Feb, March, April, 
May, June, September, October and November) 
$65 per year non-member rate, and $105 for 
two years non-member rate. SFNet members are 
complimentary.

Secured Finance Network 
370 Seventh Avenue, New York, NY 10001. 
(212) 792 -9390  Email: tsl@sfnet.com
www.SFNet.com

Periodicals postage paid at New York, NY, and 
at additional mailing offices. Postmaster, send 
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Secured Finance Network, 370 Seventh Avenue, 
New York, NY 10001

Editorial Staff
Michele Ocejo
Editor-in-Chief and SFNet Communications Director

Eileen Wubbe
Senior Editor

Aydan Savaser
Art Director

Advertising Contact:
James Kravitz
Business Development Director
T: 646-839-6080
jkravitz@sfnet.com
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Accord Financial Expands US Asset 
Based Finance Team, Hires Maryanne 
Lenardo and Gail Heldke as Managing 
Directors

Accord Financial Corp. has expanded their 
US Asset Based Finance group to include 
Maryanne Lenardo and Gail Heldke. 
Both with the title of managing director, 
Originations, each will be responsible 
for developing partnerships across a 
broad range of industries providing senior 
secured debt solutions ranging from 
$1MM to $20MM. 

Accord Financial Appoints Irene Eddy as 
Interim Chief Financial Officer 

Accord Financial Corp. announced the 
appointment of Irene Eddy as interim CFO 
alongside the departure of Stuart Adair, 
the company’s long-time CFO. Eddy joined 
Accord in 2019 as senior vice president, 
Capital Markets, and, as a member of the 
executive leadership team, helped guide 
corporate strategy and planning.  After 
almost 20 years with Accord, Adair has 
moved on to a new challenge.

Anthony Gomez Joins Celtic Capital 
Corporation as Senior Vice President-Client 
Development for the Pacific Northwest

Anthony Gomez has been in commercial 
banking and part of the region’s business 
community for over a decade. Gomez can 
be reached at agomez@celticcapital.com 
or on his direct line, (253) 592-9770.

ARI Global Expanding Presence in 
California and the South

ARI Global is pleased to announce that 
David Wojnarski and James Clark have 
joined as vice presidents, responsible for 
business development and client retention. 
Wojnarski, known as Wojo, joins from 
Coface, where he was a top performer in 
both new business and client retention. He 
will be based in Southern California and 
focusing on the West Coast.

   Clark has underwriting and sales 
experience in the industries of both 
banking and insurance and will be based 
in Arkansas, he will work throughout the 
South.

BMO Financial Group Hires Jim Dore as 
U.S. Managing Director, Retail Finance, 
Asset-Based Lending Group

In this role and in partnership with 
Michael Ganann, US head of Retail 
Finance, Jim Dore will primarily focus 
on calling nationwide on BMO clients, 
prospects, and referral sources in the retail 
and apparel industries. 

CIBC Innovation Banking Expands Denver 
Team, Adds to Management and Coverage 
Ranks

Ron Singh is joining as a managing director 
in CIBC Innovation Banking’s Denver 
office. With over 20 years of industry 
experience with business development, 
deal structuring, and team leadership, 
Singh brings his range of talents to CIBC 
Innovation Banking at an important 
juncture in the group’s continued evolution 
as it supports the growth ambitions of 
hundreds of existing and emerging startups 
in the area.

   As the business continues to grow its 
footprint, CIBC Innovation Banking is also 
announcing the following appointments in 
key markets:

   Sean Duffy, who joined the group in 2021 
as a managing director with the opening 
of its United Kingdom office, has been 
appointed head, United Kingdom & Europe, 
CIBC Innovation Banking. Joe Hammer, 
managing director in CIBC Innovation 
Banking’s Boston office, has been promoted 
to co-head, Life Sciences & Healthcare. 
Menlo Park-based managing director, Jeff 
Chapman, continues as head, Life Sciences 
& Healthcare, a position he has held since 
prior to CIBC’s acquisition of Wellington 
Financial LP in 2018. Paul McKinlay, a 
Toronto-based managing director covering 
the growth equity sector, has taken on the 
added responsibility of being Canadian 
Market Leader, CIBC Innovation Banking. 
McKinlay joined Wellington Financial LP 
in 2013 as an associate. In New York, 
Caroline Tkatschow, has been promoted to 
executive director, CIBC Innovation Banking. 
Tkatschow joined the group in 2018 in 
Toronto from CIBC’s mid-market investment 
banking group. 

CIT Commercial Services Hires Brian 
Martin to Lead Southeast Region

CIT, a division of First Citizens Bank, 
announced that its Commercial Services 
business has hired Brian Martin, an 
experienced banker with broad expertise 
in factoring and accounts receivable 
financing, as a regional manager leading 
CIT Commercial Services in the Southeast 
region. 

CIT Adds Ted Dalton to Real Estate 
Finance Team

CIT, a division of First Citizens Bank, has 
added seasoned real estate professional 
Ted Dalton as a managing director in its 
Real Estate Finance group. 

CohnReznick Expands Capabilities of 
Growing Transactions and Turnaround 
Advisory Practice with Addition of Four 
Senior Leaders

CohnReznick LLP announced four senior-
level additions to its Transactions and 
Turnaround advisory team, strengthening its 
capabilities to meet key client needs. 

Anthony (Tony) Enlow and Ryan McCaslin 
join the firm as partners in the Transactions 
group. Christopher Livingstone and Arthur 
Simonson join as managing directors in 
Project Finance and Consulting.

EQ Riskfactor and Solifi Announce New 
Strategic Partnership

EQ Riskfactor, the leading global provider 
of risk management software for the 
commercial finance market (part of Equiniti 
Group), is delighted to unveil its new 
partnership with Solifi. A global fintech 
software partner, Solifi provides market-
leading, mission-critical software-as-a-
service (SaaS) solutions built on an open 
finance platform for the secured finance 
industry, and is the most widely used and 
trusted asset-based lending (ABL) and 
factoring software in the U.S. commercial 
finance industry. 

Focus Management Group Welcomes Tom 
Thompson as Senior Managing Director

Based out of the firm’s California office, Tom 
Thompson will serve as a senior managing 

DEPARTMENT
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director to complement the firm’s growing 
demand for its turnaround management 
and corporate restructuring services. 

IDB Bank Announces Daniel Roberts As 
New Chief Risk Officer     

In his role, Daniel Roberts will be 
responsible for overseeing and maintaining 
the bank’s capacity to identify, measure, 
and manage financial and operational risk. 
Roberts is a seasoned executive with over 
three decades of banking experience and 
expertise in risk management. 

Deal Lawyer Jason Griffith Joins 
McGuireWoods’ Global Private Equity 
Team in Chicago

Jason Griffith, an accomplished deal 
lawyer who advises private equity firms, 
companies and family offices in corporate 
transactions of all sizes, has joined 
McGuireWoods’ global private equity team 
as a partner in Chicago. 

Bill Lyons Joins Mitsubishi HC Capital 
America to Drive Growth in Factoring, 
Asset-Based Lending

Mitsubishi HC Capital America has named 
Bill Lyons origination leader, Asset-Based 
Lending. Based in Michigan, Lyons will 
be responsible for business development 
across the Midwest. 

Moritt Hock & Hamroff LLP’s 
Alexander Litt Appointed Co-Chair of 
The Membership Committee of The 
Commercial & Federal Litigation Section 
of The New York State Bar Association

Moritt Hock & Hamroff LLP has announced 
that Alexander Litt, an associate of the 
firm, has been appointed to serve as co-
chair of the Membership Committee of the 
Commercial & Federal Litigation Section 
of the New York State Bar Association 
(COMFED). 

Norton Rose Fulbright Adds West Coast 
Partner to its Industry-leading Projects 
and Renewable Energy Practice

Global law firm Norton Rose Fulbright 
announced that renewable energy lawyer 
Elizabeth Sluder has joined its top-tier 

projects team as a partner in Los Angeles. 

Octet Recognized for Excellence in 
Business Lending at 2022 Fintech 
Australia Awards

Leading supply chain finance and 
technology provider, Octet has been named 
the 2022 Excellence in Business Lending 
winner at this year’s Fintech Australia 
“Finnies”. The Seventh Annual Edition 
of the prestigious awards celebrates 
the success of dynamic players in the 
Australian fintech industry. The Excellence 
in Business Lending award acknowledges 
that Octet has demonstrated strong 
financial performance and outstanding 
B2B lending results through its innovative 
finance solutions.

Paul Hastings Adds Renowned Financial 
Services Investigations, Regulation, and 
Litigation Team

Paul Hastings announced the arrival 
of a high-profile team specializing in 
the representation of banks, non-bank 
financial institutions, fintechs, and other 
companies providing financial products 
and services.  Jonice Gray Tucker, 
Matthew Previn, Aaron Mahler and Kari 
Hall bring deep expertise representing 
financial services clients in matters 
that include government investigations, 
supervisory matters, litigation, and 
regulatory compliance and the team brings 
synergies with Paul Hastings’ client roster, 
including virtually every major investment 
bank in the world, as well as dozens of 
leading fintech companies.

Paul Hastings Expands London PE and 
M&A Platform With the Addition of 
Prominent M&A/Private Equity Partner 
Tom Cartwright

Paul Hastings LLP announced that private 
equity and M&A specialist Tom Cartwright 
has joined the firm as a partner based in 
London.  

Eduardo Gallardo, Preeminent Mergers 
and Acquisitions Leader, Joins Paul 
Hastings 

Eduardo Gallardo, a preeminent M&A 

and corporate takeover defense lawyer, 
has joined the firm as global co-chair 
of Mergers and Acquisitions, where 
he will focus on advising clients on 
mergers and acquisitions, takeover 
defense, shareholder activism, corporate 
governance and other corporate matters.

Brian Daray Joins Republic Business 
Credit as SVP, Head of Underwriting in 
New Orleans

Brian Daray adds tremendous value 
to Republic’s ambitious growth plans 
as he leads the company’s seasoned 
underwriting team across the United 
States. His responsibilities include 
underwriting, structuring, and managing 
the successful funding of new clients while 
supporting Republic’s growing suite of 
products across its national commercial 
finance platform.  

REV Capital Launches REV Tech as Part 
of its Mission to Reinvent Factoring 

REV Capital announces the launch of REV 
Tech, a new subsidiary that demonstrates 
REV Capital’s commitment to investing 
in technology as part of its mission to 
reinvent factoring.  Appointed as chief 
operating officer of REV Tech is Bheesham 
Singh, an industry veteran who has spent 
the past 20 years driving profitability for 
his clients. Spearheading the technology 
as REV Tech’s new chief technology officer 
is Amber Abbas. REV Capital’s CEO, Loren 
Shifrin, will serve as the CEO for REV Tech.  
REV Capital’s CFO, Michael Lukhton, will 
serve as the CFO for REV Tech.  

Rosenthal & Rosenthal Names Gene 
Walsh SVP, Business Development 
Officer

Gene Walsh is based in the firm’s Atlanta 
office and brings more than 40 years of 
experience in the asset-based lending 
(ABL) space. Before joining Rosenthal, 
he was senior vice president at Renasant 
Bank.

Rosenthal & Rosenthal, Inc. Names Peter 
Clement SVP International Factoring 
Business Development Officer 
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Peter Clement brings more than 15 years 
of experience across the trade finance, 
commercial insurance and CPG sectors. 
Before joining Rosenthal, he served as 
managing director at VoloFin USA Corp, 
the U.S. subsidiary of a Singapore-based 
fintech company specializing in SME 
financing. 

Siena Lending Group LLC Announces the 
Promotion of Longtime Team Members 
Scott Elliot and Jason Schick

In addition to his current role as the 
senior managing director of New Business 
Originations at Siena Lending Group, 
Scott Elliotto will serve as the CEO of 
Siena Healthcare Finance. In this new 
role, he will collaborate with Jennifer 
Sheasgreen, president of Siena Healthcare 
Finance. Jason Schick has been promoted 
to managing director of Underwriting. 
Going forward, he will serve as head of 
Underwriting for both Siena Lending Group 
and Siena Healthcare Finance.  

SLR Business Credit Announces 
Rebranding of Subsidiary Fast Pay 
Partners to SLR Digital Finance

SLR Business Credit has announced 
that its subsidiary Fast Pay Partners has 
been rebranded as SLR Digital Finance 
(“SLRDF”). SLRDF provides asset-based 
loans and factoring facilities to ad tech 
and digital media businesses throughout 
the United States with borrowing needs 
ranging from $200,000 to $50 million. 

SLR Credit Solutions Announces 
Promotions and New Employees

SLR Credit Solutions (‘SLR CS”) announced 
the following promotions and new hires to 
its team.  

   Joe Wells has joined as managing 
director, Business Development, to source, 
originate and structure new secured debt 
financings focused on the Mid West and 
Florida.  

   Mirko Andric was promoted to senior 
managing director, co-head of Underwriting 
& Portfolio Management. Andric began 
his career at SLR CS in 2011 and is an 
integral member of the firm’s investment 
team. 

   Josh Franklin was promoted to group 
CFO, Specialty Lending Verticals. He joined 
SLR CS in 2006 as an underwriter and 
progressed to team leader. 

    Jack Murphy has joined as assistant 
vice president, Underwriting & Portfolio 
Management. He will play an important role 
in working with deal teams to underwrite 
and manage new investments as well 
as undertake portfolio management for 
existing investments. 

    Rebecca Tarby was promoted to senior 
managing director, co-head of Underwriting 
& Portfolio Management.  During Tarby’s 16 
years at SLR CS, she has executed many 
secured debt transactions across a variety 
of industries and for various purposes, 
including growth, reorganizations, and other 
special situations.  

Troutman Pepper Names Delia Donahue 
Office Managing Partner in Princeton, NJ

Delia Donahue, a partner in the Finance 
and Restructuring Practice Group, became 
office managing partner (OMP) in the 
Princeton, NJ office. Troutman Pepper also 
announced that four other attorneys have 
been named as new OMPs in the firm’s 
Boston, Chicago, Los Angeles, and San 
Francisco offices. 

    The other new OMPs, their offices, 
and practice groups are Miranda Hooker, 
Boston, Health Sciences Litigation; Susan 
Charles, Chicago, Environmental and 
Natural Resources; Tambry Bradford, Los 
Angeles, Business Ligation and Kalama Lui-
Kwan, San Francisco, Consumer Financial 
Services.

Umpqua Bank Expands Middle Market 
Banking Division to Colorado     

Umpqua Bank announced the expansion 
of its middle-market banking division into 
Colorado with the addition of Shawn J. 
Thompson as market director. 

Veteran Colorado Banker Joins Growing 
U.S. Bank Asset Based Finance Team

U.S. Bank announced that veteran Colorado 
banker Benjamin Fields-Elizalde has joined 
the growing US Bank Asset Based Finance 
division as vice president. 

Ferretti Joins Webster Bank as Senior Vice 
President, Market Manager Commercial & 
Industrial Middle Market Banking

David Ferretti reports to Douglas Scala, 
regional president, New England, and is 
responsible for providing comprehensive 
commercial banking services to middle 
market clients and prospects throughout 
greater New Haven County. 
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Lender/Participant Lender 
Type

Amount Structure Borrower Industry

Amerisource Business Capital Non-bank $1 Million Senior credit facility Automotive supply 
distribution firm, 
Pennsylvania 

Automotive

Amerisource Business Capital Non-bank $2 Million Credit facility Drayage trucking firm, 
Texas

Trucking

Assembled Brands Non-bank $1.5 Million Facility WILDFANG, a US-based 
women's apparel company 
featuring clothing that 
offers menswear-inspired 
styling, breaking gender 
norms in fashion and 
society

Apparel

Assembled Brands Non-bank N/A Line of credit Boomerang’s Foods, 
Austin, TX

Food

Atalaya Capital Management LP Non-bank $200 Million Credit facility OppFi, a leading financial 
technology platform that 
powers banks to help the 
everyday consumer gain 
access to credit

Fintech

Bank of China Limited, London 
Branch, Coöperatieve Rabobank 
U.A., Crédit Agricole Corporate and 
Investment Bank, Credit Suisse 
(Switzerland) Ltd., Emirates NBD 
Bank (P.J.S.C.), London Branch, 
Industrial Commercial Bank of 
China Limited, London Branch, 
ING Bank N.V., Mizuho Bank, Ltd., 
Natixis, Société Générale, Sumitomo 
Mitsui Banking Corporation, UBS 
Switzerland AG and UniCredit 
Bank AG [Bookrunning Mandated 
Lead Arrangers], D.Z. Bank AG  
[Mandated Lead Arranger]

Bank $2.17 Billion Multicurrency revolving credit facilities Mercuria Energy Trading 
S.A., a multinational 
commodity trading 
company active in a 
wide spectrum of global 
energy markets, Geneva, 
Switzerland

Energy

Bank of America, N.A. 
[Administrative Agent and Swingline 
Lender], Citigroup; Barclays Bank 
PLC; Goldman Sachs Bank USA; 
JPMorgan Chase Bank N.A.; BNP 
Paribas; Royal Bank of Canada, 
Capital Markets; HSBC Bank USA, 
N.A.; MUFG Bank, Ltd.; Sumitomo 
Mitsui Banking Corporation; and 
Wells Fargo Bank, N.A. 

Bank $1.0 Billion Credit facility Lucid Group, Inc., an 
American electric vehicle 
manufacturer, Newark, CA

Manufacturing: 
electric vehicle

Bank of America, N.A. 
[Administrative Agent]

Bank $500 Million Incremental term debt financing. The 
$500 million term debt financing 
was completed by means of a 2022 
Incremental Amendment through RH’s 
subsidiary, Restoration Hardware, Inc. 
(RHI), as the borrower.

RH, a curator of design, 
taste and style in the luxury 
lifestyle market

Home furnishings
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BofA Securities, Inc., and Regions 
Capital Markets, a division 
of Regions Bank, [Joint Lead 
Arrangers], BofA Securities, Inc. 
[Sole Bookrunner and Bank of 
America, N.A. [Administrative Agent]

Bank $325 Million Five-year credit facility that includes 
a $150 million term loan and a $175 
million revolver

U.S. Physical Therapy, 
Inc., an operator of 608 
outpatient physical therapy 
clinics in 38 states

Healthcare

Blue Torch Capital Non-bank $120 Million Credit facility Spire Global, Inc., a 
leading global provider 
of space-based data, 
analytics and space 
services

Technology

BMO Commercial Banking Bank $50 Million Credit facility which includes a three-
year term loan for $45 million with an 
accordion for up to an additional $10 
million and a $5 million line of credit

Cannara Biotech Inc., 
a vertically integrated 
producer of premium-
grade cannabis and 
cannabis-derivative 
products for the Québec 
and Canadian markets

Cannabis

Bank of Montreal Bank $100 Million Asset-based revolving credit facility Ferroglobe’s subsidiary, 
Globe Specialty Metals, 
Inc. 

Silicon metals

Cadence Business Finance Non-bank $11.25 
Million 

Credit facility Business Interiors, Inc., 
., a full-service contract 
furniture dealer and interior 
design consultant

Furniture and 
interior design

Cambridge Savings Bank Bank $4.3 Million Funding Atlantic Equipment, an 
equipment distributor 
that specializes in the 
sale, service and rental 
of safety, roofing, and 
construction equipment, 
Revere, MA

Equipment: 
Safety, roofing and 
construction

Castlelake, L.P. Non-bank $155 Million Fleet financing Voyager Global Mobility, 
a leading provider to the 
smart mobility marketplace

Smart mobility

CIBC Innovation Banking Bank $35 Million Growth capital financing Impartner Inc., a leading 
partner relationship 
management (PRM) 
platform, Salt Lake City, UT

Technology

CIBC Innovation Banking Bank £40 Million Growth financing Smart, a leading retirement 
technology provider

Technology

CIT, a division of First Citizens Bank Bank $30 Million Financing Acquisition of an 
apartment complex in 
Phoenix, AZ

Real estate

CIT, a division of First Citizens Bank Bank $22 Million Loan used to refinance the Chandler 
Medical Plaza, a three-story medical 
office building in Chandler, AZ

AZ Banner Investments 
LLC, which is managed 
by Webb Management & 
Investments, LLC

Real estate
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CIT, a division of First Citizens Bank Bank $57 Million Credit facility Crowley, a privately 
held, U.S.-owned and 
-operated maritime, energy 
and logistics solutions 
company, Jacksonville, FL

Vessel 
management, 
owner, and supply 
chain logistics 
services

CIT, a division of First Citizens Bank Bank $17 Million Construction loan Saxum Real Estate, 
a national vertically-
integrated real estate 
investment and 
development firm

Citizens Bank $1.8 Billion Asset-based senior credit facilities PRO Unlimited Global 
Solutions Inc., a leading 
provider of end-to-end 
contingent workforce 
management solutions to 
a broad range of global 
clients, San Francisco, CA

Comvest Credit Partners Non-bank $175 Million Senior secured credit facility Raven Engineered Films, 
a Sioux Falls, SD-based 
specialty plastics 
manufacturer

Manufacturing: 
Specialty plastics

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $1 Million Accounts receivable facility Freight-all-kinds trucking 
company, California

Trucking

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $750,000 Accounts receivable facility Logistics management 
company, New Jersey

Logistics

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $750,000 Accounts receivable facility Transportation company, 
Missouri

Transportation

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $500,000 Accounts receivable facility General freight company, 
Texas

Freight

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $6.5 Million Asset-based lending facility Meat processor, Texas Meat processing

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $4 Million Asset-based lending facility Pre-form plastics 
manufacturer, California

Manufacturing: 
Plastics

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $3.5 Million Ledgered line of credit facility Heavy hauling and rigging 
services provider, Texas

Rigging services

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $3 Million Ledgered line of credit facility Oil and gas transportation 
services provider, Texas

Oil & gas

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank $2,042,334 Equipment finance transaction Manufacturing company 
in the midwestern U.S. for 
capital equipment

Manufacturing

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank N/A Small ticket vendor finance equipment 
finance 

Logistics company in 
the western U.S. for 
transportation equipment

Transportation

Crestmark, the Commercial Finance 
Division of MetaBank®

Bank N/A Small ticket vendor finance equipment 
finance 

Waste metal fabrication 
company in the eastern 
U.S. for operational 
equipment

Waste metal

Crossroads Financial Non-bank $5.8 Million Inventory revolving line of credit Producer, direct seller and 
distributor of wines

Wine distribution
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Crossroads Financial Non-bank $2 Million Inventory revolving line of credit Manufacturer of nutritional 
supplements

Nutritional 
supplements

Crossroads Financial Non-bank $5.8 Million Inventory revolving line of credit Producer and distributor of 
wine, California

Wine

Eastern Bank Bank $7.5 Million Working capital financing Asian Atlantic Industries, 
LLC (AAI), a global supplier 
of electronic components 
and semiconductors, 
Portsmouth, NH

Semiconductor

eCapital Corp. Non-bank £3million 
and $1.5 
million 

U.S. trans-Atlantic working capital line 
of credit 

Prominent international 
provider of manpower 
solutions within the 
renewable energy and 
sustainable transportation 
industries

Renewable energy

Eclipse Business Capital LLC Non-bank $200 Million Asset-based revolving DIP facility TPC Group Inc., a global 
leader in providing a 
diverse range of quality 
products to chemical 
and petroleum-based 
companies worldwide, 
Houston, TX

Petroleum 

Fifth Third Business Capital Bank $19.5 
Million 

Senior credit facility Metaltec Steel Abrasive 
Company, Canton, MI

Metal abrasive 
materials 

First Eagle Alternative Credit Non-bank $20 Million Term loan Nicole Miller, a global 
fashion and lifestyle brand

Apparel and 
accessories 

FrontWell Capital Partners Inc. Non-bank $10.5 
Million 

Senior secured credit facility Belcam Beauty 
Holdco, LLC, a leading 
manufacturer, developer, 
and marketer of beauty 
and grooming products

Manufacturing: 
beauty products

Fundamental Renewables Non-bank $250 Million Credit facility Birch Creek Development 
LLC, a utility scale solar 
development platform in 
2019 and focuses on the 
development and financing 
of utility-scale solar and 
storage projects in the 
United States

Solar

FTX Non-bank $250 Million Revolving line of credit BlockFi, a global crypto 
financial services company

Financial services

Gibraltar Non-bank $10 Million Asset-based loan Scent Beauty, a developer 
of a multi-brand, omni-
channel, integrated 
direct-to-consumer (“DTC”) 
approach to marketing 
and delivering fragrances 
and home scents, as well 
as skin care, hair, and 
wellness product

Beauty and 
wellness
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Gordon Brothers Non-bank $10 Million Committed term loan Tuesday Morning, a 
publicly traded off-price 
retailer of housewares, 
home furnishings and 
seasonal décor

Home décor

Great Rock Capital Non-bank N/A Senior secured credit facility Leading distributor of 
metal coils and sheets to 
the metal roofing industry, 
Florida

Roofing

Horizon Technology Finance 
Corporation and Trinity Capital Inc. 

Non-bank $20 Million Venture loan Nexii Building Solutions 
Inc., a green construction 
company that designs and 
manufactures low carbon 
buildings and products

Construction

Huntington Business Credit Bank $13,536,000 Credit facilities Mills Products, LLC, 
Athens, TN, a manufacturer 
of roll-formed and tubular 
stamped metal products 
servicing the consumer 
appliance, after-market 
truck and automotive, and 
office furniture markets.   

Metal

Huntington Business Credit Bank $24 Million Credit facilities McGregor Metal Holdings 
LLC,  a manufacturer of 
metal products specializing 
in stamping, spinning, 
welding, machining, and 
tool and die services, 
Springfield, OH                   

Manufacturing: 
Metal products

Huntington Business Credit Bank $63.2 Million Credit facilities Ardisam, Inc., Cumberland, 
WI, a manufacturer and 
distributor of sporting 
goods and outdoor 
products primarily through 
various retailers and 
e-commerce channels                       

Sporting goods

HSBC Bank Canada Bank $124 Million Senior secured multi-currency 
revolving syndicated credit 
facility

5N Plus Inc., a leading 
global producer of 
specialty semiconductors 
and performance materials

Semiconductor

InterNex Capital Non-bank $3.5 Million Line of credit 18-year-old East Coast-
based management firm 
focused on remodeling 
and renovating multifamily 
homes

Building

Iron Horse Credit (“IHC”) Non-bank $2 Million Stand-alone inventory revolving 
line of credit 

CBD wellness retailer CBD

J D Factors Non-bank $200,000 Factoring facility Transportation company, 
New Jersey

Transportation
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J D Factors Non-bank $250,000 Factoring facility Transportation company, 
Alberta

Transportation

J D Factors Non-bank $500,000 Factoring facility Transportation company, 
Arizona

Transportation

J D Factors Non-bank $250,000 Factoring facility Transportation company, 
Ontario

Transportation

J D Factors Non-bank $300,000 Factoring facility Transportation company, 
Virginia

Transportation

J D Factors Non-bank $50,000 Factoring facility Transportation company, 
New Jersey

Transportation

J D Factors Non-bank $100,000 Factoring facility Transportation company, 
Ontario

Transportation

J D Factors Non-bank $125,000 Factoring facility Transportation company, 
North Carolina

Transportation

J D Factors Non-bank $100,000 Factoring facility Transportation company, 
Alberta

Transportation

J D Factors Non-bank $350,000 Factoring facility Restoration company, 
British Columbia

Industrial

J D Factors Non-bank $150,000 Factoring facility Transportation company, 
California

Transportation

J D Factors Non-bank $200,000 Factoring facility Staffing company, Quebec Staffing

JPMorgan Chase Bank, N.A. 
[Administrative Agent], Bank of 
America, N.A. and BMO Harris 
Bank N.A. [Co-syndication Agents] 
TD Bank, N.A., and Citizens Bank, 
N.A. [Co-documentation Agents], 
JPMorgan Chase Bank, N.A.; BofA 
Securities, Inc.; and BMO Harris 
Bank N.A. [Joint Bookrunners and 
Joint Lead Arrangers]

Bank $100 Million Revolving credit facility. 
Amended and restated credit 
agreement increasing the size 
from a $90 million revolving 
credit facility to a $100 million 
revolving credit facility, with 
an accordion feature for an 
additional $50 million

DHI Group, Inc., a provider 
of AI-powered career 
marketplaces that focus on 
technology roles

Technology

JPMorgan Chase Bank, N.A. 
[Administrative Agent], Credit 
Suisse AG, New York Branch 
[Documentation Agent and 
JPMorgan Chase Bank, N.A., Banco 
Santander, S.A. and Wells Fargo 
Securities, LLC Joint Bookrunners 
and Joint Lead Arrangers]

Bank $225 Million Term loan and revolving credit 
facilities

Waldencast Acquisition 
Corp.'s, a wholly-owned 
subsidiary Waldencast 
Finco Limited, a holding 
company and investment 
fund that incubates and 
accelerates early stage 
beauty and wellness 
brands

 Beauty and 
wellness

JPMorgan Chase Bank, N.A. and 
BofA Securities, Inc. [Joint Lead 
Arrangers]

Bank $450 Million Consisting of a five-year 
committed $350 million multi-
currency revolving credit facility 
and a $100 million delayed 
draw term loan facility

Stepan Company, a 
major manufacturer of 
specialty and intermediate 
chemicals used in a 
broad range of industries, 
Northbrook, IL

Manufacturing: 
specialty 
chemicals

LBC Credit Partners Non-bank N/A Senior secured credit facility To support the acquisition 
of ATCO Industries, Inc

Quality Control
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PNC Bank, National Association Bank $35 Million Agreement includes a $20 
million term loan facility and 
a $15 million revolving credit 
facility

Luna Innovations 
Incorporated, a global 
leader in advanced fiber 
optic-based technology

Fiber optic 
technology

LSQ Non-bank $1.5 Million Credit facility A woman-owned industrial 
auto parts manufacturer 
and supply-chain 
management company

Manufacturing: 
auto parts

LSQ Non-bank $1 Million Credit facility Beauty products 
manufacturer, California

Manufacturing: 
Beauty Products

King Trade Capital ("KTC") Non-bank $2 Million Inventory finance solution Japanese Whisky brand Spirits

MidCap Financial Non-bank $50 Million Credit facility consisting of 
an initial $40 million tranche 
received at closing and an 
additional $10 million tranche 
that can be drawn at TELA’s 
option upon satisfaction of 
certain conditions

TELA Bio, Inc., a 
commercial-stage medical 
technology company 
focused on providing 
innovative soft-tissue 
reconstruction solutions 
that optimize clinical 
outcomes 

Medical 
technology

MidCap Financial Non-bank $60 Million $60,000,000 senior secured 
credit facility, comprising a 
$50,000,000 asset-based 
revolving line of credit and 
$10,000,000 term loan

Bob’s Stores and Eastern 
Mountain Sports 

Retail

MidCap Financial Non-bank $30 Million Secured credit facility H-D Advanced 
Manufacturing Company, 
focused on precision 
manufacturing and 
machining for heavy 
industries including oil & 
gas and aero & defense, 
Houston, TX 

Oil & gas

MidCap Financial Non-bank $70 Million Secured revolving credit facility Luxury accessories retailer 
and digital platform

Retail

MidCap Financial Non-bank N/A Senior secured credit facility Echelon Fitness Multimedia 
LLC and Echelon Fit 
Canada Inc., offering smart 
exercise equipment and 
an immersive membership 
experience for home fitness 

Fitness

Mitsubishi UFJ Financial Group 
(MUFG)

Bank $300 Million Acquisition facility To support SKY Leasing with 
the purchase of 12 off-lease 
Boeing 737 MAX8 aircraft

Aircraft

M&T Bank Bank $25 Million Senior secured revolving credit 
facility

Rand Capital Corporation, 
a business development 
company providing 
alternative financing for 
lower middle-market 
companies

Alternative finance

National Bank of Canada Bank $40 Million Revolving credit facility Titan Mining Corporation Mining
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North Avenue Capital Non-bank $7.88 Million USDA business & industry loan RCA Trade Center, a 
provider of essential 
infrastructure to 
agricultural players, Oahu, 
Hawaii

Agriculture

OrbiMed Non-bank $50 Million Senior secured term loan facility DarioHealth Corp., a 
leader in the global digital 
therapeutics (DTx) market

Digital 
therapeutics

ORIX Corporation Non-bank $50 Million Credit facility Snowden Lane Partners, 
an independent, advisor-
owned, wealth advisory 
firm 

Wealth advisory

Oxford Finance LLC Non-bank $250 Million New five-year loan arrangement 
comprising up to a $200 million 
term loan and up to a $50 
million revolving line of credit

A medical device company 
located in Sunnyvale, CA, 
and Plymouth, MN, that 
is focused on reducing 
the risk of stroke and its 
devastating impact

Medical device

Oxford Finance LLC Non-bank $30 Million Senior secured term loan Selux Diagnostic, Inc., a 
Boston-based medical 
device company leading 
a new era in personalized 
diagnostics to combat 
superbug infections and 
fight antibiotic resistance

Medical device

Natixis Corporate & Investment 
Banking 

Bank $140 Million Secured revolving credit facility Rialto Capital Management 
and YourStorageUnits JV    

Storage 

Pelorus Equity Group Non-bank $11.8 Million Debt financing Juva Life Inc., a life 
science company with 
pharmaceutical research 
and development 
and consumer-facing 
operations in cannabis 
production and distribution

Prestige Capital, with Rosenthal & 
Rosenthal, Lenders Funding, Sterling 
Commercial Credit and Great Elm 
Capital

Non-bank $100 Million Credit line Urgent healthcare staffing 
company

Staffing

Republic Business Credit Non-bank $5.5 Million Ledgered line of credit Manufacturing company, 
Texas 

Manufacturing

Republic Business Credit Non-bank $8 Million Direct-to-consumer inventory 
loan facility 

Spiraledge, a leading 
internet retailer and 
healthy living company, 
Campbell, CA

Republic Business Credit Non-bank $1.25 Million Traditional factoring facility Novel Wristwatch, 
Accessory Company, Los 
Angeles, CA

Packaged goods

Republic Business Credit Non-bank $3.5 Million Asset-based loan Private equity-owned oil 
field services company, 
Gulf Coast region

Oil field services 
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Rosenthal & Rosenthal, Inc. Non-bank $1.75 Million Purchase order financing facility To support a high-security 
printing and technology 
company working with the 
U.S. government

Printing and 
technology

Runway Growth Capital LLC Non-bank $50 Million Senior secured term loan Interactions, a leader in the 
enterprise conversational 
AI space with deep, best-
in-class technology and a 
set of long-tenured, blue-
chip customers that have 
grown with the business 
over time

AI

SG Credit Partners Non-bank $2.5 Million Non-dilutive credit facility X1, a market leader in 
remote preservation and 
ESI collection software

Software

Silver Spike Investment Corp. Non-bank $170 Million Senior secured term loan Shryne Group Inc., which 
cultivates, manufactures, 
distributes and retails 
branded cannabis 
products at scale, and 
owns and operates award-
winning brands, including 
Stiiizy, the #1 brand in 
California and the #3 
brand nationally, according 
to BDS Analytics

Cannabis

SLR Healthcare ABL Non-bank $3.5 Million Asset-based revolving line of 
credit 

Skilled nursing operator Healthcare

SLR Healthcare ABL Non-bank $6 Million Asset-based revolving line of 
credit

Skilled nursing operator Healthcare

Sound Point Capital Management Non-bank N/A Accounts receivable facility Dura Automotive, a global 
designer and manufacturer 
of highly engineered 
automotive systems and 
portfolio company of 
MiddleGround Capital

Manufacturing: 
Automotive

Stellus Capital Management, LLC Non-bank N/A Senior debt financing and an 
equity co-investment 

To support the acquisition 
of Critical Mention, Inc. 
by Onclusive, a portfolio 
company of Symphony 
Technology Group (STG),  
headquartered in London, 
UK and provider of media 
monitoring, measurement, 
and workflow 
management solutions 
for public relations and 
communications.

Technology
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Stellus Capital Management, LLC Non-bank N/A Senior debt financing In support of Aterian 
Investment Partners' 
acquisition of ATCO 
Industries, Inc., Sterling 
Heights, MI

Quality control

Stellus Capital Management, LLC Non-bank N/A Senior debt financing and an 
equity co-investment

Baker, a vertically 
integrated manufacturer of 
water well equipment and 
accessories for residential, 
industrial, municipal, 
and environmental end-
markets

Manufacturing: 
water well 
equipment and 
accessories 

Stonegate Capital, a division of SG 
Credit Partners (“SGCP”)

Non-bank N/A Senior debt investment Van Leeuwen Ice Cream, a 
leading brand of premium 
ice cream products in the 
U.S.

Food

TAB Bank Bank $5 Million Asset-based credit facility A leading provider 
of oilfield chemical 
formulations and field 
services

Oil & gas

TAB Bank Bank $15 Million Asset-based line of credit New client that 
manufacturers and 
distributes consumer-
packaged goods 
throughout North America 
and beginning to expand 
internationally. 

Manufacturer 
and distributor 
of consumer-
packaged goods 

TAB Bank Bank $2 Million Asset-based credit facility Refueling equipment 
manufacturer, Kansas 

Manufacturing: 
Refueling 
equipment 

TD Bank, America’s Most Convenient 
Bank®

Bank $28 Million Loan Dantes Partners, the Delta 
Housing Corporation of 
D.C. (DHCDC) and Gilbane 
Development Company for 
the complete renovation of 
a multi-housing community 
located in a rapidly 
evolving Washington, D.C.

Real estate

Texas Capital Bancshares, Inc., 
Bank of Oklahoma and Cadence 
Bank

Bank $200 Million Producers Midstream II, LLC , a 
portfolio company of Tailwater 
Capital, and experienced in the 
gathering, storage, and liquids 
handling associated with all 
crude, condensate, and NGL 
production, Dallas, TX

Turnkey midstream 
solutions 

Toronto Dominion Bank Bank $8 Million Working capital facilities Gatekeeper Systems 
Inc., a leading provider of 
intelligent video solutions 
for public transport and 
smart cities

Technology
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TradeCap Partners Non-bank $1.75 Million Purchase order finance facility Consumer packaged goods 
company to support their 
expansion with Costco

Consumer 
packaged goods

Tradecycle Capital Non-bank $4 Million Accounts payable funding 
facility

Privately owned packager 
of specialty food products

Specialty food 
products

Tradecycle Capital Non-bank $3 Million Accounts payable funding 
facility

Consumer-packaged 
goods company with 
a unique portfolio of 
specialty food and 
beverage brands

Consumer-
packaged goods 

Tradewind Finance Non-bank $2.5 Million Working capital facility Canned seafood company, 
Miami, FL

Seafood

Tradewind Finance Non-bank $1.2 Million Credit facilities Trading company 
specializing in medical 
scrubs and everyday 
activewear, UK 

Apparel

Webster Bank Bank $7 Million Expanded the size of existing 
term loan and established a 
capital expenditure line of credit 

Air Industries Group, 
an integrated Tier 
1 manufacturer of 
precision assemblies 
and components for 
mission-critical aerospace 
and defense applications, 
and a prime contractor to 
the U.S. Department of 
Defense, headquartered in 
Bay Shore, NY

Manufacturing: 
Precision 
assemblies and 
components 

Wells Fargo Bank $1.3 Billion Amended and restated credit 
agreement with the borrowing 
base under the facility increased 
to $1.3 billion from $850.0 
million

Northern Oil and Gas, Inc., 
a company with a primary 
strategy of investing in non-
operated minority working 
and mineral interests in oil 
& gas properties

Oil & gas

Wells Fargo Bank [Term 
Administrative Agent]

Bank $850 Million $800 million revolving credit 
facility and $50 million swingline 
facility 

Koppers Inc., a wholly-
owned subsidiary of 
Koppers Holdings Inc., an 
integrated global provider 
of treated wood products, 
wood treatment chemicals, 
and carbon compounds, 
Pittsburgh, PA

Wood products

White Oak Healthcare Finance, LLC Non-bank N/A Senior credit facility California Specialty 
Pharmacy to support the 
acquisition by Assured 
Healthcare Partners 
(“AHP”). CSP is a specialty 
infusion pharmacy 
platform focused on 
managed care

Pharmacy
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Wingspire Capital LLC Non-bank N/A A revolver as part of a unitranche 
senior credit facility 

Gehl Foods, LLC, a 
portfolio company of 
Wind Point Partners in 
Chicago and maker of a 
variety of simple, flavorful 
and fun food products for 
retail and the concession, 
convenience store, 
restaurant and foodservice 
markets, Germantown, WI

Food

Wintrust Receivables Finance (WRF) Bank $4 Million Account receivable line of credit Southwestern-based 
logistics company

Freight tech 
industry

Wintrust Receivables Finance (WRF) Bank $15 Million Account receivable line of credit Transportation broker, 
Midwest

Transportation
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SFNet’s DEI Committee, in conjunction with Rutgers University and 
underwritten by the Secured Finance Foundation and Wells Fargo, released 
the results of the fi rst-ever DEI Survey, which provides a comprehensive 
perspective on the current state of diversity, equity and inclusiveness among 
SFNet member companies
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Groundbreaking DEI Survey
BY MICHELE OCEJO

Equity: The fair treatment, access, opportunity and 
advancement for all people, while at the same time 
striving to identify and eliminate barriers that prevent the 
full participation of some groups. The principle of equity 
acknowledges that there are historically underserved and 
underrepresented populations and that fairness regarding 
these unbalanced conditions is necessary to provide equal 
opportunities to all groups.

Inclusion: The act of creating an environment in which any 
individual or group will be welcomed, respected, supported 
and valued as a fully participating member. An inclusive and 
welcoming climate embraces and respects differences.

Survey Response and Design
The survey questions were designed to be answered from the 
company point of view as well as that of individual employees. 
Nicole N. Richardson, distinguished professor, Professional 
Practice, Rutgers University, explained, “The survey had a 
response rate of 11.41%. This is sufficient to be directional 
and will allow SFNet to establish benchmarks for future 
comparison.” 

Diversity
Eighty-one percent of respondents say they strongly value diversity 
and three out of every four strongly agree it is critical to their success, 
yet those fi rms “taking active measures” is signifi cantly lower. This 
is encouraging for our industry from an awareness perspective, but 
clearly indicates there is work to be done.

Just over 90% of survey participants who were employed by a bank 
self identifi ed as white and 73.8% in small to medium-sized ABL. (See 
chart titled, Race for Headcount (all years) by Employee Level, on next 
page) Hernandez commented, “The industry is clearly lagging behind 
as the U.S. census indicated 57.6% of the population identifi es as 
white, but these results are not shocking.”

The survey also asked participants about gender. In the banking 
world, 43.8% identifi ed as male and 56.2% as female. In nonbanks, 
32.9% identifi ed as female and 67.1% as male. (See chart titled, 
Gender for Headcount (all years) by Employee Level on next page)

S
FNet’s Diversity, Equity and Inclusiveness 
Committee seeks to build diversity, equity and 
inclusion within SFNet member companies, 
the industry and community. It also strives to 
identify the issues and create awareness of the 
challenges, provide resources for improvements 
and demonstrate sustained measurable 
positive outcomes throughout the SFNet 

community.  The Committee, which launched in 2021, quickly got to 
work on a groundbreaking DEI benchmarking study of the secured 
fi nance industry, the results of which were revealed during a members-
only webinar held on June 28. If you missed the webinar, please 
go to www.sfnet.com and click on Webinars under Events and then 
choose Previous Webinars on the right.  Sponsors of the webinar were 
Otterbourg P.C., Parker, Hudson, Rainer & Dobbs LLP and Wells Fargo. 

The Survey, created in conjunction with Rutgers University 
and underwritten by the Secured Finance Foundation and 
Wells Fargo, provides a first-ever comprehensive perspective 
on the current state of diversity, equity and inclusiveness 
among SFNet member companies. The outcomes reveal 
insights and tools to drive continuous improvement 
and provide a baseline to mark improvements in hiring, 
retention, advancement and increasing engagement of 
diverse professionals within our institutions and the SFNet 
community.

“This landmark study is part of a systemic approach SFNet 
member companies are taking to strengthen our ability to 
fulfill our purpose of putting capital to work,” said Richard 
Gumbrecht, SFNet CEO.  “The mindful practice of applying 
DEI principles needs to be embedded in how we do business.  
Shedding more light on where we are today in that journey is 
an important step forward.”

SLR Business Credit’s Betty Hernandez, who is chair of the 
DEI Committee, said, “Each SFNet member firm is on its own 
journey towards diversity, equity and inclusion.  I encourage 
all members to review the survey results for insights into 
where our industry is on this journey.  Are we on the right path 
towards not just diverse hiring practices, but also equity and 
inclusion?”

“The findings of this survey in many ways confirmed what 
we thought going in, but surprised us in a few areas,” said 
Terry Keating, CEO, Access Capital, and a DEI Committee 
members. “One thing that is clear to me, the industry and 
its member companies are actively working on change and 
shaping a more balanced and equal future for our most 
important resource: our people.”

For the purposes of this survey, the following defi nitions were used: 

Diversity: Socially, it refers to the wide range of identities. It broadly 
includes race, ethnicity, gender, age, national origin, religion, disability, 
sexual orientation, socioeconomic status, education, marital status, 
language, veteran status, physical appearance, neurodiversity, etc. It 
also involves different ideas, perspectives and values.

Survey Survey 
Eligible 
Population

Statistical 
Hurdle

Result Type
n ≥ 30 ☛  statistical test

n < 30 ☛  directional

2022 SFNet 
Company 
DE&I

263 11.41% 
response rate*

n = 30/N=263 

9.13% response rate

n=24/N=263

directional

2022 SFNet 
Employee 
DE&I 
Experience

856 (opt-in/
participating 
companies)

829 (eligible 
employees 
from 8 opt-in 
companies)

N/A given 
weighted 
average 
number of 
employees 
who completed 
the survey 
(24.77% 
response rate 
per company)

Small number
of participating 
companies cannot 
perform statistical 
comparison = directional
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RACE FOR HEADCOUNT (ALL YEARS) BY EMPLOYEE LEVEL

GENDER FOR HEADCOUNT (ALL YEARS) BY EMPLOYEE LEVEL

Inclusion
The results of the questions related to inclusion refl ect both high 
levels of success in addressing the issue, as well as alignment of the 
opinions of both employers and employees. While there is still more 
to do, the ongoing public dialogue and work to promote inclusion have 
already had a positive infl uence on employers and employees alike.

Employers and employees aligned on several key inclusion 
topics, such as respect and value shown to employees of different 
backgrounds and beliefs and feeling respected by colleagues.  

Keating commented, “Inclusion can be tricky to measure and 
the data is based on subjective responses, but the results are still 
insightful and relevant.” 

Hernandez pointed out that two fi rms were in “above average 
alignment” with their employees across each dimension of diversity, 
equity and inclusiveness. “This is encouraging and it’s a testament 
that a clearly articulated strategy, which is emulated by behavior, will 
effectuate the end objective of impactful DE&I.”

Equity
There were areas under “Equity” where companies and employees 
aligned and some where their replies differed greatly. (See charts 
titled: Where Companies and Employees Align on Equity and Where 
Companies and Employees Differ on next page)  Examples of where 
they agreed: 31% of companies said the company is transparent about 
equity metrics and 27% of employees agreed. 58% of companies 
believe equity is a stated value or priority, while 43% of employees 
agreed with that statement.  41% of companies strongly agreed that 
the company actively seeks a diverse pool of candidates when hiring; 
47% of employees strongly agreed with this. 

The areas they differed included fair compensation, salary gender 
equality and treatment of employees of different backgrounds in 
promotion processes. “There is signifi cant room for improvement 
here,” said DEI Committee member Lizzy Diaz-Ortiz, JD, CRCM, vice 
president and senior advisor, Governance & Inclusion, BMO Financial 
Group. She added, “Perception is almost as important as reality. This 
really contributes to employees feeling valued. If you have a promotion 
process, establish transparency. It should be widely known what the 
criteria are for it.”
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WHERE COMPANIES AND EMPLOYEES DIFFER 

Additional Resources
As part of SFNet’s goal to increase industry diversity, the Secured 
Finance Foundation has implemented a guest lecture series at 
diverse universities as well as an internship program. Please visit 
www.sffound.org for details. 

In addition, through the leadership of its DEI Committee, 
SFNet has launched a professionally structured mentoring 
program available to all SFNet members.  Please contact Ryan 
Green at rgreen@sfnet.com for details.

Hernandez urged members to utilize the Committee’s 
webpage (the QR code below will take you to the page). “It is 
important to have resources for members to access and assist 
them in more effectively addressing these issues, which is 
why the DEI Committee has curated a variety of content on its 
webpage.”  

. 

Michele Ocejo is SFNet director of communications and 
editor-in-chief of The Secured Lender. 

WHERE COMPANIES AND EMPLOYEES 
ALIGN ON EQUITY

WHERE COMPANIES AND EMPLOYEES 
ALIGN ON INCLUSION

EMPLOYEES RESPECT, VALUE AND 
APPRECIATE OTHERS WHOSE BACKGROUNDS, 
BELIEFS AND EXPERIENCES ARE DIFFERENT 
FROM THEIR OWN

THE PEOPLE I WORK WITH FEEL RESPECTED 
BY THEIR COLLEAGUES AND/OR EMPLOYEES
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Rob Meyers of Republic Business Credit 
Discusses the Company’s DEI Initiatives 
BY MICHELE OCEJO

Republic Business Credit is a nationally recognized commercial fi nance 
company supporting the working capital requirements of companies 
nationwide, including private equity and entrepreneurial businesses. 
Republic provides asset-based lending, ledgered lines of credit, traditional 
factoring, direct-to-consumer loans, and Fast AR Funding. Republic partners 
with its clients to provide up to $15 million in senior credit facilities 
to rapidly growing businesses, start-ups and companies experiencing 
recoverable distress. 

Nationally recognized as a winner of the 2015 Emerging Growth Company 
Award from the Association for Corporate Growth, Republic’s expert and 
knowledgeable team also boasts four SFNet 40 Under 40 Award winners, 
two “Top Women in Secured Finance” from The Secured Lender, and a “Top 
Women in Asset Based Lending” by ABF Journal. Republic is recognized by 
the Secured Finance Network as one of the largest independently owned 
fi nance companies in the United States of America. Republic is proud to 
be headquartered in New Orleans with additional offi  ces in Chicago, Los 
Angeles and Houston.
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epublic was one of two 
companies that were 
highly aligned with their 
employees in the replies 
to SFNet’s DEI Survey. 
Could you tell us a bit 
about your approach to 
DE&I and any specific 
programs you have 
implemented?

RBC has always believed in 
the benefit of consistent 
learning, growth and 
development of our team, 
and that starts with hiring 
whenever we can from the 
communities we serve. 
While headquartered in New 
Orleans, we have offices in 
Los Angeles, Houston, and 
Chicago, along with remote 
staff in Oklahoma and 
Jacksonville. We simply hire 
people who are passionate, 
knowledgeable and willing to 
grow with us.  

With all of our hires, we 
do not prioritize a certain 
degree or academic 
benchmark. That allows 
us to look beyond a 
resume to candidates 
who, by that metric alone, 
might bring to the firm a 
different perspective. Our 
president, for example, 
was a biology major. 
Our portfolio manager 
was a psychology major. 
Many of our business 
development staff come 
from communications, 
history and business 
backgrounds. We also 
recruit from colleges in 
our communities, not 
necessarily institutions 

focused on finance or a certain pedigree. 

As a people-based business, we have often hired based 
on referrals, local partnerships and our relationships in 
the communities we serve. That allows us to reach beyond 
the resume to add team members who come from different 
backgrounds. We seek it out. 

We also recognize we can always do more. I would argue 
our best DEI programs come through our team. Danika Louis, 
portfolio manager,  and Candice Hubert, senior vice president, 
business development,  banded together during the summer 
of 2020 to create and implement Project Themis. Themis 
was meant as an ongoing learning discussion, townhall 
and opportunity for everyone to share their own unique 
experiences.  

I cherished these conversations I have had with many 
of our staff. Our team chose books, movies, articles and 
thought pieces to help construct and enable different types 
of conversations. While many of the sessions provided 
personal experience sharing, the themes or ideas helped each 
discussion to be deeper and more meaningful. There were no 
limits on subjects or conversations.   

One of our team members, Candice Hubert, is now 
helping SFNet establish its mentorship program through the 
DEI Committee. So, we’re not only working on building true 
diversification efforts at Republic, our team members are 
making a difference in the industry as a whole. I’m very proud 
of that. 

What have the results been of these programs?

We wanted to create a listening, comfortable, honest and open 
environment for learning.  We kicked off the program with an outside 
consulting firm to help set our aims, discussion rules and provide 
several frameworks for discussion shortly following the murder of 
George Floyd.

Ongoing results of our DEI journey is increased diversity 
and a greater understanding and appreciation of how we can 
build on that. I remember early on that a member of our staff 
felt comfortable enough to tell me that while I had focused a 
lot of my diversity efforts on gender and age, that wasn’t good 
enough — that being a black female is far harder than being a 
female, and that championing gender or age diversity wasn’t 
enough. Those kinds of conversations were so important, and 
I’m grateful for them.  

My colleague, Stewart Chesters, was greatly affected by 
these conversations too. When staff explained how they felt 
they had been treated by tenants in the large office building 
where we were located — that they felt it necessary to modify 
their behavior to de-emphasize their cultural background and 
identity — it led us to relocate our headquarters to a more 
diverse co-working space and make a clear statement to all 
staff that in our company “you can be who you are.”  

R
   ROB MEYERS  
 Republic Business Credit

   CANDICE HUBERT 
 Republic Business Credit 

   DANIKA LOUIS  
 Republic Business Credit 
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Could you tell us a bit about your culture and what sets 
Republic apart?

People, people and more people. Republic is an entrepreneurially 
owned and growth-orientated company that is deeply rooted in our 
values of respect, integrity, communication and cooperation. Those 
values underpin our constant learning culture and provide us with a 
true north star. Republic takes our jobs seriously to provide working 
capital; however, we try to bring our whole selves to work and to our 
roles as much as possible.  

People will often tell stories of the laughter, smiles and 
energy they see throughout their interactions with Republic. 
That starts with the 
great laugh of our 
CEO, down through our 
entire business. We 
really enjoy working 
with each other. 

Culture is a 
reflection of the 
people you employ 
and the confidence in 
where the business 
is going. Employees 
trust that five, 10 and 
20 years from now, 
Republic will continue 
to grow, develop and 
be a place where they 
are proud to work. 
While there are many 
firms that provide ABL 
or factoring, I hear 
time and time again 
that people enjoy their 
interactions and have 
fun engaging with our 
teams. 

 

Has the new world 
of remote working 
enabled Republic 
to hire from a more 
diverse pool of 
candidates?  If yes, please provide details.

Not really. We offer a flexible, remote and in-person work schedule that 
appeals to everyone across our regional offices. 

Does Republic also have programs focused on 
sustainability and the environment?

We consider DEI part of our overall ESG policy, meaning we will 
continue to build a sustainable and long-term business now and in the 
future. I would say we are stronger on the social and governance sides 

at present. Environmental impact is more often provided by the clients 
we support across the food, beverage, staffing and manufacturing 
industries.  We won’t work with clients in certain industries, or who 
don’t have a shared sense of values.    

. 

Michele Ocejo is SFNet director of communications and 
editor-in-chief of The Secured Lender. 

Culture is a reflection of the people you em-
ploy and the confidence in where the business 
is going. Employees trust that five, 10 and 20 
years from now, Republic will continue to grow, 
develop and be a place where they are proud to 
work. While there are many firms that provide 
ABL or factoring, I hear time and time again that 
people enjoy their interactions and have fun 
engaging with our teams. 

TSL 
INTERVIEW



The biggest in-person event in the secured finance industry 
 
Over the past three years, we have endured a global pandemic, supply chain disruptions,  
a European war, and spiraling inflation and interest rates.
 
At this year’s 78th Annual Convention—Mastering Disruption-Putting Capital to Work  
in the New Global Environment, our keynote speakers and industry leaders will offer  
insights designed to help you capitalize on the current business cycle and beyond.
 
This unparalleled convention includes new member and young professional networking 
opportunities, multiple cocktail receptions, and social activities, such as our golf outing,  
annual 5k, and community improvement activity—in addition to an exceptional combination  
of insights, education and deal-making opportunities.
 
If there is one convention you must attend, this is it. 
 
To register today, visit us at sfnet.com/home/78th-annual-convention

Join Us

Mastering Disruption
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INTERVIEW

PNC Business 
Credit’s DEI Initiatives 
BY MICHELE OCEJO

After gathering information from various 
PNC program managers, Eileen Kowalski  
discusses the DEI initiatives of PNC Bank N.A. 
and more specifi cally those of PNC Business 
Credit.
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PNC Business 
Credit’s DEI Initiatives 
BY MICHELE OCEJO

NC was one of two companies that were highly aligned with 
their employees in the replies to SFNet’s DEI Survey. Could you 
tell us a bit about PNC’s approach to DE&I and any specifi c 
programs you have implemented? And are the programs tailored 
to the Business Credit area or across PNC?

Diversity and Inclusion is a PNC core value. By creating 
an environment that is inclusive of all, we strive to provide 
employees the opportunity to work with colleagues who bring 
different skills and voices to the table. We are committed 
to intentional inclusion of experiences, skills, cultures and 
perspectives to promote ingenuity while embracing diversity. 

In an increasingly 
diverse marketplace, we 
believe that it is important 
for us to communicate 
effectively with customers 
and understand their 
needs, regardless of 
language or culture. By 
having employees armed 
with skills to engage with 
an ever more diverse 
customer base, we 
sharpen our competitive 
advantage. This is why 
many of our D&I efforts 
are enterprise-wide, but 
come to life across our 
national coast-to-coast 
footprint region by region.

One of the centerpieces 
of our D&I programs is our 
long-running Employee 
Business Resource Groups 
(EBRGs), which support 
employees with a shared 
heritage, gender, sexual 
orientation, background 
or shared interest 
in intergenerational 
connection. EBRGs provide a forum for discussion, 
networking, mentoring and professional development, as 
well as opportunities for employees to contribute to PNC’s 
success. PNC’s EBRGs include groups focused on African 
American, Asian American, Latino and LGBTQ+ employees; 
women; military/veterans; and employees with disabilities, 
as well as groups focused on multi-cultural employees, our 

intergenerational workforce and young professionals. Today, 
PNC has nearly 16,000 employees involved in EBRGs with 106 
chapters across 54 markets.

Nearly 10 years ago, PNC launched its Diversity & 
Inclusion (D&I) Mentoring Program. We know that mentoring 
is a powerful tool to support employees with navigating the 
corporate culture, building workplace relationships, creating 
opportunities for personal and professional development, and 
increasing engagement. Since its inception in 2013, the D&I 
Mentoring Program has had tremendous success by improving 
employee experience, advancement, and retention. PNC 
Business Credit launched a similar program based on requests 
for ABL-focused mentors. 

PNC has a Corporate Diversity Council comprised of senior 
leaders across the organization who oversee initiatives to 
support PNC’s goal of creating an inclusive culture and building 
a diverse talent workforce. There are also specific line of 

business councils, 
such as the AMG/C&IB 
Business Council, which 
includes members from 
all of the functional 
segments including 
Business Credit. PNC 
Business Credit also 
created a Business 
Credit Diversity 
Networking Group, 
currently with over 100 
members, which invites 
employee subject 
matter experts to 
present on a timely D&I 
topic, allowing our staff 
to better understand 
their diverse coworkers.

Over the last several 
years, PNC continues to 
receive recognition for its 
efforts in the D&I space, 
including being recognized 
as one of the “Best Places 
to Work for LGBTQ Equality” 
by the Human Rights 
Campaign (HRC), “Best 
Companies to Work for 

Women” by the Women’s Choice Award, and “Best of the Best” 
by U.S. Veteran’s Magazine, among others.

In 2021, PNC was named one of the Best Places to Work for 
Women & Diverse Managers by Diversity MBA Magazine. 
What programs do you have in place specifically for women 
and working mothers and did the pandemic affect these 

P

Nearly 10 years ago, PNC launched its Diversity 
& Inclusion (D&I) Mentoring Program. We know 
that mentoring is a powerful tool to support 
employees with navigating the corporate cul-
ture, building workplace relationships, creating 
opportunities for personal and professional 
development, and increasing engagement.
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programs?

PNC is committed to attracting, retaining and promoting 
women employees. PNC achieves this through various 
enterprise initiatives including: pay equity, competitive 
benefits, leadership representation and various programs. A 
couple of the programs we’d like to highlight are as follows:

PNC’s Women Business Advocate (WBA) program helps 
employees across all lines of business better serve the 
unique needs of female business owners and financial 
decision makers. PNC offers Women Business Advocate (WBA) 
Certification, which is available for any PNC team member to 
better understand the opportunities and challenges facing 
female financial 
decision makers. To 
further strengthen 
this commitment, 
PNC also recently 
launched Project 257: 
Accelerating Women’s 
Financial Equality, 
which focuses on 
closing the 257-year 
economic gender gap 
that was identified by 
the World Economic 
Forum’s 2020 Global 
Gender Gap Report. 
To spark change, PNC 
plans to leverage the 
WBA program and 
larger investments 
with Community 
Development Financial 
Institutions (CDFIs) 
that primarily support 
women and minority 
entrepreneurs. 
Additionally, in 2021, 
PNC launched a 
three-year, $1.257 
million partnership 
with Coralus (formerly 
SheEO), a non-profit 
that provides 0% loans 
and an ecosystem of support for entrepreneurs that identify as 
women or nonbinary. In 2022, PNC will expand this relationship 
to further support women and nonbinary business owners and 
address unequal access to credit, one of the drivers of the 
economic gender gap.  

PNC’s Corporate and Institutional Bank (C&IB) ForWARD 
program (For Women’s Advancement, Recognition and 
Development) is an intentional effort to engage managers 
and executive supporters to shape the future of the Corporate 
& Institutional Bank by providing early career women (those 

within the first eight years of their career) the opportunity to 
obtain the experience and skills necessary to progress into 
middle management positions. The mission is to encourage 
C&IB early career women to develop skills, build connections, 
and gain opportunities for visibility and advancement that result 
in successful careers at PNC. PNC Business Credit has its own 
branch of this group, which continued to meet virtually during the 
pandemic. The group hosted monthly coffee chats with senior 
management to talk about their career and answer questions, as 
well as holding quarterly virtual cocktail parties and a book club. 

Women Connect is an Employee Business Resource 
Group (EBRG) for women or those who are advocates/allies 

for women in business. 
Women Connect is 
dedicated to transforming 
the landscape of banking 
leadership through inspiring 
women to lead, grow 
and win personally and 
professionally within PNC 
and their communities. 
There are multiple branches 
of this EBRG in various 
geographic areas, which 
allows each EBRG to meet 
the needs of the local 
members. 

The Men as Allies 
program was recently 
launched and seeks to help 
participants build self-

awareness, during which they 
explore how they view gender 
and how they arrived at their 
views. To date, five cohorts 
have participated in the six-
week learning experience 
for select male managers 
interested in accelerating their 
inclusive behaviors. What 
follows is the introduction of 
an allyship model that helps 
them determine what actions 
they can take to build gender 

equity and more effectively operate as allies for women in the 
workplace. 

In addition to all these internal programs, we also provide 
exceptional benefits* to support our employees, including 
flexibility for many roles; In addition to paid vacation, 
occasional absence and personal days, PNC offers paid family 
leave; fertility assistance support; maternity and parental 
leave; adoption assistance; family-building resources and 
apps to support employees’ journey through parenthood.  
Furthermore, PNC offers educational assistance; retirement 

Women Connect is an Employee Business  
Resource Group (EBRG) for women or those 
who are advocates/allies for women in  
business. Women Connect is dedicated to  
transforming the landscape of banking leader-
ship through inspiring women to lead, grow  
and win personally and professionally within 
PNC and their communities. 

TSL 
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benefits, including a 401(k) matching contribution and a 
pension plan; Health Savings Account; dependent care 
reimbursement account; heavily subsidized back-up child, 
elder and adult care and no-cost caregiver support resources; 
and an Employee Assistance Program, including confidential 
support for everyday challenges, no-cost counseling and 
financial planning support, among others.

*Benefits subject to eligibility requirements. 

Does PNC also have programs focused on sustainability and 
the environment?

At PNC, we strive to be good stewards of the environment, 
not only because it is the right thing to do, but because it is 
essential to supporting a high quality of life for our employees, 
customers and communities. We recently formalized our “4+1” 
Climate Action Strategy. The strategy is designed to set us on a 
pathway to finance the transition to a low-carbon economy. Our 
approach will be iterative and flexible, allowing for necessary 
course corrections in response to regulatory, political and 
technological developments as we go. The strategy highlights 
four areas for immediate action: 

 Engaging our employees 

 Collaborating for long-term solutions 

 Understanding and supporting our customers’ transition 
plans 

 Executing on our own ambitious operational sustainability 
goals 

We’re also focused on the foundational work necessary 
to begin aligning our portfolio with the goals of the Paris 
Agreement. Initial steps in this “+1” category include 
calculating and disclosing our financed emissions according 
to the Partnership for Carbon Accounting Financials (PCAF) 
methodology and integrating climate risk into our Enterprise 
Risk Management framework as an amplifier across all risk 
areas. 

Additionally, PNC is committed to making the bank’s 
operations more sustainable and enhancing operational 
efficiency to achieve greater energy reduction and cost savings 
through an aggressive real estate portfolio management 
process and comprehensive energy and sustainability program. 
We take a holistic approach to good environmental stewardship 
by increasing procurement of energy from renewable sources, 
leveraging state-of-the-art intelligent building design, 
automation and green building standards, while also improving 
resource efficiency and indoor air quality for our employees 
and customers. 

In fact, last month, we announced a long-term renewable 
supply agreement with Constellation, the nation’s leading 
clean energy company, to power nearly 50 percent of the 
bank’s legacy operations in Pennsylvania, Ohio, Maryland, New 
Jersey, Delaware, District of Columbia, and parts of Illinois with 

renewable electricity. The agreement will help the bank reduce 
our carbon footprint by more than 55,000 metric tons annually, 
the equivalent emissions of nearly 12,000 passenger vehicles, 
according to comparative data from U.S. Environmental 
Protection Agency.

Lastly, in 2021, PNC committed to mobilize $20 billion over 
five years in environmental financing. Areas of focus for PNC’s 
environmental finance commitment include green buildings, 
renewable energy, clean transportation, and environmental 
sustainability– linked bonds and loans. PNC achieved nearly 47 
percent of the commitment just one year into plan, because of 
a 70 percent year-over-year increase in sustainable financing 
activity. The progress includes more than $900 million in 
investments in renewable energy projects, $875 million in 10 
solar tax equity partnerships, and a $54 million loan to a new 
solar portfolio. 

What have the results been of these programs? 

“All these programs serve to make PNC a great place to 
work, which was clearly evident in the survey responses from 
SFNet members,” said Eileen Kowalski, SVP and manager of 
Training, Development, Quality Control, Recruiting and D&I for 
PNC Business Credit. “However, these programs have also led 
to tangible impacts in the communities across our national 
footprint, including employee volunteerism, philanthropic 
giving, reduction in carbon emissions, energy and water 
usage, and much more. Having diverse programs provides 
an opportunity for employees to chart their own career path 
and invest in the areas where they are most interested, which 
we’ve found keeps them engaged and connected to their fellow 
teammates.”   

. 

Michele Ocejo is SFNet director of communications and 
editor-in-chief of The Secured Lender. 
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Will ESG programs and policies will be included in the 
valuation calculation for middle-market transactions in the 
near future?  What should those involved in middle-market 
mergers and acquisition transactions be considering? Is there 
potential value creation from ESG? Read on to find out.

FEATURE
STORY

Realizing Value from ESG in 
Middle-Market M&A Transactions
BY MICHAEL WESLEY
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was speaking with a 
colleague who is an 
investment banker, and 
I asked her if they ever 
factored a company’s ESG 
(Environmental, Social, and 
Governance) program or 
policies into the valuation of 
their clients.  The short answer 
was “no” for the middle market.   
She shared that in the middle 
market, ESG is an area of the due diligence review, but not a detailed 
one; it is not considered in the valuation calculation.  This was surprising, 
but not totally shocking to me.

Tracking the value ESG creates can be difficult.  While some metrics 
are quantitative and can easily be measured, others are qualitative 
and more subjective.  Adding to this ambiguity is that valuations of 
companies that have implemented ESG policies have seen mixed results 
to-date.  These mixed results could be due to several factors, including:

 Industry Dynamics: Specific industries lend themselves more to 
increased value through implementation of ESG programs

 Limited realization of benefits: The focus on ESG has only 
materialized recently and may not have been around long enough for 
full realization of benefits from ESG programs

 Lack of standardization: ESG metrics and frameworks are not 
standardized, so companies have often been left to figure it out on 
their own and may not have implemented the correct ESG programs 
for value creation

 Inconsistent focus: Incentives and stakeholder preferences have 
changed over time so that some policies are not fully valued in the 
longer term as they might have been when implemented

However, there is a growing consensus that there is a correlation 
between strong ESG performance and company valuation.  One study, 
using MSCI ESG Ratings data and financial variables from 2007 
through 2017, showed that companies’ ESG characteristics resulted in 
lower costs of capital, higher valuations, higher profitability, and lower 
exposures to tail risk. 

Further evidence that the market supports the value in ESG is that 
an increasing amount of assets are being devoted to it. According to 
Bloomberg, ESG assets have grown from $22.8 trillion in 2016 with 
projections to be $50 trillion by 2025.   Since the middle market lags the 
larger and publicly traded companies and investors who are increasingly 
focused on ESG, I would anticipate that in the near future ESG programs 
and policies will be included in the valuation calculation for middle-
market transactions.  So, what should those involved in middle market 
mergers and acquisition transactions be considering?

For a middle market company looking to be acquired, in the nearer 

term ESG programs should be viewed as a non-negative impact and 
potential incentive to close versus a way to increase value.  Since it is 
part of the due diligence, lacking an ESG program could actually hurt 
the valuation.  To prevent this, companies should look at what their 
competitors are doing, what their results have been, and what a potential 
buyer would potentially be interested in.  Keep in mind, given the mixed 
results of implementing an ESG program on valuation, middle market 
companies looking to sell themselves should not implement any policies 
that would negatively impact traditional financial metrics used in a 
valuation.  And, if enough time allows for investment in a strong ESG 
program, if done properly, it should be evident in traditional financial 
metrics.

For investment bankers and other sell-side advisors, the client having 
an ESG program in place could potentially increase the valuation by 
reducing perceived integration costs for a strategic buyer or increasing 
the number of potential investors.  Integration costs for a strategic buyer 
are not always contemplated in the acquisition process; however, if the 
targeted acquisition has compatible programs and policies in place, it 
is an obvious point of reduced cost and cultural integration.  Also, an 
additional increase in valuation could come from more potential investors 
in a competitive bidding process.  By having an ESG program in place 
at the client company, it could open the door to larger strategic buyers 
that have an existing ESG program, allow for European investors with 
government mandated ESG metrics, and include those with specific 
funds/capital earmarked for sustainable investments. 

For non-strategic buyers, such as private equity firms, the increased 
valuation could come at the time of investment or divestiture.  If the target 
company has an ESG program, the cost of integration would be less if it is 
part of a roll-up strategy with other portfolio companies that already had 
an ESG program implemented.  If not, the value could come at divestiture, 
by implementing an ESG program in portfolio companies that did not have 
one at the time of acquisition.  The desired hold period and industry will 
determine the value created and the investment required to generate the 
additional value.  Additionally, if an investment firm has an ESG focus, they 
may be able to raise additional capital from funds specifically earmarked 
for ESG and sustainability investment.

ESG is continuing to evolve and touch all levels of businesses.  As it 
matures, the value it creates will become more evident.  In the meantime, 
it is a classic cost-benefit analysis for companies…what can be achieved 
in the desired timeframe and what it takes to achieve those results.  And, 
if done correctly, implementing an ESG program can add to a company’s 
valuation.  While it might not be a focus now, parties to middle-market 
transactions can start to consider some of the potential value creation 
from ESG and how they might be able to capture it.  

Michael Wesley is a partner with PKF Clear Thinking. He has 
over 20 years of consulting and management experience in the 
manufacturing, food and beverage, service, wholesale, and retail 
industries. He has worked in all areas of operations including 
finance, manufacturing, supply chain, warehousing/distribution, 
inventory management, planning/allocation, and IT. 
   As a consultant, Wesley has been retained by numerous 
companies as a financial advisor in out-of-court and Chapter 
11 restructuring engagements, as well as those seeking value 
creation assistance. 

I
   MICHAEL WESLEY 
 PKF Clear Thinking
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William Yonge of Morgan, Lewis & Bockius UK LLP  provides 
an in-depth overview of the European Commission’s proposal  
for a directive on corporate sustainability due diligence 
(“CSDD”) requiring covered companies to address their 
impacts on the environment.
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European Commission’s Controversial 
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n 23 February 2022, the 
European Commission 
adopted a proposal for 
a directive on corporate 
sustainability due 
diligence (“CSDD”) 
requiring covered 
companies to address 
their impacts on the 
environment, for example, 
greenhouse gas emissions, 
pollution, biodiversity 
loss and ecosystem degradation and human rights, for example, 
child and forced labour, exploitation of workers and inadequate 
workplace health and safety.  To date, the proposal has largely 
gone unnoticed despite its controversial content.

The proposed new duty would extend beyond the 
company’s own operations to its subsidiaries and their 
value chains.  CSDD applies expressly to, amongst others, 
regulated financial businesses providing private credit and 
asset managers of private credit assets.  The proposal has 
been controversial from the start with its required impact 
assessment being rejected twice before being published.  
Industry groups are gathering themselves for substantial 
contribution to developing the policy further.  In the 
meantime, each of the European Parliament and Council will 
look to develop their own versions, but this will likely take 
more than a year.

CSDD forms part of the European Union’s transition to a 
climate-neutral and green economy in line with the European 
Green Deal and in delivering on the UN Sustainability 
Development Goals.  CSDD targets the behaviour of 
corporates across the economy requiring mitigation processes 
for adverse human rights and environmental impacts in 
their value chains, integrating sustainability into corporate 
governance and management systems and framing business 
decisions in terms of human rights, climate and environmental 
impact and their own resilience to sudden or unexpected 
changes in value chains.

The Commission recognises the voluntary standards 
already in place, which clarify that corporate risk assessment 
processes should extend beyond the rights of the company to 
those who are affected, such as the United Nations Guiding 
Principles on Business and Human Rights, the competitive 
advantage that can accrue to companies that act sustainably 
and the fact some EU companies have deployed value chain 
diligence to identify their value chain risks.  However, it 

concludes that voluntary action to date has not resulted in 
sufficient improvement resulting in “negative externalities 
from EU production and consumption” and the association 
of some EU companies with adverse human rights and 
environmental impacts in their value chains.

The Commission also recognises that some EU member 
states have already introduced their own national due 
diligence laws or plan to do so, such as Belgium, France, 
Germany, Luxembourg, Netherlands and Sweden.  Alongside 
such measures outside the EU stands the United Kingdom’s 
Modern Slavery Act 2015 which, amongst other things, 
requires large businesses to produce a statement each year 
setting out the steps they have taken to ensure that their 
business and supply chains are slavery free.  However, in the 
Commission’s eyes, local laws in member states, however 
laudable, bring fragmentation and risk undermining legal 
certainty and a level playing field for companies operating in 
the EU “single market.”

To the contrary, there are strong arguments in favour of 
mitigating specific impacts of corporate activity directly with 
specific local laws targeting specific adverse externalities or 
mischiefs rather than indirectly through additional layers of 
corporate responsibility thereby diminishing shareholders’ 
rights and expecting corporates to exercise public 
responsibilities.

Scope of CSDD
The principal concept governing scope is that of “company” irrespective 
of whether the company is formed under the laws of an EU member 
state or a third country.  “Company” is defined broadly covering most 
types of legal entities and including an unusually comprehensive list 
of specified types of EU regulated financial undertaking “regardless of 
[their] legal form.”  For example, EU banks, investment firms, AIFMs, 
AIFs, UCITS managers, UCITS, insurers and securitisation special-
purpose entities.  So, the vast majority of EU lenders will be covered 
whether they are banks, investment firms, managers of private credit 
assets or the investment funds they manage.  Non-EU qualifying 
companies are also within scope.

EU Companies
 all EU limited liability companies with 500+ employees and 

€150 million+ in net turnover worldwide (“Group 1”);

 other EU companies which do not meet the two Group 1 
thresholds, but have 250+ employees and €40 million 
in net turnover worldwide so long as at least 50 percent 
of the net turnover was generated in one or more of the 
following sectors (“Group 2”):

 — the manufacture of textiles, leather and related products 
(including footwear), and the wholesale trade of textiles, 
clothing and footwear;

 — agriculture, forestry, fisheries (including aquaculture), 
the manufacture of food products and the wholesale trade 

O
   WILLIAM YONGE  
 Morgan Lewis Bockius UK LLP
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of agricultural raw materials, live animals, wood, food and 
beverages;

 — the extraction of mineral resources, regardless of where 
they are extracted (including crude petroleum, natural 
gas, coal, lignite, metals and metal ores, as well as all 
other non-metallic minerals and quarry products), the 
manufacture of basic metal products, other non-metallic 
mineral products and fabricated metal products (except 
machinery and equipment), and the wholesale trade of 
mineral resources and basic and intermediate mineral 
products (including metals and metal ores, construction 
materials, fuels, chemicals and other intermediate 
products).

Notably, the financial services sector is not a specified 
sector for Group 2 purposes, which means that financial 
services firms outside Group 1 will not be in scope.

Non-EU companies
CSDD has extra-territorial reach, expressly covering non-EU companies 
active in the EU with turnover thresholds aligned with Group 1 and 
Group 2, but based on EU rather than global turnover.  Notably, non-EU 
companies are not subject to any minimum employee test, which has 
raised the eyebrows of those who consider non-EU companies should 
not be treated differently from (let alone, less strictly than) EU ones 
regarding scope.

It is potentially overreach to apply CSDD to asset managers 
already subject to AIFMD, UCITS Directive, MIFID and SFDR 
and the suggestion that asset managers be subject to 
new due- diligence obligations under CSDD in respect of 
their investment decision-making function requires careful 
scrutiny given this would conflict with SFDR standards of 
due diligence.  Already under SFDR, asset managers must 
disclose how sustainability risks are considered in their 
investment process, what metrics are deployed to assess 
ESG factors and how they consider investment decisions that 
might result in negative effects on sustainability factors or 
so-called “externalities.”  Furthermore, sectoral legislation 
for asset management has already been amended to require 
consideration of sustainability issues as a core aspect of 
asset manager’s risk management processes.  Therefore, 
asset managers and investment funds, e.g., private credit 
funds, should arguably be removed from the scope of CSDD 
on the basis they are already robustly and sufficiently 
regulated already. Alternatively, a middle way might be to 
clarify that asset managers and funds are subject to CSDD 
due diligence obligations regarding merely their day-to-day 
operations, for example, office space and contracted service 
providers.

The Commission estimates CSDD will cover approximately 
13,000 EU companies a significant number of which will be 
subsidiaries of US (and some of UK) based multinationals 
and 4,000 third country companies, 9,400 EU companies 

being Group 1 and remainder Group 2; 2,600 third country 
companies in Group 1 and remainder in Group 2.  Many of 
those 4,000 third country companies will be US based and 
some UK based.  While small-and medium-sized enterprises 
(“SMEs”) are not directly in scope, they are likely to be caught 
indirectly through requirements imposed on them by their 
in-scope business partners to mitigate human rights and 
environmental impacts.

What does CSDD require?
The main body of the proposal sets out rules on obligations for 
companies regarding actual and potential human rights adverse 
impacts and environmental adverse impacts with respect to their own 
operations, the operations of their subsidiaries, and the value chain 
operations carried out by entities with whom the company has an 
established business relationship.

To echo its recital 14, CSDD aims to ensure that companies 
active in the EU contribute to sustainable development and 
the sustainability transition of economies and societies 
through the identification, prevention, mitigation, cessation 
and minimisation of potential or actual adverse human rights 
and environmental impacts connected with companies’ own 
operations, subsidiaries and their established direct and 
indirect business relationships throughout their value chains.

“Adverse human rights impact” is defined by reference to 
the impact on protected persons arising from the violation 
of one of the rights or prohibitions enumerated in the Annex 
to CSDD.  The list is comprehensive featuring no fewer than 
21 categories, for example child and forced labour, worker 
exploitation, unequal treatment in employment and human 
trafficking. “Adverse environmental impact” is defined by 
reference to the adverse impact on the environment resulting 
from the violation of one of the prohibitions and obligations 
pursuant to the international environmental conventions listed 
in that Annex, which, for example, pertain to:

 biological diversity;

 mercury;

 organic pollutants;

 waste management;

 import of hazardous chemicals;

 depletion of ozone layer; and 

 exporting and importing hazardous waste.

Notably, adverse climate impact is not included.  

Companies will be required to conduct human rights and 
environmental due diligence under these headings:

 integrating due diligence into their policies including a 
code of conduct for employees and subsidiaries;

 identifying actual or potential adverse human rights and 
environmental impacts;

 preventing and mitigating potential adverse impacts;

FEATURE
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 bringing actual adverse impacts to an end and minimising 
their extent;

 monitoring all of the above to assess their effectiveness;

 establishing complaints procedures for complaints relating 
to the companies own operations, those of its subsidiaries 
and value chains;

 public corporate reporting on due diligence by way of 
an annual statement published on their website.  This 
reporting regime will not apply to companies subject to 
reporting obligations under the Non-Financial Reporting 
Directive or its planned successor directive, the Corporate 
Sustainability Reporting Directive.

Reflecting on the obligation to identify actual and potential 
adverse impacts, Article 6 refers to impacts arising out of 
the company’s own operations, those of their subsidiaries 
and, where related to their value chains, their established 
business relationships.  “Value chain” is defined broadly to 
encompass the production of goods or provision of services by 
a covered company including the development of the product/
service and the use/disposal of the product and the related 
activities of upstream and downstream established business 
relationships of the company.  Clearly, the term covers a 
broader range of entities than does “supply chain.”

As regards the services of regulated financial undertakings, 
“value chain” is defined more closely, expressly:

 including the activities of the clients receiving loan, credit 
and other financial services and their subsidiaries whose 
activities are linked to the contract in question; and 

 excluding SMEs receiving loan, credit, financing and the 
insurance/reinsurance of SMEs.

Whilst lending is caught, that definition may not be 
intended to capture investment by asset managers and 
funds in the securities of another entity given that would 
not constitute a client receiving a service.  This needs 
clarification.

“Business relationship” means “a relationship with 
a contractor, subcontractor or any other legal entities 
(“partner”):

(i)   with whom the company has a commercial agreement; 

(ii)  to whom the company provides financing, insurance or 
reinsurance; or

(iii)  that performs business operations related to the products 
or services of the company for it.

By way of lighter touch:

 regulated financial undertakings providing credit, loan or 
other financial services would be required to conduct due 
diligence under this heading “only before providing that 
service.”

 as regards the obligation to prevent or mitigate potential 

impacts, providers of credit, loan or other financial 
services will not be required to terminate the credit, loan 
or other financial services contract when this can be 
reasonably expected to cause substantial prejudice to the 
borrower or other recipient.

 Group 2 companies would only be obliged to identify actual 
and potential “severe” adverse impacts relevant to their 
sector.

Controversially, the proposal would increase the liabilities 
of directors of EU-based covered companies by requiring 
directors to take into account the consequences of their 
decisions for sustainability matters.  In practice, each EU 
member state regulates its local law of directors’ duties so 
local member state implementation of this requirement will 
likely lead to a patchwork and unsatisfactory outcome across 
the EU.  In any event, directors are already subject to act 
in the best interests of the company and can be expected 
to include relevant sustainability considerations in their 
overall deliberations.  At least limiting that policy to executive 
directors would be helpful.

Away from due diligence, the proposal includes a 
requirement on EU and non-EU Group 1 companies to adopt 
a plan to ensure their “business model and strategy” are 
compatible with the transition to a sustainable economy 
and with net-zero alignment and to take into account their 
fulfilment of their obligations when setting a director’s 
variable compensation.  The current requirement is open 
to application not just to the day-to-day operations of the 
business of a private credit asset manager, fund or lender, 
but also its investment and/or lending decision-making.  
Overreach in that regard would be highly controversial.  The 
lack of available market data necessary to facilitate such 
determinations also militates against such policy.

The timetable for implementation envisaged by the 
proposal is generous, with Group 1 companies required 
to comply two years after the CSDD enters into force and 
Group 2 companies given an extra two years.  Assuming 
adoption takes place in 2023, compliance deadlines would be 
pushed to 2025 and 2027. In the meantime, energy should 
currently be expended in lobbying hard for policy change and 
clarification before the text becomes set in stone.   

William Yonge is a partner with Morgan Lewis Bockius 
UK LLP. He has more than 20 years’ experience 
advising global clients on regulation and related 
commercial issues arising in the financial services, 
investment management, securities, payment services 
and derivatives sectors.  He is active in advising on 
cutting-edge regulatory developments in relation to the 
complex frameworks governing ESG and Sustainability 
in the United Kingdom and internationally. 
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After agreeing to author an article addressing how a diverse team can 
improve a business’s bottom line and culture, Terry Keating, CEO of 
Access Capital and member of SFNet’s DEI Committee,  began examining 
the reasons for something that, on its face, is simply the right thing to do. 
The better way to frame the question is, why is it the right thing to do for 
companies to embrace, engage, promote, and participate in DEI?

The “Business Case”
Large and small companies have declared their support for Diversity, 
Equity & Inclusion.  Many organizations explain that they are doing so 
because of the positive impact it will have on the bottom line. This is a 
crucial imperative because it is good for the shareholders. And, in fact, 
that is true.  Much has been studied, analyzed, and published about 
Diversity, Equity, and Inclusion’s “business case.”  Many studies have 
been commissioned by some of the world’s leading consulting and 
analytic firms.  These studies tell us with overwhelming and compelling 
statistics that diverse companies perform better across a wide range of 
market/value /profitability indicators.  These studies also indicate that 
tens of trillions of dollars of economic value have been wasted or not 
realized because of discrimination against groups based on their race, 
gender, sexual orientation, religion, age, and other factors.

The “Sticks”
Adding to the business case, and in response to these studies and 
public pressure, investors, funders, lawmakers, and regulators are 
all increasing the pressure on public and private companies to report 
demographics, have appropriate policies and report quantifiable 
outcomes. 

So, what else is there to discuss with this being the case?

Despite the overwhelming empirical data supporting the economic 
benefits of ending discrimination in all its forms, it is not that simple.  
Our world is more nuanced and complex than a statistical/economic 
analysis.  This next quarter, next year’s “bottom-line” accounting 
profit viewpoint reduces each of us to a cog in a sizeable uncaring 
machine.  While some may have to work for that machine, most are left 
unsatisfied, unhappy, unmotivated, and looking for something better.  

Moreover, our world is changing.  Technology rapidly changes how 
we work.  Capital flows around the globe in never-before-seen ways.  
Workers are increasingly vocal about social issues, so this becomes 

an internal pressure point 
pushing management teams 
and boards towards dealing 
with DEI in a meaningful way. 

The “Carrots”
Our actual product is a 
commodity in secured lending 
(bank and non-bank).  This 
puts an even higher priority on 
innovation if an organization 
is to achieve strong returns 
on its invested capital or even 
survive.  Innovation in how we 
source new clients, conceive, 
and distribute products, and 
interact with referral sources, 
potential clients, and clients. 

With the tremendously competitive environment we all operate in, a 
product that is fundamentally a commodity finding ways to differentiate 
is the difference between success and mediocrity or demise.

Additionally, as we operate in an ever-changing world, new 
challenges emerge, markets expand and contract.  New competitors 
challenge established players for market share.  This increases the 
need for new ways to connect and solve problems.  Sometimes the old 
ways are the best, but not always.  We need to constantly review and 
challenge what and how we do things to stay relevant and competitive.

As leaders, we are responsible for guiding our organizations through 
changing times.  This has never been truer than it is today.  Companies 
that do not adapt wither and die.   How do we best adapt to evolve 
beyond doing things the way we always have and reach a point where 
diversity, equity, and inclusion are each a natural part of the inner 
workings of our organizations?  The need for change is evident, but not 
always easy to act upon at first.  To do something differently, we must 
understand in what ways change might be appropriately achieved.  
This is where a diverse team can make a difference.

Meredith Carter, CEO of Context Business Lending, explains, 
“homogeneity results in groupthink.”  In other words, blinded and 
single-minded decision-making.  “At Context, diverse backgrounds 
and experiences enable our underwriters to better spot potential risks, 
allowing us to consider situations from alternative points of view and 
to understand things we otherwise may not.  For example, people who 
have been through different life experiences tend to be more skeptical 
and detect potential fraud better.  Additionally, our diverse team 
enables us to recognize and appeal to new market segments we’d not 
otherwise have known about. 

We must confront adaptation in our workforce and revenue stream 
in real-world pragmatic ways.  It’s hard to have a holistic perspective 
on products or messages received if you can only see them from one 
perspective.  

Various population demographics estimate that by 2045 the United 
States will be minority white.  As the demographic makeup of the 
world and its economies evolve, there are more and more companies 
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owned/managed by non-white males.  To truly understand and appeal 
to the needs of these organizations, you must be able to understand 
their “life experience.” In the same way, outsiders cannot understand 
what happens behind a closed door; if you are behind a closed door, 
you can’t understand what is happening outside.  

Similarly, on the other side of the equation, potential clients will 
naturally prefer to deal with organizations that can truly appreciate and 
understand their background, cultural experience, and values. 

And increasingly, companies are struggling to fill open positions.  
While we can’t directly impact the societal and economic forces that 
have contributed to this problem, drawing talent from a broader pool 
is a simple and obvious solution.  Younger generations prefer and 
increasingly insist on working for organizations that reflect the values of 
DEI.  Employees who feel connected to a mission stay longer, are more 
engaged, and contribute to better overall outcomes.

How do we keep up with trends in the world around us?  We 
must listen to that world.  How do we listen to that world?  The best 
way is directly and daily through a diverse informed and empowered 
workforce.  That helps organizations see and understand their 
operating environment and “peer around corners” to where they need 
to go next.

Going along with all of this is the need to be open and honest with 
where we are starting.  

Tim Knight, vice president of Thinking Ahead, a leading talent 
management firm, explains, “Bias is part of the human condition.  We 
should not be ashamed that we have biases; we all have them; it is 
natural and normal.  If we can be honest and acknowledge that we are 
all made this way, we can constructively deal with it.”

Our species survived its early evolution by banding together and 
cooperating in order to survive.  Part of this was knowing whom to 
work with and whom to trust.  As the species evolved, groups and 
tribes were more successful than individuals.  And by their very 
nature, “tribes” spoke the same language, generally looked the same, 
etc.  And so, it should be no surprise that biases are a normal part of 
human behavior.  But in a modern world, what we do with these biases 
is what matters and where all of this comes together.

Knight adds that confronting our biases is particularly crucial in 
hiring.  “We tend to gravitate to what we know, like, and, therefore, 
trust.  Phrases like culture fit are code for ‘someone like us.’  This 
means hiring intentionally, drawing from a diverse pool of candidates, 
and interviewing everyone; don’t make assumptions about a person’s 
skill set based on surface factors.  This can add to the time needed, 
but senior leadership must slow the process down and take time to be 
intentional and thorough.” 

Intrinsic biases must be openly addressed and made part of the 
intentional organizational management at all levels of the organization, 
from the board room to the mail room.  This should include having 
training addressing these issues as part of the professional 
development for all levels, executives, managers, and all employees.

So, where does all this leave us?  How can we effectively address 
the complexities of diversity, equity, and inclusion universally and 
comprehensively?   Though it may seem contradictory, I fall back on 
ancient and timeless universal principles, such as Occam’s Razor, “the 

simplest solution is almost always the best.” It’s a problem-solving 
principle arguing that simplicity is better than complexity.  Named after 
14th-century logician and theologian William of Occam, this theory 
has been helping many great thinkers for centuries.  Keeping to this 
principle of simplicity, treat others how you’d like to be treated.  Often 
referred to as the Golden Rule, various expressions of this rule can 
be found in the tenets of most religions and creeds through the ages.  
Scholars have identified that the idea dates to the early Confucian 
times and appears prominently in Buddhism, Christianity, Hinduism, 
Islam, Judaism, Taoism, Zoroastrianism, and “the rest of the world’s 
major religions.”

Conclusion
Diversity – Get everyone in the room.

Equity – Give everyone an equal opportunity to be heard.

Inclusion – Ensure everyone is valued and part of the decision-making.

Every organization and its team begin in various places with 
different resources, and each journey will have its specific path, but the 
destination is the same. Significant actions and small actions are both 
necessary, but real change happens in our everyday interactions with 
one another.   Statements of values and purpose are essential, but 
without the concept of broad inclusion and equality in our daily DNA, 
nothing changes, except for greater frustration and feelings of isolation.

Portfolio Management 101 includes having diversity in the portfolio.  
This protects against catastrophic downside risk and broadens 
the opportunity to capture upside.  My job as a leader is to avoid 
catastrophe and find greatness.

Benefits of Diversity Equity and Inclusion in organizations.

 Market Trends and Innovation

 Customer acquisition and retention

 Talent Acquisition and Retention

 Sound Decision Making

 Bottom line – Inclusive and equal diversity is the right thing 
to do – period.

 

Terry M. Keating is CEO of Access Capital, Inc., a New York-
based commercial finance firm and the nation’s leading 
independent lender to the staffing industry. He is a member of 
the SFNet DEI Committee.  The firm provides working capital 
lines of credit from $500,000 to $25 million and term loans 
up to $5 million to clients to support their ongoing business 
and financial growth strategies, including M&A, strategic 
investments, and shareholder buyouts. For more than 35 
years, Access has been committed to the lifelong prosperity of 
our clients to ensure we fulfill our promise of being there “For 
the Life of Your Company.”
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The head of White Oak Global Advisors’ ESG & Impact provides an over-
view of how ESG issues add a new layer of complexity to the process of 
portfolio construction. 
In an age when institutional investors are expanding, the list of 
industries they want to avoid for environmental, social and governance 
(“ESG”) reasons, incorporating responsible investment into the risk 
management function adds a new layer of complexity to the process 
of portfolio construction.  The good news is that private credit retains 
unique advantages when it comes to responsible investing relative to 
other investment classes.  From exclusions-based investing to impact 
investing, private debt offers the full spectrum of capabilities that 
today’s responsible investors are searching for.

In terms of sheer exclusions-based investing, private debt lenders 
share similarities with their peers from other asset classes.  Building 
exclusions around investor guidelines and avoiding traditional ESG-
unfriendly sectors are seemingly straightforward components of the 
ESG risk management enterprise.  However, in the case of private 
debt, there is typically more due diligence undertaken at the front end 
of an investment, given lenders cannot simply sell out of a position in 
the way that equity holders can.  Additionally, a lender could retain the 
right to refuse to fund a specifi c company or sector; in other words, a 
lender might be able to “vote one’s pocketbook,” a powerful tool when 
a borrower has limited fi nancing alternatives.

In addition to refusing to fund bad actors, private debt lenders also 
have the ability to engage with companies, in order to facilitate change 
or impact.  Lenders have several tools in their arsenal, including: 
setting ESG targets; developing ESG-related covenants; requiring 
borrowers to report on ESG targets and outcomes; establishing 
required deliverables, such as ESG and/or diversity, equity and 
inclusion (“DEI”) policies; linking interest rates and/or fees to ESG 
outcomes; requiring borrowers to offset their carbon footprint and/or 
donate to charity, etcetera.  Although lenders typically do not function 
as the corporate governance arm of an organization and rarely vote 
proxies unless they have equity investments, they can participate in 
these activities where relevant, and in addition to the aforementioned 
tools for engagement.

Beyond ESG integration into a strategy’s investment policy, 
process, committee structure, and guidelines, impact investing can 
be implemented under the private debt umbrella.  Within the impact 
arena, lenders may aim to produce a social and/or environmental 
impact as the primary and/or secondary objective of their investment, 
and are increasingly able to develop impact metrics that afford 
evidence of their impact theses.  Contrary to popular thought, a 

concession or sacrifi ce of 
fi nancial returns is not a 
given, and impact investors 
are increasingly seeking 
competitive and outsized 
returns alongside their impact.  
A key evolution to watch 
within the impact space will 
be how the SFDR Principal 
Adverse Impacts (“PAIs”) are 
developed and matriculated 
for private markets and credit 
investors.  

As “ESG” becomes a 
household name within the 
public asset classes, private 
debt will continue to evolve, 
with an increasing number of service providers willing to assess and 
rate SME private companies.  Until then, private debt lenders may fi nd 
themselves thrust into the role of pioneers, building ESG and impact 
capabilities, as well as reporting, outside of many pre-established 
systems.  Moreover, private credit seems to lend itself not only to ESG 
as a part of the risk management function, but to true impact, given 
the inherent creativity of supporting a small company with an impactful 
mission, and leaning on various tools and engagement in an effort 
to help that company achieve operational, fi nancial, and sustainable 
performance.  

Teresa Cutter serves White Oak as head of ESG & Impact with 
primary responsibility over White Oak’s ESG and responsible 
investment platform. She has 25 years of experience in 
the investment industry and most recently worked as a 
consultant at Verus Investments, a $330 billion investment 
consulting company advising state and county pension funds 
and institutional investors in their allocations to managers. 
Ms. Cutter also served as an investment offi  cer at California 
State Teachers’ Retirement System where she built out and 
co-managed CalSTRS’ $9 billion external manager program 
focusing on a broad variety of credit markets including bank 
loans, high yield and opportunistic credits.  She holds an 
M.B.A. in fi nance from the University of California at Davis.
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In November of 2021, SFNet announced its first 
Cross-Border Finance Essay Contest, sponsored by 
Goldberg Kohn Ltd. Members of SFNet’s International 
Finance and Development Committee judged the essay 
submissions on content, originality, clarity, structure 
and overall contribution to furthering and expand-
ing understanding and discourse within the field of 
cross-border finance. This essay tied for third place. 
   The authors of the winning essays have been invited 
to participate on a panel at SFNet’s 78th Annual Con-
vention in Austin, TX, Nov. 9-11.  The second place and 
first place winners will be published in the October 
and November issues of TSL, respectively.  

Vroom & Dreesmann
Brothers-in-law Willem Vroom and Anton Dreesmann opened 
their first department store in 1887, in the heart of Amsterdam, 
the Netherlands. Over the years, Vroom & Dreesmann became 
an iconic Dutch chain of department stores. The stores were 
a huge success and Vroom & Dreesmann rapidly expanded in 
the 20th century, opening new stores in almost every city in 
the Netherlands. V&D, as it was officially rebranded in 2007, 
targeted a regular retail crowd, selling clothing, electronics and 
home accessories. It also had its own in-house travel agency 
and operated a chain of restaurants that were located both 
inside the department stores and externally, with locations 
even in New York City and Bali, Indonesia. A visit to V&D’s 
School Campus, a special department set up in August for 
office and school supplies, traditionally marked the end of 
the summer for generations of high school students. Its long 
history and household name, however, did not last. V&D’s story 
ended on December 31, 2015, when it was declared bankrupt 
by the Amsterdam court and bankruptcy trustees were 
appointed to liquidate V&D’s assets.

In 2017, the trustees ended up in court in a dispute with 
one of V&D’s suppliers. The dispute concerned the ownership 
of bedding materials and towels, more specifically. This dispute 

led to a decision from the 
Amsterdam court of first 
instance on November 
8, 20171, concerning an 
element of Dutch law that 
is key to ABL professionals 
dealing with inventory in 
the Netherlands: the right 
of reclamation (in Dutch: 
recht van reclame). As this 
decision by the Amsterdam 
court has shown, the right 
of reclamation can have 
a significant impact on 
Dutch inventory and the 
position of ABL borrowers 
and ABL lenders.

In this essay, I will discuss the right of reclamation in 
light of the proceedings between V&D’s bankruptcy trustees 
and V&D’s supplier and I will describe why you, as ABL 
professionals, should take good caution when working on ABL 
transactions involving Dutch inventory.

The Case of V&D Versus Its Bedding Supplier
Let’s begin by introducing the two key players in this story. On 
the one hand, there is the wholesale textile company selling 
bedding materials and towels to V&D on an ongoing basis (the 
“Supplier”). On the other hand, there is the bankruptcy trustees 
of V&D, appointed by the Amsterdam court to administer and 
liquidate V&D’s assets (the “Trustees”).

Between September 29, 2014 and December 9, 2015, 
the Supplier sold and supplied different tranches of bedding 
materials and towels to V&D. Each tranche was based on a 
different purchase order and each purchase order constituted 
a separate purchase agreement. When V&D was declared 
bankrupt, it still owed the Supplier approximately EUR 376,000 
for unpaid inventory. A large part of the unpaid inventory was still 
located at several storage centers and department stores of V&D.

In December 2015, news coverage on V&D’s financial 
position and its imminent bankruptcy intensified and the 
Supplier sent a notice to V&D to dissolve the relevant purchase 
agreements between them and to reclaim the unpaid inventory 
that was still located at V&D locations. If the Supplier would 
not get paid for its inventory, it simply wanted its inventory 
back. Two days after this notice, however, V&D was declared 
bankrupt by the Amsterdam court.

When the Trustees challenged the Supplier’s claims, the 
Supplier started legal proceedings against V&D’s bankruptcy 
estate to reclaim the unpaid inventory through court order. 
During these legal proceedings, the Supplier claimed that (i) it 
retained ownership of the inventory on the basis of a retention-
of-title provision and (ii) it reclaimed ownership of the inventory 
on the basis of its right of reclamation.
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Retention of Title
The Supplier’s first argument to reclaim possession of the 
inventory was based on a retention-of-title claim: the Supplier 
claimed that it had retained legal ownership of the inventory 
until the inventory was fully paid by V&D. Under Dutch law, 
a supplier of inventory can retain legal ownership of the 
inventory until the buyer has fully paid the purchase price for 
that inventory. Retention of title has to be agreed between a 
supplier and a buyer, for example in a sales contract or through 
general terms and conditions.2 

According to the Supplier, the parties had agreed to a 
retention-of-title agreement included in the Supplier’s general 
terms and conditions. However, the Amsterdam court ruled that 
the Supplier and V&D never agreed to the applicability thereof. 
Instead, they agreed to the applicability of V&D’s general terms 
and conditions, which explicitly provided that legal ownership 
of the inventory transferred upon the transfer of possession 
of the inventory. The court ruled that the Supplier had lost the 
battle of the forms, and rejected the Supplier’s claim on the 
basis that the parties had not agreed to any retention-of-title 
provisions.

The Right of Reclamation
The Supplier’s second argument to reclaim possession of the 
inventory was based on its right of reclamation. The right of 
reclamation is the right of a supplier of inventory to reclaim 
legal ownership and possession of inventory from its buyer, if 
the following four conditions are met:

(a) the inventory was brought in the possession of the buyer;

(b) the buyer failed to pay the purchase price and 
consequently, the supplier is authorized to dissolve the 
purchase contract;

(c) the inventory is in the same state as when it was brought in 
the possession of the buyer; and

(d) no more than (i) six weeks have passed since the supplier’s 
claim to demand payment of the purchase price became 
due and payable, and (ii) sixty days have passed since the 
buyer obtained possession of the inventory.3

The right of reclamation is a statutory right, arising by 
operation of Dutch law. It does not have to be specifically 
agreed between a supplier and a buyer. The supplier can waive 
its right of reclamation, for example in a purchase agreement, 
through applicable general terms and conditions, or in a one-
sided statement from the supplier.

If a supplier successfully exercises its right of reclamation, 
the purchase agreement terminates and legal ownership of the 
unpaid inventory automatically transfers back from the buyer 
to the supplier, without any further action being required. In 
addition, legal ownership of the inventory will transfer back 
to the supplier free from any third-party security interests. A 
secured third party will only be protected if (i) the secured 

party has taken possession of the inventory (a possessory 
pledge), and (ii) there was no reasonable ground for that 
secured party to expect that the supplier would exercise a right 
of reclamation.4

The Amsterdam Court Proceedings
The debate between the Supplier and the Trustees focused 
on two specific conditions of the right of reclamation: (i) the 
timing-condition and (ii) the same state-condition.

Timing of exercising the right of reclamation

A key element of the right of reclamation is that it is a time-
sensitive right. A supplier can exercise its right of reclamation 
by delivery of a written notice addressed to the buyer.5 But 
the supplier has to act quickly: it has to exercise its right 
before both (i) six weeks have passed since the supplier’s 
claim to demand payment of the purchase price became 
due and payable, and (ii) sixty days have passed since the 
buyer obtained possession of the inventory. In V&D’s case, 
the Supplier sent written notice that, among others, it was 
exercising its right of reclamation to V&D on December 29, 
2015.

As described earlier, the Supplier had provided different 
tranches of inventory to V&D, based on different purchase 
orders that each constituted a separate purchase agreement. 
Consequently, the court had to determine, for each different 
tranche of inventory separately, if the Supplier sent the notice 
on time, to be able to exercise its right of reclamation.

As a matter of Dutch law, a claim for payment of the 
purchase price generally becomes due and payable upon the 
transfer of possession of the relevant asset, from the supplier 
to the buyer.6 However, parties to a purchase agreement 
are free to negotiate a different payment term. For example, 
they can agree that the purchase price becomes due and 
payable only after a certain period of time after the transfer 
of possession, say 30, 60 or 120 days thereafter. Parties 
with a strong market position generally tend to include 
longer payment terms in their contracts with suppliers. And 
so did V&D: its general terms and conditions provided that 
the purchase price would only become due and payable 90 
days after the possession of the purchased inventory had 
transferred from the Supplier to V&D. Consequently, the 
Amsterdam court ordered that all inventory that was supplied 
by the Supplier within the 90-day period before December 29, 
2015 (the date of the Supplier’s written notice) could be made 
subject to the Supplier’s right of reclamation. The Supplier 
could not reclaim any inventory supplied before that 90-day 
period, because the statutory term to exercise the right of 
reclamation for that inventory had lapsed.

This meant that V&D had two types of inventory in its 
possession: inventory that was eligible for reclamation, 
described by the court as Unpaid and supplied Within term for 
Reclamation-inventory (UWR inventory), and inventory that was 
not eligible for reclamation (non-UWR inventory). And this is 



44
THE  
SECURED 
LENDER 
SEPT. 2022 

where the second condition to exercise a right of reclamation 
comes into play: the same-state condition.

Inventory Remains In the Same State

The right of reclamation lapses if the supplied inventory is 
longer in the same state as when it was transferred to the 
buyer, for example because the inventory was comingled 
(vermenging) with other assets, manufactured into other 
products (zaaksvorming) or became part of another product 
(natrekking).7

Because of the court’s decision that V&D and the Supplier 
agreed to a 90-day 
payment term, the 
inventory could be divided 
into UWR inventory and 
non-UWR inventory. Both 
categories, however, 
consisted of exactly the 
same products: bedding 
materials and towels. 
These products were not 
individually marked or 
numbered and therefore 
it was impossible to 
identify individual 
products belonging to 
either category.

This brings us to the 
essence of this case: 
because the Supplier 
exercised its right of 
reclamation with respect 
to the UWR inventory, 
legal ownership of 
the UWR inventory 
transferred back from 
V&D to the Supplier, 
while legal ownership of 
the non-UWR inventory 
remained with V&D. 
In each case, both the 
UWR inventory and the 
non-UWR inventory remained in the possession of V&D. But, 
because it was impossible to distinguish UWR inventory from 
non-UWR inventory, inventory legally owned by the Supplier had 
comingled with inventory legally owned by V&D.

The Trustees argued that the Supplier could only exercise 
its right of reclamation if the Supplier could identify specifically 
which individual products were UWR inventory. Because that 
was impossible, the Supplier could not exercise its right of 
reclamation at all.

The court did not agree to the Trustees’ argument. It ruled 
that there was co-ownership of the inventory, with the Supplier 

having right to a share equal to the UWR inventory. As a 
consequence, the Supplier was not required to prove exactly 
which specific individual products were UWR inventory. If the 
Supplier was able to prove what number of products consisted 
of UWR inventory, the Supplier could reclaim that same number 
of products, without the need to prove exactly what individual 
products were UWR inventory. Requiring the Supplier to provide 
further evidence as to the individual products qualifying as 
UWR inventory would not be reasonable and fair, according to 
the court.

This decision by the court, specifically the way it handled 
the issue on comingled inventory, can be considered both 

innovative and pragmatic. 
It does justice to the 
fact that clearly at least 
some part of inventory 
consisted of UWR 
inventory that belonged to 
the Supplier.

Dealing with the 
Right of Reclamation 
in ABL Transactions
The case between 
V&D and its Supplier 
shows that the right 
of reclamation is an 
important right to take 
into account in the 
relationship between 
a supplier and a buyer. 
But this case also shows 
the importance of the 
right of reclamation for 
ABL lenders. An ABL 
lender with a security 
interest over Dutch 
inventory will in any 
event not be protected 
from a Supplier’s right of 
reclamation as long as the 
ABL lender does not have 

the secured inventory in its possession.

Now in practice, this could work out as follows. Imagine that 
the buyer acts as borrower under an asset-based inventory 
credit facility and intends to include its Dutch inventory in the 
borrowing base. Generally, once the borrower has obtained 
legal title to the inventory and the inventory is subject to a 
valid security interest in favor of the ABL lender, the borrower 
will be able to include the inventory in its borrowing base. 
However, if the borrower has not yet fully paid for the inventory, 
the supplier may be able to exercise its right of reclamation. 
Legal ownership of the inventory, that was already included 

CROSS-
BORDER

The supplier regains ownership free from any  
security interests, so the supplier’s right of 
reclamation takes priority over the ABL lend-
er’s security interest. The ABL lender, which 
may have already provided financing for the 
inventory, will not be able to enforce its se-
curity interest against the supplier. The ABL 
lender will most likely remain empty-handed.
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in the borrowing base, will then fall back to the supplier. The 
supplier regains ownership free from any security interests, 
so the supplier’s right of reclamation takes priority over the 
ABL lender’s security interest. The ABL lender, which may have 
already provided financing for the inventory, will not be able 
to enforce its security interest against the supplier. The ABL 
lender will most likely remain empty-handed.

In order to mitigate the risk described above, ABL lenders 
lending on Dutch inventory can take certain actions, which can 
be divided into four steps:

 It starts with analyzing whether the right of reclamation 
could become relevant in your transaction. The right of 
reclamation arises by operation of Dutch law. Consequently, 
the borrower’s purchase contracts may not contain 
any references thereto, as opposed to retention-of-title 
arrangements that should contractually be agreed. Due 
diligence may show that the borrower processes the 
inventory or uses the inventory to manufacture other 
products, which may cause the right of reclamation to 
lapse;

 Second, determine whether it will be feasible for the 
borrower to have its suppliers waive their right of 
reclamation, for example in specific purchase contracts, 
in general terms and conditions applied by the borrower 
and accepted by the supplier, or in separate statements 
provided by the suppliers;

 Third, consider excluding inventory that may become 
subject to a right of reclamation from the borrowing base 
by including eligibility criteria in the ABL loan documents, 
or apply a reserve for the value of the inventory that is not, 
or not yet fully, paid for, depending on the type of inventory; 
and

 Fourth, closely monitor the borrower’s payment terms 
with its suppliers, its overdue payments, and the dates on 
which the borrower acquired possession of the inventory, 
to be able to timely identify and address potential right-of-
reclamation issues.

Since the decision of the Amsterdam court in 2017 as 
described above, ABL loan documents increasingly include 
eligibility criteria and reserves to address the right of 
reclamation. For example, a provision stating that Dutch 
inventory can only qualify as eligible inventory if it is fully paid 
for by the borrower, or otherwise if the supplier has explicitly 
and unconditionally waived its right of reclamation, is becoming 
more and more accepted in Dutch ABL inventory transactions.

It may sound strict to exclude all (partially) unpaid Dutch 
inventory from the borrowing base, and this may not always 
be desirable from an ABL lender’s commercial perspective. 
However, against that view, there is an economic question to 
be asked: why should an ABL lender be required to provide 
financing for inventory that is basically already financed by 
someone else, the supplier? The borrower should not need 

additional financing for the same inventory, unless it intends 
to refinance the existing debt, meaning that it will pay the 
supplier. Otherwise, if the ABL lender allows the borrower to 
borrow based on unpaid inventory, the borrower financed its 
unpaid inventory with both the supplier and the ABL lender. 
That means that the borrower has excess cash, against an 
increased risk for the ABL lender.

Conclusion
The right of reclamation is an important feature of Dutch law 
that should be taken into account if Dutch inventory is part of 
an ABL inventory financing, especially from an ABL lender’s 
perspective. Suppliers have to act fast to be able to exercise 
their right of reclamation, but when they do, their right may 
have priority over an ABL lender’s security interest. ABL 
loan documents therefore increasingly contain provisions to 
address the risk that a supplier of inventory exercises its right 
of reclamation, and my expectation is that such provisions will 
become even more widely accepted in the future.

And for V&D, did it really all end in 2015? Not exactly. Some 
well-known Dutch entrepreneurs eventually bought V&D’s 
intellectual property rights from V&D’s bankruptcy estate. They 
currently use the V&D name to operate a webshop, selling 
basically the same products as the original V&D department 
stores, including bedding materials and towels. Only time will 
tell if these products will now find their way to the beds and 
baths of loyal V&D customers, or eventually also will go back to 
the supplier.     

1. The Amsterdam court decision is referenced 
ECLI:NL:RBAMS:2017:8185.
2. Art. 3:92 Dutch Civil Code.
3. Art. 7:39 Dutch Civil Code.
4. Art. 7:42 Dutch Civil Code.
5. Art. 7:39 sub 1 Dutch Civil Code.
6. Art. 7:26 sub 2 Dutch Civil Code.
7. Art. 7:41 Dutch Civil Code.
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asset-based lending. As of 2020, Diederik is based in 
NautaDutilh’s New York office where he focuses on 
Dutch aspects of cross-border, US originated, finance 
transactions. From the New York office, Diederik 
advises US corporations, as well as many of the leading 
international banks.
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In November of 2021, SFNet announced its first Cross-Border 
Finance Essay Contest, sponsored by Goldberg Kohn Ltd. 
Members of SFNet’s International Finance and Development 
Committee judged the essay submissions on content, original-
ity, clarity, structure and overall contribution to furthering and 
expanding understanding and discourse within the field of 
cross-border finance. This essay tied for third place. 
   The authors of the winning essays have been invited to 
participate on a panel at SFNet’s 78th Annual Convention in 
Austin, TX, Nov. 9-11.  The second place and first place win-
ners will be published in the October and November issues of 
TSL, respectively.  
In May 2013, the Secured Finance 
Network (at the time Commercial 
Finance Association) held its 
seventh Annual International 
Lending Conference. While 
reflecting upon the European 
Debt Crisis at that time, Jeremy 
Harrison, then conference 
sponsor and Regional Group 
Head for Bank of America 
Business Capital, predicted:

“We expect to see 
increased ABL demand 
as the Eurozone begins to 
recover and, in fact, are 
already seeing greater 
deal activity…there 
are a variety of lending 
structures which can 
be used successfully in most 
Western European countries.”1

Nearly a decade ago, 80% of 
European corporate financing came 

from banks.2 Almost 10 
years later, direct lending 
has evolved into the fastest 
growing lending asset class 
in Europe.3 Additionally, 
the number of non-bank 
lenders, who are more 
apt to lend to Micro, Small 
and Medium Enterprises 
(MSMEs) than traditional 
banks, has increased, yet 
banks continue to dominate 
European secured lending.4 
As a result, only 50% of 
German MSMEs, collectively 
contributing over 18 million 
annual jobs to the German economy, have access to financing.5 Italy, 
where nearly 67% of economic value is derived from MSME activity, 
currently suffers from stagnation and contracting loan supply.6 MSMEs 
contribute over nine million jobs to the French economy annually, 
yet regulatory pressures constrain their ability to secure funding.7 
Asset-based lending (ABL), a flexible financing solution in providing 
credit, could be helpful for many MSMEs, but stringent regulation 
hinders lenders’ abilities to extend capital cross- border.8 Given ABL’s 
reputation to maximize working capital efficiency, one must question 
whether European countries inhibit their own economic growth with 
their legal systems.
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Obstacles to obtaining a bank loan
(percentages of respondents) Panel a: Euro area SMEs and large companies

Note: Enterprises for which bank loans (including subsidised bank loans) are relevant for rounds 3-25 of the 
survey (March 2010-September 2010 to April 2021-September 2021). Financing obstacles are defined as the 
total of the percentages of enterprises reporting (i) loan applications rejected, (ii) loan applications for which 
a limited amount was granted, (iii) loan applications resulting in an offer declined by the enterprise because 
borrowing costs were too high, and (iv) a decision not to apply for a loan for fear of rejection (discouraged).

Source: “Survey in the access to finance of enterprises (SAFE).” 2021. European Central Bank. November, 24, 
2021. https://www.ecb.europa.eu/stats/ecb_surveys/safe/html/ecb.safe202111~0380b0c0a2.en.html.
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Debt Capital Access -  
Northern Europe vs Southern Europe 
Regardless of size, all businesses require capital. Large enterprises, 
especially those that are investment-grade (IG), have access to 
various sources of credit. MSMEs often cannot raise public debt 
capital and usually do not generate enough EBITDA to qualify 
for cash-flow loans. As a result, MSMEs mainly rely on banks for 
funding, and are thereby at the mercy of changing credit conditions 
and higher premiums.9 In the United States (US) and United 
Kingdom (UK), MSMEs are common ABL borrowers. Once known as 
a last resort solution, ABL, which is secured by borrowers’ collateral, 
has gained traction across businesses of all sizes due to its less 
punitive features than cash-flow loans, including lower interest 
rates (IR) and the absence of covenants.10 ABLs also require regular 
reporting for liquidity monitoring in preventing financial strains and 
allowing for a closer rapport between borrowers and lenders.11

The scope of this paper focuses on Continental Southern 
Europe’s top five “wine-drinking nations” in terms of Gross Domestic 
Product (GDP) (France, Italy, Spain, Portugal, and Greece), where 
lending principles are based on Napoleonic Civil Law, and Northern 
Europe’s “beer-drinking nations” of Ireland and the countries 
comprising the UK, whose legal systems are rooted in Common 
Law, much like the US. In Europe, ABL is generally extended in 
the “beer-drinking nations,” where non-possessory pledges of 
collateral are recognized, borrowers retain ownership of assets 
throughout the duration of the obligation, and there are more large 
financial institutions and non-bank lenders willing to lend capital.12 

By comparison, Common Law legal structures are less restrictive 
and make cross-border lending more feasible than Civil Law legal 
structures, which are highly punative in cross-border lending 
scenarios and often do not recognize non-possessory pledges of 
collateral or arrangements, forcing lenders to retain title (ROT) 
or own the collateral they lend upon. In some countries, it is also 
illegal for borrowers to grant security rights to secure loans made to 
finance the acquisition of their shares in a leveraged buyout.13 Civil 
Law also often prohibits lending on a change pool of assets and 
blanket liens.14 Additionally, while the number of European non-bank 
lenders have increased in Northern Europe, there are still fewer non-
bank lenders and large financial institutions within Southern Europe 
to lend to local MSMEs, which would eliminate the need for cross-
border lending. Further, each country has regional restrictions, as 
there is no official system equivalent to the US Uniform Commercial 
Code, which largely harmonizes lending standards throughout the 
US and its territories (with several exceptions). Therefore, lending 
is generally less standardized in Southern Europe than in the US or 
Northern Europe.15

Cost of Capital
The United Nations Commission on International Trade (UNCITRAL) 
previously stated,

“…banks and state financiers, including EU 
programs for small businesses, have very high 
requirements for applying for loans and guarantees, 
such as the submission of a bankable business 

 
Changes in factors that have an impact on the 
availability of external financing to euro area SMEs
(net percentages of respondents)

 
Obstacles to obtaining a bank loan
(percentages of respondents) Panel b: SMEs in large euro area countries

Note: For the category Willingness of banks to lend, SMEs for which at 
least one bank financing instrument (credit line, bank overdraft, credit 
card overdraft, bank loan or subsidised bank loan) is relevant. The figures 
refer to rounds 18-25 of the survey (October 2017-March 2018 and April 
2021-September 2021).

Source: “Survey in the access to finance of enterprises (SAFE).” 2021. 
European Central Bank. November, 24, 2021. https://www.ecb.europa.eu/
stats/ecb_surveys/safe/html/ecb.safe202111~0380b0c0a2.en.html.

Note: Enterprises for which bank loans (including subsidised bank loans) are 
relevant for rounds 3-25 of the survey (March 2010-September 2010 to April 
2021-September 2021). Financing obstacles are defined as the total of the 
percentages of enterprises reporting (i) loan applications rejected, (ii) loan 
applications for which a limited amount was granted, (iii) loan applications 
resulting in an offer declined by the enterprise because borrowing costs 
were too high, and (iv) a decision not to apply for a loan for fear of rejection 
(discouraged).

Source: “Survey in the access to finance of enterprises (SAFE).” 2021. 
European Central Bank. November, 24, 2021. https://www.ecb.europa.eu/
stats/ecb_surveys/safe/html/ecb.safe202111~0380b0c0a2.en.html.
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plan, which the company owners can usually not 
work out themselves, and, therefore, they rely 
on the advice of experts, whose fees most SMEs 
cannot afford.”16

The European Central Bank’s (ECB) 25th Survey on the 
Access of Finance (SAFE) found 48% of the 9,000 surveyed 
MSMEs in the European Union (EU) felt bank loans were the 
most important source of financing as of September 2021.17

However, lenders have developed a high-risk perception of 
Southern European MSMEs, as the economic struggles and 
restructuring in these nations have caused increased labor and 
production costs, significantly lowering MSMEs’ margins.18 This 
has also caused Italian and Greek MSMEs to have the highest 
debt-to-asset ratios of all European MSMEs. As a result, 
Southern European MSMEs are often seen as “less productive” 
compared to the proportional average productivity of larger 
firms within those countries.19 This has ultimately led to banks 
discouraging Southern European MSMEs from applying for 
funding by imposing higher borrowing rates, or rejecting their 
applications altogether, thereby crippling already struggling 
businesses.20

Civil Law regulation on secured lending often further 
discourages MSMEs from achieving growth with bans on 
assignment, impeding parties from assigning rights in a 
contract of sale, including rights to receivables.21 This further 
disincentivizes corporate lenders from extending capital to 
Southern European MSMEs, whose assets are often largely 
comprised of receivables. Additionally, the complexity of the 
tax structures in these nations frequently result in surcharges 
on taxable profits and increased labor costs.22 This is 
exceptionally problematic, as Southern Europe has the highest 
concentration of MSMEs throughout the continent. Further, EU 

MSMEs account for 99% of EU businesses, 67% of EU 
employment, and over half of Europe’s overall GDP.23 In 2021, 
Europe’s total GDP of all 44 recognized countries was $23,597 
billion, 60% of which was from the 36 Civil Law-practicing 
nations (including the “wine-drinking nations” and excluding 
Germany, Belgium, and the Netherlands, with notably more 
modern lending laws than their Southern counterparts), and 
30% was from Europe’s top five “wine-drinking nations” with 
the highest GDPs.24 This has ultimately contributed to stunted 
European economic growth, which contracted in the EU from 
2.8% in 2017 to 1.8% in 2019 (notwithstanding Brexit).25

Additional Constraints
From a cultural perspective, European lending requires bespoke 
tailoring to accommodate for the plethora of currencies, languages, 
geopolitical regimes, time zones, and taxes found throughout the 
continent.26 David Morse, partner at Otterbourg, Steindler, Houston 
and Rosen P.C. stated:

“Cross-border ABF…covers a diverse array 
of businesses and circumstances…Given this 
diversity, reflecting the inherent flexibility of the 
product, together with the challenges of dealing 
with multiple legal regimes in which a business is 
operating, it is hardly surprising that cross- border 
ABL facilities are characterized as bespoke.”27

The expense and effort affiliated with obtaining legal 
representation required to lend in these jurisdictions, paired 
with the time spent learning about local lending laws, attaining 
necessary lending licenses, and the inevitable reserves 
required to compensate for risk and wage protection programs, 
are often seen as better allocated in a more familiar, ABL-
friendly region.

Note: All GDP values have been converted from local currency to USD, in 
units of billions. Common Law Nations countries include Ireland and the four 
UK nations. Wine-Drinking Nations include the five “wine-drinking nations” 
with the highest GDP, including France, Italy, Spain, Portugal, and Greece, all 
of which have Civil Law-based legislation. Other Civil Law Nations include all 
other European countries with Civil Law-based legislation not included in the 
Wine-Drinking Nations.

Source: “World Economic Outlook Database: April 2021.” n.d. International 
Monetary Fund. https://www.imf.org/en/Publications/WEO/weo-
database/2021/April/weo-report.

Note: All GDP values have been converted from local currency to USD, in 
units of billions. Common Law Nations countries include Ireland and the four 
UK nations. Wine-Drinking Nations include the five “wine-drinking nations” 
with the highest GDP, including France, Italy, Spain, Portugal, and Greece, all 
of which have Civil Law-based legislation. Other Civil Law Nations include all 
other European countries with Civil Law-based legislation not included in the 
Wine-Drinking Nations.

Source: “World Economic Outlook Database: April 2021.” n.d. International 
Monetary Fund. https://www.imf.org/en/Publications/WEO/weo-
database/2021/April/weo-report.
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To combat the growth and capital accessibility imbalance, 
companies in asset-rich countries with unfriendly ABL 
laws often consider alternative solutions to redistribute 
liquidity to asset-poor countries with ABL-friendly laws.28 To 
circumvent jurisdictional limitations, companies in certain 
European countries may transfer receivables to a fellow group 
company, often in the UK or Netherlands, which then offers 
the receivables as collateral.29 However, this is costly, time 
consuming, and may not be applicable to all situations. Some 
lenders opt to lend upon off-balance sheet inventory, or craft 
terms around receivables, assuming there are no bans on 
assignment, limiting the amount of capital businesses can 
borrow. In other scenarios, lenders may establish reserves 
for payables to suppliers with ROT rights or require waivers 
or amendments to ROT clauses, but these solutions are not 
always accepted.

These obstacles have helped make room for alternative 
funding solutions including private credit funds, whose core 
market is predominantly MSMEs and mid-market companies.30 
Contrary to ABL, private credit is funded through non-bank 
lenders, who are neither supervised by the ECB, nor subject 
to its regulation, and is directly loaned via private credit funds 
in exchange for interest payments and the principal upon 
maturity. While this helps evade some legal idiosyncrasies, 
non-EU alternative investment funds are subject to restrictions 
when lending into Italy, the German Banking Act makes 
it exceedingly difficult and costly to set up private credit 
funds in Germany, and French regulation creates similar 
complications for these non-bank lenders looking to facilitate 
loans to FrenchMSMEs.31 Factoring and invoice discounting 
are also readily available solutions for many European MSMEs. 
However, the 25th SAFE found only 8% of the surveyed MSMEs 
considered factoring to be a relevant source of financing.32 This 
is in part due to the fact many Southern European MSMEs hold 
illiquid or bespoke inventory or difficult-to-collect receivables. 
Without the modernization of secured lending laws, lenders’ 

hands are tied and MSMEs’ access to capital is further 
constrained.

Lending Amidst Economic Uncertainty
In the most certain of times, profitable lenders accommodate the 
needs of clients. However, in the face of instability, it is imperative 
lenders be particularly malleable and conversant about the spectrum 
of available products outside of traditional cash-flow lending.33 
Following the Credit Crisis of 2008, while debt markets and bank 
credits seized, and cash-flow loan covenants became restrictive on 
businesses with declining revenue, ABL became more desirable 
for additional liquidity. In the years following, as failing banks were 
acquired and risk tolerance tightened, personal relationships between 
European MSMEs and banks disintegrated, leaving many without 
access to credit for up to two years.34 Moreover, as IR spreads 
widened throughout Europe, MSMEs could not afford credit costs.35 
Similarly, during the Pandemic, both the US and Europe experienced 
a short-term “dash for cash,” by which Treasury selloffs led to 
liquidity deterioration in March 2020, which was also seen with the 
10-year German Bund.36 With the severity of COVID and resulting 
health measures mandated in Italy, IR cuts and quantitative easing 
initiated by the ECB, and Pandemic Emergency Purchase Program 
in early 2020, Bund spreads widened, while average trading volume 
subsequently declined.37 As access to liquidity through traditional cash- 
flow loans plummeted, many businesses turned to ABL, fearing drastic 
EBITDA declines would trigger covenants. Given the market’s volatility, 
lenders were forced to redefine comfort levels by extending receivable 
terms, adjusting inventory caps, and lending upon in-transit and slow-
moving inventory previously deemed ineligible. Lenders balanced 
these adjustments by conducting more pre-closing appraisals 
to accommodate clients, who in addition to experiencing 
decreasing revenue, increasing past due payments, and 
drying cash reserves, suffered from supply-chain bottlenecks 
and being outpriced by larger businesses. As fear dissipated, 
lenders who were willing and able to offer flexibility saw 
increased client retention. Simultaneously, the finalization of 
Brexit along with the Pandemic further inhibited the abilities 
of lenders outside of Southern Europe to extend facilities 
to Southern European clients, further negatively impacting 
Europe’s total GDP.

Today, lenders are observing clients approach 2022 with 
trepidation. The ECB’s 25th SAFE, reported a moderate 
increase in MSMEs’ demand for loans and credit lines between 
March and September 2021, while a net 6% of respondents 
indicated increased availability of loans, a 3% improvement 
from the ECB’s 24th SAFE, which concluded in April 2021.38 
Additionally, the cumulative percentage of (i) rejected loan 
applications, (ii) applications which received limited funding, 
and (iii) offers for funding rejected by MSMEs due to high 
borrowing rates, declined from 8% to 7%, while the percentage 
of MSMEs discouraged from applying for loans decreased from 
5% to 4%.39 As a result, the 25th SAFE reported a mere 1% 
improvement in MSMEs’ perception of banks’ willingness to 

 
Relevance of financing sources for euro area SMEs
(percentages of respondents)

Note: The figures refer to rounds 3-25 of the survey (March 2010-September 
2020 to April 2021-September 2021).

Source: “Survey in the access to finance of enterprises (SAFE).” 2021. 
European Central Bank. November, 24, 2021. https://www.ecb.europa.eu/
stats/ecb_surveys/safe/html/ecb.safe202111~0380b0c0a2.en.html.
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provide credit, including those in the “wine-drinking” nations, 
compared to the 24th SAFE. Moreover, many MSMEs have 
reported inflated energy, labor, and exporting costs, supply-
chain disruptions, and a decline in new customers and skilled 
labor.40 Many UK MSMEs feel squeezed from both ends, as EU 
customers have begun strongarming UK suppliers to establish 
presence within the EU, to pass on importing costs affiliated        
with Brexit on to suppliers. With costs of living and operations 
skyrocketing, and UK MSMEs relocating to the EU with many 
of the Civil Law countries, there is still a dire need for secured 
funding, yet minimal improvement in availability.

Alternative Solutions for Consideration
The past decade has given rise to European initiatives to encourage 
MSME growth. Portugal introduced the Internacionalizar em Parceria 
in 2011 and Spain launched the ICEN Nexus Programme in 2021 
to help regional MSMEs expand cross-border.41 In 2013, the ECB 
and European Investment Bank considered the revival of asset-
backed securities initiatives to broaden the access of finance for 
MSMEs.42 However, no commitments were made given a majority of 
MSME lending activity is facilitated by smaller banks, whose capital 
requirements are not overseen by the ECB.43 It was also suggested the 
ECB purchase bundles of MSME loans from smaller institutions, but 
such an initiative never came to fruition, as this would involve the 
ECB and individual European governments undertaking credit 
risk.44 In 2018, the UK Houses of Parliament passed legislation 
to partially end bans on assignment.45

The European Commission (EC) unveiled an SME Strategy 
and SME Test to “support and empower SMEs of all sizes and 
sectors” throughout Europe and analyze the implications of EU 
legislative proposals on MSMEs.46 The EC pledged to improve 
funding access for MSMEs and develop a stable regulatory 
framework to foster the free movement of products.47 The EC 
enforces policies via (i) directives, which Member States are 

mandated to enact in domestic law in 
accordance to their national legislations, 
and (ii) regulations, which Member States 
must enforce as outlined by the EC. The 
EC’s MSME advocacy has encouraged 
greater discussions for policymakers.48 
However, there have been neither 
directives nor regulations put forth for 
Member States to modernize their lending 
laws.

UNCITRAL is adamant the best way to 
improve commerce is helping countries 
modernize secured transaction laws, to 
perpetuate job creation and increase 
standards of living and stability.49 
UNCITRAL has established “private law 
rules governing cross-border commercial 
relations,” to promote “a robust 
cross- border legal framework” and 
aid in “progressive harmonization and 

modernization of the law of international trade.”50 In 2001, the 
Receivables Convention was adopted to simplify the financing 
of international receivables and assignments of receivables.51 
In 2007, UNCITRAL published its Legislative Guide to broaden 
the focus to assets beyond the scope of the Receivables 
Convention.52 This was expanded in 2010 with the Supplement 
on Security Rights in Intellectual Property. The Guide on 
the Implementation of a Security Rights Registry pushed for 
clear legislation for the development of a public filing system 
in 2013.53 By 2016, UNCITRAL adopted the Model Law on 
Secured Transactions, adopting a “unitary approach applicable 
to security interests,” to address “the multiplicity of regimes 
that creates gaps and inconsistencies” to further promote 
cross-border lending.54

Belke (2013) mentions alternative solutions, including 
MSMEs fostering seed and venture capital or securing credit 
lines directly from the EU Member State governments at low 
IRs. One can argue there are fewer opportunities to secure 
seed funding than there are MSMEs, and the extension of 
credit between Member States will come with its own set 
of obstacles and may inadvertently alienate MSMEs not in 
Member States. However, Belke also suggests an assessment 
of best practices for MSME financing, currently available in 
Member States. While each nation has unique lending laws 
and would require customization for adoption, especially for 
those outside of the EU, such an analysis could serve as a 
starting point for transitionary initiatives for nations with 
Civil Law legal systems, compared to the US, a Common Law 
state with an already robust and established capital market 
structure.55 This analysis could be further granularized by 
focusing on German, Belgian, and Dutch lending, all of 
which have stayed true to Civil Law, but are perceived as 
economically stable regions with favorable legal frameworks 
for cross-border lending, allowing them to offer lower rates and 

 
The most important problems faced by euro area SMEs
(percentages of respondents)

Note: The figures refer to rounds 18-25 of the survey (October 2017-March 2018 to April 2021-September 
2021).

Source: “Survey in the access to finance of enterprises (SAFE).” 2021. European Central Bank. November, 
24, 2021.

https://www.ecb.europa.eu/stats/ecb_surveys/safe/html/ecb.safe202111~0380b0c0a2.en.html.
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increased transparency surrounding inventory and receivables, 
and consequently have lower loan application rejection rates 
and larger, more profitable MSMEs than those in Southern 
Europe.

Conclusion
Though the collective European economy is built upon MSMEs, 
many small businesses struggle to identify available funding 
solutions, due to (i) rigidity in Civil Law legislation, perpetuating  
lenders’ reluctance to extend capital, and (ii) the high-risk 
reputation of MSMEs in 
Southern Europe. ABL 
has proven to be an 
effective and flexible tool 
for MSMEs in Common 
Law jurisdictions. 
However, for countries 
in which ROT and 
bans on assignment 
are mandated, and 
restrictions in lending 
on receivables, floating 
assets, and blanket liens 
are tight, opportunities 
to secure funding are 
limited and expensive. 
Additionally, the required 
bespoke tailoring to 
accommodate the 
abundance of cultural, 
political, and financial 
differences between 
each nation, and regional 
legislations, inflates 
costs and limits the 
already scarce funding 
opportunities for MSMEs, 
ultimately discouraging 
growth for the very 
businesses supporting 
Europe’s economy. While 
some initiatives have been presented to address this issue, no 
one solution has solved the underlying dilemma; Civil Law-
based nations, particularly those in Southern Europe, must 
modernize their laws to allow for improved access to financing, 
including cross-border lending. Emulating some European Civil 
Law regions that are perceived to have more favorable lending 
frameworks, such as Germany, Belgium, and the Netherlands, 
will provide opportunities for Southern nations to maintain 
their Civil Law roots, while allowing MSMEs to thrive, ultimately 
resulting in the improved performance of the European 
economy as a whole.     
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REV Capital:
Increasing its 
Reach and 
Reinventing 
Factoring
Having celebrated its fi fth anniversary in 
June 2022, REV Capital marked the occa-
sion by rebranding from Revolution Capital 
to REV Capital to acknowledge its many 
milestones. Since its founding in 2015, the 
company has achieved six acquisitions, 
opened seven offi ces, helped 1,200 clients 
across a myriad of industries, and funded 
more than $5 billion.  

BY EILEEN WUBBE

  SFNET MEMBER PROFILE

REV Capital is a leading provider of full-
service factoring services in Canada and the 
United States, with eight offi ces across North 
America, providing invoice management, 
credit underwriting and collection services. 
CEO Loren Shifrin credits his early career 
experiences in providing him with the 
confi dence to venture out on his own to start 
REV Capital. He got his start in the industry in 
2009 as a collection agent at Baron Finance, 
a company specializing in excavation fi nancing 
with a few small factoring clients. He then 
moved to sales and worked his way up further. 
Baron Finance was small, and the team was 
relatively inexperienced, Shifrin recalled.

“We were all making it up as we went 
along, and this is what made my entire 
career trajectory possible,” Shifrin said.  “The 
company had no guidelines, no defi ned roles, 
no expectations, and no limitations. It was an 
experiment in which I was given the freedom 
to invent and reinvent myself, time and time 
again. Michael Lukhton joined the company 
a few months before me, as a shareholder 
and CFO, and had ambitions to build it as a 
factoring platform. It was Michael who pushed 
me to test the limits of what I was capable 
of, never accepting ‘I don’t know how’ as an 
acceptable answer.”

Over the course of six years, Shifrin gained 
a breadth of experience in collections, account 
management, cash posting, sales, contract 
negotiation, confl ict resolution, investor 
relations, bank relations, human resource 
management, capital raising, risk mitigation 
and shareholder relations.

LOREN SHIFRIN 
 REV Capital
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On December 31, 2015, Shifrin left Baron Finance and flew to Costa 
Rica with his wife to take a vacation and figure out the next step. One 
week later, he flew home with a plan to raise $10 million in junior capital 
for his next venture: Revolution Capital. 

Help Along the Way
Shifrin considers himself lucky to be at the right place at the right time 
when he joined Baron Finance. The company gave him the opportunity 
to constantly learn by doing. The most valuable lessons he learned and 
the experiences that had the biggest impact on his career were the 
ones that came from making mistakes. 

“Despite how painful or annoying my mistakes may have been to me 
or to those around me in the early days of my career, they ultimately lay 
the foundation for my knowledge and experience,” he said. “There are 
also many people who helped guide and mentor me along the way who 
are still very near to me. I am grateful for their support and guidance 
even if I wasn’t at the time.”

 Shifrin credits three people who were with him from the inception 
of Revolution Capital who helped carry the burden as he tried to raise 
capital: Amer Sabanadzovic, Alex Pilipenka and Christabel Homewood. 
Sabanadzovic, his first investor, didn’t let Shifrin finish his pitch before 
interrupting him to say he was “all in.” 

“Just as I started to think it would never happen, Amer got the 
introduction to Morrison Financial, who ultimately gave us our first facility 
and helped launch the company,” Shifrin said. “Alex is our COO and 
co-wrote our 96-page business plan, which we now understand no one 
actually read. He believed in me even when I found it difficult to believe 
in myself. When we were raising capital, Alex was still living in Vancouver, 
but would call me every day for an update, no matter how insignificant. 
Christabel Homewood is my wife and holds the record for the person 
who has put up with me and my crazy ideas the longest. She never had 
a doubt that I would be able to raise the capital and was always eager to 
help strategize and be a sounding board to my ideas.  It’s impossible to 
say that I travelled this path alone.”

Shifrin’s accomplishments haven’t gone unnoticed. In June he 
received an SFNet 40 Under 40 Award. 

Increasing its Reach
REV Capital launched on June 1, 2017 and merged with Baron Finance 
the following year. In 2020 and 2021 REV Capital acquired Royal 
Financial Corp., Atlantic Gateway, Inc. and Growth Capital, factoring 
firms specializing in transportation factoring, as well as Grand Financial 
New York, a factor specializing in staffing and transportation. REV 
Capital then opened offices in California, Kansas, and New York, 
strategically based in transportation hubs to help increase REV 
Capital’s market share with the goal of becoming one of the most 
recognized brands in the sector.

REV Tech, launched in June 2022, is the company’s first foray into 
the FinTech space. The company is building a platform that it hopes will 
change the way transportation companies factor.  

REV Capital’s latest announcement is its new commercial finance 
division in New York, which opened in July 2022, and is spearheaded by 

Mark Dubs, formerly of Triumph Bancorp. 

“Mark is one of the best connected, most well-known, and talented 
business developers I have ever met,” Shifrin said. “Mark’s office is the 
first step towards REV becoming a leading choice for cash flow solutions 
for growing businesses outside of the transportation industry.”

REV Capital continues to expand its local presence in the U.S. while 
increasing its overall reach across the entire country. It also continues to 
invest in key markets as part of its commitment to reach new markets 
and its pursuit to provide SMEs with a transparent, affordable and 
flexible finance partner that’s invested in their success.

The Quest to Reinvent Factoring 
Despite being one of the oldest forms of finance, factoring has had a 
negative connotation for as long as Shifrin has known.  One of REV 
Capital’s goals is to reinvent factoring and change the way it is seen 
by the business community at large while constantly improving and 
innovating upon the process itself.

“I have heard people say, ‘I don’t need factoring, my company is run 
properly’ or ‘We don’t deal with factors’, or even worse, ‘We don’t deal 
with companies that factor,’” Shifrin explained. “I would be shocked to 
hear that there is a salesperson or collection agent who has never heard 
one of those phrases.”

REV Capital developed a roadmap to reinvent factoring based on 
six foundational pillars: question status quo, set industry standards, 
promote education, invest in new technology, reach new markets and 
frictionless funding.

“We encourage our staff to examine, analyze, and critique our 
standard operating procedures and we are constantly looking for ways 
to innovate and maximize efficiencies,” Shifrin said. “We seek to improve 
our processes whenever possible. The only way we can innovate 
and adapt is if we encourage curiosity, promote critical analysis, and 
constantly question the status quo. We want to represent the gold 
standard when it comes to customer experience, transparency in 
pricing, and simplicity of funding. Embodying this principal is key to our 
continued success. REV Capital educates its clients, partners, debtors, 
and new audiences as to the benefits of its service while dismantling 
preconceived notions about the factoring industry.”

The most important pillar, Shifrin said, is its pursuit of frictionless 
funding. 

“Every innovation, improvement and technological advancement 
brings us one step closer to providing our clients with a funding process 
that is truly frictionless,” he said.    

Eileen Wubbe is senior editor of The Secured Lender.
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One must comprehend the whole picture before arriving at conclusions. 

Tiger’s ABL appraisers are never satisfi ed taking just one look at a problem. They take a second, third, and fourth - 
until they see the true picture. Boots-on-the-ground due diligence. Proprietary NOLV database. $5b/year liquidation expertise.
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ONE STRATEGIC 
ACQUISITION AT A TIME
HOW HILCO IS OPERATING A HIGH-
PERFORMANCE ASSET LEASING PORTFOLIO

When a business venture negatively impacted operations and led Su	 on Leasing’s creditors to seek a 
going concern buyer, Hilco was at the top of the list. To meet the seller’s aggressive timeline, we accelerated 
diligence, deployed our own capital and secured additional fi nancing. Hilco’s fi nal fi rm o� er to purchase 
and operate the business as part of our expanding H19 Capital truck leasing portfolio was accepted and the 
deal was closed, all within 15 days. Find out how our integrated asset valuation, underwriting, management 
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