
Working Both Sides of the Purchase Contract
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Finding the Hidden Gold in Each Purchase & Sales Contract
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Who We Are

Established 
in 2008

Corporate 
Office in Irvine, 
California

Operations 
Teams through 
the U.S. Management 

Team of Non-QM 
Product Industry 
Veterans



Who We Are
We are a Lender you can Trust!

• Seasoned staff in non-QM lending​
• Flexible underwriting​
• Assistance with structuring loans



Nationwide Non-QM Lender

What We Do

The AHL Difference:
 Full Suite of Non-QM Products
 Bank Statement Loans

 Expense Ratios as low as 20%
 DSCR

 Use 1007 over lease when beneficial
 LTV up to 85%

 Primary Residence Bridge Loan
 Foreign Nationals to 75% LTV
 Condos and Condotels
 Asset Depletion 
 Prime Jumbo Loans 

 up to $4 million with ALT-Doc
 1-Year P&L program



Coverage

Currently Licensed

Business Purpose Loans only 

Not Licensed/License Pending



Why Partner With Us?

 Full suite of Non-QM 
products

 Common sense 
underwriting

 User friendly client 
portal

 Offering Wholesale and 
Correspondent delivery

 Best in class turn-times



What Is The Potential?



2025 Housing Market Predictions

National Association of Realtors® Unveils 
10 Top Housing Hot Spots for 2025

4.5 
Million Units Sold

- NAR

• “Existing homes for sale have reverted to 
more normalized levels across several key 
Metropolitan Statistical Areas (MSAs), and 
new homes have become fairly plentiful,” said 
Michael Rehaut, head of U.S. Homebuilding 
and Building Products Research at 
J.P. Morgan. 

• “New homes for sale are at 481K, the highest 
level since 2007, and speculative homes for 
sale are at 385K, the highest since 2008.

• These metrics are roughly 50%/40% 
respectively above long-term averages. 
Supply should be less of a support for the 
housing market in 2025.” 

https://www.jpmorgan.com/insights/global-
research/real-estate/us-housing-market-
outlook#section-header#1

https://www.nar.realtor/newsroom/national-association-of-realtors-unveils-10-top-housing-hot-spots-for-2025
https://www.nar.realtor/newsroom/national-association-of-realtors-unveils-10-top-housing-hot-spots-for-2025


Hottest Housing Markets For 2025

https://www.zillow.com/learn/hottest-housing-markets/



 According to the National Association of Realtors, 71% of buyers 
interviewed at least one real estate agent during their home 
search, while 90% of buyers will use their agent again or 
recommend their agent

 86% of members of the NAR use their own listing, 70% have 
information about buying and selling, and 66% have a link to 
their firm's website

 89% of buyers purchased their home through a real estate agent 
or broker

 90% of buyers would use their agent again or recommend them

Working Both Sides Of The Contract



 There are over 7,165 real estate attorneys currently employed 
in the United States

 In a home purchase transaction, both the buyer and seller 
have the option to hire an attorney to advocate for their 
interests throughout the process

 Many states, including Alabama, Connecticut, Delaware, 
Florida, Georgia, and others, require the presence of an 
attorney or other involvement during real estate closings

 Real estate attorneys are 74% more likely to work at private 
companies in comparison to public companies.

Why the Attorneys matter

Working Both Sides Of The Contract



Working Both Sides Of The Contract



Originate More by
                  Working Both Sides 
                                    of the Contract!

                              



Your Transactions Have A lot of Players

Buyer’s Attorney              Buyer’s Agent                Seller’s Attorney              Seller’s Agent       



Unlock Hidden Gold in Your Contracts

How many purchase loans have you funded in 
the last 12 months? 

How many of those purchase contracts have 
multiple realtors and attorneys?

How many of those realtors and attorneys 
have you NOT spoken to?



Unlock Hidden Gold in Your Contracts



Buyer’s Attorney



Seller’s Agent



Seller’s Attorney



Bridge Star
The Solution to Bridge The Gap Between

Your Current and New, Dream Home





Summary

 There is hidden gold in every contract

 There are lost leads sitting in your files

 Great ways to connect with agents and attorneys

 Partner with American Heritage Lending to grow your pipeline and

Originate MORE!



Q&A & Contact Info

Client Support Help Desk

For more information, reach out 
to your dedicated AHL Account 
Executive, or:

855.206.2612

ClientSupport@Ahlend.com

www.ahlendtpo.com
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