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The Wholesale Lending Program Explained 
he wholesale lender is a privately owned and operated wealth lending program, operating 
since 2005.  Since that time, the wholesale lender has funded many billions of dollars in 
loans to select companies across various industries, including real estate development, 

technology, infrastructure, renewable energy, film and entertainment, hotel and resort 
development, and a wide array of other business initiatives. 
 
The wholesale lender’s acceptance rate for projects is considerably higher than most 
conventional lenders or venture capitalists.  Under the wholesale lender’s 4-1 lending program 
(see “The 4-1 Lending Program” below) the funds that are made available are a 4x multiple of 
the funds that the borrower or a third-party investor or equity fund places in escrow as the 
project’s “initial funding.”   
 
Under the wholesale lender’s second program (see "SBLC 100% Funding” below) the wholesale 
lender works together with the borrower’s bank to fund the project, completely underwriting 
the bank’s risk with the wholesale lender’s assets, to ensure the borrower receives the funds that 
are needed. 
 
The business groups behind the lending program (see “Who’s Behind This Lending Program?” 
below) created a private lending platform that revolutionized how projects could be 
funded.  Lending primarily to retail lenders, and originally focusing on the real estate 
development market, the lending group has been able to bring remarkably low interest rates to 
the business of lending. 
 
Combined with an approval process that follows simple yet logical assessment procedures, the 
wholesale lending program has facilitated loans for many businesses that would never have been 
approved through conventional processes. 
 
The lending program is extremely versatile – it funds projects in a multitude of verticals, such as 
real estate, mining, oil and gas, film and entertainment, and infrastructure. The lending program 
is global with banking relationships on every continent and can facilitate deals in multiple 
currencies.   
 
The lending program seeks to be creative – where most lenders find problems, it strives to  find 
solutions. If there is a way to make a project work, the wholesale lender will put in the effort to 
make it work for the borrower. 

T 
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Who’s Behind the Wholesale Lending Program? 

The wholesale lender is only one entity within a large group of privately owned corporations. It 
originally was only a small segment (the “lending arm”) of the larger parent corporation.  
 
The wholesale lender has been offering its lending program since 2005, but until 2018 the wholesale 
lender was strictly a wholesale  lender – lending to financial institutions that re-lend money at the 
retail level. The wholesale lender has lent many billions of dollars to retail lenders in 62 countries 
through this program but is now offering it directly through select partners who have been asked 
introduce projects to the wholesale lender so the wholesale lender is now able to offer this program 
to end borrowers. 

 
Among the many business interests in which the group of companies behind the lending program are 
involved, the primary business of the group is the provision of “white label” loyalty/affinity programs. 
This is the largest program in the world, providing this service platform to major corporations and 
governments. The company that operates these “white label” programs also is a private company but 
is owned by the same ownership group. The largest contracts for these loyalty programs power the 
RX Drug Card in 48 of 50 US states, and the affinity programs behind most American credit cards. 

  
The RX Drug card is a program where Americans with no health coverage can access up to 75% 
discounts in 65,000 pharmacies nationwide. The group under which the wholesale lender operates 
has put this entire platform together, including bringing in all the offers and discounts, and developing 
and hosting it.   

 
The group receives a disbursement on each transaction – approximately $2-$3 per transaction. There 
currently are more than 70 million transactions per month. The three RX Drug Card websites shown 
below are picked at random (all 48 states using the program have sites based on the same boilerplate, 
provided by the group) and offer discounts to the residents of the state in which the program 
operates: 
https://www.newyorkrxcard.com/ 
https://www.californiarxcard.com/ 
https://www.utahdrugcard.com/ 
 
This platform also powers the loyalty programs offered by most American credit cards. The credit 
card providers promote these programs as "their" loyalty programs, but these programs are simply 
white label versions of the group’s affinity system. Hundreds of thousands of businesses offer 
discounts through the affinity system. Each member using the program via credit cards pays $1 per 
month for access, and there are over 40 million users of these programs every month. 

 
The profits resulting from these programs have allowed the group to develop its lending programs. 
 

https://www.newyorkrxcard.com/
https://www.californiarxcard.com/
https://www.utahdrugcard.com/
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How the Wholesale Lender Makes Money on Its Loans 

Unlike most loans, where the lending institution’s profit is in the interest rate it charges and its 
ability to sell the loans to other financial institutions in the secondary market, the wholesale 
lender is able to offer a low interest rate and accept a greater degree of risk than most lenders 
will tolerate because its loans are based on “multiples.  
 
As the project owner, the borrower is required to bring a minimum amount of funds to the 
project (20% of the total costs if the funds are being provided by the borrower and 25% of the 
total costs if the funds are being provided by a third party such as an investor, investor group or 
equity fund).  
 
These funds are in addition to any equity that the borrower already has in its project. The 
wholesale lender will lend up to 4x the initial amount that has been raised and which can be 
placed in escrow during the time that the loan is being disbursed (usually in 8-12 months). 
 
The way that the wholesale lender can do this is that its banking partner will position the 
borrower’s initial funds as the loan's "loan loss reserve" during the drawdown of the wholesale 
lender’s loan funds.  This does not, in any way, place any lien, claim or encumbrance on the 
borrower’s funds, it simply shows that there is a "set aside" amount on behalf of the borrower.   
 
When those initial funds are positioned in that way, the wholesale lender’s banking partner adds 
a number of multiples of that "set aside" amount in new credit to the wholesale lender’s credit 
lines.  The wholesale lender places the first four multiples in a credit facility, which becomes the 
borrower’s loan.   
 
The remaining multiples afforded to the private business group under which the loan program 
operates to put the remaining multiples into the private business group’s other lending and 
trading programs, which is where it makes its real profit on its these loans, which also mitigate 
its risk on the borrower’s project. 
 
These multiples also pay for the wholesale lender’s insurance policy that covers the wholesale 
lender from any risk, beyond the funds that can be recovered from the General Security 
Agreement (GSA) that is placed by the wholesale lender on the project, should the loan fail. This 
GSA will be placed in first position throughout the term of the loan.  
 
It is recommended that the project be set up through a Special Purpose Vehicle (SPV) so that all 
investments, equity, debt financing, and liabilities all rest with the SPV, rather than with the 
borrower’s primary company.  
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In order to be meet all compliance requirements for a loan loss reserve, the borrower’s initial 
funds must remain un-depleted and unencumbered during the drawdown of the wholesale 
lender’s loan funds (usually disbursed in monthly tranches, across 8 to 12 months).   
 
There are multiple methods available to ensure those funds remain un-depleted and 
unencumbered during that period, all guaranteeing no risk to these funds for  the borrower.  To 
see how the borrower’s funds are safely protected against all perils, please see the "Financial 
Safekeeping" below. 
 

The 4-1 Lending Program 

To qualify for this program and to be eligible for funding, the borrower’s project must fit the 
following criteria, in full: 
 
1. The project must be ready to go.  A fully developed business plan already must be in place. 

If the borrower only has a “vision” that is expressed in its business plan,  but no budget or 
build-out plan, the project is not yet ready to be funded.   

The borrower’s project doesn't necessarily have to be completely ready to start construction 
or production; the loan can be structure to cover the costs of final development, pre-
construction, pre-development, and pre-production costs so long as a third-party (investor, 
investor group, equity fund, etc. ) provides the 25% in initial funding. To be approved, the 
project must be fully laid out and ready to be built or to go into production within 10 or 12 
months after the wholesale loan closing and once the pre-construction/pre-
development/pre-production steps are completed.  

2. Minimum funds must already be raised.  There must be at least $1 million USD ready to 
deploy into the project. As a requirement to qualify for the wholesale lender’s 4x funding 
multiples, these initial funds must sit idly on the sidelines throughout the drawdown of its 
loan, either in the borrower’s own bank account or 100% guaranteed at ITS cost. Once all of 
the wholesale lender’s loan funds are fully disbursed, the borrower’s initial funds will then be 
the last money spent into the project to complete it. 

3. Timing.  All loans must be approved through banking compliance, a process that takes 
approximately 60 days. Another 30-60 days are required for negotiation and finalization of 
the initial Term Sheet provided to the borrower following the banking compliance period.  

Projects for which funds are required immediately, and cannot wait for compliance 
confirmation, will not qualify.  Additionally, the wholesale lender’s funds are released in 
tranches as they are consumed into the final stages of getting the project ready to go, so it 
takes 8 to 12 months for the funds to be fully deployed.  If a borrower requires all of the funds 
on day 1, this is not the lending program to pursue. 
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Interest Rate 
The wholesale lender offers borrowers an industry-leading interest rate – not only does the 
wholesale lender provide borrowers with 4x the amount of their capital as a credit facility, but 
the wholesale lender does it at a flat 3.5% or the rate of "LIBOR +2,” based on the existing U.S. 
12-Month LIBOR rate,  whichever is greater.   
 
The current LIBOR rate can viewed via the following link. It is listed on the right side of the page.  
https://www.global-rates.com/interest-rates/libor/libor.aspx 
 
Risk Mitigation 
The crucial element of the wholesale lender’s loan process is that the borrower’s initial funds are 
never exposed to ANY risk whatsoever. In fact, the borrower’s initial funds sit on the sidelines, 
usually in the borrower’s own bank account, until all of the wholesale lender’s capital has been 
disbursed into the project.   
 
The borrower’s money is released only after the wholesale lender’s funds have been disbursed 
in full and will be the last money spent on the project. The wholesale lender absorbs the financial 
risk for the borrower up through the time the wholesale lender’s loan proceeds have been fully 
disbursed.   
 
To apply for funding, the borrower will need to submit an application package.  Prior to doing so, 
the borrower should first contact one of the entities that the wholesale lender has asked to 
introduce projects, such as American Diversified Energy (ADE), to discuss the project and review 
its business plan to make sure that the project appears to be a good fit for the wholesale lender’s 
program.   
 
If it appears to be, the initial introductory package will be submitted to the wholesale lender 
(which is comprised of a financing request summary – see the accompanying “Wholesale Lender 
Financing Request Summary - Documentation Needed” – and a 20-25 page summary of the 
borrower’s business plan).  
 
The wholesale lender will conduct its review of the project to ensure it is a good fit. If so, the 
wholesale lender can, on request, provide a letter of intent (an LOI) for the borrower to use with 
the third party or parties that will be providing the “initial funds.” The wholesale lender also will 
provide the borrower with all of the required documents that must be submitted to complete 
the borrower’s application package. 
  

http://www.global-rates.com/interest-rates/libor/american-dollar/2019.aspx
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Once the borrower’s application package is submitted, the wholesale lender has its intake and 
risk assessment teams review all elements of the submission.  First, the wholesale lender has 
PWC (PricewaterhouseCoopers, which was formed by the combination of the names of Price 
Waterhouse and Coopers & Lybrand following their merger in 2010) perform a risk analysis.  
 
The wholesale lender then conducts its own risk analysis. After project is approved by the 
wholesale lender’s loan committee, the borrower will receive a comprehensive Term Sheet that 
outlines the loan terms. The wholesale lender’s issuance of this term sheet confirms that it is "in” 
and willing to fund the borrower’s project.  
 
This process takes about 15 days. So long as the loan terms are mutually agreed upon and the 
process steps are followed from that point, the borrower’s project is a go. 
  
These loans do not require any additional corporate or personal guarantees – each loan is 
secured only by the actual project that the wholesale lender’s money is helping to create.  The 
borrower is not required to secure the loan with any additional personal or corporate 
assets.  There also is only one nominal up-front fee –  any costs or fees associated with the loan 
are not due to be paid until AFTER the borrower is receiving funding from the lender. 
 
Fees 

• The entity that introduces the borrower’s project to the wholesale lender (i.e., ADE) 
charges an initial up-front-fee of $5,000. This fee pays for the time that is necessary to 
review the borrower’s materials and develop an introductory package for presentation to 
the lender. This fee also covers recommendations for improvements that will need to be 
made or will enhance the materials that will need to be submitted to the wholesale lender 
for due diligence and compliance. 
 Should the loan package require additional refinement or reworking prior to 

submission, the borrower will be asked by ADE to make these revisions prior to 
submission.  

 Should the borrower wish to engage ADE to make these improvements, ADE and the 
borrower will, at the borrower’s discretion, enter into a fee-for-services agreement to 
make the improvements.  

 The borrower also can make these improvements on its own or engage another firm 
to do so. 

 The fees will be paid to ADE under the fee-for-services agreement according to the  
payment schedule set forth in the ADE-borrower scope of services prior to submission 
of the loan package.  

 For loans over $125 million, these fees will be deducted from the 1% fee at closing. 

• There are no due diligence fees. 
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• There are no application fees. 

• Following the introduction to the lender, the wholesale lender pays its own costs, and the 
borrower pays its costs.   
 As is standard for any loan, the borrower is  responsible for the legal costs of closing 

the transaction.   
 Closing costs will be invoiced to the borrower upon "close" of the borrower’s loan 

deal, after compliance confirmations are complete and funding has begun.  Closing 
costs will be disclosed in the borrower’s Term Sheet.   

• There is a 3% "Lending Fee," due AFTER formal "close" of the deal and commencement of 
loan disbursements.  This fee is normally deducted from the loan funds themselves, never 
from the borrower’s original capital. 

• There also is a 1% fee that is paid to ADE for its introduction to the wholesale lender and 
its facilitation of the loan-making process through closing. 

• Throughout the loan term there will be a small monthly accounting fee for a loan 
oversight custodian who will reconcile the costs of the project to the funds drawn, confirm 
that the project remains on schedule, and monitor the repayment of principal and 
interest.  This fee will be fully described in the borrower’s Term Sheet. 

How to Apply 
The process to apply for and receive financing is as follows: 
 
Step 1:  Enter into an engagement agreement with ADE to prepare an initial introductory 
package for presentation to the wholesale lender so the wholesale lender can review the details 
of the borrower’s project to determine if it suits its lending model.  If it does, the borrower will 
be provided with the applications and documents it will need to apply for a loan. 
  
Step 2:  Submit the borrower’s application package.  This will include: 

1. Proof of funds, showing appropriate initial funds ready to deploy into the project 
2. Project business plan 
3.  Project use of funds schedule / preferred drawdown schedule 
4. The wholesale lender’s loan application form 
5. Initialed and signed wholesale lender FAQ document 
6. Personal Identification information for the applicant/signatory 

(required for KYC, Banking Compliance and anti-money laundering protocols) 
7. Articles of Incorporation. 
8.   Board resolution (stating the signatory has the ability to bind the corporation to 

contracts). 
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The wholesale lender then submits the borrower’s project to its independent risk assessment 
team, who analyzes the borrower’s application package to ensure the project makes sense for 
the wholesale lender to participate in. 
 
Step 3:  If the project is accepted for funding, the borrower will be sent a comprehensive "Term 
Sheet" which outlines the primary terms of the loan.  Once both parties have agreed to terms, 
both parties sign the Term Sheet to proceed to the next step. 
 
Step 4:  Banking Compliance 
At this point the borrower will be put in contact with the wholesale lender’s banking compliance 
team and the "Closing Agent,” a law firm that will develop the loan agreements for the borrower’s 
loan.  The compliance officer's role is to ensure compliance with all banking requirements and 
regulations by both parties (lender and borrower).   
 
These parties are responsible for ensuring that the borrower’s initial capital remains idle and 
undepleted during the drawdown of the wholesale lender’s loan.   
 
The balance of the loan documents (see the second page of the “Wholesale Lender Financing 
Request Summary - Documentation Needed”), which are in addition to the documents 
submitted as part of the application package, are then submitted for compliance confirmation, 
where the central bank(s) involved examine and approve all aspects of the transaction.  This 
compliance process takes approximately 60 days to complete. 
 
Step 5:  During the compliance confirmation, the wholesale lender creates the final loan 
agreements for the borrower’s signature. 
 
Step 6:  Once compliance clearance has been completed, the borrower’s loan facility is opened, 
and disbursements commence per the borrower’s loan contract. 
 
Financial Safekeeping 
The key element of this lending program is the requirement that, to qualify for a loan, 20% of the 
total budget must already be in place.   
 
It is the existence of the borrower's project, coupled with those initial funds already being 
pledged to the project, that makes the 4x multiple that the wholesale lender lends to the 
borrower possible. 
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The only requirement of the initial funds is that they remain completely undepleted and 
unencumbered throughout the disbursement of the loan funds, so that they may be accurately 
positioned as the project's "loan loss reserve.”   
 
If they were to become encumbered or depleted in any way, it would violate compliance 
requirements for the loan loss reserve and cause the entire loan to collapse.   
 
As a result, to ensure compliance with Central Banking regulations as well as similar requirements 
from the wholesale lender’s insurance partners, there are specific methods and oversight 
required to guarantee that those funds will remain idle throughout the drawdown of the 
wholesale lender’s loan funds. 
 
There are three approved methods (listed below) for this assurance.  All three of these methods 
have been designed to specifically ensure the borrowers that their funds are fully guaranteed 
and secure at all times. 
  
Safekeeping Processes 
There are three approved processes that the borrower may work with for the safekeeping and 
security of their initial funds.  Each of these methods has been designed for specific sizes and 
types of loans and clients: 
   
Method 1:  The borrower’s initial funds amount to $10 million USD or more; those funds 
remain in the borrower’s own bank account  
If the borrower's 20% amount of “initial funding” is $10 million USD or greater, and they bank at 
a “Top 20” bank that is located in an acceptable jurisdiction, then these funds are usually able to 
remain in their own existing bank account.   
 
The only stipulation is that one of the wholesale lender’s Compliance Officers MUST be able to 
“view” this account at their discretion, so this Officer must  be added to the account as a 
“signatory.”   
 
To ensure that signatory has no control of the account or the funds, the borrower would arrange 
with the borrower’s bank to make this account a 2-signature account.  That way the borrower 
can be assured that the wholesale lender’s Officer could never do anything other than view the 
account.   
 
Since the funds in the borrower’s account are required to never be drawn down or encumbered 
during the funding process, the wholesale lender’s insurance company requires that it be 
monitored on an ongoing basis. 
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If there is any challenge to the borrower’s bank's status as a top 20 bank in an acceptable 
jurisdiction, the wholesale lender’s banking compliance team can assist the borrower in creating 
an account with an appropriate bank, and with the appropriate safeguards. 
 
Method 2:  The Borrower’s initial funds are less than $10 million USD and must be deposited 
in a dedicated escrow account with HSBC in London  
For borrowers with initial funds amounts of more than $1 million but less than $10 million USD 
there is a dedicated Escrow Account located at HSBC London, managed by an Escrow Agent, 
where these funds will be required to be held.  One of the wholesale lender’s banking Compliance 
Officers will provide all the specifics upon reaching that point in the process.  
  
There will be a formal Deposit/Escrow Agreement signed between the borrower and the Escrow 
Agent stipulating that the Borrower's Initial Funds cannot be depleted or encumbered and must 
remain on deposit in the Escrow Agent's Common Account at HSBC London throughout the 8-12 
month funding period.  Upon completion of that period, the funds are returned to the account 
of origination. 
  
Method 3:  SBLC or bank guarantee – minimum $10 million USD or GREATER (initial funds 
remain in the borrower's bank account, and a SBLC or Bank Guarantee is issued by their bank) 
Utilizing this process, the wholesale lender can ONLY work with Top Tier Banks in highly stable 
banking jurisdictions.  This method would typically never be used for initial funds amounts of less 
than $10 million. 
 
Under this method, the borrower's capital will remain in their bank account, and that bank would 
issue to the fiduciary's bank a “banking instrument” such as a “SBLC” (Standby Letter of Credit) 
or a “BG” (Bank Guarantee).  Keep in mind that the issuing bank will charge fees (often substantial 
ones) to create, issue, and eventually recall and liquidate this instrument, and those costs will be 
fully the responsibility of the borrower. 
 
Pay Off 
The wholesale loan is an interest-only loan with a term of four years. At the end of the four-year 
term, the loan can be paid off in full, paid off through a low-interest, long-term loan, or paid off 
through a 15- or 30-year mortgage. Interest rates for mortgages currently are less than 3% per 
year. The wholesale lender can assist the borrower in setting up a long-term loan or mortgage 
through its multiple banking relationships. 
 
The wholesale lender also is willing in some cases to take equity in a project, which may be 
structured as part equity and part payoff, or equity in lieu of payoff.  
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Please note:  this process is meant for clients that have a high level of sophistication in 
banking and finance, and who will deal directly with bankers who have extensive experience in 
setting up such instruments.  Please also note that unless the borrower’s instrument is for $10 
million or more, most banks are reluctant to accept them.   
 
As a result, for deals under $10 million the wholesale lender strongly suggests "Method 1" as that 
option always is smoother, more expedient, and without any costs to the borrower.  However, 
this safekeeping option is available for projects that want to use it and who qualify for it. 
 
The wholesale lender has designed these safekeeping processes using the best in its partners and 
processes to mitigate risk and guarantee the complete security and safety of the wholesale 
lender’s and the wholesale lender’s clients' assets, while adhering to all required compliance and 
legislative requirements.  Each of the processes described offer a full 100% guarantee of the 
safety and security of all funds in the wholesale lender’s program, each of which is fully verifiable. 
 

SBLC 100% Lending 

For larger projects (budgets in excess of $25 million) the wholesale lender has a 100% funding 
option that has very specific requirements of the prospective borrower's bank.  Using this 
program, the wholesale lender would issue a Standby Letter of Credit (SBLC) from one of the 
wholesale lender’s tier 1 banking partners (HSBC UK or Barclays UK) that is fully cash backed, to 
the borrower's bank.  That bank MUST HAVE the full capability to monetize that bank instrument. 
 
Under this example the borrower would need to have a relationship with a bank, either itself or 
through a family office or hedge fund, capable of receiving and monetizing a SBLC from the 
wholesale lender.   
 
This bank would receive and monetize the cash-backed SBLC, which would need to be of 
sufficient size to be able to yield a value of at least 2x the size of the project.  The bank (or their 
hedge fund/family office client) would then offer the wholesale lender one of two possible 
options: 
 

Option 1:  Non-Recourse Payout 
In this case the SBLC would be "cashable" and the wholesale lender would require a minimum 
90% monetized value for the instrument.  For instance, if the bank received a cashable SBLC from 
the wholesale lender for $100 million, the wholesale lender would expect bank to provide $90 
million for its loan to the borrower once the SBLC has been received and confirmed.   
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Upon maturity (12 months + 1 day) the bank would cash the SBLC for the full face value ($100 
million) and will have made $10 million on its money.  Additionally, the bank will have had the 
instrument on their balance sheet for a year, which they can leverage into additional profits by 
many multiples. 
 
Up to half the amount wholesale lender receives from the bank can be lent to the borrower's 
project to fully fund its budget.  In this case ,that would be up to a $45 million budget; if larger 
projects or slates use this method, the wholesale lender would simply need to arrange with its 
bank a larger instrument. 
 
Option 2: Bank Line of Credit 
Under this scenario the SBLC would be "returnable" – the SBLC that the wholesale lender sends 
to the receiving bank would be returned in full value in 12 months.   
 
Here, the wholesale lender would seek a 75%-85% loan-to-value (LTV) on the SBLC which would 
be wired to the wholesale lender as a Line of Credit.  The wholesale lender would repay these 
funds within the 12 month maturity of the instrument. 
  
As in Option 1, the wholesale lender would require that the SBLC yield at least 2x the cost of the 
project which the wholesale lender is funding due to the high costs of setting up such an 
instrument and transaction, as well as to mitigate the wholesale lender’s risk on the project loan. 
 
Again, as with Option 1, up to half of the provided in the credit line would be available to fund 
the project. 
 
Setting Up the Project Loan 
Once the SBLC has been monetized and the funds wired to the wholesale lender from the bank, 
the project then goes through the wholesale lender’s usual intake process.  The funds from the 
bank becomes the "proof of funds" for the project and the wholesale lender processes the 
borrower’s application to receive a loan.   
 
Once the project has been accepted for funding, the borrower would go through the wholesale 
lender’s Term Sheet, compliance, contract process. Once complete, financing of the project 
would commence. If accepted, since the wholesale lender will be financing 100% of the project, 
and the borrower/client has no money of their own in the game, the wholesale lender will always 
take an equity position in the project.   
 
That position could range between 20% to 40%, depending on the risk profile of the deal. The 
actual percentage will only be discussed once the wholesale lender confirms that it has a way to 
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monetize the SBLC.  The interest rate of the loan will in this case be dependent on the bank's 
monetization parameters.   
 
If the monetization involves the wholesale lender taking a credit line (which will have an interest 
rate that the wholesale lender pays for), then the portion of capital being sent to the client for 
the project will be charged AT THAT SAME INTEREST RATE.   
 
If Option 1 is used, where it is a Non-Recourse Payout SBLC, and the wholesale lender does NOT 
end up owing the bank interest, the wholesale lender will loan to the project at a flat 3.5% (its 
normal rate). 
 
The other fees from the wholesale lender’s 4-1 loan program also applies – a 3% Lending Fee 
(due upon close, and drawn from the loan funds), the closing costs of the loan, the 1% fee to ADE, 
and the monthly cost of the loan caretaker.  No fees are due to be paid until AFTER the project is 
receiving funding from the wholesale lender. 
 
The application process is be the same as for the "4-1 Lending Program" under the heading "How 
to Apply.”  The only difference is that there is no requirement for a Proof of Funds, as the funding 
already will be provided by the borrower’s banking institution through the monetization of the 
SBLC. 
 
What Else Will the Borrower’s Bank Need to Know? 
Certain departments of banks are used to the SBLC processes, but typically deal with existing 
instruments.  As a result, they almost always ask for the "SBLC Verbiage." However, the way the 
wholesale lender has structured this program is that the wholesale lender’s instruments are all 
"new issues" - they will be created by the wholesale lender’s Tier 1 bank specifically for this 
transaction.   
 
As a result, the wholesale lender will create a new SBLC that can have any verbiage the receiving 
bank desires.  While the SBLC verbiage must always conform to the ICC600 standard 
(International Banking Standard, which the bankers should inherently understand), the 
wholesale lender can tailor the SBLC to have any wording it likes.  In fact, the wholesale lender 
typically tells them, "Give us your preferred verbiage that will yield the BEST LTV that the 
borrower can receive, and that is what it will have." 
 
How to Proceed 
There are specific "non-solicitation" rules in banking and, as a result, the wholesale lender’s 
banker cannot initiate contact with the receiving banker. This contact must be made by the 
banker whose bank will receive the instrument.  For this reason, the wholesale lender will require 
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that the borrower’s banker send an email to the wholesale lender that it will forward to its 
bankers.  This email will have to include three things: 

1. RWA Paragraph.  This paragraph will state that the receiving bank is "Ready Willing and 
Able" to receive a SBLC from HSBC or Barclays that has the face value of the transaction to be 
considered.  This paragraph generally will be "based on the following conditions" (i.e., receiving 
sufficient CIS information from us to pass their due diligence protocols). 

2. Banker's Business Card.  This will identify the banker, the bank, and include their 
contact details such as email and phone numbers. 

3. Sample SBLC Verbiage.  Since the wholesale lender can customize the wording of the 
instrument to suit anything the receiving bank requires, the wholesale lender will ask that they 
to provide the wholesale lender with the verbiage that they prefer. 
 
With this email forwarded to the wholesale lender (as well as the basic details of the bank's offer 
such as LTV and timing), the wholesale lender can provide this to its banking team who will reach 
out to the banker and begin the process of setting up the transaction. 

 

The Investor Protection Program 

Some projects – such as film and entertainment loans – are notoriously risky investments. 
Investors can make a bundle, but they also can lose their entire investment.  The wholesale 
lender has developed a method whereby an investor can set aside the money they want to invest 
in a project (so long as the is a minimum of $10 million USD), and have the wholesale lender put 
the money into the project on their behalf.   
 
The wholesale lender will have contracts with the investor with all the appropriate stipulations, 
so that once the investor confirms they like the direction the project is taking they would execute 
their option to "substitute" their money in the project for the wholesale lender’s money.  
 
How Does the Investor Protection Program Work? 
Assume that an investor has an interest in a $50 million film project.  In this example, the investor 
will have $15 million (or any amount of $10 million or greater) that the investor wishes to invest 
in the project, but the investor has concerns that they could lose their money.   
 
The investor has structured an agreement with the project owner to pay 5% interest on the 
investment and receive a 30% equity share in the back end of the venture.  The “Investor 
Protection Program” makes it possible for the investor maintain the deal but keep ALL of their 
money on the “sidelines” until  the investor is comfortable and confident that the project is going 
to succeed.  
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The investor would simply open a dedicated bank account in their name at a top tier bank and 
deposit their $15 million.  The investor will be required to add one of the wholesale lender’s 
Compliance Officers to that account so that the compliance officer has the ability to “view” the 
account at his discretion, to confirm that the capital remains non-depleted and unencumbered 
as long as it remains on the sidelines.   
 
While the investor's money sits safely in that account, the wholesale lender places $15 million 
into the project, and the cost to the investor (or the project, if the project is paying the cost) is a 
mere 4% per annum on the amount that is being “protected.”  That 4% enables the investor to 
“test the waters” until they are certain that they want to jump in.   
 
The wholesale lender does not require any personal guarantees from the investor, but instead 
has the guarantee/equity assigned temporarily by the project to the wholesale lender.  Once the 
investor is comfortable and confident that the project is on its way and safe for their money, they 
can then SWAP out the wholesale lender’s money for theirs and re-take their ownership position 
in the project. 
 
With the "Investor Protection Program," the investor is completely protected because the 
wholesale lender assumes all the risk for them. 
 

Additional Financing Options 

The wholesale lender also offers a third lending program, which is an asset-backed line of credit. 
This program can be more fully explained if a borrower wishes to consider this program in 
addition to the 4-1 or SBLC funding options. It is much more complicated, however, which is why 
only the 4-1 and SBLC programs are explained above. 
 
The 4-1 and SBLC funding programs can be structured in several ways to provide flexibility in 
securing the funds for the “initial funding,” securing 100% debt financing, and protecting an 
investor’s “initial funding.” This includes: 
 

• Monetizing existing assets, which are not a part of the project, which is covered by the 
GSA, through subordinated debt (i.e., a separate loan that is collateralized by these assets, 
which is in 2nd position to the project loan provided by the wholesale lender until the 
proceeds from the wholesale loan have been fully disbursed).  

• Loans that are secured by existing assets generally will be valued by the lender at 50% of 
the market value of the assets, or less. 

• Once the proceeds from the wholesale lender’s loan have been disbursed and the “initial 
funding” is released, these funds can be used to pay off the secondary loan. 
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• The fees associated with this loan can be included as part of the “financing” costs in the 
sources and uses schedule  and can be incorporated into the wholesale lender’s loan. 

 
In addition to the 100% financing offered through the SBLC program, projects funded through 
the 4-1 program also can be structured so that the loan covers 100% of the project cost: 

• This can be done when a third-party provides the initial 25% in initial funding.  
• The wholesale lender will provide 4x the amount of the initial funding through its 4-1 

lending program. 
• Since the 4x multiple covers the full cost of the project, the 25% in initial funding allows 

the borrower to finance the full cost of a project through the wholesale loan. 
• Once the loan proceeds have been disbursed, the initial funding that has been held in 

escrow can be returned to the third party. 
• The third party and the borrower will enter into an agreement that sets forth the return 

that the third party will receive from the borrower in return for parking its money in 
escrow for the 8-12 month period over which the loan proceeds are disbursed. 

• The agreement between the third party and borrower can be structured as interest, say 
of 7%, 8% APR or more, for the period that the initial funding is held in escrow (which can 
be included as part of the cost of the loan) or as equity in the project. 

 
Should you have any additional questions about this wholesale lending program or wish to 
explore this source of debt financing, please contact: CJ Evans, Managing Director, American 
Diversified Energy, cj@ade.llc.  

mailto:cj@ade.llc
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