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Sometimes even billionaires need to borrow 
money. 

French finance tycoon Ladreit de 
Lacharrière—the 
chief executive of-
ficer of Financière 

Marc de Lacharrière, the parent 
company of Fitch Ratings—scored 
$250 million in debt from J.P. Morgan Chase 
for the $525 million acquisition of 693 Fifth 
Avenue, Commercial Observer Finance can 

first report. 
CBRE’s Shawn Rosenthal and Jason 

Gaccione, an executive vice president and a 
senior vice president, respectively, at 
the brokerage’s Midtown Manhattan 
office, arranged the financing on be-
half of the borrower. The debt from J.P. 
Morgan Chase carries a 10-year term 

and a fixed rate. 

The World Wide Group has secured 
$50 million in permanent financing from 
Hartford Life Insurance Company for 

SkyHouse, a 320-unit 
residential rental tower in 
Raleigh, N.C, according to 

an industry source. The financing closed on 
May 24, and was arranged by The Singer & 
Bassuk Organization. 

The SkyHouse acquisition is World Wide’s 
first foray into the Raleigh market. The de-
veloper purchased the tower for a total price 
of $103 million. The 10,000-square-foot 
property is 90 percent leased and located at 
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MeridianCapital.com

for your trust and confidence 
in engaging Meridian to arrange

$1.2 billion in 
acquisition fi nancing
for your landmark purchase of
1285 Avenue of the Americas
in New York, NY.

THANK 
YOU

AMERICA’S MOST ACTIVE DEBT BROKER

COFW – Thank You RXR - $1.2 Billion – 1285 Ave of Americas – 6-17-16.indd   1 6/16/16   4:11 PM

http://www.meridiancapital.com
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308 South Blount Street in the City Center. 
The base of the building houses retail space, 
including a restaurant along with a yet-to-
open market place and a coffeehouse.

The transaction is the fourth to be bro-
kered by SBO on behalf of World Wide since 
December 2015—SkyHouse brings the total 
amount of debt arranged to $300 million. 
“Over the past six months, World Wide has 
added a diverse mix of residential properties to 
our growing portfolio,” David Lowenfeld, the 
chief operating officer of World Wide Group, 
said in prepared remarks. “Long-term, fixed-
rate financing is a vital component to our long-
term business strategy.” 

The second most recently closed deal was 

a $32 million loan provided by German bank 
Helaba for Luna Crescent, a 124-unit res-
idential building located at 42-15 Crescent 
Street in Long Island City, Queens. World 
Wide purchased the property for $73 million 
in March. The building includes 7,500 square 
feet of ground-floor retail space. 

Luna Crescent was World Wide’s second 
LIC acquisition. The developer also closed 
$165 million in permanent financing from 
Natixis Real Estate Capital in December 
2015 for QLIC, a 421-unit ground-up devel-
opment located at 41-42 24th Street, across 
Queens Plaza from Luna Crescent. The build-
ing features 28,000 square feet of amenities, 
including an outdoor swimming pool, outdoor 
barbeques with picnic areas, a fitness center, 
parking, and a bike room. 

Lastly, 110 Green Street in Greenpoint, 
Brooklyn, was acquired by World Wide for a 
$103 million from Meadow Partners, and was 
the first residential transaction to exceed $100 
million in the gentrifying neighborhood. The 
borrower got $50 million in permanent financ-
ing for the 185,000-square-foot, 130-apartment 
property from  AXA Equitable Life, which 
closed in January. 

“Building on our 25-year relationship, 
it has been an honor to work hand-in-
hand with a great name in ownership such 
as World Wide Group to deliver sound fi-
nancing for their noteworthy properties 
that extend beyond Manhattan’s bound-
aries,” Andrew Singer, the chairman and 
the CEO of SBO, said via a spokeswoman. 
—Cathy Cunningham

“The financing markets truly embraced this 
trophy building, the prime Fifth Avenue lo-
cation and the strong overseas buyer and its 
commitment to the asset,” Rosenthal said in 
prepared remarks provided to COF. “CBRE was 
able to quickly and effectively cover the broad 
financing markets including balance sheet and 
CMBS lenders and, within a short 30-day pe-
riod, deliver the buyer a long-term financing 

solution at a historically low interest rate.”
In early May, Commercial Observer first re-

ported that Joseph Sitt’s Thor Equities was 
selling the 20-story, 105,422-square-foot office 
between East 54th and East 55th Streets in an 
off-market deal to a non-traditional develop-
er. On June 10, the deal closed and Real Estate 
Alert revealed the identity of the buyer. 

Thor saw a significant upsell on the proper-
ty, having bought it for $142.5 million in 2010, 
making the recent price tag more than three 
times the firm’s original purchase price. In 

2013, Valentino took the 19,600-square-foot 
anchor retail space in the building for $3,000 
per square foot. Last summer, London-based 
Carpenters Workshop Gallery leased 5,300 
square feet of gallery space on the building’s top 
two floors, as CO previously reported. Architect 
David Chipperfield designed the retail space. 

A spokeswoman for the bank did not re-
spond to a request for comment. A represen-
tative for Financière Marc de Lacharrière 
could not be reached.   
—Danielle Balbi 

World Wide... continued from page 1

SkyHouse in Raleigh, N.C.

J.P.Morgan Chase... continued from page 1
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When opportunity knocks, 
answer with certainty. 

At Chase, we consistently deliver straightforward, competitively priced 

multifamily and commercial property loans with certainty of execution 

from the day you inquire to the day you close. 

Call today!
(866) 548-4070 or visit www.chase.com/mfl -newyork 

COMMERCIAL TERM LENDING

28 UNIT MIXED USE
Manhattan
$12,500,000
7-year Hybrid
Refi nance

RETAIL
Manhattan
$16,000,000
10-year Fixed
Refi nance

59 UNIT APARTMENT
Brooklyn
$4,500,000
7-year Hybrid
Refi nance

25 UNIT APARTMENT
Bronx
$3,500,000
3-year Hybrid
Refi nance

10 UNIT APARTMENT 
Brooklyn
$2,000,000
5-year Hybrid
Refi nance

8 UNIT APARTMENT 
Queens
$1,100,000
ARM
Refi nance

101 UNIT APARTMENT
Brooklyn
$10,500,000
7-year Hybrid
Refi nance 

42 UNIT APARTMENT
Manhattan
$5,500,000
5-year Hybrid
Refi nance

RETAIL
Brooklyn
$5,750,000
5-year Fixed
Refi nance

16 UNIT APARTMENT 
Queens
$2,200,000
3-year Fixed
Purchase

MIXED USE
Brooklyn
$3,500,000
7-year Fixed
Refi nance

12 UNIT APARTMENT
Bronx
$500,000
5-year Hybrid 
Refi nance

Credit is subject to approval. Rates and programs are subject to change; certain restrictions apply. ©2016 JPMorgan Chase & Co. All rights reserved. Chase is a marketing name for certain 
businesses of  JPMorgan Chase & Co. and JPMorgan Chase Bank, N.A., Member FDIC. 210887

http://www.chase.com/mfl-newyork
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Turtle Bay Towers at 310 East 46th Street.

M a n h a tt a n - b a s e d  F i r st S e r v i c e 
Residential, formerly Cooper Square 
Realty, has landed a $32 million Freddie 
Mac-secured mortgage from Capital One for 
a 338-unit cooperative building at 310 East 
46th Street, according to city records. 

FirstService, the management company for 
Turtle Bay Towers, is listed as the borrow-
er in property records. The debt will be used 
for future capital improvements and repairs, 
according to a source with intimate knowl-
edge of the transaction. The financing carries 
a fixed rate and a 15-year term. 

Jonathan Smith, a vice president in 
Capital One’s commercial real estate group, 
took the lead on the origination. A spokesman 

for the bank declined to comment on the deal. 
The 26-story, 253,256-square-foot tower, 

between First and Second Avenues, was 
originally constructed as a commercial 
building in 1929 and has been occupied 
by a range of tenants, from the American 
Community School of Beirut to a print-
ing plant, until 1974, according to the prop-
erty’s website. After a gas explosion in 1974, 
the property was vacated and needed re-
pairs. The Elghanayan family purchased the 
building in 1975 from the Brause family, city 
records show, and completed a residential 
conversion in 1979.

The property housed rentals until 1988, 
when it was converted into a co-op. TF 

Cornerstone, led by K. Thomas and 
Frederick Elghanayan, still owns the 
1,600-square-foot retail on the ground floor 
of the building.  

There are currently two units under con-
tract in the building—an 1,100-square-
foot two-bedroom and a 1,040-square-foot 
two-bedroom, selling for $1.2 million and 
$1.3 million, respectively, according to 
StreetEasy.

The building has an independently operat-
ed garage on East 46th Street, a roof deck and 
storage spaces available for rent. 

A representative for FirstService 
did not respond to a call for comment. 
—D.B.

Historic Co-op Turtle Bay Towers Gets 
$32M Capital One Loan

COMMERCIALOBSERVER.COM
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When Commercial Observer went to CRE 
Finance Council’s annual conference in 
Miami six months ago, industry folks ex-
pressed concerns about navigating regu-
latory waters and ensuring profitability 
during a time of widened commercial mort-
gage-backed securities pricing and pull-back 
in the market. At this week’s three-day confer-
ence, at the New York Marriott Marquis in 
Times Square, panelists and attendees alike 
focused discussions on where they were carv-
ing out opportunities in the changing market, 
though there is certainly more opportunity 
for some than others.

Private equity firms and other alternative 
lenders especially were feeling optimistic, as 

risk retention will be making its official en-
trance into the CMBS market on Dec. 24. 

“Both increased regulation and the general 
tightening of credit in what fits in the CMBS 
box and what fits in bank balance sheets has 
created a huge opportunity for us,” said one 
private-label CMBS originator on a panel 
about alternative lending. (CREFC does 
not allow panelists to be directly quoted by 
media.) “I feel like there’s a huge opportuni-
ty in that space to continue to deploy capital 
but I would say it’s definitely a competitive 
environment.” 

One banker on a panel about the wall of ma-
turities referred to a roughly $8 billion sample 
size of conduits which were paid off this year, 

65 to 70 percent of which were refinanced 
using debt from banks or life companies, 
while only CMBS shops lent on 20 percent of 
the pie. The panelist added that there were es-
timates that life companies would close more 
in deal volume than CMBS originators. 

The upside, he said, is that in this cycle, bor-
rowers have been more proactive in reaching 
out to their lenders before they “hit a brick 
wall.”

Another panelist chimed in, challenging the 
notion that life companies would outdo CMBS 
this year, merely because of their tendency to 
provide funds for high-quality assets in more 
institutional markets. 

But opportunity isn’t just arising out of 

CREFC 2016: Finding the Silver Lining
Attendees at the Industry Leaders Roundtable.

CRE Finance Council’s Annual Conference June 13 to 15
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Greta Guggenheim of TPG Capital. Jack Cohen of Cohen Financial.

CMBS shops having trouble taking out their 
own loans. The private-label CMBS originator 
said that his firm was looking into becoming 
a B-piece buyer once risk retention kicks in.

“It’s a huge market opportunity and we 
think that for a platform like ours with flex-
ible, long-term capital as well as a real boots-
on-the-ground, [we] can go out and source 
product, see it, underwrite it and close it,” the 
individual said. (As a result of risk retention, 
investment banks have given B-piece buyers 
increasing control over a deal as a means to 

avoid retaining risk.)
Lenders are staying balanced though, and 

across several discussions industry experts 
agreed that there was a definite slowdown in 
construction lending because it is “late in the 
cycle,” and hotels in particular have been less 
and less attractive. And many folks agreed that 
they were sticking to core markets and lend-
ing on “what you believe has intrinsic value” 
to withstand a recession—though one panel-
ist expected a downturn to be at least two to 
three years out.

In the discussion about alternative lend-
ing, every panelist agreed that being in the 
debt market was the right place to be, espe-
cially given the low-interest rate environment 
driving up demand.

“People want to put a significant amount of 
money to work,” one individual said. “People 
want to access large platforms that can go out 
and deploy a business strategy, [and people 
want] do it with a narrower group of people. 
It’s part of the flow of capital into the commer-
cial real estate debt space.”—D.B. 

(From left to right) Jack Taylor of River Capital Management, Chris Milner of Cantor Commercial Real Estate and Kent Born of PPM America at a roundtable discussion. 
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http://www.emeraldcreekcapital.com
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Between interest rate uncertainty, fears 
that foreign buyers may pull back from the 
U.S., troubles in the oil market and a range 
of other macroeconomic issues, real estate 
managers are figuring out new ways to play 
it safe while still achieving their investment 
objectives. Panelists at IMN’s 17th Annual 
Real Estate Opportunity & Private Funds 
Investing Forum discussed how they are po-
sitioning their firms to take advantage of the 
uncertainty in today’s market. 

Simply put, “question everything, as-
sume nothing,” advised David McLain, 
the chief operating officer and principal at 
Palisades Financial, discussing his strategy 
for playing defense on an investment port-
folio. McLain recommended beginning any 
transaction with a good basis and solid un-
derwriting , followed by very close monitor-
ing of that investment. 

“You have to think of ways to chase yield, 
but also look at the risk side. It takes a lot 
more capital to get in deals these days,” said 
Philip Cyburt, the chief executive officer 
at L.A.-based Laurus Corporation, who 
advised on Lehman Brother’s bankrupt-
cy proceedings while at Alvarez & Marsal 
and experienced the market carnage in that 
period as well as other cycles. The defense 
mechanism Cyburt recommends is making 
sure that liquidity is in place. “It’s the big 
thing right now as deleveraging continues,” 
he said. 

Any change on the capital side is very 
important to monitor, especially in think-
ing about any potential fluctuations in the 

availability of debt or equity over the next 
few years, said Bill Maher, the head of re-
search and strategy at LaSalle Investment 
Management. As one tactic, LaSalle is look-
ing towards preferred and mezzanine posi-
tions instead of being straight-up equity 
partners, said Maher. 

Jeff Olin, the president, chief executive 
officer and co-portfolio manager at Toronto-
based Vision Capital Corporation, said 
that his firm plays defense every day and all 
year long by taking advantage of inefficien-
cies in publicly-traded real estate securities. 
“If you can underwrite the value of the real 
estate and compare it to the value of securi-
ties, not only can you buy real estate cheaper 
in the stock markets, you can look at best-of-
breed management, corporate governance, 
transparency and liquidity,” he said. 

LCN Capital Partners has just finished 
raising a new $1 billion fund, and panelist  
Brian Caldwell, a co-founder and a man-
aging partner at the company, sees volatili-
ty in the market as opportunity. As  a hybrid 
player, the value can  actually be found in the 
credit as opposed to the real estate, he said.

In term of workout strategy, McLain de-
scribed the current market as “very heady.” 
He went on to describe a ramp-up in pricing, 
sales being way off from last year and undis-
ciplined investments occurring, but noted 
that there is more discipline in the market 
during this cycle of  volatility than in pre-
vious cycles. “The financing market hasn’t 
opened its purse strings like it did in the 
past,” he said. 

A fundamental shift that Cyburt has no-
ticed is lender groups shoring up asset man-
agement and become very principal-centric 
with regard to their platforms. He lament-
ed that hurdles on the regulatory side have 
jammed up the market, preventing any kind 
of gross domestic product growth and caus-
ing problems for companies that are trying 
to grow their business lines. 

McLain said that for opportunity funds 
such as his, which use portfolio debt to en-
hance overall yield, being disciplined and 
watching where the markets are moving is 
critical. “During the last cycle in 2007, we 
paid down our portfolio debt. A lot of funds 
like ours lost sight of that portfolio debt and 
then when the market turned they not only 
had debt on their properties, they had an 
overall loan on their fund that they couldn’t 
service.” 

Going forward, Cyburt recommended 
doing what others aren’t doing. He believes  
that capital should be invested where the 
larger capital isn’t, such as ground-up mul-
tifamily development, which has been essen-
tially cut off by larger providers of capital due 
to the market stress on multifamily. “There 
are pockets of opportunity, but you have to 
be nimble,” he said. 

Olin said that volatility can actually be 
your friend, because “dumb people make 
dumb decisions for wrong or forced rea-
sons,” and that is where the opportunity may 
be found. Cyburt echoed this sentiment, say-
ing “The threat is the opportunity for us.”
—C.C.

Playing Defense: Market Participants Talk Tactics

IMN Real Estate Opportunity & Private Funds Investing Forum June 13 to 14
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Understanding what’s important. At M&T, we know that growing and maintaining strong relationships 

with our customers truly matters. This is how our experienced origination, underwriting and asset 

management teams provide financing solutions that meet each borrower’s unique needs. And our 

customers like the way we do business. We’re proud that 75% of our new business comes from repeat 

borrowers. Find out how you can become one of them.

Matthew Petrula 
212-350-2024

Brooke Cianfichi 
212-350-2472

Based on internal customer data. All loans and all terms referenced herein are subject to receipt of a complete application, credit approval and other conditions.  ©2015 M&T Bank. Member FDIC. CS7531 (1/15)

$50,000,000 
Flatiron  
Office Refinance

$70,000,000 
Flatiron  
Office Redevelopment

$123,000,000 
Greenwich Village  
Luxury Condo Development  

$105,000,000 
Long Island City  
Residential Development

Building relationships  
is important.
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Ridgewood Savings Bank has made 
two senior additions to its leadership 
team—Kenneth Ceonzo is now the chief 
financial officer and Carlos Sanchez is 
the chief banking officer. 

Prior to joining Ridgewood, Ceonzo 
was with Dime Savings Bank of 
Williamsburgh for more than 20 years, 
where he served as a vice president of finan-
cial reporting and investor relations at the  
Securities and Exchange Commission. 
Prior to his time at Dime, Ceonzo worked at 
Deloitte & Touche, where he was responsi-
ble for auditing financial institutions. 

Sanchez joins Ridgewood from Popular 
Community Bank, where he oversaw a 
branch network similar in size to that 
of Ridgewood’s. Before that, Sanchez 
was the director of retail banking at 
Amalgamated Bank.  

“We are honored to welcome Kenneth 
Ceonzo and Carlos Sanchez to our team,” 
Peter Boger, the chairman, president, 

and chief executive officer of Ridgewood, 
said in prepared remarks. “I believe that 
these outstanding professionals will bring 

excellent financial leadership and the ben-
efit of their years of experience to better 
serve our customers.”—C.C.

Ridgewood Boosts Leadership  
Team With New CFO and CBO 

Kenneth Ceonzo. Carlos Sanchez.

Herrick Feinstein Snags Fund-
Focused Partner and Co-Chair

Herrick Feinstein has hired Stephen 
Jacobs as a partner and a co-chair of the 
firm’s corporate department. Jacobs will 
work with Herrick’s real estate group and 
help its clients to form debt, equity and 
opportunity funds, as well as advise on 
regulatory matters. 

Jacobs started on June 1 and will run 
the corporate department alongside 
Stephen Brodie. This division of the 
firm advises clients such as private eq-
uity firms, hedge funds and institutional 
investors. 

Prior to joining Herrick, Jacobs 
served as the chief operating officer, 
the general counsel and the chief com-
pliance officer at Spectrum Group 
Management, a real estate and dis-
tressed credit hedge and private equity 
funds. Jacobs joined Spectrum in 2008 

and helped the fund originate and pur-
chase more than $250 million in com-
mercial real estate debt across the U.S. 
Stephen will continue in these roles at 
Spectrum, in addition to his role as co-
chair at Herrick. 

“Stephen’s arrival significantly bol-
sters our fund formation, regulatory and 
transactional capabilities for private in-
vestment funds and our broader corpo-
rate practice,” said Irwin Kishner, the 
chairman of Herrick’s executive commit-
tee. “Our clients will also benefit from 
Stephen’s insights on the legal services 
market, drawn from his nearly 30 years 
of experience on both sides of the attor-
ney-client relationship.” 

Prior to Spectrum, Jacobs was a corpo-
rate partner at Kramer Levin Naftalis & 
Frankel, where he advised private equity 
and hedge fund managers that are active 
in commercial real estate.—C.C.

Workforce

Stephen Jacobs.
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“The Trepp commercial mortgage-backed securities delinquency rate inched up again in May,” said Sean Barrie, 
an analyst at Trepp. “It was the third straight month that the rate has crept higher following two large decreases in 
January and February. The delinquency rate for U.S. commercial real estate loans in CMBS was 4.35 percent last 
month, an increase of 12 basis points from April. The rate is 105 basis points lower than the year-ago level and 82 
basis points lower since the beginning of the year. The all-time high was 10.34 percent in July 2012. The percentage of 
loans seriously delinquent (60-plus days delinquent, in foreclosure, real estate-owned or non-performing balloons) 
was 4.24 percent in May, up 11 basis points for the month.”

Source: 

The Takeaway

     CMBS Delinquencies Trend Up Over Three-Month Stretch

May 2015                5.40

June 2015                  5.45

July 2015                5.42

August 2015                  5.45

September 2015            5.28

October 2015                     5.23

November 2015                   5.13

December 2015                   5.17

January 2016                   4.35

February 2016          4.15

March 2016              4.22

April 2016               4.23

May 2016                    4.35

Delinquency Rate by Property Type

CMBS Delinquency Rate

Industrial Lodging Multifamily Office Retail

May 2016 5.72 2.96 2.36 5.51 5.36

April 2016 5.95 2.87 2.32 5.30 5.20

March 2016 5.91 2.76 2.34 5.23 5.33

February 2016 5.86 2.60 2.37 4.98 5.47

November 2015 5.99 2.75 8.15 5.73 5.64

May 2015 7.50 3.80 8.62 5.93 5.43
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                               Productions of New York Real Estate TV 

           

 

 

     

                           

          

         

“The Stoler Report-Real Estate & 
Business Trends in the tri-state region”    
www.thestolerreport.com   now  in its 
12th season is a weekly panel discussion 
featuring real estate and business  
leaders.    

w 

 

 

           
 

“The Stoler Report-NY’s Business Report” 
Celebrating 15th season 
 

      
 

        
 
Building New York-NY Stories with 
Michael Stoler profiles lives of 
individuals. The show is celebrating its 
11th season  

 
The Stoler Report & Building New York: NY Stories 

 
Now air in  

New York City on CUNY TV 
East Hampton & Montauk on WEGTV 

Drexel University TV, Ocean County Community 
College TV, Bergen County Com College Torch TV 

White Plains Community Media, Rye TV,             
Rye Brook TV, Rochester Community TV TV,  

PATV Great Neck/Northshore, Larchmont-LMCTV 
 GCTV Greenwich, NHTV in Connecticut 

Channel 8 Putnam, Panda 23 Dutchess County 
Oradell TV, Plainfield TV,  

www.thestolerreport.com  
                     www.buildingnewyork.nyc   

 www.michaelstolertelevision.com 
                              www.itunes.com 

www.youtube.com 
www.cuny.tv 

 
All past broadcasts can be viewed on 

 “The Stoler Report App”  
 

           

 

        

            

These broadcasts air on more than 22  educational, university, 
community & public access stations in NY, NJ, Conn & Pennsylvania. 

The Stoler Report-New York’s Business Report  airs  in NYC  on CUNY TV.  
Broadcast debuts on Tuesday 2 AM, & 11 PM, Wednesday, 8:30 AM, 2:30 
PM & 10:30 PM, Friday, 5:30 AM, Saturday 12 Midnight & Sunday 10:30 
AM. Building New York-NY Life Stories airs 8  in NYC on CUNY TV. 
Broadcast debuts on Monday 10:30 AM, 4:30 PM & 10:30 PM, 
Wednesday at 5:30 AM, Thursday at 11:30 PM, Saturday 12 Noon, Sunday 
at 12:30 AM & 10:30 AM.   

 Hosted by Michael Stoler, President of New York Real Estate TV, LLC,  
Mgr. Dir. At  Madison Realty Capital, commentator 1010 WINS AM. 

 

http://www.thestolerreport.com
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Q+A

Commercial Observer Finance: How 
did you get into the business?

Rosenberg: Greystone was founded by 
my father in Atlanta, so the talk around the 
dinner table was always about transactions 
and interesting initiatives that were happen-
ing. [My brother and I] got a mini-MBA just 
over the weekends. I went to University of 
Pennsylvania for college—I did an internship 
at a commercial mortgage-backed securities 
shop while I was there and really liked it. 
After college, [in 2003], I came to Greystone 
to work in the real estate division, started as 
an analyst and moved into sales after about 
a year. I think I was here for four years, and 
then I wanted to get some more affordable 
housing financing expertise, so I went to an-
other firm called Red Stone Partners for two 
years and then came back here to start a sales 
team with my brother, Donny [Rosenberg], 
who was starting at the same time. We grew 
that sales team, and over the next five years 
we closed about $3 billion in transactions. 

How have your responsibilities 
changed since you assumed your cur-
rent role?

Moving into this position from sales—
and I was doing sales for 11 years before—
gave me a totally different perspective on 
the business and enabled me to see oppor-
tunities for growth and areas to distinguish 
ourselves from the competition. One thing 
I recognized was that so much of the world 
has changed just over the last five years—
in commercial real estate finance in gener-
al and certainly with FHA. I believe that we 
can create a product and process that is just 
a lot more user-friendly and a lot faster, so 
what we’ve really been focused on is refining 
our processes and investing in technology, 
with the overarching goal of being the eas-
iest lender in the country to work with and 
the easiest lender in the country to work for. 

Just over the last 18 months we were able 
to take our underwriting time from 120 to 
150 days down to 60. We created our own 
proprietary deal management and under-
writing software to automate more of the 
process and [made it] accessible on a cloud so 
that you don’t have to be plugged in to keep 
a deal moving forward. We also created a cli-
ent-facing app, which enables the client to 

very easily upload documents, see where they are 
in the process, and we’re going to keep building 
on that with every step. 

What feedback are you getting from cli-
ents and employees? 

First of all, I think we’re unique in the in-
dustry in that we created a dedicated technol-
ogy group in the FHA platform. The reason we 
did that was because we wanted the develop-
ment of these technologies to really take into 
account the needs of the team and the needs 
of our clients. The only way to do that is to be 
in the weeds with them as it’s being designed. 
Every step was designed with direct feedback 
from our underwriters, project managers and 
clients. The nice thing is that when we did 
launch [the software], people saw their finger-
prints on it. That’s really helped because we 
built exactly what people were asking for. As 
a foundation, we think that’s great, and we’re 
not stopping there.

What’s the average deal size within your 
FHA lending platform? 

The average loan size across our pipeline is 
about $15 million. The new construction proj-
ects tend to be larger because it’s just more ex-
pensive to build. In terms of our production, we 
did about $1.35 billion in 2014, $1.25 billion last 
year and this year we expect to be about flat to 
last year. In terms of our current pipeline, we’ve 
got about $2.5 billion in various stages of under-
writing through closing. With FHA, there is a 
longer lead time to closing these deals, so some of 
that business will roll over in 2017. But the pipe-
line is pretty robust right now. 

Mordecai Rosenberg 
Executive Vice President, Managing Director  
and Head of FHA Lending at Greystone

Mordecai Rosenberg.
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