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Highe r 
Ra te s :
Ca s h & le nd ing  
s t ra te g ie s  fo r the  $ 1 to  
$ 10  m illion m a rke t

Fe brua ry 20 23



Age nda  & 
S pe e d  Re c a p !



20 21 /  20 22:
Buy
Borrow
Die



More recent ly…



Quic k s to ry a bout  the  
s to ry…



Wha t  is  it ?

Le t’s  wa lk through the  big 
pic ture :

• Who a re  the y?
• What do the  companie s  

have  in common?
• What do the y have  in 

common?
• Taxe s
• Liquidity



J us t  the m ?

Who e ls e  is  in  th is  c lub?



OCTOBER 26, 2021



Wha t  LTV do  you th ink 
you s e e  in  the  
b illiona ire m a rke t?



Wha t  LTV do  you th ink 
you s e e  in  the  re ta il
m a rke t?



Whe re  s hould  
LTV’s  be  
toda y?



De bt  a s  a  ne ga t ive ly c orre la te d  a s s e t…



Ne w S tuff 
& Ta ke  
a wa y:

P e op le  (your c lie nt s  a nd  
p ros pe c ts ) borrow 
m one y.

The y s hould  do  s o  
thought fully, s t ra te g ic a lly, 
a nd  re s pons ib ly – a s  pa rt  
o f a  c om pre he ns ive  p la n.



Ta ke  a wa y fo r the  
1 to  $ 10  m illion  m a rke t  in  20 23 :

This  m a rke t  borrows  m one y 
m one y. 

1. Wha t  pe rc e nta ge  doe s ?

2 . Why?

3 . S hould  the y?



S o, the y ha ve  de b t  = 

You ne e d  a  de b t  
philos ophy.



Is  tha t  a ll?





Que s t ioning

Crit ic a l d is c us s ion

Ra t iona l a rgum e nt

S ys te m a t ic  p re s e nta t ion



But  why?



Iron Wa ll: 
S e pa ra te  Ide a s

Liquidity Borrowing

Proac tive ! Cas h



Ca s e  # 1:

Ca lifornia



Ca s e  # 2:

Iowa



Ca s e  # 3 :

Eve ryone  e ls e



Re a dy fo r 
the  b ig  

s urp ris e ?







Que s t ions …



Im porta nt  no t ic e s :
This  P re s e nta t ion is  For Fina nc ia l Advis o r Us e  Only

Copyright  © 20 23  by Thom a s  J . Ande rs on. All rights  re s e rve d. No pa rt of this  pre s e nta tion may be  re produce d, s tore d in a  re trie va l s ys te m, or 
trans mitte d in any form or by any me ans , e le c tronic , me chanica l, photocopying, re cording, s canning, or othe rwis e , e xce pt a s  pe rmitte d unde r 
Se c tion 10 7 or 10 8  of the  19 76  Unite d S ta te s  Copyright Ac t, without e ithe r the  prior writte n pe rmis s ion of the  Author or Thomas  J . Ande rs on 
Cons ulting, LLC.  

Re s e rva t ion o f Rights . The  Conte nts  (inc luding, without limita tion, the  graphics , icons , and ove ra ll appe arance  of this  pre s e nta tion) a re  the  
prope rty of the  author (e xce pt whe re  s ta te d). The  author doe s  not wa ive  any of its  prope rty rights  the re in inc luding, but not limite d to, 
copyrights , trade marks , and othe r inte lle c tua l prope rty rights . The  ava ilability of any of the  Conte nts  s ha ll unde r no c ircums tance s  cons titute  a  
trans fe r of any copyrights , trade marks  or othe r inte lle c tua l prope rty rights  of the  author to  any us e r of this  pape r or any third pa rty.

No  Wa rra nt ie s , Exc lus ion  o f Lia b ility. Informa tion provide d is  for e duca tiona l purpos e s  only and is  inte nde d to e ncourage  thoughtful 
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accuracy or comple te ne s s  of the  conte nts  and s pe c ifica lly dis c la ims  any implie d warrantie s  of me rchantability or fitne s s  for a  pa rticula r purpos e .  
No warranty may be  c re a te d or e xte nde d by any othe r pa rty.  The  advice  and s tra te gie s  conta ine d he re in may not be  s uitable  for your s itua tion.  
You s hould cons ult with a  profe s s iona l whe re  appropria te .  Ne ithe r the  publis he r nor author s ha ll be  liable  for any los s  of profit or any othe r 
comme rc ia l damage s , inc luding but not limite d to s pe c ia l, inc ide nta l, cons e que ntia l, or othe r damage s .
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S e c urit ie s -Ba s e d  Le nd ing  (S BL). SBLs  can be  ris ky and a re  not s uitable  for a ll inve s tors . Be fore  ope ning an account, you s hould 
unde rs tand the  following ris ks :
• The  firm is s uing the  loan can ca ll the  loan a t any time  and for any re as on. 
• Suffic ie nt colla te ra l mus t be  mainta ine d to s upport the  loan(s ) and to take  future  advance s .
• Clie nts  may have  to de pos it additiona l cas h and/ or e ligible  s e curitie s  on s hort notice .

Some  or a ll of a  c lie nt’s  s e curitie s  may be  s old without prior notice  in orde r to mainta in account e quity a t re quire d mainte nance  
le ve ls . Clie nts  will not be  e ntitle d to choos e  the  s e curitie s  tha t will be  s old. The s e  ac tions  may inte rrupt the ir long-te rm 
inve s tme nt s tra te gy and may re s ult in adve rs e  tax cons e que nce s  or in additiona l fe e s  be ing as s e s s e d.

• Firms  typica lly re s e rve  the  right not to fund any advance  re que s t due  to ins uffic ie nt colla te ra l or for any othe r re as on.
• Firms  can inc re as e  the  colla te ra l ma inte nance  re quire me nts  a t any time  without notice .
• The re  may be  minimum line  s ize s  and minimum initia l draws .
• Dis burs e me nts  a re  s ubje c t to the  ava ilable  c re dit and a re  a t the  s ole  dis c re tion of the  firm.
• Cre dit line s  a re  a lways  s ubje c t to c re dit approva l. 
• Clie nts  s hould cons ult the ir le ga l and tax advis ors  re garding the  le ga l and tax implica tions  of borrowing us ing s e curitie s  a s

colla te ra l for a  loan. 

The  information in this  pre s e nta tion is  to be  cons ide re d in a  holis tic  way as  a  pa rt of a  compre he ns ive  s ite  and not on a  s tand-a lone  
bas is . This  inc lude s , but is  not limite d to the  dis cus s ion of ris ks  or e ach of the s e  ide as  as  we ll a s  dis c la ime rs  tha t an be  found in this  
s e c tion and throughout the  pre s e nta tion. This  mate ria l is  pre s e nte d with a  goa l of be ing thought provoking. It is  de s igne d to
e ncourage  thoughtful conve rs a tion and rigorous  de ba te  on the  ris ks  and pote ntia l be ne fits  of the  conce pts  be twe e n financ ia l 
profe s s iona ls  and the ir c lie nts  bas e d on the ir unique  s itua tion, ris k tole rance , and goa ls .  

Im porta nt  Not ic e s  - c ont inue d



Im porta nt  Not ic e s  - c ont inue d

For a  full dis c los ure  of ris ks  as s oc ia te d with borrowing us ing s e curitie s  a s  colla te ra l, individua ls  s hould 
re vie w the  Loan Dis c los ure  S ta te me nt and any and a ll re la te d loan docume nts  inc lude d in the  applica tion 
package  or provide d as  s upple me nta l ma te ria l by the  firm is s uing the  loan. Individua ls  s hould cons ult the ir 
tax and le ga l advis ors  re garding the  le ga l and tax implica tions  of borrowing us ing s e curitie s  a s  colla te ra l. 

Ca s e  S tud ie s . All illus tra tions  a re  hypothe tica l. The  cas e  s tudie s  pre s e nte d a re  for e duca tiona l and 
illus tra tive  purpos e s  only and do not indica te  future  pe rformance . Pas t pe rformance  is  no guarante e  of 
future  re s ults . Inve s tme nt re s ults  may va ry. The  ide as  and s tra te gie s  dis cus s e d a re  not appropria te  for 
e ve ry inve s tor. Individua l c lie nts  s hould re vie w with the ir advis ors  the  te rms  and conditions  and ris ks  
involve d with s pe c ific  produc ts  and s e rvice s . Re fe re nce s  to ce rta in individua ls  fe a ture d in the  
pre s e nta tion a re  for inte rna l advis or dis cus s ion purpos e s  only. Conte nt is  bas e d on public ly ava ilable  
mate ria ls  and information. 

In te re s t  Only /  No  P a ym e nt . While  it is  a  fac t tha t inte re s t only loans  may re duce  the  ris k and cos t of 
dis tre s s  in the  s hort te rm, us ing the s e  fe a ture s  may inc re as e  ris k in the  long te rm. The re fore , any us e  of 
the s e  or othe r produc t fe a ture s  or be ne fits  mus t be  cons ide re d as  a  pa rt of a  compre he ns ive  long-te rm 
plan. 
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