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Managing to the right measures:
an interview with EverBank’s

Mike Mascia

market legend Harley Bassman frequently
advises, “For most investments, sizing is
more important than entry level.” Reading
the market correctly is one thing, but posi-
tioning appropriately is what drives results.

Mike Mascia is Head of Asset-Backed
Finance at EverBank, N.A. Mike’s contribu-
tions to the fund finance industry are too
numerous to list here. Mike’s track record
includes leaning into growth in the fund
finance market with conviction that’s hard
to appreciate today for a recognized insti-
tutional asset class. This meant investments
in organizations, people, and processes
to support a larger market than existed
at the time. As the market matured, Mike
recognized the relevance for broadening
of lending products beyond subscription
collateral well before the recent expansion
in NAV volume. What’s next? Here’s our
sit-down with Mike on the current status
of the market and where things may be
heading,

Lending against private fund capital
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< We accepted early on that you can’t scale a

NAV business in the same way that you can
grow a subscription business to flagship
funds. The time it takes for proper trans-
action analysis and underwriting is funda-
mentally different. You just cannot scale
transaction volume and outstandings at
the same rate, at least with comparable
efficiency ratios. The question becomes
what you measure. In the NAV business,
what you can scale is net income.

If you had to paint a picture of this busi-
ness three to five years out - rate envi-
ronment aside - what are the structural
tailwinds that keep you bullish?

Growth in private capital is likely to
continue to meaningfully outpace GDP.
Despite the noise with redemptions
this year, the continued expansion of
the retail channel will pull more capital
into alternatives, in turn fueling fund
finance. Fund finance is return-accretive,
and there is room for growth via further
penetration as well.

Some observers argue we're approaching
an inflection point as the private capital
industry matures and sponsor borrowing
needs become more sophisticated. Where
do you see the next wave of product inno-
vation coming from, and which borrower
segments are underserved right now?

We're still spending time trying to come
up with a great base framework for
levering diversified private credit funds
outside of direct lending. These funds
have wide-ranging mandates, and assets

‘ ‘ Despite the noise with redemptions
this year, the continued expansion of the
retail channel will pull more capital into

alternatives, in turn fueling fund finance”

often include pools of consumer loans,
real estate debt, securitization tranches
and many others. Some assets are senior
and some are subordinated; some are
levered. Part of the proposed collateral is
blind pool.

Solving for a workable borrowing base
with data-backed detachment points and
manageable concentration limits is diffi-
cult. This space is going to grow exten-
sively, and coming up with repeatable
structure here is a real opportunity.

We're seeing more fund-level credit assets
finding their way into broader capital
markets - syndication, securitization,
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risk-sharing structures. How is that changing the way your
team thinks about origination, balance sheet capacity, and
the investor base for these assets?

There is an organizational structure impact: We want to give
clients a single point of contact that delivers the whole bank.
Then we need the execution verticals to have sufficient flex-
ibility and coordination that they can tag-team capabili-
ties for transactions that have mixed business components.
From a staffing perspective, add-on vertical experience is
what creates value, meaning fluency in, for example, secu-
ritization, CLO, and leveraged finance.

There’s an interesting convergence happening between direct
lending, private credit, and subscription-line/NAV-style
lending. How do you see the relationship between your fund
finance franchise and your broader leveraged finance and
capital markets platforms evolving?

We probably partner with private credit more than we
compete. Private credit lenders become more of a compet-
itor when a borrower’s use case considers a higher-attach-
ment-point, higher-cost-of-funds proposition. Sometimes
higher attachment isn’t appropriate for our balance sheet,
and the private credit solution is the right one for the
borrower. Not far removed from this, insurance captives
can be a conundrum: we partner with them, we syndicate to
them, and then we get taken out by them.

As to bank balance sheets, cooperation between a bank and
a private credit platform has to solve a problem for the bank.
Right now, most banks probably feel a little asset-light, miti-
gating the priority of an outside capital solution. Banks that
are RWA constrained of course continue to explore capital
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relief solutions as well. But as the market transitions from
subscription to “other” collateral, loan tenors are getting
longer, and containing portfolio duration could create inter-
esting opportunities.

For abusiness that has traditionally been relationship-driven
and judgment-heavy, how do you balance the potential for
future AI and automation against the need for seasoned
credit judgment - and what does that mean for how fund
finance lending teams may be structured going forward?

A long-time industry relationship at a competitor bank
recently booked a flight from the UK to Charlotte. She
took the trip to tell me in-person that they were refi-
nancing us out of a loan. It was a hell of a classy thing to
do. Relationships are extremely important in this business
and probably matter more now than before. We are still the
ultimate annuity business. The certainty of execution that
comes from a trusted relationship is irreplaceable.

On AL I think it’s just beginning to scratch the surface in
fund finance. Meaningful ROl isn’t here yet, but it’s obviously
an area that young professionals must completely lean into.

This has become an incredibly attractive space for young
professionals. When you're evaluating talent - whether from
banking, law, or the sponsor side — what qualities or experi-
ences do you find actually translate into long-term success
in this business?

The skills needed today are far broader than they used to
be. In the past, on a subscription desk, hard work, reps
and responsiveness completely carried the day. Today,
curiosity and a willingness to tackle new areas to expand
your breadth is increasingly important. It's not just an
abstract point.

From a leadership perspective, it may be
time to rediscover rotation programs,
cross-vertical personnel transfers, real
and formal training investments, etc.
Young professionals need the varied
context and the mental flexibility to meet
their fund finance clients in the complexity
where they are going to find them. @

About Hogan Lovells Cadwalader

A fund finance market that demands increased sophistication and cross-vertical fluency from your deal team equally applies
to legal counsel. Hogan Lovells Cadwalader provides dedicated fund finance coverage in 10 countries, having advised 108
lenders in originating 2,200 transactions for more than USD 600 billion in the past 18 months. Our experience demonstrates
that the need to apply multi-disciplinary skills in the fund finance has already arrived. To that point, we:

§ Advised Barings Portfolio Finance and the other senior investors in its rated note feeder financing of StepStone

Group’s USD 3.1 billion structured solutions vehicle in 2026;

Represented Barings (as investor) and Citibank (as agent) in the then-largest-ever structured funding facility in the
secondary market to invest in both private equity and private credit secondaries;

Advised a global financial institution on a forward flow agreement providing for the sale of interests in subscription

credit facilities to Varde Partners’ fund finance platform
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