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What advice would you offer to women just starting out in the 
industry?

It’s important to build impactful relationships, while continually 
acquiring new experiences. Working to broaden your organizational 
view will give you a foundation for success. Keep in mind, every person 
you meet may be somewhere in your future career – treat them like 
they matter.  However, a lot comes down to a few simple things I share 
with my mentees:

 be excellent in your daily work 

 understand how your role contributes to the broader team 

 observe how your team benefi ts the organization 

 be genuinely curious

What role has mentoring played in your career?

I have had many mentors - formal, informal and likely some who had 
no idea they infl uenced me. It has been important for me to have 
mentors that think differently than I do; otherwise, you fall into the trap 
of hearing what you want to hear. The people who have meant the 
most to my career were willing to help me see something that was a 
little painful or ask me a really challenging question that forced me to 
be honest with myself. I can pinpoint pivotal career moments following 
some of these conversations. In order to grow from these moments, 
you have to be willing to take it away, refl ect on it, and decide if it is 
worthy of intentional change. A few of these diffi cult moments have 
been from conversations with people who probably felt I was mentoring 
them! Sometimes, mentees have a way of showing you how you are 
perceived that can be eye-opening.  

Any secrets to balancing your work/personal time?

For me the secret to work/personal balance is to continually rebalance. 
I have never found a way to have continual balance. In fact, one of 
the best pieces of advice I ever heard was that it was ok to not seek 
perfect balance. It was so freeing to hear this. I had spent years 
trying to achieve a mystical perfection of balance and felt like I was 
continually failing! To me, success is learning to recognize when you 
are leaning too far in one direction for too long. This defi nitely happens 
to me and I have to be very intentional about shifting.  

Three secrets I adhere to for shifting the balance:   

 Re-prioritize. I write everything down that I know I have to do for a 
small period of time; but no more than a week. Go back through 
the list and write beside it who it benefi ts, i.e., my family, my team, 
other or me. Then I refl ect on where my balance has been lately 
and which way it needs to go. Finally, I re-prioritize it with all of this 
in mind.  

 Reinvigorate your hobbies. I love to exercise, cook and read. When 
any one of those hobbies start to become less or non-existent, I 
know that I am not in a good place. I have to start small. Examples 
might be cooking one new meal this week, add 15-minute walks 
into my day or searching for new books. This is usually enough to 
draw me back in and remind me what I am missing out on.

 Take a break, a real break. It took me too long in my career to 
understand that not working on my days off was acceptable. For 
those with a high level of responsibility, this is especially hard. 
Now, I give myself permission to take a break and ask for help or 
back-up so that I don’t have an unnecessary feeling of guilt.  

C

  CYNDI GILES
 Wells Fargo 
 Commercial Capital

WOMEN 
IN SECURED
FINANCE
2022

LEADING THE 
WAY FORWARD

yndi Giles is an executive vice president and middle market origina-
tion leader for Wells Fargo Commercial Capital. Based in Dallas, Cyndi 
leads regional and national teams focused on delivering asset-based 
lending, equipment fi nance, factoring, supply chain and distribution 

fi nance to middle market banking customers. 

Cyndi joined Wells Fargo in 2011 as a relationship manager in the Dallas middle 
market banking offi ce. She became a loan team leader in 2014, regional 
manager for the Oklahoma middle market banking offi ce in 2015, and in 2017 
became a lender fi nance division manager for Wells Fargo Capital Finance. Then 
in 2019, Cyndi led the North Texas Oklahoma middle market banking division. 
Active in the community, Cyndi has held board positions for Suicide Crisis 
Center and March of Dimes. She also served on advisory committees for Dallas 
Regional Chamber, American Heart Association, and White Rock Elementary. 
Within Wells Fargo, Cyndi is active in Team Member Networks and was previ-
ously a leader in the Dallas Women’s Team Member Network. She has served 
as co-chair of the Women in Leadership Mentorship Committee and was a 
member of the National Executive Advisory Board for regional vice presidents in 
middle market banking. 
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What advice would you offer to women just starting out in the 
industry?

In a company, senior leaders at a certain level can be intimidating 
to approach. My advice is…don’t let your intimidation stop you from 
engaging directly with people in the organization with seniority. If you 
met them outside of work, they would be “your neighbor,” “a mom,” 
or the “person picking up their dry cleaning.”  Ultimately, we are all 
similar people who are trying to do what’s right for the customer and 
organization. 

Studies have shown women are more reluctant to tout their 
accomplishments in the workplace. What advice would you give to 
help women be more comfortable with speaking up?

Your actions can be just as powerful as your voice. When it comes to 
a promotion or stretch assignment, I fi nd that some women feel they 
need to prove they can already do most aspects of the job and forget 
to acknowledge their ability to learn. Admitting that you don’t know 
everything, but can fi gure it out, and then delivering on this promise is 
powerful evidence of your commitment and character. 

What do you enjoy most about your role? Least?

I enjoy being able to create custom solutions for each client, taking 
their business strategies and aligning our products so that they 
all fi t together like a perfectly completed puzzle. It also helps that 
I work for a company that focuses on fi nancial technology for our 
product offerings, which is critical in my fi eld. I have held my fair 
share of roles throughout my career and this is defi nitely one of my 
most rewarding and enjoyable ones. 

As for my least favorite aspect of the job, it’s probably working with 
outdated processes. Improving our processes and removing obstacles 

is a big priority for the organization and I am glad to see that focus 
prioritized at Wells Fargo. When I encounter an ineffi cient way of doing 
something, I like to question the current state, and challenge the 
stakeholders to rethink and rebuild the process framework to meet 
current needs. It’s no longer okay to keep doing something because 
“it has always been done that way.” I fi nd that if you just ask a few 
questions, many want to push for positive change because it promotes 
innovative solutions that make sense. 

Any secrets to balancing your work/personal time?

I think many of us are still trying to fi gure that out. My personal 
experience is that there really isn’t a “balance.” It is a day-to-day trade 
off of priorities. I don’t believe in multi-tasking, or least it hasn’t proven 
to work well for me. I prefer to give my whole attention to the situation 
in front of me, personal or professional, and address it in an effi cient 
manner. I readily acknowledge that I can’t do it all and am thankful for 
the help I receive from many people in my life. As with any family, our 
weekends are busy but I make sure to prioritize a two-hour “rest time,” 
which allows me to focus on myself. 

What do you think work will look like in the next few years?

Prior to the pandemic, I found that some managers met remote work 
with skepticism. The last two years have demonstrated that my team 
can perform just as well when working from home. The fl exibility 
provided has created greater effi ciency and satisfaction within our 
team, and I’m glad that Wells Fargo is adapting a fl exible return to 
offi ce approach. I do think in-offi ce time with coworkers has long-term 
career development benefi ts, as well as fl exible work options which are 
especially powerful for parents in the workforce.
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arey Gussin is head of Wells Fargo Supplier Finance, within the Glob-
al Receivables and Trade Finance (GRT) group. Carey is responsible 
for the delivery and execution of the overall product portfolio, leading 
a team of program managers and supplier onboarding professionals. 

As a product innovator, Carey works with her team to create custom trade solu-
tions for companies across many industries, ensuring each is structured and 
executed to align and meet the needs of the business.

Previously, Carey was Supplier Finance program manager for GRT, handling 
accounts receivable purchase programs for large corporate and middle market 
buyer clients. Before joining GRT in 2013, Carey was an originations director 
for Wells Fargo Capital Finance’s Retail Finance group, where she created 
asset-based fi nancial solutions for retailers across the US. Prior to joining Wells 
Fargo, Carey spent three years at Citigroup as a credit underwriter for corporate 
banking clients in the consumer, retail, and healthcare sectors, and two years 
as an advertising account executive at McCann-Erickson. 

Carey has an M.B.A from Fuqua School of Business at Duke University and 
a B.A. from McIntire School of Commerce at the University of Virginia. She is 
based in Charlotte, NC, with her husband and two children. 
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What advice would you offer to women just starting out in 
the industry?

The finance world is expansive, so spend some time identifying 
your passion. Being passionate and loving what you do, no 
matter what industry you’re in, will fuel your ambition to go 
further professionally. Start by networking and connecting with 
your peers, industry experts and thought-leaders. Be known for 
raising your hand and asking for new challenges and enhanced 
opportunities, as this builds confidence, opens up new doors 
and is an impactful career enhancer. Don’t be afraid of detours 
along the way. Maintain steadfast commitment, flexibility and 
resiliency in whatever you do. You have nothing to lose, but a 
lot to gain in this journey. 

Studies have shown women are more reluctant to tout their 
accomplishments in the workplace. What advice would you 
give to help women be more comfortable with speaking up?

This is especially true for me because I grew up in Asia, where 
the culture emphasizes humility and women tend to be less 
assertive (both at home and at their jobs). My advice to other 
women is to confront it head on – find and seize opportunities 
to speak or present to a group of people so you get comfortable 
processing, vocalizing, and articulating your thoughts to your 
peers. Another tip I find helpful is to always be your authentic 
self. Yes, you should work on refining your in-person presence 
for effective delivery (i.e. voice, eye contact, posture), but I 
find myself fumbling in thought and speech when I try to be 
someone I aspire to be or adopt someone else’s style. When 
highlighting accomplishments, demonstrate; don’t state. Tell 
your story using case studies and personal experiences to 

showcase your accomplishments and the fact that you know 
your stuff. The content will speak for itself without the need to 
overthink it. 

What role has mentoring played in your career?

Mentoring has played a huge role in jump-starting and 
enhancing my career. When I was a young attorney, I was 
blessed with a mentor who selflessly took it upon herself to 
mentor and guide me through the industry/legal “ecosystem”. 
She was a bold, courageous, confident champion of women 
who was a partner at a big law firm. She never hesitated in 
using her sphere of influence to lift those around her who 
needed professional support or career guidance. As I’ve 
progressed in my career, I’ve been fortunate to have a number 
of mentors, both men and women, who have guided me along 
the way. Having the diversity of perspectives and opinions, 
as well as trusted advisers and advocates I can confide in, 
has helped me build a strong network of supporters and 
relationships, develop new skills, achieve career goals, and 
enhance my professional experience.  

What do you enjoy most about your role? Least?

As a finance attorney, I enjoy brain-storming, negotiating and 
structuring solutions to help clients meet their business needs 
and objectives. I also enjoy the exposure to different asset 
classes and industries, the cross-border aspects that our 
transactions present and dealing with creative questions or 
matters of first impression. During COVID, the least enjoyable 
part of my role is having to meet clients over Zoom instead of 
in-person. 
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unice Chay is a corporate associate in the Los Angeles offi ce of 
Winston & Strawn. Her practice focuses on complex fi nance transac-
tions, including structured fi nance, debt and equity fi nancing, fund 
fi nance and asset securitization. She has a broad background in auto 

fi nance, life settlement assets, CLOs, secured and unsecured consumer lend-
ing, credit card and other consumer receivables, and property-assessed clean 
energy (PACE) fi nancing. Eunice has worked extensively with fi nancial institu-
tions, rating agencies, asset managers, regulators, governmental entities, and 
corporate, municipal and conduit issuers. Eunice has complementary experi-
ence in fund formation, investment management regulation and corporate gov-
ernance. Prior to joining Winston & Strawn, she held several senior in-house 
positions at multiple fi nancial institutions, including senior vice president and 
deputy general counsel of a fi nancial services company. 

Eunice received her LLB from University of Sheffi eld, England, and LLM from 
UCLA School of Law. She is a member of the Community Outreach Committee 
of the Women in Securitization initiative of the Structured Finance Association. 
Eunice is from Kuala Lumpur, Malaysia, and she lived in China and England 
before making her way to California. She speaks four languages and aspires to 
learn a new language if time permits. 
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What advice would you offer to women just starting out in the 
industry?

Pay particular attention to what energizes you and pursue that 
path – I initially wanted to be in a regulatory focused capital 
markets role and ended up in a high-yield bond practice by 
chance. My early experience was a combination of leveraged 
fi nance and the regulatory practice that I was initially pursuing; 
it didn’t take long to realize that I was energized by doing 
deals (not preparing regulatory fi lings) and that debt covenants 
and structuring were much more interesting to me than the 
other workstreams of a capital markets transaction. If you are 
intellectually fulfi lled by your work, I believe that lends itself to an 
enduring and sustainable career. 

Secondly, and as a follow-on to pursuing your intellectual interests, 
you should always be progressing in your practice and honing your 
skill set. The wonderful thing about fi nance and the practice of law is 
that we get to make ourselves smarter each day – it can be daunting 
at times, but staying apprised of the latest market terms and trends 
or coming away from an issues list call with a new perspective or 
understanding of a specifi c term is one of the most interesting 
aspects of this job for me. As you progress in your career, you will 
discover certain skills uniquely attributable to your background and 
experiences. For example, having worked in Asia for six years, the early 
part of my career was heavily focused on cross-border transactions. 
Those experiences taught me to anticipate any miscommunications 
or misunderstandings among the working group, which can be an 
invaluable skill to have in deal-work. 

Finally, as obvious as it is, be good to work with – deal-work is 
intrinsically collaborative and you should build a reputation, both 
internally within your organization and externally with clients and 
other counsels, as thoughtful and constructive. This business can be 
particularly demanding and it makes a world of difference to work with 
(or across from) individuals who are thoughtful and constructive. 

What do you enjoy most about your role? Least?

I love doing deals and working through covenants and structure 
of a fi nancing. One thing that we have really lost with the 
pandemic is feeling the “energy” of a deal together with a team in 
the offi ce – preparing to launch an offering (most often overnight) 
with my colleagues were formative experiences of my career. My 
least favorite part is the uncertainty that deal work can bring to 
the rest of your schedule / personal life! 

Any secrets to balancing your work/personal time?

Unfortunately, there is no secret here – I have three young 
children and an equally busy spouse, so this is crucial for my 
family. We outsource what we can and have an amazing “team” 
of people to help us  – it really does take a village! I no longer 
feel guilty about this – having support enables me to be present 
during the times that really matter. Even still, it is a constant 
balancing act with ever-shifting priorities depending on deal fl ow 
and children’s activities – that is just the nature of this industry.

During the busier periods, I prioritize specifi c times or rituals 
with my family in our home life. This is important not only for our 
children but also to create some restorative space for myself. 
Balancing a busy career and fulfi lling home life is not easy, but it is 
important that we are sincere and honest about the challenges to 
encourage working mothers to be mindful about what they need to 
build a sustainable career. 
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pril is of counsel in Winston’s global fi nance practice, where 
she concentrates on advising commercial and investment 
banks and other fi nancial institutions in connection with lev-
eraged fi nancings and other corporate fi nancing transactions, 

including syndicated institutional loans, high yield bond offerings, 
acquisition fi nancings, leveraged buyouts and recapitalizations.  April 
has extensive experience representing both borrowers and fi nancial 
institutions in complex domestic and cross-border fi nancings.  Prior to 
relocating back to the United States in 2019, she practiced in Sin-
gapore for fi ve years, where she represented investment banks and 
borrowers in cross-border fi nancings and high-yield bond offerings 
throughout Asia and several emerging markets, including Indonesia, 
India and Malaysia. 

April lives in Chicago with her husband, James, and three children, 
Lucas (5), Esme (2) and Theo (1).
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What advice would you offer to women just starting out in the 
industry?

I would recommend that for anyone starting out in any industry, begin 
by understanding what you enjoy doing and are good at and what you 
want out of your career. Then attempt to move into a role that fi ts your 
interests and needs. Secondly, be curious. Read up about the industry. 
Talk to people, especially clients if you have the opportunity. Finally - 
question everything! When you fi rst start in an industry, often you focus 
on what you don’t know, but realize you have a gift - you will see things 
as an outsider that can help you identify ways to improve things.

Studies have shown women are more reluctant to tout their 
accomplishments in the workplace. What advice would you give to 
help women be more comfortable with speaking up?

This subject often comes up when I host speaker panels for the 
Women’s Initiative Network I sponsor at work. Some key things to do 
– document the facts. Keep a list of accomplishments and results you 
have spearheaded as well as any challenges you have overcome to 
achieve the results. Make sure you document not just your hard work, 
but the outcome and results.  Practice mentioning these items when 
talking to your manager as well as his/her peers. If uncomfortable 
doing this, fi nd someone you trust who can help you practice. Put the 
accomplishments in writing at performance review time as well.

What do you know now that you wish you knew in the beginning of 
your career?

I wish I knew that spending the time to cultivate relationships at work 
can be as important as delivering excellent results. Building honest, 
strong relationships with employees, peers and managers is critical. 
Having your colleagues be real teammates who want to succeed 

together can help make extraordinary achievements happen. Also, make 
an effort to get to know the decision-makers in your organization so that 
they understand your accomplishments and aspirations.

What do you enjoy most about your role? Least?

I am most excited when I am part of driving an innovation that solves 
client problems and working with a great team. Although rare, I dislike 
all-day video meetings!

Any secrets to balancing your work/personal time?

This issue comes up for both men and women at work. I have managed 
men who ask for some accommodation to pick up their kids at school 
or attend a PTA meeting, for example. A couple of thoughts – be honest 
with yourself about what you care about and tradeoffs you are and are 
not willing to make between your work and your personal life. Keep 
an open dialogue with your manager to determine if and how you can 
accommodate the things that are most important to you. As table stakes, 
make sure you are delivering results – if you are performing well in your 
job, there often can be more opportunity for fl exibility.

How can commercial fi nance organizations attract and retain more 
women?

If you are serious about it, make it a goal to attract and retain more 
women! Setting a goal is the start. Encourage diversity during the 
recruiting process. Pay equitably. Provide support and mentoring for 
employees and open up channels to get feedback on how you are doing. 
Personally, I think if we look at our employee relationships as long-term—
and have meaningful, honest career and work/life balance conversations 
with employees—it goes a long way toward retaining them.
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uzanne Konstance serves as vice president and leader of the Lien 
Solutions segment at Wolters Kluwer Compliance Solutions. Her 
background includes fi nancial services, general management, prod-
uct management and marketing. She and her team focus on under-

standing and solving client problems to provide innovative, effective secured 
lending solutions. She has led teams to create new best in class products and 
services which greatly improve lien management, including UCC, real property 
and motor vehicle liens.

Her achievements have been recognized by industry peers, including earning a 
2021 Businesswomen of the Year Award from CEO Today magazine; 2021 Fin-
Tech Senior Leader of the Year by Wealth & Finance International magazine; a 
Women in Finance Award in 2020 by Finance Monthly; and Female Entrepre-
neur of the Year, Business Products, Women in Business 2020 Stevie Awards. 
Konstance is the executive sponsor and a founder of a divisional Women’s 
Initiative Network to promote female career development at her company. 

Prior to joining Wolters Kluwer, Konstance held senior-level positions for 
companies such as Citibank, Pitney Bowes and MetLife. Konstance earned a 
bachelor’s degree from Cornell University and a master’s in business admin-
istration from Northwestern University’s Kellogg School of Management. She 
can be reached at suzanne.konstance@wolterskluwer.com.
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What advice would you offer to women just starting out in the 
industry?

First and foremost, be curious, think critically, ask questions, 
then listen carefully to the answers. You will be surprised 
how much you can learn that will build your skills and your 
confi dence.  Don’t assume that you know.  As part of the 
questioning process, make sure you understand why a task 
or process is necessary, not just how or when to execute it.  
Knowledge of the ‘why’ behind the task will enable you to see 
the bigger picture and you will know what you need to do to 
become successful and progress to the next level.

What do you know now that you wish you knew in the beginning 
of your career?

Always remember that you are your own best advocate. Understand 
your strengths and your contribution to the organization, then tout 
your accomplishments. Self-advocacy can be a daunting task, 
particularly in the early stages of your career, but it is a must 
if you are going to progress in your career development. Don’t 
wait to be noticed, step into the spotlight and in a confi dent way, 
communicate your value to the organization.  

What role has mentoring played in your career?

I fi rmly believe in leaving the industry, the organization and the 
position, better than I found it.  That goal has served me well for 
decades and enabled me to use my leadership skills to effectuate 
positive change. I was very fortunate to have excellent mentors 
throughout my career for which I cannot be more thankful. Now, 
I am so proud of the individuals that I have mentored who enjoy 
successful, rewarding careers often beyond their own vision.  I 
have enjoyed encouraging those new to the industry to “think big” 
and to “be bold”.  Mentoring often turns out to be a two-way street 

which is one of the biggest benefi ts of being a mentor along with 
following the successful career development of those I have been 
fortunate enough to mentor.

How can commercial fi nance organizations attract and retain 
more women?

When I fi rst began my career, there were far fewer women in the 
industry. Each year, more and more women are choosing to enter 
the commercial fi nance industry and it is exciting to see. Without 
a diverse range of perspectives, experience and knowledge, it is 
more diffi cult as an industry or a business to grow and innovate. 
One key element in retaining women that enter the industry as 
young professionals is to ensure that they perceive a path for 
career growth, highlighted by women in senior positions as role 
models. The industry has made signifi cant progress in this regard 
as highlighted in this issue.  Interestingly, I think the pandemic has 
brought about some positive changes.  I believe that the future 
will hold an aspect of virtual work intertwined with in-offi ce or a 
more traditional style of work. I think this is an important step 
forward as each of us tries to achieve better work-life balance 
as young professionals, parents or children with aging parents. 
Also, the broader acceptance of virtual work allows companies 
in our industry to grow their teams and create opportunities 
for individuals that might otherwise have been out of reach 
with geographic and/or time constraints. Companies that are 
able to “think out of the box” and develop the most innovative, 
fl exible work environment with a combination of communication, 
collaboration and career growth at its foundation will be the most 
successful in attracting and retaining highly qualifi ed, motivated 
and loyal employees. 
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arbara Anderson is senior director and head of Yieldstreet 
Private Business Credit.  Barbara has over 30 years of 
financial services experience and focuses primarily on 
underwriting new business transactions, including senior 

secured asset-based single tranche and multi-tranche term loans. 
After leaving NatWest USA in 1991, Barbara ran all business 
development activities for Allstate Financial Corporation and held 
several senior business development positions for The CIT Group 
in the Mid-Atlantic region. From 1998 through 2009, Barbara held 
senior management positions at BankBoston Retail Finance and 
BackBay Capital. In 2016, Barbara co-founded i2B Capital, LLC to 
provide senior secured growth capital to early and mid-stage finan-
cial companies or new divisions of existing finance companies that 
have strong management teams. Barbara joined the Yieldstreet 
team in the Spring of 2020.



If you are in, or getting into, international lending, join us at ILC, 
May 23-25, 2022. We are bringing together some of the most interesting 
players on the international lending scene to talk about the current 
global landscape and what may lie ahead. 

At ILC, we will zoom out to give you a big-picture view of the global 
economic outlook and an overview of the ABL market. Then we’ll 
zoom back in for a close-up look at specifi c issues such as insolvency 
laws in Germany and the UK, lending in Ireland and France, ESG & 
ABL, in-transit inventory as collateral, private debt funds, continuing 
supply chain disruption, and the tech market.

TO LEARN MORE, 
VISIT WWW.SFNET.COM.

SFNet’s 
International Lending 
Conference 2022

May 23 - 25, 2022
DLA Piper Offi  ces
London, UK



SFNet’s Women In Secured Finance: 
Our History and Numbers

45%

SFNet Created (as The National Conference of Accounts Receivable Companies, Inc.): 1944

Debbie Monosson Becomes First Female President: 2008

SFNet’s WISF Committee Founded: 2013

Andrea Petro Becomes Second Female President: 2017

Bobbi Acord Noland Becomes First Female Co-General Counsel: 2021

Jennifer Palmer to be Third Female President: October 2022

Female SFNet Member Directors: 2022Female SFNet Member Directors: 2010

33 WOMEN MEMBER 
DIRECTORS: 2020

41 WOMEN MEMBERS 
DIRECTORS: 2021

46 WOMEN MEMBERS 
DIRECTORS: 2022

ONLY 19 WOMEN MEMBER 
DIRECTORS: 2010

3 26 4
SFNet Female Executive Committee Members SFNet Foundation Board Members

of SFNet 40 Under  
40 Recipients are Women

2014

VS.

20212022 2022

WOMEN  
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2022
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188k 

Women in the Workplace
The Pandemic Effects

From February 2020 to January 2022 
1.1 million women left the labor force, 
accounting for 63% of all jobs lost.

Women of color account for only 4 
percent of C-suite leaders, a number 
that hasn’t moved signifi cantly in the 
past three years.

Seventy-seven percent of white 
employees consider themselves allies to 
women of color, but only 39 percent
confront discrimination when they see it, 
and only 21 percent advocate for new 
opportunities for women of color.

While women gained 188,000 jobs in January 
2022, they are still short by more than 1.8 
million jobs lost since February 2020.

Job Loss

C-Suite Allies and Lack 
of Action

Low Job Gains

63%

4% 77%

}

} }

}
33 WOMEN MEMBER 
DIRECTORS: 2020

41 WOMEN MEMBERS
DIRECTORS: 2021

46 WOMEN MEMBERS
DIRECTORS: 2022

SFNet Foundation Board Members

The gap in burnout between women and 
men has almost doubled. In the past year, 
1 in 3 women has considered leaving the 
workforce or downshifting their careers.

Job Burnout

1 in 3}
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In 2010, only 19 women served on the SFNet Board 
of Directors, today there are 46. We’ve doubled the 
representation of women on the Executive Committee from 
three to six. SFNet is determined to foster an environment 
that encourages women and diverse members of the secured 
finance community to become more deeply engaged in the 
Association. The SFNet Women in Secured Finance Committee 
is one of our largest and most active committees. It will host 
its annual conference on June 16 in New York City. The DEI 
Committee, which is only in its second year, will be hosting the 
first SFNet DEI Conference May 16 and 17 in Tampa. 

Here, we speak with the six women who currently sit on 
SFNet’s Executive and Management Committees about their 
experiences and why they encourage the next generation of 
women to lead the way forward for SFNet. 

Leading the  
Way Forward:  
A Conversation with the Women 
of SFNet’s Management and 
Executive Committees
BY MICHELE OCEJO
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and judgment in advancing important initiatives for SFNet and the 
finance community and to serve as a sounding board for SFNet 
and its members. 

Bethani Oppenheimer was recently promoted to shareholder 
at Greenberg Traurig, LLP, and serves as Foundation Liaison to 
the Secured Finance Foundation. “As a shareholder at Greenberg 
Traurig, I represent financial institutions in a variety of lending 
transactions across numerous industries. As the Foundation 
Liaison to the Secured Finance Foundation, I work closely with the 
SFNet team and the Foundation chair on the annual individual and 
corporate fundraising campaigns.”

Oppenheimer believes deeply in the Foundation’s objectives. 
“I am committed to paying forward the many opportunities I have 
been afforded through my involvement with SFNet.  Serving on the 
EC gives me ample opportunity to do that with an amazing group of 
people,” she said. 

Betty Hernandez is chair of SFNet’s Diversity, Equity and 
Inclusion Committee and executive vice president and chief credit 
officer and one of the founders of SLR Business Credit. “I oversee 
the credit quality of the company’s portfolio, ensure that all credit 
policies and procedures are being adhered to, conduct monthly 
portfolio review meetings, visit borrowers and am a member of 
our Credit Committee.” Hernandez also assists the SLR team with 
legal document negotiations for both existing and prospective 
borrowers.  

She has been deeply involved with SFNet for several years 
in an array of roles. “I volunteer on several SFNet committees 
and subcommittees.  I am a member of the Women in Secured 
Finance (WISF) Committee and serve on the WISF Conference 
planning subcommittee for 2022.  I am a member of the 40 Under 
40 Selection Committee.  I am also the first chair of the SFNet 

Getting to Know You

Jennifer Palmer serves as SFNet’s vice president and is CEO of 
Gerber Finance, an eCapital Company, located in New York City. 
She expanded on both roles, saying: “My day job is running a 
fast-growing ABL company specializing in providing the capital to 
fuel the natural products industry and women-owned businesses. I 
also work on our company’s philanthropic organization, the Gerber 
Finance Foundation, which ensures that food-insecure children 
get the food they need to thrive. As part of the SFNet Executive 
Committee, I work with a team of industry all-stars to educate, 
engage and propel our industry forward.”

Palmer discussed her passion for and commitment to 
funding women-owned/led companies. “I am proud to share that 
our current portfolio includes nearly 40% of women-powered 
businesses, and we are committed to increasing this number to 
over 50%. Being on the SFNet Executive Committee allows me 
to share with other senior leaders the importance of supporting 
women and ensuring that these entrepreneurs get equal access 
to funding. As a woman, I still represent a minority in the industry, 
and I am proud to see that gender representation is expanding. 
I hope to serve as an example to young leaders in our industry 
that women can rise to the top of a traditionally male-dominated 
industry. Diversity of background is also essential in our industry. 
My range of experience, both personally and as the former chair 
of the Marketing Committee, provides me with some unique 
perspectives to share with my colleagues. I am proud to have been 
deeply involved with the SFNet rename and rebrand and want to 
help move the organization forward and ensure that it continues to 
evolve, as does our world/commerce/industry.”

Bobbi Acord Noland holds the distinction of being SFNet’s first 
female general counsel as well as being a senior partner at Parker, 
Hudson, Rainer & Dobbs in Atlanta, GA, and the head of the firm’s 
Commercial Finance Practice. “I enjoy advising international 
and domestic banks and finance companies in syndicated and 
bi-lateral credit facilities to various industries.  These transactions 
often involve complex structuring advice, multiple layers of the 
capital structure, and cross-border aspects.  As SFNet’s co-general 
counsel, I work closely with my co-general counsel, Jon Helfat of 
Otterbourg, and the SFNet Management Committee, Executive 
Committee, and other leadership committees in providing legal 
and strategic guidance on various issues that confront our industry 
and SFNet.”  

Acord Noland commented on her co-general counsel role: 
“I am honored to serve as the first female co-general counsel 
for SFNet. I am very focused on advancing diversity initiatives 
across the industry, and I hope that my diversity of thought and 
new perspectives will help enhance the mission of SFNet, which 
already is firmly committed to those goals under the leadership 
of Rich Gumbrecht.  I think that it is important for young women 
in our industry to see women in leadership roles not only at 
lending institutions, other companies, and law firms, but also in 
important trade associations like SFNet.”  Acord Noland said that 
her goals as co-general counsel include providing  legal expertise 

“I 
am honored to 

serve as the first female 
co-general counsel for SFNet. 

I am very focused on advanc-
ing diversity initiatives across 

the industry, and I hope that 
my diversity of thought and new 
perspectives will help enhance the 
mission of SFNet, which already 
is firmly committed to those 

goals under the leadership of 
Rich Gumbrecht.”

— Bobbi Acord Noland 
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Diversity, Equity and Inclusion Committee (DEI).  The challenge 
with being the first leader of DEI is a mix of enthusiasm, skepticism 
and even cynicism of its mission, strategy and goals.  It’s hard 
to change generations of behavior, but we will do that and it will 
benefit us as an industry and as individual companies,” she said. 

The DEI Committee was officially formed in October of 2020.  
Since then, the Committee has created a mission to build diversity, 
equality and inclusion within our member companies, industry 
and community.   “The DEI Committee has assembled useful 
resources on the SFNet website and we have conducted various 
panel discussions surrounding DEI at many of the conferences and 
conventions over the last year and a half.”  The DEI Committee is 
currently conducting a first-ever SFNet DEI survey in conjunction 
with Rutgers University for both company members and employees 
of members to obtain baseline information on the composition 
of the workforce and DEI initiatives being undertaken by SFNet 
member firms.  

“As a female Latina in the secured lending industry for over 32 
years, I feel it is important to show younger people in our industry 
that they are not alone and that they too, could sit at the table with 
the other member directors and executives sitting on the SFNet 
Executive Committee.  We can make a difference and help shape 
the composition of our industry in years to come.” 

Laura Glass is chair of SFNet’s Women in Secured Finance 
Committee and the senior portfolio manager for the Eastern United 
States and Europe for Bank of America Business Capital.   “In 

this role, I lead a team of portfolio managers, credit officers and 
analysts that underwrite, manage and monitor ABL loans and 
other bank products for middle-market and large corporate clients 
in the region.   I recently also took on the responsibility for the 
portfolio team managing the ABL relationships for smaller clients 
nationwide,” Glass explained.  

Glass joined the Executive Committee in October 2021 and 
became the WISF chair after serving as co-chair of the Committee 
last year and serving on the WISF Conference planning committee 
for the last several years.  “The women who came before me 
as chair of the WISF have laid an incredible foundation for the 
Committee. I hope to continue in their footsteps bringing together 
women (and men who support women) to share their advice and 
experiences and to learn from and support each other,” Glass said. 

Sandra Evans is chair of SFNet’s Chapters Committee and 
senior vice president/group product manager with U.S. Bank. 
“When I joined U.S. Bank 13 years ago, I came with more 
than 20 years of experience managing asset-based portfolio 
and underwriting teams for Bank of America and other legacy 
institutions. This experience has been instrumental in my 
current role as an asset- based finance product manager, 
where I am responsible for executing strategic positioning of the 
brand, developing and leading sales initiatives, and managing 
collaboration to create a value-driven product. 

Evans is excited about her role as Chapters Committee chair. 
“This role is especially important coming out of the pandemic, and 
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I’m excited to help the chapters reengage with their members by 
supporting the networking and education opportunities they’re 
looking for. Doing so helps the chapters provide a valuable 
membership that meets the needs of the members,” she said  “My 
goal in this role is to have a successful year in terms of increasing 
membership, strong financial health of the chapter and successful 
networking events.”

 

The Why and How of Getting Involved

Each SFNet volunteer leader has their own unique path they 
followed, whether their first step  was joining a chapter or 
participating in a national SFNet committee. All of the women 
interviewed agreed that no matter how they became involved, the 
time they have dedicated to SFNet activities has reaped rewards. 
Glass first became involved through the WISF Committee several 
years ago. “SFNet is a great organization doing so much work to 
support its members’ institutions and individuals. It’s an honor 
to be involved with such an important group. Being engaged with 
SFNet has given me the opportunity to connect with so many 
people from other lending institutions and service providers,” 
Glass said. 

Acord Noland has been involved with SFNet for many years. 
She has spoken on panels, contributed to the Compendium of 
Secured Finance Law, and attended conferences, such as the 
Annual Convention, Cross-Border Lending Conference and the 
Women in Secured Finance Conference. “I always have enjoyed 
the networking, educational programs, and market perspective 
that SFNet offers.  When SFNet asked me to become co-general 
counsel, I thought that it was a great opportunity to expand my 
contributions to the organization in a different and unique way as 

part of the leadership team,” she said. 

The desire to “give back” to the industry is cited often by SFNet 
volunteers. “I have always wanted to give back to the profession 
that has given me so much over my career and being involved in 
SFNet helps me achieve that goal. I have met some of my closest 
professional friends through SFNet.  After being virtual for so long, 
the recent in-person annual convention and ABCC conference 
were great reminders of the importance of those relationships 
and how valuable they are in enriching us both personally and 
professionally,” said Acord Noland.

Evans has been active with the SFNet Midwest Chapter for over 
15 years and co-founded the Chapter’s Women in Secured Finance 
group. “I served on the Chapter’s board for several years. Now, 
serving on the national Executive Committee, I can move SFNet’s 
goals forward in an even larger way,” she said. 

“The connections I’ve made from networking on a regional 
and national level have led to more leads for my business and 
successful closings,” said Evans. 

Hernandez was encouraged to get involved in her local chapter 
by her mentors, Ted Kompa and Jeff Goldrich. “I joined the NJ 
Chapter Board and started out as the treasurer.  I worked my way 
up to president and was able to attend my first national convention.  
About the same time, Ted had asked me to join the Industry Needs 
Committee at the national level.  Before the revamping of the 
Executive Committee to its present-day composition, I was asked 
to join the Committee.  When the Women in Secured Finance 
Committee was formed, I quickly volunteered.  I was the vice chair 
of the Chapters Committee and became chair in 2019.  From 
there I was nominated to be the chair of the newly formed DEI 
Committee,” she explained. 

Hernandez echoed the sentiment that the relationships formed 

“I 
am proud to 

share that our  
current portfolio  

includes nearly 40%  
of women-powered  
businesses, and we are  
committed to increasing 
this number to over 50%.”

— Jennifer Palmer 
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the time of my  

10-year anniversary 
in the ABL industry, I

 reflected on whether 
I wanted to do this for 
the rest of my career. 
The answer was 
simple: yes!”

— Sandi Evans  
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have a lot of fun along the way.”
— Laura Glass 
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through SFNet engagement are the most 
rewarding part of being a volunteer. 
“Throughout my interaction at both 
the Chapter and National levels, I have 
forged friendships and relationships 
with people that are invaluable.  For 
example, if I have a question pertaining 
to a particular industry that I am not as 
familiar with, but I know someone who 
is, I do not hesitate to pick up the phone 
and call them,” she said. 

Oppenheimer was also encouraged 
by her mentors to get involved with 
SFNet early in her career.  “The relationships I was able to build 
through this early involvement in the organization led me to where 
I am today,” she said.  “I had no idea how many different ways 
there were to get involved in the industry and my community. 
SFNet has been so valuable in that it allowed me to start building 
relationships early in my career.”

Palmer was introduced to SFNet early in her career and became 
an SFNet 40 Under 40 Award recipient in 2016. From there, her 
engagement deepened. “I am incredibly honored to serve on the 
Executive Committee and work with some of the best leaders in 
our business. I value the relationships I have made with other 
industry experts and the opportunity to work collegially with them 
toward advancing SFNet’s goals. The Executive Committee allows 
me to put my leadership skills to use in a cross-industry role and 
give back to the industry that has given me so much,” she said. 

Career Trajectory

Most secured finance executives didn’t grow up planning a 
career in secured finance. It seems most fall into the industry by 
happenstance. This is certainly true for Oppenheimer: “I actually 
graduated from the University of Georgia on a music scholarship, 
studying both music and business management. I worked for a few 
years at performing arts organizations and then an Atlanta real 
estate developer. I always had a long-held dream of becoming a 
lawyer, but couldn’t afford to attend school full-time.  Ultimately, 
I attended law school in the evenings while working full-time.  
Joining a law firm after nearly a decade of business experience 
gives me a unique perspective on the importance of relationship 
building that I have used throughout my career.” 

“I started my career in public accounting as an auditor for 
KPMG and had a goal of eventually becoming a vice president of 
finance or a CFO of a corporation.   At that time, I never envisioned 
a career in asset-based lending and probably did not even know 
what asset-based lending was!  When I started exploring options in 
finance at different corporations, a recruiter told me about a job as 
an underwriter with a predecessor of Bank of America.  Although 
not what I envisioned, a career in asset-based lending turned out 
to be a great fit for me,” said Glass.

After law school, Acord Noland was focused on becoming a 
transactional attorney and started her legal career at King & 

Spalding in Atlanta in the commercial finance area. “I joined 
Parker, Hudson, Rainer & Dobbs almost 30 years ago, and I still 
enjoy so many of the same aspects of my practice that have made 
it interesting over the years.  I like learning about a new company 
and industry, analyzing the unique issues associated with them, 
and providing my judgment and advice to clients in achieving a 
successful result for all parties. I also enjoy the business aspects 
of this type of practice and negotiating and documenting deals.  
Each deal is different, and each deal team is unique and that has 
made and continues to make my career interesting.” 

Evans also started out in accounting: “I thought I would stay in 
accounting my whole career, and my goal was to grow a successful 
career while helping others along the way. At the time, I had never 
heard of asset-based lending. However, once I was exposed to it, 
I learned that this was an area where relationship building and 
problem solving for customers was vital, and I really enjoyed doing 
these things.  At the time of my 10-year anniversary in the ABL 
industry, I reflected on whether I wanted to do this for the rest of 
my career. The answer was simple: yes!”

Hernandez always wanted to work in business “preferably 
at a bank because of their paid time off. That is laughable, as 
I quickly learned.” She explained that once she began working 

“I 
am committed 

to paying forward the 
many opportunities I have 

been afforded through my 
involvement with SFNet.  Serv-
ing on the EC gives me ample 
opportunity to do that with an 
amazing group of people,” 

— Bethani Oppenheimer 
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at an independent fi nance company, her goals changed. “I 
enjoyed helping smaller businesses while making money for 
my company.  Without us, many businesses would be unable to 
provide livelihoods to their employees.  We provide the working 
capital.  I found that I enjoyed working in a smaller entrepreneurial 
environment,” she said.   

 “After college, I went to law school and planned to continue a 
career in law.  I heard about Gerber Finance and met the people 
and immediately decided to give the ABL industry a chance. That 
was more than 15 years ago, and I have not regretted that decision 
for a moment,” said Palmer.  

Encouraging Words

When asked what they would say to women within the SFNet 
community who are contemplating making that fi rst move to get 
more involved, the women all offered words of encouragement. 
“Everyone always says to ‘get outside your comfort zone’, but I 
think that is really important for women.  I encourage women to 
volunteer to speak on panels or write articles for SFNet. Not only 
will that expand your knowledge of a particular topic, it also will 
help you develop your writing and speaking abilities and presence 
and expand your network of professional colleagues.  I also 
would encourage women to join the Women in Secured Finance 
Committee and other committees in which they may have a special 
interest,” said Acord Noland.  

 Evans said, “Don’t hesitate to sign up for a committee in your 
local chapter to see how you can make a difference. Being involved 

in SFNet is very rewarding because the connections you gain can 
aid you in professional development and career growth.” 

Hernandez agreed that the opportunities at the chapter level 
can be an ideal way to start. “My advice to women interested in 
becoming more involved is to start at the Chapter level.  If they 
have the ability to become involved at the national level, I would 
suggest joining one of the Committees.  We are always looking for 
more help.”

“Don’t be afraid to raise your hand and be willing to contribute 
your ideas, energy, and time,” Oppenheimer added.  

Glass said enthusiastically, “Do it!  Volunteering with SFNet is 
great way to connect with people of all experience levels in the 
industry who can help you grow in your career.   We also have a lot 
of fun along the way.”

Palmer emphasized the importance of the Association: “I tell 
my female colleagues to become involved with SFNet because it is 
a leader in our industry.  Engaging with the organization provides 
everyone with a better understanding of our business, allows 
them to see how our industry works from different perspectives 
and learn how their company fi ts into this global industry. The 
organization is an excellent way to network, connect with potential 
partners and fi nd a support system of mentors.”   

Michele Ocejo is director of communications for SFNet and 
editor-in-chief of The Secured Lender. 
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Betsy Ratto is senior vice president of Hilco Capital 
Solutions: ReStore Capital and Hilco Corporate Finance, with 
responsibility to drive business for ReStore Capital and Hilco 
Corporate Finance. She is responsible for originating and 
executing corporate fi nance and capital markets transactions, 
with a focus on the retail industry and other fi nancing 
transactions. She joined Hilco in fall 2021 and is based in 
Hilco’s Boston offi  ce.

TSL
INTERVIEW

Shifting Gears: 
An Interview with Hilco 
Global’s Betsy Ratto
BY EILEEN WUBBE
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rior to joining Hilco, 
Ratto had a long and 
successful career at 
Bank of America, where 
she served as managing 
director and group head 
of the Retail Finance 
Group. Over her 25 
years of leadership, 
she scaled the Retail 
Finance Group into one 
of the nation’s most 
profitable asset- based 
lending platforms and a market-leading player averaging 
+$20 billion in assets under management with an evolving 
portfolio of 90+ large national retail, eComm, apparel and 
brand companies. Her responsibilities included new client 
acquisition, loan syndication, relationship management, 
problem loan management, and risk management. She and 
her team were responsible for all aspects of problem loan 
management, including overseeing Chapter 11 Bankruptcy, 
Exit and Liquidation processes. During her leadership tenure, 
she oversaw $25 billion in troubled assets worked out and 
managed to a zero-loss result.

Known to be an innovative and creative leader, Ratto built a 
reputation across the banking industry for solving challenging client 
issues and taking an active role in financing a broad range of complex 
transactions.

Ratto earned a Master of Science in accounting from Fairfield 
University and a Master of Business Administration from Boston 
College. She currently lives in Boston with her husband and two 
daughters.

Here, she discusses her goals at Hilco, challenges and 
opportunities in the retail sector, differentiating yourself at a non-bank 
platform, and lessons learned in leadership and career development.

Please describe your career trajectory. How did your 
previous roles at Bank of America help prepare you for your 
current role at Hilco?

I learned credit the traditional way in a training program, 
starting as an analyst to eventually team leader as a 
generalist and then DIP specialist, before I was promoted to 
run Bank of America’s Retail Finance Platform, a job I held 
and loved for 18 years. The retail portfolio was both dynamic 
and cyclical. It afforded rich experience in sponsor finance, 
corporate banking, distressed credit management, DIP and 

exit financings and client relationship management. At a 
market leader you get great experience leading transactions, 
managing constituencies, and driving outcomes, but the role 
and lanes are very well defined. At Hilco Global and Restore 
Capital, I have an opportunity to transact from a different 
perspective and experience a more entrepreneurial way of 
doing business in the C&R space. It’s new and different and 
the change has been good.

What are some of your goals as senior vice president 
of Capital Solutions for ReStore Capital and Corporate 
Finance? What have the first several months on the job 
been like?

My goals are straightforward: Have fun and help build a 
business by finding interesting situations where we can add 
value given Hilco’s diverse expertise in asset valuation and 
monetization. We plan to forge strong partnerships with senior 
lenders and funds to deliver the incremental capital needed 
to be solution-oriented partners. The first several months on 
the job have been busy and the transaction flow has been 
diverse. Literally not a dull moment.

What are some challenges and opportunities in the retail 
sector we can expect to see in the coming year?

With all the restructuring activity in 2020 and the strong 
consumer demand coming out of the pandemic, on the whole, 
the retail sector is in relatively good health and operating 
with ample liquidity. There are certainly some headwinds 
that impact the sector like supply chain challenges, labor 
and COGS inflation that will put pressure on retailers and 
consumers. As far as opportunity goes, retail is constantly 
evolving and shifting and there inevitably will be more 
opportunity and distress. I hope to focus some of my effort 
on finding and financing women-run eCommerce apparel and 
unique brands that promote empowering messages. 

Where do you see voids in the market and how can you 
better differentiate yourself at a non-bank platform?

With so many market players with capital looking to be 
deployed, it is hard to say there is a void in the market. What 
resonates with clients is when you can provide solutions and 
advice that go beyond making the investment commitment. 
At non-bank platforms, beyond price and structure, it comes 
down to the quality of the team, having a strategic business 
development effort, depth of experience and relationships 
that drive differentiation. Banks have the benefit of a solution 
set that is broad and deep from cash management to M&A 
and harnessing the power of a platform along with capital was 
the differentiating factor. 

P
  	 BETSY RATTO 
	 Hilco Capital Solutions:  
	 ReStore Capital and  
	 Hilco Corporate Finance
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How do you think about adding value to clients and what 
could younger professionals learn?

There are the day-to-day disciplines of client management, 
like staying in touch, bringing market perspective, proactive 
insightful analysis and honest feedback that are fundamental 
to adding value. Then there are those moments when you’re 
called on to engage deeply to solve a problem, that’s when it 
really matters. Being present, collaborating, bringing the right 
team to the table and having a solution orientation in a crunch 
time, challenging situation has always been where I learned 
the most and truly delivered for the client. My advice to 
younger professionals is 
to step up and volunteer 
when you see those 
situations arise on your 
platform; the experience 
is worth the effort.

Has your view of the 
non-bank market 
changed now that 
you are tasked with 
competing against 
banks?

ReStore Capital focuses 
largely on special 
situations and capital 
solutions that have a 
higher risk profile. At 
Hilco/ReStore, the power 
of our platform and 
differentiating factor is 
the ability to tap into our 
deep asset valuation 
expertise and to mobilize 
monetization solutions. 
We think we can be 
additive, both advice and 
capital behind banks, 
who we view as clients and partners, rather than a direct 
competitor. 

Having spent more than 30 years at Bank of America, what 
advice could you offer to women in the secured finance 
industry who switch gears or change jobs in their career?

First, I strongly recommend talking with folks in your network. 
As I contemplated a change, I had long conversations with 
business associates that I consider friends, who helped me 
think it through. Change can be hard. The other advice I 
would offer is to give consideration to the value and quality 
of your team before you move. It was a key factor for staying 
in my prior position for as long as I did and a deciding factor 
in joining Hilco/ReStore Capital. Finally, I highly recommend 

carving out some personal time to relax and renew. My nine-
month hiatus was refreshing after such a long time in the 
work force. Working in finance, in my experience, is intense 
and work/life balance is challenging for women. Often the first 
thing to go is time for self-care and reflection, so take back 
time if you can.

What are some important lessons you’ve learned in 
leadership and career development?

I was very lucky in my career to have worked with so many 
great mentors and leaders. My leadership skills and style 

were informed by many, 
but ultimately are unique 
to me.  Leadership can 
take on many styles, but 
at its core, it needs to 
be authentic. My career 
development accelerated 
when I worked with 
or for smart people 
with a collaborative 
approach. Feeding off 
that energy makes me 
engage deeply. It didn’t 
matter if the smart 
person was my analyst, 
peer, partner or boss, 
if the right elements 
and attitude are there, 
growth can happen. I was 
responsible for a team 
of 15-20 for many years, 
I have seen so many of 
my former colleagues go 
on to be leaders in our 
business. I like to think 
I brought to the table 
some qualities they took 
in as they wove their own 

leadership style.

When you are not busy at Hilco, what can you be found 
doing?

Honestly, coming off of COVID, I’d be lying if I didn’t say 
binging Netflix sucked up bit of free time…

But seriously, life is good. I love walking my dog, Jack, in 
Boston’s Back Bay and Rye Beach, New Hampshire. I enjoyed 
renovating an 1800s barn into a party space this summer. I 
love design, décor and gardening, so there is always a project 
going. My sporting interests are skiing, yoga and a fun day of 
best ball golf with my Boston-based industry friends.   

Eileen Wubbe is senior editor of The Secured Lender.
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“ReStore Capital focuses largely on special 
situations and capital solutions that have a higher 
risk profi le. At Hilco/ReStore, the power of our 
platform and differentiating factor is the ability 
to tap into our deep asset valuation expertise and 
to mobilize monetization solutions.”
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In a 2021 Forbes article on the importance of female 
mentorship, author Maryanne Bruce writes, “As senior 
leaders, we have an obligation to mentor and support women 
in the workforce—to aid in their professional development, 
to help build their confidence, and to guide them through 
challenges as they advance in their careers.” 

Further, she adds, “I believe mentoring is one of the top 
strategies to help close the gender gap in business leadership.” 

TSL
INTERVIEW

The Power and 
Influence of 
Female Mentors:
An Interview with Wendy Eng 
of Gordon Brothers
BY LISA RAWLINGS
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hile the number of women 
in the fi nancial-services 
workforce has grown since 
2018 and represented 52% 
of workers in 2021, analysis 
on gender and race gaps 
in North American fi nancial 
services by McKinsey & 
Company showed “their 
representation falls off at every 
step of the corporate pipeline.” 

Wendy Eng, senior managing director, head of operations at Gordon 
Brothers, has been supporting asset-based lenders and others in 
the fi nancial services industry for almost two decades. An expert in 
appraising, planning and merchandising consumer and industrial 
inventory, Wendy has managed teams and mentored personnel from 
new graduates to emerging leaders over the course of her career. 

We spoke to her about the ways female mentors have shaped her 
career trajectory and informed her own mentorship style. 

What is something you gained from a female mentor that was unique 
to your development?

Having a female mentor is important since women can provide 
perspective that uniquely refl ects women’s experience in the workplace. 
For me, this included asserting infl uence and maintaining work/life 
balance with a growing family.

As a mother of two young children, it was diffi cult to balance my growing 
career while raising my children. As a young mother, I often traveled 
for work and missed out on school activities. From a daily perspective I 
wasn’t always there for my kids who would go to their father fi rst before 
they would come to me. It pulled at my heart strings that my children 
didn’t see me as their primary caregiver. 

I was able to confi de in a female mentor about my insecurities and 
found solace that I was not alone in my struggles. The relationship with 
my female mentor and advice she provided gave me the confi dence to 
balance my work schedule and helped me set effective boundaries. I 
wouldn’t have been able to do this without her support.

We often think of mentors as being older than us, but have you 
ever had a peer mentor or even a younger colleague who informed, 
supported or advocated for you in your career?

Yes, I have a colleague I’ve mentored over the years who became a 
mentor to me as well. We started as friends, and quickly developed a 
strong relationship in which we were comfortable being open and honest 
with one another. 

We are likeminded in that we are direct and to the point, and it 
was easy to hear her perspective and counter with a different one. I 
appreciate her point of view as it helped me arrive at a more carefully 
planned and thoughtful decision. She eventually became a strong 
advocate of mine and was vocal about my performance, management 

and leadership style. She often gave me feedback about my performance 
and insight as to how to manage younger generations, which I’ve found 
invaluable. Having a younger mentor kept my perspective fresh and relevant.

How have you mentored the female leaders on your team?

I have several female leaders on my team currently. Although we don’t meet 
on a formal basis, as situations arise, I often provide career advice and 
insight on the skillsets and initiatives they need to get ahead. Additionally, I 
can relate to their struggles as women and can provide perspective on how I 
have dealt with similar issues, which adds to my credibility as a mentor. 

Why is female mentorship important?

Throughout my career there were very few women at the top who I could 
emulate. As I grew in my career, it was important to help other women 
succeed as a way of giving back.

Female mentorships are critical, particularly in male-dominated 
industries as I believe women process information differently than men. 
When having candid conversations, women can more easily relate 
with one another and can often address issues or questions in a more 
comprehensive way. Since women often share similar experiences, our 
relationships are more nurturing and trusting.  

What is the most important piece of advice you would give a woman just 
starting out in the industry?

Be open minded and ask a lot of questions. There is a lot to learn when 
starting off in this industry, and no one can become an expert on everything. 

Don’t ignore individuals who have different points of view or don’t not 
conform with traditional norms. Actively seek out individuals and ask for 
their opinion, then use those opinions to make a more informed decision. 
Over the course of my career, I have learned the most from individuals 
who had opposing points of view, and I’ve been able to incorporate their 
perspective into a more well-rounded solution.   

Lisa Rawlings is director, Valuations at Gordon Brothers. Lisa 
is responsible for directing sales and marketing eff orts and 
initiatives for the fi rm’s global Valuations practice.

W
  WENDY ENG 
 Gordon Brothers

Reference Sources
Mentorship
The 5 types of mentors you need in your life: 
https://ideas.ted.com/the-5-types-of-mentors-you-need-in-your-life
The Power Of Female Mentors: Why We Need More Women 
Leading Today’s Workforce: 
https://www.forbes.com/sites/forbesbusinesscoun-
cil/2020/02/10/the-power-of-female-mentors-why-we-need-more-
women-leading-todays-workforce/?sh=27f4da9e2d89
The Importance Of Female Mentorship
https://www.forbes.com/sites/committeeof200/2021/10/26/
mentoring-matters-the-importance--of-female-mentorship/?sh=-
618024daccaa

Women in Finance
Closing the gender and race gaps in North American 
fi nancial services
https://www.mckinsey.com/industries/fi nancial-services/our-in-
sights/closing-the-gender-and-race-gaps-in-north-american-fi -
nancial-services#:~:text=Women%20make%20up%2053%20
percent,services%20and%20cross%2Dindustry%20average.
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We’ve all heard the phrase “The Great Resignation” over the 
past few months. Angela Fiorentino of AmeriFactors Financial 
Group and a member of SFNet’s Women in Secured Finance 
Committee gathered several top female executives to discuss 
the best way to communicate your professional goals and hold 
some of those “tough conversations” in this current climate. 

TSL
FEATURE

When the Grass 
Isn’t Greener:

How to Stay Where You Are 
and Ask for What You Want
BY ANGELA FIORENTINO
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t is clear that this is an 
“employee market” right now. 
Although this is objectively 
observable, women don’t 
appear to be leaving their 
current positions in the 
numbers we might imagine. 
According to a recent survey 
of 1,000 women, 85% are 
still with the same employer 
post pandemic and 68% of us 
plan on staying for at least the 
next two years (https://fairygodboss.com/presentation/womens-job-
mobility-in-2021). Yet, 40% of these same women have had their pay 
or hours reduced. So, there appears to be a disconnect between what 
women are observing in the marketplace and our own experiences and 
goals.  How can women use the current job market dynamic to bridge 
the divide between what we observe happening in the market generally 
and what we deserve to have ourselves while also staying loyal? We 
spoke with several high-powered women across the secured finance 
industry to find out.

Time is Now

Women across our industry noted that addressing career 
advancement, whether that be via an increase in pay, perks, remote 
work, lateral moves, or upward mobility is something we should 
always be addressing. However, several women mentioned that the 
current inflationary environment and increased company performance 
made right now a particularly good time to ask for an increase in pay 
or performance bonuses. According to Yvonne Kizner, senior vice 
president – asset-based lending for Cambridge Savings Bank, “I think 
it is always important for women to address [career advancement 
issues], but with the large shift we are seeing today with employees 
having more leverage over where and when they work, coupled with 
inflation, it has become critically important for women to know their 
value.” 

If you are looking for a more flexible schedule or work location, you 
may have a receptive audience in management who still has pandemic 
quarantine memories fresh in mind. As noted by Meredith L. Carter, 
president and CEO of Context Business Lending, “Through daily video 
calls, we have now all witnessed men occasionally distracted by their 
children and pets on video calls. Man or woman, most people with 
young kids share many of the same struggles. Where men are the 
decisionmakers, because they have experienced work-from-home 
themselves, they are more likely to grant [these] requests than ever 
before.” 

In sum, all managers – regardless of sex – likely have a new respect 
for the competing demands of work and family and are more likely to 
acknowledge that work can be done from home or during off hours 
because they have done these things themselves. But, it is important 

to have these conversations now, because memory is fickle.

With respect to advancement and lateral moves, according to 
Nneoma A. Maduike, a partner at Otterbourg PC, “Stakeholders and 
consumers are demanding that executives and others in powerful 
positions look more like a cross section of society and organizations 
are responding to that.” According to Kizner, “Companies are stressing 
the need for diversity and recognizing that women in senior leadership 
positions [can help make a company more successful].”  Similarly, Gen 
Merritt-Parikh, president of Haversine Funding, noted that: “Research 
indicates that more gender diverse companies achieve greater 
profitability, a greater customer base, and an improved culture for 
recruiting and retention.”

So, whether you are hoping for a raise, advancement, or a more 
flexible work location, management likely sees your value right now.  

Know Your Value

Although market conditions are ripe for increased employment 
opportunities for women, we are more likely to get what we want if 
we’re armed with the right data about what other companies offer and 
what we are contributing to our current firm.  

So, initially, you must do your research.  Caitlin Sanders, managing 
director for Callodine Commercial Finance, eloquently likens the need 
for research to a real estate transaction: “You would never sell your 
house for less than market value just because it is a slight increase 
over what you bought it for. Instead, you would sell your house for 
what the highest bidder is willing to pay. Why wouldn’t you use the 
same approach when it comes to your career?” Thus, if an increase 
in salary is your goal, it is important to gather objective data on what 
other companies are offering for similar positions in similar geographic 
locations.  

Similarly, if your goal is to perform better in your current position, 
or to advance, look at what other companies are offering women in 
positions similar to yours. According to Kizner, women should take 
advantage of “workshops and trainings on various attributes that can 
help [women achieve their goals]. This [training] can be everything 
from negotiating skills, effective public speaking/presentation skills, in 
addition to understanding what your employer offers regarding multiple 
career paths.” If your company offers such workshops, seek them out. 
If they don’t, perhaps it is worth suggesting one – or even leading one.   

Managers and executives like data. So, you need to assess the 
value that you are contributing to the company. For some positions, 
such as sales, this data is relatively accessible and easily measurable. 
According to Sanders, “On the business-development side, there 
are obvious metrics that you can track, including number of deals 
reviewed, number of deals that you submit terms on, and number of 
deals closed.” On the underwriting side, though, notes Sanders, “it can 
be a bit gray . . . and some metrics will require the passage of time.” 
For example, Sanders says you might assess metrics such as whether 
you managed the process to a successful close, whether you had to 
sacrifice anything critical in order to get the deal done, and whether the 
structure ultimately allowed you to achieve a full recovery.   

Merritt-Parikh suggests a flexible approach to data collection. She 
suggests asking yourself “what are the goals of the company and 
what is your role specifically in the company? How can the activities 
you are responsible for correlate to achieving those goals and then 
track that.  If you don’t know what those metrics are – ask.” Many 

I
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women noted that you will have better metrics if you track data over 
time. For example, Carter suggested setting an annual goal and then 
comparing your goals to results achieved. Over time, you can also 
show how you’ve modified your efforts to achieve better results – 
something companies value, says Carter. Every little bit of relevant data 
matters, and that includes data such as your availability to clients and 
connections with client, all of which are worth touting says Maduike.

Across the board, women in executive positions noted that women 
who provide data – in any form – are more likely to get a receptive 
audience in management.  

Be Direct, But Know Your 
Audience

Initially, understand the 
communication style and 
preferences of the person 
you are speaking with. If 
you are uncomfortable with 
going to your direct report, 
several women suggested 
either finding an advocate or 
running your proposal by a 
colleague to seek input.

Once you are ready to 
“make your case,” be direct. 
Carter points out that “Most 
men communicate matters 
related to their career more 
directly than women. Men 
will talk overtly about their 
accomplishments and ask 
for specific outcomes like 
titles and dollar increases 
in pay.” Women need to 
tout our experience and 
successes in the same manner and ask for specific results, says 
Carter. To put this directly Carter says, “Ladies, it is time to stop 
pointing the finger completely at men for the gender pay gap. We 
cannot fault men for advancing if we don’t ask for what we want in a 
direct way.” 

Although you should be direct in your request, be prepared to 
discuss the personal reasons you want what you are asking for since 
your manager may ask. Says Maduike, “adding a human element can 
be helpful depending on your audience. When asking for an increase 
in pay, so often people discuss their value, but don’t say why they need 
money. For example, they may say they want an increase to match the 
market, but I very much believe that personalizing the request may 
not hurt.” According to Maduike, “Companies operate better when the 
employee is viewed and understood as a whole person.”  

Merritt-Parikh agrees: “I want to know your goals for development 
individually, professionally and how those goals can line up with 
those of the company.  I [also want to understand] the rationale when 
someone does approach their manager, meaning is it based on need 

for more money…or true work performance?”

All of our interviewees agreed that women should go into these 
discussions with an open mind. As was eloquently summarized by 
Merritt-Parikh “go in knowing you may not like the answer right now, 
but stay curious, ask questions and be open minded. If [your request is 
not granted] today, then what are the steps to get there and what does 
that look like? If you are onboard for that journey, then you have a new 
goal for growth.”     

Angela Fiorentino is 
senior vice president/
general counsel for 
AmeriFactors Financial 
Group, LLC. She 
began her career in 
the financial industry, 
where she worked for 
nearly 10 years as a 
stockbroker and later 
as chief compliance 
officer for a SEC and 
FINRA-registered broker 
dealer. While working 
in the financial industry, 
Fiorentino graduated 
cum laude with a degree 
in accounting from the 
University of Central 
Florida.  

In 2017, Fiorentino 
joined the team at 
AmeriFactors. As general 
counsel, she handles all 
aspects of the company’s 

legal needs. She develops and documents creative solutions 
to help clients overcome obstacles to obtaining the funding 
they need. Fiorentino also creates and negotiates all of the 
company’s contracts based on her intimate understanding 
of the company’s operations, strategic goals and concerns. 
When necessary, she utilizes her litigation skills to develop 
and execute collection strategies aimed at recovering funds 
on behalf of the company and its clients.

Fiorentino is helping pioneer the way in-house attorneys 
can be utilized as a significant asset to small and midsize 
financial firms. Her work provides benefits not only to her 
company, but to her clients in minimizing risk and increasing 
revenue.
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Carter points out that “Most men communicate 
matters related to their career more directly than 
women. Men will talk overtly about their accom-
plishments and ask for specific outcomes like 
titles and dollar increases in pay.” 
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This article offers insights into how 
to thrive in the evolving workplace 
from leading female professionals 
at global law firm Paul Hastings, 
through the lens of lessons learned 
from their careers, the pandemic 
and world events.
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hether at home or at work, the past two years have been a 
collective emotional and stressful experience, which, given 
recent world events, is still ongoing. During the pandemic, 
many women have faced particular challenges, due to 
gendered expectations or primary caregiving responsibilities. 
For women in leadership roles, the challenge has been 
to evolve the skills developed through their varied career 
paths to manage and support those around them in the new 
environment. 

The Value of Empathy and the Personal Connection

As our physical proximity disappeared and personal 
connections frayed, effective leaders doubled down on efforts 
to understand the feelings and lived experiences of their 
colleagues through compassion and communication. Emily 
Pidot, global co-vice chair of Paul Hastings’ Employment Law 
Department and co-chair of the Talent Development Committee 
in New York, says: “I have always valued empathy as a critical 
component of my leadership style. With the challenges and 
stresses presented by the pandemic, I relied on this skill more 
than ever.” Karlie Ilaria, director, Global Diversity & Inclusion, 
who leads the firm’s diversity, inclusion and wellness efforts, 
agrees: “Flexibility is important. Communication is critical. And 
so is the need to be understanding and sympathetic to other 
people’s situations, even if we do not agree.”

Suzanne Horne, London-based head of Paul Hastings’ 
International Employment practice and London Women’s 
Affinity Network partner advisor, admits that while she has 
always worked closely with her team, leading and managing 
through an online platform is not easy: “it is harder to really 
check-in on how people are feeling as it tends to be more 
business focused.”

To regain the personal connections that were so hard 
to maintain virtually, Tara Giunta, vice-chair of the White 
Collar Defense practice and co-chair of Paul Hastings’ Global 
Women’s Initiative, based in Washington D.C., has evolved 
her leadership style. She explains: “I spend time at the start 
of most meetings — internally and with clients — to inquire 
as to how they are doing. I also check in with associates on 
my projects to make sure they are taking the time they and 
their families need, and am more mindful of potential cues 
that a colleague may be struggling.” Ilaria recognizes the 
relevance of the personal connection to the growing field of 
diversity and inclusion: “I have seen the importance of evolving 
what diversity means and with everyone being remote, how 
necessary staying connected was to inclusion during those 
times.”

One way for successful female leaders to build meaningful 
personal relationships, in which they can share their own 
experiences as well as learn from those of others, is through 

mentoring. Ilaria sees the rewards of both sides of this 
process: “a big part of what I do now is built on mentoring and 
trust, so having access throughout my career to different types 
of mentors helped me to be more flexible and understanding 
of personalities.” For Tamerlin Godley, Los Angeles-based 
entertainment and media litigation partner and co-chair of 
Paul Hastings’ Global Women’s Initiative, her commitment to 
mentoring is based on the important role it played in propelling 
her own career and a desire to do the same for others. She 
says: “Mentoring women is one of the things I enjoy most about 
my job. I try to do as much mentoring as I can to bring women 
and junior associates along. My main mentor provided a lot of 
opportunities for me in the entertainment space and carried 
my flag in partnership discussions.”

W
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TARA GIUNTA 
Partner, Litigation Department, 
Washington D.C., Paul Hastings
Tara Giunta is co-lead of the ESG Risk, Strat-
egy and Compliance Group and vice chair 
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York and Co-Chair of the Global Women’s 
Initiative. 

TAMERLIN GODLEY 
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Visibility and Equity in the Hybrid Workplace

There is general agreement that one positive lesson from 
the pandemic has been a new appreciation of the need 
for flexibility. Giunta is convinced that the hybrid working 
environment is here to stay, “with some folks working in-
person full-time, some working remotely full-time, and others 
working in a combined fashion.” Pidot agrees: “There is no 
question the pandemic has had a profound impact on how we 
work. Flexibility and adaptability will enhance opportunities for 
reimagining how we work in the future.”

Giunta observes: “I do hear consistently that people are 
feeling a strong need for in-person connection — but not 
necessarily that they need to be sitting at their desks in the 
office every day in order to do their jobs effectively.” Godley 
agrees that, in the hybrid environment, the nature and purpose 
of meetings is of paramount importance. She summarizes as: 
“Time in person with others will be more intentional than ad 
hoc.”

On the experience of remote working, Horne comments that: 
“on one level being around the children and gaining back the 
time spent commuting has been fantastic but home schooling 
was horrendous for most working parents, particularly 
those working mothers who continue to be the primary 
caregivers.” She has lent into a new working day that involves a 
combination of virtual and face-to-face meetings both external 
and internal, but finds that, “a few ‘water-cooler’ moments are 
not to be underrated.” Pidot also welcomes the ability to come 
together with her team: “we all learn so much from one another 
when we are able to spend more time together.” 

Godley adds a note of caution that hybrid working brings 
its own challenges: “I think that women are going to have 
to manage very carefully the new world with less time in 
the office: making sure that we are being seen, heard, and 
respected; taking up the right amount of space.” Ilaria adds 
that the importance of building relationships is a lesson she 
wished she had known at the beginning of her career, and one 
that applies more strongly now than ever: “Relationships are 
vital. Working hard and being excellent are important, but you 
need to lift up your head, speak up and take your seat at the 
table.”

Can employers retain the greater emphasis on agile 
working, empowering people to be smart about how and where 
they work, while ensuring that women are not negatively 
impacted by the hybrid environment? For those that can offer 
flexibility while maintaining gender equity, Horne believes that, 
ultimately, they will reap success in their retention of female 
talent: “I think this would mean fewer women will leave Big Law 
when they decide to have children.” 

Engagement Within and Outside the Office

Of course, equity and inclusion are not only issues for women. 
The pandemic foisted new stressors upon primary caregivers 
whether men or women. Giunta observes that: “It imposed 

serious additional burdens — from caring for family members 
who became sick, to home schooling children, to pivoting to 
a 100% remote work environment. The blurring of personal 
and professional lives — while humanizing us all — meant 
that there was pressure to be ‘always on’ and available when 
needed.” The stressors of the pandemic created mental health 
challenges, which continue today, and which may now be 
exacerbated by recent geopolitical developments. Giunta says: 
“I worry for the younger generations who will only know a world 
full of threats: health, environmental, political, economic.” 
Horne hopes that empathy and flexibility will be part of the 
solution: “We know that giving people greater control over the 
way in which they work improves wellbeing and mental health.”

Ilaria also looks to the opportunity for a reset: “I think the 
pandemic helped us all to see what is important. I hope we 
were able to correct and re-balance some of the gendered 
expectations since the world was turned on its head. To 
parents, I hope this means spending more time with our 
babies before they don’t need us (regardless of gender). For 
men, I hope they realized it is ok to want to be home more. 
For women, I hope we were able to shed some of those 
stereotypical gender norms.”

As Giunta reflects on her 35+ year career, she highlights 
ways in which she has driven positive change - in her 
practice, in her firm, in the legal profession and in the 
broader community - as being the most rewarding. She looks 
at how Paul Hastings is supporting pro bono projects today, 
whether dealing with social justice, racial equity, modern 
slavery, immigration or voting reform. This wider engagement 
is the key to ensuring that empathy is a culture and not just 
a corporate construct. Giunta concludes: “I see a decided 
shift in recognition as to the important role each of us must 
play in order to address the systemic challenges facing our 
communities, countries and the world.”
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Interview 
with Laura 
Kemper Glass,
Chair of SFNet’s 
Women in Secured 
Finance Committee
Laura Kemper Glass, chair of SFNet’s WISF 
Committee, is senior vice president and
senior portfolio manager for Bank of 
America Business Capital (BABC). 

BY EILEEN WUBBE

  SFNET COMMITTEE SPOTLIGHT

Based in Atlanta, Glass is responsible for 
the middle market and large corporate 
asset-based lending portfolio in the Eastern 
United States and Europe and the lower 
middle market portfolio nationwide. In this 
role, she leads a team of credit professionals 
responsible for managing a $20 billion 
portfolio of credit commitments in the asset-
based lending plus related products and 
solutions. The team serves clients in a wide 
range of industries primarily in the middle 
market and large corporate space.

Prior to joining Bank of America, Glass was 
a certifi ed public accountant and spent nine 
years with the international accounting fi rm, 
KPMG, achieving the level of senior manager. 
She joined Bank of America via predecessor 
entity Fleet Capital in 1995 as a senior 
underwriter responsible for underwriting new 
business transactions. In 1998, she joined the 
portfolio management team of BABC. 

Glass has a bachelor’s degree in 
accounting from Florida State University. She 
is a CPA (inactive) and a FINRA Registered 
Principal with Series 7, 24 and 63 securities 
licenses. She lives in Atlanta, GA, with her 
husband, Greg, and their two sons.

You spent nine years as a CPA at the 
beginning of your career. How did this time 
prepare you for roles that followed, and the 
current role you’re in now? 

In public accounting, I was exposed to a 
variety of industries, many that we bank today. 
I also audited many fi nancial institutions 

LAURA KEMPER GLASS
 Bank of America Business Capital 
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during my time at KPMG, so I was able to understand the interworking 
and regulatory requirements of financial institutions during that time.

I started with Bank of America in underwriting, and the audit 
skills that I learned and used at KPMG translated very nicely into an 
underwriting role. The exposure to such a broad array of industries 
and companies of different sizes prepared me very well for commercial 
lending.

What are some of the main concerns or challenges you’re seeing 
within the secured finance community now? 

Finding and retaining talent within secured lending is the biggest 
challenge we face right now. It’s important to attract young people into 
the industry, develop them and keep them motivated and challenged, 
so they will want to stay. It’s relatively easy to recruit people from 
college campuses, but once they’ve received the training and banking 
experience, it’s hard to keep them from using that experience to catapult 
into a bigger job someplace else, oftentimes outside of our industry. 

It seems to me that we have a talent gap between the very seasoned, 
experienced lenders, who are potentially nearing the end of their 
careers, and those who have not been in the industry very long.   Anyone 
with less than about 13 years of experience, was not in place during 
the last financial crisis. So, the biggest challenge is developing younger 
talent to take on the bigger roles as the more experienced people retire. 
Attracting diverse people in the secured lending community is another 
challenge.

How do you think the industry can go about recruiting younger 
people to work in the secured finance industry? 

Building more awareness of our industry with students and working with 
colleges and universities to promote secured lending would be a good 
idea. Many students who get a degree in finance focus on investment 
banking, however, I think there are more commercial banking 
opportunities in the United States, including the many disciplines within 
commercial banking, like credit, sales, treasury risk and operations. 
There doesn’t seem to be an awareness of these career options. The 
focus is primarily on stocks, bonds, IPOs and mergers and acquisitions—
and they’re not taught that companies need loans, treasury and other 
services as well. 

What are some concerns you’re hearing from women in the secured 
industry now?

What’s interesting is that the struggles that women face remain 
unchanged: managing family, career, and how to find those 
opportunities for advancement. My kids are in college, so I’m at a 
different place with my career, but I think the struggles of younger 
women are the same as they were for me 20 years ago. 

What are your goals this year for SFNet’s Women in Secured Finance 
Committee? What would you like to see this year and also in the 
years to come as the community and committee keeps growing? 

I think the primary goal, specifically after the last two years of working 
from home and connecting virtually, is to bring everybody back together 
to reconnect and spend time with their peers, other institutions and 

support partners. Overall, it’s about women supporting women. We have 
unique challenges. It’s important to support each other, mentor the next 
generation of women in secured lending and help them grow, develop 
and learn. 

The format of the SFNet Women in Secured Finance Conference 
this year will provide opportunities to learn as well as time to interact 
and network with other attendees, to make sure there’s plenty of time 
to reconnect. In addition to the   large sessions, we plan to offer smaller 
group sessions attendees can interact and network. 

What do attendees typically get out of attending a conference such 
as SFNet’s Women in Secured Finance? 

The biggest benefit is connecting with other women and learning from 
their experiences in the industry. Men are also invited to support and 
network with women too.

How has the pandemic affected your current role?

We’ve been working remotely for 18 months, with teammates being 
phased back into the office over time. Learning to manage a team 
remotely has some unique challenges, but we’ve all adapted well, 
however, what we’ve missed are the impromptu conversations you 
have with your team or business partners. I’ve had a lot of one-on-one 
conversations across the whole team, but the impromptu conversations 
are really learning and development opportunities that aren’t easily 
replicated in a virtual environment, especially for the junior staff. They’ve 
missed that for most of the last two years. 

With Zoom meetings, it’s all scheduled in advance, but I’ve found  
that some of our junior staff don’t want to schedule a call for tomorrow 
at 2:00 PM to discuss something that they just found curious or 
they’re unsure about There’s more they could have learned if they saw 
somebody walking down the hall and said, ‘Hey, have you ever seen this 
before?” and been able to chat about it while it was top of mind.

Of course, this is applicable to the experienced staff too when they come 
across something new. I’m greatly looking forward to being able to have 
those conversations again as we return to a new normal of being in the 
office. 

Are you going back to a hybrid work environment?

We’re still figuring it out. Certainly, a lot of companies are planning that 
at least to begin with or maybe permanently. At my bank, we’re still 
figuring what flexible looks like.

When you’re not busy at Bank of America, what can you be found 
doing?

Spending time with my family and friends, first and foremost, is my 
favorite thing to do.  We’re also big sports fans in my family, so it has 
been nice to go back to attending live sporting events last year. My 
hobby is refinishing furniture. I’ve done quite a bit of that over the last 
two years as we moved right before the pandemic.  It’s a creative outlet 
for me and allows me to take my mind off of the everyday stresses.     

Eileen Wubbe is senior editor of The Secured Lender.
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