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Marlo Lorenz, CEO, Thro 
When Marlo Lorenz started Thro, a home accessories design and 
manufacturing company for fashion-forward throw pillows and blankets, 
she knew her product had potential. A home accessories buyer from 
Saks !="ifth Avenue lauded her designs and she had orders from several 
top retailers. But she quickly found herself struggling to keep up with her 
own success Thro had received orders for thousands of throws in the 
first few months of existence and faced a fulfillment nightmare. 

AsorcJerspiled up, she knew she needed help. "I remember sittmg in 
my garage at my design table trying to figure out how many throws I 
would need to sell to make a profit," says Lorenz "It was clear that I 
needed an outside financing partner." 

She asked friends and researched various financing options and found 
a small lender that specialized in financing entrepreneurial growth. Most 
importantly, the financier did not require years of financial statements 
and could move quickly to meet Lorenz's time-sensitive needs. 

Within five years of working with her lender, Lorenz had grown Thro into 
a multimillion-dollar business with a very healthy line of credit. Thro's 
impressive growth now made it an attractive client to mainstream banks. 
So after several discussions with her (supportive) lender on the best 
next step, Lorenz decided to begin financing Thro through a large bank. 

After six months of working with the bank, Lorenz was unhappy with the 
relationship The bank's traditional bureaucratic structure didn't allow for 
the exceptions a burgeoning business like Thro needed to achieve 
growth. "The bank didn't appreciate our goals or truly understand our 
cash flow and sales cycles. Worse than that, they didn't try to 
understand," says Lorenz. "We couldn't focus on growing our business 
because we were too worried about having enough money to fill orders." 

Within a year of leaving her original [ender, Lorenz called its CEO, with 
whom she had maintained close contact, and renewed the business 
relationship. 

"We needed the comfort and flexibility of a niche lender, who was 
invested in our goals and made time to understand how our business 
works," says Malte Lorenz, Marlo's husband and CFO of Thro. "If you 
have a traditional company that fits the bank's formula, their system may 
work for you. But that certainly wasn't the case for Thro." 

With her original lender, Lorenz has extended her business to include a 
new, high-end line called Marlo Lorenz which will be sold in specialty 
retailers and fine department stores nationwide. 

"Nine years ago, when I started this business, I couldn't have imagined 
the success we've achieved," says Marlo "Now I see my pillows on the 
shelves of top retailers nationwide and I have to pinch myself So much 
of where we are today is thanks to steady growth. We're in this for the 

long haul." 


