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The contents of this document are not provided for 
any person other than those specified below including, 
without limitation, any retail persons.

This document must not be copied, reproduced, 
published, distributed, disclosed or passed to any other 
person, directly or indirectly, in whole or in part, by any 
person, through any medium or in any form, at any time 
without the formal written authorisation of Evercore 
Partners International LLP (“Evercore”). By accepting 
this document, the recipient agrees to be bound by the 
obligations and limitations in this disclaimer.

This document has been prepared using materials 
and information that were made available to Everco-
re and other organisations that have authored articles 
herein from publicly available sources. In writing the 
content of this document, Evercore and the other orga-
nisations that have authored articles herein may have 
assumed and relied upon the accuracy and complete-
ness of any financial and other information and data 
they have used without independent verification of such 
information or data.

This document does not purport to be comprehen-
sive or exhaustive or contain all the information that a 
recipient may need in order to evaluate or act on any of 
the matters disclosed within it. This document speaks 
as of the date hereof and has not been independently 
verified and no representation or warranty, express or 
implied, is made as to the accuracy or completeness or 
sufficiency of such information and nothing contained 
herein is, or may be relied upon as, a representation, 
whether as to the past, the present or the future. Each 
of Evercore, its affiliates and their respective directors, 
officers, employees, agents, representatives, affiliates 
and/or advisers expressly disclaims any obligations or 
undertaking to update or verify any such information.

This document is necessarily based upon econo-
mic, market and other conditions as Evercore believes 
to be in effect on, and the information made available 
to Evercore as of, the date hereof. There are a number of 
risks, uncertainties and factors that could cause actual 
results and developments to differ materially from those 
expressed or implied by these statements and forecasts. 
Past performance cannot and should not be relied on 
as a guide to future performance. To the maximum ex-
tent permitted by law, and except in the case of fraud, 
Evercore, its affiliates and their respective directors, 
officers, employees and agents expressly disclaim any 
liability which may arise from this document and any 
information contained within it, or any other written or 
oral information provided in connection therewith, and 
any errors, misrepresentation or misstatement contai-
ned therein and/or omissions there from.

This document has been prepared for information 
purposes only and is not to be construed as an offer or 
invitation or solicitation or recommendation or provi-
sion of advice to sell or purchase any securities or con-
duct any other investment activity or transaction and is 
not a commitment by Evercore (or any of its affiliates 
or their respective officers, employees, representatives 
or agents or advisers) to provide or arrange any finan-
cing or other service for any transaction or to purchase 
or sell any security or other investment in connection 
therewith.

This document may not reflect information known 
to other professionals in other business areas of Everco-
re and its affiliates.

By accepting this document, the recipient acknow-
ledges and agrees that Evercore does not and will not act 
in a fiduciary capacity for the recipient. Evercore may 
only be regarded by any recipient as acting on its behalf 
as financial adviser or otherwise following the execu-
tion of an engagement letter between us on mutually 
satisfactory terms.

Evercore and its affiliates do not provide legal, ac-
counting or tax advice. Accordingly, any statements 
contained herein as to tax, legal or accounting matters 
are neither written nor intended by Evercore or its af-
filiates to be used and cannot be used by any taxpayer 
for the purpose of avoiding tax that may be imposed on 
such taxpayer. Each person should seek legal, accoun-
ting and tax advice based on his, her or its particular 
circumstances from independent advisors regarding the 
impact of the information or matters described herein.

This document should not be viewed as advice or 
recommendations with respect to any particular invest-
ment or investment strategy. This document contains 
articles written by Evercore employees and by third par-
ties. All third-party articles were written specifically for 
this issue, and any data or viewpoints contained in any 
third-party articles belong solely to their authors, may 
not reflect the viewpoints or authorship of Evercore or 
its affiliates, and in no way shall Evercore or its affilia-
tes be held liable or responsible for them. Any views or 
opinions expressed herein reflect the judgment at this 
date of the respective authors and are subject to change 
without notice.

Where Evercore or an affiliate is licensed in a juris-
diction, the recipient of this document shall consider 
such distribution to have come from only from the rele-
vant licensed Evercore entity (ies). Notwithstanding the 
foregoing, this document is not directed at, or intended 
for distribution to or use by, any person or entity who 
is a citizen or resident of or located in any jurisdiction 
(including the United Kingdom) where such distribu-
tion, publication, availability or use would be contrary 
to applicable law or regulation or which would subject 
Evercore and/or its subsidiaries or affiliates to any regis-
tration or licensing requirements in such jurisdiction.

The distribution of this document and its conten-
ts in jurisdictions other than the United Kingdom may 
be restricted by law and, accordingly, recipients of this 
document represent to Evercore that they are able to 
receive this document without contravention of any 
legal, registration or regulatory requirements in the 
jurisdiction in which they reside or conduct business, 
or any requirement for Evercore and/or its affiliates to 
undergo any registration or licensing requirements in 
such jurisdiction. Recipients of this document outside 
of the United Kingdom should inform themselves about 
and observe any applicable legal restrictions in their 
jurisdiction which may be relevant to the distribution, 
possession or use of this document and recognise that 
Evercore does not accept any responsibility for contra-
vention of any legal restrictions in such jurisdiction or 
which are otherwise applicable to such recipient.

To the extent this document or any statement con-
tained within it constitutes a financial promotion which 
is not exempt for the purposes of the Financial Services 
and Markets Act 2000 (Financial Promotions) Order 2005 
(the “Order”), this document is only being distributed 
and delivered to certain persons in the United Kingdom 
on the basis that such person falls within one of the 
exemptions contained in the Order. The contents of this 
document have accordingly not been approved by an 
authorised person for the purposes of Section 21 of the 
Financial Services and Markets Act 2000 (“FSMA”). Such 
approval of this document would be required by Section 
21 FSMA if the exemptions referred to below, or some 
other exemption, did not apply. This document and its 
contents are being distributed and delivered on a con-
fidential basis only to persons in the United Kingdom 
who are (or who are reasonably believed to be):

(i)  a person having professional experience in  
 matters relating to investments as defined in  
 Article 19 of the Order; or
(ii)  a high net worth company or trust or other  
 person of the kind to which Article 49(2) of the  
 Order applies; or
(iii)  any other person to whom it may otherwise be  
 law fully communicated in accordance with the  
 Order.

Any investment or investment activity to which this 
document or information relates is available only to 
such persons as are referred to in the paragraph above 
and will be engaged in only with such persons. Persons 
not falling within these categories should not rely or act 
upon this document or any information contained wi-
thin it. If you have received this document and you are 
not such a person you should immediately return it to 
Evercore. Otherwise you will be deemed to have warran-
ted that you are such a person, or are otherwise a person 
to whom such information may be lawfully distributed 
and delivered by Evercore.

Evercore, its affiliates and their respective directors, 
officers, employees, agents, representatives and/or advi-
sers shall not be responsible for any costs or expenses 
incurred by any recipient of this document in connec-
tion with the appraisal of it or its content and/or for any 
other costs and expenses incurred by such recipient.

Any matter, claim or dispute arising out of or in 
connection with this document or its contents, whe-
ther contractual or non-contractual, is to be governed 
by and determined in accordance with English law and 
the recipient, by accepting delivery of this document, 
agrees that the courts of England shall have exclusive 
jurisdiction to resolve any dispute, whether contractual 
or non-contractual, arising out of or in connection with 
it or its contents.

© Evercore. All rights reserved. This presentation 
is confidential and proprietary to Evercore. Evercore 
accepts no liability for the actions of third parties in 
relation to the redistribution of the material in this do-
cument.
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I
mpact investing is becoming the zei-
tgeist. Global asset managers are lau-
nching impact offerings, and greater 
numbers of both institutional and 
retail investors are asking how they 
can invest with meaning. It’s beco-

ming standard practice to question, ‘How can 
I create social change without being conces-
sionary?’ Impact is becoming the next fron-
tier for our industry, and that’s positive. 

Investing should confront the challenges 
we face as a society. Too many are burdened 
by unaffordable housing costs. Too many 
are unemployed or underemployed. Too few 
really participate in our highly financialised 
economy. The problems are numerous and 
easily identifiable, but real solutions are less 
clear. Change-making requires more than 
just capital. It requires an understanding of 
how change is actually created, or, phrased 
differently, a theory of change is needed.

On a personal level, I’m driven by a com-
pulsion to improve the lives of the under-
privileged. I grew up in a working-class 
neighbourhood; my father was a bus driver. 
Communities like mine have suffered this 
year. This is why I founded Lafayette Square 
(Lafayette) with the intention to become the 
leading provider of impact-driven capital. La-
fayette is structured with two ideas in mind – 
what change do we want to affect, and how is 
that change made possible – everyone on our 
team has their own why. 

While it’s been challenging, 2020 has left 
significant space for new ideas and innova-
tion. Despite being a fledgling firm, Lafayette 
is unconstrained by legacy and moulded to 
match the moment. 

THE LAFAYETTE ‘THEORY OF CHANGE’
 Our theory of change boils down to a sim-

ple adage: housing, jobs, and financial inclu-
sion. In each area, traditional thinking needs 
disruption, and traditional institutions are 
leaving large numbers underserved. To help, 
Lafayette provides capital and services – we 
think change requires both. Lafayette is not 

Impact investing: Start with a theory of change, 
then add capital

just a dollar provider. We leverage our invest-
ment process to invest and serve companies, 
communities, and individuals.

HOUSING, JOBS, AND FINANCIAL INCLU-
SION

In housing, we face a new development 
‘barbell’, with government-subsidised units 
on one end and high-end units on the other. 
For development in between those two extre-
mes, in general capital is either not available 
or it is too expensive. This strains both ends of 
the market and forces people to live beyond 
their means. We see two factors driving this: 
(i) unsustainable return expectations; and (ii) 
fund vehicles with insufficient durations. 

To address this, Lafayette partners with 
institutions which recognise that its residen-

ts’ financial health is an underreported but 
fundamental contributor to risk-adjusted re-
turns. In the long run, an asset is worth less 
if people can’t afford to live there! We match 
with investors who share our belief in ever-
green fund structures to bring fairly-priced, 
long-term capital to the development and 
preservation of sustainable housing. 

Alongside our investments, our housing 
funds pay a social services fee to enhance the 
lives of residents. This money could be used 
to provide internships, free WiFi, or after-s-
chool programmes. We argue that this spend 
is not philanthropic. Aligned residents likely 
have lower turnover and take better care of 
the property, which could enhance long-term 
returns. 

BY DAMIEN DWIN, FOUNDER AND CEO OF LAFAYETTE SQUARE
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Source: Federal Reserve Economic Data, data accessed Q2 2020

Source: Preqin, data accessed December 2020. Timeline shown is from 2010 to 2020
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Figure 1 – Commercial banks in the US

Figure 2 – Private equity and debt deals in a given quarter
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In jobs, for small and medium-sized busi-
nesses not owned by private equity sponsors, 
we’re dealing with a capital markets crisis. 
The not-so-secret dirty secret is that few insti-
tutions want to lend to these businesses. Lar-
ge banks have been regulated out. Regional 
banks have closed or consolidated. Non-bank 
private credit firms largely only lend to their 
counterparts in private equity. The data pro-
ves this out: Figures 1 and 2 show (i) there are 
almost 10,000 fewer banks than there were in 
1984, and (ii) there’s a suspicious correlation 
between private debt and private equity ac-
tivity.

In response, Lafayette is building a cre-
dit platform that can lend to businesses up 
and down the EBITDA scale that will focus 
on firms owned by management teams and 
founders. Lafayette will originate and invest 
in opportunities regionally with targeted geo-
graphic deployment and a ‘remote-first’ in-
vestment team spread across the country. Si-
milar to our housing funds, these funds will 
be structured as permanent capital to avoid 
the mismatch between a six-year fund and a 
perpetual-term company.

Again, Lafayette will seek to provide ser-
vices with its capital. This could be giving 
financial and operational advice for a com-
munity development financial institutions 
(CDFI) investment, or providing financial 
coaching to portfolio company employees for 
a business development company (BDC) in-
vestment, in conjunction with partners and 
our own foundation.  

In financial inclusion, despite automation 
and the increasing use of technology, finance 
remains deeply relationship-based, which is 
unlikely to change. And, the reality is, peo-
ple are social beings prone to in-group beha-
viour. This creates a meaningful disadvanta-
ge for out-of-group individuals. In America, 
there are more than seventy trillion dollars 
of advisory assets; less than two percent are 
managed by female or diverse-owned firms.1 

Lafayette’s response is to be generous. 
We plan to share our platform with female, 
diverse, and veteran managers as well as tho-
se that align with our theory of change. We’ll 
do this through bespoke transactions that 
provide some shared economics without sti-
fling the entrepreneurship (or the cashflows) 
of emerging GPs. Lafayette is purpose-built 
to increase participation. These managers 
frequently find themselves trapped in the vi-
cious cycle of being subscale. They struggle 
to raise money because they’re not big enou-
gh, and they’re not big enough because they 
struggle to raise money. Lafayette provides 
out-of-the-box efficiencies of scale to mana-
gers on its platform. 

Sticking to the same theme, Lafayette 
provides critical services to managers on our 
platform, including fundraising, back-office 
support, and mentorship.

PARTNERSHIPS FOR GREATER IMPACT 
Many existing asset management firms 

and corporations make proclamations about 
impact but lack follow-through. My intention 
for Lafayette Square is to create a business 
that delivers on impact by design. However, 
the magnitude of the inequalities we face 
in housing, jobs, and financial inclusion is 
enormous, and we need partners.

Our first investment, Factory_OS (F_OS), 
demonstrates our partnership approach. La-
fayette led a Series B round, backed by Au-
todesk, Citi, Facebook, Google, and Morgan 
Stanley, raising $55 million for the housing 
innovator. F_OS uses cutting edge software te-
chnologies and lean manufacturing to create 
efficiencies in multi-unit housing construc-
tion, primarily for affordable housing develo-
pment. F_OS produces modular multi-family 
homes, which are typically faster to produce 
and less expensive than onsite construction. 
In this case, our partners contributed capital 
and lent credibility as well-known innova-
tors, positioning F_OS to deliver badly nee-
ded affordable housing at scale. We’re not 
going to solve the affordable housing crisis in 
America in our lifetime, but, with investmen-
ts like F_OS, we can preserve and increase the 
number of affordable housing units available 
and provide impactful services to residents.

TL;DR;
To drive change through investment, un-

derstand the what and how through a clear 
theory of change. Ask yourself how you can 
make the investment process impactful by 
partnering capital with services. Build part-
nerships to create leverage.

All the views and opinions expressed herein are those of 
Damien Dwin and not necessarily those of any other per-
son or organisation.

1. Bella Research Group / Knight Foundation

Damien Dwin is a black American busi-
nessman, philanthropist, and credit impact 
investor. In November 2020, he founded La-
fayette Square to use debt financing to ma-
terially impact under-realised housing, em-
ployment, and financial market inclusion 
opportunities. Prior to his current role as 
CEO of Lafayette Square, Damien served as 
co-Founder and co-CEO of Brightwood Capi-
tal Advisors from its founding in 2010 to Oc-
tober, 2020.

Mr Dwin began his finance career as a 
trader with Goldman Sachs, New York & Lon-
don, there earning the Michael P. Mortata 
Award for Innovation. He further developed 
his finance expertise working for Credit Suis-
se, where he was the co-Founder and Head 
of the North American Special Opportuni-
ties business until 2010. At Credit Suisse, Mr 
Dwin also served on the Vice President Selec-
tion Committee and led the Fixed Income Di-
vision Credit Training Programme. 

Mr Dwin is an active thought leader con-
cerned about mass incarceration, unrealised 
potential of vulnerable communities, ra-
cial justice and representation, and the use 
of credit financing as a force for good. He 
has written for Entrepreneur and Inc.com. 
A committed philanthropist, Mr Dwin cur-
rently serves as Chair of the Board of Trustees 
for Vera Institute of Justice. He also serves on 
non-profit boards, including the Children’s 
Hospital of Philadelphia, Studio Museum in 
Harlem, National Trust for Historic Preser-
vation, Woodberry Forest School and Boys’ 
Club of New York. Mr Dwin received a BSc/
BA from Georgetown University, where he la-
ter served two terms on the Board of Regents.
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