elcome to the second Women in Com-
mercial Finance issue of The Secured
Lender. In the previous pages you
read in-depth interviews with ac-
complished women who have faced
the glass ceiling and broken through
to achieve success in their respective
male-dominated industries: Sallie
Krawcheck on Wall Street and Gail
Bernstein in asset-based lending. You
also read an eye-opening article dig-
ging deep into the gender wage gap.

In my roles as a partner at Paul
Hastings LLP and as the chairperson of
CFA’s Women in Commercial Finance
Committee, | often contemplate the re-
sponsibility of leadership — especially
as it translates into inspiring the next
generation of leaders, both male and
female. | think that this quote from
Sheryl Sandberg epitomizes one of the
primary goals that we should strive for
inour roles as leaders: “Leadership is
about making others better as a result
of your presence and making sure that
impact lasts in your absence.”

The leaders across our industry,
whether executives within lending
institutions or finance companies,
partnersin law firms, executives
within turnaround firms, or volunteers
leading the CFA as officers or members
of various Committees or Chapters,

each have aresponsibility to this
industry and the next generation of
leaders within it. Beyond the respon-
sibility to impart as much knowledge
as possible about this industry to the
leaders to come, today’s leaders are
also charged with identifying tal-
entand inspiring and engaging their
teams to drive them to develop their
individual strengths in order to grow
into the leaders of tomorrow. Equally
importantly, industry leaders are chal-
lenged to lead their teams to embrace
innovation and change within the
industry in order to remain competi-
tive. It’s no secret that the financial
services arena lags behind other more
progressive industries when it comes
to diversity. Itis my hope that the
commercial finance sector will lead
the way within the larger financial ser-
vices industry on the diversity front.
Thisissue of The Secured Lender,
as well as the CFA’'s Women in Com-
mercial Finance Committee, endeavors
to dojust that. The mission of the
CFA’s Women in Commercial Finance
Committee is to promote the ad-
vancement of women in leadership
in the commercial finance industry
through networking, education and
advocacy. We are committed to rais-
ing the profiles of the accomplished
women across the commercial finance
industry to demonstrate to the next
generation of leaders the success that
has already been achieved and the
road that has already been paved. We
are also highlighting the significant,
no, crucial, effect that diversity has
on success within any organization.
Sallie Krawcheck, who will be the

keynote speaker of CFA’s first Women
in Commercial Finance Conference on
September 28 in New York City, often
discusses how diversity isn’t just the
“right” thing to do, it makes good busi-
ness sense: “Study after study after
study has shown that companies with
diverse management teams outper-
form those with less diverse teams.
And that diverse teams outperform
even more “capable” teams. And they
don’t outperform non-diverse teams
by a little, but with ROE differentials
of 30%+, with lower earnings volatil-
ity.” Truly, according to the research,
diverse teams provide a tangible com-
petitive advantage.

On the following pages, you will
meet over 50 women from the com-
mercial finance industry who exempli-
fy success and we are delighted to rec-
ognize their talent and achievements.
These women represent leaders within
CFA’s member organizations and CFA’s
Education Foundation contributors.
Each of these women understands
the value of being committed to this
industry and is leaving her mark with
lasting impact.

Many thanks to the CFA and The
Secured Lender for providing this plat-
form and opportunity to acknowledge
these leaders for their contributions.

Katherine Bell

Partner, Paul Hastings LLP
Chairperson, CFA Women in
Commercial Finance

“The leaders across our industry, whether executives within lending institutions or
finance companies, partners in law firms, executives within turnaround pirms, or
volunteers leading the CFA as oficers or members of various Committees or Chapters,
each have a responsibility to this industry and the next generation of leaders within it.”
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Tracy Arceci
Senior Vice President
Bank of America Business Capitall

hroughout Tracy’s 17-year career, she has been involved in the execu-

tion, structuring or restructuring of transactions totaling more than $4

billion. Constantly working to deepen her finance knowledye and

experience, Tracy has strategically positioned herself, spending time

enyayed in asset-based lendinyg, middle-market lending, healthcare
finance, special assets/workout, cross-border structured finance, financial restruc-
turing and consulting. She currently serves as a senior vice president, acting as a
senior business development officer, for Bank of America’s Business Capital Group,
the asset-based lendiny arm of the Bank. In this role she sources, structures and ex-
ecutes ABL opportunities ranging from $10 million to upwards of $1 billion through-
out the state of Michigan and beyond. Tracy currently serves as a board member
for the Detroit Women's Forum of the Association for Corporate Growth and the
Programming Committee of the Turnaround Manayement Association’s Detroit
Chapter. As a former colleyiate athlete, she contfinues to pursue her love of sports
coachiny youth basketball teams in Metro Detroit. She holds both Series 7 and 63
licenses and earned her Bachelor of Science deygree in finance and economics
from Lake Superior State University.

What advice would you offer to women
just starting out in the industry?

I would advise women just starting out

in the finance industry to be confidentin
themselves and what they have to offer.
You have arole to play and an opportu-
nity to add value even though you may be
in a new situation or are being presented
with new challenges. It’s not necessary
to be an expert within a given role or pro-
fession to be confident in what you can
do and what you have to offer. Being able
to effectively project that self-confidence
will make a difference for you in virtually
every situation that you encounter.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I had recognized that speaking up
to ask for help isn't a sign of weakness,
but rather an opportunity to get stronger
and smarter and better. It can be intimi-
dating to acknowledge that you don’t
understand something or need more

information or don’t know how to handle
achallenging situation, and I don’t think
any of us want to appear stupid or unin-
telligent. I have come to realize that not
asking for help when needed is essen-
tially forfeiting an opportunity to learn
and develop.

What kind of role has mentoring and/or
sponsorship played in your career?
Avery important one. | have had a
number of mentors, both on a formal and
informal basis, throughout my career.
These individuals have helped me navi-
gate through new organizations, allowed
me to tap into their experience, gain
perspective on challenges, as well as help
position me for new roles and opportu-
nities. Additionally, direct exposure to
these mentors has helped me to indentify
traits and characteristics that 1 admire
and desire to cultivate within myself. |
owe them a huge debt of gratitude.

In the past few years, | have also had
the opportunity to be a mentor which is
a tremendously fulfilling experience and,
frankly, has benefitted me probably much
more so than my mentees!

What do you think the industry could
do to attract and retain the best and the
brightest today?

When you think about companies that
are already attracting the brightest and
best, it strikes me that many of these
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are known for having unique corporate
cultures that, in some way, focus what is
important to employees beyond just title
and the size of the bonus pool. As|think
of the finance industry, there just aren’t
many industry participants that have
cultivated corporate cultures which truly
stand outin this manner. It’s one of the
reasons |am so proud to work at Bank of
America Merrill Lynch, a firm that makes
its business really personal through

a deep commitment to improving the
lives of its customers, its employees and
the communities that it serves. Bank

of America Merrill Lynch evidences this
commitmentin a number of ways, but
some really cool examples of this include
company-sponsored volunteerism and
matching gifts, a diverse array of support
and affinity groups within the organiza-
tion, many of which are diversity-focused,
generous parental leave policies for all
kinds of parents, and a commitment to
having a workforce that is reflective of
the communities we serve. | think look-
ing beyond just the immediate dollars
and cents of an idea or way of doing
things, and recognizing that there also
exists real financial value in building
cultures that develop and support the
humanside of existing and potential
employees, will go a long way in attract-
ing the best and brightest to the finance
industry.



Michele Michaelis,
CPA, CIRA, CTP, CFF
Manaying Director

BDO Consultiny

What advice would you offer to women
just starting out in the industry?

The most important would be to recognize
your strengths, as well as your potential
weaknesses, and not simply try to be
someone else. What works for another
person, man or woman, in the industry will
not necessarily work for you. Although you
should follow the example of others who
meet your definition of successful, regard-
less of their gender, you need to remain true
toyourself. In this regard, you may discover
that solutions to challenges evolve over the
course of your career as both you and the
industry change and grow. Therefore, when
faced with obstacles, those who have gone
before you can be an invaluable resource to
evaluate your approach to dealing with and
overcoming challenges.

What do you know now that you wish you
knew in the beginning of your career?
How truly important professional organiza-
tions are to your development. |, like many
people that wentinto finance as a career,
did so, in part, because | wanted to be a
producer rather than a salesperson. Little

ichele Michaelis is o manaying director in the New York office of

BDO Consulting. She has over 20 years of experience in matters

relating to bankruptcy and insolvency, crisis management, furn-

around planniny, business disputes, and forensic investigations.

Michele has worked with tfroubled and insolvent companies involving
turnarounds, reorganizations, and out-of-court workouts representing debtors, secured
lenders, and unsecured creditors. She has routinely evaluated liquidity issues, including
the formulation, review and analysis of short-term cash flow projections, as well as as-
sessed the viability of business operations of froubled businesses by conducting detailed
liquidation analyses, leadiny to rapid stabilization with sustainable results.

Michele has significant experience serving clients in a wide range of industries including
retail, apparel, manufacturing, healthcare, mortyayge, media, jewelry, finance, tele-
communications and eneryy. She is knowledyeable in conducting investigations with
regard to substantive consolidation issues and fraudulent conveyances, has prepared
expert reports on solvency issues, has testified in bankruptcy proceedinys, and has
extensive experience in pre-planned and pre-neyotiated bankruptcies.

did I realize but, as you advance through
your career, you inevitably become “The
Salesperson”. Therefore, getting involved
inindustry organizations, such as the CFA,
is one of the best ways to develop your
skillsets, stay on top of the issues arising in
your chosen field, and build a network of
contacts.

What kind of role has mentoring and/or
sponsorship played in your career?
Someone once told me that “a true mentor
is someone who measures their own suc-
cess on the success of those they helped
develop along the way”, and | deeply
believe that. Over the course of my career,
I've seen the finance industry become

more diversified and the role of women

in leadership expand. | realize that a key
factor for success is the mentoring and

“in your corner” support that we provide
each other,combined with professional
development initiatives by both male and
female colleagues. These mentors exhibit
the ability, and willingness, to recognize
your individuality while pointing out where
you need to develop, and providing you the
resources to get there. In fact, some of my
mentors were, likely, not even aware that |
regarded them as such. Nor have they all ap-
proached guidance in the same manner; all
of have been a bit differentin terms of what
they taught me—be it how to handle tough
“on the ground”issues in turnarounds, how

to structure refinancings, or how to develop
new business.

What do you think the industry could do to
attract and retain the best and the bright-
est today?

In today’s finance industry, the market can
be arollercoaster. The shifting sands of the
economy, both domestic and foreign, the
regulatory environment, and the evolution
of how we do business as a whole, all make
for an exciting, albeit sometimes stressful,
time. Gone are the days when our industry
was seen as nothing more than the review
of spreadsheets and number-crunching. As
arestructuring consultant, my challengeis
to come up with solutions that reimburse
the secured lender at a profitable return
while maximizing results for all stakehold-
ers to ensure their support. Therefore, the
industry demands innovative solutions to
issues. Today’s young professionals want
to be a part of the creative process of the
companies for which they work. Industry
leaders must recognize, and appreciate,
thevalue of these new perspectives and
encourage junior staff to take partin the
brainstorming, and ultimately, decision-
making process. Together, the industry can
then deliver a better, more comprehensive,
financial product for customers and make
the asset-based lending industry a more
desirable place to thrive professionally.
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JOIN A TEAM THAT’S
GOING PLACES

STRONG LEADERS, STRONG VALUES

Bibby Financial Services proudly recognizes Mary Ann Hudson and Kris Varley, members of our North American Executive Leadership
Board, for their career contributions as strong leaders in the commercial finance industry. Both executives lead their teams and manage
operations from a position of experience and know-how.

We are a leading global independent financial services provider to more than 10,000 businesses worldwide. Our people are the most
important part of our business. A diverse workforce that is reflective of our values:

e Teamwork
e |Innovation
e Committed to doing what'’s right

Interested in joining our team? We are hiring. Visit our Careers page today.

\ CALL (877) 882-4229 @ VISIT BIBBYUSA.COM/CAREERS

WE BELIEVE IN YOUR BUSINESS BIBBY

ASSET BASED LENDING « FACTORING « TRANSPORTATION FINANCE FINANCIAL SERVICES



Mary Ann Hudson
Executive Vice President
Bibby Transportation Finance

ary Ann brings over two decades of finance expertise to Bibby
Transportation Finance and its FreightCheck financing solution.
In a traditionally male-dominated industry, she stands out as

a leader and has provided hundreds of millions in financing to
companies responsible for keeping America’s yoods moving.
Active in many transportation-focused organizations, including the American
Trucking Association and the Owner-Operator Independent Drivers Association,
Mary Ann has a keen understanding of the needs of the fransportation industry
and has been a pioneer of easy-to-access services that are driven by the diyi-
tal habits of customers that primarily do business while on the road. She started
her career in customer service at Comdata and quickly advanced throuygh the
company by specializing in project management and becominy a Six Sigma
Black Belt. After serving as Comdata’s operations manager for the Financial
Services Division, Mary Ann joined Bibby Financial Services in 2006 and used her
operations and efficiency knowledye to help support the back-office func-
tions of factoriny clients. After gaining experience supporting individual and
fleet truck owners, Mary Ann beygan to focus her efforts on the fransportation
industry and became executive vice president of Bibby Transportation Finance
in 2010. In the cominy year, Mary Ann is focused on finding more ways to con-
nect with potential clients online and is overseeiny development of a mobile

What advice would you offer to wom-
en just starting out in the industry?

I would tell women just getting start-
ed with their careers in this industry
to prepare to learn every day. There
are very few people in this world that
know everything and the sooner you
realize this and take full advantage of
what you can learn from all the people
around you, the stronger you and your
team will be.

What do you know now that you wish you
knew in the beginning of your career?
In the beginning, you are so driven
to prove your place in the position/
company and you want to do all the
big things to get you to the top and
to gain the recognition as soon as
possible. While having ambition and
drive is certainly a good thing, you
have to be mindful to celebrate the
small successes and appreciate the
people that helped along the way.

If you take the time to acknowledge

application geared fowards an on-the-move audience.

accomplishments at every stage and
the people along the way that helped
you, you will find your success may
come sooner than if you are trying it
all on your own. You may be capable
of achieving much on your own, but
this industry certainly requires a team
effort. The ability to confidently work
with other people and building profes-
sional relationships will get you so
much further than going it alone.

What kind of role has mentoring and/
or sponsorship played in your career?
I truly feel I would not be where |

am today if it were not for my very
first mentor, Patsy. | have so much
respect for what she accomplished
and endured in her career. The fact
that I was so young and she gave me
the opportunity to learn from her,
was one of the best things to happen
to my career. She taught me so many
things but some of the most important
were seeing the examples she set with
her strong work ethic, patience and
passion for everything she did. | feel
honored and proud to share some of
the lessons taught to me by my first

mentor and through the other rela-
tionships I’'ve fostered over the course
of my career with other business pro-
fessionals. Throughout my career, I've
tried to share these same lessons with
those I mentor, too.

What do you think the industry could
do to attract and retain the best and
the brightest today?

It’s important for industry leaders to
continually invest in their people. A
good leader acknowledges that their
team is made up of the good people
that surround them because one can
accomplish more through teamwork
than they can alone. Remember,
investment is not just about mon-
etary value; it caninclude investing
timein an employee’s personal and
professional development, being a
motivator/encourager, and verbal
recognition of individual and team
contributions.

THE SECURED LENDER JUNE 2017

37



WICF

WOMEN IN COMMERCIAL FINANCE

LEADING THE WAY

Kris Varley

Executive Vice President and
Head of Factoring

Bibby Financial Services

What advice would you offer to women
just starting out in the industry?

Gender has far fewer barriers for career
progression than in previous decades.

It seems unbelievable that the lender |
started with 25 years ago would not allow
women to wear pants to work and there
were no female business development
officers, senior managers or executives in
the company, especially when compared
to today, where women are found in a
variety of roles in businesses. To young
people in general getting started in our
industry,  would suggest they be pre-
pared to learn, listen and take advantage
of opportunities. Also, never underesti-
mate continued learning opportunities
through conferences, workshops, etc.
keep your skills fresh and stay current on
the industry and news impacting it.

What do you know now that you wish you
knew in the beginning of your career?
That hard work brings success and people
stay in this industry a long time. Many of

s head of factoring, Kris leads a team of 40 employees across sales and
operations roles in Atlanta, Chicago and Los Angeles. Kris has proven
her success executing reyional yrowth strateyies and expanded BFS’s
U.S.-based factoring portfolio significantly over the past years. Since
assuming the helm of BFS” Factoring business, Kris's infernational experi-

ence, ability to mentor colleagues and understanding of small business financing
has helped restructure the factoring business, bringing it under one feam to achieve
synerdies and high standards of customer service across the organization, thus
strengthening BFS’s factoring services. Kris quickly rose through the company ranks
after joining Bibby Financial Services North America (BFS) in 2005 and was promoted
to executive vice president four years later, overseeiny eight potential acquisitions
and supporting the openiny of new offices. Kris then spearheaded ylobal chanye
management programs at BFS and helped create the foundation for today’s North

America operations.

the people | worked with at the begin-
ning of my career are still in the industry.
The group of experts and peers you con-
nect yourself to can become an invalu-
able support network. Even in a country
as large as the USA, the industry is pretty
small and everyone knows everyone,
which was pretty surprising, coming from
the UK 13 years ago.

What kind of role has mentoring and/or
sponsorship played in your career?
When | started my career, mentoring
programs did not really exist, but I was
fortunate to work with an extremely tal-
ented team of people. With so many true
role models around me, it was easy to
absorb their knowledge, to learn how to
deal with different situations and what
it takes to be great at your job. If your
organization does not offer mentoring
programs, my advice is to ask somebody
that you work with that you see asarole
model if they wouldn’t mind helping you
to further develop. On the other side,
know that mentorship also requires you
to take theinitiative and follow through
for your development. Listen to every-
thing going on around you and ask lots of
questions to ensure you maximize learn-
ing opportunities.

What do you think the industry could
do to attract and retain the best and the
brightest today?

It’s at the company level where employ-
ers can do things that will attract and

REGISTRATION IS OPEN FOR CFA’'S ANNUAL CONVENTION IN CHICAGO! WWW.CFA.COM

retain industry talent. Ongoing training
and structured development programs to
help track progress, together with open
communication policies and allowing
employees to voice their opinion are
essential. We all need to move with the
times and have to constantly imple-
ment new ways of doing business to
stay relevant and take advantage of
technological advances as they become
available. People are more likely to stay
if they feel empowered and have a say

in how the businesses is run. Personally,
I never set out to have a career in this
industry. | came into it by accident after
spending some time traveling and need-
ing a way to pay my mortgage, but after
a few weeks on a temporary placement, |
was hooked. What has kept me engaged
all these years is that no two days are
ever the same and | have always felt | can
make a difference in whatever role I've
had. While experience matters to some
degree, especially for senior-level roles,
we do not look at how long somebody
has worked for us in deciding whether
they are ready for the next step. New
people cominginto our company are able
to excel if they are willing to work hard,
show initiative and learn from others
around them with a positive attitude.



Yvonne Kizner
Senior Vice President
Blue Hills Bank

What advice would you offer to women
just starting out in the industry?

My advice is to have an open mind.
Although you may have a specific career
path in mind when you start out, many
times the people we meet, both within
our organization but also professionals
outside the organization, present op-
portunities completely outside that path.
I would also suggest asking lots of ques-
tions up front and generally being a really
good sponge. There’s so much to learn
from your more-seasoned colleagues, but
we’re all so pressed for time that, unless
asked, you will miss out on learning from
their experiences. No one expects those
starting out to know everything, so use
every meeting as an opportunity to gar-
ner new perspectives and listen to those
“war stories.”

What do you know now that you wish you
knew in the beginning of your career?

I think I learned this fairly early on, but
oneitem that will define those that excel

vonne Kizner is the senior vice president of Blue Hills Bank’s Asset-Based
Lendiny Division, in charge of loan operations and underwriting, a
group she co-founded in March 2016. Prior to Blue Hills, Yvonne spent
over six years af First Niagara Commercial Finance. In both her current
role as well as af First Niagara, her specialized knowledye of liquidation

values and asset valuation has been a critical factor in the management of the ABL

portfolio.

Prior to First Niagara, Yvonne spent the bulk of her career in the liquidation commu-
nity, serving as the president of HCP Asset Advisors, LLC. Prior to HCP, she spent almost
10 years at Gordon Brothers Asset Advisors, ulfimately serving as the manaying direc-
tor of the valuation gyroup. Yvonne is a yraduate of Babson Collegye and beygan

her career at Coopers & Lybrand as a senior associate, earning her CPA. Yvonne is

a member of the Commercial Finance Association and the Turnaround Manage-
ment Association, and received the Phil Frieze Award while at Gordon Brothers for her
philanthropic activities with the Womens Union, a Boston non-profit organization. She
resides in Wellesley, MA with her two teenaye daughters, Samantha and Danielle.

and those that may notis learning how to
leverage your network. Of course, work-
ing hard and making sure you have the
knowledge and time management skills
to meet your deadlines, and striving to go
above and beyond what you’re asked is
the hallmark of most successful people.
But I have seen many hard-working
friends who are still in the same place

10 years later. Those that look beyond
where they are now, periodically gauge
how theirindustry is changing, evaluate
what skill sets they possess and deter-
mine which skills they are striving to add
to their “toolbox,” and ultimately build
off their current network to get them to
that next stage will see growth in their
career. Also, get comfortable in front of
acrowd - no one likes public speaking in
the beginning, butit’s important.

What kind of role has mentoring and/or
sponsorship played in your career?
These have been game-changers for

me. When | started out working for
PWC, it was grueling working 8o-plus
hours a week and | knew early on that |
preferred to use my financial knowledge
in a different way than auditing. | was
fortunate to be assigned to a deal with
amanager who helped me understand
the various options | had, and ultimately

made me open my eyes to moving to a
completely different industry, which at
that time was going to Gordon Brothers
and learning the liquidation business. |
had a fabulous mentor there, who would
spend time with me going over details
of agency agreements, why we go for
certain strategies depending on the deal,
and helped me learn very quickly (again,
be asponge!).

What do you think the industry could
do to attract and retain the best and the
brightest today?

Thatis a tough one; going into commer-
cial finance may not sound as appealing
as working for something in social media
or the e-commerce sector. | think today’s
graduates will need to be convinced this
is a career move that will be gratifying,
so we need to institute more training
programs and provide insight into how
this career path can offer challenge and
growth. Maybe inviting college finance
seniors to one of our industry panels
followed up by a networking social is
oneidea, but passing on our own “war
stories” to the younger generation and
becoming those mentors ourselves is
something we should all take on.
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Kara L. Goodwin
Manaying Director
BMO Harris Bank

What advice would you offer to women
just starting out in the industry?

Read Lean In by Sheryl Sandberg and
take her advice! I think Sheryl’s mostim-
portant point for young women on the
concept of “leaning in”is to drive hard
atyour career, take the career choices
that you will learn the most from and
push you the hardest. She points out
that you can always slow down later

in your career, when you do actually
have that family that you were futuristi-
cally thinking of at 22. If your careeris
further along when life moments make
you want to slow down, you have far
more options available to you and your
job has become more meaningful. Your
company will want you to be part of the
team even ifitis for part time if you are
making an impact. No one had given me
this advice, but I essentially lived it. |
wound up having my only child when |
was almost 40, and by then | was senior
enough in my career that my job was too
interesting to want to give up.

ara joined BMO Harris Bank as a manaying director and head of ABL's
Retail and Asset Purchase Group (APG) during March 2012. APG is fo-
cused on committing to and managing a portfolio of $50-$200MM par-
ficipations in larger asset-based tfransactions and covers retail nationally
for ABL. Prior to BMO Harris, Kara spent three years with PNC'’s Corpo-

rate Bank as an SVP-credit approver. Previously, Kara spent over 10 years working as
a director in Capital Markets focused on cash flow leveraged loan structuring and
sales at Merrill Lynch Capital, GE Capital and Heller Financial. Kara also spent the
early part of her career in leveraged loan workouts at Heller Financial, and started
her career in public accounting at Deloitte. Kara graduated from the University of
Notre Dame in 1991 with a BBA - accounting and received her Master in finance and
economics at the University of Chicago in 1997. Kara also is a CPA and is Series 7 and
63 certified, and resides in Chicago with her husband and daughter.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I knew that everything that was
going to happen in my career, includ-
ing all of the ups and downs, would
help me grow and be a better leader,
manager and person. | had worked at
two companies that were acquired. The
first time I struggled, as | had to step

up in my job, as almost everyone above
me left the company, and | had to make
decisions | did not feel prepared for. The
second time | was laid off along with
most of my co-workers in 2008, and did
not find another job forayear. I had to
re-create myself and career to find a job
in adifferent industry, which ultimately
became asset-based lending.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship have both
played large parts in my career, though
none of it was planned or even called
that. It was far more informal, and it
primarily came from being fortunate
enough to have great bosses. One of
my first bosses was extremely reserved
and a great listener; but, when he
talked, people listened. My younger self
learned a lot from being in the presence
of that style, which was different than
my own. | have been fortunate enough
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since then to have bosses who have
given me the freedom to make decisions
and grow, but understand almost any
situation | could encounter to be able to
give me great advice. If you do not have
that situation with your boss, you need
to find an advocate in your business out-
side of your direct management line, or
potentially look at other opportunities.

What do you think the industry could
do to attract and retain the best and
the brightest today?

Attracting and retaining the best and
brightest is very challenging for compa-
nies today, particularly on the retaining
side. A strong, positive company culture
is critical. If young people comein foran
interview and other young employees
seem happy and have interesting work,
this is the best advertising for your
business. | think giving younger people
career options is also helpful, as most
younger people coming into a company
do not know exactly what they want to
do. BMO has a strong analyst training
program, where people out of college
are trained for a year and then pick
three different bank rotations to cycle
through for six months. | was also given
career choices at Heller, which | really
appreciated at the time.



Sabrina Singh

Vice President, Retail Business
Development and Senior
Portfolio Managyer

BMO Harris Bank

abrina Singh, based in Chicago IL, joined BMO Harris Bank’s Asset-Based

Lending group in 2014 and is responsible for sourcing, structuring and

executing asset-based lendiny transactions nationally for retailers in

the apparel, department stores, auto parts, beauty, sporting good and

other retail spaces. Prior to BMO Harris Bank, Sabrina was with Citizen’s
Bank (formerly RBS Citizens) as an underwriter and portfolio manager in the Commer-
cial Bank and in the Asset Finance Group working on secured lending transactions
for both middle-market and large corporate clients in diversified industries. She also
spent some fime underwriting leveraged loans for private equity sponsors at Orchard
First Source Capital. Originally fromm Canada, Sabrina started her career in Toronto at
RBC Capital Markets, working in Corporate Banking on large institutional cash flow
fransactions. Sabrina graduated from the University of Toronto with a Bachelor of
Commerce in Finance and Economics and received her MBA from McMaster Univer-
sity. Sabrina chairs the Women'’s Initiative for Networking and Success (W.I.N.S.) com-
mittee for BMO Harris Bank and is a member of the Commercial Finance Association.
She resides in Arlington Heights, IL with her husband and two children.

What advice would you offer to wom-
en just starting out in the industry?
Be collaborative, not competitive. |
believe it’s healthy to compete with
yourself to do better and achieve more
than what you’ve done in the past.
However, in my career what I’'ve found
to be the most beneficial is being
collaborative with my colleagues and
peers. I've always learned more by
asking questions and being open to
diverse opinions, as it can provide me
much needed perspective on a subject
matter that would be difficult other-
wise. It also helps you to perform bet-
ter atyourjob and propel you further
in your career as opposed to always
trying to do it by yourself.

What do you know now that you wish you
knew in the beginning of your career?

I wish | spoke up more! | made the mis-
take earlier in my career of thinking

I was too junior and that my opinion
probably did not matter. However,
the reality was that many times there
were others who would speak up and
voice the very opinions that | was
thinking internally. | believe senior
leaders are always on the lookout
for fresh perspectives that all of us
can bring to the table. Don’t be afraid
to share your ideas; you never know
where it may lead.

What kind of role has mentoring and/
or sponsorship played in your career?
My mentors have played an instru-
mental role in my career by offering
their objective opinion when I’ve been
at pivotal decision-making points. I've
found the best mentors I’ve had were
relationships that formed organically.
These were men and women that |
looked up to and | was proactive in
reaching out to them to hear their
career stories and they were open to
helping me and see how their experi-
ences could apply to my own career.
Theirinsights and experiences have
beeninvaluable to me and I appreciate
the friendships that have developed
as aresult. On the other side of the
spectrum, | think it’s great when junior
colleagues reach out and I’m always

open to having good career conversa-
tions over a cup of coffee.

What do you think the industry could
do to attract and retain the best and
the brightest today?

One way to continue to attract and
retain talentin ourindustry is to cre-
ate a sense of community and impact
for the people who work in it. Many of
the best and brightest are motivated
self-starters that seize opportunities
where none appear readily available
and tend to thrive in an environment
where they can take risks on executing
new ideas. It’simportant to cultivate
that type of community and keep it in
mind when hiring talent. Additionally,
when organizations and the industry
acknowledge these achievements,

it creates value for the individual to
know that what they are doing actu-
ally matters. Areward does not always
have to be monetary to create impact
and lasting value for the best and
brightest to remain motivated and
vested.
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Jennifer Ezring
Co-Administrative Partner
Cahill Gordon & Reindel LLP

s a member of Cahill Gordon & Reindel LLP’s corporate practice yroup,
Jennifer counsels commmercial and investment banks and other lending
institutions in leveraged finance and asset-based lending transactions,
including acquisition financinys, leveraged buyouts, goiny-private trans-
actions, recapitalizations, project financinygs, debt restructurings, and
other secured lending transactions.

Jennifer serves as one of Cahill’'s co-administrafive partners managing and oversee-
ing the day-to-day business matters of the Firm in coordination with the Firm’s Execu-
tfive Committee. She has also served on the Firm’s Diversity and Inclusion Committee,
Hiring Committee and Women's Initiative Committee.

Jennifer has practiced in a variety of industries, including communications, yaming,
retail, energy, manufacturing, media, publishing and internet technology. She has a
broad ranye of financing experience in both US and cross-border tfransactions.

Jennifer is a member of the State Bar of New York, the New York State Bar Associa-
tion and the American Bar Association and has been recommended as a leading
finance lawyer by IFLRT000 and The Legal 500. She holds a degree from Princeton
University and New York University School of Law.

What advice would you offer to women
just starting out in the industry?

I would offer the same advice to women
injustaboutany industry—don’t assume
the answer is no. Aggressively seek out
the opportunities you want and the advice
you need. Don’t wait for a supervisor to
determine your career path; just speak up
and ask for responsibility. Take on as much
asyou can handle, with each experience
yourindustry knowledge builds making
you avaluable asset to both your clients
and your colleagues. Share yourideas and
insights where relevant on your transac-
tions; you can add value even atajunior
level. Do your homework. Make yourself
essential to your clients and supervisors by
doing the most homework and being the
most focused member of the team.

What do you know now that you wish you
knew in the beginning of your career?
While I am fortunate to have a lot of strong
clientrelationships that started very

early in my career, there are also plenty of
people | have worked with along the way

with whom I have lost contact. Due to the
pace of ourindustry and the fact that there
is only so much time to focus on all the
competing concerns in building a career,
business development often goes by the
wayside. Networking and nurturing client
relationships is critical at every level, and
it's worth committing time to business
development and networking, starting
day one. Itis likely you will see a lot of the
same faces in different roles throughout
your career because our world of finance is
smaller than you may think.

What kind of role has mentoring and/or
sponsorship played in your career?

I have been fortunate throughout my
career to have been mentored by thought-
ful and accomplished attorneys (and in
some cases, clients!). They have taught
me how to be a better lawyer, and how

to manage arewarding life alongside a
rewarding career. They have also taken the
time to further my understanding of the
market forces and the financial prod-

ucts that now form the basis of my legal
practice. Itis hard to underestimate the
value of mentoring for a young corporate
attorney—the hours can be long, and the
substance of the work is complex, detailed
and challenging. While everyone needs

to find an individual workplace path that
fits his or her own life situation, it can be
so useful to borrow what you can from
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others’ successful experiences. Cahill does
have a formal mentoring program for all
associates, but | always suggest that junior
people seek outinformal mentors as well.
The most rewarding mentoring relation-
ships | have had were those where | found
a person whose practice interested me,

or whose professional persona seemed to
offer something I should emulate.

What do you think the industry could

do to attract and retain the best and the
brightest today?

We all need to invest in our young talent
and offer them a road map of opportunity.
At Cahill, we have a free-market system for
the associate attorneys. Associates are
not stifled by practice group definitions
and are encouraged to try different areas
of law, and work with as many different
supervisors and clients as possible. Our
theory is that you will become a better law-
yer if you have some experience in areas
outside your own focus area, because it
will provide context for your work within
your specialty. At the same time, it allows
freedom of choice for our associates to
build their own careers in a way thatis
most interesting to them. By offering
opportunities and training coupled with
choice, hopefully firms in our industry will
be able to retain the most important assets
we all have: our people whom we have
trained and developed.



Cahill applauds the leadership and

dedication that our Partner Jennifer B. Ezring
brings to her practice as an asset-based

and leveraged lending and commercial
transactions attorney.

Her steadfast commitment to her clients,
colleagues, and community make her an
exceptional role model within Cahill and the
legal profession.

For more information about Cahill,

contact Jennifer in our New York office
at 212.701.3822 or jezring@cahill.com

CAHILL GORDON & REINDEL 1P
NEW YORK | LONDON | WASHINGTON D.C. | CAHILL.COM
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inat is president and in-house counsel of Coral Capital. She leads Coral
Capital’s strateyic direction, business development and structuring of fi-
nancing solutions. Her unique combination of business acumen with leyal
proficiency enables Coral Capital to offer its clients creative financing
solutions in complex and special situations.

Prior to joining Coral Capital, Einat was the president of a factoring company where
she was responsible for business development, sales and brandiny:; prior to that, Einat
was a senior executive at a venture-capital-backed e-commerce company that she
co-founded. Einat is a lawyer by fraining and had practiced law both in New York
and in Israel. She holds an MBA from Columbia Business School and an LL.B. from Tel
Aviv University School of Law. She served as a Lieutenant in the Israeli Defense Forces.
Einat is a board member of the New York Contemporary Credit Club, and served for
two years on the advisory board of the International Factoring Association.

Einat is also co-founder of Kashable, a revolutionary financial wellness company that
offers working Americans affordable credit via a voluntary employer benefit pro-
gram. A yame-chanyer in the employee benefits industry, Kashable, launched by
Einat, is a one-of-a-kind approach to online consumer lending that provides employ-
ees with access to socially responsible credit.

Einat Steklov

President and In-House Leyal
Counsel

Coral Capital Solutions
Co-Founder

Kashable

What advice would you offer to women
just starting out in the industry?

In asset-based lending, just like in the
broader financial services industry, itis
important to find a mentor who will help
you navigate the organization, direct you
and be your champion. Much like with
apprenticeships, having an experienced in-
dividual provide you with guidance means
you will be able to benefit from a wealth of
knowledge, and establish an invaluable re-
lationship with senior management early
on inyour career. You should also joinan
industry professional association and take
an active part either as a participant or by
being on committees. Go to events, be seen
and heard. Itis important to build your
visibility in the industry.

What do you know now that you wish you
knew in the beginning of your career?
Building a career is a marathon and nota
sprint. It really helps to make long-term

plans about where you want to bein the
future, butitis justasimportant to be
flexible enough to seize new opportuni-
ties as they come along. The challenge
of balancing career and family invari-
ably has its peak at the worst possible
time, when you're still a young profes-
sional. But “all or nothing” is not the
right answer. Being there for your family,
while keeping your career going, means
finding the right organization - one that
supports a family-work life balance and it
also means establishing a good support
system at home that lets you advance
your career.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring is something that | firmly
believe in, and | often speak with and
offer advice to young aspiring entrepre-
neurs from Columbia Business School,
my old alma mater, or from the industry,
and through different industry associa-
tions. Itisimportant to me to help young
people, especially young women, maxi-
mize their own potential and to inspire
them to build on theirideas and passions
so that they can have a rewarding career
and fulfill their aspirations. Through our
professional exchanges, my mentees
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have “forced” me to have a fresh, new
perspective onissues and problems.
Mentoring is both a challenging and
worthwhile investment that yields posi-
tive results and connection with future
leaders in the industry.

What do you think the industry could

do to attract and retain the best and the
brightest today?

Ourindustry is still heavily male-dominat-
ed,and itis time to get more women into
leadership positions. Women enjoy work-
ing with other women, and we need to
encourage more women to mentor young
female entrepreneurs. We also have to be
open to the technological changes and
fresh ideas that new entrants bring to

the industry. Even if not all of them are
successful, they require all of us to review
or revisit our current approaches and, if
need be, make necessary adjustments.
Helping young professionals advance in
their careers, attain a work-life balance
and enforcing equal pay for equal work
must become the standard if our industry
is to attract and retain the best and the
brightest.



Denise A. Albanese
President
Cost Reduction Solutions

What advice would you offer to women
just starting out in the industry?
Always put your best foot forward. You
should work hard, but work smart. | was
told early in my career, be the firstonein
and the last to leave—“the boss will see
your efforts.” Now that I amin the senior
position, | can tell you thatis a valid sug-
gestion. Good and bad work efforts do
not go unnoticed. You should always be
prepared, setting goals with a planned
strategy. Stay true to yourself and your
morals. “A good work ethic” will always
prevail. | have a Douglas Adams quote in
my email signature: “To give real service,
you must add something which cannot
be bought or measured with money and
thatis sincerity and integrity.”

Don’t be shy about “touting” your
value and strengths as they relate to
your particular position as well as the
value you add to the organization. Don’t
“goitalone”. Try and seek advice ora
trusted mentor to help see you through
all of the above.

enise A. Albanese, owner of Cost Reduction Solutions, a national

due diligence firm, assumes the role of business development for the
company. Prior to joining the commercial finance industry, Denise led a
major account team in the office equipment solutions industry for a $5.2

billion publicly held company. Denise has helped yrow Cost Reduc-
tion Solutions” customer base by more than 75% in the past 10 years and helped CRS
service more than 180 unique customers and commercial lenders.

Denise is active in the lending community, as the acting Chairman of CFA’s New Jer-
sey Chapter. Denise served as CFA’s New Jersey Chapter President in 2016, as well
as a committee member on the first ever “40 Under 40" recoynition ceremony for the
Commercial Finance Association. Denise is a dedicated mentor for youny profession-
als, actively encourayging networking growth, opportunities and promotions within
the company and industry for the “*Next-Gen/"YoPros.” In 2015, Denise founded a not
for profit 501C3, Paulie & Pals, which offers financial assistance to families who have
children affected by autism. Denise has two children and is the proud grandmother

of two yranddaughters.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I knew that it’s okay to step out
of your comfort zone. In doing so, with
confidence, the possibilities of success
are endless. It is also acceptable to be
afraid, just don’t let it hold you back.
Use caution mixed with confidence and
optimism as a formula for attaining
whatever goal you set for yourself.

What kind of role has mentoring and/
or sponsorship played in your career?
Mentoring the “newbies”, as we endear-
ingly called new business develop-
ment candidates, ultimately has either
validated my own processes or let me
“see myself”in action to tweak any
deficiencies, and sometimes has even
given me the kick in the pants to keep
up the pace. In addition to mentoring or
sponsoring, | feel itis important to offer
your time as a volunteer to a charity

or an organization bigger than your-
self. Volunteering your time and effort
offers you the ability to expand your
horizons beyond the workplace. There
is an extra underlying benefit, as there
are wonderful business relationships
that have evolved while volunteering.
There are many positive studies sup-
porting the human need and fulfillment
attained as avolunteer.

What do you think the industry could
do to attract and retain the best and
the brightest today?

To attract the best and the brightest,
industry and company leaders need to
reach out to local colleges and uni-
versities’ Master program directors.
Educating the university or college on
the possibilities of a “career path” in
this industry that, in turn, would be
presented to the students would be

a great place tostart. There are many
instances, when speaking to this group
of Millennials, | have heard them say,

“I' had no idea of this possibility of a
careerin thisindustry.” Once they are
hired, this generation, known to CFA as
YoPros or Millennials, like it done “their
way”. They cherish time and scheduling.
Recognizing that setting goals for this
group while letting them set their own
schedule will be a winning combination.
There are a plethora of studies and sug-
gestions related to this group. YoPros
areadriving force with greatideas and
energy. Upper management has a new
challenge, in a positive way, to welcome
Millennials in the workplace and give
them a valid position while offering the
older generation, who are not exiting
the workforce as quickly as they had
donein past years, a place to work.
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Tania Daniel
Manaying Director
ENGS Commercial Capital

ania Daniel leads ENGS Commercial Finance’s factoring division.
Tania has spent over 17 years partnering with businesses to meet
their workiny capital needs by providing cash flow solutions such
as invoice factoring and other forms of asset-based lendiny.

Over the course of her career, Tania has held roles in executive management,
risk and portfolio manayement, credit and underwriting, and sales and opera-
tions. She joined LSQ Fundiny Group in 2001 where she played an integral part
in many areas of the company. She was able to use the knowledye she yained
to grow within the organization and become the vice president of Operations.
Most recently, Tania was chief operating officer of Porter Capital Corporation,
where she oversaw daily operations, built a high performing feam, developed
a dynamic culture, and created strateyies that enhanced the yrowth of the

What advice would you offer to wom-
en just starting out in the industry?
My advice is two-fold: to believe in
yourself and to be supportive of other
women. Itisimportant to be confi-
dentin the unique skillset you bring to
the table and to embrace those quali-
ties that set you apart from others. We
need to be comfortable with ourselves
in order to encourage each other to
succeed. There is no need to compare
yourself to anyone else. Focus on what
you know is right and good things will
happen. There is plenty of opportu-
nity for all of us to be successful so

it only makes sense to recognize and
celebrate each other’s talents and
achievements.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I recognized at the beginning
of my career that I did not need to tell

organization.

everyone thatlam strong, indepen-
dent, and intelligent to be respected
for those qualities. Thankfully, |
learned that my actions prove who |
am, and there is more power in show-
ing thanin telling. At the beginning of
my career, | felt the need to constantly
prove that | deserved my position.
However, that became self-defeating
and counterproductive. It could have
easily distracted people from recog-
nizing my strengths, and instead been
perceived as a weakness. Letting go of
insecurities allowed me to believe in
myself which, in turn, made it easier
for others to trust in my potential.

What kind of role has mentoring and/
or sponsorship played in your career?
When | joined the industry, there were
only a handful of women in leader-
ship roles and not a lot of opportu-
nities to network with them. That
made it difficult to enter a mentoring
relationship with women outside of
my organization. | have been very
lucky however to work with many
supportive colleagues over the years
who have challenged me and believed
in me. Relationships are key in this
industry and regardless of gender,
having trusted advisors whom | can
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confide in, and share a few laughs
with, has been critical to my career. |
know my mentors and sponsors have
my best interest at heartand | am very
thankful for their investmentin me,
both personally and professionally.

What do you think the industry could
do to attract and retain the best and
the brightest today?

The best thing the industry can do to
attract talent, regardless of gender, is
to empower people with the ability to
make a real impact on the organiza-
tion. Create a culture that supports
training and provides mentoring
opportunities. Let your team know
that you value them by promoting
from within as much as possible.

Set challenging goals, but have fun
while obtaining them. Make a point to
recognize effort, and to share the suc-
cess that comes from having a culture
filled with the best and brightest. This
approach is only effective, however, if
itis executed in a way that promotes
equal opportunities for all associates.



Let Us Lighten Your Load.

With more than 100 years combined experience in Commercial Finance,
you can always rest assured that your client will get “the MOST”:

e The most advantageous funding structure to benefit their business
e The most attentive customer service in the industry
e The most progressive Factor with your clients’ best interest at heart

Our working Capital Solutions and back office support enable our
clients to increase efficiency, grow their business, and manage their
cash flow.

ENGS

commercial capital
AN ENGS COMMERCIAL FINANCE COMPANY

Contact Us Today

(866) 846.3955
factoring @engsfinance.com
www.engscapital.com

FACTORING e TRUCK & TRAILER FINANCE e INDUSTRIAL & CONSTRUCTION EQUIPMENT FINANCE e INSURANCE
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Lorena Bolivar
Senior Vice President
Far West Capitall

What advice would you offer to women
just starting out in the industry?

Number one, do not getimpatient! If you
don’t know something, you will learn it.
Don’t be afraid to ask questions. Knowl-
edge is power. However, the most crucial
factoris having a positive attitude. This be-
havior will help you accomplish your goals.
I speak from my own experience. Manag-
ing an office with 15 employees never
crossed my mind. At the beginning, | didn’t
have a clue of what factoring was or how it
worked; besides the fact that English is not
my first language, | saw it as a disadvan-
tage. However, | never let that stop me
from pursuing what | thought was the best
for the company. It was this principle that
grew my success and the company’s.

What do you know now that you wish you
knew in the beginning of your career?

Itis normal to be afraid. No one ever
explains that feeling fear is normal. It is
essential to understand thatitis a very
common response to anything new. The

office.)

orena is a senior vice president at Far West Capital. In her role, she is re-
sponsible for working with clients in the trucking and transportation industry
and manayging business development and client relationships at the El
Paso office. (Editor’s Note: See page 15 for a profile of Far West’s El Paso

Prior to joining Far West Capital in 2008 as a senior account manayer, Lorena was
the senior account manager at Sierra Finance for three years. At Sierra Finance, she
was responsible for a variety of services includiny creating factoring schedules and
manaying QuickBooks. She served as Far West Capital’s area manayer for five years,
and managed new client contracts, collections, deposits and sales. Lorena immi-
grated with her family to the United States when she was 14 years old. Not knowing
the languayge or culture, Lorena quickly adapted to her new surroundings. It was this
change that taught Lorena how to continuously overcome life’s challenges.

Lorena is passionate about providing superb customer service, which can be seen
through Far West Capital’s lonyg-term client relationships. Lorena is fluent in Spanish
and uses this skill to connect with new and existing clients in the El Paso area. Lorena
is also a member of the El Paso Hispanic Chamber of Commerce.

important aspect is to embrace your fears,
instead of running away and stressing
out. Every day you will find obstacles in
your personal and professional life. Do not
avoid them, get through them and see in
every challenge an opportunity to grow
and get better and stronger.

Focus only on what you can control
and have a direct input. Wasting energy
onissues that you have no control over
is futile. Instead, evaluate the issues
that you can control and affect them to
create success. If | knew that before, my
journey wouldn’t be so painful.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship has played a
key role in my career, | can attribute a big
part of my success to three persons who
have been an influence in my life.

1. My husband, Jorge Bolivar, who has
always been by my side pushing and
encouraging me to get the best out of
me; he is my rock.

2. Brian Center, CCO of FWC. He has been
my mentor and my lead example all
these years. | could not be in this position
without his knowledge and guidance.

3. Cole Harmonson, CEO of FWC. He gave
me his trust when he named me El Paso
office manager, and believed in me
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way before | believed in myself. One
time during a visit to El Paso he told
me, “Here is a blank paper. Write down
how much money you want to make,
do whatever it takes to accomplishit,
having the well-being of the company
alwaysin mind.”

What do you think the industry could

do to attract and retain the best and the
brightest today?

The industry is male-driven. Open the
doors to more women. Provide equal
opportunities to develop women in the
financing industry. We have the potential
tolearn, lead, adapt and grow in this and
any industry, all the way up to the execu-
tive positions. If you increase the opportu-
nities, companies will get rewarded with
our talentand discipline. We are loyal and
determined to walk the journey until we
deliver success.

Provide the employees a great environ-
ment to work, giving them the freedom to
express their own ideas, make them feel
that they really matter. Having a strong
teamis the best structure that any com-
pany can have to reach all their goals. We
all like to feel that we are part of some-
thing amazing and feeling the support of
the teamis a great drive to unleash your
potential.



Vanessa Johnson
Executive Vice President
MBMJ Capital, LLC dba
Continental Business Credit,
Fast A/R Fundiny

anessa Johnson is an executive vice president at MBMJ Capital, LLC
dba Continental Business Credit, Fast A/R Funding. In 2012, Vanessa
joined MBMJ Capital, LLC, a start-up factoring company, as senior
vice president and portfolio manager, where she was responsible for
overseeiny underwriting, portfolio management, and building a team
of underwriters and account executives to support growth. In 2015, Vanessa was
promoted to executive vice, president where she is currently focused on design-
iny loan management software and manayinyg back office operations to support
portfolio growth.

Vanessa'’s career started in 2004, when she joined Kerr-McGee Corporation, a
Fortune 500 company in the oil and gas industry, where she was chosen o be the
first candidate for a manayement development program in Corporate Finance.
Vanessa joined First Capital in 2006 and became vice president and operations man-
ayer of their Financial Services Division, where she was responsible for the day-to-day
manayement of asset-based lending facilities with credit lines between $2 million
and $100 million.

Vanessa attended the University of Oklahoma and yraduated with distinction, earn-
ing her BBA in finance.

What advice would you offer to women
just starting out in the industry?

My advice would be to educate yourself
on the different opportunities that are
available in the industry. Commercial
finance encompasses so many different
areas that a person can specializein. It is

important to find an area that is best suit-

ed to a person’s characteristics, skill set,
and work style. Attend training seminars
or webinars, consider obtaining industry
specific certifications, and network with
othersin the industry. Building relation-

ships within the industry is key to becom-

ing successful.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I had understood the importance
of “internal networking” within a firm.

I learned over time that it is essential

to develop relationships in various
departments withina company. When|

worked in portfolio management, | found
that having relationships with people
inaccounting and finance, verifications,
treasury, sales, legal, and IT helped me

to understand the functions of those de-
partments, which gave me the ability to
be better at my job because I understood
how the departments within a company
worked together. Often, employees stay
in their own department and don’t have
astrong understanding of the different
departments, which results in a narrow
view of their job. Having relationships
outside of your primary job function
gives you more resources to solve prob-
lems, be more creative in providing ideas
or suggestions, and can provide unex-
pected pathways to success.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring has played a tremendous role
in my career and my professional growth.
Having a mentor that is willing to share
experiences, assist in solving problems,
and provide feedback on performance is
invaluable for any employee. | would en-
courage everyone to find a mentor whom
they can go to for advice or help. lalso
believe that being a mentor to someone
isjustasimportant as having a mentor.

Mentoring someone improves the overall
work environment because it provides
insights to employee issues and improves
communication.

What do you think the industry could do
to attract and retain the best and bright-
est today?

Theindustry needs to be involved with
college job fairs and educate poten-

tial graduates on the industry and the
different opportunities that are avail-
able. Companies must challenge young
employees with projects and keep

them involved if they expect to retain
talented employees. People want to
feel as though they contribute to the
goals of the company, soitisimportant
for companies to lay out their goals and
identify ways that employees can help
meet those goals. | am also a proponent
of rotational training, where entry level
employees spend time working in four
to five departments within a company
to learn how everyone contributes to
the growth and success of a firm. Many
people come into a position and learn
one job function; however, if they are
given the opportunity to work in other
areas, they become better employees.
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ennifer joined Gerber in 2006 as a business development and marketing

Jennifer Palmer
President
Gerber Finance

What advice would you offer to women
just starting out in the industry?

Own your gender, butdon't let it define you
orallow it to create limitations for you. You
should aim to be the best in class, not the
best woman in class. Female or male, in
order to be successful, you must be hungry
to learn at each stage of your career, but
also be patient. Keep in mind that success
doesn’t happen overnight and you need
tolearn the basics in order to master the
fundamentals. Think of yourcareerasa
marathon and not arace - instead of focus-
ing on being first out of the gate, focus on
consistently improving your performance
and coming in strong at the finish line.

What do you know now that you wish you
knew in the beginning of your career?
There is no black-and-white definition of
success. When I first started out in this in-
dustry, the definition of success for me was
very one-dimensional - it was all about my
career and reaching those traditional goals
in the industry. As I matured, | realized job

associate. As a recent law school graduate who had infended on work-
ing in art or fashion, she did not expect to work in finance, but was hungry
for an entfrepreneurial venture where she could truly make her mark.

Jennifer’s intense interest in the people and drive behind small-business success
proved fo be an incredible yuide, and she quickly rose to the role of vice president

of business development.

As Jennifer brought new deals to the table, Gerber began to rely on her legal experi-
ence to streamline the documentation process while reducing clients” costs and
appointed her senior vice president and in-house counsel.

In 2013, Jennifer was appointed president of Gerber Finance. She is both the youny-
est and the first female president in the firm’s 20-year history. Jennifer was a recipient
of the CFA’s Inauyural 40 Under 40 awards in 2016.

satisfaction and meaningful relationships
with colleagues are even more important
than the traditional milestones like pay
increases and titles. Then, when | started
afamily | learned that personal success is
justasimportant as professional success
and for me, personally, | have found that the
two are not mutually exclusive. We would
probably all agree that, when we are deal-
ing with a stressful situation at work, itis
hard not to bring it home. Likewise, for me
and no doubt many women, if things are
not running smoothly at home, I cannot be
my best in the boardroom.

If you start your career ensuring that
you are surrounding yourself with good
people and meaningful work, stellar job per-
formance and job satisfaction will naturally
follow - you will also build a support system
to help you overcome life’s professional and
personal hurdles.

What kind of role has mentoring and/or
sponsorship played in your career?
Nobody reaches the top without advice,
guidance and mentorship. For me, having a
mentor has been key to helping me success-
fully navigate our competitive field. Being
awoman in a male-dominated industry is
certainly not without its challenges, so it’s
important to watch and learn from your
successful counterparts, no matter their
gender. | have been lucky to have both
male and female mentors, all of whom
have taught me lessons that have been
immensely helpful in my career. The key
to finding the value in a mentor is brutal
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honesty in your communications - if you
don’tallow yourself to be vulnerable, you
will never get the advice and feedback you
really need.

What do you think the industry could do to
attract and retain the best and the bright-
est today?

As employers, we must look to minimize
the challenges women face in our industry.
Maintaining a careerin thisindustry asa
woman can be challenging, particularly

if youre looking to start a family. You can
only successfully balance your career in our
industry and family if you have an employer
willing to provide you with flexibility in
your schedule when needed. Paid mater-
nity leave is the first opportunity to do this.
The small private companies in our industry
cannot wait to implement paid maternity
leave policies until they think they need
them or because they think they cannot
afford them. If they wait to take action

they will lose their female talent without
knowing why and the costs to replace these
key executives will cost much more than

an appropriate paid leave benefit. Whena
woman comes back from leave, flextime is
animportant benefit an employer can
provide to allow women to advance their
careers while also having a family. In
addition to vastly helping the employee
and her family, flextime has consis-
tently been proven to boost morale

and productivity, which then increases
retention - again directly improving the
employer’s bottom line.
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Jessica DeBruin
Principal
Goldbery Kohn

essica DeBruin is a principal in the firm’s Commercial Finance Group. She
represents banks and other commercial lenders in structuring, document-
ing, neyotiating and overseeiny due diligence for asset-based and cash
flow loans. Jessica’s work crosses a wide range of industries, including
manufacturing, restaurant, fechnoloyy, software, business service, food
and beverage and energy, as well as all levels of the debt capital structure.

Jessica is a four-year member of the firm’s Management Committee and is chair of
its Administrative Committee. She is a member of the CFA Women in Commercial
Finance Committee and its Strateyic Planning Subcommittee, as well as the Wom-
en’s Committee for the Midwest Chapter of the CFA. Jessica has also led Goldbery
Kohn's annual Women in Commercial Finance and Bankruptcy event in Chicayo for
the past five years, and will be hosting its sixth event this fall.

Jessica is admitted to practice in lllinois and is a certified public accountant. Jessica

received her law degree from New York University in 2000 and her B.S. in accounting,
with honors, from the University of lllinois at Urbana-Champaign in 1997.

What advice would you offer to women
just starting out in the industry?
Ask questions that help you understand
the big picture of our industry and your
institution. Particularly when you have
an opportunity to attend calls or meet-
ings with more senior team members, use
those opportunities to learn more about
the issues they are raising. Of course, be
mindful of finding the right time, and the
right person, butitis critical in the early
years to develop a solid foundation of
industry and institutional knowledge,
because information builds on itself.
Persistence and risk taking are also
important to having a lengthy and
successful careerin ourindustry. Have
personal career goals, and know that
there will invariably be obstacles. Keep
asking for opportunities to learn the
tasks you want to learn, and don’t let
the first (or second) “no” be the answer
fortoo long. Take risks by seeking and
accepting assignments outside your
comfort zone, or from demanding team

leaders, and using those experiences to
learn new skills.

Finally, itis critical to know that we
work in a relationship-driven industry.
No matter what the role orinstitution,
verbal and face-to-face interactions are
important. Also important are each and
every contact you have with someone,
whetheritis a colleague or client, or
even opposing counsel, client of clients,
and other advisors.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I’'d known how much value a
junior team member can bring to an
institution and to a transaction. |
recently read an article analyzing the
benefits to patients from doctor teams
with varied levels of experience, and |
think the same thing is true for lawyers.
Those coming out of law school today
often have a number of years of prior
work experience, often in a differ-
entindustry, and they bring a fresh
perspective from those experiences.
Law school is different today than it
was 20 years ago, and current students
have many more opportunities to have
practicum and clinic experience. And
recent graduates are much closer to the
ever-changing technology landscape.
These factors allow for tremendous
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potential on day one.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship have played a
huge role in my career. Mentors are critical
to filling in so many gaps in information
that are useful for career success - provid-
ing institutional knowledge and advice,
explaining the big picture and providing
important feedback. One early mentor
was a senior partner and we traveled fre-
quently to New York for in-person negotia-
tions. | am grateful for those trips because
they provided tremendous opportunities
for unstructured mentoring time, whether
waiting around in airport lounges or shar-
ing taxis and meals.

What do you think the industry could
do to attract and retain the best and the
brightest today?

We all know the Millennial generation

is looking to make an impact through
their careers. | think the most important
thing our industry can do to attractand
retain themis to listen to them. Our firm
has done so to a greater degree thanin
pastyears,and I think we're starting to
see benefits from doing so. Whether it’s
greater flexibility in work locations, more
frequent and specific feedback, increased
transparency in decision-making, or other
issues raised by more junior ranks, | think
institutions can benefit from those ideas.



Nan Braley
Shareholder
Greenbery Trauriy, LLP

What advice would you offer to women
just starting out in the industry?

Work hard, assert your right to be involved
on the best projects, and build your own
client base through networking and
relationship building. Listen and learn,
but speak up. Your views are important,
and people need to hear them. Arrange
your life and work so that your career and
efforts are sustainable. My most practical
adviceis to arrange things so that your
workplace, home and children’s school

(if applicable) are all as close together as
possible. Excessive commute time can be
atime and energy waste and drain. If you
need to get from one of these places to the
other quickly or unexpectedly, proximity is
alifesaver. This one item alone can relieve
alot of stressin your daily existence and
boost your productivity and happiness.

What do you know now that you wish you
knew in the beginning of your career?

You don’t have to accept discrimination

or harassment. Itis not the norm. Itis not

an B. Braley focuses her practice on financing transactions, and repre-
sents financial institutions and other clients in connection with secured
and unsecured loans, asset-based financinys, acquisition financinys,
syndicated credits, multicurrency facilities, cross-border transactions,
subscription lines of credit, participations, intercreditor agreements,

subordinated debt, mezzanine debt financinys, letters of credit, loan workouts, DIP

financings and debt restructurinys.

Nan’s experience includes a wide variety of industries and collateral types including

telecommunications, entertainment, media, fine art, fechnology, health care, insur-

ance, real estate, energy, rolling stock and aircraft. She has experience with collec-

tion strateyies, foreclosures, and borrower representation. Nan also represents clients
in derivative transactions, including infterest rate swaps.

She is listed in Best Lawyers in America for Banking and Finance Law and Texas Super
Lawyers, and is rated AV Preeminent® 5.0 out of 5 by Martindale-Hubbell®.

Nan is a member of the: American Bar Association (including Business Law Section
and Section of Science and Technology Law), Dallas Bar Association, State Bar of
Texas, Association for Corporate Growth, Turnaround Management Association,
Texas Association of Bank Counsel and The Women's Finance Exchanye.

just the way itis everywhere. This concern
may not be an issue now so much as it was
in the early part of my career, but some
workplaces still have a culture that fosters
outright or unintentional bias. If you sus-
pect thisis the case in your workplace or

if your work situation is unacceptable for
any other reason, it is advisable to move
on as soon as possible. People tend to be
complacentand think it won’t be any bet-
ter somewhere else, but many opportuni-
ties are available and there is no reason to
stay in a place that treats women or other
groups unfairly. Don’t be afraid to make a
move if your gut is telling you things aren’t
right. Most likely you will be surprised at
how different another work environment
can be; and, if you wait too long, you won't
believe you put up with an unacceptable
situation as long as you did.

What kind of role has mentoring and/or
sponsorship played in your career?

My observation is that having a mentor
can be key to your success. Itisimportant
to seek out mentors even if they are not
readily or naturally available. Seeking or
accepting a mentor comes easily to some
people and is more difficult for others. I'm
one of those people who has had difficulty
finding mentors, but there have been a few

people along the way who have provided
guidance and advice that helped me
advance my career. | have been more suc-
cessful in being a mentor, in part because
I realize the importance of mentoring and
thatitis not readily available for everyone.
You may need to be proactive in seeking a
mentor, and many people are happy and
honored to serve in this capacity. | make
myself available and respond positively
when contacted for mentoring or advice.

What do you think the industry could

do to attract and retain the best and the
brightest today?

While making sure that compensation
and benefits are competitive is important,
money and perks are no longer the defin-
ing factors in attracting and retaining the
best talent. Businesses must show that
they are innovative and forward-thinking,
have the most currentand productive
technology, are inclusive and open-minded
in their hiring and staffing practices, and
are adapting to a rapidly changing, global
business environment. Businesses should
provide employees with appropriate and
effective professional development, as
well as opportunities that allow employ-
ees to feel fulfilled and productive beyond
justdoing ajob and getting paid.
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tarting practice with Hahn & Hessen in 1985, Rosanne was able to capi-
talize on Hahn & Hessen'’s mid-sized structure to garner experience in alll
aspects of the insolvency practice, both in and out of court proceedings,
in litigation and fransactional arenas, representing secured and unse-
cured creditors, SIPA and indentured trustees, equity stakeholders and an
occasional debtor. In 1992, she was the first woman elected to partnership in what
was then our firm’s 60-year history. As a partner, Rosanne has built a practice and
client base focused on delivering personal attention to our clients in a wide ranye of
contested and uncontested matters.

In her 25 years as a partner, Rosanne has held a wide range of leadership positions
and, importantly, has sftood as an example, resource and mentor for other attor-
neys, female and male, who value hard work, achievement, teamwork and success
tempered with practicality, inteligence and candor. Outside the firm, she has been
deeply involved over the years in the Student Mentoring Program at her undergradu-
ate alma mater, Manhattan College, and presently serves on the Colleye’s Board of
Trustees both as a Member of the Executive Committee and as Chairperson of the
Trusteeship Committee.

Rosanne T. Matzat
Partner
Hahn & Hessen LLP

What advice would you offer to wom-
en just starting out in the industry?
Women starting out in their careers
need to learn how to be assertive and
creative while maintaining polish and
credibility. By being skilled active
listeners, women often excel in being
responsive to the questions asked,
the problems presented and the
underlying concerns being expressed
by a client or prospect. Women who
develop and use the talent for listen-
ing to hear whatis truly being said
and are then assertive in responding
to those concerns with creative solu-
tions will position themselves to be
recognized and excel. Don’t be afraid
to speak out and take credit for your
ideas. Areputation for considered
thought, delivered with confidence
which responds creatively to the
problem presented, will carry you
further faster than the canned bluster
often presented by others.

What do you know now that you wish you
knew in the beginning of your career?

If someone can’t explain something to
you in a way that you can understand
it, it usually means that they don’t
understand it themselves. Don’t be
afraid to ask questions and follow a
point toits logical (orillogical) con-
clusion. More often than you think,
your question or concern is shared by
others and by having the confidence
to express that which others are only
thinking, you can drive a discussion,
become a thought leader among your
peers and earn the respect of your
supervisors, clients and prospects.

What kind of role has mentoring and/
or sponsorship played in your career?
| was privileged to have five very
different firm mentors (all men)in

my early career, each of from whom

I learned different lessons and skills.

I was able to absorb from each the
best of what worked with my personal
style into my professional persona. To
this day, | smile when | recognize one
of themin an approach or attitude |
am taking. As | have advanced in my
career, | have made a point of mentor-
ing colleagues of both genders within
and outside my firm. Most successful
mentor-mentee relationships start
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with a spark of commonality revealing
a shared approach to certain funda-
mental precepts. Those relationships
are the easiest ones to grow and
develop and can be the basis for mutu-
ally rewarding lifelong friendships.

What do you think the industry could
do to attract and retain the best and
the brightest today?

The lending industry provides the life
blood for entrepreneurship and acts
as a catalyst for all forms of creative
economic development. As technol-
ogy and globalization accelerate
unprecedented levels of change in
the business models of our clients
and prospects, younger colleagues
are uniquely situated to appreciate
and anticipate these changes and to
bring value to the businesses facing
the challenges brought on by these
changes. If the next generation of
bankers and attorneys could be made
to truly appreciate theirrole as a
creative business partnerin the new
economy, they could be made to un-
derstand the importance of their role
in fostering economic development
and betterment. The best and the
brightest should gravitate to be part
of that future.
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Candi Pavliscak
Divisional Chief Risk Officer
and Senior Vice President
Hitachi Business Finance

What advice would you offer to women
just starting out in the industry?

First of all, always keep learning. It
brings you personal satisfaction, and

it will keep you relevant because the
industry is always evolving and chang-
ing with technology. It’s easy to find
continuing education through industry
associations - many offer trade shows,
conferences, webinars, and classroom
education.

Also be confident to speak your mind.
Remember that your thoughts are just
asvalid as anyone else’s, regardless of
age or gender. Just because the room
is full of more established colleagues
doesn’t mean they are smarter than you.
| feel alot of women are intimidated by
authority and follow along with the old
rules and standards when maybe they
shouldn’t. It’s okay to ask questions.

What do you know now that you wish you
knew in the beginning of your career?
I wish I knew to be more open-minded

andi Pavliscak serves as divisional chief risk officer and senior vice presi-
dent for Hitachi Business Finance. Candii is responsible for manaying
the operations feam, overseeiny the credit risk of multiple commercial
finance portfolios, manaying the service operation for another Hitachi

lendiny division, and coordinating audit and credit functions with Hita-
chi’s parent company. She has a deep knowledye of credit in both factoring and

asset-based lending.

Candi has been involved in the commercial lending industry for more than 25 years.
Her experience covers credit underwriting, documentation, compliance, and leygal
review for all asset-based lending and factoring transactions. She has worked with
community and commercial banks as well as a law firm and non-traditional asset-
based lenders. Candi has spent the last several years developing and managing

the daily credit and administration functions of client relationships for Hitachi Business
Finance. Candi frequently speaks on various small business topics including how smalll
businesses can improve their collections process and how to gyain access to capital.
Candi received her bachelor deygree in business administration from Oakland Univer-

sity in 1992,

and not so singularly focused on one
career path because opportunities
can lead you in different directions.
Sometimes these directions are a bet-
ter fit for your skill set that you may
enjoy more. The career path | had set
in my mind when | started college isn’t
even close to where | am today, but I'm
happy with my choices and they are

a better fit for my personality than |
ever expected.

I would also tell my younger self
that I don’t need to be Superwoman
todo agoodjob. Notonlyisit okay to
ask for help, but it benefits everyone
inthe long run. No need to do it alone.

What kind of role has mentoring and/
or sponsorship played in your career?
Having a mentoris a great opportu-
nity for workers of all ages to learn
and glean insightful information from.
Through the years, I have been able

to observe and seek knowledge from
members of our management teams,
as well as my co-workers. It’s impor-
tant to keep an open mind because
everyone has something to offer, and
everyone has something to learn.
That’s the great thing about mentors -
they willingly provide the opportunity
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to learn from their experience and act
as asounding board when there’s a
tough decision to be made. | have been
so fortunate to have a few great bosses
over the years that have shaped both
my knowledge of the industry and how
to build and nurture successful rela-
tionships along the way.

What do you think the industry could
do to attract and retain the best and
the brightest today?

Awareness is a huge issue for attract-
ing people to our industry. I don’t
think there are enough students and
professionals that know our industry
can (and should) be a career choice. It
isnot covered in mainstream business
textbooks. It will be our responsibility
as established professionals to mentor
and guide these younger individuals
as they begin their careers. Also, it’s
vitally important to continue engag-
ing these young students/profession-
als with our various industry events,
such as those provided by the CFA. The
more exposure we can provide, the
more awareness there will be.
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Andrea Cole
Global Products Director
HPD Software

What advice would you offer to women
just starting out in the industry?
Iam pleased to say that times have
changed in the commercial finance
industry. Not only are we seeing greater
numbers of women working in the sector
today, but far more operate at a senior
level. Younger women entering the work-
force have strong role models to look up
and aspire to. As a result, we are seeing
more meritocracy, which is positive for our
industry.

My message to anyone starting out
in the sector would be to work hard, be
enthusiastic and open-minded. Youngsters
have a whole career ahead of them, one
which could go in any number of exciting
directions. We operate in a fast-paced and
stimulating environment, which contin-
ues to evolve — it’s the perfect time to be
involved.

What do you know now that you wish you
knew in the beginning of your career?
I wish I had known that opportunities

cial finance.

s HPD Software’s global products director, Andrea Cole is responsible for
the company’s overall product direction. She is constantly pushing the
boundaries to make sure HPD's solutions continue to meet the chany-
ing needs of businesses in the working capital finance sector, ensuring
the company remains the technoloyy partner of choice for commer-

Andrea manayges a team of 75-80, overseeing product development, testing and
support. Her role is to ensure that HPD's clients, which span over 50+ countries, con-

finue to receive best-of-breed tfechnoloyy.

She beyan her career as a yraduate frainee at Royal Bank Invoice Finance, where
she quickly moved up the ranks to become an account manayer in operations.
Andrea later honed her project management skills as part of the change manaye-
ment feam, working on IT projects, where she was part of the team that manayed

the merger with Natwest.

When she joined HPD Software in 2001, Andrea applied the knowledye she had
gained in managing service level agreements to support HPD’s multi-country iFactor
clients. She then moved info an integral role in the development and implementao-

tion of HPD’s Aquarius platform.

In 2017 Andrea was named HPD Software’s ylobal products director where she
was tasked with launching the company’s LendScape solution. She and her team
are now focused on providing the ‘end-tfo-end empowerment of working capital

finance solutions’ that LendScape offers.

would open up as my career progressed. |
started my working life believing that the
world of work was built on hierarchy, when
in actual fact thereis alot less hierarchy
than we all perceive.

Having strong interpersonal skills and
building up your contacts are vital compo-
nents for a successful career. Think about
the type of person you like to work with
and chances are those around you feel the
same. If you want to get on, then you need
to actively be that person and you’ll attract
opportunity to you.

Knowing that I didn’t need to be pigeon-
holed, or to be afraid of taking risks and
opening up new opportunities would have
beenvaluable to me as | began my career.

What kind of role has mentoring and/or
sponsorship played in your career?

Early onin my career, working at Royal
Bank Invoice Finance, | was surrounded
by well-regarded and experienced
colleagues. These were people | knew

I could turn to for support, who were
hugely focused on the development of
junior members of staff.
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Throughout my working life | have
always turned to colleagues and friends
with flourishing careers, who could offer
me real pearls of wisdom and advice. This
has beeninvaluable to me at every stage,
and remains the same today.

What do you think the industry could

do to attract and retain the best and the
brightest today?

I don’t think the commercial finance
industry needs to work that hard to attract
and retain talent. It is globally diverse, fast
moving and rapidly growing, and for those
reasons it will always attract — and retain
— some of the brightest and best.

When | look at technology specifically,
then Iwould argue there is a need to do
more to attract women into IT. But this
needs to start at grass roots — we need
to do more to attract younger girlsinto IT
and technical careers. We need to make IT
more interesting in schools and colleges,
and to encourage greater take-up of these
subjects by girls. This will naturally create a
bigger pipeline of female talent and great-
erdiversity in this area of the workplace.
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Lin Chua
COO & Head of Capital Markets
InterNex Capital

What advice would you offer to women
just starting out in the industry?

Focus on developing self-awareness
early. Understand and be expressive
about what benefits you can deliver to
your employer, the industry, and seek
out opportunities to demonstrate your
strengths but also to develop and grow.
Do not underestimate how much your
value-add evolves and increases expo-
nentially with your growing experience.
As awoman in finance, yes, of course,
be cognizant of potential biases, but
most of all, do not let being a woman
ever be a chip on your shoulder. Your
glassis not “half empty”. It may be a
different glass, butitis completely full.
Once you embrace that, and you are
fully comfortable with and cognizant
of your skills and the value you bring
to the table, you should totally forget
you are a woman and just get on with
it. The sooner you realize this, the more
you can focus on achieving your full
potential.

in is the co-founder, COO & head of Capital Markets at InterNex Capital.
InterNex Capital is an asset-based digital lender specializing in revolv-
ing lines of credit up to $5 million for small and mid-sized businesses. Lin is
a seasoned structured finance/capital markets executive and business
leader with over 20 years ylobal experience.

Prior to launching InterNex Capital in 2015, Lin was manayging director at GE Capital,
where she held various senior leadership roles for just under a decade and received
multiple awards for growth. Prior to GE Capital, Lin was a transactional lawyer at
Simpson Thacher & Bartlett (NY), De Brauw (Netherlands) and Freehills (Australia),
covering private equity, leveraged/corporate finance and capital markets. Lin serves
on the Duke Law Board of Visitors where she received the 2015 Alumni Award, and is
a founding member of the Duke Law International Advisory Board. Lin was formerly
co-champion of GE Capital’s Asian Women initiative and has recently joined CFA’s
Women in Commercial Finance Committee. She holds an LLM from Duke University,
an LLB (with honors) and a BCom (accounting and economics double major) from
Sydney University (Australia). Lin has lived in four confinents, worked in three coun-
fries, and speaks five different languayes. She lives in Manhattan with her husband

and her two children.

What do you know now that you wish
you knew in the beginning of your
career?

The most important business relation-
ships you’ll have later on in your career
were forged during the earlier days of
your career. Cherish those relationships.
Go out for drinks with your friends, and,
yes, do grab coffee with the person you
enjoyed working with during that last
transaction. It regularly surprises me
how many of those long-time friends
have subsequently turned out to become
invaluable strategic relationships. Trust
goes alongway inourindustry.

What kind of role has mentoring and/or
sponsorship played in your career?

I am the grateful beneficiary of the time
and generosity that many friends, family,
colleagues, mentors and sponsors have
showered onto me along the way. I did
not make the big decisions in my career
— ranging from my move from Australia
to the USin the late ‘90s to my leaving

an established financial institution to
co-found InterNex Capital in 2015 — all by
myself. My early mentors — ranging from
Duke, Simpson Thacher and GE Capital—
remain dear friends, and in some cases
business partners and investors today.
Do not undervalue the insight and input
you can garner from industry experts,
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peers, family, friends, and mentees. Ev-
erybody has something to offer. You can
and should offer something to the next
person. Build that community of support
by helping others. Your eco-system ends
up defining you much more than you
might think.

What do you think the industry could

do to attract and retain the best and the
brightest today?

Itis key to make the most of your work
force’s disparate skills, diverse back-
grounds and perspectives. At InterNex
Capital, we hold regular brainstorming
sessions to tap the creativity, expertise
and insights of our team members. We
strive to continually engage and chal-
lenge them, encouraging them to stretch,
to try something different and go outside
their comfort zone. We'll create leader-
ship opportunities in cross-functional
projects for that purpose. We also believe
in the importance of giving back to our
community and we create opportunities
for our employees to find their cause to
support. Most of all, people want to work
with colleagues they like and respect.
“Nice” is a heavily under-appreciated
word — and rarely used to describe the
workplace in our industry. I am proud to
say that we strive to build a “nice” culture
here at InterNex Capital.



The Commercial Finance Association
Attracts the Best and Brightest in the Industry

Make sure your job posting delivers qualified candidates by posting
it on The Commercial Finance Association’s Career Center.

The most effective recruiters today have found that niche
career websites, like The Commercial Finance Association,
deliver the most highly qualified talent and have the best

return on investment. Our candidate network is made up

of the targeted professionals you want to reach.

Use the promotional code HIREBEST and you'll receive
10% off the cost of your next single job posting on

The Commercial Finance Association’s Career Center. Commercial Finance
Association

Search our resume database for free.
Find your perfect candidate.

Post your jobs today. Career Center

cfa.com

Commercial Finance Association e 370 7th Ave. Ste. 1801 e New York, NY, 10001 e (212) 792-9390 e (212) 564-6053
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Rachel Rawson
Partner
Jones Day

achel Rawson represents lenders and borrowers in a wide variety
of financiny transactions. She advises private equity funds and
their portfolio companies in connection with complex leveraged
buyout financings and onyoiny financinyg transactions and lenders
and borrowers in asset-based secured loans, investment-grade
company financingys, private placements, and subordinated debt placements,
many with multijurisdictional and multicurrency components.

Rachel’s practice also includes representing lenders and borrowers in connec-
tion with workouts and restructurings of tfroubled credits, including out-of-court
restructurings and debtor-in-possession financings and exit financings. Recently
she has been advising a variety of clients on intercreditor issues, helping them
navigyate throuygh transactions with multiple debt tranches and multiple lien

What advice would you offer to wom-
en just starting out in the industry?

| would offer the same advice to any-
one starting out in any industry - (a)
take advantage of opportunities that
present themselves and (b) anticipate
next steps, be proactive and plan
ahead. For women in particular, espe-
cially in a male-dominated industry,

I encourage them to show up and be
visible, and to speak up, to be heard
and resistinterruption. Part of that
includes taking advantage of all kinds
of networking opportunities, includ-
ing those that present themselvesin
informal or non-traditional settings.

What do you know now that you wish you
knew in the beginning of your career?

If you make yourself valuable, and are
confident in your abilities, you have
can have a tremendous amount of
agency over your career path. If you
are willing to take charge, you can
often set the agenda for whateveritis

priorities.

Clients for which Rachel has worked on substantial matters include Bank of
America, The J.M. Smucker Company, KeyBank, PNC/National City Bank, The
Riverside Company, and TSG Consumer Partners.

Rachel has spoken at numerous professional conferences and seminars on
commercial financing and restructuring topics. She is an officer of the Cleve-
land Chapter of the Association for Corporate Growth and is active in commu-

nity and charitable affairs.

thatyou take on. Itis alsoimportant
torecognize that not everyone has to
be on the same traditional promotion
timeline. If the other parts of your
life make it necessary, be willing to
approach your employer to explore
whether they are amenable to a
non-traditional promotion schedule,
interim titles or other options that
provide flexibility without dead-ends.

What kind of role has mentoring and/
or sponsorship played in your career?
I have been very fortunate to have
anumber of mentors, both men and
women, throughout my career. Each
of those persons provided different
support over time — some were active
in supporting my career and were
crucial for my promotion, others were
sounding boards for different issues
that arose at times, and others were
central inincreasing my profile exter-
nally. Mentorsincluded senior part-
ners at my firm, clients, and peoplein
my community. Each of them offered
different, but equally valuable, advice
and support. These relationships
developed over time and were based
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on sound foundations. Some of the
mentors found me, while with others,
| took affirmative steps to develop
those relationships.

What do you think the industry could
do to attract and retain the best and
the brightest today?

The best and the brightest are attract-
ed by opportunities that maximize
self-satisfaction. People generally
want to have “meaningful” lives and
careers, but meaning is deeply per-
sonal. People derive meaning from all
sorts of things — money, power, intel-
lectual curiosity, and altruism to name
a few. People need to be offered the
opportunity to have meaning, whatev-
er that means to thatindividual. That
means incentives and rewards might
not be the same for all employees. But
while incentives and rewards may not
be the same, if they are not equitable,
retention may be difficult.



Jones Day Is Proud to Recognize Our Colleague,
Rachel Rawson, as a Leader in Commercial Finance.

Jones Day’s Advantages in Banking & Finance:
GLOBAL REACH
200+ Banking & Finance professionals around the world

Knowledge of collateral and lending requirements
across our offices in the US,, Europe, Asia, and South America

CENTRAL CONCEPT
Breadth of services

Facilitation of informed decision making
Advancement of our clients’ business and financial objectives
Interdisciplinary teaming and organization

Pre-eminent client service

KNOWLEDGE
Sophisticated understanding of the industry worldwide

Ability to handle complex domestic and cross-border transactions

Advising clients on regulatory matters locally, nationally, and internationally

J“ One Firm Worldwide

2500 Lawyers. 44 Locations. 5 Continents. www.jonesday.com
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Andrea Beirne
Partner, Deal Advisory
KPMG

What advice would you offer to women
just starting out in the industry?

My advice would be threefold relation-
ships, goals and passion. Develop
relationships with professionals from
different types of financial institutions,
advisory, appraisal and law firms. The
relationships you build early in your
career will be relationships that you will
have forever. They share your passion for
this business and the transaction nature
of ourindustry. Setone-year, five-year
and ten-year goals, both from a personal
and professional perspective. Reflect on
those goals on a yearly basis. Share those
goals with your mentor and sponsor and
discuss ways each year you can attain
those goals. Share those goals with your
support network from a personal per-
spective as you will need them to support
you to attain your goals. And, last but not
least...passion. Reflect on what you want
to do with your career and make sure you
are passionate aboutit. Balancing your
personal and professional life gets harder

ndrea’s extensive financial due diligence experience includes analyziny
and modeling structured finance transactions, evaluating asset-based
and cash-flow debt structures, and assisting acquirers in financial, cost
savinyg and synerygy analysis. Andrea has diverse cross-border experi-
ence in manufacturing, distribution, chemicals, agriculture and retail

seyments. In addition, Andrea has five years of experience providing financial state-
ment audit services to publicly fraded companies while at Arthur Andersen.

Andrea provides due diligence assistance and structured finance consulting services
to clients in the financial services industry. Andrea has over 20 years of experience,
including more than 14 years with KPMG, and nine years with Arthur Andersen LLP’s
Transaction Advisory and Assurance Practices. Andrea has 18 years of financial due
diligence experience, which includes analyzing and modeling structured finance
fransactions, evaluating asset-based, asset-backed, and cash-flow debt struc-

tures, and assisting acquirers in financial, cost saving and synergy analysis. Andrea
has diverse, practical experience in manufacturing, distribution, retail and service
seyments. From a cross-border perspective, Andrea has extensive experience

with structuring deals with international components. In addition to providing due
diligence consulting services, Andrea has extensive experience with Regulation AB
attest engagements, and other asset-backed securities, fransaction-related agreed-
upon procedures. Andrea has worked with clients across the financial services sector,
including commercial banks and finance companies, hedge funds, asset-backed
securities issuers, primary and master servicers, and trustee organizations.

as time goes on and different priorities
come to the forefront. You have to make
sure you are passionate enough about
what you are building and, if you are,
thenitisall worth it.

What do you know now that you wish
you knew in the beginning of your
career?

How importantitis to have a support
network both within your organization
and in your personal life. Thereis not
one way to navigate through challenges
in your professional and personal life -
everyone has to look at what has worked
for others and develop what works for
their own personal situation. Learning
how to use your resources and finding
your support network will help guide
you through the challenges you will face
during your career. Also, your careerisa
marathon, not a sprint. Enjoy the different
challenges and experiences through the
process. Don’t rush and learn from the
people around you as much as you can.

What kind of role has mentoring and/or
sponsorship played in your career?
Sponsorship has played an important
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role in my career assisting me with reach-
ing the different milestones in my career.
Mentoring has been very important with
keeping me on track with my goals, help-
ing me balance the demands of both my
personal and professional life and mak-
ing me get out of my comfort zone and
take on responsibilities | may not take on
if not coaxed by my mentor.

What do you think the industry could

do to attract and retain the best and the
brightest today?

Financial institutions need to continue to
recruit from schools with great finance
and accounting programs and develop
training programs that show students

all aspects of a deal from developing the
relationship with the company, to under-
writing, to managing the deal in the port-
folio. Finding ways to establish a relation-
ship early on, and expose these students
to the many opportunities they have in

a career of finance, will lead to connect-
ing these talented, bright students to
financial institutions. We need to use the
conventions to bring these professionals
together to develop relationships with
each other and seasoned bankers.



Janice lbey

Vice President,

Middle Market Lendiny
LendSpark

anice (Jan) started in business finance as an appraiser, asset manayer
and capital markets manager for Mercury Savings & Loan. Stints at
companies like Finance America, AMRESCO, Inc., Lehman Brothers led
her to co-found new lendiny entities including Fortes Financial. Jan helped
shape LendSpark’s vision of delivering expert financial strategy and art-
tainable middle-market and small business loans. Proficient in raising capital for the
lower-middle and middle market, Jan has created a proprietary assessment tool that
maps the way for businesses to 2-3X current business value within two years.

Jan has always felt an affinity with lower to middle-market companies because they
typically have a proven product or service and competent leadership. When outside
economic factors like interest rate hikes or seasonal downturns impact profits, Jan
helps keep the business yoinyg until the environment improves.

Jan is passionate about kids and is Chairman of the Board for Serna Academy,
Orange County’s first sober high school (in formation). She is also on the advisory
giving counsel for Olive Crest, an organization dedicated to preventing child abuse,
treating and educating at-risk children, and building strony families.

What advice would you offer to women
just starting out in the industry?
Ourindustry offers so many terrific
opportunities for smart, driven women
and the good news is that much of the
pioneering work has already been done

to pave a better path for those just begin-

ning. However, with opportunity comes
responsibility, so my advice is to be
driven, but do it with humility. Another
important key to my success was to learn
to take the focus off self-preservation —
don’t we find ourselves there a lot in this
industry? — and force yourself to look
for opportunities to improve whatever
situation you’re in by adding value where
you can. Ask yourself if you can improve
your attitude, your aptitude or how you
canimprove things for others. I'malso a
huge advocate of the adage, “Never stop
learning”. It’s about accepting our limita-

tions with a positive view by having an in-

satiable appetite for continually educat-
ing yourself, in all aspects of life. Balance
is key, so keep yourself from becoming a

“one-note” person. Keep expanding your
horizons by absorbing and learning new
things. That’s when you’ll find the most
satisfaction in work, family, friends and
your creative soul. And I always look for
ways to “lift others as you climb”.

What do you know now that you wish you
knew in the beginning of your career?
We don’t know what we don’t know
until we’re humbled by our mistakes or
missteps. Everyone is going to make
mistakes, but try to minimize those by
finding a successful, giving mentor and
absorb everything you can from that
person. Mistakes were always some-
thing | feared early onin my career and
now | see that | probably was held back
by those fears more than if I had boldly
stepped out and faced any missteps
head-on, if in fact there were any mis-
stepsatall. Don’t hold back out of fear.

What kind of role has mentoring and/or
sponsorship played in your career?

I had the benefit of a great mentor and it
meant | was able to see more opportuni-
ties quicker than, if  had not had that
person’s wisdom, insights and connec-
tions. Seek out wise counsel and you’ll
be the direct beneficiary. Ialso have had
great benefit from taking on mentoring
roles with those on therise. Don’t let age
or experience keep you from encouraging

those who are just starting their careers.
You’ll find a lot of joy and personal
satisfaction from giving back to those
who are just beginning their journey or
who have recognized they could benefit
from having a mentor. Be careful, though,
to guard your reputation by choosing
guidance wisely. It’s extremely difficult
to repair your reputation once it’s been
tarnished, so don’t rush into a mentoring
relationship without first doing your due
diligence!

What do you think the industry could
do to attract and retain the best and the
brightest today?

I don’t think we have trouble attracting
the best and brightest to our industry;
however, | do think we have a tendency
to burn out some of our best and bright-
est, whichis never good for any indus-
try. We need to figure out ways to stay
innovative and creative when it comes to
our human capital resources and provide
nurturing environments and experiences
that will appeal to our next generation
of stars. | also think we often miss the
mark by having our focus solely be on
achieving goals whether they are career,
financial or personal, versus finding

out what drives us from a standpoint of
purpose and mission.
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Carey Davidson
Manayinyg Director -
Head of Capital Markets
Monroe Capital LLC

What advice would you offer to wom-
en just starting out in the industry?
First and foremost, you must believe
in yourself and believe that you are
going to be successful. Asawoman,
you have a lens that differs from

male colleagues, and that should be

celebrated. Itisimportant to acknowl-

edge that being a woman is an asset
and provides an element of diversity
and differentiated thinking that can
bring real value as an investor. Always
believe that you will succeed based

on merit, ability, and hard work. Ad-
ditionally, | would encourage women
just starting out to focus on network-
ing and expanding relationships early
in their career. Oftentimes the value
of a deep, expansive network is not
evident until later on, but growing
that network from early on can lead to
expanded opportunities throughout
your career. Every new contact should
be considered a valuable resource as
you advance.

ith an over 17-year frack record in middle-market lendinyg,
Carey is a key figure in the middle market. Since joining
Monroe Capital and initiating the Capital Markets function,
she has worked to deepen the firm’s relationships across the

lending community, driving partnerships and creating value
through collaboration. Carey is responsible for Monroe’s buy-side club origina-
tions, relationship management, and marketing as well as Monroe's sell-side
syndications. She also serves on Monroe’s Investment Committee. Prior to
Monroe, Carey was a senior deal professional at The Carlyle Group, where
she focused on originating, structuring, neygotiating, executing and manaying
middle-market loans. Prior to Carlyle, she was a foundiny professional and se-
nior vice president at Churchill Financial and an assistant vice president at GE
Antares Capital. Carey is a member of the Association for Corporate Growth,
the Women'’s Association of Venture & Equity, and serves on the National Youny
Leadership Cabinet of the Jewish Federations of North America. Carey earned
her B.A. in communications with a Certificate in Business from The University
of Wisconsin — Madison and her M.B.A. from The University of Chicayo Booth

School of Business.

What do you know now that you wish you
knew in the beginning of your career?

I wish I knew that it would all turn

out great. Earlier in my career | would
stress over things that were out of

my control, and | would have what |
affectionately call “success anxiety,”
orafocus on the need to be a super-
star. Over time and through experi-
ence, I now realize that I should spend
my energy celebrating my successes
and invest my time in the people that
support me. Rather than seek people’s
respect, earn it by being your best. In
addition, while work is called “work”
forareason,itisimportant to try to
have some fun and enjoy yourself
along the way.

What kind of role has mentoring and/
or sponsorship played in your career?
Mentoring has played a very meaning-
ful rolein every step of my career as
it still does today. My mentors have
provided a safe place, a support net-
work, and been a confidence builder
inan environment where the stakes
are high. I have enjoyed mentors both
inside and outside my firms and my
field, and I have relied on my mentors
to be both a sounding board and a
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resource for honest and constructive
feedback and advice. A strong mentor
will tell you the truth even when you
don’t want to hearit, and can help
guide you through both large and
small decisions. My most meaningful
mentor relationships have developed
organically and expanded naturally
over time.

What do you think the industry could
do to attract and retain the best and
the brightest today?

I think our industry should take a page
out of the tech handbook and know
that talented, skilled people can take
their skills anywhere, so the way to
attract and retain top talentis to al-
low people to maintain flexibility. A
career doesn’t have to follow a linear
path. We should give people an open
field to innovate, try new things, forge
forward and grow at their own pace.



Elizabeth Khoury
Associate
Morgan, Lewis & Bockius LLP

What advice would you offer to women
just starting out in the industry?

Start building your network and relation-
ships (both internally and externally)
from the onset of your careerand find a
trusted mentor or sponsor within your
organization who can advocate for you.
Networking is so important to start early
in your career, and it makes your job
more fulfilling. In addition to networking,
itisimperative that you make yourself
indispensable to your team. Work hard,
produce top-quality work, become an
expertin afinance specialty, and learn
your craft very well. Finally, be confident
and know your worth at all times!

What do you know now that you wish
you knew in the beginning of your
career?

Strategic self-promotion at all stages of
your career isimportant to your success.
Be outspoken and let your voice be heard.
Itis acceptable, and even encouraged,

to express your personal career goals

lizabeth R. Khoury represents leading financial institutions and
corporate borrowers in domestic and international commercial
finance fransactions. Her practice focuses on syndicated debt
financinys, asset-based financinys, acquisition financings and mul-
finational credit facilities, employee stock ownership plan (ESOP)
loan transactions, mezzanine financinys, and other strateyic financings that
span a number of industries and business sectors. Elizabeth handles domestic
and international loan workouts and restructurings, and she advises clients
in general corporate and compliance matters. Prior to joining Morgan Lewis,
Elizabeth worked as a corporate associate in the Boston office of a prominent
law firm. She focused on finance and corporate matters encompassing mery-
ers and acquisitions, finance and restructuring, securities (including public and
private equity and debt offerinygs), and venture capital fransactions. Massachu-
setts Super Lawyers named Elizabeth a Rising Star in 2013, 2014, 2015, and 2016.

and views from the very beginning if you
want to be taken seriously. Also, while
working hard, producing top-quality work
and learning your craft well are all impor-
tant, itis equally critical to get out there
and socialize with the finance communi-
ty atan early stage in your career. Try to
connect with others in your specific field,
attend industry events and local confer-
ences like the CFA, and actively develop
new relationships - it makes your job so
much more enjoyable and you learn a lot
along the way.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship have been
crucial to my career trajectory and suc-
cess. My mentors (both men and women)
have been invaluable sounding boards
that have guided my perspective and
inspired me to strive for more. My spon-
sor consistently advocates for me with
clients as well as leaders of our firm and
has helped me distinguish myself asa
reputable professional and prospective
leader. Both my mentors and sponsor
have offered me important career and
personal advice as | continue to navigate
law firm life. Itis so important for compa-
nies to match up entry-level employees
with mentors. While most long-standing

mentor-mentee relationships happen
informally and organically, it is critical to
ensure that everyone has someone more
experienced that they can trust for advice
and support throughout their career.

What do you think the industry could

do to attract and retain the best and the
brightest today?

Start recruiting early, develop training
and mentorship programs, and promote a
team-centered and flexible work environ-
ment that encourages ongoing feedback.
Financial institutions that are the most
successful at recruiting top talent and
retaining it start connecting with promis-
ing candidates early - whether during
college or graduate school. They offer
summer internships and clerkships that
introduce candidates to their culture and
work environment. Long-term training
and development programs are also vital
to retaining the new generation of talent.
The best and brightest want to work

for companies that are invested in their
professional long-term development and
are open about advancement opportuni-
ties. They want ongoing communication
and consistent feedback at their jobs.
Itis also critical to create an enjoyable
workplace that offers challenging work
with real potential for promotion.
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eidi Ames, senior vice president and account executive, has been with
North Mill Capital LLC for six years. Prior o that she worked at Santand-
er Bank as a field examiner and Business Alliance Capital Corp. as a col-
lateral analyst. She has risen through the ranks of asset-based lendiny

F ; \: through hard work and persistence.
— Ay She beyan her career in lending as a collateral analyst, posting daily borrowing base
- aw. ! certificates, reconciling collateral and calculating ineligibles. She was promoted to

" field examiner and was not bashful to request needed information and dig deeply.

||. \ During her years as a collateral analyst and field examiner she managed to find time
to pursue a college undergraduate degree as well as a graduate degree. Over

the last six years she has tfransformed from field examiner, to one of our most senior

account executives, handling workouts as well as a full portfolio load of accounts.

Whether liquidating accounts, underwriting new business or handling accounts, Heidi

is fenacious and relies on her gut instincts as well as her well-disciplined collateral

focus approach.

| -

AN

S i

I

Heidi lives in Flemington, NJ, with her husband, Dave, and daughter, Devon. She has
been active with the NJ CFA Board and currently serves as its vice president and is an
active member of East Amwell Township’s School Parent Teacher Organization. She
received her Master of Science in management/organizational change as well as

Heidi Ames
SVP/Account Executive
North Mill Capital

What advice would you offer to wom-
en just starting out in the industry?
Learn as much as you can and do not
get discouraged. Itis very important
that you surround yourself with oth-
ersin the industry who want to help
you expand your knowledge. Don’t
be afraid to keep asking a question

if youdo notunderstand. | recom-
mend starting out in the operations
and field exam areas, as it will give
you an opportunity to understand the
industry from the ground up. I took a
jobas an administrative assistant to
a portfolio manager and from there
moved through operations, field exam
and credit. You will find a ot of the
current leaders in our industry started
out at the bottom and worked their
way up. For me it was beneficial to
work in the collateral area first, as it
allowed me to understand reporting
requirements for us as a lender and
the client as a borrower. This was fur-
ther enhanced when | became a field

her Bachelor of Science in management from the College of Saint Elizabeth.

examiner even though my major was
notinaccounting.

What do you know now that you wish
you knew in the beginning of your
career?

That you will never know it all. In my
17 years, | find myself continuing to
learnin this industry. Alot of my expe-
rience comes from day-to-day, hands-
on experience. It is also important to
learn about our customer’s business
by going out and meeting with them
face-to-face. All the underwriting
documentsin the world can’t give you
the flavor of the business without tak-
ing a tour of the facility and meeting
with your customer in person. Not
every borrower is alike even if they are
in the same industry and, furthermore,
each industry hasitsin own nuances.

What kind of role has mentoring and/
or sponsorship played in your career?
I have been very fortunate to work
with a group of seasoned ABL lenders
that have been willing to share their
experience and knowledge with me
and present me with opportunities
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that help me to learn and grow in my
career. This year | was asked to be a
mentor as part of the CFA mentoring
program which allows me to share
my experience in lending and pay it
forward.

What do you think the industry could
do to attract and retain the best and
the brightest today?

The industry should continue to focus
on programs that allow for exposure
and training in all of the ABL/factor-
ing areas. | truly believe the reason

I could excel in my career was that |
was able to work in collateral man-
agement, field exam, underwriting,
account management and workout.
This foundation to me was the key to
my success. | think the industry should
offer internships which will allow us
to enhance the development of our
future leaders before graduating from
college. This was a pattern that banks
had offered through a credit training
program that has become less avail-
able to those entering our industry.



Betty Hernandez
Chief Credit Officer
North Mill Capital

What advice would you offer to women
just starting out in the industry?

My advice for women starting out in

the industry is to take on as much as
possible. Offer to help out on differ-

ent projects, whenever available. Read
and study your firm’s policies and
procedures manuals. Offer to stay

late; do whatever is necessary to meet
deadlines, even if that means copying,
collating or e-mailing (used to be faxing).
Try to listen as closely as possible to the
manner in which more seasoned col-
leagues handle different situations. This
will become useful in the future.

What do you know now that you wish you
knew in the beginning of your career?

I wish I knew how difficult it was to han-
dle a full time career and a family when

I started. Itis not for the faint of heart.
Juggling work schedules and a family
life is challenging but I'm here to tell you
thatit can be done as millions of women
before us have done it successfully. We

etty has over 25 years of banking experience. She beyan her career at
First Fidelity Bank, NA (now Wells Fargo Bank) in a Credit Training Program.
After two years in the Credit Department she was placed in the asset-
based lending area of the Bank where she began her lendiny career.

She has worked as a portfolio manager, underwriter in asset-based lending
as well as a team leader in a Workout Department at various banks.

She is currently chief credit officer at North Mill Capital. She is a member of North
Mill’'s Management Credit Committee and is responsible for monitoring the credit
quality and performance of the company’s asset-based lending and invoice-based
financing (factoriny) portfolio. Betty possesses a Bachelors of Arts deyree in eco-
nomics from Rutyers University. She also has a Master in business administration from
the Rutyers School of Business specializing in finance. She is a past President of the
NJ Chapter of the Commercial Finance Association and an active member of the
Chapter. She is also an active member of CFA’s Women in Commercial Finance
Committee, the Education Committee and is serving as Vice Chair of the Commer-

cial Finance Chapters Committee.

are all human and make mistakes. In the
scheme of things, if you miss one of your
children’s events it is not the end of the
world even if they make you feel that
way. Inthelongrunitisyour consistent
behavior and attention to what is im-
portant that matters. That goes for your
career as well.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and/or sponsoring is extreme-
ly important. | have said this before.

| was very fortunate to have had Ted Kom-
pa and Jeff Goldrich as my mentors. They
were not only mentors to me but to many
of us. They were patient and provided

me with challenging situations to figure
out, all the while being there behind the
scenes. Itis because of theirinvolvement
in the CFA that | devote my time to the
CFA. Ted pushed me to attend the pilot
CFA Leadership Program. It was very
beneficial. Jeff encouraged me to become
involved in my local CFA Chapter. | served
on the New Jersey CFA Chapter board

and eventually became President of the
Chapter. Iam now the Co-Chair of the CFA
Chapter Committee. Through all of these
interactions it enabled me to meet other
future industry leaders.

What do you think the industry could
do to attract and retain the best and
the brightest today?

I think we have come a long way to
attract women in particular. Flexible
schedules are not always possiblein
lending as there are deadlines to meet
but, whenever possible, that is always
helpful to fulfill a work-life balance. |
think encouraging young and promising
employees to learn the fundamentals
of what we do, whether it be through
internal training or through CFA Edu-
cational training sessions, we should
encourage more young professionals

to becomeinvolved. Iwould like to see
even more women on the credit and
operations side of the business, not just
in new business development roles. |
currently am an EVP, chief credit officer,
and shareholder of a small independent
entrepreneurial finance company. |sit
on the Management Credit Committee
and attend Board of Director meetings
where I am still the only female (and a
minority). | have seen the landscape
change in my 27 years of lending, but

Id like to see that statistic change even
more and balance out during the next
few years.
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ochelle has over 22 years of experience in the finance industry. She be-

Rochelle Hilson
Senior Vice President —
COO of IBF Division
North Mill Capital

What advice would you offer to women
just starting out in the industry?

I would advise women starting outin

the industry to be a good listener and
observer and not to be afraid to ask
questions, take chances or try something
new. If asituation is making you feel
outside your comfort zone, take a breath,
leaninand go forit. | have found that
some of the things | was most afraid to
try ended up being the most rewarding.

I know that the first networking events

| attended seemed a bit overwhelming,
butit might help to set a goal of meeting
2-3 new people at an event, know that
others may not be comfortable too and
practice making conversation. Having
anon-work related hobby or interest or
reading a business-related or skill-related
book and inviting a colleague or friend
tojoin you with the hobby or reading
the book can help with building relation-
ships too. | have read The 21 Irrefutable
Laws of Leadership with my mentor and
with my direct reports, which helped

gan her career at Principal Resources, LLC, now North Mill Capital LLC,
in an entry level accounting position. In her time with the company, she
has managed the accounting function, worked with lenders, managed
a portfolio of factoring clients and currently managyes the factoring

portfolio and overseas North Mill Capital’s Minnesota office.

She is currently a senior vice president and COO of the IBF Division at North Mill
Capital. She is responsible for monitoring the credit quality and performance of the
invoice-based financing (factoring) portfolio. She works hand-in-hand with the legal,
underwriting and business development teams to ensure that the portfolio is served

and risk is properly managed.

Rochelle possesses a Bachelor of Arts degree in accounting from the University of
Minnesota’s Carlson School of Management. She has taken MBA classes and com-
pleted the Minnesota Executive Program atf the Carlson School of Management.
She has also attended webinars and workshops in leadership and other lending-re-
lated areas. She has participated on the board of directors of a local non-profit and
remains on the non-profit’s finance committee. Rochelle is a member of the TMA,

RMA and CFA.

with my own growth and development
while helping to build relationships with
my peers. | would recommend learning
to play golf since many business-related
organizations have networking events at
the golf course. 1 would also say that itis
good to be aware of your core values and
be confident in speaking up or making
decisions to stay in alignment with your
core values.

What do you know now that you wish you
knew in the beginning of your career?

I’m a perfectionist, and in the beginning
of my career, | wish I would have been
more confident in my abilities and more
willing to speak up. I think I was afraid to
make mistakes and sometimes struggled
with receiving feedback; so, having a
thick skin, not taking things too person-
ally, and knowing that it is OK to make
mistakes can be critical to surviving. |
learned very quickly that being able to
effectively manage my time was impor-
tant. Work on developing, practicing, and
maintaining time management skills.

What kind of role has mentoring and/or
sponsorship played in your career?
Having a mentor helped me to gain per-
spective and confidence. I was fortunate
to have a mentor that believed in me and
pushed me to go outside my comfort
zone. As aresult, | developed more confi-
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dence and became eager to take on new
challenges. I have also served the role

of mentor with colleagues and that has
helped me to build stronger relationships
with them as well as improving how we
work together as a team.

What do you think the industry could
do to attract and retain the best and the
brightest today?

I think the industry could work on educat-
ing and making people more aware of
what opportunities exist in the commer-
cial finance industry, especially at the
high school and college levels. Having
networking events that are not sport-
related or at the golf course and that
involve activities of interest to women
might help attract women to the com-
mercial financing industry. Creating and
offering more leadership opportunities
for women in the workforce and creating
an environment that is more accept-

ing and encourages women to work on
maintaining a balance between work
and family should help with retaining
superstars. Offering continued training
and mentorship throughout one’s career
and advocating for various womenin
business organizations or affiliates that
are supportive and provide resources for
women in commercial finance might help
retain star candidates.
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Valerie Mason
Member
Oftterboury P.C.

What advice would you offer to women
just starting out in the industry?

Take advantage of all of the training pro-
grams offered by your employer, become
active in the CFA (both locally and at the
national level) and join the Women in
Commercial Finance Committee. CFA and
WICF provide great opportunities to keep
you updated on substantive business and
legal issues as well as other issues facing
theindustry as a whole. Also, attending
the various CFA educational programs and
events throughout the year will facilitate
your ability to enhance existing business
relationships and friendships and develop
new ones with others in the commercial

finance industry and the lending communi-
ty-at-large. You should be invested in build-

ing genuine connections, i.e, areal give
-and-take. You are asking for advice and in-
troductions, and you should be pro-active
in offering the same in return, if not im-
mediately, thenin the future. In addition,
while you are immersing yourself in your
own industry, don’t forget about keeping
up with and expanding your non-industry

alerie S. Mason is a member of the Banking and Finance department and
specidlizes in the representation of domestic and foreign banks, commer-
cial finance companies, and hedge funds, in the structuring and restruc-
turing of financing transactions, including revolving credit facilities and
term loans for acquisitions, refinancings, and restructurings and gyeneral

working capital needs, workout arrangements, acquisition financing, lender finance
fransactions, and Chapter 11 debtor-in-possession and “exit” financing facilities.

In addition to her substantive law responsibilities, for the last 14 years, she has been the
Hiring Member of the firm, and serves as a memlber of its Diversity Action Committee.

Valerie is a member of the CFA Women in Commercial Finance Committee, past presi-
dent and current member of the Board of Directors of the Women'’s Prison Association
& Home, Inc., serving as Chair of the Development Committee, and a member of the
Audit Committee, and a Trustee of The Brick Presbyterian Church in the City of New York.

Valerie recently received the New York State Assembly Woman of Distinction Award
from State Assembly Woman Rebecca A. Seawright.

contacts. You never know when they will
become important to you or some of your
other contacts. Network development can
bejustasimportant as skill development.
Stay in touch with your college classmates
and become involved in your alumnae
association and not-for-profit activities.
Participation in non-industry organiza-
tions will provide additional opportunities
to develop team and leadership skills and
at the same time broaden your network of
relationships. And last but not least, if you
don’t know how to play golf — learn, and
that advice is for women and men.

What do you know now that you wish you
knew in the beginning of your career?
Only half-jokingly, how importantitis to
know how to play golf, even if not well. Do
you sense a theme here?

Happily, I was lucky when | chose my
firstand current firm, Otterbourg P.C. Ot-
terbourg’s structure then and now affords
attorneys beginning their careers with real
opportunities to develop legal expertise
in the banking and finance practice area
and exposure to the business side of com-
mercial finance from the get-go. The depth
and breadth of experience of our lawyers
creates a natural learning atmosphere in
which new associates feel comfortable
asking questions of attorneys who have
seenitall and then some. We understand
that, when you are starting out, you are
in the learning phase of your career, and
we encourage questions. Additionally, we
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want to hear new perspectives and profes-
sional analysis.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring has played a very important
role in my career, both in terms of skill
development and for achieving short and
long-term career objectives. | thinkitisim-
portant to have at least two mentors: one
within your organization who can offer
regular support and encouragement and
help you navigate the corporate structure
and politics of your organization, and one
outside your organization who can be an
objective sounding board and offer guid-
ance and support of your career in a more
general way and with a wider world view.

What do you think the industry could

do to attract and retain the best and the
brightest today?

There are many promising initiatives
underway right now both at the individual
organization level and industry-wide.
These initiatives are acknowledging and
embracing the importance of diversity in
achieving successful outcomes. They in-
clude programs that provide opportunities
such as training, education and mentoring
and management initiatives that encour-
age participation from all team members
invarious areas of the organization’s busi-
ness and strategy.
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Bobbi Accord Noland
Partner

Parker Hudson Rainer

& Dobbs, LLP

What advice would you offer to women
just starting out in the industry?

I think thatitis important for young
women to be intentional in their careers
and to map out atan early age potential
professional milestones, no matter how
small or large. Also, it is extremely valu-
able and rewarding to cultivate internal
and external relationships with other
professionals throughout your career.
The relationships that | developed, both
within my firm and with clients and
friends at financial institutions and
other law firms as a young attorney, are
some of my most valued relationships
and continue to enrich my careeron a
professional and personal level.

What do you know now that you wish you
knew in the beginning of your career?

The practice of law in the commercial
finance areais a marathon and nota
sprint. To excel in our area, we have to
work at it every day. The most important

or more than 27 years, Bobbi Acord Noland has been engaged in structur-
iny, documenting, neyotiating and closing secured loan transactions for
financial institutions, including complex syndicated credit facilities. Bobbi

also has experience in structuring and closing international financial trans-
actions involving both secured facilities and receivables purchase facilities.

In connection with the representation of the firm’s lending clients, she also
has been involved in various workouts and restructurings of financing fransactions.

Bobbi is a Fellow of the American College of Commercial Finance Attorneys. She also
has been recoynized as one of the foremost banking lawyers in Georyia by Chambers
USA in Banking and Finance, a leading Banking practitioner by The Best Lawyers in
America and one of Georyia’s “Top Rated Lawyers” by Martindale-Hubbell and ALM.
She has been selected as a Georyia Super Lawyer for more than a decade and in 2008
was named one of the top 50 Georygia Women Super Lawyers.

Bobbi has served as an adjunct professor at Emory University Law School in Atlanta. In ad-
dition, Bobbi serves on the Firm’s Executive Committee and Compensation Committee.

part of our practice is knowledge of the
law. | would advise a young attorney to
start their advanced learning in both
finance and bankruptcy law at the very
beginning of their career and continue
to develop that knowledge on a con-
sistent basis with disciplined reading
and continuing legal education and by
stepping out of their comfort zone as
ayoung attorney to volunteer for chal-
lenging projects.

Also, business development starts on
the first day of your career with every in-
teraction that you have with clients and

the other parties to a finance transaction.

Business development has become in-
creasingly more important as the market
changes and developing and constantly
refining a business development plan
with the assistance of mentors should
reap positive results later.

What kind of role has mentoring and/or
sponsorship played in your career?

I have benefitted from excellent men-
toring at every stage of my career. | was
given opportunities to interact with
clients early in my career and to develop
my legal knowledge at an accelerated
pace. My mentors not only introduced
me to firm clients but also to their con-
nections with other members of the bar
and other professional colleagues. They
always have been great role models for
excellence and quality in providing legal
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services and have shown me leadership
skills that are based upon uncompromis-
ing ethics and morals. But, more impor-
tantly, they invested in me as a person
and notjust as a professional colleague.
As aresult of the strong mentoring that |
have experienced, | view it as my obliga-
tion and honor to continue to mentor
younger professionals.

What do you think the industry could

do to attract and retain the best and the
brightest today?

For both men and women, I think that
educating them not only on the funda-
mentals of our industry but also on the
value and rewards of a career in the fi-
nance industry isimportant. We should
cultivate new talent by listening to them
and continually improving and adapting
what we do to make sure that it remains
relevant and interesting.

Also, for women, it is key to continue
to promote women in leadership rolesin
the industry and also to think about ways
toinclude younger women in our indus-
try in panels and committees at both the
national and local levels. Senior mentors
also canintroduce women more directly
into our professional and social inter-
actions with both men and women so
they see the relationships that we have
developed and start developing their
own network of friends and colleagues in
ourindustry.
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Katherine Bell
Partner
Paul Hastings LLP

What advice would you offer to women
just starting out in the industry?

Take ownership of your professional devel-
opment and actively influence the direc-
tion of your career. While top performance
is a baseline requirement for success,

just putting your head down and throw-
ing yourselfinto your work is often not
enough to achieve professional success.
Your goals and milestones may change
along your path forward. Itis critical to
periodically take time to reflect on your
performance, your trajectory, and your
goals and to redirect or adjust course in
response. This exercise will better position
you to proactively influence the direction
of your career, instead of simply reacting
as things come your way.

Remember that you have the reins - it
is your responsibility to take your career
in the direction you want to go. Gather
information, explore opportunities, and
make it known what you are trying to
achieve.

Playing an active role in your profes-

group.

atherine Bell is a partner in the Finance and Restructuring practice of
Paul Hastings and is based in the firm’s Orange County office. Katherine
was a co-founder of the Firm’s Altfernative Lender and Private Credit

Her practice focuses on complex commercial and corporate finance transactions.
Katherine regularly represents banks, alfernative lenders (including insurance com-
panies, funds, and specialty finance companies), and other lenders in credit facilities
(both cash flow and asset-based), acquisition financinys, structured financings, and
other leverayed finance transactions that span the capital structure. Her financing
matters frequently occur in conjunction with leveraged buyouts, restructurings, or
recapitalizations, and involve both domestic and ylobal businesses across a broad
ranye of industries. The structured nature of the positions her clients take in the capi-
tal structure necessitate sophisticated intercreditor advice. Katherine is well versed in
neyotiating intricate intercreditor relationships on behalf of her clients in both senior
and junior positions, including Tst lien/2nd lien transactions, split collateral arrange-

ments, and unitranche fransactions.

Katherine recently co-authored Assef-Based Lending: A Practical Guide to Secured
Financing (Practising Law Institute, 8th ed. 2015), which is yenerally considered to be
the definitive freatise on asset-based lending.

sional development will positively impact
the satisfaction you find in your work and
will position you for success.

What do you know now that you wish you
knew in the beginning of your career?

Itis okay to say no. Thisisanimportant
lesson and one that I still struggle at
times to implement. While | think it
isimportant to consider many of the
opportunities that you will encounter
along your professional path, sometimes
the best course of action is to decline

an opportunity. Be thoughtful, con-
sider what is at stake, and explain your
rational when appropriate. Sometimes
declining an opportunity is necessary in
order to address other priorities. Also,
sometime you have to walk away from
one opportunity in order to make room
for new ones.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship have been
absolutely critical to my professional
development. I've been blessed with a
number of incredible relationships in that
vein over the course of my career, and
many continue to play importantrolesin
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my success today.

In my experience, no one achieves suc-
cess alone. I think the mostimportant role
that mentors and sponsors have played for
me has been to push me to perform out-
side of my comfort zone in order to bring
new challenges and opportunities within
my reach. My mentors have also acted as
sounding boards as I've considered how
to approach challenges and opportuni-
ties. Having access to their experience and
perspective has been invaluable.

What do you think the industry could

do to attract and retain the best and the
brightest today?

I think that one of the biggest challenges
that thisindustry facesis thatitis viewed
as very conservative and traditional. Many
newer professionals today are looking
forarole that excites them - something
dynamic and cutting-edge where they

are making a difference. The commercial
finance industry offers countless exciting
opportunities around the globe and has
enormous impact on the communities
around us, but we have to better market all
of thatin a targeted way to get the atten-
tion of young professionals and to address
their priorities today.
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WOMEN IN COMMERCIAL FINANCE CONFERENCE
September 28th, 2017 = New York, NY

The CFA Women in Commercial Finance Committee is proud to present
an in-depth conference designed to provide real-life tools and examples
on how to advance your career. This half-day conference, taking place
ahead of the 2nd 40 Under 40 Awards celebration, will bring together
some of our industry’s leading female executives and employment
professionals to offer their insights and tips on navigating issues faced
and a path to success in today's work environment. Our conference will
be highlighted by special keynote speaker, Sallie Krawcheck.

With a reputation for integrity, creativity, independence of thought, a Featuring Guest Speaker
sense of humor and an unrelenting focus on results, Sallie Krawcheck Sallie Krawcheck

has built a career that has reached the top levels of success across a

range of functions: as a senior corporate executive, as a research analyst September 28th, 2017

and now as an entrepreneur. In her new book, Own /t: The Power of 150 East 42nd St.

Women at Work, Sallie describes a new kind of career playbook for a Corner of 3rd Ave.

New York, NY

new era of feminism, offering women a new set of rules for professional
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success: one that plays to their strengths and builds on the power they

already have. FEE $220 MEMBER/NON-MEMBER

Contact Jeff Walsh @ jwalsh@cfa.com
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CFA'S WOMEN IN COMMERCIAL
FINANCE COMMITTEE

Registration includes a special reception the evening of
September 27th at the offices of Paul Hastings in NYC.
Space is limited = sign-up today!
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Kathleen Z. Lepak
Senior Vice President,
Market Managyer
People’s United

Business Capital

What advice would you offer to women
just starting out in the industry?
Identify someone senior in the organiza-
tion as a sponsor - an advocate for you
within the organization who will guide
you in your career choices and represent
you well with others in the hierarchy.
This person should have a view to the
quality of your work, your integrity and
your commitment to the business. Com-
municate frequently with your sponsor,
ask for feedback and solicit projects that
will accelerate your education in the
business, as well as build your visibility
with both your team and the business
hierarchy. Pay attention to the business
results - ask your sponsor to share high
level performance, and discuss general

strategy. Take the time to correlate activi-

tiesin the business with success - this
practiceisinvaluable in shaping your
experience in identifying the factors that
drive optimum performance.

ate has been an asset-based lending professional for her entire 30+
year career, holding sales management and executive positions with
Wells Fargo Business Credit, GE Capital and Citigroup, managing
growth and transition in the ABL businesses of these Fortune 500 com-
panies. She currently serves as the ABL business director for People’s

United Business Capital, manayging the business, including the portfolio, underwriting,
and sales teams. Kate is responsible for yrowiny the business in the Northeast, as

an important component in the banks’ business strateyy to grow its middle-market
presence. In addition to her business experience, Kate has participated in industry
associations in leadership positions. She held Board positions with the Turnaround
Management Association and the Commercial Finance Association. Currently, Kate
is a member of the Executive Committee at the CFA. She is a former chair of CFA's
Women in Commercial Finance Committee and the current chair of the Commit-

tee’s Strateyic Planning Subcommittee.

Kate holds a BA deyree from the University of Connecticut and an MA deyree from

Trinity College in Hartford, CT.

What do you know now that you wish you
knew in the beginning of your career?
Early onin my career, | did not pay much
attention to the broader perspective of
opportunity across the industry and, con-
sequently, did not set a career strategy. |
wish | knew then that there are a myriad
of paths you can take, and professionals
in the industry to connect with. Iam very
fortunate to have found, incidentally,

the career path that was well-suited to
me. Maybe it’s luck, hard work, or a little
of both. Our younger professionals have
the benefit of a broader perspective. The
career preparation that occurs in the col-
leges and universities, along with the re-
turn of credit training programs in some
institutions, provide a view to the market,
amore detailed explanation of purpose
of various financial services businesses,
as well as connections to professionals in
the industry to help those in the earlier
stages of their career make strategic deci-
sions in their career planning.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring is very important as it relates
to self-awareness and the development
of strengths and skills required to ad-
vancein acareer. It provides an ongoing
dialogue that helps to define a direction
toward goals. Sponsorship is different,
but equally important, as a sponsor
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provides the visibility within the organi-
zation to showcase a person’s value to
the business. Mentoringisalong-term
relationship of support and development;
sponsorship is positive representation
and advocacy toward career advance-
ment.

What do you think the industry could
do to attract and retain the best and the
brightest today?

We should focus on recruitment and
credit training as an ongoing and very
important part of staff development. Be
present on college/university campuses,
build relationships with career develop-
ment offices at these schools on a long-
term basis. Advocate for management
and credit training programs within the
institution that include rotations for well-
rounded experience, as well as exposure
to senior management. Be aware of the
market value of younger professionals
and take care to keep pace with acceler-
ated compensation as they grow into
their roles and gain experience. Provide
mentoring, coaching and sponsorship to
keep a clear view of career aspirations
and expectations with your team mem-
bers so that there is an open dialogue
about meeting every need.



Know-how gets noticed.

Congratulations to

Kate Lepak
on her recent reggnition
for being named a
Leading Woman in
Commercial Finance.
Kate truly is a business expert who stands
out from the crowd and demonstrates her

leadership qualities, while going above and
beyond for her customers.

Peoples United
Business Capital

A division of PeoplesUnited
\—— Bank®

peoples.com

©2017 People’s United Bank, N.A. | Member FDIC | =Y Equal Housing Lender




| What does your
*‘ funding partner
4 look like?

If someone doesn’t quickly come to mind,
you may want to question if you really have a “partner.”

At RapidAdvance, we’re with you from the get-go. With the products, services and
know-how that get the best deals for your customers. And the dedicated support that
makes your life easier, and more profitable.

RapidAdvance focuses on being a true partner to factors and ABLSs.

We'll work with your clients the way you see fit.

If you can’t pick your partner out of a line-up, pick a different partner.

Choose ADVANCE.

™

Gina Mackenzie: 973-580-0497
gmackenzie@rapidadvance.com

Donna Hinrichs: 630-336-0024
dhinrichs@rapidadvance.com

Financing up to $1 million Simple refinancing
Funds available in as little as 2 days Complete process transparency
: » W Wal]
www.RapidAdvance.com Rr<ars

The difference is in the details. ADVANCE



Donna Hinrichs
Strateyic Partnerships Manager
RapidAdvance

What advice would you offer to wom-
en just starting out in the industry?
Find a company who has the same
philosophies on teamwork, leader-
ship and sense of values as you do. It
can take a lot of due diligence on your
part to be successful with your first
round of interviews. Be persistent. Ask
as many questions as possible. You
areinterviewing them as well as they
areinterviewing you. Find a company
that you can be proud to represent. Be
true to yourself; you can’t pretend to
be someone else, at least not for very
long. Find opportunities to network
with other women in the industry; it is
essential for all women in business.

What do you know now that you wish you
knew in the beginning of your career?

| was apprehensive about voicing my
opinion so | would either apologize

in advance or not speak up atall. My
mentor told me to “always speak up.”
Be sure to share your ideas with your

onna is a strateyic partnerships manayer in RapidAdvance’s Factor/
ABL Divison. In that role, she and a yrowing feam are dedicated to
helpiny factor and ABL partners provide additional funding to their
existing and prospective clients.

Donna joined RapidAdvance with 20 years of factoring and ABL experience, having
worked for some of the best companies in the industry.

*I know it can be difficult for small businesses to find working capital,” Hinrichs says,
“but | can reach out to factors and asset-based lenders to show them just how easy
it is to provide their clients with reasonable, reputable solutions to the clients stretch

piece and over.”

A ygraduate of Southeast Missouri State University, Donna is active in the TMA, IFA and
CFA. She was past President of the Midwest Chapter of the CFA in 2011. She currently
is on the Women in Commercial Finance event committee in Chicago, Chairperson

of the Entrepreneurial Membership subcommittee, and a member of the CFA Annual

Convention Planning Committee.

co-workers, mentors and network. You
could easily have an alternative take
on asituation and it could be a game
changer. Some ideas will fall flat and
others will be successful.

I also believe that the power of a
strong network is an essential tool for
being successful. Whether itis social
networking, such as LinkedIn, Face-
book or Twitter, or networking at an
event, itis a way to be better connect-
ed than ever. Networking is something
I enjoy and look forward to. Whether it
isanational CFA event or a local event,
| always come away with new addi-
tions to my network and reconnect
with others.

What kind of role has mentoring and/
or sponsorship played in your career?
I have had several great mentors dur-
ing my career. Early on in my factoring
and ABL career, Larry Meek, who has
since retired, was an important role
model and coach. When | began my
career almost 20 years ago, | was one
of a handful of women in factoring.
Larry encouraged me to take chances,
to think outside of the box, and take
charge of situations. l also had two
very important CFA mentors, John Ross
and Chris Foltman. They are both past

presidents of the CFA Midwest Chap-
ter. They encouraged me to become
involved in the CFA, which ultimately
led me to becoming president of the
Midwest Chapter.

What do you think the industry could
do to attract and retain the best and
the brightest today?

Awork life balance is truly essential in
today’s marketplace. Millennials are
demanding more and more from their
careers. Although money is a big deter-
mining factorin a career, itis not the
only key to retention. The industry will
need to create the type of professional
environment that not only attracts the
best and brightest but retains them as
well. Feeling professionally fulfilled is
one of the key determiners for reten-
tion. | have heard from many starting

outin the business that feeling passion-

ate about what they are doing, making
adifference, acquiring new skills or ca-
reer progression are key determination
factors to their choice in careers. Our
industry must take on an active rolein
creating the type of environment that
not only attracts the best and brightest
but allows them to thrive.
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Gina Mackenzie
Director of Strateyic Partnerships
RapidAdvance

What advice would you offer to wom-
en just starting out in the industry?
To be perfectly cliché, hook your wagon
to a star. Find someone you admire,
trust and know will guide you without
judgment. Good mentors are invalu-
able. You don’'t know what you don’t
know and people are typically glad to
share their thoughts and experiences.

What do you know now that you wish you
knew in the beginning of your career?
Sometimes it’s better to keep your
mouth shut even if you know (think)
you are correct. Good business
includes diplomacy, not just being
right. It wasn’t an easy lesson fora
Jersey girl with a big mouth, but once

| figured it out, it helped my business
relationships immensely.

I also wish | had realized earlier to
take a macro look at situations/proj-
ects rather than just focusing on my
own particular part. Looking back, |
recognize that there were times that

New York University.

ina Mackenzie is the director of Strategic Partnerships at RapidAd-
vance. Gina earned a Bachelor Deyree of Science in finance and
communications from Lehigh University and a Master of Finance from

A seasoned industry professional with substantial experience in the financial services
arena, Gina joined Rapid from another advance provider. Prior fo her involvement in
the working capital space, Gina served in various capacities at investment banking
and commercial lending firms including Credit Suisse First Boston, CIBC World Markets,
Prudential Finance, and Affinion Benefits Group.

Gina is an active member of the CFA and currently chairs the newly launched men-
tor program for the Association. She lives in Chatham, New Jersey and accordingly
is a huge fan of The Boss, Mr. Bruce Springsteen. An avid traveler for her job, Gina
enjoys beiny in new places and meeting all kinds of people, but is always happy to
return to Jersey and her yirls, Molly Belle (13) and Madeline Joy (10).

| was so absorbed in my assigned
task(s) that I didn’t step back and
evaluate the larger endeavor/goal.
Had I done so, | may have been able to
add more value than solely completing
my appointed duties.

What kind of role has mentoring and/
or sponsorship played in your career?
I had three incredible mentors and
was able to advance my career and
handle issues more adroitly based on
their advice and experience. Two of
my mentors played a more ‘formal’
role — took me to structured meet-
ings and networking events, allowed
me to listen to their conference calls,
and reviewed my work product while |
learned the language and procedures
that were new to me on Wall Street.
My last mentor was more informal -
we used to joke that she was my “Bat
Phone.” At that point, | was a further
alongin my career and felt that |

was expected to know more and act
more independently. When | wasn’t
sure about something that I felt I was
expected to know, | could ask her
without feeling sheepish or embar-
rassed. She made me feel comfort-
able posing questions in situations
where | may have otherwise been too
concerned about negative perception
to speak up.

REGISTRATION IS OPEN FOR CFA’'S ANNUAL CONVENTION IN CHICAGO! WWW.CFA.COM

Additionally, | try to remember
that though age and experience
would typically put mein the role of
‘mentor,” | will always benefit from
being the ‘advisee.’ Throughout the
CFA mentor program, | have learned
things from my current mentee that
were incredibly valuable. Who knew
that you could use your phone to pay
for parking meters in some areas? Not|,
until I was guided by my mentee whilst
trying to avoid a parking ticket at a busy
conference! Sounds like a simple lesson,
butit has helped me in subsequent
travel. Being attentive to feedback from
my peers and superiors rounds out my
professional development.

What do you think the industry could
do to attract and retain the best and
the brightest today?

Embrace (or at least acknowledge) the
differences between the “new genera-
tion” and when we started out. Over
the years, the world has been trans-
formed: technologically, politically,
economically; we can’t hold newcom-
ers to the same standards to which we
were held. Thisisn’t to say that the
standards have been lowered - they
have just changed.



Sandy Newman
Senior Operations Manayer
Riviera Finance

What advice would you offer to wom-
en just starting out in the industry?
Be persistent and stick with it. Keep
your ears open and listen to the
people around you. Never be satis-
fied with your position. Continue to
strive for growth. Continue to make
contacts with others in the industry so
that you expand your knowledge base.
Take pride in yourself.

What do you know now that you wish
you knew in the beginning of your
career?

With each success there will be a
challenge around the corner. And with
each challenge you will gain more
knowledge and get stronger. The im-
portance of networking within the in-
dustry. There are hundreds of compa-
nies that do the same thing and we are
all basically competing against each
otherin the same market. But that
doesn’t mean there can’t be coopera-
tion. I've often reached out to others

andy Newman is an operations manayger at Riviera Finance in Los
Angeles, CA, an accounts receivable (“factoring”) company. She
started her career at Riviera in October 1985 while aftending high
school. Sandy found a job posting on the board at school for a file/mail

clerk and applied. She worked three hours each afternoon after school
and earned $4 per hour. During the next 10 years, Sandy was very motivated and
involved herself in nearly every position (account executive, senior account execu-
tive, administrative assistant) in the office and soon after was promoted to operations
manager in March 1995. When she became ops manager, the office outstandiny
was approx. $2.3m and throughout years has grown to over 200 active clients. The
territory Sandy managyes is Southern California and Western Canada. Her office staff
of 18 is also very tenured with af least half of the employees having over 15 years of

experience.

Fast forward 32 years later: Sandly is still enjoying her career at Riviera Finance while
continuing to manaye a very successful office. Outside of the Riviera world, Sandy

loves to travel and shop.

in my position or had others come to
me with advice or questions about cli-
ent circumstances experienced, good
or bad. If I can help someone else
avoid a pothole that got me, then it’s
better all around. On a personal note,
some of us would like a peek into the
future. In my case, it would have been
wonderful insight to know that 32
years later | would still be working at
a great company called Riviera while
managing a very successful office.

What kind of role has mentoring and/
or sponsorship played in your career?
It’s been very important. The owner-
ship, VPs, HR, IT, Legal and my fellow
managers are a very active and sup-
portive group. The majority of us have
grown up together at Riviera. To be
able to have access to people whom
you can go to for advice, who are will-
ing to listen and engage in a conversa-
tion that allows you to explore your
thoughts and concerns while receiving
valuable feedback that allows you

to grow in your decision-making has
been very beneficial in my career. And
I am now in the position to reciprocate
and provide that same type of mentor-
ship with others within my company.

What do you think the industry could
do to attract and retain the best and
the brightest today?

I think that expanding beyond the
known walls of the finance world
through trade shows, job fairs, social
media, etc. will help to introduce our
industry to those who are unfamiliar
withit. I think more education and
communication needs to be forthcom-
ing, striving to prove the factoring
industry is an industry that helps busi-
nesses to grow and achieve their full
potential. If people knew more about
the client interaction and the satis-
faction you getin seeing a company
succeed and how fulfilling it can be,
more people may be interested. It’s
more than just a job with numbers; it’s
about the owners, the employees, and
all the other people you get to help
and the relationships you form.
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essica is a senior field examiner at Rosenbery and Fecci Consulting, a New
Jersey- and Connecticut-based financial services firm focusing on collat-
erdl field examinations. Jessica has taken on increased responsibility in her
five years at Rosenbery and Fecci, proyressing from an assisting role to a
leadership role on client engagements. She is responsible for leadiny col-
lateral field examinations for factoring, ABL, floor planning and other facilities typically
ranging from $1,000M to $15,000M. Jessica has also assisted on larger deals exceeding
$100,000M and is well-versed in multiple industries. She interfaces with the client’s ac-
counting staff, controllers and CFOs to yain a full understanding of potential collateral
issues and clearly commmunicates findings to lender relationship managers and credit
officers.

Prior to Rosenbery and Fecci, Jessica worked for over five years as a civilian budget
analyst for the U.S. Army Department of Defense. She was a memiber of a high visibility
branch, responsible for the maintenance of several Army budgyets totaling over $1 bil-
lion. Jessica gyained valuable financial and analytical experience from her position with
the DOD.

Jessica is the first person in her family fo have gyone to colleye. She has a BA in account-
ing from Rider University and is pursuing an MBA with a concentration in accounting.

Jessica Durand
Senior Field Examiner
Rosenbery and Fecci Consulfing

What advice would you offer to women
just starting out in the industry?

My advice to women just starting outin
the industry is that confidence is your
best asset. | wouldn’t recommend be-

ing arrogant or vain, but you can show
others that you are capable of handling
difficult tasks by always maintaining
your composure and poise while meeting
workplace challenges head-on. Having
a‘can-do’ attitude will go along way to
effectively performinginaroleand to
attaining professional success. Even if it
means sometimes working out of your
comfort zone, if you believe in yourself
and your abilities, others will be more apt
to believe in you too.

What do you know now that you wish
you knew in the beginning of your
career?

In the beginning of my career, | wish |
knew that it really was ok to ask a lot of
questions. | thought that asking ques-
tions would lead people to think that

I was ill-fit for my role. | didn’t realize
that, by doing so, the more involved you
become and the faster you progress. For
example, when | first started out as a field
examiner, asking one simple question on
how to do something almost always led
to more in-depth conversations about
why we do the things we do or why

this really matters to the task at hand.
Through simple conversation, broad
concepts were connected and linked in
away that painted a clearer picture for
me. | wish | had realized sooner that most
people are not hired because they are ex-
pected to know how to perform all of the
functions of their job; rather, they were
chosen because they exhibited qualities
that showed management they were go-
ing to be able to succeed in the role.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentorship has played a major role in my
career. Any chance | have had to follow a
senior’s lead or imitate the way they do
things, I've taken it. Every company has
adifferent culture and a different way of
doing things. As a junior employeein a
new position, | believe it is important to
pay attention to your superior’s behav-
iors and actions throughout the course of
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the workday. From communication styles,
physical mannerisms and even organiza-
tional skills - if you have the opportunity
to learn from someone more experienced
than you, take it! Even better, be direct -
ask for feedback on your work and follow
it. This will not only show your colleagues
that you are eager to learn and that you
areresults-driven; but also, that you are
capable of understanding concepts and
applying them to your work.

What do you think the industry could
do to attract and retain the best and the
brightest today?

To attract and retain the best and bright-
est employeesin ourindustry, | believe
thatitis vital to make sure there are
visible opportunities for professional ad-
vancement and career development. Al-
though a job well-done gives employees
a personal sense of purpose and pride,
being recognized within the company
goes along way in improving morale and
employee retention. Employees should
be able to work towards pre-determined
promotions or opportunities within their
organization. Having these milestones
laid out and available for any employee
to achieve will ensure that all staff mem-
bers are on an even playing field.



Rosenberg + Fecci
Would Like To Congratulate

Jessica Durand on her
Incredible Years Of Service

Rosenberg + Fecci is a full-service
financial consulting firm delivering
the industry’s highest quality field
examinations for more than 20 years.

R&F provides lending institutions and investors a broad
range of due diligence and financial business services,

with a particular focus on field examinations.

www.rosenbergandfecci.com

'~‘ ROSENBERG+FECCI

Insight beyond the numbers ™

O Our management team includes the firm'’s five partners which have a

great depth of experience and knowledge in lender services. In addition,
each partner comes from a variety of backgrounds and industries,
including Asset-Based Lending, Financial Control, Banking, Operations

Management, Finance, Auditing, Underwriting and Public Accounting.

R&F maintains an information security policy to safeguard against
unauthorized data access. Additionally, we have developed Security
Incident Management Policies in the event of a data breach. R&F has
received a satisfactory rating or better from six major banks regarding
“Information Technology Security Assessments”. In addition, each
examiner is equipped with the latest, high performing technology to

complete their assignments.

We'll help you navigate your business landscape.

Headquarters:

623 River Road, Suite 9
Fair Haven, NJ 07704
(732) 933-4815

Connecticut & New England:
1 Padanaram Road, Suite 147 e

(203) 744-8040 Insight beyond the numbers™
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Cassie Rosenthal
Senior Vice President
Rosenthal & Rosenthal, Inc.

What advice would you offer to wom-
en just starting out in the industry?
Don’t be afraid to speak up, ask ques-
tions, or challenge ideas. In an indus-
try with a long history, certain practic-
es may be in place simply because that
is how they were always done. Women
just starting out have the unique
advantage of having a fresh perspec-
tive. What may seem obvious to you
may not be to your veteran colleagues.
Furthermore, women are intuitive and
excellent listeners. Use that to your
advantage to better understand your
colleagues and clients and to inform
your ideas.

What do you know now that you wish you
knew in the beginning of your career?
That change is (almost always) a good
thing. People change jobs, compa-
nies, cities, and careers all the time.
Without change, you can’t expand
your horizons and skillsets, meet new
people, experience new challenges

assie Rosenthal brings diverse experience and a wealth of expertise to

Rosenthal & Rosenthal, Inc. She has dual responsibilities at the firm, man-
aying both business development and marketing efforts. Cassie is highly
skilled at sourcing and developing new relationships with management

and senior-level executives at a wide range of companies. In addition
to her business development responsibilities, she has also been instrumental in creat-
iny an integrated marketing strateyy for Rosenthal, including its recent rebranding.

Prior to joining her family’s business in 2012, Cassie co-owned and operated two art
yalleries (Goff + Rosenthal) for nearly a decade, one in New York and one in Berlin.
She is one of the founding members of the New York Advisory Board for Let’s Get
Ready, a nonprofit supporting first-yeneration college-bound men and women and
low-income high school students through the colleye-goiny process. Cassie serves
as President of the Board of Directors for Women Helping Other Women (WHOW), a
charitable professional networking group that helps women and children in need.
She is also on the board of the New York Institute of Credit (NYIC) and is a great sup-

porter of the CFA and ORT.

Cassie has been featured in The Wall Street Journal, The New York Times, Art + Auc-
tion, and Arfnet, and has appeared on BBC Radio and CNBC. She received a BA
from Colgate University and a Master in Art History from the Sotheby’s Institute in

London.

or push yourself beyond what you
thought yourself ever capable of. |
would tell my younger self to embrace
every opportunity and not to be afraid
to put myself out there. You would be
amazed at what unfolds when you do.

What kind of role has mentoring and/
or sponsorship played in your career?
The best mentors | ever had were my
parents. | was fortunate to have their
guidance and support as | navigated
both my studies as well as my diverse
career paths. Subsequently, | have
always thought it important to pay
that forward to others. | have been
mentoring students since I was in high
school and continue to do so today.
Opportunities are all around us but it
helps if you have someone supportive
in your corner to encourage you to
seize them.

What do you think the industry could
do to attract and retain the best and
the brightest today?

In addition to our individual company
efforts to recruit today’s best and
brightest, we would all benefit from
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more effective collaboration within
the industry to strengthen the overall
messaging and image we portray,
especially toward young people just
starting out in their careers. Pooling
resources, sharing best practices, and
generally creating a more open, trans-
parent environment would give all of
us - bankers, factors, lawyers, accoun-
tants, and others - a more unified and
consistent platform to attract, recruit,
train, and develop top-notch talent.
Working together to develop collab-
orative presentations that represent
various disciplines and career paths
(finance, factoring, legal, accounting,
and others) could be particularly ben-
eficial in recruiting efforts at graduate
schools, universities, and even high
schools.



Kathleen M. Barrett
Director, Marketing &
Communications

Scarygo Hill Capital

athleen Barrett is Scargo Hill Capital’s director of marketing and
communications, responsible for the planninyg and execution of firm'’s
corporate marketing and communications strateyy. Kathleen directs alll
media and community relations, branding, advertising, market research
and digital/social media activity for the firm. She also manages Scargyo
Hill's sponsorships, events, employee development and training initiatives and corpo-
rate relationship building across relevant industry sectors.

Kathleen brings more than 10 years of marketing experience within the financial
services industry. Prior to joining Scargo Hill Capital, she was the director of marketing
at Brighton House Associates, a Boston-based capital introduction firm where she
supported the marketing and loyistics of the organization’s annual conference. Pre-
viously, Kathleen was the assistant vice president of marketing and communications
at Salus Capital Partners, where she was responsible for all infernal and external com-
munications, including email marketing, public relations, social media and corporate
philanthropy. Kathleen has also held positions in marketing at affinity credit card
founder The Kessler Group, and non-profit American Consumer Credit Counseling.

Kathleen graduated from Saint Anselm Collegye with a deygree in business.

What advice would you offer to women
just starting out in the industry?
Women or men, no matter the industry
— always trust your instincts. Your gut is
your best guide when making decisions.
Five years ago, | was looking to leave my
role at a non-profitin hopes of making
the next big jump in my career when |
interviewed with a company and was
promised the world. The problem was
they didn’t put any of those promises

in writing, so my gut told me to force

the issue, because something didn’t feel
right. When 1 did, | was met with nothing
but negativity and was told | didn’t seem
to be a “team player” - | politely declined

their offer and waited until | found a com-

pany that was just as passionate about
me as | was about them.

What do you know now that you wish you
knew in the beginning of your career?

It’s okay to make mistakes on the job,

but be sure you learn from each of them.
I’m not suggesting that one purposefully

make a mistake that may cost themselves
or their employer, but rather that you
likely learn the most from the mistakes
you make on the job. At the beginning

of my career, | feared making mistakes,
not wanting to disappoint my boss, my
company or myself. But, as my career

progressed, | have found that making mis-

takes on the job, big and small, has not
only humbled me, but has given me the
opportunity to apply lessons learned into
future projects, both professionally and
personally. Surviving those mistakes and
moving on from them has also helped me
to let go of the fear associated with a risk
ora mistake.

What kind of role has mentoring played
inyour career?

I have been lucky enough to have three
individuals whom I consider the biggest
influencers in my career. They all had
one thing in common, trust. One of them
trusted that what I lacked in experience,
I made up forin enthusiasm and a desire
to learn and build my career. One of them
trusted that | wasn’t out to take their job,
but rather was there to help and improve
our processes to increase the productiv-
ity of the department. My most recent
mentor trusted | had the experience and
wherewithal to lead multiple strategic
projects concurrently. I have learned

two important things when it comes to

mentoring. First, it is important that you
don’t force a mentor relationship, that
you let it develop organically and second,
oftentimes you don’t realize someone has
been mentoring you until you look back
on how you have grown since beginning
arole.

What do you think the industry could
do to attract and retain the best and the
brightest today?
Challenge your employees and provide
development opportunities. The sole
reason | left my past employers was
because I nolonger feltas if | was being
challenged or encouraged to develop
my skills. Fostering the development of
your employees shows not only your ap-
preciation for their commitment to their
current job function but also your trust
in their ability to take on more respon-
sibilities. I’'m lucky enough to have been
encouraged to join the CFA’'s Women in
Commercial Finance Committee and to
attend not only their meetings, but other
industry events and gatherings. Providing
these types of opportunities shows you
place valuein the professional develop-
ment of your team and will breed loyalty.
Put the effortinto building your team
and your team will put the effort to help
you grow your company.
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Congratulations to
TC Wilde and Barbara Coffin

Sterling National Bank is proud to support
Women in Commercial Finance

ASSET-BASED LENDING

Creative asset-based financing
solutions to fuel the growth of
your business.

Sterling National Bank’s financing solutions
allow you to leverage a variety of tangible
assets—your accounts receivable, inventory,

equipment, real estate, and more. We service
a range of business categories, including
wholesalers, distributors, manufacturers,
staffing, and service companies.

We apply an in-depth understanding
l STE RI—I N G of your industry to provide the support

NATIONAL BANK needed to help you grow.

For more information, please contact:
Expect extraordinary. Michael Haddad
President, ABL
214-242-5801
mhaddad@snb.com

snb.com FDI =



Barbara J. Coffin
VP Portfolio Managyger
Sterling National Bank

What advice would you offer to women
just starting out in the industry?

The best advice | could offerawoman
starting outin the industry is do not
underestimate the power of networking.
Find an industry group, like the CFA or
WFE, and get involved. Getting involved
in one of these trade groups will allow
you to develop relationships and gain
knowledge and perspective from women
who have already conquered this male-
dominated industry. Also importantis to
find someone, whether within the com-
pany you are employed at orin one of the
trade groups, to act as a mentor or role
model. A strong mentor will allow you to
share experiences and gain encourage-
ment with the goal of providing career
advice as well as both professional and
personal enrichment.

What do you know now that you wish you
knew in the beginning of your career?

I have learned so much in the many years
that | have been involved in the commer-

arbara has over 30 years of ABL/commercial lending experience in Dal-
las TX. She yraduated from Texas Tech University with a BS in child devel-
opment. After determining she didn’t desire to be a teacher, Barbara
beyan taking accounting and business classes at night, completing
40-plus hours, while working as a collateral analyst at Wells Fargo Busi-
ness Credit/Security Pacific Business Credit. She was promoted to assistant account
executive, prior to the Dallas office of Security Pacific Business Credit relocating to
California. Barbara remained in Dallas and joined Transamerica Rental Finance as a

collateral/financial analyst.

In the early 1990s, Barbara joined Barclays Business Credit, which, through acquisi-
tions, became Shawmut Capital and then Fleet Capital, as a collateral analyst
before being promoted to senior collateral analyst. In 2000, she moved to CIT Busi-
ness Credit as an operations manager and participated in a corporate-wide business
process review, rewriting corporate policies and procedures. She was then pro-
moted to credit analyst, and then account executive. After 15 years with CIT Business
Credit, Barbara had the opportunity to move to NewStar Business Credit, now Sterling
National Bank, where she is currently a portfolio manager.

cial finance industry, but I think the one
thing I wish I knew then is the impor-
tance of networking and staying con-
nected. Networkingevents can providea
laid back atmosphere to chat with people
of similar backgrounds which can lead to
many opportunities to grow personally
and professionally.

What kind of role has mentoring and/or
sponsorship played in your career?

| believe mentoring has played a very
important role in my career development.
| have always had strong mentors/role
models that | followed and from whom

| learned a vast majority of what | know
today. Having strong mentors through
the years has provide me with encour-
agement and someone to emulateas |
grew in my knowledge and experience.
Atrusted mentor can provide you with
asounding board to bounce off ideas in
an unfiltered environment and will offer
acandid opinion to see the potential
impact of the ideas. During the time that
I was transitioning from operations to
portfolio management, | was fortunate to
find a mentor that | could sit down with
and talk openly about my concerns and
whom | could go to with any question
and not be made to feel incompetent. |
also made many connections through my
mentors over the years which provided
me the opportunity to grow my network

of friends and colleagues that | may not
have had otherwise.

What do you think the industry could
do to attract and retain the best and the
brightest today?

Visit universities and colleges to

promote the industry. | believe spon-
soring internships and analyst training
programs would help introduce young
people to the industry and would attract
new applicants. The opportunities for
employment in the commercial finance
industry are endless, but unless you
know someone or know where to look, it
is hard to find information about careers
in the industry. Perhaps getting informa-
tion about jobs and career opportunities
out on social media through applications
like Facebook, LinkedIn would help to
engage younger generations. | believe
that promoting mentoring and providing
training and leadership development pro-
grams will help advance employees and
retain the best. I think that training and
developmentis one of the key drivers for
retaining talent. Offering the opportuni-
ty to gain new skills and experiences will
increase motivation and job satisfaction.
Providing a clear career path and training
programs to help develop and grow em-
ployees will resultin retaining the best.
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efore starfing in the ABL industry, TC studied business administra-
tion and received a Bachelor Degree from Our Lady of Holy Cross
College and a Master Deyree from Loyola University. TC’s approxi-
mate 20 years of ABL experience includes proyressive positions

in field examination, portfolio management and underwriting.
Through these various roles, she has yained experience in structuring and moni-
toring different types of loans including hard-core or “old school” ABL, ABL lite,
cash flow and unitfranche facilities. She has also gained experience in working
with different managers, management styles, cultures and credit appetites. By
working at various institutions, both in the regulated and non-regulated world,
TC has been exposed to a wide range of companies, industries and situations
including acquisitions, divestures, dividend recaps and distressed situations in
the US and Canada. What does all of this say about TC? It says she is a dynam-
ic, eneryetic and well-rounded employee who's lookiny forward to continued
growth. And, when she’s not applying or developing her ABL skills, she’s usually

TC Wilde
Senior Underwriter
Sterling National Bank

What advice would you offer to wom-
en just starting out in the industry?
Don’t be afraid to ask questions. In
fact, ask lots of questions. ABL, like
most industries, has its own vernacu-
lar - filled with acronyms, abbrevia-
tions, slogans, etc. As a new AE, | kept
a notebook with me. I'd write down
everything | read or heard that 1 didn’t
understand - acronyms, words, loan
document sections, expressions, con-
cepts, comments, anything, really. I'd
discuss each one with my team leader
during our scheduled weekly meeting.
Yes, | scheduled a weekly 30-minute
meeting with my manager to discuss
my list. Naturally, over time, the
meetings were needed less often.
And, those weekly meetings became
monthly meetings, then quarterly
meetings. Until eventually, I no longer
needed the meetings. | still appreciate
those blocks of time | demanded from
my manager.

at the gym, watching a movie or traveling. If you're in Spain this summer or

Peru this fall, you just might spot her.

What do you know now that you wish
you knew in the beginning of your
career?

Have fun! Seriously. Allow your per-
sonality to shine through. Because,

it does just that - it shines!|, like
many women, hid my personality at
the beginning of my career for fear of
being perceived as less professional. |
realize this may seem risky but people
are drawn to sincerity. So, be true to
yourself!

What kind of role has mentoring and/
or sponsorship played in your career?
Mentoring has played a significant
role in my career. Who’s hasn’t, right?
I mean, who’s born understanding
ABL principles? I don’t think anyone
is. Navigating through your first
examination, portfolio, underwriting
or liquidation can seem daunting.
Always remember, others have sur-
vived. Learn from their experiences. If
you’re fortunate enough to work at an
institution that assigns mentors, use
the program. Be engaging. Recognize
that you’re being given a competitive
advantage over others without an
assigned mentor. If you don’t have an
assigned mentor, don’t fret. Choose
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your own. Align yourself with a senior
co-worker. Or two or three. Recog-
nize that everyone has something to
teach you. Don’t forget that. And,
don’t forget that everyone includes
you. Be the mentor for someone
junior to you too. I've learned that |
enjoy sharing knowledge as much as
I’ve learned gaining knowledge. And, a
well-trained staff is the most powerful
asset an asset-based lender has.

What do you think the industry could
do to attract and retain the best and
the brightest today?

ABL deals are specialized. Sometimes
so specialized that ABL divisions keep
them in-house and away from pools of
credit analysts. Pools filled with fresh
young minds eager to learn. If these
bright young minds were exposed to
our deals, they’d see that we offer cre-
ative and flexible financing solutions
tailored specifically to each customer.
External opportunities include social
media advertising and career fairs
held at colleges/universities.



Janet Jarrett

Managyiny Director - Head of
Asset Based Lendiny

Asset Finance Group

SunTrust Robinson Humphrey

What advice would you offer to women
just starting out in the industry?

The asset-based lending market has
changed considerably over the last
10-15 years. Maintenance covenants
have given way to springing covenants;
technology has simplified reporting re-
quirements and made the product more
accessible; market depth for individual
transactions has surged, in certain
instances, to $4B+; unique asset classes
have driven the convergence of the ABL
and cash flow structures. No longer

is this type of financing reserved for
companies in transition but ratheritis
broadly appealing to below-investment-
grade cyclical issuers.

As the ABL product and market con-
tinue to evolve, intellectual curiosity,
subject matter expertise, strong credit
foundation, and an understanding
of capital markets will be important
foundational skills for the next genera-

anet Jarrett is a managing director, head of Asset Based Lending Group
(ABL) at SunTrust Robinson Humphrey, Inc. (STRH). Prior o her current role,
she was head of originations for the ABL Group af STRH. Janet has over 20
years of experience in corporate and investment banking with an empha-

sis in asset-based capital markets and leverayed finance.

Prior to joining STRH in 2013, Janet was a manaying director with Bank of America
Merrill Lynch, Leveraged Finance and Asset Based Capital Markets group, respon-
sible for originating, structuring and distributing domestic and international asset-

based and leverayed transactions.

Jarrett holds a B.S. and M.B.A. from Wake Forest University.

tion of ABL professionals. The ability

to understand the credit (and market)
continuum and structure accordingly
will be differentiating. I would encour-
age women entering the field today

to ask lots of questions — not just
technical ABL questions but contextual
questions; don’t worry about “staying in
your lane”, try to understand adjacent
products and their impact on ABL struc-
tures; extrapolate from what you have
learned. Make a habit of collaborating
with peers across product groups; they
can produce some of the best ideas.

What do you know now that you wish you
knew in the beginning of your career?

I heard someone once say that it’s not
a career ladder; it’s more like a jungle
gym and | think that is very apt. When

| started my career, | thought in terms
of the next title and focused on what

it would take to get the next promo-
tion. What I have learned is that career
progression is not linear, rather the
accumulation of skills along the way
which prepare you for the next oppor-
tunity --and that opportunity may not
be what you expect. It’s important to be
open to those opportunities and chal-
lenge yourself to think broadly about
how you can apply your skills across
different disciplines.

What kind of role has mentoring and/
or sponsorship played in your career?
Mentorship has been very important.
Forming relationships with people who
can offer perspective, advice and in-
sight that you wouldn’t necessarily get
onyour own is critical to understanding

how to navigate your work environment.
It also allows you to understand how
you are perceived so you can accentuate
what you do well or change those habits
which aren’t as effective. Mentors can
give you visibility within the organiza-
tion and create situations where you
can differentiate yourself. Mentors can
be your best advocates. Often decisions
are made when you are not in the room
to represent yourself, so you need some-
onein that room who will.

I have an “Advisory Board” on which
I rely — a collection of mentors from
over the years, some within the finan-
cial services industry, some outside the
industry, both male and female. | often
ask them advice on the same issue.
While their advice is rarely the same,
itis always very helpful for me to hear
multiple perspectives to determine an
approach that most resonates with me.

What do you think the industry could
do to attract and retain the best and
the brightest today?

In order to attract the best and brightest
to the industry, we need to create oppor-
tunity and foster an environment that
rewards creativity. Talented individuals
want to be challenged; they want re-
sponsibility; they want to challenge the
status quo. Early in my ABL career, a very
senior ABL risk officer was fond of saying
“creativity equals loss”. The creativity to
which I am referring is notignoring basic
ABL tenets in favor of booking business,
but rather building on these fundamen-
tals to drive innovation.
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Paula Laird
Partner
Squire Patton Boyys

What advice would you offer to wom-
en just starting out in the industry?
Seize every opportunity! Focus on be-
ing a real expertin your field. This will
involve some hard yards in the early
part of your career, but will pay divi-
dends in the long run. We are living
ininteresting times which presents

a fantastic opportunity to develop a
more diverse skill set. There will be as
many possibilities for the young talent
inourindustry to work on distressed
cases as with performing businesses,
not to mention Fintech and some

of the other exciting developments
which are changing the market.
Seeking out opportunities in order to
develop as broad experience as pos-
sible will position anyone perfectly for
those senior positions in the future.

What do you know now that you wish you
knew in the beginning of your career?
The importance of networking. It

is never too early to build a profes-

aula currently heads up the European Financial Services team within
Squire Patton Boyys, which constitutes 53 lawyers specializing in alll
forms of financial services. In this role, Paula is required to address the
concerns of colleagues across jurisdictions and at all levels within the
tfeam and provide a clear strateyy for the team fo follow.

Paula’s own practice centers around her expertise in structured asset-based lendiny
and asset finance transactions, both domestic and cross border. Her practice also
spans banking and corporate support, typically acting for major financial institutions
and corporates on asset finance transactions including operating leasing, receiv-
ables finance, asset-based lending, sale of leasing/asset finance portfolios and

securitization.

Before joining Squire Patton Bogys, Paula was head of banking at an international
law firm and, prior to that, head of legal and company secretary at a UK-based
bank. Paula is a highly-respected practitioner in the ABL and asset finance fields,
having been consistently recognized by leading legal publications including The

Legal 500 and Chambers UK.

Paula epitomizes the emerging breed of successful women business leaders, combin-
iny a ferocious work ethic with considerable empathic skills, sharp intellect and high-
level business acumen. She is especially yood at getting to the heart of an issue,
both when negotiating for her clients and when dealing with the colleagues whom

she leads.

sional network. This is particularly
important for women because they
have less obvious forums where they
can engage with othersin a busi-
ness context. However, the value of
having a good network cannot be
underestimated. What you know is
vital, but whom you know can help
you demonstrate your expertise more
widely and help to grow your profile.
Also don’t be afraid of self-publicity.
Donein theright way, it gets the mes-
sage out there that you are confident
and capable and can be trusted with
those important decisions.

What kind of role has mentoring and/
or sponsorship played in your career?
It’s been vital. I have been fortunate
to work with a number of people over
the years who have really shaped the
development of my career. | am now
involved in a number of mentoring
and thought-leadership programs, so
that | can try to pass on that knowl-
edge to women coming through (or
aspiring to come through) to the
senior ranks.
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What do you think the industry could
do to attract and retain the best and
the brightest today?

We should all regard it as our respon-
sibility to contribute to the devel-
opment of a more diverse industry.
This will by definition have a greater
chance of attracting the very best,
simply because there is a wider pool
of individuals to draw from. Banking,
private equity and other similar pro-
fessions have historically tended to
be less diverse because they are tough
and involve people having to make
compromises on a personal basis.
Changing perceptions takes time but
our industry should be at the forefront
of challenging any behaviors which
run contrary to the impression that
the industry is other than one where
talented individuals can progress and
thrive based purely on merit.



Lauren Priest-Stephens
Senior Associate
Squire Patton Boyys

What advice would you offer to wom-
en just starting out in the industry?

| would offer up the advice that was
given to me when | first entered the
industry, which is to remember that a ca-
reer lasts a long time, with many changes
along the way. The first few years of
your career are not the only years that
you will spend in this industry. At the
same time as careers are lasting longer,
the industry itself is changing rapidly in
response to both world events and tech-
nological evolution. In particular, asis so
often said, the increased use of technol-
ogy has lead both to innovation in the
way that business is being done and also
to the business itself. As the industry
evolves in response to these changes,
new and exciting opportunities are aris-
ing. Inshort, don’'t treat change as an
enemy, but rather a new opportunity.

What do you know now that you wish you
knew in the beginning of your career?
The importance of networking and

auren Priest-Stephens is a senior associate with Squire Patton Bogys, hav-
ing moved to the firm from Speechly Bircham LLP in 2008. She focuses her
practice on asset-based lending, banking and debt finance matters. Her
experience includes financinyg fransactions from the neyotiation of term
sheets and the structuring of a fransaction to the completion of financing
documents. Lauren is familiar with the neyotiation and drafting of documents for
complex cross-border transactions and has extensive experience representing all
parties in a financiny including lenders, borrowers and syndicate members. Follow-
iny the completion of transactions, she often undertakes onygoing portfolio support
work, including the review and drafting of documentation for the syndication and
restructuring of transactions . Lauren also has experience of yuiding all parties to a
transaction through the process of terminating transactions, through both re-financ-

inys and restructurinys.

Lauren attended University of Law, York, L.P.C., 2003 and University of Hull, LL.B., 2002.

developing relationships across the
industry. It is never too early to build a
professional network and the process
of doing so creates a huge opportunity
to increase the sharing of knowledge
and ideas between different aspects
of the industry. The development of a
network at an early stage will provide
an platform for both the develop-
ment of a career and a strong base to
develop opportunities as the same
arise due to changesin the industry as
a whole.

What kind of role has mentoring and/
or sponsorship played in your career?
Mentoring and sponsorship from
other lawyers have played an invalu-
able partin my career. My mentors
have acted as guides when | had
difficult decisions to make about my
future and pointed me in the right
direction with respect to opportuni-
ties such as the delivery of training
and the running of events. Separately,
my sponsors have helped my career
inanumber of ways, from attending
training that | have given and events
that | have organized, to ensuring that
my name is put forward in respect

of such items. The guidance that |
have received from mentors and the

promotion that | have received from
sponsors during the course of my
career has also motivated me to put
myself forward for such roles and as-
sistyounger lawyers in moving their
careers forward and the provision

of such support, in turn, now plays a
significant partin my career.

What do you think the industry could
do to attract and retain the best and
the brightest today?

Itis really important for those moving
up within the industry to ensure that
they bring up younger members of the
industry with them. In recent years
there has been an increased focus on
mentoring and sponsorship which
needs to continue to allow the best
and the brightestin the industry to
move onwards and upwards. There is
also the continuing role of training,
both within firms and events that al-
low people to interact and exchange
ideas which is essential for the future
development of both individuals and
theindustry as a whole.
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Jennifer Sheasgreen
President
Triumph Healthcare Finance

What advice would you offer to women
just starting out in the industry?

Take the leap and move forward with

the path that makes you feel uncomfort-
able. It’s only when you move away from
your comfort zone that you will continue

to grow and achieve new successes. It’s
important to start establishing your own
professional network and connecting with
new contacts in your industry. Differenti-
ate yourself by obtaining relevantindustry
certifications. Make sure that you com-
municate your career ambitions to your em-
ployer so that you’re both on the same page
and you have internal support and always
remember to say thank you to colleagues,
business contacts and clients. Continually
strive to learn your field and not just your
immediate role, but how each segment of
the process works and fits together. Finda
mentor or someone whom you can bounce
ideas off of, as it’s helpful when you’re faced
with big decisions. Lastly, work/life integra-
tion does exist. Don’t make the mistake of
sacrificing your family for work.

team.

ennifer Sheasyreen serves as the president of Triumph Healthcare Finance,
a position she has held since 2014. In this role, Jennifer has P&L responsibil-
ity for the division, oversees the day-to-day operations and leads the sales

Prior to her current role, Jennifer was the manayiny director of Doral Healthcare Fi-
nance, which was acquired by Triumph Bancorp, Inc. in June 2014 and rebranded as
Triumph Healthcare Finance. She launched the division as a de-novo for Doral Bank
at the start of 2011. Prior to this she held senior positions with Marquette Healthcare
Finance and GMAC-RFC Health Capital Group.

Jennifer has over 20 years of experience in executive leadership roles spanning all
aspects of commercial finance within the healthcare industry to include credit,
underwriting, loan closing, operations and portfolio management, and business

development.

Jennifer is a former chair of CFA’s Women in Commercial Finance Committee and
the current chair of the Social Media Subcommittee. She holds a Bachelor of Sci-
ence deyree in strateygic management from California State University at Sacramen-
to and is certified as a Fellow of the Healthcare Financial Management Association
with a concentration in accounting and finance.

What do you know now that you wish
you knew in the beginning of your career?
Early onin my career, | wish | knew that, as
you mature, you feel more comfortable in
your own skin and you learn confidence
and assertive communication. Self-doubts
can hold you back in your career. It’s
important to remember to tell your inner
self repeatedly, ‘l can do this’. It’s alsoim-
portant to be your own advocate because
nooneis going to doit foryou. So, ifit'sa
promotion or a new skill set you want to
learn, make it known and go after what
you want. Let your voice be heard.

What kind of role has mentoring and/or
sponsorship played in your career?

I wouldn’t say I had a traditional mentor or
sponsor, but I have had people through-
out my career who have influenced my
path. I've learned over the years what to
doand what not to do by just watching,
listening and taking in information and
also to ‘trust my gut feeling’. Logic and
emotion play into decision-making and
having a balance of the two has allowed
me to leverage my experiences and guide
my own path. We have one of our own
employees participating in the CFA’s
mentoring program and it’s been great
to watch her progress. I've also had the
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opportunity to serve asa mentor at the
Business Journals’ “Mentoring Monday”
thelast two years. It’s been extremely
rewarding and | think thatit’s an exciting
time for women because the network of
supportis everywhere and it’s up to you to
take advantage of it.

What do you think the industry could

do to attract and retain the best and the
brightest today?

When hiring we should look beyond the
resume and find the people who will
complement our culture and have a desire
tolearn and grow. Not everyone has that
innate desire to achieve personal and
career growth and finding a candidate
that exudes that enthusiasm is a rare find.
To retain that person, have a clear career
path so that, if the desire is to move their
career forward, there is no confusion
about the steps needed to reach those
goals. Ambiguity in ajob leads to frustra-
tion, so set clear expectations and provide
feedback. Create flexibility in the work
environment so that work and family can
be truly integrated and practice what you
preach. If you can do that, you will likely
receive loyalty in return.
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Renate LaCroix
In-House Counsel
Utica Leaseco

What advice would you offer to wom-
en just starting out in the industry?

| believe that women really need to
connect with and support each other.
Having a rewarding and demanding
career can be challenging, considering
all of the other roles that women play
with regard to having children and

managing their households. Surround-

ing yourself with other like-minded
women can make all of the difference
in obtaining personal and professional
satisfaction. It does not matter who
these women are, whether they are
experienced superiors or your support
staff, we can all help each other to
obtain the same goals of success.

What do you know now that you wish you
knew in the beginning of your career?

As an attorney, | wish that | had placed
more of an emphasis on gaining the
knowledge and experience of the
financial industry during college and
while in law school. If I had known

enate LaCroix, in-house counsel at Utica Leaseco, is an expert
on Uniform Commercial Code and in conducting due diligence
for asset-based financinyg transactions secured by real-estate,
machinery, and current assets. LaCroix is the most senior mem-

ber of the Utica Leaseco leygal staff with eight years and over 200
fransactions worth of experience. LaCroix’s duties include, but are not limited
to : correspondiny with secured creditors to procure subordination and payoff
letters, filing UCC financiny statement, and walking each customer carefully

through Utica’s due diligence process, all in order to thorouyghly assess prospec-

tive clients and properly secure all collateral involved in each transaction. La-

Croix’s experience and awareness when it comes to due diligence allows Utica

Leaseco to deftly maneuver through the many pitfalls associated with hard-
asset lending . Renate is the mother of three and is actively involved in charity,
specifically Kids Kicking Cancer and Sparky Anderson's CATCH.

that this was the industry | was going

toend upin, | would have taken differ-
ent classesin law school and chosen a
different undergrad major.

What kind of role has mentoring and/
or sponsorship played in your career?
My first mentor was an attorney that |
met when | had just begun law school.
She was much more experienced than
me and, during her career, had come
face-to-face with how horrible women
were to other women. She saw first-
hand how women would go out of
their way to sabotage other women in
order to get ahead professionally. One
of the most important lessons that

she worked to teach me as | was begin-

ning my career was the importance

of supporting each other and lifting
other women up, instead of pulling
them down. | am grateful to have
found these same qualities in Ryann
Whitmore, who is now my mentor and
colleague at Utica Leaseco. She has
encountered the same type of negativ-
ity from other women and we have the
same goals and outlook in supporting
each other. We feel that this helps us
to be incredibly efficient and happy
and to provide excellent service to

our customers. In an industry that

isdominated by men, we should be
focusing on bringing more women in
and supporting them so they want to
stay and women will need to play an
important part of that by the way we
treat each other.

What do you think the industry could
do to attract and retain the best and
the brightest today?

In order to retain the best and bright-
est women, we need to be able to
offer a flexible work environment
and give them the ability to manage
their own time. We are fortunate that
innovations in technology allow us to
basically work at any time and from
anywhere. At Utica Leaseco, we have
flexible schedules and sometimes
keep odd hours in order to accom-
modate our customers and brokers.
This allows us to meet demands and
respond quickly as possible. Whether
itisearlyinthe morning orlate at
night, women are more than capable
of meeting deadlines and getting the
work done to close transactions ef-
ficiently.
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Monika Stormer
Controller
Utica Leaseco

What advice would you offer to wom-
en just starting out in the industry?

I would encourage other women just
starting outin the industry to network
and connect with other like-minded
women. Being aligned with other
professional women (especially in a
male-dominated industry) can be in-
valuable. Additionally, | would suggest
seeking out firms that offer employee
training. Some of the most valuable
knowledge that | have learned has
been from on-the-job learning. Work-
ing for a company that supports that
has been quite rewarding.

What do you know now that you wish
you knew in the beginning of your
career?

I wish I knew how valuable on-the-job
experience is. | used to believe that
everything | needed to know | would
learnin school, but nothing could be
further from the truth. | have spent
alot of time educating myself and

onika Stormer, controller at Utica Leaseco, yraduated from Oak-
land University with a Bachelor of Science degree in marketing
and recently earned her Master of Business Adminstrafion degree
from Walsh College. Before joining Utica Leaseco in 2015, Monika
worked in the accounting department as executive assistant to the

chief financial officer of MNP Corporation, a nationwide industrial fastener manufac-
turer. Monika is an essential part of the daily operations at Utica Leaseco; manaying
title work, ensuring proper lien perfection, and fracking insurance coverage for each
asset. Monika is a consistent bookkeeper who pays close aftention to detail, allow-
ing Utica Leaseco to provide funding to dozens of important American companies
each year. Monika'’s dedication to keeping every transaction secure well after
closing is critical fo our continued success. In her free time, Monika enjoys spending
time with her family, especially her two nephews and niece. She also enjoys keeping
active and staying fit through barre and yoya, as well as reading and likes fravelling

to Florida with her family.

seeking answers to my own questions.
I have gained knowledge that | never
would have learned in the traditional
classroom environment. As | previous-
ly mentioned, having an employer that
values that type of learning has been
fundamental in my being able to con-
tribute as much to our organization
aslcan.Itisafulfilling experience.
Also, I wish | knew the importance of
networking.

What kind of role has mentoring and/
or sponsorship played in your career?
I have learned a lot from my two
bosses, although it has not been a
traditional mentoring or sponsorship
situation. They have taught me to look
at situations from different perspec-
tives and observing how they make de-
cisions and operate our business has
been a great experience. | have been
allowed to learn from my mistakes, as
well as voice my opinion. They encour-
age each member of our team to voice
their opinions. Itis also important to
bein anenvironment where you are
able to ask questions.

What do you think the industry could
do to attract and retain the best and
the brightest today?

I think that firms in this industry
should try to employ recent graduates
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and offer them on-the-job training.
Firms that are interested in attracting
the brightest and best job candidates
may want to recruit from business
schools and business networking
groups. As | previously mentioned, a
lot of my skills were gained through
experience and being able to make
mistakes and learn from them. The
younger employees of this genera-
tion want to feel as though they are
contributing to something bigger than
just their job. I think that, if employers
market themselves to younger em-
ployees with the image that they are
making a difference, this would appeal
to that generation. Additionally, creat-
ing a satisfying job experience and
offering opportunities to grow within
the company and get involved in their
communities will attract bright job
candidates.



Ryann Whitmore
General Counsel
Utica Leaseco

What advice would you offer to women
just starting out in the industry?

While this profession is both rewarding
and challenging, it can be overwhelming
attimes. Itis easy to get overworked,
overstressed and burn out. | believe
women encounter even more difficulties
because family demands seem to fall
more on our shoulders. Like many work-
ing women, | struggled working such long
hours and still managing to provide my
family the attention it needed. Maintain-
ing a healthy balance between work/
family and time for yourself is very tough,
but essential. Looking back, I should have
taken on less and been more forgiving of
myself. Find healthy outlets for stress,
make time to take care of yourself and
your loved ones. | found that talking with
other women in similar situations, and re-
lying on each other is extremely helpful.

I cannot stress enough how important
itis to have strong female friendshipsin
the workplace. 1am thankful every day
for mine.

yann Whitmore, general counsel at Utica Leaseco, graduated
Magna Cum Laude from University of Detroit Mercy School of Law
where she was also editor-in-chief of Law Review. She brings this
same determination to closing deals safely and effectively at Utica

Leaseco. Ryann has over 12 years of experience in commercial
asset-based lending and is a vital resource when it comes to handling due
diligence for complex, multi-bank commercial financing fransactions. She is
also an expert when it comes to in drafting and neyotiating langyuaye for asset
purchase agreements, mortyaygee waivers, intercreditor agreements, syndica-
tion and participation setftlements, and more. Ryann’s expertise and careful
consideration of every potential outcome are essential fo the day-to-day leygal
operations of Utica Leaseco and the success of its customers, something that
Ryann takes very seriously. Ryann’s experience representing lenders as well
as borrowers allows her to fully understand both sides of every transaction and

respond to each item precisely.

What do you know now that you wish you
knew in the beginning of your career?

To trust myself more. Confidencein
my ability as an attorney and assert-
ing myself wasn’t something that
just came naturally to me when | first
started out. | found this to be espe-
cially difficult as a woman in a male-
dominated field. As I reflect back, |
should have had more faith in myself,
training and skills to successfully get
things done.

What kind of role has mentoring and/
or sponsorship played in your career?
I have been so fortunate to have had
excellent mentors who have been
instrumental in my professional
development. | consider all of my
mentors through the years as my
confidants and good friends. A major
lesson | learned from my first super-
visor was recognizing the value and
contributions each person makes to
our team regardless of their position
and the importance of connecting and
developing good relationships with all
of them. A strong mentor, of course,
will teach you the practical aspects of
the job, but also will enrich your life
overall.

What do you think the industry could
do to attract and retain the best and
the brightest today?

In order for the industry to not only at-
tract, but also retain, top talent, com-
panies need to recognize the changes
in the world and environment we live
in. I'd encourage exploring alternative
work arrangements, such as working
remotely for a portion of the work
week. This is something that I’ve been
fortunate to have with Utica Leaseco,
as they accommodate a partial remote
work plan that allows for flexibility,
efficiency and success in meeting

our clients’ needs. Our clients’ deals
take place all across the country,

are very fast-paced, and oftentimes
require working weekends and after
normal business hours. Having remote
connectivity allows us to establish
trusted relationships and close deals
quickly and efficiently. | believe the
trust and flexibility my company fos-
tersresults in greater productivity and
overall happiness, at work and in my
personal life.
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Caroline Deichmann
Vice President
Wells Fargo Capital Finance

What advice would you offer to women
just starting out in the industry?

Learn as much as you can and ask lots of
questions. Take on extra assignments and
seize every opportunity to continue build-
ing your skillset. It is extremely important
to push yourself to keep learning through-
out your career. Make a concerted effort
to meet people at your company and in
theindustry to begin developing your net-
work. Most people are willing to carve out
time to meet with you, but you need to be
proactive. Always thank people for taking
time out of their day to meet with you, and
follow up to continue forming a connec-
tion. Hard work and a positive attitude go
along way. Being the first onein and the
last one out every day makes a very strong
impression on co-workers about your at-
titude and work ethic.

What do you know now that you wish you
knew in the beginning of your career?

Itis ok to say no. Early in my career, | said
yes to every single new deal and extra

aroline is a vice president at Wells Fargo Capital Finance, the asset-
based and specialized senior secured lending yroup of Wells Fargo
Bank. She joined the business development team in 2011 and is respon-
sible for originating, structuring and executing secured lending transac-
tions across a variety of industries. Caroline develops relationships with
external and internal referral sources including private equity groups, advisory firms
and the expansive Wells Fargo network to support leveraged buyouts and recapital-
izations. Since joining Capital Finance, Caroline has worked on over 100 financinys,
representing $5B of Wells Fargo commitments with significant concentrations in indus-
trials, consumer products and soffware. She is the head of the Wells Fargo Capital
Finance Women'’s Connection and a member of the CFA’s Women in Commercial
Finance Committee. She is also a member of the CFA’s Youny Professionals group.
Caroline started her career at Wachovia Secuirities, spendinyg three years in the Lever-
ayed Finance and Industrials Investment Banking groups. She graduated from the
University of North Carolina at Chapel Hill with a B.S. in business administration.

assignment. If you try to do too much, it
can impact the quality of your work, and
you won’t enjoy your work as much. I have
also learned that strong communication
skills are just as vital to being successful
as analytical and technical skills. Someone
once told me to always under-promise and
over-deliver, and this is a great principle to
follow. Make sure you have a detailed un-
derstanding of the task at hand so that you
can properly manage timing expectations.
People will be pleasantly surprised if you
exceed their expectations by completing
the task earlier than you initially commu-
nicated.

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring has played a huge role in my
career. Wells Fargo Capital Finance’s Diver-
sity & Inclusion Council has an outstand-
ing formal mentoring program that I've
participated in for several years, and it has
allowed me build personal relationships
with senior leaders throughout the organi-
zation. This has been extremely beneficial
to me in my day-to-day role as I work with
these individuals to originate, structure
and execute new deals. | have also devel-
oped several informal mentors who have
been invaluable to me as I've navigated my
career path.

What do you think the industry could
do to attract and retain the best and the
brightest today?
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To retain younger employees, it isimpor-
tant to identify high potential junior-level
team members early in their careers and
get them engaged across the platform.
There are so many greatinternal and
external groups and activities to get
involved with that will help them stay
engaged, develop professionally and build
their network. I've had excellent experi-
ences internally through the Wells Fargo
Capital Finance Women’s Connection, the
Wells Fargo Capital Finance Diversity &
Inclusion Council and the Wells Fargo My
Generation Team Member Network. I've led
the Wells Fargo Capital Finance Women’s
Connection since 2016, and it is focused on
career development, retention of talent,
networking, mentorship, promoting visibil-
ity and enhancing engagement. Our work
is making a difference for women in the
organization. Externally, I've made an ex-
tensive group of new connections through
the CFA’s Women in Commercial Finance
Group, the CFA’s YoPro Group, and other
industry events. Additionally, encouraging
people to move freely within an organiza-
tion helps employees stay excited and
challenged in their roles. Wells Fargo has
allowed me to change my job location and
my job function during my nine years with
the company. This flexibility is one of the
many reasons I’'ve spent my entire career
with Wells Fargo.



Dorothy Killeen
Manayinyg Director
Wells Fargo Capital Finance

What advice would you offer to women
just starting out in the industry?

Build a network within your organization.
Peers and senior members of your team
are a good start, but your network needs
toinclude professionals across different
roles and levels of your business. Networks
keep you “in the know” and can help you
accomplish professional goals, including
movement within your organization. One
of the best ways I've found to build out my

network is to get involved with special proj-

ectsorinitiatives that are beyond my day
today job. Early in my career, I led a project
evaluating Wachovia’s loan return model
for the head of our Leveraged Finance busi-
ness. lalso participated heavily in campus
recruiting for several years. More recently, |
have taken aleadership role in Wells Fargo
Capital Finance’s diversity and inclusion
efforts. All of these activities helped me de-
velop strong connectivity with Wells Fargo
business leaders, increased my visibility in
my division and complimented my profes-
sional rolein Loan Syndications.

orothy M. Killeen currently serves as manayinyg director and head of
syndicate and sales for Wells Fargo Capital Finance’s Loan Syndications
team. In this role, she leads a team of professionals and has primary
responsibility for the execution and distribution of syndicated asset-

based loans. Dorothy has been with Wells Fargo and predecessor firms
since 1999. Prior to joining Wells Fargo Capital Finance in 2009, Dorothy spent ten
years in Leveraged Finance with Wachovia Securities, where she served in origina-
fion, underwriting, syndicate and sales roles. She currently serves as the Executive
Sponsor for Wells Fargo Capital Finance’s Diversity & Inclusion Council. Dorothy has
served on the conference planning committee for the Asset Based Capital Confer-
ence for several years and on the Education Committee for the Commercial Finance
Association. She holds a B.A. cum laude in communications from Tulane University
and an M.B.A. from the A.B. Freeman School of Business at Tulane University with a
concentration in finance. Dorothy resides in Charlotte, NC where she serves as a
board member for the Children’s Scholarship Fund of Charlotte.

What do you know now that you wish you
knew at the beginning of your career?
Expect changein the industry and in
your business. Economic cycles and
changes in the regulatory landscape will
have a macro impact on your business,
but there will also be more localized,
less predictable bumps in the road when
you work for a large financial institution.
While the basic tenets of lending remain
stable, business models will continually
evolve to address changing market con-
ditions and you need to be creative and
flexible in your view on how to compete
for deals and talent.

What kind of role has mentoring and/or
sponsorship played in your career?

My career has been guided by several spon-

sors who have played meaningful roles

at different points during my 18 yearsin
banking. One of my early sponsors helped
me navigate flexible work options when |
returned from each of my two maternity
leaves and over the years while my kids
were still young. In each of these relation-
ships, proving myself as a high performer
was a precursor to developing the personal
and professional connections that evolved
into sponsorship.

What do you think the industry could
do to attract and retain the best and the
brightest today?

Some of the smartest and most ambi-
tious people I've worked with over the
past several years have been part of
Wells Fargo’s financial analyst program

and our credit training program for as-
sociates. However, recruiting a talented
and diverse work force at the entry level
has proven to be easier than retaining
that talent and moving those folks up
through our business. At the mid-level,
the industry loses talented individu-
als who see limited opportunity for
advancementinto senior roles or growth
in compensation over the medium and
long term. Women in our industry often
hit turbulence on reentry after leaves of
absence; some perceive or experience
limited flexibility, especially among
highly compensated roles.

Rick Levin, who served as president
of Yale University for 20 years, recently
reflected in a New York Times article that
his current role as a tech company CEO
would make him better equipped to take
more risks and think a little more ambi-
tiously about things if he were to return
to his former role. Mr. Levin was quoted
assaying, “I had to get used to the notion
that trying stuff and failing was going to
be 0.K. We do alot of testing of new ideas
and sometimes you have to course correct.
It’s just the way it goes.” The commercial
finance industry could take a lesson from
thisinsight as it relates to recruiting and
talent management. We need to take
more risks on talent from outside of our
organizations and industry, re-evaluate
how and where we do our work, and learn
to live with a little failure when it comes to
human capital R&D.
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Cheri MacDonald
Reyional Underwritiny
Manayger / Manayinyg Director
Wells Fargo Capital Finance

heri MacDonald is a manaying director, regional underwriting
managyer for Wells Fargo Capital Finance. This group is responsible
for underwriting and closing middle-market asset-based transac-
tions that range in size from $10 million to over $2 billion, covering a
broad array of industries. She is based in Atlanta, GA. Cheri start-
ed her 20-year career with Wells Fargo in its Santa Monica, CA office, gaining
experience in field exam, syndications, loan administration and underwriting.

In 2006, she relocated to Atlanta to re-establish Wells Fargo Capital Finance’s
underwriting group in the South. During her tfime with the company, she has
earned the company’s highest awards, including two Golden Spokes and a
Chairman’s Award. She has also been actively involved in Wells Fargo Capital
Finance’s Diversity and Inclusion Council and the Women’s Connection, as well
as the CFA’s Women in Commercial Finance Committee. She is a graduate of
California State University, San Bernardino, with a Bachelor of Science degree

What advice would you offer to wom-
en just starting out in the industry?
Your ideas and perspectives have
great value, and our industry has con-
tinued to evolve to provide opportuni-
ties for you that generations before
could only dream of or were a rarity.
Have confidence in yourself, and do
not be afraid to challenge the “norm”.
Different perspectives and viewpoints
add to the discussion, promote posi-
tive development, and assist change
within a group and/or organization.
Let your voice be heard; do not shy
away from your strengths.

What do you know now that you wish you
knew in the beginning of your career?
Developing and building relationships
are key. Branch out of your comfort
zone and get to know people both
inside and outside of your group and
organization. Join different groups to
develop and grow your network. This

in Business Administration with an emphasis in accounting.

can be as easy asjoining a work or
industry sports team, participating in
volunteer opportunities in your com-
munity that are sponsored by your
company or industry, joining groups
within your organization like the Di-
versity and Inclusion group, women’s
networks, team member networks, or
attending one of the many CFA-spon-
sored events. This can help improve
existing and future working relation-
ships and provide for future career
advancement opportunities.

What kind of role has mentoring and/
or sponsorship played in your career?
I was very fortunate to have strong
managers who were also mentors to
me. They taught me the ropes and en-
couraged my progression through the
organization and into management.
This mentoring has been invaluable to
me, but even more rewarding has been
the investmentin paying it forward
by being a mentor myself. It has been
a personal highlight of my career. To
mentor a fellow team member and
watch them grow, develop and make
meaningful contributions to Wells
Fargo Capital Finance is extremely
gratifying and makes me feel like |
have made a difference. I am very
proud to see them progress, be pub-
licly recognized and grow within their
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own personal careers, and see them
continuing to pay it forward by teach-
ing the next generation of asset-based
lenders.

What do you think the industry could
do to attract and retain the best and
the brightest today?

We need to look outside of the box
and be open to change to attract the
best and most diverse talent, not be-
ing afraid of creating opportunities
forindividuals that look different than
you, or have a different background.
Aninvestmentin someone that has
strong skills, a good attitude and is
passionate about learning often pays
off more than someone with just a
good resume. But the most difficult
challenge is really retaining that
talent over the long term. Itis key to
keep people challenged, engaged and
fairly compensated, especially during
the pendulum swings in our industry
that can resultin either an extreme
amount of work or a long lull in activ-
ity. Itisalso critical to remain flexible,
recognizing that our world is becom-
ing more automated and collaborat-
ing remotely through flexible work
schedules and telecommute options
can be a win-win solution.



Caroline Berna Perez
Vice President Technoloyy
Financing Programs

Wells Fargo Distribution Finance

What advice would you offer to women
just starting out in the industry?

Iam atrue believer that strong perfor-
mance, coupled with active networking
and positive attitude to challenge, will
naturally lead to sponsorship and career
progression.

Performance is key; it is the fun-
damental of gaining respectin any
organization. Networking is a strong
tool to promoting and branding yourself.
Be proactive in pushing the boundaries
of your comfort zone — learn, unlearn
and learn again; it will only make you
stronger. In the process, don’t forget to
be patient; things will not always go your
way or as quickly as you expected and
don’t forget to celebrate victories with
those who helped you.

When you enter the industry as a new-
comer, you quickly notice that it tends to
be a very small community of committed
professionals with long steadfast careers
— thatis always a great sign.

ince 2015 Carolina has been the vice president of Technology Financ-
ing Programs in the Middle East and Africa, overseeiny the existing
Commercial Distribution Finance (CDF) receivable financing book. In

her role she is responsible for retaining and developing new relation-
ships with channel partners (broad-line distributors, value-added resell-

ers and systems integrators) in 10 countries across the MEA region.

Most recently, Carolina was the CDF regional sales manayer for the UK and Spain.
In this role, she delivered value to a variety of dealers and manufacturers across
multiple industries (recreational vehicles, tech, marine). Carolina played an im-
portant role in building CDF’s inventory financing presence in Spain and Portuyal,
where CDF grew financed volumes exponentially year-on-year.

Prior to CDF, Carolina worked in GE Capital Real Estate in Paris and Madrid for 6+
years as an asset management finance analyst and expense/productivity leader.

A native of Spain, Carolina earned a Master in International Business Management
from Universidad Carlos lIl in Madrid and Warwick Business School in Coventry. She

speaks English, Spanish, French and Iltalian.

What do you know now that you wish
you knew in the beginning of your career?
That there are truly no limits to what you
can achieve. Don’t be discouraged if you are
unclear about your personal career path.
Stay curious, be patient and be kind to your-
self:it can take time to figure things out and
your priorities are continuously evolving.

What kind of role has mentoring and/or
sponsorship played in your career?

I have had the privilege of having many
mentors in my career and personal life:
leaders, managers, peers, family members
and friends. | started my career in com-
mercial real estate in the finance function,
Ilearned alotand | am grateful for every
bit of that experience. At some point|
understood that my drive to serve internal
customers could be leveraged to deliver:
value to external customers in a com-
mercial role. | used my network and my
mentors to getintroduced to the relevant
people that could give me a headstart to
the job I aspired to.

Sponsorship has only come very recent-
ly in my career; it is something you earn
with consistent hard work and dedication.
My sponsors have helped me to continue
pushing the boundaries of my comfort
zone and have propelled my career. Their
support has been instrumental in my ap-
pointment to lead our technology receiv-
able financing programs in the Middle East
and Africa, a very challenging professional
and cultural experience that has proven
very motivating and rewarding to me.

What do you think the industry could
do to attract and retain the best and
the brightest today?

| believe there is much more we can

do to create awareness of commercial
lending activities at early stages. Many
people don’t really know the range

of alternative funding solutions out
there and theirimpact on the long-term
viability and growth of small, medium
and large corporate businesses across
anincredible variety of regions. Our
business has done a great job putting
together a 9-month Commercial Distri-
bution Finance Graduate Program that
enables young talent to discover critical
aspects of our business during three-
month rotations. As my CEO says, we
should probably go a step further and
start creating awareness of our industry
and coaching young and diverse future
talentin schools!

Retention is led by our team leaders;
they need to be equipped to encourage
anongoing two-way dialogue based on
trust - about assignments and about de-
liverables, of course - but, beyond that,
about an employee’s career aspirations,
training and work-life balance. Our
team leaders need to make it a prior-
ity to show ongoing respect for their
team members as it will lead to a strong
workplace culture as well as positive
experiences and memories that they will
never forget.
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udy Toland is the svp, global head of the customer and strategy office for Wells

Judy Toland

Global Chief Customer &
Strateyy Officer

Wells Fargo Commercial
Distribution Finance

What advice would you offer to women
just starting out in the industry?

I would highlight that early on, itis very
important to not bein a“career hurry” to

advance to larger and more expansive roles.

Early inyour careeris the time to casta
wide netand compile a broad list of skills
and experiences that will provide a strong
foundation foryour future career. Itis
important to have experiences in varied
functions (marketing, sales, risk, etc.) and in
various types of roles (individual contribu-
tor, manager of people). Itis also important
to take the time to master critical skills
necessary for your company, industry, or
function. Once the expertise is developed,
the bigger roles will come naturally.

What do you know now that you wish you
knew in the beginning of your career?

I wish I had learned the P.LE. Model earlier
in my career. It would have helped me un-
derstand how my personal brand directly
influences my career advancement. PIE is
anacronym for the three critical success
factors for a positive personal brand.

Fargo Commercial Distribution Finance (CDF). In this role, she is responsible for
all customer and strateyy activities across a $48 B inventory finance business,
with 40,000 dealer and 2,000 manufacturer/distributor customers in over 60
countries. This role leads a team responsible for all strateyy, new product infro-

duction, commercial excellence, and customer experience initiatives. Prior to her current
role, Judy was the chief marketing officer for CDF, which included all the responsibilities
above, plus cross sell, product marketing, tradeshows and events, coommunications, and
public relations. From 2014 to 2016, Judy was the commercial leader, electronics and appli-
ances, for GE Capital, CDF. This P&L leadership role was responsible for originating new and
retention of existing customer relationships (4,000+ dealers, $5.3B in volume).

Judy has a BS in chemical engineering from Northwestern University and a MBA in
Marketing from the University of Michigan- Dearborn. She is a member of the Wells
Fargo Wholesale Diversity & Inclusion Council, YMCA of Metropolitan Chicago Board of
Managyers, BMA Chicago and the CMO Club.

Performance is truly your “ticket to
the game”. Itis assumed, as you consider
your career planning, that you are already
functioning ata high level in your current
role. You should secure a reputation for
consistent high quality work. Your image
is what you project. Your demeanor, your
communication style, verbal and non-
verbal. Also, things like your posture, and
appearance. Exposure is the network you
create and nurture. Thisis yourinternal
and external network. Have your elevator
speech ready, keep LinkedIn up to date, and
consider creating a one-pager that captures
your career profile to help shape the buzz
about you. Again, it has to be an authentic
representation of your values and who
you are, in order to stick. All three of these
items encapsulate your personal brand. If
you have positive marks on all three, the sky
is the limit for your career!

What kind of role has mentoring and/or
sponsorship played in your career?
Mentoring and sponsorship have been and
remain critical to my ongoing success. And
these two topics are uniquely different.
First, for the last 15 years, | have had a
mentor “board of directors”. This group
of 3-5 people have provided me invaluable
mentorship and career advice. This group is
adiverse collection of former bosses, in and
outside financial services, peers, and former
directs. lalso try to be conscious about
having male and female mentors of various
career stages on my board. The advice and
counsel this group provides is truly invalu-
able. Ileverage their counsel on everything
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from big career changes, to how to handlea
challenging business situation. Itis critical
to have honest, transparent, and consistent
coaching to ensure you are always learning,
getting better, and growing.

Sponsors are those that advocate for
you when you are notin the room, those
that will hire you or advocate others to
hire you. Sponsors are critical for career
advancement, especially as your career
progresses to more senior roles. In my
experience, | have found that you can only
“earn” your sponsors through strong on
the job performance, often through direct
management or other exposure. You can’t
ask or solicit for a sponsor, since a critical
component of sponsorship is putting one’s
reputation on the line for someone else.

What do you think the industry could do to

attract and retain the best and the bright-

est today?

Ourindustry is challenging, dynamic, and

full of varied opportunities. The key to re-

taining our best and brightest is maintain-

ing a clear focus on why employees stay

atacompany orina particularindustry.

Employees stay when they have the follow-

ing 4 critical items in their roles:

1.) Exciting and challenging work

2.) Career growth and development op-
portunities

3.) Supportive direct management and
leadership

4.) Fair pay and timely recognition - feel-
ing of being valued for the work one
does.



