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CMBS Contractors Make a Comeback
Business is booming for contractors that help commercial 

MBS lenders underwrite loans. 
The back-office sector, which depends on a steady pipeline 

of CMBS offerings, had all but evaporated during the down-
turn. That forced firms like Situs and Zenta to focus on other 
business lines. But now, with the new-issue market back in 
business, so are the contractors. 

Houston-based Situs, which rivals acknowledge has the 
largest market share in the sector, has seen its underwriting-
services business rebound to about 70% of the level before the 
market crash, said chief operating officer Steve Powel. That in-
cludes services for potential loans, closed new loans and sea-
soned loans that are being re-evaluated.

New York-based Zenta has also seen “exponential growth” 
in underwriting-support work over the past several months, 
said Gabe Stuart, vice president of capital markets and due dili-
gence, who leads the commercial underwriting group.

Some players have entered the sector since the crash, such as 
Park Bridge Financial and Townhouse Partners, expanding the 
relatively small field of providers. “We definitely view this as a 
market with a lot of growth potential,” said Craig Lombard, vice 
president of New York-based Townhouse. 

A host of duties can fall under the underwriting-services 
umbrella, including due diligence, site inspections, risk assess-
ment, the sizing of loans, cashflow underwriting, the verifica-
tion of third-party reports and the valuation of collateral.

The use of contractors can keep employee headcounts down 
at CMBS programs, especially while the new-issue market is 
still finding its legs. But even when CMBS issuance was boom-
ing, some issuers had dedicated teams at third-party servicers 
that worked exclusively for them.

The contractors view themselves as supporting an under-
writing process that remains the responsibility of the CMBS 
shop. “The lenders are underwriting the credit,” said Powel. 
“You could call what we are doing, ‘confirmatory due diligence,’ 

in many cases. We are really confirming a lot of the initial work 
that the lender has already done.”

“Good underwriting identifies the elements of risk associ-
ated with a loan, but it also tries to measure those risks,” said 
David Rodgers, principal of New York-based Park Bridge.  “The 
more detailed the underwriting, the more precisely a lender 
can use risk-mitigation techniques like reserves, increased 
amortization or partial recourse.” 
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RBS has agreed to team up with Wells Fargo on a $1.5 billion commercial MBS deal slated for late May. � e two lenders issued a $1.3 billion deal together in Feb-ruary via their “WF-RBS” shelf. Wells had planned to issue a spring deal with Cantor Fitzgerald, but the two went their separate ways. Cantor is now preparing a solo deal, which could surface as soon as next week. 
J.R. Herlihy joined Ellington Management last week to focus on loan acquisitions for its commercial real estate debt group. Herlihy was formerly a vice president at GTIS Partners. He has the same title at El-lington, where his duties include sourcing loan opportunities and underwriting. � e � rm is expected to expand soon into loan 

Vornado Team Eyes Brown for CMBS StartupA high-powered consortium that includes Vornado Realty and Cerberus Capital is 
close to committing as much as $200 million of equity for a commercial MBS lend-
ing operation that would be run by industry veteran Larry Brown.

� e company, called Archetype Mortgage Capital, would be the latest entrant in 
a crowded � eld of lenders pursuing conduit loans. � e shop would also have the 
option of supplying mezzanine debt and preferred equity, most likely to clients that 
also take out senior mortgages. � e consortium also includes private-equity � rm Oaktree Capital, mortgage REIT 
iStar Financial and Tokyo-based Aozora Bank, which is controlled by Cerberus. � e 
partners last year teamed up on another large real estate investment, the $417 mil-
lion recapitalization of LNR Property of Miami. � e consortium might see Archetype 
as a complementary investment, because LNR focuses on subordinate commercial 
real estate debt. But there is evidently no plan for the two � rms to work in unison.

In tapping Brown, the consortium is turning to a longtime CMBS executive. Brown
See BROWN on Page 9Brookfi eld Team Lines Up Wells SyndicateWells Fargo, Royal Bank of Canada and Deutsche Bank have agreed to co-lead a 

$650 million syndicated loan for a joint venture between Brookfi eld Offi ce Proper-

ties and Blackstone. � e � oating-rate mortgage is backed by eight o�  ce properties. It has a three-
year term, with two one-year extension options. � e Brook� eld partnership began seeking $1.3 billion of mortgages last fall to 
re� nance debt on some of the o�  ce properties it assumed in 2006 via the $7.2 bil-
lion takeover of Trizec Properties, a Chicago REIT.� e syndicated loan covers half of that amount. � e status of the other half of the 
debt being sought is unknown. When they acquired Trizec, Brook� eld and Blackstone, both of New York, lined 
up a $3.7 billion � oating-rate debt package from Bear Stearns, Deutsche, Merrill 

Lynch, Morgan Stanley and Royal Bank. Some of that debt has been paid down, See BROOKFIELD On Page 8Fortress Taps Deutsche for Loan on Sheffi eld Deutsche Bank has originated a $125 million � oating-rate loan on the unsold 
units at the She�  eld, the ill-fated Manhattan condominium-conversion property 
that Fortress Investment bought out of foreclosure in 2009.

� e three-year loan, with two one-year extension options, is backed by the 244 
units that Fortress owns in the Midtown building, which has nearly 600 units. 
When the mortgage closed last month, there was no existing debt on the property.

� e She�  eld, built as a rental high-rise in 1978, became one of New York’s high-
est-pro� le condo-conversion � ops of the economic downturn. An investment group 
led by Kent Swig bought the building in 2005 from Rose Associates of New York for 
$418 million, a near-record price for a single apartment tower at the time. 

� e partnership lined up roughly $640 million of senior and mezzanine debt 
from Credit Suisse to � nance the acquisition, as well as the conversion of the 845
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