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On the morning of his interview 
with PDI, Lawrence Golub was 
dashing off to catch a flight to 

Boston to attend a Harvard Business School 
event with his 17 year old daughter. The event, 
which was also sponsored by the Young Presi-
dents Organization, hosted 25 company chief 
executives from around the world, together 
with their teenage children, to introduce 
them to Harvard’s business program. As part 
of the event, the teenagers would work on 
a business idea and plan to pitch to venture 
capitalists later that weekend. 

Lawrence, the founder of his eponymous 
private debt firm Golub Capital, and whose 
daughter is interested in studying marketing, 
says he wouldn’t be surprised if several of his 
children (he has two sets of 17 year old and 
13 year old twins) went into finance. After all, 
it’s something of a family tradition. 

Karen Finerman, Lawrence’s wife, runs 
her own hedge fund, Metropolitan Capital, 
and is a frequent participant on CNBC’s Fast 
Money. His younger brother, David Golub, is 
a president at Golub Capital. Lawrence has 
the title of chief executive and says he and 
his brother are partners. They disagree all the 
time, but being brothers, they’ve been taught 
to play nice since an early age.

“David and I have been best friends since 
before he could speak. Growing up, we played 

together every day, we fought together every 
day and we had to make up every day. We 
have disagreements, but I have disagreements 
with [the other senior people at the firm], 
too.” Lawrence says that when these situations 
arise, they talk it out and figure out who feels 
more strongly about the issue. “We actually 
say, ‘Are you pounding the table on this?’ And 
if someone says, ‘Yes, I’m pounding the table 
on this,’ then it’s our culture for the rest of us 
to defer to that,” he explains. “The only real 
sparks fly when two people with opposite 
points of view both say that they’re pounding 
the table and we have to work it out. But it 
doesn’t happen often.”

While they may not be blood relatives, the 
other senior executives at the firm have been 
introduced to Golub by friends or friends of 
friends who worked there, with many having 
ties to David, who joined the firm in 2003 
from mid-market private equity firm Centre 
Partners Management. “Far and away our big-
gest source of recruits has been via internal 
referral; there’s very little recruiting through 
search firms or bringing in of people we didn’t 
already know,” David says.

Whether it’s a trait they’ve picked up at 
Golub or one they’ve had all along, a theme that 
permeates among seemingly all the employees 
at Golub is a tendency towards caution and a 
conservative approach. Although the firm has 
experienced a significant uptick in assets in 
the past few years – finally reaching the $10 
billion mark at the beginning of this year and 
jumping to number ten on this year’s PDI 30 
ranking from 27 last year – the dealmakers and 
business development executives at Golub have 

The senior executives at Golub Capital are a tightly  
knit crew who are united in their penchant for caution 
and a conservative approach to lending. Being careful 
and sidestepping the riskier deals has gotten them to 
$10 billion in capital this year. Some of the team leaders 
recently sat down with Private Debt Investor in New York  
to go over their process and growth.

From left to right:Lawrence Golub, 
Gregory Cashman, Andrew Steuerman 

and Jason van Dussen
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always taken a measured approach to growth. 
Golub tends to avoid deals that might be too 
risky, even if they might deliver better returns. 
The firm’s dealmakers also spend a lot of time 
figuring out which companies and sponsors 
to pursue; aiming to partner with the same 
PE clients on a recurring basis, rather than 
aggressively pursuing new ones. 

FIRST STEPS

Golub Capital got its start in 1994, when 
Lawrence struck out on his own after 
spending a year at the beleaguered Bankers 
Trust where he wanted to set up a similar 
business and needed approval from four 
senior executives. “I got two of them to say 
yes, and the other two couldn’t even focus,” 
(It was around the time the bank was start-
ing to have problems with its derivatives 
pricing, which eventually led to its demise). 
When he decided to start Golub Capital, 
he mostly collected money from friends 
and former colleagues at Allen & Company, 
where he spent six years prior to Bank-
ers Trust. One notable anchor investor in 
Golub’s first fund, which raised $19.6 mil-
lion, was Dan Lufkin, one of the founders 
of investment bank DLJ, whom Lawrence 
knew from Allen & Co., but didn’t think 
he’d manage to get on his radar. 

When he called Lufkin and asked for 
an appointment, Lufkin agreed to it right 
away. Lawrence went to his office to talk 
about his strategy. “I sat down with him 
for about half an hour. He gave me a few 
ideas, he thought the strategy was interest-
ing and I felt very good to get that gratifi-
cation from him. Then I thanked him and 
as I got up and started walking out and he 
said, ‘Well, wait, where are you going? You 
haven’t asked for the order. Aren’t you going 
to ask me to invest?’” Lawrence recalls.

Lufkin, who is a Wall Street legend and 
environmental philanthropist, put in half a 
million at the time. Stanley Shuman, Law-
rence’s former boss and mentor at Allen & 
Co., who is still a managing director there, 
was also an investor in the first fund. 

DIFFICULT CHOICES

Since then, the firm has gone through a few 
transformations. In 2000, after working 
on a leveraged buyout deal that fell apart, 
Lawrence decided to turn the firm into a 
lending-only one. 

“Even though we were much bigger at 
$200 million, we weren’t really big enough 
to be an important player in private equity. 
The industry was maturing faster than we 
were growing and our skill set wasn’t per-
fectly matched with the skill set you need 
to operate companies and really transform 
and grow them,” he says. “Our approach is 
much better at identifying risks, managing 
risks and being partners with people who 
are excellent in private equity.” 

This also helped the firm partner with PE 
firms, as Golub was no longer a competitor. 
“That’s been a critical distinction for us in the 
marketplace, our clients know we will never 
ever try to buy a business they are trying to 
buy,” Lawrence explains. Over the next 15 
years, the firm expanded first into subordi-
nated debt, then one-stop loans (AKA uni-
tranche), then up the capital structure into 
the senior debt business. It hit $1 billion of 
AUM in 2004.

Pre-market crash in 2007, Golub was 
about the 27th largest private lender, yet by 
the time the CLO markets contracted in mid-
2008, it had jumped to the number three 
spot (based on Thomson Reuters LPC’s Tra-
ditional Middle Market Bookrunner league 
table). In 2009, Lawrence says Golub was the 
only alternative lender providing new capital. 

“Hedge funds and other alternative lend-
ers didn’t have very secure balance sheets and 
many were out of business as early as the 
second half of 2008, while we’ve always been 
very conservative.” The firm doesn’t use more 
leverage than 2.5 to 1 and it locks its liabilities 
in for a longer period of time than its assets 
(seven to eight years in liabilities compared 
to three years in assets). “So in 2009, although 
we did less business than in 2008, we were 
the only mid-market lender open for new 
deals. We ended up being the number one 
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GOLUB CAPITAL  
BY THE NUMBERS
1994  
Lawrence Golub founds  
Golub Capital

$10bn
Total assets under management.

680
Number of transactions 
completed since inception. 

204
Number of private equity firms 
worked with.

75%
Percentage of deals since 2012 
with repeat sponsor clients.

$3bn
Capital deployed in 2013 across 
83 mid-market financings. 

1.09%
Golub Capital’s mid-market 
senior debt default rate between 
2004 – 2013
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mid-market lender that year, which really 
shocked us,” he recalls. The firm also had 
pretty low default rates: about one-third of 
what the market average was at the time, 
according to Lawrence.

Today, Golub has $10 billion in capital 
across three major business lines: mid-market 
lending, in which Andrew Steuerman over-
sees a team in New York and Chicago; broadly 
syndicated loans, the strategy managed by 
Christina Jamieson and Mike Loehrke out of 
the Chicago office; and opportunistic credit, 
which houses a fairly new credit hedge fund. 
The latter is managed by Daniel Posner, who 
joined in 2010 after overseeing the credit book 
at DE Shaw & Co. Golub also started a business 
development company (BDC) in 2010, which 
now has about $1.4 billion under management. 

LONG-TERM RELATIONSHIPS

On the dealmaking side, the firm has been 
extremely cautious throughout its history. Golub 
usually works with repeat private equity spon-
sors and looks at about 2000 deals per year but 
will typically close on only 50 to 70 of them. The 
firm can invest up to $250 million of debt in 
each mid-market lending deal, while the team 
can also underwrite and syndicate senior credit 
facilities and a proprietary suite of one-loan debt 
facilities of up to $500 million. The companies 
it backs usually have EBITDA of $5-$80 million 
and Golub mainly works within three verticals: 
healthcare, B2B software, and restaurant ,  spe-
cialty retail and consumer products.

Andy Steuerman, who oversees the mid-
market lending team also knew David Golub 
from a previous job. “When I was at Albion, 
David was at Centre Partners and I used to 
cover David, so we did a few transactions for 
him,” he recalls. 

When Golub Capital was still doing small 
buyouts, Steuerman provided the firm with 
the termsheet for the last buyout it did. 
“When they converted into a debt arm, they 
called me up and said, we like the way you 
do deals, can you share some deals with us?” 
Steuerman recalls. “David knew I was look-
ing to leave, so he told me, ‘I think it’s a good 

idea if you and Lawrence had some serious 
conversations.’” 

Lawrence was using leverage in the SBIC 
unit and Steuerman had not been using lever-
age at his firm yet. “It was clear that leverage 
in debt vehicles was going to become stand-
ard,” he says. So after several conversations 
with Lawrence over the course of the early 
2000s, Steuerman came on board in 2004.

“The goal is to have repeat clients,” Steu-
erman says of the firm’s private equity spon-
sors. “It’s more efficient to have clients you’ve 
worked with before than to have to reinvent 
yourself for new clients time and again.” 

In fact, 85 percent of the firm’s business 
comes through pre-existing relationships. “It’s 
a highly educated, highly banked, highly com-
petitive group and they have lots of choices 
of people to work with. If you can get people 
to come back to you, it’s a validation of your 
process working.” 

Though Steuerman notes that while the 
firm enjoys working with repeat clients and 

hopes they keep coming back to Golub for 
debt financing, it still passes on a lot of deals 
and won’t go for companies they’re not con-
vinced in, even if the PE sponsor is. “This is a 
long-term relationship and we’re not going to 
risk our franchise for any one deal, so if we’re 
not sure that we’re going to get there with a 
company, if we’re not convinced, we’re going 
to get out of the way,” he says. “To us that’s a 
win, because if we fail, that’s a big loss. If they 
succeed and we don’t jeopardize the relation-
ship, that’s a win. If we help them win because 
we financed the company, that’s a huge win.” 

Some red flags he’s encountered are com-
panies that are exposed to cyclical factors, or if 
they have customer concentration, are poorly 
positioned competitively, or there is something 
Golub doesn’t like about their management 
team. Steuerman admits M&A activity has 
been tepid since it peaked around 2009-2010. 
Most of the deals Golub does these days will 
usually involve recapitalisation or restructuring. 
The firm won’t do covenant-light (which they 
joke really means, “no covenants”) deals as part 
of the middle-market lending business, though 
they have less strict guidelines around their 
Broadly Syndicated Loans business, as they’re 
going in as a small part of a large loan.

The firm will sometimes act as a lead 
arranger, where they will take over one part of 
the debt structure and sell the other pieces to 
other lenders. Jason van Dussen joined as head 
of capital markets in 2010 to lead that effort. 

The firm recently acted as a lead 
arranger for a $330 million senior credit 
facility for ILC Industries, a company 
owned by Behrman Capital that’s a manu-
facturer of electronic components for the 
military and aerospace defense markets. 
ILC’s EBITDA was about $75 million. “The 
revenue and EBITDA was flat or slightly 
down, but it was a stable business that the 
market viewed more negatively than we 
did,” van Dussen explains. The company 
was set to go through a syndicated loan 
transaction with another group of lenders, 
but the Golub team approached the com-
pany’s management team and made them 

“IT’S MORE EFFICIENT  
TO HAVE CLIENTS YOU’VE 
WORKED WITH BEFORE 
THAN TO HAVE TO 
REINVENT YOURSELF  
FOR NEW CLIENTS TIME 
AND AGAIN” 
Andy Steuerman
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a better deal that resulted in a lower cost 
of capital for ILC. Golub kept about $150 
million worth of senior debt in the deal and 
sold the junior debt to another provider. 

The type of debt that the firm will keep and 
the types that it will sell off usually vary depend-
ing on market conditions, and while it could 
be construed as selling scraps of less-wanted 
debt to other providers, van Dussen says those 
providers are usually happy to pick it up. 

“There are lots of loan buyers that don’t 
have the origination [capabilities] or the 
depth that we do, so they’re happy to invest 
alongside us because it might be a better deal 
than they can find on their own.” 

Van Dussen used to work at GE Capital 
on the sales desk, where he’d sometimes sell 
to Golub, before joining the firm. He says 
he now has about 50 firms that he knows 
well and can usually call up to sell the other 
pieces of debt to.

A VETERAN IN THE RANKS 

One of Golub’s oldest employees, other 
than Lawrence Golub himself, is senior 
managing director Gregory Cashman, 
who is a member of the investment and 
watch list committees in mid-market lend-
ing. He joined in 1996, shortly after Golub 
got its start and was introduced to Law-
rence through a former partner at Arthur 
Andersen. 

Cashman echoes Steuerman’s penchant 
for repeatability and caution. “We like busi-
nesses that have strong credit characteris-
tics, recurring revenues, strong enterprise 
value, very defensible market positions; 
businesses that are unique and differenti-
ated in terms of their service offering, and 
businesses that are leaders in their catego-
ries,” he explains. “Those are some of the key 
criteria, but we don’t assume everything is 
going to go right,” he adds. 

The firm has a staged approach to man-
aging credits that are underperforming. 
The firm says its default rates have been 
lower than the industry average – Cashman 
thinks it’s because the firm does a good job 

of identifying problems early. 
“We actually forecast out covenant com-

pliance and figure out whether there’s likely 
to be a breach at any point in time,” he says. 
“The majority of the time, we work out a 
plan with the owners of the business. Some-
times that involves a change of management, 
or bringing in some consultants or an injec-
tion of liquidity and usually that’s enough to 
get the company on the right track.”

The firm’s execs are certainly sticklers 
for process and precision. In addition to the 
careful approach to dealmaking, they place 
great store in being on time to meetings 
and have standardised, compliance-approved 
answers to any client question that might 
come in. 

But they also know how to have fun. They 
host occasional networking events for both 
their PE clients and their LPs. And instead 
of sending clients Christmas gifts, which 
will likely get buried under a pile of many 

others, they send July 4th gifts. A favorite of 
David Golub’s is from a couple of years ago, 
when the firm sent clients boogie boards 
with cards saying “Everybody’s gone surfin’”.

INEXORABLE GROWTH

The firm spent most of its history growing 
at a measured pace, though market 
participants have noticed the recent  
significant growth spurt, and some tell PDI 
they wonder whether it will actually hinder 
the business.

But Grad, who heads up business devel-
opment, says the size has helped the firm 
get better access to deal flow and expand 
into new areas. So far, it looks like Golub 
is reinvesting the new money back into the 
business. It’s taking up another floor at its 
666 Fifth Avenue headquarters. The firm 
also recently hired two managing direc-
tors as originators, Michael Meagher from 
Deutsche Bank and Hyun Chang from 
JPMorgan. They will work on covering the 
upper middle-market echelon of private 
equity firms, which Golub hasn’t done a 
lot of work with yet. 

David Golub says the firm doesn’t have 
other business lines in the works at the 
moment. “We have a high threshold for 
going into a new line of business. We’re not 
interested in growing for the sake of growth 
at all,” he says. “In order to go into a new 
line of business, we have to convince our-
selves that we can achieve the same kind of 
excellence in the new business that we have 
achieved in our three existing businesses. 
And there is no pressure. We have very good 
prospects by just sticking to our knitting.”

“Looking back, the past 10 years have 
been a wild ride, and we’re not done. But 
our culture is to be cautious. We’re nerv-
ous, we’re lenders, we have limited upside 
and all the downside,” says Robbins. “We do 
everything possible to think about the bad 
scenarios and mitigate potential negative 
outcomes. We’re not perfect, but we strive 
to do the best that we can for investors and 
the results reflect that.”  n
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“WE LIKE BUSINESSES 
THAT HAVE STRONG 
CREDIT CHARACTERISTICS, 
RECURRING REVENUES, 
STRONG ENTERPRISE 
VALUE, VERY DEFENSIBLE 
MARKET POSITIONS; 
BUSINESSES THAT 
ARE UNIQUE AND 
DIFFERENTIATED, LEADERS 
IN THEIR CATEGORIES” 
Gregory Cashman


