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Well diversified business
Share of operating income, full year 2018

Getting the Financing Right – How do Banks Think
 Who is providing what parts of the balance sheet?

Traditional secured
bank loan

Unsecured bonds

Lower cost
No upside

Mezzanine

Equity
Higher cost
All upside

 Lenders have no upside – but downside
 Cost of loosing money
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Getting the Financing Right – How do Banks Think
Considered factors:
– Who’s the owner
– Quality of fleet
– Operations:
o Spot vs. contracts
o Charter-ins
o Technical and commercial management
– Financial analysis vs. segment characteristics
– Other financings/bank facilities
– The economic climate

|–6

Getting the Financing Right – How do Banks Think
Vessel
Dwt
Age
Price
Opex
G&A

Dry bulk
61,000
5 years
$22.5m
5000 $/day
1300 $/day

Financing
LTV
Margin
LIBOR
Repayment profile
All-in break-even

50%
2.70%
2.3%
10 years
10122 $/day
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Getting the Financing Right – How do Banks Think
 Loan structures:
– Borrower / Guarantor
– Security:
o Shares
o Mortgage
o Accounts, insurances and charter contracts
– Financial covenants
– Other restrictions:
o Minimum Value Covenant
o Distribution restrictions
o Change of Control
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Getting the Financing Right – How do Banks Think
 Why do banks need all restrictions?
– Change of risk
– Information
– Getting the borrower to the negotiation table
– Options later on
 Back drops with tight structures
 Transparency and dialogue with your bank(s) is key
– Do not deliver bad information when it’s too late
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Getting the Financing Right – How do Banks Think
Conclusion:
 See your bank as a partner

 High leverage and loose structures may not turn out well for neither
party:
– Additional equity
– High liquidity an insurance against weak markets
 Keep the lenders informed
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THANK YOU!!
Arne Juell-Skielse
Head of Shipping & Offshore Coverage Sweden
Large Corporates & Financial Institutions
SEB
Desk: +46 87 638 638
Cell: +46 707 638 638
arne.juell-skielse@seb.se
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Disclaimer
This presentation was prepared exclusively for the benefit and internal use of the client of SEB, Skandinaviska Enskilda Banken AB (”SEB”) to whom it is directly addressed and delivered (including such
client’s subsidiaries, the “Company”) in order to assist the Company in evaluating, on a preliminary basis, the feasibility of a possible transaction or transactions and does not carry any right of publication or
disclosure, in whole or in part, to any other party. This presentation is for discussion purposes only and is incomplete without reference to, and should be viewed solely in conjunction with, the oral briefing
provided by SEB to the Company. Neither this presentation nor any of its contents may be disclosed or used for any other purpose without the prior written consent of SEB.
This presentation is based upon information obtained from public sources and reflects prevailing conditions and our views as of this date, all of which are accordingly subject to change. SEB’s opinions and
estimates constitute SEB’s judgment and should be regarded as indicative, preliminary and for illustrative purposes only. In preparing this presentation, we have relied upon and assumed, without
independent verification, the accuracy and completeness of all information available from public sources or which was provided to us by or on behalf of the Company or which was otherwise reviewed by us.
In addition, our analyses are not and do not purport to be appraisals of the assets, stock, or business of the Company or any other entity. SEB will not have any obligation to correct any inaccuracies herein,
which may become apparent, or undertake any obligation to provide the recipient with any additional information. SEB makes no representations as to the actual value which may be received in connection
with a transaction nor the legal, tax or accounting effects of consummating a transaction. Unless expressly contemplated hereby, the information in this presentation does not take into account the effects of a
possible transaction or transactions involving an actual or potential change of control, which may have significant valuation and other effects.
This presentation does not constitute a commitment by any entity within the SEB Group to underwrite, subscribe for or place any securities or to extend or arrange credit or to provide any other services in
connection with the transaction or otherwise.
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