
Our giraffe asks………. 

 
 

Following the launch of the Stevenson James Debt practice, our resident giraffe takes the 
opportunity to speak with Managing Directors, Tom Quinnen and Richard Collins together 
with Tim McKean, a Debt specialist, who joined the team earlier this year to lead search 
mandates in this market. In this piece, they discuss the evolution of the Private Debt 
market and how we can expect it to develop further.  
 
Tim the Private Debt market has evolved and developed significantly since you first joined 
Mizuho in 1996. What do you believe have been the key drivers and how does the market 
of 2016 differ from the market you first entered at the beginning of your career? 
The market has evolved greatly since the mid-1990’s. Up to that point Private Debt, as it is understood 
today, was an unknown concept. In effect the closest approximation were leveraged loans offered by 
banks to a small number of European Private Equity Sponsors making acquisitions in Europe.  
 
The primary driver was the exponential growth in Private Equity capital raised, particularly the sea 
change that occurred during the late 1990’s and early part of the last decade. Corporates and multi-
nationals realised that Private Equity offered an alternative to traditional M&A solutions. US sponsors 
and banks entered the market and total lending capacity increased markedly. Further market evolution 
occurred in 1999 with the launch of the first European CLO. This marked the first attempt to provide 
an alternative to the traditional bank lending model that had dominated the market up to that point.  

 
The crisis of 2007-10 did however have a short but profound effect on the 
ability of banks to lend, cross-border lending in particular. During this period, 
banks retrenched into core home markets or shut up shop completely. This in 
turn offered opportunities for non-bank lenders to provide an alternative to 
bank financing and to differentiate themselves not merely by being present in 
the market, but also by offering a variety of lending products such as 
‘unitranche’ facilities, not seen until that point. The temporary absence of 
banks gave non-bank lenders the opportunity they needed to gain a foothold 
in the market and grow their presence. 
 

Roll forward to 2016 and the proliferation of Private Debt funds of various types is further evidence 
that investors have appetite to invest in this area of the Alternatives space and also that managers see 
continued opportunity to generate attractive returns on investment. However, bank lending has not 
disappeared and still forms the bulk of lending into the Private Debt space. In Europe 90% of Private 
Debt lending is originated by banks, compared to 25% in the US. Further, there is still more regional 
variation in Europe and markets such as the UK, Germany and France display regional nuances, which 
may be difficult for non-bank lenders to overcome. 
 

What do you believe are the key benefits of working with a Private Debt manager as 
opposed to a bank? 
I think that a more accurate definition of the relationship between Private Debt lenders and 
traditional bank lenders is the differentiation offered by the former rather than benefits per se. 
Traditional bank lending remains the dominant source of financing in the European market and 
lenders have re-doubled their efforts (due in part to the competition offered by Private Debt 
lenders), to provide lending solutions which cater to the specific needs of borrowers. 

“The temporary 
absence of banks 
gave non-bank 
lenders the 
opportunity they 
needed to gain a 
foothold in the 
market and grow 
their experience ” 



Notwithstanding the efforts of traditional bank lenders, there are four areas of differentiation 
offered by Private Debt lenders - 1) the speed and efficiency delivered by smaller, more nimble 
institutions, who can make timely credit lending decisions; 2) the flexibility of offering tailored 
financing solutions focused on the needs of the borrower; 3) Private Debt lenders typically assign one 
individual who will ‘cradle to grave’ the lending opportunity and ancillary business, enabling the 
borrower to build a relationship with one person rather than a team of professionals offering 
different products; 4) One could also argue that Private Debt lenders are less burdened by costly and 
time consuming regulation, imposed on bank lenders since the financial crisis of 2007-10. This 
translates into a saving in both cost and time, which offers a competitive advantage.     

 
How do you see the market evolving? 
The non-bank Private Debt space is a growing, attractive area of the market, which offers an alternative 
to traditional bank lenders. It is increasingly accepted as such by borrowers and is providing innovative 
solutions to financing challenges. However, as with all markets which grow exponentially, the Private 
Debt markets will experience a period of consolidation over the medium term, allied to competition 
from traditional bank lenders and the short-term threat of lower returns as lenders compete more 
aggressively for dealflow, non-bank lenders of Private Debt will likely fail to achieve the critical mass 
necessary to be sustainable. European banks are going to continue to have a significant presence in 
this space, particularly in home or regional markets. All in all it is going to be a very interesting market 
and the big winner will continue to be the borrower.  
 

Tom and Richard, what prompted you to bring Tim on board?  
Over the last 6 - 12 months, we’ve seen a marked increase in the number 
of new funds within the Private Debt market with an ever increasing flow 
of capital from LP’s into this type of strategy from new and existing 
managers. Hence, we’ve seen an increase in demand for experienced 
investment and business development professionals who can fit into the 
Private Debt market.  
 
At Stevenson James, we value the mix of ex-industry professionals 
working with experienced search professionals, and have seen good 
results from adopting this strategy. Given the increase in demand from the Private Debt market, it 
made absolute sense for us to hire an ex-industry professional who has sat in the seat of our clients. 
That coupled with the fact Tim used to be a client of ours and we had past experience of working 
with him, it was an easy decision for us to hire him to lead our search and advisory effort in this 
evolving and maturing discipline.  
 

Stevenson James undertakes mandates across all disciplines in the Private Debt market. 
How will Tim’s industry experience insight and also his knowledge of the underlying asset 
help and add value when working with clients in this market?  
The firm has always been focused on providing search and advisory services in the Illiquid Alternative 
Assets market, concentrating on only two disciplines, Investor Relations/Fundraising and Investment. 
Given that Tim has been both an investor/lender as well as managing a number of fundraising 
processes for 3i Debt Management, his experience naturally complements our focus and  
strategy. 

 

“Given the increase 
in demand from 
the Private Debt 
market, it made 

sense for us to hire 
an ex-industry 

professional who 
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of our clients ” 
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