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How Lenders Can Thrive

Beyond Rate Cycles

The End of the Rate Cycle Era and Why Future-Proof
Models Matter Now More than Ever

For decades, mortgage success relied on two “Rs": Rates and
Refinances. When rates dropped, pipelines filled. When rates
rose, pipelines emptied. But today’'s market has broken that
rhythm. New streams of capital, evolving borrower behavior,

and a persistent housing shortage have exposed a deeper truth:
long-term growth now depends on a new customer audience,
not rate cycles.

Since the end of the COVID-era, fluctuating interest rates

have sidelined millions of would-be homebuyers. Meanwhile,
homeowners who refinanced at historic lows are staying put,
locking up inventory with 2-3% mortgage rates. Yet beneath this
stagnation lies a massive opportunity—one driven by the real
estate investor.

Nearly half of all U.S. homes were built before 1980; and in many
metro areas, a significant share predates the 1950s. Aging
inventory and limited new construction have created both a
problem and an opening: a nation full of dinged up properties in
need of revitalization. That's where investors step in and lenders
can thrive. The real estate investment market, powered by buyers
who acquire, rehab, rent, and resell, has remained resilient,
adaptive, and profitable. For lenders watching their traditional
pipelines shrink, shifting their focus to real estate investors and
private money offers a stable and repeatable source of business.

A The Market Shift: Where the Volume Went

INVESTOR

PURCHASES - Mortgage rates climbed to an average of 6.7% in 2023, peaking above 7.5% in 2024,
accounted for the highest in over 20 years (Freddie Mac, 2025).

U.S. home sales volume fell 19% year-over-year in 2023 and remained sluggish
through 2024 (NAR, 2025).

of all home - Refinance applications dropped by 85% compared to pre-2022 levels (MBA, 2024).
sales in 2024, - Average loan volume per originator is down nearly 40% from the pandemic peak.
with top

markets While primary mortgage demand plummeted, real estate investors kept buying.
exceeding Investor purchases accounted for 18-20% of all home sales in 2024—according to
CorelLogic—the highest investor share on record. In cities such as Phoenix, Atlanta,
and Dallas, the figure exceeded 25%. This shift signals a fundamental truth: the next
growth wave in lending belongs to those who serve investors.

Between 2023-2025, the lending landscape transformed dramatically:
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Private Money’'s Moment: How Non-Bank Capital
Became the Traditional Lender’s Best Ally

With traditional pipelines operating at the swing of a pendulum,
success often depends on timing. Catching borrowers when rates
dip or trying to be the first one in line when they're ready to move,
these pendulum swing opportunities typically come once every few
years. But for brokers who widen their audience to serve real estate
investors, that cycle looks completely different.

A New Era of Mortgage: Wall Street Funding Main Street

Originally coined “hard money”—a corner of real estate lending known for its short-term, high-cost loans
with handshake underwriting and limited oversight—hard money lenders were once seen as a last-resort
financing option operating on the fringes of the mortgage industry rather than within it. But over time, the
needs of the market and the quality of capital have evolved into a bona fide institutional asset class.

Over the past several years, major capital players—private equity funds, REITs, and even Wall Street banks—
have poured billions into private real estate lending, seeking stable, collateral-backed yields in an otherwise
volatile market.

This evolution demanded a clear break from the old “hard money” identity. Today's version is Institutional
Private Money Lending, or simply Private Lending, a modern business purpose financing model built on
transparency, compliance, and scalability. What was once a fringe alternative has become one of the most
reliable and rapidly maturing segments of the mortgage ecosystem.

What Really Is Private Money—and Why It Works

Private money lending refers to non-bank, real estate-secured
financing—loans made by private capital sources instead of depository
institutions. These lenders prioritize the asset and the opportunity
over strict income or credit formulas. That flexibility makes them

ideal partners for real-estate investors who need to move fast, fund
renovations, or refinance rental portfolios.

Here's why it works: private lenders are built for real estate investors.
From short-term fix and flip or new construction to long-term

DSCR strategies, these types of loans fuel housing supply over
homeownership. Through market shifts we've seen rate-dependent
lending go dormant while investor lending kept capital circulating and
became a lifeline for conventional brokers willing to diversify.
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How Opportunities are Emerging
for Those Positioned Correctly

1. Investors Borrow More Frequently

While a traditional homeowner may refinance
every 5-7 years, the average real estate investor
finances multiple properties each year. This
cycle creates repeat business and ongoing
lending opportunities.

2. Market Resilience Through Volatility

Even amid high rates, investors remain active.
Many shifted focus from flipping to build-to-rent,
rehab-to-rent, and long-term holding strategies.
According to ATTOM Data (2025), the average
total U.S. real estate investor transaction volume
exceeded $47 billion.

3. Shorter Cycles and Higher Velocity

BORROWER’'S

Average Mortgages Average Mortgages

Over 4 Years Over 4 Years
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Investment loans (especially for acquisition and rehab) turn over faster, typically within 6-12 months. That
means more loans per borrower, faster repayment cycles, and recurring originations for lenders who serve

this segment effectively.
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Future-Proof Your Lending Business:
What Comes Next

Refi booms come and go. But
the most successful lenders
have learned one critical truth:
you can’t control the market—
only how you adapt to it.

As we move into 2026, adaptation means rethinking
who your ideal customer really is. The borrowers
fueling the next era of mortgage lending aren't
waiting for rates to drop—they're out there today,
buying, building, and scaling. They're the real estate
investors driving America’s housing supply, and they
need brokers who understand their world.

William J. Tessar
President & CEO
CV3 Financial Services

Partner with the Right Capital Source

At CV3 Financial Services, we believe that success in real estate investing extends
far beyond rates and terms—it's about building enduring partnerships that create
stability, insight, and opportunity. Since our inception, CV3 has been committed to
providing more than funding; we bring strategic guidance, reliable execution, and a
deep understanding of the market forces shaping our industry.

Today's lending environment is evolving rapidly. The chessboard looks different
than it did a few years ago—some lenders have pulled back, others have exited
entirely—but our commitment to partnership remains unwavering. We understand
that brokers and investors need more than transactional capital; they need a capital
source that sees the full picture, anticipates shifts, and supports long-term growth.

At CV3, we take pride in being that partner. Through market cycles and changing
conditions, we've stood alongside our clients—providing consistent funding,
transparent communication, and strategic alignment that goes beyond the deal
itself. As you consider your next move, align with a capital partner who plays for
more than the moment. Partner with CV3 Financial Services—the lender that
invests in your success as much as you do.
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(844) CV3-0001 | www.CV3financial.com Let's Grow Your Business, Together.

Lending In: AK, AL, AR, AZ, CA, CO, CT, DE, FL, GA, HI, IA, ID, IL, IN, KS, KY, LA, MD, MA, ME, M|, MN, MO, MS, MT, NC, NE, NH, NJ, NM, NV,
OH, OK, OR, PA, RI, SC, TN, TX, UT, VA, VT, WA, WI, WV, WY, and the District of Columbia.

NMLS ID #2478266. For more licensing information visit https:/nmisconsumeraccess.org. Loans made or arranged pursuant to California Finance Lenders Law License
60DBO-183355. AZ Mortgage Banker License #1047792, FL Mortgage Banker License #MLD2457, Idaho MBL-2082478266, MN license #MN-MO-2478266, NV Mortgage
Company License #5858, OR Mortgage License #2478266, UT Mortgage Entity License #13576219, VT CLL-2478266. This is not a commitment to lend. All offers of credit
FENDER  are subject to due diligence, underwriting and approval. Not all borrowers will qualify and not all borrowers that qualify will receive the lowest rate or best terms. Actual
rates and terms depend on a variety of factors and restrictions may apply. CV3 Financial Services, LLC reserves the right to amend rates and guidelines without notice.
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