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Welcome to the first issue of THE CAPITALIST, PCMA’s monthly 

opinion report covering market news and trends, economic 

analysis, personal finance strategies and what I hope are 

unique and thought-provoking opinions, in the High Net Worth, 

Mass Affluent space. As a highly valued client, trusted advisor 

partner or industry professional, we hope you’ll find our 

monthly take illuminating and motivating. 

Sincerely,

John Lynch

CEO PCMA Private Client Lending

Dear Readers,

I N T R O
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T
he dramatic decline in housing 
inventory has had an overwhel-
ming impact on the ability of 
high net worth and mass affluent 
individuals to participate in the 
market — and that trend is pre-

dicted to continue throughout 2020. 
As homeowners continue to stay in their 

homes for longer periods of time, housing su-
pply for willing buyers continues to become 
scarce. A 2019 report from Redfin shows that 
homeowners in the 55 major markets the firm 
studied were staying in their homes an avera-
ge of five years longer. The typical homeow-
ner had stayed 13 years in the same home in 
2019, compared to eight years in 2010. In some 
markets the average tenure was as high as 23 
years. Major markets in California saw an in-
crease in tenure of around 4 years. (See chart)

Homeowners staying put are a major cause 
of declining inventories throughout the nation. 
In fact inventories are expected to reach an 
historic low in 2020, according to Realtor.com’s 
national forecast. 

That translates into a tough market for firs-
t-time homebuyers, but the squeeze also puts 
High Net Worth and Mass Affluent individuals 
at a disadvantage. Vague and punitive safe har-
bor guidance has imbedded uncertainty and 
distrust into the credit markets gravely affec-
ting the affluent in acquiring real estate. In 
turn, they lose out during bidding wars to the 
increasing number of buyers making all cash 
offers.  

High net worth individuals also find them-
selves with a price appreciation problem. Real-
tors report they rarely see home sale contin-
gencies accepted in competitive markets, but 
buyers looking to use the equity in their cur-
rent homes for their next home purchase often 
have no choice but to buy and sell at the same 
time. 

 What’s more, the inventory crisis is a key 
sign that overreaching regulation is seriously 
dampening movement in the real estate and 
credit markets. Government intervention in 
the form of qualified mortgages and ability to 
repay restrictions created a trillion dollar cre-
dit blind spot for high capacity households that 
significantly hurt the housing market, explains 
John Lynch, CEO of PCMA Private Client Len-
ding. 

A Look Ahead: 
PCMA’s 2020 Real Estate Market Forecast

Between 2003 and 2007, the average resi-
dential loan volume per year was $2.7 trillion. 
Fast forward to 2013 through 2017, after qua-
lified mortgage and ability to repay regulation 
kicked in, the average was $1.6 trillion. “Where 
did $1.1 trillion in residential loan activity go?” 
asks Lynch. 

Going forward, bridging this credit gap 
can set free inventory for people who want to 
move, downsize and access their equity. It will 
also help solve the inventory problem, stabili-
ze prices and get the market back in balance 
again, says Lynch.  

In addition to inventory, two other key real 
estate market predictions are likely to affect 
High Net worth and Mass Affluent individuals. 

Mortgage rates will not decline significantly 
but are expected to stabilize around 3.8% for 30 
year fixed loans, according to both Redfin and 
Realtor.com. Continued low rates will keep 
fueling demand amid the housing shortage. 

Home prices are expected to increase only 
slightly, 0.8%, according to Realtor.com. This 
prediction comes despite the noted increase in 
demand. Improved affordability and low inte-
rest rates could help boost home sales althou-
gh economists worry lower economic expecta-
tions and low inventories will actually dampen 
real estate market activity in 2020.

PAUL SIMONS - RISK ANALYST, PCMA

O U T L O O K 

“OVERALL, WE’RE 
LOOKING AT MORE 
OF THE SAME 
CHALLENGES IN THE 
REAL ESTATE MARKET 
IN 2020, ESPECIALLY 
FOR HIGH NET 
WORTH AND MASS 
AFFLUENT HOME 
BUYERS.”

JOHN LYNCH
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W
e’ve seen in the market 
outlook for 2020 earlier 
in this report how much 
High Net Worth and Mass 
Affluent individuals are af-
fected by unsettling trends 

in the real estate market, many of them the 
consequence of overzealous regulation.

Nearly 32% of all U.S. Households are Mass 
Affluent and High Net-Worth - yet only 3% of 
them enjoy the credit privileges and benefits 
of private banking. The consequences of ha-
ving such a large swath of the population with 
significant buying power shut out from the 
market due to overregulation have been dire. 
Forced to buy homes with cash, or stay put 
and remodel, this lack of available financing 
has contributed to the current situation of low 
inventories and rising costs of housing.

But there is a solution. Private Client Len-
ding offers alternatives to traditional, safe har-
bor mortgages that help high net worth and 
mass affluent individuals unleash their equity 
with the flexibility they demand.

Private client lending avoids the constrain-
ts of qualified mortgages and ability to repay 
formulas that cater broader market wage ear-
ners. Instead this new method of credit serves 
asset-rich people such as retirees, entrepre-
neurs and gig economy professionals who 
have above adequate resources to document 
ability to repay their obligations but don’t fit 
into the narrow confines of post-recession re-
gulation and safe harbor stress testing.

We’ll explore specific products and strate-
gies in more detail in future issues to help re-
build trust in the financial system and suitable 
credit strategies for private client households.

Non-Bank Private 
Client Lending  
Explained. 

E C O N O M Y

PCMA JANUARY CLIENT PROFILE:
Average Loan Amount: $1,465,675.00
Average LTV:  61.24
Average FICO:  721
Average Age Borrower:  61
Average Age Co-Borrower: 59
Average Years in Home:   16



When your estate comes with a high price tag 
look no further than the OMEGA program. Built 
to accommodate the needs of the mass affluent 
and high net worth in the purchase or refinance of 
primary residential and second home residences.

PCMA understands the needs of complex and 
sophisticated estates. Born out of our proprietary 
private client credit portfolio, OMEGA is a unique 
blend of Private Client Flexibility and Concierge 
Services delivering a bespoke lending experience for 
your aspirational clientele.

Tailor-made to Meet Your Client’s Individual 
Needs.

• Purchase or Refinance

• Loan Amounts up to $5,000,000

• Rates Compete with Money Center Banks

• 10 Year Interest Only Option 

• 12 Month Bank Statements – Blending Business 
& Personal OK

• Borrower Prepared P & L – NO CPA Letter

• 36 Month Asset Utilization

• Rate & Term Refinance – Payoff of any Credit 
Tradeline, Mortgage Lien or IRS Installment Plan

• Reserve Waiver – DTI < 45% or any Rate & Term 
Refinance with overall payment reduction > $1.00

• Cash Out to LTV Limitations - NO pricing hits

THE OMEGA
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A
s a private lending client, high 
net worth homeowner or pro-
fessional in the private banking 
industry, you’ve likely been hit 
head on with the massive shorta-
ge in real estate inventory throu-

ghout the country, particularly here in our 
home state of California.

The inventory and housing shortage statis-
tics we discuss earlier in this report, prove an 
important point I’ve been making for years on 
behalf of High Net Worth and Mass Affluent 
individuals: Overregulation in the real estate 
markets puts high performing individuals at a 
distinct disadvantage while creating a trillion 
dollar credit gap. 

I believe that government overregulation 
has created a significant credit blind spot in 
this “expanded prime” asset class – unreasona-
bly shutting out highly creditworthy and res-
ponsible borrowers with a positive history of 
homeowner performance and experience.

Dodd Frank has had a detrimental impact on 
market inventories, for sure. But it has also con-
tributed to the distrust of the financial markets 
among high net worth and mass affluent indivi-
duals, contributing to their lack of enthusiasm 
to participate in the resale markets. 

The consequences of having such a lar-
ge swath of the population with significant 
buying power shut out of the market over the 
past decade due to overregulation has been 
dire. Forced to buy homes with cash, or stay 
put and remodel, this lack of available finan-

The Impact of 
Crisis Legislation 
on Private 
Banking Clients

cing has contributed to the current situation of 
low inventories, accelerated housing apprecia-
tion and unaffordability.

What’s more, low inventories are creating a 
cascading effect. Pent up demand and scarce 
supply contribute to aggressive price appre-
ciation that in turn creates a dislocation in the 
market. When you don’t have enough homes in 
market, you don’t have all the things that ha-
ppen when normal transactions occur. 

Onerous as the current overregulated en-
vironment is, it does create significant oppor-
tunities. Market share partners can work with 
market leading agents in collaboration to help 
bring confidence back into the process. Toge-
ther we can also help make housing inventory 
available for resale and trade. This gives us all 
an amazing opportunity to use specialization, 
segmentation, information and strategy to 
grow our business, bridge the credit gap and 
stabilize the markets. 

John Lynch
CEO, PCMA Private Lending

E D I T O R I A L



Building the wealth effect one rentable door at 
a time. ZENITH is a true investor product with 
rates closer to prime than hard money. Built to 
accommodate the needs of the mass affluent and 
high net worth in the purchase or refinance of 
residential investments (1-4 units).

Tailor-made to Meet Your Client’s Individual 
Needs.

• Loan Amounts up to $3 Million+

• 80% Purchase I 80% Cash Out

• Starting at 4.99%

• 30 Year Fixed Rate

• 10 Year Interest Only

• 10+ Properties, LLC Ownership, Professional 
Investors

• No Limit on Financed Properties

• Non-Warrantable Condos

• Credit and Housing Events – 36 Months

• Business Purpose Loans – Non TRID

• Title can be held in a qualifying trust or other 
entity

Investor: Residential (1-4 Units)

Real estate has been one of the best ways to 
accumulate wealth and leverage is one of the 
greatest advantages used by real estate investors.

ZENITH supports their risk-taking spirit by providing 
liquidity and credit options based on a simple, 
innovative business purpose and the quality of 
residential asset(s).

• NINA – No Income No Asset

• DSCR - Not Required

• No Tax Returns Required

• Reserves Not Required

• Permanent & Non-Permanent Resident Alien

THE ZENITH
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ESTATE PL ANNING & REAL ESTATE

Understanding how 
private client lending
can help you plan for 

the future

PCMA understands the needs of customers with complex and 
sophisticated estates. Whether it’s home or investment properties, real 
estate is an integral part of almost every family’s plan for the future.
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PCMA uses much more flexible debt-to-in-
come ratios than restricted depository banks to 
help clients find the duration that works best 
for them. When clients outlive the term of the 
loan, the more favorable payments may help 
heirs afford the appreciated home. 

3. Re-Trade & Re-Position Equity
If “house rich cash poor” describes you or 

your clients, you’re not alone. The credit blind 
spot born from overregulation is a decade or 
more in duration and has stifled the movement 
of household liquidity. A large swath of private 
client estates are seeking to hedge against CPI 
and Asset Deflation by repositioning pent up 
equity and basis, and retrade for opportunity 
investments. 

PCMA cash--out refinancing allows clients 
to achieve those dual goals. Using equity for 
current needs and opportunities can help en-
sure a more stable estate plan. 

Real-estate investment
Many clients want access to equity in their 

real estate portfolios for continued asset ac-
cumulation of real estate assets. When this 
opportunity arises, the ZENITH program offers 
the industries most suitable and flexible leve-
rage for experienced personal and professional 
investors.

T
hat’s why our private client credit 
portfolio offers a bespoke lending 
experience that can also be tailo-
red to the estate planning needs 
of High Net Worth and Mass Af-
fluent individuals.  Our lending 

solutions offer the flexibility to make the most 
of your equity now while still ensuring a viable 
asset for your heirs. Here, Aron Rofer, PCMA 
President and General Counsel, explains four 
private client lending strategies that work to 
enhance estate planning goals.

1.  Reduced Debt Service
High Net Worth and Mass Affluent indivi-

duals have likely spent the past ten years or 
more in their homes, seeing price appreciation 
and equity grow. But because of post- recession 
regulations these same individuals, who likely 
have mortgage obligations with interest rates 
higher than today’s rates, have not been able 
to refinance.

Reducing payments with a low interest 
rate, private client refinance allows our clients 
to shift funds to wealth building investments 
while maintaining a lower cost of debt service, 
both of which can be passed onto heirs.

2.  Extend loan duration 
Another way to lower payments is to extend 

loan duration. PCMA works with clients to find 
the duration that best fit their needs, including 
20, 30- or 40-year terms. An especially flexible 
product is the 40-year loan with ten years of in-
terest only payments. This fits well with clients 
that are managing cash flows to maximize leve-
rage and wealth creation.



PCMA, Inc. dba PCMA, a California 
Corporation, NMLS Consumer Access 
#237710.

Loans made or arranged pursuant to a 
California Financing Law License.

Equal Housing Opportunity Statement

PCMA, Inc. is an Equal Housing Lender and 
fully complies with all laws applicable to 
the conduct of its business, including those 
laws prohibiting discrimination such as 
the Fair Housing Act and the Equal Credit 
Opportunity Act.

We are pledged to the letter and spirit of 
U.S. policy for the achievement of equal 
housing opportunity throughout the nation. 
We encourage and support an affirmative 
advertising and marketing program in 
which there are no barriers to obtaining 
housing because of race, color, religion, sex, 
handicap, familial status, or national origin.

65 Enterprise, Suite #360  
Aliso Viejo CA 92656

1-877-977-7262   
contact@pcma.us.com

pcma.mortgage


