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Large U.S. Companies Forge Stronger Bonds
with National Banks

Private Lenders are increasingly attractive for corporate America—but not
everywhere.

August 7, 2024

While private lenders grab headlines by making inroads into the corporate lending business, banks
are quietly cementing their market share among the country’s largest and highest-rated companies
by forging relationships that are increasingly beneficial for both sides.

Amid tightening credit conditions, private lenders have emerged as an important source of capital
for U.S. companies. After several years of strong growth, the global private credit market is now
roughly the size of the U.S. high-yield market. Preqin estimates private credit could nearly double in
size to $2.3 trillion in the next three years. This rapid expansion has triggered broad discussions
about the future of corporate finance, risks associated with unregulated lending, and the fates and
business strategies of traditional corporate banks.

What has received much less attention are the deepening ties between the largest and financially
strongest U.S. companies and corporate bank lenders. For big companies with investment-grade
ratings, bank lending remains an efficient means of securing long-term financing (along with the
corporate bond market). Over the past year, the largest U.S. national banks and their biggest
corporate clients have worked hand-in-hand to make these important relationships even more
rewarding.

Mutually Beneficial Relationships

In addition to maintaining a steady flow of affordably priced credit amid economic uncertainty and
rising interest rates, national banks have invested heavily to become more valuable to their biggest
corporate clients. The national banks have improved service quality with innovative technology
platforms that simultaneously meet clients’ growing demand for digital banking capabilities while
enhancing the quality of relationship manager coverage. Now they are working to use data analytics
and artificial intelligence (Al) to leverage financial data accumulated over the course of relationships
to generate even more efficiencies for corporate clients.

For their part, the largest U.S. companies are consolidating their non-lending banking business with
their biggest credit providers to make their relationships more attractive to the national banks. As
U.S. regulators increase capital reserve requirements on banks, corporate lending has become a less
profitable business. That phenomenon helped open the door to private lenders, who have taken
advantage of retrenchment by U.S. banks to gain market share.

For the most part, though, banks have not pulled back from lending to top-tier investment-grade
corporates. In fact, over the last four years, large corporates reported that their banks have
remained willing to extend credit in amounts and at terms that meet their expectations.

However, big companies are not taking that favorable position for granted. Instead, they are
working to ensure their relationships remain enticing to their important banks by proactively
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increasing the amount of fee-based business allocated to their biggest lenders in cash management,
trade finance and other areas.
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Winner Takes All

These dynamics are contributing to a “winner-takes-all” atmosphere in corporate banking. In
businesses like trade finance and domestic cash management, roughly three-quarters of companies’
product providers are also credit providers. That share tops 80% in foreign exchange (FX) and
investment banking, and approaches 90% in structured finance, debt capital markets and interest-
rate derivatives. In cash management, roughly three-quarters of companies cite willingness to
extend credit as a key criterion in their selection of providers.
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Gains made by companies’ biggest lenders in these and other businesses are coming at the expense
of other banks lower on companies’ lists of providers. For example, from 2022 to 2023, the average
share of spending captured by companies’ three lead banks increased from 35% to 40% in trade
finance, while in cash management, a disproportionate allocation of 57% of spending goes to the top
three.

That level of consolidation could be bad news for smaller banks and international competitors. For
smaller U.S. banks, the loss of fee-based business and provider relationships will likely increase
pressure for consolidation. In fact, the small increase in the number of lead corporate lending
relationships held by mega-regionals from 2022 to 2023 mainly reflects the accumulation of new
relationships from recent acquisitions.

Putting Corporates in the Strongest Position

These trends will change the funding dynamics for companies of all sizes. The largest U.S.
companies will be increasingly tied to the national banks in deepening relationships that encompass
lending and an ever-expanding list of functions and services. Companies outside the very top tier of
U.S. corporates could face challenges as national banks become less willing to extend balance sheet
and smaller banks consolidate.

Private lenders are stepping into this void with badly needed capital. Initially, private lenders’ gains
came mainly from companies at the smaller end of the large corporate segment and from lower-
rated companies experiencing balance sheet pressure as a result of increasing rates and higher
funding costs. Over time, however, companies further up the size spectrum have started viewing
private lenders as a viable alternative to banks.

For corporates, the question going forward is: Where will the largest national banks draw the
line in terms of the profitability of corporate banking and lending relationships?

Companies that meet the national banks’ criteria for attractive relationships will be positioned for
fairly secure access to relatively affordable and consistent credit, along with an expanding menu of
efficiencies and benefits derived from national banks’ powerful technology, data analytics and Al
offerings. For companies that fall short of that mark, it will probably make sense to consolidate
spending in cash management, trade and other areas to woo national lenders and secure access to
this exclusive club.

Large corporates that still don’t make the cut needn’t despair. Private lenders are sitting on billions



of dollars in dry powder, and mega-regionals and other smaller banks are hungry for corporate
relationships. Large companies that find themselves underserved by national banks will have no
shortage of alternatives, but they will likely find themselves more exposed to the ups and downs of
the economy and credit cycle.
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Coalition Greenwich, a division of CRISIL, an S&P Global Company, is a leading global provider of
strategic benchmarking, analytics and insights to the financial services industry.

We specialize in providing unique, high-value and actionable information to help our clients improve
their business performance.

Our suite of analytics and insights encompass all key performance metrics and drivers: market
share, revenue performance, client relationship share and quality, operational excellence, return on
equity, behavioral drivers, and industry evolution.

About CRISIL

CRISIL is a leading, agile and innovative global analytics company driven by its mission of making
markets function better. It is majority owned by S&P Global Inc., a leading provider of transparent
and independent ratings, benchmarks, analytics, and data to the capital and commodity markets
worldwide.

CRISIL is India’s foremost provider of ratings, data, research, analytics, and solutions with a strong
record of growth, culture of innovation, and global footprint.

It has delivered independent opinions, actionable insights and efficient solutions to over 100,000
customers through businesses that operate from India, the U.S., the U.K., Argentina, Poland, China,
Hong Kong, and Singapore.

For more information, visit www.crisil.com

Disclaimer and Copyright

This Document is prepared by Crisil Coalition Greenwich, which is a part of Crisil Ltd, a company of
S&P Global. All rights reserved. This Document may contain analysis of commercial data relating to
revenues, productivity and headcount of financial services organisations (together with any other
commercial information set out in the Document). The Document may also include statements,
estimates and projections with respect to the anticipated future performance of certain companies
and as to the market for those companies’ products and services.

The Document does not constitute (or purport to constitute) an accurate or complete representation
of past or future activities of the businesses or companies considered in it but rather is designed to
only highlight the trends. This Document is not (and does not purport to be) a comprehensive
Document on the financial state of any business or company. The Document represents the views of
Crisil Coalition Greenwich as on the date of the Document and Crisil Coalition Greenwich has no
obligation to update or change it in the light of new or additional information or changed
circumstances after submission of the Document.
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This Document is not (and does not purport to be) a credit assessment or investment advice and
should not form basis of any lending, investment or credit decision. This Document does not
constitute nor form part of an offer or invitation to subscribe for, underwrite or purchase securities
in any company. Nor should this Document, or any part of it, form the basis to be relied upon in any
way in connection with any contract relating to any securities. The Document is not an investment
analysis or research and is not subject to regulatory or legal obligations on the production of, or
content of, investment analysis or research.

The data contained in the Document is based upon a particular bank’s scope, which reflects a bank’s
data submission, business structure, and sales revenue Reporting methodology. As a result, any data
contained in the Document may not be directly comparable to data presented to another bank. For
franchise benchmarking, Crisil Coalition Greenwich has implemented equal ranking logic on
aggregate results i.e., when sales revenues are within 5% of at least one competitor ahead, a tie is
shown and designated by = (where actual ranks are shown). Entity level data has no equal ranking
logic implemented and therefore, on occasion, the differences between rank bands can be very close
mathematically.

The data in this Document may reflect the views reported to Crisil Coalition Greenwich by the
research participants. Interviewees may be asked about their use of and demand for financial
products and services and about investment practices in relevant financial markets. Crisil Coalition
Greenwich compiles the data received, conducts statistical analysis and reviews for presentation
purposes to produce the final results.

THE DOCUMENT IS COMPILED FROM SOURCES CRISIL COALITION GREENWICH BELIEVES TO
BE RELIABLE. CRISIL COALITION GREENWICH DISCLAIMS ALL REPRESENTATIONS OR
WARRANTIES, EXPRESSED OR IMPLIED, WITH RESPECT TO THIS DOCUMENT, INCLUDING AS
TO THE VALIDITY, ACCURACY, REASONABLENESS OR COMPLETENESS OF THE INFORMATION,
STATEMENTS, ASSESSMENTS, ESTIMATES AND PROJECTIONS, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE ARISING OUT OF THE USE OF
ALL OR ANY OF THIS DOCUMENT. CRISIL COALITION GREENWICH ACCEPTS NO LIABILITY
WHATSOEVER FOR ANY DIRECT, INDIRECT OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY
KIND ARISING OUT OF THE USE OF ALL OR ANY OF THIS DOCUMENT.

Crisil Coalition Greenwich is a part of Crisil Ltd., a company of S&P Global. ©2026 Crisil Ltd. All
rights reserved.



