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Thank you for an incredible start to 2007! As the 

real estate market has changed, one thing that 

hasn’t changed is The Private Capital Group’s 

ability to deliver exceptional residential mort-

gage fi nancing on jumbo-sized loans. This fi rst 

half of the year alone has brought in more resi-

dential loans over $2,000,000. So, in this ever-

changing market, why take the chance of using 

anyone but the best? Please read the scenarios 

below and ask yourself, could your mortgage 

banker do this?

Construction to Permanent Financing with

10% Down Drawn Out Over 60 Days

A client needed funding for a $3,000,000 construc-

tion project with 10% down; however, due to the re-

turn his funds were making in the market, he did not 

want to liquidate the 10% at one time (i.e. the begin-

ning of the loan). We were able to accommodate a 

slower liquidation of his down payment funds by al-

lowing for less to be due at the initial closing, and the 

remaining funds were due at the fi rst draw, which 

was 60 days later. We also were able to provide the 

client with an interest reserve account, which cov-

ered his interest payments for the construction loan; 

therefore, since he had not sold his current residence 

he was not accruing two payments.

$1,000,000 Cash Out Refi nance

on a Stated Income Loan

A developer requested $1,000,000 cash out to 

cover his cash fl ow until the market turned 

around. The existing mortgage was $2,000,000 

and the value of his property was $5,000,000. 

We looked at refi nancing the property a year 

ago; however, the value of the home was around 

$4,000,000, which made our loan to value too 

high. A year later we were working on another 

mortgage near his property and we saw where 

the values had really increased. Our appraiser 

confi rmed he could get the $5,000,000 value 

now. We contacted the customer and moved 

forward with the new loan. This was a stated 

income loan, credit score below guidelines, and 

our investor allowed us to use the $1,000,000 

cash out as his reserves. Our customer appreci-

ated us contacting him a year later as he did not 

realize the values had already increased.

$6,360,000 Stated Income Loan

 Closed with a Start Rate of 1.375%

A customer came to us requesting $6,000,000 

to payoff construction loans he had obtained 

while building his beachfront home. Since it 

had taken over a year to build the home, we 

were able to use the appraised value instead 

of the actual cost of the home. By doing this, 

we were able to increase the loan amount to 

$6,360,000, which benefi ted our customer. We 

approved the loan as a stated income loan and 

used his company’s assets as reserves. This 

eliminated the need for any tax returns or other 

fi nancials to be submitted, which is quite out of 

the ordinary. Most investors will not go above 

$2,500,000 on a stated income loan, and will al-

most never use company assets to qualify the 

borrower. We also obtained our customer a start 

rate of 1.375%. This saved him approximately 

$25,000 a month! In closing, we were able to ob-

tain $360,000 more than the customer originally 

requested and still were able to close him with 

a 1.375% start rate. We saved our client over 

$25,000 a month, translating into a savings of 

over $300,000 a year and were able to approve 

the loan as a stated income loan despite it being 

over $6 million, and we eliminated the need for 

any fi nancials on the client’s part. 

For more information on The Private Capital Group, 

visit their website at www.theprivatecapitalgroup.com 

or by phone at 866-301-0918 or 404-240-4067.
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