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TODAY’S MARKET OPPORTUNITY:

• 100 billion dollar non owner-occupied 

investment space SFR ’s 1-4 Fix N’ Flip, 

Bridge, Refinance, Ground Up & Small 

Balance Commercial

• Diversify product offering and add new 

revenue opportunities you may be missing 

out on 

• Legally compensate your most prized 

relationships (Realtors) for referrals

WHAT TO LOOK FOR IN A 

BROKER + CAPITAL PARTNER RELATIONSHIP:

• Concierge across product offering with 

underwriting, training, service and support

• Dedicated call center for loan origination 

support and fund control

• Marketing materials provided including 

product tear sheets, pitch decks and 

web banners

In today’s market, refinancings have limited 

availability and there’s not much new housing 

inventory to lend against. For mortgage Brokers, 

this means the obvious; there are a lack of 

transactions in the market to profit from.

For shops that are only doing refinance or 

traditional mortgages, opportunities only 

come around every 5-7 years. You’ve got to 

have a big client base to have volume. With 

financial products across SFR ’s 1-4 Fix N’ Flip, 

Bridge, Refinance, Ground Up & Small Balance 

Commercial, the sales cycle is faster, there is 

significantly higher recurring business, and a few 

lenders have teams dedicated to helping

you succeed. 

Think of it as a new product offering which 

results in the diversification of your potential 

revenue. All of this is well within reach, and much 

easier than you may think.

The NON-O/O investment space is a 100 billion 

dollar industry that has come full circle since 

the last market downturn. Over the last decade 

private lending has been growing, and the 

comeback of property investors is at an 

all-time high.

Here’s what it takes to do these types of loans 

and a good private lender will handle these things 

for your Brokerage…

• Review and process loan applications

• Document collection

• Facilitate Appraisal 

• Coordinate Title & Escrow

• Complete underwriting 

• Facilitate Funding

• Pay you

Traditional Realtors and Mortgage Brokers have 

the misconception they need an NMLS license 

to be a lender in this product space. The main 

point in dealing with a private lender is while they 

primarily fund SFR’s, these loans are governed 

under commercial guidelines. 

Thus we are not governed under RESPA, TRID or 

TIlLA. These loans are funded only into business 

entities allowing 7-10 business day closings and 

can pay anyone under a Brokerage license a 

referral fee or commission on the HUD at closing.

There are two avenues a Brokerage launching 

this type of product to Real Estate professionals 

can expect to see. You can be a Correspondent 

Partner (the lender would fund in your name) 

or an Origination Partner (the client would see 

the lender’s name on the HUD). Most deals are 

funded under a single set of product guidelines 

allowing training, underwriting and servicing to 

be easily understood.

CORRESPONDENT PARTNER (CP):  

You look and feel like the lender, a complete 

white-label product.

ORIGINATION PARTNER (OP):  

Traditional Broker + lender relationship, lender 

shows on HUD.

A full concierge service for Broker partners 

handling everything from A-Z is an entirely new 

model for private lending and Mortgage Brokers / 

Real Estate professionals. Working with a direct 

lender enables Mortgage Brokers to keep the 

lion’s share of the profit and have the potential 

to earn from the yield spread as well, all while 

monetizing on much more frequent lending 

transactions, instead of the normal 5-7 year 

customer lifecycle.

There many private lenders chasing this strategy 

and it’s safe to be wary of who to work with. 

While choosing a partner, look for someone 

who understands the business and has a strong 

reputation for closing transactions. You’ll also 

need support with marketing materials. Having 

the right documents and product tear sheets 

(one-pagers) for conversations, trade shows, 

etc. is helpful in positioning the opportunity with 

your existing book of referral business

from Realtors.

For more information call

877-450-9741

Revenue diversification
Fix N’ Flip, Bridge, Refinance, Ground Up & Small Balance Commercial

BROKERS, PARTNER TODAY http://triumph.capital/brokers
ROB JENNINGS

robert@triumph.capital

GEORGE O. FLINT

goflint@triumph.capital
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Welcome to our October Edition of Originate Report!

“If you really want to do something, you’ll find a way. If you 
don’t, you’ll find an excuse.”

– Jim Rohn

 

Welcome to the October Edition of Originate Report! Fall is 
officially here, so get ready for some beautiful fall colors, 
brisk autumn air, and a whole lot of decorative miniature 
pumpkins placed tastefully on your coworkers’ desks. To 
usher in the new season, we are excited to announce our next 
big event, the 4th annual Innovate Conference this February 
20-21st in Newport Beach, California! Innovate 2020 will 
provide you with the latest trends and insights in the private 
lending space while providing ample opportunity to network 
with the best in the business. Visit https://geracicon.com/  
to learn more about sponsoring or attending!

 

This month you will explore the story of Note Servicing 
Center and its CEO, Thomas Standen IV. You will also learn 
about Beeta Lecha with Spiegel Accountancy Corp, a rising 
star in the industry. We hope you find inspiration in this 
edition’s featured articles, and that you enjoy a brand-new 
column debuting this month! Read on to find out more.

 

To Your Success,

 

Max Berger
Originate Report Editorial Director

 

Letter
from the

Editor

Max
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FOUNDING UNDERWRITERS

 

 

 

MARK HANF

President,	Pacific	Private	Money
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hen talking about 

Thomas Standen, the 

CEO of Note Servicing 

Center, it is important to add the 

Roman Numeral four after his name 

– after all, this name has been in 

his family for generations. This 

distinction, however, carries over 

into his day-to-day responsibilities 

as the chief of the California-

based loan servicing company; the 

company started by his grandfather.

“During the late 70s and early 80s 

interest rates were very high and 

real estate wasn’t moving,” Standen 

said. “My grandfather took his law 

enforcement background and learned 

the rules and regulations of loan 

origination. He began originating 

the loans for the seller carry-back 

transaction and noticed many clients 

said they didn’t know what they 

were doing.”

Loans Are a 
Family Affair
THOMAS STANDEN IV, NOTE SERVICING CENTER 
By Charles Peckman, Originate Report

W

PROFILE

“Despite the loss of the company’s founder, 
Standen said the business has never been 
stronger, and added that he continuously 

injects his grandfather’s can-do attitude into 
Note Servicing Center’s mantra.”
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The advent of personal computing 

certainly behooved Standen’s 

grandfather, as he created a loan 

servicing software – or according 

to Standen, the “precursor” to a 

servicing software, contained on 

a Microsoft Excel-esque five-inch 

floppy disk. This entrepreneurial 

venture kickstarted what would 

become Note Servicing Center.

Note Servicing Center was officially 

established in 1984, and Standen’s 

grandfather served as the President 

and CEO until 2015. Before his 

death, however, Thomas said his 

career trajectory would change in an 

unlikely venue – a family party.

“In 2003 my grandparents invited 

everyone over for a party – and when 

I say everyone, I mean everyone. 

All four sons, their wives, and 

16 grandchildren,” Standen said, 

laughing. “My grandfather told the 

family frankly, ‘look, I’m getting old 

and this is becoming difficult. Does 

anyone want to learn how to take 

over?’ And in 2014, I was elected 

CEO.”

Over a decade before stepping into 

the role of chief, however, Standen 

learned the ins and outs of real estate 

lending from his grandparents. 

Five years into this new venture, 

the financial crisis of 2008 nearly 

erased the blossoming company 

from existence.

“Everything that had been happening 

in the real estate space culminated 

together to create what we saw in 

2007-8,” Standen said. “All of us 

came together and I was told ‘hey, 

we think of you as an owner now, so 

how are we going to move forward?’ 

The options for us were to close up 

shop, file for bankruptcy, or push 

through – we chose the latter.”

This was not the only tumultuous 

aspect of Note Servicing Center 

during this time, however. In 2009, 

Standen learned that his grandfather 

had been diagnosed with cancer. 

When recalling this time in his 

career, Thomas said it was incredibly 

difficult at times – but in some 

respects, the goals of the company 

were never simpler.

“When we were faced with this 

crash and my grandfather’s illness, 

the only clear thing to do was move 

forward,” Standen said. “So we did 

exactly that, and pushed forward. We 

went from onboarding 250 loans in 

2006 to around 1,000 a year now. At 

one point a few years back we were 

Thomas Standen: Continues on pg. 8
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processing 300 a week. It will be 

five years now in January since my 

grandfather passed away, he would 

been so proud to see this growth.”

Despite the loss of the company’s 

founder, Standen said the business 

has never been stronger, and added 

that he continuously injects his 

grandfather’s can-do attitude into 

Note Servicing Center’s mantra.

“It was very sad, you learn to push 

through and take care of things,” he 

said. “Because my grandparents came 

into the business from a real estate 

background, they were in-tune with 

the human interaction aspect that is 

so important. Although that remains 

important today and the majority of 

my staff is customer serviced-based, 

we automate the processes that can 

be automated; that has allowed us to 

crank our operations up to places we 

never thought we could be.”

This “cranking,” Standen said, 

included the automation of simple 

services like letting lenders know 

when borrowers made a payment, 

or conversely, when a payment 

was late. This, he said, allowed his 

team to free up time securing new 

deals – time that would otherwise 

be allocated towards working the 

phones all day. Although automating 

these processes may seem like a no-

brainer today, he added, this sort of 

thinking wasn’t always the case.

“With some clients, this automation 

took some getting used to,” Standen 

said. “You never want to make people 

feel like you’re getting rid of the 

human component of the business. 

But when they can see payment 

details in real-time, that kind of 

becomes a game-changer.”

Although Standen said becoming 

acclimated to the real estate and loan 

servicing worlds was an arduous 

process, he added that he learned the 

value of a hard day’s work at a very 

young age.

“If there’s a job out there I’ve had 

it,” he said. “I started working when 

I was 11, mowing acres of fields 

with my uncle. I worked with my 

father, who was a heavy equipment 

operator. I’ve done wood cutting, 

yard maintenance – as I got older I 

worked as a dishwasher, waiter, and 

firefighter. And keep in mind this 

was all before I was 22. If you look at 

the work history I had, I was never 

the type of person to come into an 

office and sit behind a computer.”

Far-removed from Standen’s wood-

splitting days of yore, he said the 

mental fortitude required to learn 

aspects of the loan servicing world 

rivaled the physical labor and long 

days he was used to.

“I had to learn how to work the 

phones, perform math computations 

on a large scale, and soak up the 

regulations of the business,” he said. 

“It is such a fast-paced environment 

and you have to keep up with the 

questions that are being fired at you. 

And you also have to keep in mind 

that if you miss something – even 

if it’s something that seems small 

– we could be out of business. But 

no pressure though! Many of these 

problems I was able to solve by 

working with my colleagues in my 

MBA program.”

When taking the helm of Note 

Servicing Center, Standen also said 

it was important to keep shifting 

Thomas Standen: Continued from pg. 7

“I remember sitting in one class and discussing 
bottlenecks in not only our field, but any business,” 
he said. “The lecturer said that as a business owner, 
you are always going to have bottlenecks. Once you 
clear one up, there is always going to be something 
else slowing you down. What I try to do here is pre-
answer client questions and make sure that we are 

trying our best to move forward.”



www.originate.report 9 

markets – and the dissemination of 

emerging technology – in mind.

“A while back a lot of our marketing 

efforts were focused on the note 

purchasing space, or the secondary 

market,” he said. “My grandfather 

worked a lot in that space, purchasing 

seller finance notes after they had 

been originated and things like that. 

After the 2008 crash, a lot of those 

guys were unfortunately wiped out…

when we saw an uptick in private 

money after that, we focused our 

attention in that space.”

Automation may be one of the 

pros of technology entering the 

loan servicing space, but Standen 

said there have been a number of 

headaches as well – this includes an 

instance in 2009, during a change 

in software at Note Servicing 

Center, where the company’s email 

distribution system stopped working.

“We had one of those 4’ x 8’ 

whiteboards and filled the entire 

thing up with problems we were 

experiencing,” Standen said. “There 

were issues that needed to be fixed, 

bugs that needed to be ironed out, 

practically every problem you could 

think of. We ironed out those bugs, 

did what needed to be done, and 

moved forward.”

Not all of the distractions throughout 

Standen’s pre-CEO days were 

negative, however. In 2002 he 

married his longtime girlfriend, and 

in 2006 they had their first child. 

Thomas said that due to the often 

chaotic nature of his work, he and 

his wife joked that “couples who 

didn’t know each other as well as we 

did would would not have made it.”

“I joked with her, saying ‘you’re never 

going to shake me,’” he said laughing. 

“I chased her all throughout high 

school and we dated for five years 

Thomas Standen: Continues on pg. 10
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before she said yes to marrying me.”

Looking forward, Standen said Note 

Servicing Company – which now has 

more than a dozen employees – plans 

on smoothing out current processes 

and incorporating tools to grow the 

business even more. Although he said 

it can often be difficult to “predict” 

where the loan servicing space is 

moving, some of the processes he 

plans on incorporating go back over 

a decade when he was finishing his 

MBA.

“I remember sitting in one class and 

discussing bottlenecks in not only 

our field, but any business,” he said. 

“The lecturer said that as a business 

owner, you are always going to have 

bottlenecks. Once you clear one up, 

there is always going to be something 

else slowing you down. What I try 

to do here is pre-answer client 

questions and make sure that we are 

trying our best to move forward.”

In addition to clearing up bottlenecks, 

Standen also said it is crucial to check 

in with customers, ensuring that 

stakeholders are comfortable with 

and knowledgeable of the services 

offered.

“It’s technology, it’s customer 

relationships, it’s compiling more 

hard money brokers,” he said. “I 

Thomas Standen: Continued from pg. 9
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hope we can bridge that gap from 

the people who think they don’t need 

this service, that they can do this all 

themselves. People in my position – 

in the position of owning a servicing 

company – are there to take their 

lenders, take their loans, and walk 

them through different processes.”

Thinking back to the lessons he 

learned from his grandfather, 

Standen said he often heard about 

the importance of loan servicing’s 

“minutia,” or the minute details loan 

servicers are required to obsess over.

“Attention to detail is crucial,” 

Standen said. “I’m hoping you can 

hear the passion I have for this, the 

passion that was instilled in me. It 

may seem a little weird to be this 

passionate about loan servicing, but 

that’s what I live every day.”

More poignant than the business 

side of things, however, is Standen’s 

commitment to family. One day 

while sitting at his desk, Thomas’ 

grandfather told him he suffered 

a stroke in 1997 – although he was 

only gone for a few short months, 

the business world moved on.

“My grandfather said at the end of the 

day, your family is who will check in 

on you, who will ask if you are okay,” 

Standen said. “In our office, even 

though all of our employees aren’t 

blood related, it feels like a family. 

I believe the furthest anyone has to 

drive to work is 15 miles – if there 

is a school event, a sport event, or 

some sort of problem that pops up, 

being close to home is important.”

This importance became all too real 

for the company’s customer service 

manager a few years ago – after 

receiving a frantic phone call, she 

rushed home to discover a fire at her 

house. Luckily everyone was okay, 

but Standen said it is hard to forget 

the fear that was on her face.

“The bottom line is surrounding 

yourself with people you can trust 

like family,” Standen said. “The rest 

will fall into place.”

For more information on loan servicing 

and the Note Servicing Center – as 

well as the company’s other services – 

visit https://noteservicingcenter.com/

LOOK WHO’S  
HIRING!

Looking	to	fill	a	position?	Advertise	it	here	in	 
Originate Report’s Industry Jobs to get it in front  

of	thousands	of	qualified	candidates.Contact us at (949) 629-3961.

Commercial Mortgage Credit Analyst – Newport Beach, CA

  Wilshire Finance Partners is a growing balance sheet lender 
and manager of several real estate debt funds. Our internal 
funding	platform	provides	debt	financing	and	equity	capital	
secured by apartments/multifamily and commercial real estate 
throughout the United States.          
We seek a motivated and detail oriented individual with 3 or 
more years of experience as a Commercial Mortgage Credit 
Analyst or Commercial Mortgage Junior Underwriter to join 
our Newport Beach team.  
The Commercial Mortgage Credit Analyst will work closely with 
the underwriting and origination team and is responsible for 
processing, analyzing and facilitating loan requests secured 
by apartments/multifamily and commercial real estate.  The 
Credit Analyst will obtain and review reports, documents and 
information; assist with processing and underwriting; assist 
loan closings; drive the management of post-funding loan 
covenants, draw requests and disbursements; assist with loan 
portfolio management; and assist with regulatory reporting.
For more information about the opportunity, please visit the 

Careers page at www.WilshireFP.com

INDUSTRY JOB WATCH

CONTACT: Thomas Standen: thomas@noteservicingcenter.com | www.noteservicingcenter.com
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NEW YORK, August 14, 2019 – Inc. magazine today revealed that Geraci LLP is No. 1861 on its annual 
Inc. 5000 list, the most prestigious ranking of the nation’s fastest-growing private companies. 
The list represents a unique look at the most successful companies within the American economy’s 
most dynamic segment—its independent small businesses. Microsoft, Dell, Domino’s Pizza, Pandora, 
Timberland, LinkedIn, Yelp, Zillow, and many other well-known names gained their first national 
exposure as honorees on the Inc. 5000.

“On behalf of everyone at Geraci LLP, I am truly honored that we have been selected as an Inc 5000 
award winner for the 3rd year in a row. Building our foundation on client service and market 
responsiveness have allowed us to emerge once again as one of the fastest-growing law firms in the 
United States,” said Anthony Geraci, CEO, Geraci LLP. “We would like to thank our clients, because 
without them, we could not have achieved this great honor. We continue our commitment to serve 
their needs in whatever capacity necessary and are looking forward to our future growth.”

Not only have the companies on the 2019 Inc. 5000 (which are listed online at Inc.com, with the top 
500 companies featured in the September issue of Inc., available on newsstands August 20) been 
very competitive within their markets, but the list as a whole shows staggering growth compared 
with prior lists. The 2019 Inc. 5000 achieved an astounding three-year average growth of 454 
percent, and a median rate of 157 percent. The Inc. 5000’s aggregate revenue was $237.7 billion in 
2018, accounting for 1,216,308 jobs over the past three years. 

Complete results of the Inc. 5000, including company profiles and an interactive database that can be 
sorted by industry, region, and other criteria, can be found at www.inc.com/inc5000.

“The companies on this year’s Inc. 5000 have followed so many different paths to success,” says Inc. 
editor in chief James Ledbetter. “There’s no single course you can follow or investment you can take 
that will guarantee this kind of spectacular growth. But what they have in common is persistence 

Lesley Boyd | Marketing Director | Geraci LLP | 949-379-2600

For the 3rd Time, Geraci LLP Appears on the Inc. 5000, Ranking No. 1861 

with Three-Year Revenue Growth of 271%

Inc. Magazine Unveils Its Annual List of America’s 

Fastest-Growing Private Companies—the Inc. 5000
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PRESS RELEASE

and seizing opportunities.”

The annual Inc. 5000 event honoring the companies on the list will be held October 10 to 12, 2019, at 
the JW Marriott Desert Ridge Resort and Spa in Phoenix, Arizona. As always, speakers include some 
of the greatest innovators and business leaders of our generation.

More about Geraci LLP

A full-service law, media, and consulting firm, the Geraci team is at the forefront of the ever-changing 
non-conventional lending space and caters to non-conventional lenders worldwide. Our legal 
departments include Banking & Finance, Corporate & Securities, and Litigation/Bankruptcy, while 
our recently-formed Geraci Media Group not only organizes conferences, but also provides a full 
array of media services to help raise your brand awareness. 

More about Inc. and the Inc. 5000

Methodology

The 2019 Inc. 5000 is ranked according to percentage revenue growth when comparing 2015 and 2018. 
To qualify, companies must have been founded and generating revenue by March 31, 2015. They had to 
be U.S.-based, privately held, for profit, and independent—not subsidiaries or divisions of other 
companies—as of December 31, 2018. (Since then, a number of companies on the list have gone 
public or been acquired.) The minimum revenue required for 2015 is $100,000; the minimum for 
2018 is $2 million. As always, Inc. reserves the right to decline applicants for subjective reasons. 
Companies on the Inc. 500 are featured in Inc.’s September issue. They represent the top tier of the 
Inc. 5000, which can be found at http://www.inc.com/inc5000.

About Inc. Media

Founded in 1979 and acquired in 2005 by Mansueto Ventures, Inc. is the only major brand dedicated 
exclusively to owners and managers of growing private companies, with the aim to deliver real 
solutions for today’s innovative company builders. Inc. took home the National Magazine Award 
for General Excellence in both 2014 and 2012. The total monthly audience reach for the brand 
has been growing significantly, from 2,000,000 in 2010 to more than 20,000,000 today. For more 
information, visit www.inc.com.

The Inc. 5000 is a list of the fastest-growing private companies in the nation. Started in 1982, 
this prestigious list has become the hallmark of entrepreneurial success. The Inc. 5000 Conference & 
Awards Ceremony is an annual event that celebrates the remarkable achievements of these companies. 
The event also offers informative workshops, celebrated keynote speakers, and evening functions.

For more information on Inc. and the Inc. 5000 Conference, visit http://conference.inc.com/. 
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SPOTLIGHT
Beeta Lecha

Spiegel Accountancy Corp.
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eeta is a Principal at 
Spiegel Accountancy Corp. 
providing tax compliance, 

tax strategy and tax planning to 
small to mid-sized closely held 
business entities, mortgage bankers 
and private lenders. She specializes 
in consulting on complex tax and 
business issues, including income 
tax accounting matters and tax 
compliance for multi-state business 
entities. Beeta provides tax 
compliance to a variety of closely 
held business entities, including C 

and S corporations, partnerships, 
including limited partnerships and 
limited liability companies and high 
net worth individuals. She consults 
on quarterly and annual income tax 
planning and tax savings strategies.

Beeta is a licensed CPA with the 
California Board of Accountancy, a 
member of the California Society 
of Certified Public Accountants, 
CalCPA, California Mortgage 
Association, and the American 
Association of Private Lenders.

Q: What does your typical day 

look like and how do you make it 

productive?

As a CPA firm we track time and 
productivity with software and 
monitor it regularly.  Our business 
is cyclical and a typical day depends 
on whether we are in or out of busy 
season. Our tax team has minimum 
hour requirements to work 60 hours 
and work on Saturdays between Jan 
15th to April 15th. During that time 
we focus solely on productivity and 
pumping out tax returns. The audit 
team has similar long hours and 

their busy season runs from Oct 
1st through March 31st.  Outside of 
busy season, we spend time doing 
other administrative tasks, such 
as going to conferences, doing in-
depth consultation or planning 
with our clients, or tackling firm 
initiatives to improve ourselves.  

Q: What has been one of the 

biggest challenges you’ve faced in 

your career?

The biggest challenge I faced was 
getting married and having a baby 
at eighteen. It was difficult in my 
early career juggling working 
full time, raising young kids and 
studying for the CPA exam. I 
felt as though my managers saw 

me as a working mom instead 
of a driven person with career 
aspirations. Having experienced 
that, I recognize my team members 
for their talents, not only the hours 

they put in.     

Q: What do you work toward in 

your free time?

I like to know a little bit about a lot 

Beeta Lecha,

Spiegel Accountancy Corp.

Beeta Lecha: Continues on pg. 16

B
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of different things. Over the past 

year I learned a lot about social 

media and content marketing. I have 

always had a creative streak and 

over the past few months started 

learning about web development 

and began creating a website. Next 

on my list is to start dabbling in 

graphics. 

Q: Tell us about a person or 

organization that you admire. 

Why do you think they have made 

an important impact?

I recently joined the AAPL education 

committee and am enjoying my 

time with this organization. The 

director and leadership at AAPL 

are focused on providing relevant 

content to help lenders in their 

businesses and the committee itself 

is made up of industry leaders who 

are proactive in sharing insights 

and suggestions.

Q: What advice would you give 

your younger self?

Maybe it’s a cultural thing, but I did 

not learn to be assertive early on. 

I would advise everyone in their 

early career to speak up, never be 

shy about asking questions and to 

be more assertive.    

Q: What is something that most 

people don’t know about you?

My spouse is Cuban and his family 

loves to dance, but I always felt 

shy about dancing at weddings. It 

wasn’t until my favorite cousin was 

getting married three years ago 

that I made an effort to learn. Our 

audit principal, Henry, was integral 

in teaching me steps 

and moves.  To this 

day, Henry and I will 

salsa dance in the 

office hallways.

Q: How do you 

define success?
I like when a client 

calls with a five 

minute question and 

we spend half an 

hour on the phone 

catching up. The CPA-

client relationship 

goes beyond simply 

preparing a tax 

return and I feel like 

I am catching up with 

an old friend. That is the definition 

of success for a trusted advisor, 

when a client looks forward to 

calling and values us.

Q: What is a recent trend in the 

private lending industry that 

excites you?

As accountants we are always in the 

predicament that a software system 

does not handle all of our private 

lending client’s needs. We end up 

tracking things instead on Excel 

spreadsheets. I am excited any 

time there is a way to do something 

better, faster, or more efficiently 

and with less opportunity for error.  

There has been a lot of progress in 

technology for lenders and it seems 

to get better every day.

Q: What is your favorite quote?

I tend to procrastinate, so this is 

my favorite: “If it’s your job to eat 

a frog, it’s best to do it first thing 

in the morning.  And if it’s your job 

to eat two frogs, it’s best to eat the 

biggest one first.” ~ Mark Twain.

Q: If you were stranded on a 

desert island with access to one 

book, one song, and one movie, 

what would they be?

I will pass on the movie and song, 

as long as I can take the TV series 

Star Trek: The Next Generation.  

I am a Trekkie. I have seen that 

series several times and can watch 

it several more.

Beeta Lecha: Continued from pg. 13

CONTACT: Beeta Lecha: beeta@spiegelcorp.com | https://spiegelcorp.com/
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COEUR D’ALENE, ID (September 16, 2019) – Secured Investment Corp is one of the fastest-growing companies 

in the private money marketplace, providing private lenders and real estate investors the ability to connect 

and	build	powerful	and	profitable	strategic	alliances.	As	of	this	month,	they	are	unveiling	the	Circle	of	Wealth	

Fund III LLC, one of the only real estate-backed funds of its kind in the nation.

Until now, investing opportunities like this have only been available to hedge funds, Wall Street banks, and 

accredited	investors.	Circle	of	Wealth	Fund	III	LLC	is	qualified	with	the	Securities	and	Exchange	Commission	

under Regulation A+, which means that investors both accredited and non-accredited are free to invest, 

enjoying the same access along with a lower entry investment amount. 

“For decades accessing yields derived from private lending has been reserved for the ultra-high net worth. 

It’s been our mission to make these opportunities available to every investor regardless of accreditation,” 

said Lee Arnold, CEO of Secured Investment Corp. “Our team has successfully managed funds that have 

earned our investors great returns for the past six years. The Circle of Wealth Fund takes that a step further 

and will allow anyone to take advantage of our expertise.”

Secured Investment Corp’s Mission is, through its Circle of Wealth philosophy, to provide access to services 

and	 resources	necessary	 for	 those	 interested	 in	 achieving	 and	 furthering	 financial	 freedom	 through	 real	

estate.	This	groundbreaking	investment	opportunity	is	the	newest	way	that	they	are	fulfilling	that	promise.

Please	visit	https://securedinvestmentcorp.com/	to	find	out	how	to	get	started	and	invest	in	the	Circle	of	

Wealth Fund III.

MEDIA CONTACT
Phone: 800.898.2717
Heather Dreves, Director of Funding | hdreves@securedinvestmentcorp.com 
Erik Bergman, Investor Relations | ebergman@securedinvestmentcorp.com

PRESS RELEASE

Secured Investment Corp presents a real estate-backed fund that is open 

to all investors, whether accredited or non-accredited

PRIVATE LENDER RECEIVES RARE 

DISTINCTION OF A TIER 2 REG A+ OFFERING
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onstruction loans are a 

smart way for a borrower 

to quickly get funds to build 

a home. However, there are some 

things to look out for. A Construction 

Loan is a short-term loan to fund the 

building of a property. Construction 

Loans are usually given to builders 

or homebuyers who are doing a Fix-

and-Flip, building a spec home, or 

their dream home. While they are 

typically short-term loans (usually 

for a period of one year) other 

finance options are available when 

the house is complete. The borrower 

can either refinance the construction 

loan into a permanent mortgage or if 

selling, get a temporary Bridge Loan. 

Both Construction Loans and Bridge 

Loans normally require interest 

only payments and, in some cases, 

allow for interest reserve accounts, 

eliminating monthly payments for 

the borrower.

Construction Loans are usually 

required to be in 1st Position (behind 

no other mortgages). The new loan 

pays off any outstanding loans and 

then the remainder of the funds 

are deposited into a Construction 

holdback account or is set up like a line 

of credit. Funds are then distributed 

to the General Contractor, usually on 

a reimbursement schedule, until the 

home is complete.

Something to keep in mind is that 

the borrower’s experience comes 

first and foremost for obtaining a 

Construction Loan. If the borrower 

does not have sufficient experience, 

lenders will likely require the 

borrower to partner with an 

experienced Builder/General 

Contractor in a Joint Venture. A 

broker should always qualify the 

borrower’s experience by asking 

for a resume of projects completed 

that they own. It’s easy to include 

experience where a borrower was a 

partner in a project, but sometimes 

that is not sufficient and can cause 

headaches for all parties down the 

line. It is always better to be upfront 

with the lender about experience 

to avoid any potential issues with 

securing the loan.

3 Mistakes to Avoid with 
Construction Loans
By Paul Wirth, Jcap Private Lending

C
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Mistakes to avoid with Construction 

Loans:

• Underestimating your time to 

complete your project is the very

first mistake to avoid. Obtaining

permits, changes in the project,

weather, etc. Miscalculating your

schedule can be the death of the

project. Not only are costs added,

but your interest meter is running

on your Construction Loan. The

solution (which is never perfect) is

to make sure an experienced General

Contractor is on the job, one who has

a proven track record with budgets

and time tables.

• Getting a Construction Loan with

too short of a term. People can

make the fatal error of getting too

short a term on their Construction

Loan to save costs. Note: projects

almost always take longer than 

you think. We recommend that 

your Construction Loan be at 

least 12 months for Rehab/Fix-n-

Flip and 18 months for Ground-

Up Construction. An expiring 

Construction Loan is very expensive 

-- extension fees and potential 

default interest may occur. Having 

a longer term is less expensive than 

the need to extend at the end or in 

the middle of your project.

• Forgetting to have a contingency

line item in your construction budget.

Contingency is used to allow for

the unexpected: sudden changes in 

the price of lumber, cosmetic must-

haves, etc. We recommend 10-15% 

of the total budget being allocated 

to Contingency. Run it by your 

contractor, if he says you do not need 

Contingency, get a new Contractor. 

These are a few “never forgets” when 

preparing for your next construction 

project. Taking the steps listed above 

will avoid most common problems. 

Continue to work with proven 

experts for greater success with your 

Real Estate projects.

ABOUT THE AUTHOR: Paul Wirth is the Vice President with 
Jcap Private Lending based in Newport Beach, CA. Jcap is a 
National Direct Lender offering Hard Money and Bridge Loans 
(including Construction Loans for Fix & Flip, Spec Residential, 
and Multi-Family), Commercial Loans and Stated Income 2nd’s. 
Jcap Private Lending is committed to solving short-term needs 
through Real Estate Financing.
CONTACT: Paul@jcap.net

“Both Construction Loans and Bridge 

Loans normally require interest only 

payments and, in some cases, allow for 

interest reserve accounts, eliminating 

monthly payments for the borrower.”
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CULTURE CORNER

ustomers will never 

love a company until 

the employees love it 

first.” – Simon Sinek, author of Start 

with Why

Organizational culture is more 

important today than it has ever 

been. Though it can be difficult to 

define, culture is what makes people 

decide to join a company and is the 

primary reason that employees 

choose to stay or leave. In the ever-

changing landscape of the modern 

workplace, employees expect more 

than just a steady paycheck to be 

satisfied with their jobs – they also 

need trust, respect, and a sense of 

shared purpose. The idea behind this 

column is to showcase companies 

in the private lending industry that 

have built an effective team and a 

strong company culture!

For the first “Culture Corner,” let’s 

go behind the scenes of Geraci LLP 

and look at what makes its culture 

CULTURE CORNER
Behind the Scenes of the Private Lending Industry

Geraci LLP, The “Un-Firm”

By	Originate	Report	Staff

C“
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stand out. The foundation of any 

effective company begins with its 

Brand Values:

• Strive for Excellence – The Geraci

team believes that people are not

born great, but they become great

by striving for it every day. They

never stop learning and working to

improve their skills, programs, and

services.

• Passionate – Being passionate

means caring about the quality

of work you do and about those

you work with. Each Geraci

team member seeks to be part of

something bigger than themselves,

and to make the world (and the

private lending industry) a better

place by always pursuing this value

with their clients.

• Dedicated Constant Communica-

tion – This means that the Geraci

team cares about communicating

with their clients in a consistent,

thorough manner to provide them

with peace of mind.

• Accountable – The Geraci team

challenges themselves to strive

for excellence every day, but being

accountable means understanding

that mistakes can happen and

owning up to them when they do.

It means not looking for someone

“As the operations manager, I want to ensure that everyone has the proper 

resources to be able to do their job, work hard, and stay motivated. I love to help 

plan fun events and activities where coworkers can spend time together, learn 

about each other, and take a break from work. We have so many amusing and 

creative personalities which makes it fun and easy!”

- Crystal Alvarado | HR & Operations Manager
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to blame, but instead looking for 

something to fix.

• The “Un-Firm” – This value

embodies what makes Geraci LLP

different from other law firms.

In the words of Anthony Geraci,

the company’s CEO, “The Un-Firm

embraces the quirkiness of who we

are. We check our egos at the door,

and around the conference table

we’re equal. And we’re all striving

for excellence together.”

Geraci LLP has implemented a 

number of company-wide initiatives 

to foster professional development, 

facilitate team bonding, and ensure 

that employees feel appreciated.

Appreciation Badges: When 

employees go and beyond what is 

expected of them in order to help 

their team and further the vision 

of the company, Geraci LLP makes 

it a point to recognize these team 

members for their efforts. This 

is done by presenting them with 

customized badges during their 

daily stand-up meetings. Anyone can 

give / receive these badges. Once 

a team member collects 5 badges, 

they can redeem them for prizes. 

These prizes include anything from 

gift cards and movie tickets to car 

washes and free lunches!

Daily Stand-Up Meetings: The 

Geraci team believes that people 

should never stop learning and 

striving to improve themselves; 

that is why they read professional/

business development books as a 

group, and discuss them daily. Every 

morning, Geraci team members 

circle up for 15 minutes to discuss 

the day’s reading and check in with 

every member of the law firm and 

“I genuinely appreciate Geraci’s culture of respect and honesty. Teamwork is so 

emphasized within and among departments. It is evident in all of my interactions 

with staff across the company that we come to work not just to do our jobs well, but 

to build relationships with each other and engage meaningfully in the workplace.

- Rebekah Guerra | Digital Marketing Coordinator

“Geraci LLP’s culture is very unique. We’re very focused on helping one another, 

providing value, and encouraging our team members to be their authentic selves. 

That is what defines our “unfirm” value.”

- Kevin Kim | Partner, Corporate & Securities
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media team. At the end of the week, 

they flip the script and use the 

Friday stand-up meeting to show 

appreciation and bond with one 

another. They share fun facts and 

stories, and even participate in short 

group activities. For those who have 

collected at least 5 badges, the team 

plays their own version of “Wheel 

of Fortune” on Fridays to pass out 

prizes!

Bonus Perks: What are some other 

great ways to keep employees 

happy and fulfilled at their jobs? 

Geraci has a lot of ideas! To start, 

they throw 2 big firmwide events 

each year – a holiday party and a 

summer blowout event – as a way 

to give back to the employees for 

all their hard work. Throughout 

the year they cater lunches for the 

team whenever a new employee is 

onboarded, so everyone has a chance 

to meet new hires. They also make 

sure to celebrate birthdays and 

work anniversaries, plan quarterly 

team bonding events for individual 

departments… And they even 

retrofitted an empty office into a 

nap room for when employees need 

a break!

If you’re interested in learning 

more about Geraci LLP’s approach 

to company culture or would like 

any tips for your own business, 

don’t hesitate to reach out! Contact 

m.berger@geracillp.com.

Do you like coming to work every 

day? Does your company go above 

and beyond to make its employees 

feel appreciated? Does your 

workplace offer any unique, fun 

perks? Email us to be featured in the 

next Culture Corner!

“I value the culture of our engaged employees who embrace our core values. There is 

a camaraderie among the people combined with a relaxed ambiance in the workplace. 

People are connected at all levels of the firm regardless of their position. Our 

modern-day approach to leadership is about mentoring and inspiring the team.”

- Sylvia McDonald | Executive Assistant

“The thing that I like best about our culture is that everybody can remain true to 

who they are outside of work, with the peace of mind that they will be accepted 

whole-heartedly and without question.”

- Dennis Baranowski | Transactional Attorney
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owards the end of last year, 

we saw tappable home 

equity decline, but we are 

now seeing the second consecutive 

quarter of increases, hitting an all-

time high of $6.3 trillion in tappable 

equity, according to a report from 

Black Knight.

Tappable equity is defined as 

the share of equity available to 

homeowners with mortgages to 

borrow up to 80% loan to value 

against their homes.

Although tappable equity fell last 

year due to higher interest rates 

and a decline of home prices, the 

second quarter of 2019 showed a 

tappable equity increase of $355 

billion. The second-quarter growth 

rate of 4.2% was slightly above the 

3% growth rate seen at the end of 

the first quarter.

According to Black Knight, a total 

of $6.3 trillion of tappable equity 

is held by 45 million U.S. mortgage 

holders. This is the highest equity 

volume ever recorded, and a full 

26% increase over the mid-2006 

peak of $5 trillion.

Black Knight also reported that 

the delinquency rate fell to 3.46% 

in July, the lowest rate of any July 

on record since 2000. Serious 

delinquencies, 90-days late or 

more, fell below 445,000 instances 

for the first time since June 2006.

Another interesting data point is 

that nearly half of the 45 million 

homeowners with tappable equity 

have an interest rate higher than 

4.25%, which makes refinancing an 

attractive option. The report also 

indicates that 76% of homeowners 

have a rate above 3.75%, leaving 

open another group of homeowners 

who could potentially benefit from 

refinancing.

This refinance bloc is also a low-

risk borrowing group, with Black 

Knight estimating that 55% of those 

who have tappable equity have a 

credit score above 760 and another 

16% have a score above 720.

PROFITS UP WHILE RATES DROP

The Mortgage Bankers Association 

reported last week that mortgage 

bankers are earning the highest 

profits on originations than they’ve 

TAPPABLE HOMEOWNER 
EQUITY HITS RECORD HIGH
By Nema Daghbandan, Esq., Geraci LLP

T
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seen over the past three years. Their 

eport showed that independent 

mortgage banks and subsidiaries 

of chartered banks reported an 

average profit of $1,675 per loan 

in the second quarter, up from just 

$285 of average profit per loan in 

the first quarter and the highest 

profit margin since the first quarter 

of 2016. These numbers are a 

significant change from the fourth 

quarter of 2018, where lenders 

reported losing an average of $200 

on each originated loan.

On the rate front, the MBA reported 

mortgage rates falling to their 

lowest levels in nearly three years, 

after holding steady for the past 

month. According to the latest data 

released last week by Freddie Mac, 

the 30-year fixed-rate average fell 

to 3.49 percent with 0.5% points. 

That’s a nine-basis-point drop from 

a week previous and a drop of more 

than 125 basis points from this 

time last year. By comparison, the 

average rate was 4.75 percent in 

December 2018.

The 15-year fixed-rate average 

dropped to 3 percent with an 

average of 0.6 points. It was 3.06% 

the week before and 3.99% a year 

ago. The five-year adjustable-rate 
average also dropped slightly to 
3.3% from 3.31 percent a week 
previous and 3.93% this time last 
year.

Economists say that a contraction 
in manufacturing markets and fears 
over a global recession have placed 
downward pressure on bond yields, 
with about half of the experts 
saying this trend will keep rates 
low for the foreseeable future.

The MBA says that refinance 
originations accounted for 60.4 
percent of all applications. That’s 
a decrease of 3.1 percent from the 
week previous as purchase activity 
saw a modest gain followed by a 
pullback on refinancing. Despite 
the slowdown, refinances are still 
up 152 percent over last year, and 
purchase applications are 5% 
higher.

The lower rates have experts 
predicting a 15 percent increase in 
mortgage originations on the year.

Have questions about how these 
market changes may affect your 
business? Reach out to our lending 
experts at Geraci LLP for guidance 
on how to reposition yourselves 
as rates continue to decrease and 
home equity builds.

ABOUT THE AUTHOR: The Real Estate Finance Group at Geraci LLP is managed 
by Nema Daghbandan, Esq., a partner with the law firm. Mr. Daghbandan’s 
practice entails all facets of lending matters across the country including, 
but not limited to, the preparation of loan documents and addenda in all fifty 

states, loss mitigation efforts, preparation and negotiation 
of secondary market documents including loan sales and 
participation agreements, line of credit/warehouse facilities, 
hypothecations and securitizations. Mr. Daghbandan advises 
financial institutions on various lending matters including 
licensing, usury, and foreclosure. Mr. Daghbandan is also an 
expert in default management and leads the firm’s nonjudicial 
trustee group. CONTACT: nema@geracillp.com
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ast month ProDeal gathered 

with leaders in the private 

lending industry at Geraci 

Media’s third annual Captivate 

conference in Las Vegas. ProDeal’s 

Head of Customer Success, Ian Group, 

led a panel on technology, with a 

focus on adoption, implementation 

and information security. Whether 

you are looking to implement 

technology for your business or are 

interested in the ways technology is 

affecting the lending industry, here 

are several key takeaways from the 

panel discussion: 

• Adoption is driven by adding

value. Melissa Martorella, a

transactional associate at Geraci

LLP, detailed how her firm built a

platform to automate repeatable

tasks, like the creation of loan

documents, for her private lender

clients. Their main driver for building

this platform: adding direct value for

her clients. By focusing on driving

value, Martorella and her team have

been able to offer streamlined and

innovative client services that have

set them apart in the industry.

• Lost opportunities can move

mountains. While technology 

companies are looking to solve 

external challenges, companies 

like RCN Capital have leveraged 

technology to improve their internal 

operations. When asked about how 

Bridge Loan Network, a leading 

online portal in the asset-based 

lending space, has affected RCN’s 

business model, Jeff Tesch, CEO of 

RCN Capital, touched on how his 

business was actually losing money 

by its inability to keep up with deal 

flow. By utilizing a loan origination 

system, it smoothed their entire 

pipeline and the transition of data 

between teams. This ultimately paid 

dividends for his business.

• Do your homework! Understanding

all of the technology options that

exist on the market and learning

FEATURE 

Utilizing Technology:
STRATEGY, ADOPTION, AND IMPLEMENTATION

By Ian Group, ProDeal

L
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what they offer is the first step on 

the road to adopting new technology. 

Rocky Butani, founder of Private 

Lender Link, described how he put 

this advice into practice: by building 

his knowledge of the market, he has 

not only been able to offer actionable 

advice to his clients about solutions 

that fit their specific needs but also 

leverage that knowledge to position 

Private Lender Link as a source for 

industry peers to seek technology 

solutions. Tim Milazzo, the CEO 

at Stacksource, a platform that 

connects borrowers and commercial 

mortgage lenders, found that his 

research influenced the direction of 

his entire company. “The initial thesis 

behind Stacksource was to become a 

software package for brokers looking 

to add more transparency and 

efficiency to commercial real estate 

lending,” Milazzo said. By gaining a 

better understanding of the market, 

Milazzo ultimately pivoted the 

direction of his company into what 

it is today.

• Success lies in continuous 

improvement. When asked how he

rolled out the utilization of a newly

acquired platform to his company,

Tesch said the key was to gather

internal input from his employees

and to keep them engaged in the

process. While his company has seen

success with their projects, Tesch

indicated that “technology is not

a one-and-done type tool.” Tesch

and his colleagues are still iterating

on it to this day to stay up to date

with changes to improve internal

and external use of their platform.

Similarly, Martorella described how

her use of technology has grown from

basic search functionality in loan

documents to full scale automation.

Incremental steps have ultimately

allowed her and her team to arrive

at complex algorithm as well as

client customizations that would not

have been possible but for their prior

research and development.

• Don’t develop technology on your

own. The overwhelming sentiment

of the panel was against private

lenders developing their own internal

solutions. Milazzo specifically

touched on the difficulties technology

companies have shipping solutions 

to their customers and urged the 

audience to utilize a purpose built 

tool like ProDeal that exists on the 

market today to give firms an edge. 

Tesch echoed the sentiment on the 

panel by referring to developing 

technology as an “extremely difficult 

process.” What made him successful, 

however, was being surrounded by 

a team who knew exactly what to 

build. By understanding the end 

users and being on the front lines in 

the industry, Tesch and his team laid 

the groundwork for their software 

developers.

• Take security very, very

seriously. Although firms are aware

of data security threats, there is a lot

of work to be done to protect their

data. The panel made suggestions

including subscribing to software

updates and urging business leaders

to rethink information security

with a very serious lens. During the

Q&A, ProDeal’s account executive

Chris Smith expanded the security

discussion from the audience by

indicating that although most small

businesses do not believe they are

susceptible to hacks, approximately

55-70% of small businesses wind

up getting hacked at some point.

Want more actionable advice on

information security best practices?

Click here for an article recently in

Geraci’s Originate Report.

ABOUT THE AUTHOR: Ian Group is the Head of Customer 
Success at ProDeal, a high-growth technology company 
focused on securing and automating transactions. Prior to 
joining ProDeal Ian was an associate in the global real estate 
group at Hunton & Williams LLP where he represented 
developers and institutional lenders in large commercial real 
estate transactions. CONTACT: ian@prodeal360.com
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CITIES TO WATCH

A lthough Cleveland may not 

be the largest city in the 

United States – it is the 

52nd largest, in fact – it boasts

being a world-class city “without

the world-class ego.” This hidden

gem, located in the heart of the

Midwest, has a population of over

380,000 people and has earned

several catchy monikers in its

200-something-year existence,

including “the forest city.”

Established in 1796 by surveyors 

of the Connecticut Land Company 

– and named after their leader,

General Moses Cleveland – the

city’s expansion was fueled by

one of the bloodiest conflicts in 

American history, the Civil War. 

The latter part of the 19th century 

saw an influx of immigrants 

from Europe and Ireland, as well 

as an important transportation 

hub between the East Coast and 

Midwest. Cleveland’s proclivity as 

a key player in the iron ore and 

coal industries piqued the interest 

of John D. Rockefeller and served as 

the home of Standard Oil until the 

company’s move to New York City. 

By the turn of the 21st century, 

the city successfully diversified 

its economy and currently acts 

as a hub for healthcare and the 

arts; additionally, this small-but-

mighty Midwest destination is an 

ardent supporter of environmental 

protection, due to its proximity 

to several small and Goliath-sized 

bodies of water alike.

Must-see Locations

Whether you prefer the crack of a 

bat, the snap of a football, or the 

satisfying swoosh created by a last-

second three-pointer, this city has 

you covered in terms of professional 

sports. The Cleveland Browns, 

Indians, and Cavaliers may have 

varying degrees of championship 

banners hanging from the rafters 

of their stadiums, but one thing is 

for sure; you will be hard-pressed 

CLEVELAND,

By Originate Report Staff

CITIES TO WATCH:

OHIO
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CLEVELAND, OH
Economy:

• Major industries: Banking &

finance, healthcare & Bioscience, 

and technology

• Minimum wage: $8.55/hour

• Cost of living: 22.9 percent lower

than the U.S. average

Housing:

• Median household income:

• Median home price: $56,800

• Home price change: 7.4 percent

(one-year change)

• Homeownership: 40.4 percent

(lower than the national average)

• Median rent price: $1,101 (4 percent

one-year increase)

Job Market:

• Forbes List: Best places for business

and careers #128

• Unemployment: 4.3 percent

• Job growth: 1 percent (predicted

ten-year growth of 21.4 percent)

• Loan originator average salary:

$63,875/year

to find another city with as much 

passion for their professional 

sports teams. Along the same lines 

(but experiencing the adrenaline as 

opposed to watching it play out on 

the field,) Cedar Point Amusement 

Park packs a punch with its array 

of well-known rides. Although this 

writer despises the very thought 

of stepping on a roller coaster 

(even the caterpillar-themed one 

for kids,) I can certainly respect 

someone’s decision to strap 

themselves into what I view as a 

mere death trap.

Outside the adrenaline sphere, 

Cleveland’s reputation as a city 

for the arts certainly includes 

experiences for those of us 

without the penchant for sports or 

amusement parks – the Cleveland 

Museum of Art, for example, 

houses thousands of important 

artistic works spanning thousands 

of years. As a mere visitor in the 

presence of such splendor, it is 

impossible not to be transported 

to 19th century France (courtesy 

of Monet’s water lilies,) or the 

counterculture movement of the 

1960s (while studying Warhol’s 

images of Marylin Monroe.)

Nightlife

Because this city is home to the 

Rock & Roll Hall of Fame, it comes 

as no surprise that Cleveland’s 

night scene is home to many 

rockin’ music venues. Happy Dog, 

for example, hosts an incredibly 

eclectic selection of musical acts, 

including punk, rock, and indie 

bands, including a monthly classical 

music jam night. If the bright lights 

of rock groups aren’t for you, the 

cigarette smoke and snapping

(okay, you can’t smoke inside 

anymore but you get the imagery) 

of well-known jazz club Nighttown 

is an irrefutably groovy scene; one 

Cities to Watch: Continues on pg. 30
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of the city’s oldest jazz joints, it has 

landed itself on the top 100 jazz 

venues in the world.

Dining

Home to well-known chefs like 

Iron Chef America winner Michael 

Symon and Michelin-star holder 

Dante Boccuzzi, Cleveland has a 

wide array of culinary selections 

– a wide array, that is, that many

would find surprising given the

comparatively small stature of the

Midwest location. At Chef Symon’s

restaurants, for example, hungry

travelers can find mouth-watering

burgers and “big ass” milkshakes

at Cleveland staple B Spot, and

American fare with a Midwestern

twist at Lola Bistro, a reincarnation 

of Symon’s first eatery.

The flavors do not stop there, 

however. The Midwest has a 

reputation for being the world’s 

beer capital, and Cleveland is 

no exception. By picking up a 

Cleveland Brewery Passport, you 

can not only sample a litany of 

beers but also have the opportunity 

to win free prizes as well. Beer and 

prizes? Doesn’t sound like a bad 

deal.

Attractions 

Far-flung from the multimillion-

dollar superhero and action 

movies that grace the screens 

of most cinemas, the Cleveland 

International Film Fest (or CIFF) 

boasts two weeks of programming 

every spring full of off-beat, 

independent, and niche cinema; 

thousands flock to the city for this 

annual event, which showcases 

a wide breadth of critically-

acclaimed (and sometimes flat-

out wacky) cinema. While these 

films only grace the screen for 

a short time every year, another 

nationally-recognized attraction 

will surely leave your lighters 

waving in the air – after all, this 

city is home to the Rock & Roll Hall 

of Fame. The likes of John Lennon, 

Elvis, Prince, and Chuck Berry 

have been inducted into this must-

visit spot for music lovers, and the 

thoughtfully-constructed museum 

houses countless, priceless musical 

artifacts. Fun fact: the Hall was 

designed by world-renowned 

architect I.M. Pei.

Cities to Watch: Continued from pg. 27

THE MARKETPLACE FOR PRIVATE LENDING & INVESTING

PrivateLenderLink.com is a robust website which connects all players 
in the private/hard money mortgage industry:

• Brokers & Borrowers  Search for Lenders

• Lenders         Connect with Capital Providers

• Lenders         Find Service Providers

• Investors         Discover Investment Opportunities

• Everyone         Learn About Industry Events

NOTE BUYERS

CORRESPONDENTS

TABLE FUNDING

CAPITAL ADVISORS

CAPITAL DIRECTORY

privatelenderlink.com/capital

Private Lender Link, Inc. | 200 Main Street, Suite 200D, Redwood City, CA 94063 | 650-226-4277 | CA DRE Lic. #02057741

Use our platform as a resource to grow your business.
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ogos are just one part of a 

company’s visual identity, 

but they’re usually the part 

that consumers remember most. A 

well-designed logo is immediately 

recognizable, and inspires trust, 

admiration, loyalty, and (implied) 

superiority. Basically, logos are 

used to identify. Its shape, color, 

font and images separate it from 

competitors.

A good logo is supported by a concept 

or meaning, and it communicates a 

message by symbolizing that idea. 

Logos should be able to be printed 

at any size, and should be effective 

and recognizable without color. 

There are two main elements to a 

great logo: concept and execution. 

Learning more about the process 

of creating a logo will help you 

find a designer and work with 

them effectively.

LOGO DESIGN

A lot of work, thought, and creativity 

goes into creating a simple, sleek 

logo. When designing a logo, follow 

a process that ensures the final 

design meets the clients need.

Professional designers typically 

follow this process:

FEATURE FEATURE 

L

The Anatomy of an 
Excellent Logo
By Ramona D’cruz, Geraci Media
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• Creative brief: A questionnaire

or interview with you, their client

to learn about your goals.

• Research: A deep dive into the

industry, its history and their

client’s competitors.

• Reference: Research successful

logo designs and current styles that

relate to the client’s brief. Keep tabs

on trends, but only follow them if it

makes sense. Longevity is key.

• Sketching and conceptualizing:

This is the single most important 

part of the design process. Get 

creative, be inspired and don’t be 

afraid to sketch on paper before 

moving to the computer.

• Reflection: Taking breaks 

throughout the process helps ideas 

mature, renews your excitement 

and brings a fresh perspective.

• Revisions: Whether the designer

is getting instructions from their

client or guiding them to the best

solution, they’ll have to revise and 

improve the logo as necessary.

• Presentation: Designers should

prepare a high-quality presentation

of your best logo designs that shows

the logo in context and helps them

clearly visualize the brand identity.

• Delivery and support: Share

the right files with the client in a

timely manner and provide all the

Anatomy of a Logo: Continues on pg. 34
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support they need.

The 5 Principles of Effective Logo 
Design:

A good logo conveys a company’s 

message in an appropriate, 

practical, unique and simple way. 

As you move through the design 

process, follow the 5 principles of 

logo design will help you make sure 

your logo checks all the boxes:

1. Simple

Simple logos are easily recognizable

and versatile. Good logos have an

unexpected and unique, but not

over-the-top, feature.

2. Memorable

A logo should create a relationship

between a symbol and what is

symbolized. The subject matter of

the logo is not important, as long as

it creates that connection.

3. Timeless

Ask yourself if the logo be effective

down the line. Trends are fun, but

standing out from the crowd is

more important.

4. Versatile

An effective logo can be used

across platforms and applications,

ranging from video and print,

to merchandise and billboards.

For this reason, logos should be

designed in vector format. One

way to design a versatile logo is to

begin designing in black and white.

This lets the designer focus on the 

concept and shape, and ensures the 

logo will look good in its simplest 

form.

5. Appropriate

The overall look and feel of your

logo should be appropriate for its

intended audience. This doesn’t

mean a logo needs to be self-

explanatory, but that it should be

relevant.

What does a good logo cost?

There is no one-size-fits-all for 

logo design. Typically, designers 

will draw up a customized quote for 

each client that considers factors 

like how many logo concepts need 

to be designed, how many revisions 

will be required and how much 

background research they’ll have 

to do.

How do I choose a designer?

There a few things to look out for 

when you’re shopping around for a 

designer. Answering the following 

questions can help you decide if a 

certain designer is the right fit for 

your project:

• How experienced are they? Do

they have examples of past work?

• Have past clients provided

positive testimonials?

• Do they follow a thorough design

process?

• Have they been recognized for

their work through awards or

publishing credits?

• How strong is their portfolio?

• How fast is their design process?

Does their timeline match yours?

• How much will the logo cost?

• Do they belong to any design

associations?

• Do they represent themselves

professionally? Are they

responsive?

• Does the designer ask enough

questions about your business

that you feel comfortable that they

know what you’re looking for?

If you don’t know where to start, 

Geraci Media has an extensive 

portfolio of clients that have used 

our services to create a logo that 

aligns with their company vision 

perfectly. We work with you to 

collaborate on a design that will set 

you apart from the competition and 

make a lasting impression on your 

audience. Reach out today to find 

out more on how Geraci Media can 

help you stand out.

Anatomy of a Logo: Continued from pg. 31
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Geraci media is a national marketing and design agency specializing in brand development 

and growth  strategy for private lenders and real estate professionals, nationwide.

LOGO DESIGN

PITCH DECK

WEBSITE DESIGN 

WEBSITE DEVELOPMENT

COMPANY FLYER 

PR PRESS MATERIAL

CONNECT WITH US!

Ruby Keys | r.keys@geracillp.com | 949.379.2600

EXECUTIONDESIGNEFFICIENCY

HTTPS://GERACIMEDIAGROUP.COM/

Geraci Media is part of the Geraci LLP family of companies encompassing legal, media and consulting. 
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Webinars have grown in popularity in recent years 
and have become an important marketing tool. 
These live web-based seminars can connect you with 
leads from all over the world. They encourage interacti 
by allowing the audience to ask questions orJust how 
benefi cial can a webinar be to your business? Here 
are 7 reasons why webinars are a fantastic marketing 
strategy. Webinars are a cost-eff ective way to extend 
your reach globally. Rather than pay for fl ights and 
hotels to meet with individual leads, you can engage 
with a larger group over their computer screens. 
People from all over the world can attend, providing 
your brand or product with the potential to see huge 
results. This global reach creates networking oppor-
tunities for building relationships and partnerships.
our audience has invested time in registering and lis-
tening to the information you plan to share. They’re 
expecting valuable takeaways from the webinar, 
even something they can put into place at their own 
company. This positions you and your brand as an 
industry leader, or expert.

Webinars can give your audience the chance to ask 
questions and provide feedback. This is valuable be-
cause you can address concerns, reservations, or any 
lingering questions they may have about your train-
ing or product in real-time.

You can customize your presentation to your audi-
ence based on their questions and feedback to keep 
them engaged. Ask them to take an action, such as 
completing a task or answering a question. This will 
increase audience participation and interest.

Include guest speakers, such as industry leaders or 
affiliates, to speak during your webinar. These in-
dividuals should be familiar with your industry and 
value of your product. They will be able to educate 
the audience on the benefits or impact, validating in-
formation you have or will be sharing.

By inviting a guest speaker, you can also increase the 
webinar’s attendance by including your guest’s au-
dience and following. This can grow the number of 
leads you may gain substantially.

5. Results:
Results can be seen quickly from webinars. After 
hosting a webinar you’ll have metrics to measure 

how well it performed. These metrics include the 
number of attendees, number of those registered, 
and total views. The webinar can and should be recorded 
for you, the audience, and affi  liates to share with 
others, growing the results even more. Each time a 
person completes your webinar’s registration form 
they should be considered a new potential lead, 
whether it be for a sale or a potential partnership. 
Webinars adds a personal interaction that videos and 
commercials don’t. Webinars put a face and name 
with your product making you approachable, human, 
and someone they can trust. Educating them on how 
your product can benefi t their company is the fi rst 
step in opening the door to future discussions and 
partnerships. It is essential to show both new and 
established leads how your product or service can 
improve or enhance their workplace. Depending on 
the prospect, the sales process can be slow. Business-
es want to convert a lead into a cusWhile it’s cer-
tainly important to provide useful information and 
tips to your audience, it’s equally important to share 
how your brand or business can help them achieve 
this. How can your product be a solution to their 
problems? Your webinar should show the audience 
the value of your brand. Garnering interest in the 
product and its potential impact is the fi rst step in 
completing a sale.

There are numerous benefi ts to hosting a webinar. 
Though this article only touches on a handful of 
them, it should be clear that webinars are an eff ec-
tive tool for engagement and growth. As you take 
these benefi ts into account, you should begin to 
think how you can use a webinar for lead generation 
and to increase traffi  c, which will yield great results 
for your business. Webinars have grown in popular-
ity in recent years and have become an important 
marketing tool. These live web-based seminars can 
connect you with leads from all over the world. They 
encourage interaction by allowing the audience to 
ask questions or provide feedback in real-time.
Just how beneficial can a webinar be to your busi-
ness? Here are 7 reasons why webinars are a fantas-
tic marketing strategy.

Webinars are a cost-effective way to extend your 
reach globally. Rather than pay for flights and hotels 
to meet with individual leads, you can engage with a 
larger group over their computer screens.

People from all over the world can attend, provid-
ing your brand or product with the potential to see huge

results. This global reach creates networking opportunities 
for building relationships and partnerships. Your audi 
ence has invested time in registering and listening to 
the information you plan to share. They’re expecting 
valuable takeaways from the webinar, even some 
thing they can put into place at their own company. This 
positions you and your brand as an industry lead 
er, or expert. Webinars can give your audience the 
chance to ask questions and provide feedback. This 
is valuable because you can address concerns, reser 
vations, or any lingering questions they may have 
about your training or product in real-time. You can 
customize your presentation to your audience based on 
their questions and feedback to keep them engaged. 
Ask them to take an action, such as completing a task 
or answering a question. This will increase audience 
participation and interest. Include guest speakers, 
such as industry leaders or affi  liates, to speak during 
your webinar. These individuals should be familiar 
with your industry and value of your product. They 
will be able to educate the audience on the benefi ts 
or impact, validating information you have or will 
be sharing. By inviting a guest speaker, you can also 
increase the webinar’s attendance by including your 
guest’s audience and following. This can grow the 
number of leads you may gain substantially. Results 
can be seen quickly from webinars. After hosting a 
webinar you’ll have metrics to measure how well it 
performed. These metrics include the number of at 
tendees, number of those registered, and total views. 
The webinar can and should be recorded for you, the 
audience, and affi  liates to share with others, grow 
ing the results even more. Each time a person com 
pletes your webinar’s registration form they should 
be considered a new potential lead, whether it be for 
a sale or a potential partnership. Webinars adds a 
personal interaction that videos and commercials 
don’t. Webinars put a face and name with your prod 
uct making you approachable, human, and someone 
they can trust. Educating them on how your product 
can benefi t their company is the fi rst step in opening 
the door to future discussions and partnerships. It 
is essential to show both new and established leads 
how your product or service can improve or enhance 
their workplace.Depending on the prospect, the 
sales formation and tips to your audience, it’s equal-
ly important to share how your brand or business 
can help them achieve this. How can your product be 
a solution to their problems? Your webinar should 
show the audience the value of your brand. Garner-
ing interest in the product and its potential impact is 
the first step in completing a sale.There are numer-
ous benefits to hosting a webinar. Though this article 
only touches on a handful of them, it should be clear 
that webinars are an effective tool for engagement 
and growth. As you take these benefits into account, 
you should begin to think how you can use a webi-
nar for lead generation and to increase traffic, which 
will yield great results for your business. Webi-
nars have grown in popularity in recent years and 
have become an important marketing tool. These 
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CONTACT US AT (949) 379-2600

Patch of Land

www.patchofland.com
originations@patchofland.com
(888) 250-2216
Sherman Oaks, CA 91403

Redwood Mortgage Corp.

www.redwoodmortgage.com
RMC@redwoodmartgage.com
(800) 659-6593
San Mateo, CA 94402

Sunset Equity Funding

www.sunsetequityfinding.com
lending@sunsetequitygroup.com
(833) 786-7381
Los Angeles, CA 90010

Zinc Financial Inc. 

www.zincdinancial.com
office@zinc.net
Tom Valentino
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Other Lenders Can't Compete.

5arch is giving the industry something to talk about with some of the 
lowest rates on loans available from a direct lender.

� SFR loans as low as 3.74% / 3.961% APR1

� Multifamily loans as low as 6.75% / 8.847% APR3

� Fix and Flip loans as low as 6.99% / 8.910% APR2

� Ground Up loan as low as 9.25% / 11.150 APR4

Other investors will be wondering how you grew so fast.

Seize the rate today. 
833-488-7399   �   info@5archfunding.com  �   5arch.com/GeraciOct2019

5 Arch Funding Corp./NMLS ID # 1039184. 19800 MacArthur Blvd., Ste. 1150, Irvine, CA 92612; Arizona Mortgage Broker License # 0933148; Oregon Mortgage Lending License Number ML-5475; CA Bur of Real Estate – Real Estate Broker Corporation License #01928500; California loans made or arranged pursuant to a California Finance Lenders 
Law License, # 603K373; Louisiana Loan Broker Notification 43472334F. 5 Arch Funding Corp. makes first lien mortgage loans. In certain states, 5 Arch Funding Corp. only lends to entities. In Nevada, loans are available through 5 Arch Funding Corp.’s business partners; 5 Arch Funding Corp. does not make or arrange loans in Nevada. BorrowBetter 
is the service mark of 5 Arch Funding Corp. 1 3.961% APR is based on a $500,000 loan at an interest rate of 3.74% with a term of 5 years and an origination fee of 1%. Interest-only payments for 59 months and final payment of all principal, remaining interest and fees. 2 8.910% APR is based on a $500,000 loan with a term of one year at an interest 
rate of 6.99% and an origination fee of 2%. Interest-only payments for 11 months, with final payment of all principal, remaining interest and fees. 6.99% rate is based on a loan secured by real property in California; higher rates apply to loans secured by real property in states other than California. 3 8.847% APR is based on a loan of $500,000 with a 
term of one year at an interest rate of 6.75% and an origination fee of 2%. Interest-only payments for 11 months with final payment of all principal, remaining interest and fees. 4 11.150% APR is based on a $500,000 loan with a term of one year at an interest rate of 9.25% and an origination fee of 2%. Interest-only payments for 11 months, with final 

payment of all principal, remaining interest and fees. Terms may vary based on your particular situation.


