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AGENDA

• Welcome- identify common lenders objections.

• Industry Overview: What is currently happening in the CRE marketplace.

• Who is this webinar for( Brokers, Investors, Loan Originators)

• Reframe deals to meet underwriting guidelines  

• Real Case Studies

• Commercial Loan Objections Solutions
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Here is where most deals die and most people walk away.  
Today we’re going to cover something every commercial real estate professional faces — loan objections.

If you’ve ever heard:

•‘The DSCR is too low’

•‘The borrower lacks liquidity’

•‘The property isn’t stabilized’ or property performance

•‘The leverage is too high’

• Borrower’s experience

Then you already know how frustrating this process can be.

But here’s the truth:

Most deals don’t fail because they are bad deals.

They fail because they are structured incorrectly.

Intended for Mortgage/Real Estate Professionals
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MAIN OBJECTIVES OF TODAY’S PRESENTATION

1. Understand what we are saying as Lender

2. Diagnose the true objection

3. Repackage the deal to meet the underwriting guidelines

4. Ask an expert for help.

5. Make the time to quite your mind and gather your thoughts to think 

about solutions. Most of them are at your fingertips.



800.936.6087
Intended for Mortgage/Real Estate Professionals

What  i s  our  pe r spe ct i ve  as a l e nde r ?
T he  j ob i s  si m pl y r i sk m anage m e nt  and t he  f ocus i s  

on f i v e  cor e  m e t r i cs f or  t he  m ost .

1 . T h e  b u s i n e s s  C a s h  f l o w

2 . L o a n  t o  V a l u e

3 . B o r r o w e r ’ s  L i q u i d i t y / B o r r o w e r  S t r e n g t h

4 . B o r r o w e r ’ s  e x p e r i e n c e

5 . P r o p e r t y  S t a b i l i t y  

Intended for Mortgage/Real Estate Professionals
www.LoanStreamCommercial.com
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The Objection Framework

When a lender objects to a deal, Use this simple framework:

Step 1- Diagnose the Real Issue, ask questions such as : what is the real 
reason for the decline? 

Step 2-Adjust the structure- the million dollar question most people don’t 
ask : What do you recommend on how this would work?  What do you think 
would work? 

Step 3- Reduce the lender’s risk- assess amount owed versus the loan 
amount requested and the value? Can your borrower live with a lesser 
loan amount if needed. 

Step 4-Re-present the deal. 
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Case Study # 1- Retail Center Purchase

• Purchase Price:  $5.0 Million 

• Loan Request $4.0 Million

• NOI- $260K

• Required DSCR: 1.25 VS Actual: 1.12 – Lender declines the deal and 90% 
Brokers stop here.  The experienced broker does this:

• Reduces the loan size to meet standards for Retail shopping center, 
owner vs investment.  Negotiates a better rate or reduces the loan 
amount to $3.7 Million and the DSCR increase to 1.27%

• Tip- Learn LTV’s desired by industry- it will save you time.
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Case Study # 2 Liquidity Issue

• Loan Requested is $ 2.5 Million

• Required Liquidity  $250K

• Borrower’s current liquidity $120K

• The lender is worried the borrower can’t survive unexpected issues.

• Solutions: add a partner with liquidity – not switch – add, cross collateralize 
another property which has liquidity ask if you could hold back from the 
proceeds and create a lender reserve account.
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Case Study # 3- Multifamily 

✓Borrower has no experience

✓Below debt Ratio required

✓Solution:  Hire a property manager 

✓Do a seller carry

✓Use a schedule E from seller to show rents

✓Use a bridge lender- we are bridge lenders.
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Case # 4  Complex Case-Law Firm-California

Underwriting basics- Request $6 Million Purchase Price
• Analysis of location and rental demand Vegas- Property
• Evaluation of tenant demographics and income levels.- Projections used.   
• Assessment of property condition and potential for rent growth – 20,000 sqt ft warehouse. 
• Owner use VS Investment- Owner
• Borrower’s experience- Excellent
• Cash Flow of the asset by industry benchmarks. Cash flow failed
• Credit- good credit
• Loan to Value- 100% - that’s correct. 
• Source of funds – Borrowers Business Income
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Built Projections 
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PROCESS RECAP

Credit Issues ████████████████████ (Very High)

Cash Flow (DSCR) ███████████████████ (Very High)

High Leverage ████████████████ (High)

Collateral Weakness █████████████ (Moderate)

Limited History ███████████ (Moderate)

Industry Risk █████████ (Medium)

Incomplete Documentation ███████ (Common but fixable)

Management Concerns ██████ (Lower, but important)
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Fix Strategies to Consider : 

Fix Strategies

If DSCR is too low

• Lower loan amount

• Increase NOI

• Interest-only period

If LTV is too high

• Increase equity

• Seller carryback

• Preferred equity

nditionandorrower's character. By carefully considering these factors, lenders can assess the risk associated with 
the loan and make informed lending decisions.
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Key Points to consider: 

If the borrower lacks liquidity

• Add partner

• Cross collateralize

• Reserve accounts

If the property not stabilized

• Bridge loan

• Lease-up reserve

• Pre-leasing agreements

If borrower lacks experience

• Co-sponsor

• Third-party management

• Smaller loan program ion, underwriting multi-family properties involves 
a thorough evaluation of the property, market conditions, 
property conditions, and the borrower's character. By carefully considering these factors, 
lenders can assess the risk associated with the loan and make informed lending decisions.



800.936.6087
Intended for Mortgage/Real Estate Professionals

Solutions : Income & Cash Flow 

• Income & Cash Flow

• DSCR too low

Solution: reduce loan, increase equity

• Income unstable

Solution: provide trailing 12-month financials

• Short operating history

Solution: use pro-forma underwriting

• Tenant concentration

Solution: diversify or show long-term leases

• Expiring leases

Solution: provide renewal letters

keconditions, property conditions, and the borrower's character. By carefully considering these factors, 
lenders can assess the risk associated with the loan and make informed lending decisions.
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Solutions : Property Issues 

• Property Issues

• High vacancy

Solution: lease-up reserve

• Deferred maintenance

Solution: renovation budget

• Poor property management

Solution: professional manager

• Environmental concerns

Solution: Phase 1 report

• Location risk

Solution: market analysis

• ions, and the borrower's character. By carefully considering these factors, lenders can assess the risk associated 
with the loan and make informed lending decisions.
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Solutions : Borrowers Issues 

• Borrower Issues

• Low liquidity

Solution: add partner

• Weak net worth

Solution: guarantor

• No commercial experience

Solution: co-sponsor

• Credit issues

Solution: alternative lenders

• Overleveraged borrower

Solution: pay down other debt

• ions, and the borrower's character. By carefully considering these factors, lenders can assess the risk associated with the 
loan and make informed lending decisions.



800.936.6087
Intended for Mortgage/Real Estate Professionals

Solutions : Structure Issues

• Structure Issues

• LTV too high

Solution: increase equity

• Loan size too small for lender

Solution: use community bank

• Loan size too large for borrower

Solution: syndication

• Construction risk

Solution: staged funding

• Interest rate risk

Solution: rate cap

• ors, lenders can assess the risk associated with the loan and make informed lending decisions.
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Solutions : Documentation Issues

• Documentation Issues

• Missing financials

Solution: CPA statements

• Appraisal gap

Solution: renegotiate price

• Lease verification issues

Solution: estoppel certificates

• Insurance concerns

Solution: updated coverage

• Incomplete borrower package

Solution: full loan package

• can assess the risk associated with the loan and make informed lending decisions.
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Solutions : Title Issues- Senior Liens

• Title Issues

• Subordinate a senior debt

• See if the Lien is enforceable

• Check the Statue of Limitations for that state

• Borrowers post a bond on disputed title, title insures over it.

• Incomplete borrower package

Solution: full loan package

• assess the risk associated with the loan and make informed lending decisions.
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NEW CONSTRUCTION PROJECTS

• Description of the project

• Have permits been issued

• Construction Budget

• Horizontal Budget- Months to build Horizontal

• Vertical Budget- Months to build Vertical

• Property Value upon completion

• Borrower Experience- # units built in the last 18 and 36 months

• Who is doing the construction-Self or contractor

• What is the Borrower’s Exit Strategy
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YOUR SUBMISSION, BEST TO INCLUDE … 

• Rent Roll or T-12.

• Expenses for the property: taxes, insurance, utilities, management fees, repairs.

• Percentage of occupancy- it’s very important. Maybe the property is fractured.

• Personal Financial Statement if possible.

• Schedule of Real State Debt

• Appraisal if it’s a construction project or a decline from an institutional bank.

• Construction Budget- Horizontal and Vertical Costs
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FINANCING OPTIONS

• What determines the structure of the loan:   The Risk Below:

• Loan to Value, Credit Score, Location, Supply and demand , overall risk. 

• Conventional, Bridge Loans, Participation Loans,  Mezzanine Financing, CMBS.

• Multifamily Financing 3 types of loans, Lowest rates at 1.25%+ DSCR, Below 1.15% middle of 
the road rates, below 1% DSCR- higher rates.  Or maybe a fractured property.

• SBA, Construction Loans. 

• DSCR based on industry Benchmarks.

• Bridge Loans.

• Take out loans to permanent financing.
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MANAGING THE BORROWER RELATIONSHIP

• Building Trust

• Better Understanding of the borrower and their loan scenario request

• Increased pull through by knowing your borrower’s needs and objectives

• Risk Management- understand the objection  and how to mitigate the risk. 

• Enhanced communication- consistent and often- and open. 

• Building your brand with your borrower by building trust. 

• Long term partnerships by pricing right and not killingg the borrower on 1 loan.
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SAMPLE MATRIX

Typical Maximum LTV  and Capitalization Rates

Matrix Multifamily Retail Industrial Hopitality Construction

LTV's Purchase 70%-80% 65%-75 70%-100% 65%-75% 90% LTC

LTV's Ref CO 70%-75% 65%-70% 65%- 70% Varies/ Flagship N/A

Owner Use Not Applicable 65%-100% 70%-100% Yes/No Yes/No

Investment Yes Applicable Yes Yes/No Yes/No

Cap Rate 4%-6% 5%-8% 5%-7% 4%-8% Varies

Debt Yield 5% min Varies Varies Varies VARIES

Reserves 6-9 months 6-9 months 6-9 months Varies Project Based
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QUALITY OF THE ASSET AND WHAT IT MEANS
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KEY TAKE AWAYS

✓The more you know about the what your client’s need 
is the better chances we have to help you.  The Who, 
the What, When and the How and sometimes the 
Why. 

✓Don’t be afraid to ask your borrower’s questions it’s 
for their benefit

✓DSCR- is only one component of any commercial real 
estate loan including multifamily.  
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PROCESS RECAP

• 1st Loan Scenario Worksheet or email.  Property address, credit score, loan amount, type of 
loan, borrowers. CMLO gets back to you asap.   

• We will provide you a quote if we have enough information from you. 

• If your borrower likes the quote, we will send you a broker agreement.

• After the broker agreement is signed, the LOI is released. 

• We open escrow.
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QUESTIONS
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LoanStream, 19000 MacArthur Blvd, Ste 200, Irvine, CA 92612 | Phone: 800.936.6087 | LoanStream Mortgage is a registered DBA of OCMBC, Inc. NMLS ID #2125. Programs and rates are subject to change without notice. Underwriting terms and conditions apply and not all applicants will 
qualify. Turn time estimates are not warranted or guaranteed. Intended for use by real estate and lending professionals only and not for distribution to consumers. OCMBC, Inc. is licensed in the following states that require specific licensing disclosures: AZ (#0909401). CA CFL - Loans made or 
arranged pursuant to the California Financing Law, Licensed by the Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act (#4130724). GA Georgia Residential Mortgage Licensee (#20571). IL MB.6759942 Illinois Department of Financial and 
Professional Regulation, Division of Banking, 100 West Randolph, 9th Floor, Chicago, IL 60601 1-888-473-4858. MA Lender (#ML2125). MO Missouri Mortgage Company License #2125 In-State Office: Missouri In-State Branch License #2396190 3636 S. Geyer Road, Suite 100, Office 134, St. 
Louis, MO 63127. RI Rhode Island Licensed Lender. NJ Licensed by the N.J. Department of Banking and Insurance. VA NMLS ID #2125. Also licensed in AK, AL, AR, CO, CT, DC, DE, FL, HI, IA, ID, IN, KS, KY, LA, MD, ME, MI, MN, MS, MT, NC, ND, NE, NH, NM, NV, OH, OK, OR, PA, SC, SD, TN, TX, UT, 
VT, WA, WI, WV, and WY. Not licensed or conducting business in New York. For more licensing information, visit the Nationwide Multistate Licensing System’s Consumer Access website www.nmlsconsumeraccess.org. Copyright 2026. . 

THANK YOU

8 0 0 . 9 3 6 . 6 0 8 7

LoanSt r e amC omme r ci al . com

www.LSMLounge.com

LoanStreamWholesale.com

(800)760-1833

EZQual@LSMortgage.com

For external use only.

N u b i a  R o c h a ,  V P .  
F o l l o w  m e  o n  L i n k e d I n  @ N u b i a  R o c h a

http://www.lsmlounge.com/
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