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AGENDA

09:00 ï09.15 Welcoming remarks

Clarence Dixon, Managing Director - Hatfield Philips International

09.15 ï09.35  The changing world of the CRE Servicer

Nassar Hussain, Managing Partner - Brookland Partners LLP

09.35 ï10.00 Primary Servicing 

Transformation from Loan Servicing to Loan Management 

Dr Stewart Hotston, Director ïHatfield Philips International

10.00 -10.20 European CRE Loan Reporting ïA Solution for Improving Transparency

Jaymon Jones, Director - Commercial Real Estate Finance Council Europe

10.30 -11.00  Coffee Break
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11.00 - 11.15  Special Servicing ïA European Issue 

Matthew Grefsheim, Director - Hatfield Philips International

11.15 -11.30  Focus on Germany 

Christian Daumann, Managing Director - Hatfield Philips Deutschland

11.30 -11.40  Special Servicing ïThe role of the Real Estate Team

John Muldoon, Vice President - Hatfield Philips International

11.40 ï12.00 Debt Restructuring, Workouts and Enforcements

Giuseppe Schiavello, Partner ïHead of the Banking and Finance Group  

Macchi di Cellere Gangemi

12.00 - 12.20 Loan Trading Platforms ïDo they work with commercial loans 

Robert Tromans , UK Director - The Debt Exchange, Inc. 

12.20 - 12.40 Loan Servicing Technology

Emmanuel GILLET, President - Cassiopae

12.40 ï13.00  Closing Words

Mark Miller, Managing Director - Hatfield Philips International

13.00 ï14.00 Lunch
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www.hatfieldphilips.com
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Hatfield Philips International Limited First Annual Servicer Forum
23rd September 2010

The Changing World of The CRE Servicer 

Nassar Hussain 
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Changing World of the CRE Servicer

ÁReasonably diverse range of CRE servicers in the European CMBS market

ÁIndependent vs. in house

ÁDiffering business plans

ÁCash vs. synthetic deals

ÁDiffering servicing obligations and servicing standards

ÁDiffering focuses : both primary and special, just primary, predominantly
special

ÁDifferentiation in nature of loans being serviced (large single borrower,
multi -borrower, granular loans, jurisdictions, differing underwriting criteria
of originating banks)

ÁUnprecedented dislocation and stresses in European real estate debt and asset
markets

ÁGeneral retrenchment or lack of full engagement by many market participants
involved in the CMBS markets due to various reasons although now starting to
improve (originating/arranging bankers, trustees, rating agencies etc .)

ÁServicers have remained in front line of having to face the issues on the
transactions they service

ÁWhilst some question marks on certain aspects of performance majority are
evolving positively in the face of the challenges created by the current market
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CMBS Conduit Performance and Principal Servicers

Source : Bloomberg data as of September 2010
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Above data represents the larger conduit programmes . Certain servicers also service deals in other
programmes e.g. Capita in respect of EMC, EPC, and Fleet Street .
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Changing World of the CRE Servicer

ÁPrimary Servicing

ÁTransformed from administering and reporting on loans in a reactive
manner to pre -empting issues and restructuring loans prior to a potential
default in a pro -active manner i.e. more solution orientated

ÁRole goes well beyond the requirements in the servicing documentation
which is predominantly a loan level role

ÁServicers have taken lead roles in significant loan and bond restructurings
(e .g. Tahiti Finance, Fleet Street 2, Titan (Four Seasons)) working with
sponsors and senior and junior creditors outside their servicing mandate
who are typically sophisticated, well advised and in certain cases
aggressive in their approach

ÁFacilitating discussions between the various counterparties and
encouraging dialogue amongst noteholders by managing ad-hoc steering
committees, filtering confidential information and promoting consensual
deals

ÁAssisting in the identification of noteholders

ÁPromoting disclosure of relevant information

ÁManaging conflicts of interest between noteholders and other competing
creditors
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Servicer Role Predominantly At Loan Level 
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Mall Funding vs. Tahiti Finance Restructurings 

Source : Bloomberg and public info

Terms Tahiti Finance Mall Funding
Loan Maturity Extension 2 year (embedded) + 1 year 3 years
Note Maturity Extension None 3 years

Note Margin (all classes)
37.5 bps increase (Yr1-2) / 
175 bps increase (Yr3) 50 bps increase

Extension Fee
143 bps (Yr1)
50 bps (Yr3) 25 bps

Initial Pre-Payment £77m (c.14% of note balance) £50m (c.5% of note balance)1

Of which from funds held by borrower£28.8m £50m
Of which from additional equity £48.2m £0m

Cash Sweep 100% cash sweep

100% cash sweep till LTV < 60%, and 
gross debt < £600m, except for 
ability to "top up " reserve accounts

Additional Covenants
Yr3Extension Option:
LTV <45%, Debt Yield > 13%

Dec 2011: LTV<83%
Dec 2012: LTV<77%
Dec 2013: LTV<71%
Dec 2014: LTV<65%

Other Points

Very transparent process  & regular 
dialogue with steering committee 
comprising investors holding in excess 
of 75% of each class
Much shorter process

1 An additional £105 million will be funded from retained cash of which, £85 million will be used to fund the reserve account which
covers ongoing leasing/capex, tenant incentives and working capital . The remaining £20 million will be used to cover swap
breakage fees, consent fees and other transaction costs
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Changing World of the CRE Servicer

ÁSpecial Servicing

ÁMore innovative solutions being considered to maximise recoveries

ÁJV structures to get capex/opex into deals combined with independent and
fully incentivised asset managers

ÁRestructuring multi -borrower CMBS transactions where multiple loans are
in special servicing

ÁSale of loans/DPOs

ÁWhilst do not need to consider the note level cashflow structures in
servicing the loans they should also try to consider :

ÁThe economic impact on investor returns (as well as the credit
impact) of loan level extensions

ÁImpact of work -out strategy on cashflow leakage to significantly out
of the money junior investors and potentially Class X Noteholders
(especially where still held by originating banks)

ÁImproving dialogue with noteholders when making decisions on large
loans
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The role of the Primary Servicer has changed  

Original Expectation

ÅKeeping up with originators - focus on getting deal done

ÅAdministration of Loans;

o Loans being loaded into the system, 

o ensuring they paid and,

o monitoring of loans against covenants. 

ÅSome loans being originated ñin defaultò.

Image © Aardman Animations Ltd
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The role of the Primary Servicer has changed  

Current Expectation

ÅAvoiding Special Servicing

ÅFixing Loans

ÅCovering all those duties that were assigned to 

no one else

ÅFar greater level of transparency

ÅAll for the originally agreed servicing fee

Image ©DC Comics
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ñJust get us our money backò  

From the outside

ÅIs it really the case that investors just want their money back?

ÅConflicting desires depending on position and investment motives

ÅWhat about those who are out of the money?

ÅCan you negotiate in Primary?

ÅWhat about the borrower?

ÅAre they really as feckless as sometimes caricatured?

ÅShould anyone really care about the problems facing the Servicer?
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Issues faced by the Primary Servicer

ÅLimitations imposed by documents

ÅConflict management

ÅCovenants

ÅCovenant light loans

ÅPointless covenants (eg. LTV)

ÅCovenants with limited action possibilities (eg. Reporting)

ÅIntercreditors

ÅConsents and waivers
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The problem of making decisions

ÅLimited ability to act with discretion

ÅIntercreditors

ÅConflict resolution

ÅActing as mediator between Borrower & Finance Parties

ÅNegotiating restructurings

ÅIdentifying, contacting and organising Noteholders

ÅDealing with 3rd Party Financial Advisors

ÅLiability of the Primary Servicer
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The Future of Primary Servicing

ÅDo Lenders want the Primary Servicer to do more than Administration?

ÅDo Investors want the Primary Servicer to do more than Administration?

ÅCan Primary Servicers be given more discretion?

ÅMore active role in origination?

ÅIncreased remuneration 
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The Road Ahead

ÅPrimary Servicing offers a specialist and independent service in a transaction

ÅWhat are your thoughts?
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Who we are:
CRE Finance Council Europe is a member led trade association dedicated to 

promoting the strength and liquidity of commercial real estate finance worldwide. 

CRE Finance Council acts as a legislative and regulatory advocate, plays a vital 

role in setting industry standards, promotes best practices and provides education 

for market participants in this key sector of our global economy.

CMSA-Europe is nowé the Commercial Real Estate Finance 

Council Europe 
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General CRE Loan /CMBS reporting Issues:

25

Borrower Property Level Reporting Requirements

ÅProperty level financial information requirements not standard within loan documents

ÅConsistency of reports from borrowers varies and/or no reporting on the loans

ÅReporting timeframes vary from loan to loan

ÅBalance sheet loan requirements vs securitisation requirements

Loan Document Financial definition/covenant requirements

ÅEvery loan has different requirements on how to calculate Net Operating Income, Interest 

Coverage Ratios, Debt Service Ratios and other financial covenant requirements

Loan Servicer/Banking Systems

ÅThe creation of a new reporting requirement would require IT firms to create software 

standards to allow Loan Servicers and Banks to produce reports efficiently and consistently

Loan and Transaction Reporting Timeframes

ÅEach quarter service providers have limited time to analyse data and make corrections to 

reports

ÅThe need to streamline the reporting process (i.e. Monthly Reporting on Property level data 

and quarterly reporting on bond level)
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CRE Finance Council

European Investor Reporting Package

26

Version 1 of the European Investor Reporting package® (E-IRP®) was released in 

October 2005. The aim of the package is to increase transparency though consistent, 

reliable information and support growth and liquidity in the secondary markets 

throughout Europe.

E-IRP Version 2.0 Key Highlights:

ÅThe investor reporting package can be utilised for many types of European commercial real estate 

capital market transactions (i.e. covered bonds, syndications, subordinate debt structures and 

CMBS). Data fields can be used for various loan structures such as whole loan, securitisation, 

syndication and A/B loan positions

ÅIntroduction of minimum required fields ïthe E-IRP v2.0 has highlighted key fields that should be 

populated for basic transaction information flow. This concept is envisioned to increase usage by new 

service providers. Transactions that provide more than the minimum requirement will be seen by 

market participants as being more transparent 
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E-IRP Version 2 Key Highlights Continued:

27

ÅIntroduction of CRE Finance Council Europe standards for calculating key financial indicators 

such as interest coverage ratios, debt service coverage ratios and loan to value ratios. In 

addition, the package allows for financial calculations based on the loan agreements and loan 

structure participation levels

ÅIntroduction of CRE Finance Council Europe methodology for analysing and reporting 

property income statements. The overview package will give details on how to report net 

operating income for various European jurisdictions such as the UK, France, Germany and 

Italy. This will allow investors to compare property cash flows in a transparent fashion.

Market Exposure Draft to be released 

Mid October 2010
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Borrower 
Reporting

Lender 
Reporting

Servicer 
Reporting

Investors

Data 
Information 

Providers

UK/European 
Regulatory 

Bodies

Information 
Property 

Databank (IPD)

Borrowers provide 
Tenancy details and 
Property level financials 
in IPD Cost Coding to 
Lenders and Servicers. 
(per loan agreements)

IPD receives property 
level data from 
property funds to 
track performance 
indices

Lender  utilises the E -
IRP for all CRE loan 
products which 
utilises IPD coding 
and E - IRP standards. 
Information is passed 
to Reg. and Servicer.

Bond Level 
Reporting

Investors can 
receive E - IRP (full 
report)or PDF 
summary report 
which utilises XML 
coding

Data Providers can utlise 
the E - IRP (full report) to 
update their services for 
Investors.

Regulatory bodies can 
track performance of 
lenders in more detail 
as loans are on balance 
sheet and can compare 
stats with IPD.

Servicer utilises the E -
IRP for all CRE loan 
products. Receives same 
IPD standards from 
Borrowers. For CMBS, 
will receive initial at 
issuance /underwriting 
from Lender in E - IRP 
standard

OSCRE - Can create 
data flow standards 
which will allow the 

transfer of data 
work efficiently 
throughout the 
whole process
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For Further Information Please contact:

Jaymon Jones

+44 (0)20 7073 2853

www.CREFC.org/eu

http://www.crefc.org/eu
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Coffee Break
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London - Special Servicing Organization Chart
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Evaluating the options to maximise returns
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Evaluating the options to maximise returns

in Todayôs World

Apply Funds 

through Waterfall
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Things to Consider

ÅStructure and Costs

ÅKeep it simple

ÅLoan Jurisdictions (Luxembourg, Jersey, etc.)

ÅBorrower Engagement

ÅPartners/Asset Managers/Purchasers



37

Section break
Christian Daumann

Focus on Germany



MANAGING COMPLEXITY. MAINTAINING PERFORMANCE. MAXIMISING RETURNS.

Hatfield Philips Deutschland

38

Executive Summary

Hatfield Philips Deutschland (HPD) is a 100% subsidiary of HPI London and was formed in 2007. HPD

started its operations, focusing on primary servicing of small to mid ïsize loans that Lehman had securitized

(Portfolio ñGreenò).

In May 2008 the Special Servicing operation of HPD went live. Leveraging off the depth of knowledge of

the local real estate markets and the track record in restructuring, enforcement and workout that was already

present on the ground in the established LNRG operation, the decision was taken to take advantage of this

existing footprint and special service German based CMBS loans through the German franchise. This outset

enabled HPI to literally over night have a German Special Servicing operation active. This continuously

proves to be a major advantage over our competitors.

In May 2009 the size of the German Primary Servicing Division in HPD was grown substantially to enable

HPI to take advantage of the local market presence, benefit from lower operational costs in Germany and

further increase efficiency by being on the ground.

Operation 

HPD Primary and Special Servicing operate in the context of overall HPI Corporate and European

operations. IT infrastructure, corporate wide area network and main business applications are principally

supported by HPI London. Overall functions as Reporting and Compliance are steered and overseen by

the London parent HPI. Policies and Procedures applied in HPD mirror their equivalents in the London

operations.
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Senior Asset Manager

Asset Manager

Junior Asset Manager

Associate Manager

Clarence Dixon 
Managing Director

Christian Daumann
Managing Director

PRIMARY SERVICING SPECIAL SERVICING
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Team 1 Team 2 Team 3 

Vice President 
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Start 01.11.2010

Asset Manager

Start 01.08.2010

Associate Manager

Start 01.11.2010

OPEN

Asset Manager

Associate Manager

Start 21.09.2010

Hatfield Philips Deutschland - Organisational Chart
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Primary Servicing
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ÅHPD was able to hire an experienced team providing expert knowledge and access to long 

standing contacts within the industry

ÅRelevant work experience on average in excess of 10 years

ÅExcellent skill set including various master degrees in economy, banking and finance, real estate 

and law

ÅInternational background allows building bridges to mitigate the language barrier and ensures 

intercultural compliance, both internally and externally 

ÅClose cooperation and integration of HPD allows HPI to take advantage of providing industry 

leading services to its clients through a local operation  

Current HPI Primary Servicing Frankfurt 

Loan Balance $8.289,9   

# of Loans 58

Management Fee YTD 308

Management Fee  
Forecast

738

Asset Managers 4,5
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2 Loans
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33 Loans 44 Loans

In a challenging, multi-jurisdictional landscape,

HPD is well equipped to deliver top results. Current

staffing matches skill sets required to service

complex German CMBS Loans. The local team

consists of restructuring, insolvency and real estate

experts with an average of more than 10 years

experience in these fields of business.

Special Servicing ïPast Growth and Future Pipeline
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Special Servicing

42

Å15 loans

ÅTotal outstanding loan amount:  $ 3.05 bn 

Å462 assets, comprising of, amongst others: 

o 17,000 residential units

o 500 retail units

o 150 office buildings

o 3 empty mega - warehouses (totalling in excess of 5.0m sqft) 

ÅTotal of approx. 28,270,099 sqft

ÅOverall vacancy rate: approx. 37.5%  
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Special Servicing ïThe Role of the 

Real Estate Team 

ÅHatfield Philips International established its in-house real estate 

team in November 2009. 

ÅThe real estate team works alongside the Special Servicing loan 

teams, providing property specific support and advice.  

ÅThis typically consists of assisting with the selection and appointment 

of agents and valuers; the formulation of asset management and/or 

disposal strategies and the implementation of medium and long term 

workout programmes. 

The Real Estate Team 
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Understanding Property Issues

ÅInspecting  property assets

ÅIdentifying problems and opportunities

ÅReviewing borrowerôs business plans  and asset   management activities
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Designing Recovery Strategies

ÅEnforce and sell

ÅEnforce and implement proactive asset management strategies

ÅPursue opportunities to stabilise income and opportunities to add value

ÅConsidering alternative use strategies
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Implementing Workout Solutions

ÅAppointing appropriate agents and advisors

ÅWorking out assets with specialist asset managers and new equity partners
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Giuseppe Schiavello

Debt Restructuring, Workouts 

and Enforcements
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Main drawbacks of ñtraditionalòenforcement :

Å Structural complications :

ï Enforcing certain type of security (e.g. a mortgage) is still 
largely a court -driven proceeding;

ï There may be ground for challenges or appeal by borrower;

ï Prospective purchasers/investors may be willing to wait until 
sale/auction price decreases;

Å Poor/inconsistent/inaccurate drafting may be a problem .

Enforcing the enforceable: does it get your money back?



50

Å Timing issues : ( Italy, 2006 - Source: Bank of Italy elaboration of Ministry 
of Justice data):

ï Average time in Italy to enforce over real estate: 4.6 years.

ï Slowest average time (by geographic area): 6.3 years 
(South of Italy, Sicily and Sardinia).

ï Quickest average time (by geographic area): 2.3 years 
(North -east of Italy).

ï Average time in Italy to enforce security over 
movable assets: 317 days.

ï Slowest average time (by geographic area): 393 days 
(South of Italy, Sicily and Sardinia).

ï Quickest average time (by geographic area): 178 days 
(North -east of Italy).

Enforcing the enforceable: does it get your money back?
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Any quicker alternative? A couple of examples.

Å Enforcing a share/quota pledge:

ïTaking control via acquisition of voting rights upon the 
occurence of an EoD;

ïPrivate sale of shares/quotas (if agreed in pledge agreement);

Å Cashing rental income (security assignment or legal entitlement):

ïClawback risk.
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Is restructuring an option?

Å Again, some interesting background data (Year: 2007;source: ISTAT -
Italian Statistics Agency):

ï Average duration of bankruptcy proceedings (Italy): 3035 days;

ï Shorter average duration (by region): 1853 days (Trentino -Alto 
Adige);

ï Longer average duration (by region): 4512 days (Calabria);

ï Bankruptcy proceedings resulting in distribution of proceeds: 51.6%;

ï Percentage amount of losses against total liabilities: 82.8%;

ï Bankruptcy proceedings ending with the repayment in full of the 
debtorôs liabilities: 2.7%.
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How to restructure - 1

Å What to change/add :

ïAmortisation ;

ïMaturity date ;

ï Temporary moratorium ;

ï Interest rate and period ;

ïNew finance (e .g. to fund capex or property protection payments) ;

ï New security ;

ï Assignment of loan to third party investor ;

ï Tranching of loan ;

ï Release or conversion of debt into equity .
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Å Risks :

ïNovation (novazione - Article 1230 of the Italian Civil Code ) :

ÅAn obligation is extinguished if the parties replace the 
original obligation with another one having a different title or 
object.

ÅThe intention of the parties to extinguish the original 
obligation must appear in a non -equivocal manner.

ÅIn case of novation, security ceases to have effect unless the 
parties expressly agree to maintain it for the new obligation.

How to restructure - 2



55

How to restructure - 3

ï Insolvency Clawback (Revocatoria or inefficacia automatica) :

Å Transactions without consideration (atti gratuiti ) are automatically clawed
back (inefficaci) if they were done in the two -years period prior to the
adjudication in bankruptcy (1942 Insolvency Act, Article 64 ) ;

Å Payments of non -matured obligations are automatically clawed back if they
were done in the two -years period prior to the adjudication in bankruptcy
and the original maturity date fell on or after the date of the adjudication in
bankruptcy (Article 65 ) ;

Å Certain types of transactions are clawed back at the initiative of the
receiver if they were done in a given claw -back period (one year or six
months prior to the adjudication in bankruptcy) and, depending on the
transaction, the receiver or the other party is, respectively, able to prove
that such other party was or was not aware of the insolvency of the debtor .
Certain exceptions apply (Article 67 ) .
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How to restructure - 4

ï Criminal risk :

Å receiving payments with undue priority;

Å undue delay of bankruptcy proceeding;

Å undue granting of credit;

ï Possible claim for damages from third party creditors in case of 
undue granting of credit.
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How to restructure - Restructuring plans - 1

Å Restructuring plans (Article 67.3(d) of the 1942 Insolvency Act):

ïAre drafted and issued by the borrower;

ïMust appear capable of allowing the restructuring of the debtorôs 
liabilities and of ensuring the re -equilibrium of its financial 
exposure;

ïMust be positively assessed by an expert having certain 
professional requirements;
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How to restructure - Restructuring plans - 2

Pros:

Å Quick to put in place;

Å Clawback risk removed (but not for automatic clawback);

Å Criminal risk removed in certain circumstances;

Å No preliminary court check necessary (except, according to certain 
decisions, for the appointment of the expert in case of SpAs - Società per 
azioni );

Å No form of publicity needed (confidentiality).

Cons:

Å In case of provision of new finance, the claims of the lender will (subject to 
any newly acquired security) be treated as unsecured claims.
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Å They are restructuring agreements involving the debtor and 
creditors representing at least 60% of the claims;

Å Court scrutiny and approval is required;

Å The agreement must be made public by filing in the Register of 
Enterprises to take effect;

Å Enforcement actions are time barred for 60 days after such filing 
and, even prior to that moment (i.e. prior to the execution of the 
the restructuring agreement), at the request of the debtor, by the 
court for another 60 daysô period;

How to restructure - Restructuring agreements  - 1
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How to restructure - Restructuring agreements - 2

Pros:

Å Same as restructuring plans, plus :

Å Enforcement actions barred ;

Å Claims of lenders of new finance (including shareholders loans, but
up to 80 % of their amount) are treated as preferred claims .

Cons :

Å Court scrutiny requires additional time ;

Å 60 % of creditors sign -off and payment of 100 % or other creditorsô
claims needed ;

Å Publications means no confidentiality can be ensured .
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Conflict of interests: are they an issue?

Some examples :

Å Senior and junior debt holders have clear conflicting positions ;

Å Purchasers of (part of) senior debt in secondary (e .g. distressed
loans) market may have conflicting strategies with original senior
lenders ;

Å Original senior lender may assign part of senior loan and convert
other part into equity and maintain the position ;

Who decides?

Å Is servicing standard a real guidance absent specific rules?
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Giuseppe Schiavello

Partner

Macchi di Cellere Gangemi

g.schiavello@macchi -gangemi .com

Tel: + 39 06 362141 /+ 39 02 763281

Fax. + 39 06 36084490 / + 39 02 76328371
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Section break
Robert Tromans

Loan Trading Platforms ï

Do they work with 

commercial loans



Introduction

DebtX is the largest and most liquid secondary marketplace for the sale 

and valuation of commercial real estate loans secured by assets in the 

United States and Europe.  

Our clients are financial institutions and governments that are seeking to 

value and sell portfolios of illiquid performing, non-performing and non 

strategic loans. 

In addition to advising on loan sales, DebtX values loan portfolios for 

banks and governments.  We currently value $840 billion of CRE loans 

per month.

Given the high volume of transactions DebtX is executing, we are in 

ongoing dialogue with over 4,000 institutional investors.



Logic Driving Loan Sales

ÅAt the Strategic Level

ÅChange of strategy  (e.g., exiting European commercial lending)

ÅManage risk to specific sectors (e.g., hospitality)

ÅCost of expanding workout departments (e.g., headcount)

ÅDemonstrate liquidity to regulators/rating agencies/investors

ÅPost M&A integration

ÅPortfolio/Asset Level

ÅFatigue: ñIf I have to present this to the Board one more timeò.

ÅForeclosure risk: environmental, political, reputation, etc.



Growing Liquidity For Whole Loan Sales

ÅFrom virtually no sales in 1990 toé

é$21 Billion in 2009:

Å65% -- FDIC ñCash Salesò and ñStructured Salesò

Å35% -- Private non-government sales

ÅLooking forward, the pipeline for sales is significant:   

Å$76 Billion of distressed loans in the hands of special servicers of CMBS alone 

(versus $8.5 Billion one year ago)

Åú1 trillion of assets including CRE identified by European banks as ónon-strategicô

Åú? trillion ultimately to be held by European Government sponsored óbadô banks 

(UKFI, NAMA, FROB, SoFFin, etc.)



Examples of What Can Be Sold

$1.1 Billion

Performing and non -
performing CRE loans 

located in the US

$780 Million

Performing and non -
performing CRE loans 

located in the US

ú162 Million

Non -performing CRE 
loans located in 

Germany

$100 Million

Performing and non -
performing C&I loans 

located in India

ú109 Million

Non -performing 
residential loans 

located in Germany

ú81.8 Million

Non -performing CRE 
loans located in 

Germany.

$22 Million

Performing, sub -and 
non -performing 

aviation loans located 
in the US

ú34 Million

Performing and non -
performing marine, 
C&I, and CRE loans 

located in Italy

$76.7 Million

Sub - and non -
performing CRE and 
C&I loans located in 

the US



Europe - Current

ÅIn market now with two transactions in Germany:

Åú116m CRE loans with some resi / multi family

Åú30m mixed pool



Loan Trading Platforms ïDo they work with commercial loans?

ÅClear need

ÅAt that point in the cycle

ÅSuccessful track record

ÅMajority of assets sold by DebtX are commercial loans

However:

ÅReach is everything

ÅProve a market ïTransparency

ÅCompetitive process

ÅMaximise proceeds



www.DebtX.com
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Emmanuel GILLET

Loan Servicing 

Technology
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Loan Servicing Technology
Real Estate Finance CASSIOAE Product history

Ç 2001 Cassiopae V2 Loan management

Ç 2003 Property Management module

Ç 2006 Discounted Cash Flow module for Real Estate Investors

Ç 2007 Cassiopae V3.47 Lending Asset Management
È Attached property management feature to lending business type
È Property information tracking
È Lease and tenant management
È Insurance monitoring
È Property financial statement
È Main loan ratio tracking: LTV, DSCR, ISCR
È US specifics: Escrow monitoring: Reserves, Insurance, Taxes

Ç 2008 -09 Asset Management enhancements
È ALA and Borrower allocation enhancement for HPI
È Upload Financial statements / Rent rolls
È Enhanced covenant tracking
È Advanced collateral management

Ç 2010 V4 Web Based User Interface for Real Estate finance and Asset Management

72


