Evolving with the Sponsor Community
A Q&A with Twin Brook Capital Partners
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About Twin Brook Capital Partners
Twin Brook Capital Partners is a finance company focused on providing cash-flow based financing solutions
for the middle market private equity community. The firm is managed by highly experienced, dedicated professionals who have successfully
worked together throughout their careers at leading middle market lending institutions. Twin Brook’s flexible product suite allows for tailored
financing solutions for leveraged buyouts, recapitalizations, add-on acquisitions, growth capital and other situations.
For more information, visit www.twincp.com.
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