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Rush Street Capital is a boutique financial advisory firm that specializes in all 
aspects of debt: debt private placements, debt advisory, debt market surveys, 

mergers and acquisitions advisory, debt
restructuring, special situations, and capital markets.

“Maybe We’re Just Not Hitting It Hard Enough”

Old sayings become old for a reason – there must be some truth to them.  As one old saying goes, 
“we’re trying to force a square peg into a round hole.”  This has become a catch-all phrase in our 
culture that can apply to virtually any person or situation, in which someone is trying to force something 
to happen or when a situation clearly is not a good fit.  Recently, while observing my son and some 
friends playing (ages 6-8), a correlative situation arose.  After several unsuccessful tries of getting a toy 
to work properly, one of the boys concluded in all sincerity, “Maybe we’re just not hitting it hard enough.”

Such is the logic that can often apply to capital raising efforts.  Clients often come to us after expending 
much effort trying to jam that proverbial square peg into a round hole.  And still others come to us 
still clinging to their original idea of how to complete their capital raise, seemingly with the hope 
that we will have a larger, more powerful hammer with which to just hit harder at the same square 
peg.  I guess to some respect, we can provide that more forceful hammer through our expansive 
network and by adding more people to the project.  However, we feel that our job is more often 
and more likely to smooth out the rough edges of the square peg (clarify the messaging) and find 
a better fit for the company, in the form of a more appropriate capital structure, a more appropriate 
type of debt and a more appropriate capital provider.

We are fond of saying that in today’s marketplace, there is usually a wrench to fit just about every 
size nut possible.  Never has there been such a wide variety of options and offerings for debt issuers.  
Banks, Commercial banks, finance companies, asset-based lenders, private credit funds, mezzanine 
debt funds, BDC’s, family offices, cash-flow lenders, SBIC’s, non-banks, unitranche lenders, hedge 
funds, minority equity providers, cross-border funds, global banks, one-stop shops and more - all 
can be found to be presently active in the middle market.  Just reading that list can be exhausting, 
let alone trying to navigate through such a list to try and get a true and accurate read of the market 
and what options are available.  Suffice to say, if one looks hard enough, there are bound to be some 
likely options for your capital raise and capital structure that are more advantageous that what was 
originally considered.

• The SBA website lists 317 firms who currently hold SBIC licenses
• There are currently at least 50 Business Development Companies or BDC’s
• Over $80 billion was raised by nearly 100 private debt funds in 2016
• Hundreds of providers of equipment financing and asset-based lending operate in the U.S.
• Family offices that are now looking for yield have begun to pursue lending opportunities
• There remain well over 5,000 commercial banks in the United States

For much of my career, I have seen borrowers and lenders trying to nudge, manipulate or in some 
instances exercise brute force against each other to engender a state of comfort and compliance 
with a certain capital raise or capital request.  If one pulls back and is truly honest, these efforts take 
the place of running a broader survey of all available market options, to try and find the best possible 
solution for a specific circumstance.  

Traditional private equity firms have perfected this art of manipulation through a variety of tactics 
including “over-equitizing” the capital structure, stressing market expertise, creating complicated 
financial models to justify a certain capital structure or using plain, old-fashioned guilt to get one 
of their primary lending “relationships” to fund a deal that probably just wasn’t that good of a fit, in 
the first place.

As markets continue to evolve and with technology playing a much larger role in today’s deal processes, 
we believe that outsourcing the capital raise process and taking advantage of the expertise of an 
advisor can be more effective than ever before.  We can help you sift through the myriad of possibilities 
in the debt world and streamline a difficult and time-consuming exercise.
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Lower Middle Market: Lighthouse eDiscovery sponsor hits 
Twin Brook for $65M to refinance, back add-on acquisition.

Twin Brook Capital provided Spire Capital with a $65 
million credit package to refinance debt at portfolio 
company Lighthouse eDisocvery and to back the add-on 
acquisition of Discovia.

Seattle-based Lighthouse sells software that helps 
lawyers sift through complex documentation. The 
purchase was announced May 17. The combined entity 
will be led by Lighthouse CEO Brian McManus.

Spire Capital invested $30 million in Lighthouse in 2015. 
Select blue-chip customers include Microsoft, Google, 
Dell, Cisco, Johnson & Johnson, Bayer, General Electric, 
Comcast, T-Mobile, and Goldman Sachs.

Spire Capital invests $15-40 million per transaaction 
and targets companies with minimum EBITDA of $3 
million. The New York buyout firm says it takes majority 
positions and will bring in limited partners as strategic 
co-investors. 

- Kelly Thompson

kelly.thompson@levfininsights.com
773.867.1080

Lower Middle Market: Sign-Zone acquired by 
Pfingsten Partners, HarbourVest makes co-investment 
Pfingsten Partners this month acquired Sign-Zone, a 
Minnesota-based manufacturer of wide format, portable 
promotional signage and displays. Boston-based 
HarbourVest Partners is a co-equity investor in the deal.

The company makes table covers, retractable 
banners, event tents, sail signs, floor displays and other 
displays. The company sells through a network of over 
20,000 promotional products distributors, sign shops 
and printers.

Chicago-based Pfingsten Partners makes control 
investments in companies that generate EBITDA of 
$3-12 million, and revenue of $20-150 million.

 - Kelly Thompson

kelly.thompson@levfininsights.com
773.867.1080
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QUOTE OF THE MONTH

If you’re not making mistakes, then 
you’re not doing anything. I’m 
positive that a doer makes mistakes. 

-John Wooden, legendary basketball coach

RECENT 
TRANSACTIONS

Tel: (312) 239-6538 

Borrowing Base Lending

A supply-demand imbalance in 
2017 is leading to slight up-ticks in 
leverage and reductions in pricing, 
even amongst lower middle market 
M&A deals.

Latest Market Data on M&A Volumes, Leverage Levels and Trends 
in Private Debt Fundraising

When your day or your capital raise isn‘t going your way and you 
need to pause and relax. Here is a video to calm and ease 

your nerves.
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