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In each issue, this new 
column will ask five 
industry executives 
what is the one thing 
keeping them up at night 
right now…and how do 
they plan to assuage 
this worry? If you are 
interested in participating 
please contact Michele 
Ocejo, editor-in-chief: 
mocejo@cfa.com.
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“What concerns me most in our industry 
is Human Capital – the continuity of 
highly trained and dedicated profes-
sionals who will ultimately replace the 
leaders of today.  In decades past, there 
were bank credit training programs or 
in-house exam units which served as an 
entry-level training ground for the younger 
members of the business team.  The 
hands-on experience gained in this type 
of program assured the development and 
retention of skilled and motivated profes-
sionals.  Over the past 10+ years, many 
training programs have been cut, and the 
exam function has been outsourced to 
third- party firms. Consequently, there is 
a smaller number of mid-stage profession-
als to assume the mantle of leadership.”

“Luckily for me I rarely have trouble 
falling asleep. But then there are the 
days when for no reason I awake at 4 
am, my brain starts to rev and that’s 
when the real trouble begins.    
Yet, when I consider what concerns 
me most it is the ability to make loans 
based on good, sound credit analysis 
with strong risk, adjusted returns, 
notwithstanding market conditions that 
currently favor a “keep up with Jones” 
mentality.   In an environment where 
the supply of capital exceeds the sup-
ply of transaction activity, the result is 
aggressive structures, loose covenants 
and lower pricing – not exactly the 
best combination for a lender.  And so, 
what are the choices?  Deploy capital in 
structures that are less than ideal with 
pricing that isn’t so attractive or sit out 
and wait for better opportunities? 
In these conditions, my only option is 
to be ruthlessly critical in assessing 
which businesses and management 
teams provide an attractive investment 
opportunity where there is a healthy 
balance between risk  and return.
I may not close as many deals as some 
of my competitors but at least I will feel 
well rested from a good night’s sleep.”

“There are 3 things that I worry about:
1) Deal flow – where is the next deal coming 

from and are we finding or attracting all  
the business we can.  In particular, are we 
optimizing use of social media to talk to a  
target audience that now relies on this av-
enue of communication more than any other;

2) Are we being as thorough as possible to  
avoid credit losses – this one never goes away; 
it’s fear that keeps us vigilant.  We have got 
to know our collateral performance stan-
dards and how to spot variances quickly;

3) Getting tougher deals done in  
today’s regulatory environment.”

The ever-changing financial land-
scape keeps me up at night.  Different 
forms of alternative lending come 
and go quickly; it’s important to stay 
ahead of the curve and constantly 
be innovating your products.

“What keeps me up at night might 
not be in line with what keeps most 
in this article up at night.  For me, I 
am more excited about where our in-
dustry is headed and the transparen-
cy that is rapidly approaching our in-
dustry.  For too long, we have looked 
at ourselves as lenders of last resort 
and treated our clients as such.  It 
will no longer be good enough to 
treat your client as simply a number; 
but, rather, we will have to be great 
at scaling one-to-one relationships 
with our clients.  I think it is great for 
the industry as a whole and particu-
larly for those willing to give to their 
clients, rather than take.  If I have a 
worry, it’s that many in our industry 
won’t get on board and we will 
continue to come up against a view 
of our industry as a negative one.  
However, long term, I think we are 
heading in the right direction from 
turning a negative to a positive.”


