
 

 
  
  
  
  

ALL THE CREDIT®, EPISODE 65 
Transcript 
 
 
 
[ Music ]  

Announcer voice: You're listening to All the Credit, a monthly podcast series brought to you by 
PGIM, an active global investment manager. 

Brian Barnhurst, Global Head of Credit Research: Welcome to All the Credit. I'm Brian 
Barnhurst, Global Head of Credit Research, PGIM public fixed income. While direct lending was 
once largely confined to small- and middle-market companies, a decade of outsized growth has 
supported private credit to scale to move up market as a meaningful player in large cap lending. 
Issuers increasingly straddle the syndicated and private markets. And portfolios in investment 
vehicles increasingly incorporate allocations to private issuers. I'm very fortunate to be joined by 
Janet Crowe, Global Head of Large Cap Direct Lending and a senior portfolio manager on our 
large cap private credit strategy. And Kyle Ulep, Senior Portfolio Manager on our large cap private 
credit strategy. Combined, Kyle and Janet have more than 60 years of experience in syndicated 
and private credit markets. Kyle, Janet, welcome to the podcast. 

Janet Crowe, Global Head of Large Cap Direct Lending, Large Cap Private Credit Senior 
Portfolio Manager: Thanks, Brian. 

Kyle Ulep, Senior Portfolio Manager: Thanks for having us. 

Brian: Kyle, let's start with you. Your background is quite extensive in direct lending and private 
credit. Defining private credit sometimes occurs in the eye of the beholder. It can be in some ways 
the ultimate catchall. 

Kyle: Yeah. Private credit can be a catchall for a lot of things. For this conversation we're going to 
talk about direct lending, which is a type of nonbank lending, typically top of the capital 
structure, first lien, senior secured, term loans and unfunded commitments. Capital provided to 
sponsored and non-sponsored companies alike. We define large cap direct lending as $75 million 
of EBITDA and up. Although there's a lot of different definitions for large cap, that's where we 
segment it. 

Brian: Direct lending has been around for a long period of time, but nonbank lending really 
accelerated from a growth standpoint post global financial crisis. As larger financial institutions 
and banks took a step back, the growth in scale of smaller and mid-cap direct lending really gave 
way to move up market towards large cap in the last couple of years where the industry has grown 
in size and sophistication to service and lend to large cap issuers. Let's talk about the attractiveness 
of the private credit asset class and why it has grown and found so much demand over the last, 
let's call it 15 years. 



 

Kyle: Sure. So companies have a lot of different ways they can think about financing themselves. 
Traditionally speaking, you may have gone to your local bank and borrowed money from them. 
You could raise money in the equity markets, public markets. And on the large cap space, the 
broadly syndicated loan market has been huge. Private credit came about as an alternative to that. 
And why would a company access the private credit market? There's a handful of reasons. One is 
that these are really customizable, bespoke financing solutions. And so you negotiate as a borrower 
with one or a few direct lenders as opposed to raising money from many in the BSL market. 
There's a speed component to it. Direct lenders tend to move fairly quickly. The process from 
initial capital need to closing the deal can be much quicker. There's a certainty of execution piece 
where you're not dependent upon the whims of the public markets that can be a little bit volatile 
in certain times. And then customization, knowing your counterparty. I think there's a 
relationship aspect to direct lending that is very, very important. And so whether you're a 
company or a sponsor evaluating certain things, every situation is different. And I think that 
borrowers will tend to look at things and prioritize certain aspects of different financings. And 
direct lending can be a very valuable financing tool for borrowers. On the flip side, as a direct 
lender, what do you get out of doing these types of financings? Comparable to many other 
markets, the BSL market in particular, you are negotiating terms a little more hands on. So, you 
may be getting a little bit better terms package. These are illiquid securities, and so typically the 
spreads on direct lending assets are 100 to 200 basis points wide of what you might see in the 
broadly syndicated loan market for a comparable credit quality. And you get to interface directly 
with your borrower, which is a very important thing that we really prize in terms of our 
underwriting. Getting to know the companies you're financing, getting to know the sponsors 
you're financing, understanding how they're thinking about the strategy of the business, 
operations of the business, financial policy strategy. All those kind of things holistically going into 
the underwriting process that make direct lending a very interesting market for us. 

Janet: Yeah, Kyle mentioned quick execution and the certainty of close. The one thing I would 
add is the lack of volatility and the price of where these things are valued at. 

Kyle: Totally agree with that. And I think for sponsors and companies that are borrowing money 
and have a timeline with which they need to execute on, that piece of certainty is very, very 
valuable in many, many cases. 

Brian: It is really valuable for companies to maintain access to syndicated markets, they’re tried 
and true, tested through various market cycles. Equally, it's important for issuers to familiarize 
themselves with private credit markets and really establish the ability to access—depending on 
needs, circumstance, or market environment—syndicated or private. It's also true that the 
suitability of private versus syndicated, even for the same issuer, can change or evolve over time. 
We've seen a lot more issuers migrating back and forth from syndicated to private credit, 
depending on some of those factors you guys talked about—need for execution, market 
environment, or attractiveness of the various markets, which obviously ebb and flow. Much like 
we've seen for the last 20 years, issuers seek out the best terms, execution, et cetera, in the 
syndicated markets when they look at loan versus bond and what type of characteristics might be 



 

appropriate at any given time. So increasingly and on an accelerating basis, we're seeing issuers 
become more familiar with the large cap private credit market and look at three options when 
considering how to finance their business. And those options and their needs change over time, 
depending on environment and circumstance. 

Janet: It's interesting you should mention that. I did a PE house roadshow in Europe a little while 
back. And all the sponsors we met with were very interested in—for most of their portfolio 
companies—will run the three options to get the best execution. 

Brian: That's a perfect segue into our platform, which is actually constructed, at least in my mind, 
very uniquely versus others. For most of my career, until very recently, we really had two distinct 
credit businesses. We had a private credit business, and then we had a separate, let's call it public 
or syndicated credit business. And those two businesses really grew up largely independently with 
a lot of cultural similarities grounded in underwriting, investment discipline, et cetera. Only 
recently have we really begun to combine efforts and bring our shared expertise to bear. That 
manifests itself in the way in which we approach large cap private credit but with, on behalf of our 
investors, but also the way in which we interact with issuers. And that specialization in syndicated 
loans, syndicated bond, and large cap private credit gives us a very unique proposition in the 
marketplace. 

Kyle: Yeah. Recently switched over from this multi-manager model that has served us well for 
many, many decades. And as we've combined the forces of our public side and private side, our 
large cap direct lending strategy's been kind of on the forefront of bringing those two businesses 
together. I've spent all of my career, up until working on our large cap strategy here, on the 
private side of our business investing in middle market companies across the balance sheet from 
investment grade privates to direct lending to mezzanine and minority equity. That business is a 
leader in the marketplace. We have 1,200 portfolio companies, over $100 billion in assets under 
management, and a lot of really strong relationships. And so, we had this existing, very strong 
private credit platform. And then on the public side, we have one of the leading leverage loan 
businesses in the world, $100 billion of assets under management as well across broadly syndicated 
loans and high yield. And the way we've thought about this is those two businesses kind of 
bookend and come together very nicely for the large cap direct lending market. There's aspects of 
each of those platforms that work very well together. I think that our idea of bringing these two 
businesses together to attack the large cap space makes a lot of strategic sense. 

Brian: On the syndicated side, which, of course, is my background, one thing that's really 
interesting is our model on the public credit side has been a centralized underwriting model 
defined by industry specialists that have deep expertise. We've been able to marry up with a 
regionally focused sourcing and underwriting model on the legacy private credit side. And it's 
given us unique and full coverage from a sourcing standpoint. And we've been able to leverage the 
collective expertise across our combined analyst team, share insights across industries and sectors 
and the broader credit ecosystem, where we may cover suppliers or market participants on the 
private credit side that give us insights and information to the public credit side and vice versa. 



 

Which has been a really powerful enhancement to our underwriting approach. And equally our 
ability to access syndicated credit market participants and also reach out directly based on 
relationship has given us considerable breadth on the sourcing side. Both of which complement 
each other in a really powerful way. 

Janet: Yeah. We really have a really good rig that's been built amongst our teams, process. Not 
just the underwriting process, but the outreach that both Kyle does with his team members and 
our originator does with our sponsor network. I would say that there's many different situations 
where Kyle is getting transactions and deal opportunities, and we analyze them. Typically, we are 
aware of the company or have financed the company, and we can get to a pretty quick decision 
whether yes or no. Kyle's teams have found this ability pretty valuable to their teams, particularly 
if they’re looking at a credit that they need to finance in the middle market. So, we're utilizing 
both the ability for Kyle's teams to be able to talk to our analysts about different credits that 
they're particularly investing in in the middle market, and then also that we're investing in on the 
large cap side. 

Kyle: If you break down the ability to generate alpha in the direct lending space, it comes down to 
two simple things. On one hand is sourcing, and the other hand is underwriting. Are you finding 
unique opportunities out there that other people aren't necessarily getting? And are you doing a 
better job of underwriting, both from a credit underwriting perspective and security selection, but 
also terms, negotiation, protecting yourself from the downside? I think if we tackle the sourcing 
piece, we have a lot of different avenues with which to source a very unique deal flow. One of 
which comes from our private credit heritage where we have regionally based originators around 
the globe who have spent many decades in their market getting to know companies directly. 
Calling on CEOs, CFOs, treasurers, advisors, accountants, tax attorneys, all that on a weekly 
basis. And that creates an opportunity for us to source investment opportunities before others 
may. We are often forming very deep relationships with companies for many, many years before 
we finance them. Spend countless hours getting to know the borrowers, following their 
performance through cycles. And so, when a financing need comes along, we're not just looking at 
a book for the first time. We have often times known that company for 10 or 20 years, and we've 
been able to really poke holes in their strategy and how they operate the company, which I think 
gives us an information advantage that is very important from an underwriting perspective. 

Janet: Our sector analysts are a very similar function. They've been in the seats for some 20, 25 
years. They are sector specialists in the industry that they cover. They also have been calling on the 
companies, attending management meetings, have a very good dialogue with typically the 
treasurer, CFO, sometimes the owners. They are a source, as you know, transactions for large cap 
private credit and middle market. We also have over 40 global lev fin PMs that are helping us 
source transactions. Those individuals also have been in those seats some 25, 30 years with 
significant outreach for deal flow. 

Brian: Curious how you've approached and think about sponsored versus non-sponsored 
transactions. 



 

Kyle: Sure. I think that direct lending as an option for financing a company is going to become 
more and more generally accepted among the marketplace with CFOs and treasurers now 
understanding. And we think that there is a very strong opportunity to do non-sponsored direct 
lending transactions. If you look at what most of the direct lending universe is, it's primarily LBO 
sponsored finance, refinancings, things like that, where you're backing a private equity's financing 
of a company that they're going to buy. Non-sponsored is financing companies that may be 
public, may be privately held, closely held family business, no intention of change in control over 
the near term. But they have a financing need that might be a little bit more levered than what the 
banks might be willing to provide them. We are very well situated to attack that market, which we 
think is very, very large. 400,000-some companies in the United States alone are non-sponsored 
and candidates for this. And we're one of the only nonbank investors out there that have feet on 
the street, creating relationships directly with companies. So, when we can find these 
opportunities, we think that they are unique and provide some pretty interesting aspects that are a 
little bit different than traditional sponsored direct lending opportunity. You're negotiating the 
documents directly with the company. There's an opportunity to earn potentially some higher 
spreads. And then there's a longer-term relationship mentality there. Often times throughout my 
career, when I've been talking to companies, you know, I always tell them, we have an array of 
different capital or financing options across the risk spectrum. I always want them to be able to 
pay us back, but I kind of never want them to actually pay us back. And we can refinance, grow 
with them over time. It is a very interesting way to organically build your book. We have 
countless examples of companies that we have financed over decades with various different types 
of capital, whether that was direct lending type capital or mezzanine or investment grade, privates, 
fixed rate loans. We've got a tombstone for a company that we financed for a $600,000 term loan 
in 1967. And over time we've done 30 financings with that company, and now we have a few 
hundred million dollars of capital outstanding with them. So not only are we able to grow our 
assets with that company, that company becomes very comfortable with us as a lending 
relationship. We become more and more comfortable with our credit underwriting because we've 
been able to watch this company for so long. 

Brian: And, Kyle, I'd imagine non-sponsored lending comes with unique access and diligence 
abilities. 

Kyle: For sure. In the traditional sponsored finance market there's a process that you go by and 
submit questions, and they get answered, and you have a presentation. When you're doing non-
sponsored deals, it's very iterative. And you have an opportunity to interface directly with the 
management team, often times face to face. You spend numerous encounters with them as 
opposed to one opportunity to ask your one or two questions. And so, we do think that the ability 
to dig in a little bit deeper from an underwriting perspective benefits us well and maybe 
potentially offsets the idea that you don't have some big institutional equity backer there. We are 
bullish on the opportunities we have globally for non-sponsored direct lending. 

 



 

Brian: Our ability to finance companies a longer life as they grow from small to large and also 
from public to private, very much aligns with the way in which we have invested for a long period 
of time, which is very strategically. We take a long-term perspective. We've talked about large cap 
private credit being a very organic extension of our business on the syndicated credit side, and 
that's been our experience. To underscore the depth of relationship that Kyle and Janet talked 
about, almost 90 percent of the investments we've made in large cap private credit are the result of 
a historic lending relationship with that company, entity, or management team. Which is really 
powerful. Relatedly, we talked about our underwriting heritage, a very disciplined approach. Our 
underwriting hit rate is really low. 

Janet: Yeah. We're real selective of the 200 plus transactions we've looked at. Our hit rate is way 
below 10 percent. And most of the credits we're looking at are our existing portfolio companies or 
credits that we've already historically been invested in. So, therefore, our hit rate is probably much 
lower than 10 percent. 

Brian: Which is a good segue into where we are today in private credit but also large cap 
syndicated markets. How are you both thinking about the state of large cap private credit? And 
the directionality of credit markets? 

Kyle: These markets, the credit markets, capital markets ebb and flow. Just like any other market, 
direct lending is very similar. We've seen a lot of capital flow in post-COVID as interest rates 
increased, base rates increased. Some very large funds, raised some very large amounts of money. 
And then that also coincided with a lack of LBO financing, sponsored deals not changing hands, 
maybe a little bit of a disconnect in enterprise value expectations and what not. And so there has 
been a supply and demand and maybe a bit of an imbalance over the last few quarters in the large 
cap space. Across all of direct lending, in fact. That doesn't bother me so much. We take a credit 
first mindset. We care about protection on the downside. Not worrying about deployment pace. 
We're worried about picking the right credits. And so, we actually welcome when markets get 
frothy. That means that there's going to be a reckoning in the future. And I think that we are very 
well suited, have an all-weather portfolio of very defensible companies that we've backed. We lived 
through these cycles before, and we're in one right now. But if you take a long-term view of it, I 
think that large cap direct lending is a very important piece of the financial markets. Provides a lot 
of value to a variety of different borrowers. And it's an asset class that's going to continue to gain 
the recognition and acceptance on main street. 

Janet: I would just add that the space is competitive. However, our combined credit cultures and 
some of the things that Kyle mentioned—which is the modeling that we do, the diligence, the 
protections that we try and get in our documents—are what will see us through. 

Kyle: I think another phenomenon that we've seen in the market these days is that everybody 
focused on a loan to value, right? And so, there's often times statistics that people put out there 
that say, hey, we have an average loan to enterprise value of 50 percent. And that's good enterprise 
value coverage that can also disappear very quickly if there's changes in the markets or changes in 
valuations or underlying interest rates or what not. We focus on LTV, but we also focus on the 



 

company's ability to pay us back with internally generated cash flow. And so, we look at debt-to-
EBITDA very closely as a metric that we think about. We focus on a company's ability to repay 
our debts, not necessarily the value of the company as being a source of repayment. You don't 
know when these companies are going to change hands, but we want to make sure they can 
service the debt through cycles. We've been very disciplined in that. 

Brian: When I think about credit underwriting culture, I think about a lot of the things you 
emphasized. I mean, Kyle, you hit the nail on the head. We do not focus on speed or number of 
transactions. It's about disciplined underwriting. That's what ultimately comes home to roost in 
the long run. And that's what we are designed to deliver—good investment selection. And, Janet, 
you talk about the very high percentage of transactions we've underwritten on the private credit 
side in large cap that overlap with existing investments and relationships. I think that's really 
important. That's really unique. That means we have a longevity with the business and 
understanding of how the business is going to behave in different periods of time. And one thing 
that I would add is, whether we're screening a potential transaction or moving to invest in a 
transaction and then bringing to bear our investment committee, the entirety of the process really 
combines perspective and expertise from the direct lending private credit side and the syndicated 
side. And when I think about how to make good decisions in credit, it's experience, it's seasoning,  
it's discipline. And it's also bringing different perspectives to bear in a collaborative environment 
so that we get to the right decision as a team. And I think, uniquely, our credit heritage has come 
together in a very powerful and impactful way in large cap private credit. Janet and Kyle, I want to 
thank you both for your perspectives and time being on the podcast. 

Janet: Thank you, Brian. 

Kyle: Thanks, Brian, for having us. This was great. 

Brian: If you'd like more thought leadership around private credit or other topics, please visit 
PGIM.com. Thanks for listening to All the Credit.  

[ Music ] 

Announcer voice: We hope you enjoyed today's podcast. Subscribe to keep up with the latest 
episodes of All the Credit®. For more insights and thought leadership, visit PGIM.com. This 
podcast is intended solely for professional investor use. Past performance is not a guarantee of 
future results. All investments involve risk, including the loss of capital. This material is not for 
distribution to any recipient located in any jurisdiction where such distribution is unlawful. This 
podcast includes the views and opinions of the authors and may not reflect PGIM Fixed Income's 
views. PGIM and its related entities may make investment decisions that are inconsistent with the 
views expressed herein. This podcast should not be reproduced without PGIM's prior written 
consent. No liability is accepted for any direct, indirect or consequential laws that may arise from 
the use of any information contained in or derived from this podcast. PGIM Fixed Income is not 
acting as your fiduciary. The contents are for informational purposes only, are based on 
information available when created and are subject to change. It is not intended as investment, 



 

legal or tax advice and does not consider a recipient's financial objectives. PGIM Fixed Income is 
a business unit of PGIM, the global asset management business of Prudential Financial, Inc., 
which is not affiliated in any manner with Prudential PLC, Incorporated in the United Kingdom 
or with Prudential Assurance Company, a subsidiary of M&G plc, Incorporated in the United 
Kingdom. Copyright 2025. The PGIM logos and the rock symbol are service marks of PGIM and 
its related entities registered in many jurisdictions worldwide. 
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