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Y
ou are the Pro. You’re there to meet 
all of your clients’ financial needs. 
You’re the first line of defense, the 
first call your clients make and, 
most of all, the person they trust 
most.

That’s why when the complicated needs of 
your clients burst through your lines of exper-
tise, you turn to smart and experienced part-
ners. You want to make sure the trust you’ve 
built with your clients continues to the pros 
that pros trust most. 

When do you need to reach out? Let’s look 
at mortgage lending. Are you actively conside-
ring lending strategies to support your mass 
affluent, high net worth clients’ long-term 
planning needs? Real estate transactions in the 
extremely overheated and regulation thick pri-
mary, secondary and investment markets, call 
for unique and customized lending solutions.  

And consider this. If your clients are 
working with retail lenders to support mor-
tgage needs, then another advisor may be re-
viewing their overall financial picture as part 
of that process. 

PCMA Offers the Solution
PCMA offers a seamless referral to one of 

our certified private client lending experts 
along with direct access to customized mort-
gage solutions. With PCMA at your side, there’s 
no need for your clients to contact a competi-
tor for their financing needs. 

A partnership in Private Client lending 
means you protect the assets 
that rightly belong within your 
business while expanding your 
services. Lending solutions, 
particularly those that can ac-
commodate the needs of high 
net worth and mass affluent 
borrowers, help you offer a com-
prehensive approach to wealth 
management. 

Are your clients small busi-
ness owners and entrepreneurs? 
You can help them meet their 
liquidity needs, purchase real es-
tate, capture equity and support 
other financial goals with private 
client lending solutions. When 
you do, you create a distinct 
value proposition for yourself as 
well as expand new channels for 
growing your business among all 
of your clients.

A private client partner rela-
tionship can help you deepen re-
lationships because you now ser-
ve as a resource for your clients’ 
credit needs, managing both si-
des of their balance sheets. Len-
ding solutions help you keep your 
clients’ investments and strate-
gies on track because securities 
will not need to be liquidated.  
Partnering with a private client 
lender helps you assist clients 
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with some of their most complex financial and 
business goals, further strengthening your po-
sition as a wealth manager. 

Introducing Porter, PCMA’s Private 
Client Lending Partnership Capability

At PCMA we provide lending solutions but 
we also believe we are providing an experien-
ce. An experience that can help clients gain 
trust and confidence in themselves, their advi-
sors and their overall financial situation.

Porter is PCMA’s proprietary experiential 
design platform. It’s unique set of tools and 
techniques allows private client mortgage ori-
gination and a prestigious service experience. 
Porter’s features set it apart from other fulfill-
ment services by adhering to a clear focus on 
measurable and quantifiable financial returns, 
strong and passionate management team who 
make decisions based on verfiable data and 
statistical methods.

Also important, through Porter, PCMA of-
fers a robust suite of specialized residential 
and commercial mortgage solutions that ad-
dress your clients’ real estate portfolio needs 
and expands your range of financial services. 
We provide: 

EXPERIENCED PROFESSIONALS: Our team 
is intimately familiar with luxury home and 
real estate investment markets. PCMA Certified 
Credit Underwriters understand the complexi-
ties of accomplished and sophisticated estates.

PORTFOLIO UNDERWRITING: PCMA’s 
exclusive and robust product catalogue, in-
cluding Omega and Zenith lending solutions, 
is designed for situational underwriting. The 
expanded guidelines and specialized features 
accommodate high income professionals, bu-
siness owners, investors and asset rich reti-
rees with loan amounts from $500,000 to $30 
million.

FIXED RATE JUMBO & SUPER JUMBO 
MORTGAGE: Jumbo and Super Jumbo loans 
offer the flexibility of borrowing with less res-
trictions. They can be used to finance primary 
residences, second or vacation homes, and in-
vestment properties. A Jumbo Loan may also 
be the right option when refinancing an exis-
ting home loan or consolidating multiple mor-
tgages into a single loan. 

REAL ESTATE INVESTMENT FINANCING: 
Real estate has been one of the best ways to ac-
cumulate wealth. Leverage is one of the grea-
test advantages used by real estate investors to 
accumulate that wealth. PCMA supports this 
risk-taking spirit by providing liquidity and 
credit options based on a simple, innovative 
business purpose and the quality of residential 
asset(s).

Whether your clients are looking to purcha-
se a single-family home, high rise condo, co-op 
as a primary residence, vacation home or add 
to their real estate investment portfolio, a part-
nership with PCMA will increase your value of 
services, keep you agile in the marketplace and 
ensure you are responsive to all of your clients’ 
needs.

E D I T O R I A L
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S
econd home demand has conti-
nued its record-breaking pace as 
the pandemic continues to spur 
buyers to leave large urban areas 
to work from or decamp to vaca-
tion and rural locales. The number 

of buyers who locked in mortgage rates for 
second homes increased a record 128% year 
over year in March, according to a report from 
Redfin. Granted that’s compared to last March 
when the pandemic shut down almost all real 
estate sales for a short while. Nonetheless, it 
marks the 10th straight month of 80% or more 
annual growth. The second home increase in 
demand is nearly four times as much as the 
34% year-over-year gain for primary homes, 
Redfin reports.

To get these numbers Redfin analyzes inte-
rest-rate lock data from Optimal Blue. Unlike 
sales data, interest rate lock requests indicate 
whether a home is being purchased as a pri-
mary or secondary residence. An estimated 
80% of rate-locks are followed by purchases. 

But Covid-19 certainly put a damper on so-
mIncrease demand usually means an increase 
in prices and the second home market is no 
exception. The median sale price for homes 
in seasonal towns rose 19% year over year in 
February to $417,000 compared to 16% for 
non-seasonal towns. That’s the eighth straight 
month of 10% year-over-year growth in sea-
sonal towns. What’ a seasonal town? A place 
where more than 30% of housing is used for 

seasonal or recreational purposes. 
Demand in the second home market is not 

expected to slow. But there is a new hurdle that 
high net worth buyers need to understand. 
Fannie Mae and Freddie Mac announced that 
effective April 1 they both will limit the sha-
re of second home and investment property 
mortgages they will buy from lenders to 7% of 
their portfolios, about half of their traditional 
levels. 

The new rule could result in potential extra 
costs associated with second home loans. After 
the announcement, many mortgage lenders 
added pricing adjustments to second home 
loans, sometimes as much as 2.25%. Mortgage 
companies are looking to make up for the risk 
of loans they may not be able to sell in the se-
condary Freddie/Fannie market. 

This recent news is just one more of many 
obstacles high net worth and mass affluent 
borrowers and investors face in the conventio-
nal mortgage market. After all, these are the 
borrowers that are likely to be looking at va-
cation areas for second home purchases and 
investment opportunities.  

But these are the buyers who are faced with 
several obstacles to borrowing. Increased de-
mand, tightening restrictions and increased 
costs on second home loans make the need 
for lending alternatives in the second home 
market more critical than ever. 

PCMA offers Private Client lending that 
can help high net worth individuals avoid the 

hurdles in second home mortgages and get the 
flexible lending arrangements they need to 
build wealth and leverage equity. Traditional 
lending too often favors income over assets. 
We’re different. At PCMA, we allow for consi-
derations of qualification commensurate with 
the sophistication and experience of the appli-
cant.

OMEGA, for example, is PCMA’s exclusive 
product for primary and second home estates, 
giving private clients program optionality, qua-
lifying flexibility, and below market interest 
rates. Loan amounts ranging from $1,000,000 
- $10,000,00 or more.

ULYSSE is a modern approach to asset-ba-
sed lending, giving clients the speed and fle-
xibility of opportunity capital using the value 
of securities held for investment without the 
need to collateralize or pledge. Loan limits to 
$7,000,000

ZENITH, a line of products designed for hi-
gh-quality investment in residential markets, 
including seasonal or second home locales, 
provide liquidity and credit options based on 
a client’s business purpose program. 

At PCMA, our commitment to private clien-
ts has never wavered with creative financing 
options and innovative products designed spe-
cifically for sophisticated clients. With these 
innovations, we can help clients make sense 
of the current activity in the second home 
markets. 

Second Home Market 
Borrowing Faces a New 
Hurdle. 

A N A LY S I S
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W
e’re not a product, we’re an 
experience.

That’s the mantra I live 
by and something I want 
you to understand about all 
of us at PCMA. 

The relationship that we build together, 
whether you are a trusted partner, client or one 
of our staff, is built on experience.

Think about how you feel when you make 
a major purchase. Big brand names? Sure. But 
there’s much more to building a brand than 
a name. It’s about the experience. When you 
buy a Gucci bag you’re buying the experience. 
When you get your hands around the wheel of a 
Tesla, you’re buying an experience. 

A lending opportunity is no different. It’s an 
experience. And when you have a customized, 
curated and personal encounter that affords 
you or your clients the lending opportunity 
that not only understands the lending needs 
but helps build wealth, you understand the im-
portance of experience, and the brand.

Part of the experience is the unique way 
PCMA works in the non-bank Private Client 
Lending space to provide you or your clients 
with a service and product experience different 
from any other lending institution. 

For me, a brand is not just a positioning 
statement or way to package or storefront the 
message. Experience goes way beyond that. 
It’s all about how people connect with you and 
your product or service. 

The Experience

And by connection, I mean an emotional 
connection. Ask yourself, why do I buy and do 
the things I do? Why do things go viral? 

The answer? People are emotionally con-
nected with you or your brand. 

Being in private client space, it offends me 
when people say I’m in the mortgage business. 
I’m not in the mortgage business, I’m in the 
lending experience business.  Nothing I do is 
going to wow my clients if I’m just giving out 
mortgages. After all these are clients that have 
likely been applying for and receiving mortga-
ges for decades. 

When mortgages become an experience, it’s 
not about me. It’s about them. I serve clients. 

But I often think about something that 
applies to all clients. What makes us aspire 
to and want the things we want? We want the 
things that represent ourselves and communi-
cate our achievements and accomplishments. 

Private banking can do just that. When a 
client finds, above all odds, the alternative to 
the lending challenges they no doubt will face, 
that’s an experience. 

When they find a way to build their wealth, 
capture equity and advance their businesses 
through real estate lending, that’s an experience. 

When they can find and finance their dream 
homes based on their hard won assets, not just 
their income, that’s an experience. 

Come and join the experience at PCMA.

John Lynch
CEO, PCMA Private Lending

O P I N I O N



WEALTH MANAGERS

Are You Ignoring One of
Your Clients’ Most 
Important Needs? 

As a wealth manager, you’re well aware that the number of high net 
worth individuals is on the rise in the United States. And you also 
know the needs and demands of your clients are ever more complex, 
especially in the wake of the pandemic.

Chief among those needs may be private client lending. The rise in 
luxury real estate purchases during the pandemic has been nothing 
short of extraordinary. The resilience in real estate markets and 
the surge in the high-end segment is fueling increasing demand for 
alternative NonQM lending at a time when traditional options have 
never been more restrictive.
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assets and means to finance their homes, resi-
dential real estate investments or cash out refis, 
but don’t necessarily meet the strict income re-
gulations for a qualified mortgage.

This credit gap has affected the entire high-
-end real estate market. Owners caught in the 
credit gap who can’t buy new properties with 
conventional borrowing may become distrus-
tful of the process and maintain a heavy bias 
towards cash offers. That means a huge tranche 
of all cash transaction is eliminating mortgage 
carrying homebuyer offers, exacerbating the 
already epidemic inventory shortages, explains 
Lynch.  An estimated $1 trillion worth of pro-
perty is currently inaccessible to the vast ma-
jority of homebuyers, he adds.  
Flexible Options Designed for Your 
Clients

For your asset-rich clients in need of more 
flexibility than traditional lenders can provide 
here are some of the NONQM private client len-
ding options that may provide the solution.  

INTEREST-ONLY MORTGAGE: This spe-
cialized mortgage solution allows your clients 
to reduce debt service, free up funds for other 
investment opportunities, gain greater control 
over monthly expenses and manage irregular 
income streams. 

SECURITIES BASED BORROWING: Pled-
ging qualified securities in lieu of cash for the 
purchase of real estate gives your client buying 
power and efficient cost of capital, without ca-
pital gain exposure or disruption to your client’s 
overall investment strategy. 

DELAYED FINANCING: Delayed financing 
allows clients the option of a cash-out refinan-
ce immediately after the purchase of a proper-
ty. This gives real estate investors increased le-
verage for negotiation, while still being able to 
finance the mortgage over time. 

MORTGAGE PRE-APPROVAL PROGRAM 
PCMA:  Streamlines the mortgage approval pro-
cess, allowing your clients to gain certainty in 
buying power and price point prior to selecting 
a home for purchase. With our asset-based qua-
lification approach, property value and location 
often take priority over clients’ cash flow, credit 
rating or current financial situation. Clients can 
save time by narrowing their search for the per-
fect property and increasing their competitive 
advantage when bidding against other potential 
buyers or investors.

All of this is provided in an atmosphere of 
competitive rates and flexible terms. Many pri-
vate lending rates compete with jumbos from 
money center banks, especially in the current 
environment. When rates are slightly higher, 
NonQM clients often find flexible terms, inclu-
ding 40-year or interest only 10- year loans, ea-
sily make up for the increase. “We hold true to 
our missions to build experiences tailor-made 
to meet the needs of wealth management clien-
ts, while keeping rates as close to prime as pos-
sible,” Lynch says.

T
hat’s because financing luxury 
real estate purchases is fraught 
with obstacles for high net worth 
and mass affluent buyers. A re-
trenching of the secondary mor-
tgage market in the early days of 

the pandemic as well as rising defaults has put 
enormous pressure on lenders, especially in 
the jumbo market. The result is fewer lenders 
and those that are still operating have institu-
ted stricter qualifications.

Now, new rules from Fannie Mae and Fre-
ddie Mac are putting even more pressure on 
conventional mortgages for second home pur-
chases. (See Making Sense of the Second Home 
Market.) 

The result is fewer high net worth indivi-
duals being able to qualify for the conventional 
lending they need to make the purchases and 
refinances they want. Your clients need expert 
advice from you to handle this dilemma. 
There is a Solution. 

Non-Agency Private Client lending offers fi-
nancing opportunities for your asset rich clients 
looking to purchase, harness equity or invest 
in property without the restrictions of conven-
tional mortgages. “Explosive growth and unre-
lenting demand in the Jumbo mortgage market 
highlights exactly how big the pent-up demand 
is in the Private Client community,” says John 
Lynch, Foudner and CEO of PCMA. 
A Bit of History

Non-bank private client lenders such as 
PCMA have long understood that high net worth 
borrowers are often shut out of traditional cre-
dit markets. The reason boils down to uninten-
ded consequences of Dodd-Frank regulation. 
Business owners, asset-rich retirees, and other 
high net worth individuals have been unfairly 
punished by well-meaning but misguided regu-
lations that came out of the 2008 banking crisis. 
The result is an unprecedented credit gap for 
these borrowers, who have more than enough 
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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.

2100 Main Street, Suite 450,  
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