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A
good lender working with your company can be one of the most important aspects of a business’ 
development. It can be the difference between a simple infusion of cash vs. genuinely preparing your organization with 
the right resources, capital and advice to take it to the next level.
 Fortunately, there are some truly outstanding professionals making up the Los Angeles lending landscape. We’ve 

reviewed the careers of many of the best lenders in the region and the Los Angeles Business Journal has once again tackled 
the difficult task of selecting some of the very best of them to be showcased here. Alphabetically listed, you’ll find some of the 
region’s leading lenders, along with some basic information about their careers, practice and some relevant recent projects 
they’ve been involved with.

Congratulations to the trailblazing professionals who made this list and thank you for your contributions to the local business 
community’s success.

037-42_MI-Lenders_supp.indd   37 3/14/19   3:17 PM



MOST INFLUENTIAL LENDERS

38   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT       MARCH 18, 2019

JAMES AROM
Income Property Loan Officer
Luther Burbank Savings

Area of Expertise: Multifamily and Commercial Lending

James Arom is an Income Property Loan 
Officer at Luther Burbank Savings. He 
specializes in cultivating client relation-

ships by sourcing, processing and closing 
loans secured by multifamily and commercial 
real estate. As the top-producing loan officer 
in his division, Arom originated over 100 
loans in 2018 and has been consistently rec-
ognized for his efforts to expand Luther Bur-
bank’s direct to investor channel throughout 
the Greater Los Angeles and Inland Empire 
markets.

Leveraging over 15 years of experience in 
multifamily and commercial lending, Arom 
works closely with his clients to determine 
the right strategy to fit their investment 
objectives. In 2018, he successfully facilitated 
financing for several notable transactions, 
including a $10.6 million refinance of a 
71-unit multifamily building in Los Angeles; 
a $7.1 million loan for the acquisition of a 
Class B office building in Pasadena with a 
credit decision rendered in 29 days; and a $6 
million loan for the acquisition of an 89-unit 
multifamily property in San Bernardino. 

PATTY ARVIELO
President

New American Funding
Area of Expertise: Operations and Mortgage

P atty Arvielo started her career from 
scratch, reaching out of her immediate 
circle and comfort zone to break into 

a business when she had no previous 
experience. 35 years later, she is a nationally 
recognized businesswoman; leading a 
mortgage bank with about 3,000 employees 
and approximately 200 branches across the 
nation. She is influencing the real estate 
finance industry in terms of lending policy 
initiatives and she rallies for the upward 
mobility of women in the workplace overall.

Arvielo serves on the Diversity 
and Inclusion Committee and is also a 
member of mPower for the Mortgage 
Bankers Association. She is politically 
involved in the current and future states 
of mortgage banking, and frequently visits 
Washington, D.C. to lobby on behalf of 
the industry and homeowners. She also 
serves on the National Park Foundation 
Board of Directors, where she is serving a 
six-year term as a new board member, and 
on the Orange County School of the Arts 
Foundation Board.

RICK ARVIELO
CEO

New American Funding
Area of Expertise: Marketing

Rick Arvielo is a self-taught entrepreneur 
with a passion for marketing who founded 
his third business, New American Fund-

ing in 2003. His proven formula of marrying 
marketing and proprietary technology to 
grow businesses from the ground up has led to 
the continuing success of his latest endeavor. 
The company is now an approved Fannie 
Mae, Freddie Mac and Ginnie Mae Seller/
Servicer, and has grown to include a Retail-
Based Lending Division, a Builder Division.

Arvielo built up his business from what 
started as a small broker shop and gained 
experience with the intricacies of mort-
gage operations. Identifying many areas for 
improvement, Rick began developing systems 
to remove inefficiencies in mortgage oper-
ations by automating repetitive, time con-
suming functions. In 2003, he and his wife 
Patty began doing business as New American 
Funding. Today, Rick he over 200 branches 
and about 3,000 employees with the goal of 
providing unparalleled service and mortgages 
at competitive rates, helping individuals ful-
fill the American dream of owning a home.

DAVID CAMERON
Senior Vice President and Head of Business Banking

City National Bank
Area of Expertise: Small Business Lending

David Cameron is a senior vice president 
and head of business banking with City 
National Bank’s Personal and Business 

Banking division. Cameron is responsible 
for setting the strategy and developing the 
model to provide business and personal 
banking solutions to successful business 
owners throughout City National’s footprint. 
Cameron leads a growing team of experi-
enced business bankers who work directly 
with entrepreneurs in California, Nevada, 
Atlanta, New York and Washington DC. 
Working closely with other senior leaders 
within the Personal and Business Banking 
division, he has helped develop the successful 
Global Relationship Management client 
engagement philosophy, where all the entre-
preneurs’ needs are fulfilled, from personal 
wealth management and mortgages, to cash 
management and credit for the business.  

With more than a decade of experience, 
Cameron is skilled at identifying creative 
solutions to the common challenges business-
es face. 

SCOTT CONNELLA
Managing Director and Market President Commercial 

Banking Group, Southern California Division
MUFG Union Bank, N.A.

Area of Expertise: Senior Debt Financing, Treasury 
Management Services, International Trade, Foreign Currency 

Exposure, and Interest Rate Management

Scott Connella serves as Managing 
Director and Market President for 
the MUFG Union Bank Commercial 

Banking Group, Southern California 
Division.  He oversees Commercial Banking 
in the Los Angeles, San Fernando Valley, 
Inland Empire, Orange County, and San 
Diego regions.  He leads a team of high-
caliber banking professionals specializing in 
providing financial expertise to commercial 
clients in the areas of senior debt financing, 
treasury management services, international 
trade, foreign currency exposure, and interest 
rate management.

The MUFG Union Bank Commercial 
Banking team is focused on serving clients 
with annual revenues between $20 million 
and $2 billion.  These include companies 
that are closely held, publicly traded, and 
private equity owned. 

JACKY DILFER
CEO

Business Finance Capital
Area of Expertise: Commercial Lending and  

SBA Real Estate Lending

Jacky Dilfer is a commercial lending and 
SBA real estate lending expert – and she’s 
a dedicated leader and trusted advisor, 

helping each of her clients grow their busi-
nesses, create job opportunities and better 
serve their communities. Her vast experience 
in commercial lending extends nearly two 
decades in the San Francisco Bay Area and 
the Greater Los Angeles area where she’s 
led Business Finance Capital’s (BFC’s) rapid 
growth as the organization’s Executive Direc-
tor.  In the last decade, Dilfer has arranged 
more than $5 billion in commercial and SBA 
loans ($2 billion since 2012). 

The effect of her leadership is demon-
strated by the success of BFC and the entire 
BFC team’s commitment to upholding high 
business standards, regulatory compliance, 
and excellent client service. In addition, her 
commitment to both local economic growth 
and BFC client satisfaction is personified in 
her commitment to building relationships 
with businesses of any size.

NATALIE DO
VP, Senior Relationship Manager

Torrey Pines Bank
Area of Expertise: Professional Service Firms, Financial  
Service Firms, Non-profit Organizations and Family Offices  

Natalie Do is one of the original 
members in the Beverly Hills office of 
Torrey Pines Bank, where she played 

a critical role in expanding the bank into 
the West Los Angeles market in 2012. Do 
previously worked in commercial real estate, 
information technology and management 
consulting around the world. Her diverse 
business background and experience help 
make her a trusted advisor to clients in 
meeting their lending needs while also 
playing an integral part in growing their 
businesses.  Her clients include financial 
technology, life sciences, start-ups, 
pension consulting, private equity funds, 
mortgage banks, law firms, CPA firms, trade 
associations, nonprofits, real estate investors/
developers and ultra-high net worth families.  

As a lender, Do is also well versed in 
treasury management from establishing 
and managing a full service branch in her 
previous capacity as a branch manager.

KEITH DRAKE
SVP, Regional Director
Torrey Pines Bank

Area of Expertise:  Commercial, Industrial and Non-profit 
Lending; Real Estate and Construction Lending

Keith Drake is senior vice president, 
regional manager, for Torrey Pines 
Bank, where he leads the downtown Los 

Angeles market sales and operations team. 
Clients include real estate and construction 
companies, accounting and insurance firms, 
manufacturing and distribution businesses, 
educational institutions, retailers, law firms 
and nonprofit organizations.

Drake joined Torrey Pines Bank in 2017 
and has more than 30 years of banking 
industry experience. Throughout his career, 
he has won numerous performance awards 
such as placing in the top 10 percent 
nationwide for generating new business.  
Since joining the Torrey Pines Bank team, 
he has developed a solid team of bankers 
that have significantly impacted the LA 
Region. Drake has also earned numerous 
awards for his community involvement. Most 
recently, for example, he received the 2017 
Lincoln Award for Ethical Leadership from 
Claremont Lincoln University.
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ADAM FEIT
Managing Director and Market President  

for Los Angeles
MUFG Union Bank, N.A.

Area of Expertise: Senior Debt Financing, Capital Markets, 
Treasury Management Services, International Banking, Foreign 

Currency Exposure, Leasing, and Interest Rate Management

Adam Feit serves as Managing Director 
and Market President for MUFG Union 
Bank’s Los Angeles Region. In this role 

he leads the Middle Market and Business 
Banking strategy for Los Angeles.  His team 
provides strategic advice and banking services 
to corporate clients across all industries with 
revenues ranging from $20 million to over 
$2 billion. In addition, Feit helps lead the 
Private Equity coverage efforts for Union 
Bank providing financing for leveraged 
buyouts and recapitalizations for financial 
sponsors. With Union Bank support, he 
formed the Private Equity coverage model 
upon his arrival in October 2016. 

Prior to joining MUFG Union Bank, Feit 
spent 13 years with Bank of America Merrill 
Lynch (BAML) in Chicago, London, and Los 
Angeles serving Large Corporate and Middle 
Market clients. 

BRANDON J.E. FERRERA
Southern California Market Executive,  

Middle Market Banking
Fifth Third Bank

Area of Expertise: Middle Market Banking

Brandon J.E. Ferrera is an established 
Middle Market Banker who joined Fifth 
Third Bank in early 2018. Bringing more 

than a decade of executive-level experience 
in relationship and commercial banking to 
his new role, Ferrera joined Fifth Third from 
Comerica where he led a Middle Market 
team and was responsible for the bank’s 
regional private equity strategy. Ferrera’s 
ability to balance these two areas that 
sometimes intersect with great complexity is 
one of his most significant strengths. 

Over the past year, he has been charged 
with building a team of bankers as part of 
Fifth Third Bank’s Middle Market expansion 
into the Southern California market.  His 
team’s focus is developing and maintaining 
relationships with both privately owned and 
private equity owned middle-market clients. 
The group supports its clients’ growth with 
financing for leveraged buyouts, acquisitions, 
working capital and growth capital. 

STEPHEN FLYNN
Commercial Banking - EVP Los Angeles  

Market President
BBVA Compass

Area of Expertise: Commercial Banking, Capital Markets,  
and Risk Management

Stephen Flynn is the City President 
in Commercial Banking for BBVA 
Compass, the US bank that is part of the 

BBVA Group located in Spain. Flynn has 
over 30 years of experience in the financial 
services industry previously working with 
US Bank, Union Bank, Bank One (now JP 
Morgan), Credit Suisse First Boston, and 
Bank of Montreal. For most of those 30 
years, Flynn has lived and worked in Los 
Angeles calling on companies in the greater 
Los Angeles region as well as the Western 
US west of the Rockies.

In addition, Flynn has worked on 
the corporate side of finance as Director 
of Corporate Finance for The Walt 
Disney Company and Vice President 
of International Finance for Enron 
International.  Flynn is a licensed securities 
broker and received a degree in Finance and 
Economics from Rice University.

JEFF FORSYTHE
Vice President, Relationship Manager

Torrey Pines Bank
Area of Expertise: Real Estate and Construction Lending; 

Bridge and Term Real Estate Loans

Jeff Forsythe has over 30 years of real estate 
and construction lending experience on 
transactions covering a wide variety of 

product types and sizes. At Torrey Pines 
Bank’s Beverly Hills office, he is involved 
in relationship lending for construction, 
bridge and term real estate loans typically 
in the $10 million to $50 million range.  
Forsythe is known for taking on complicated 
construction projects that require detailed 
analysis and creative structuring ideas.  

Recent transactions include land 
development and vertical construction for 
a 200+ home subdivision on some of the 
last ocean view lots in Orange County. 
Other recent transactions involved multi-
family, high-end single-family homes, office, 
industrial and mixed-use. Several of his 
customers are private real estate lenders who 
improve their returns with warehouse lines 
provided by the bank.  

Named among the 2019 Most Influential Lenders in LA County by the Los Angeles Business Journal

David Cameron 
Head of Business Banking

Brent Williams 
Regional Manager, Commercial Banking

Congratulations to City National’s  
Brent Williams and David Cameron

The way up® for the 
Los Angeles business community.

City National Bank Member FDIC. City National Bank is a subsidiary of Royal Bank of Canada. 
©2019 City National Bank. All Rights Reserved. cnb.com 7275.50
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TONY GARCIA III
Market Manager

Wells Fargo & Company
Area of Expertise: Home Lending

Tony Garcia III serves as the Market Man-
ager for Wells Fargo, and has been with 
Wells Fargo Home Lending since 2004.  

The 28-year mortgage veteran of Southern 
California leads Home Lending in directing 
and managing of market sales, including the 
origination of high quality loans, customer 
service, overall strategic direction and exe-
cution of new business development, and 
market growth for Los Angeles County.  He 
manages a team who deliver every day on 
its vision of helping customers financially to 
drive the success of Wells Fargo.  

“Outreach and awareness to the commu-
nity” is the mantra his team leads by, and 
with having a multilingual team who speak 
more than 13 different languages, they are 
able to provide customers with counsel and 
education. Homebuyer seminars is one of 
the activities his team leads to help educate 
potential customers on how to become a 
first time homebuyer and take advantage of 
the various assistance programs available. 

LARRY GRANTHAM
Co-Founder and Senior Portfolio Manager

Calmwater Capital
Area of Expertise: Strategy, Management,  
Fundraising, Originations, and Underwriting

L arry Grantham is Calmwater Capital’s 
Co-Founder, Senior Portfolio Manager 
and a member of its Investment 

Committee. He first joined Calmwater to 
manage the platform in 2010. He played 
an instrumental role in the creation of its 
investment strategy and subsequent rapid 
growth, and over the years has overseen the 
origination of over $2.2 billion in commercial 
real estate bridge loans. Calmwater has 
succeeded in securing commitments of 
nearly $1.4 billion, over $650 million from a 
family office and over $740 million through 
co-mingled funds.

Grantham also oversees Calmwater’s 
day-to-day operations, which include 
the origination, underwriting and asset 
management of complex senior and 
mezzanine real estate financing solutions 
for all major commercial asset classes 
throughout the United States. Grantham 
has over 20 years of financial services and 
investment management experience.  

DAVID MACDONALD
Regional President - West Coast

WNB Commercial
Area of Expertise: Acquisition and Growth Finance for  

Middle Market sized Companies

David Macdonald is responsible for 
Woodforest National Bank’s Commercial 
Banking team covering the West Coast 

Region, based in downtown Los Angeles.  
The team focus is primarily on providing 
lending, cash management and other 
commercial banking services to middle 
market companies and large corporations 
with annual sales revenues of $50 million 
and upwards.  The geography covered 
by the team encompasses California and 
the adjoining states, including Arizona, 
Colorado, Nevada, New Mexico, Oregon, 
Utah, and Washington.

Sector specialisms for Macdonald’s 
team include companies in the food and 
beverage sector, franchising, healthcare and 
professional practices, retail and apparel, 
and technology oriented businesses. In 
addition, middle market businesses and 
larger corporations within all key industries 
in the local economy are actively targeted.

ETHAN PENNER
Managing Partner, CIO

Mosaic Real Estate Investors
Area of Expertise: Commercial Real Estate Lending

Ethan Penner is the Founder and Managing 
Partner of MREC Management, LLC. He 
is a recognized pioneer in the field of real 

estate finance with a 35-year career marked 
by filling voids and responding to unseen or 
poorly understood opportunities. Over his 
career he has been involved in more than 
$30 billion of mortgage originations. Most 
notably, he is credited with being the primary 
driver in the creation of the Commercial 
Mortgage-Backed Securities market while 
at Nomura Securities, for which he received 
broad recognition including being named one 
of the U.S. Real Estate Industry’s 100 icons 
of the 20th century. A recent highlight deal 
that display’s Penner’s creativity and deep 
knowledge within the field would be Sil-
verRock La Quinta, a $212.5 million senior 
construction loan.  

Previously, in 2008, Penner founded 
CBRE Capital Partners, a real estate debt 
investment platform that successfully raised 
and managed over $600 million from institu-
tional and high net worth investors. 
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Torrey Pines Bank, a division of Western Alliance 
Bank, Member FDIC, ranks top ten on Forbes’ 
Best Banks in America list, four years in a row.

Your business doesn’t stop 
working at night. 
At Torrey Pines Bank, we don’t clock out until you do.  

Congratulations, Natalie Do, Keith Drake, and Jeff Forsythe 
Recognized as 2019 Most Influential Lenders

torreypinesbank.com

Top 10 - Forbes Best Banks

Bank on Accountability

We do what it takes to give our  
clients peace of mind, and that
includes making ourselves available 
when it’s convenient for you.
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“HE THAT LENDETH  
TO ANOTHER IN TIME  
OF PROSPERITY, SHALL  

NEVER WANT HELP  
HIMSELF IN THE TIME  

OF ADVERSITY.”
—PLATO
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PAUL RAHIMIAN
Chief Executive Officer
Parkview Financial

Area of Expertise: Private Lender

Paul Rahimian currently manages a debt 
fund that provides construction financing 
to ground up real estate development 

projects throughout the Western United 
States. He founded Parkview Financial in 
early 2010 and has since originated hundreds 
of commercial and residential loans, always 
plying his trademark hands-on management 
style. Distinguished from its competitors by 
dedicated in-house finance and accounting 
professionals, Parkview is widely recognized 
as a pioneer in the industry, among the first 
to offer complete integration of loan origina-
tion and servicing. 

Prior to becoming a lender, Rahimian was 
a third-generation real estate developer and 
general contractor. Between 1988 and 2009, 
he successfully completed over $350 million 
in commercial and residential projects. His 
vast expertise and knowledge in the construc-
tion and development industry has benefited 
both Parkview and its borrowers. He received 
his B.A. from UCLA in Business/Economics 
and his Juris Doctorate from USC.

VICKY SCHIFF
Managing Director, COO

Mosaic Real Estate Investors
Area of Expertise: Serial Entrepreneur  

in Commercial Real Estate

Vicky Schiff is the Co-Founder and Man-
aging Partner of MREC Management, 
LLC. She is a highly experienced and 

respected real estate executive whose invest-
ment career began in the early 1990s as an 
acquisitions and diligence executive for Sum-
mit Commercial/Highridge Partners in Los 
Angeles, where she worked on approximately 
$1 billion in transactions. An example of one 
of her stand out deals would be the $212.5 
million senior construction loan originated 
by Mosaic for the SilverRock La Quinta Res-
idences & Resorts.

Schiff co-founded four firms over the past 
20 years, including a real estate investment 
and development company in the self-storage 
industry; a $400 million institutional real 
estate fund with a sub-strategy of supporting 
women and minority emerging real estate 
firms; and a national boutique investment 
banking firm which raised over $6 billion 
from institutional investors for top-tier real 
estate and private equity firms. 

BRENT WILLIAMS
Senior Vice President and Regional Manager

City National Bank
Area of Expertise: Commercial Lending

Brent Williams is regional manager of City 
National Bank’s Los Angeles Commercial 
Banking division. Based in Los Angeles, 

he leads a team of commercial bankers who 
deliver City National’s customized financial 
solutions to midsized businesses in Los Ange-
les, San Fernando Valley, Ventura and Long 
Beach. Williams works closely with business-
es, organizations and their teams to provide 
lending, banking and treasury management 
strategies to help solve their most complex 
financial challenges. His specialties include 
credit, depository, equipment finance, trea-
sury management, international banking and 
institutional services solutions, among others. 
Williams works directly with businesses to 
determine the type of credit, loan amount 
and terms that best fit their purpose. 

Williams has more than 25 years of finan-
cial services experience. Prior to joining City 
National, he worked in a variety of roles at 
Wells Fargo, most recently as an executive 
vice president and region head responsible 
for the Westside.
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I t’s always a good time for small business 
owners to reassess their company’s financial 
health and their relationship with their bank.  

The American Bankers Association offers the 
following tips to help small business owners 
enhance their current banking relationship or 
choose the best bank for their needs.

Many small business owners have been 
wondering what it takes these days to get a 
bank loan. One way to influence your bank’s 
decision is to establish a personal relationship 
with your banker that shows him or her just 
how valuable your business is.

Banks value long-term, profitable business 
banking relationships. Bankers reward these 
firms by extending credit with the most favor-
able interest rates. These businesses and their 
bankers understand that developing a mean-
ingful relationship is a two-way process—your 
banker has a role to play and so do you.

So how do you know if you have a mean-
ingful and valued relationship with your bank? 
To find out, take the following “relationship 
test.” Respond to the seven statements below 
with “true” or “false.”

1)   My firm has a bank relationship man-
ager assigned to our account and we have con-
tact (by phone or in person) at least once per 
quarter to update the bank on recent develop-
ments at our firm and within our industry. 

2)   Our bank relationship manager under-
stands our industry, our position in the indus-
try, our firm’s value proposition, where we are 
today and where we’d like to be in the future. 

3)   We provide our banker with updated 
financial information (historical and projected 
balance sheet, income statement, cash flow 

information to include projection assumptions 
and commentary on actual performance) 
regarding our progress toward achieving our 
goals on a timely basis.

4)   Our senior management team meets 
annually with our relationship manager and 
his/her boss to discuss our firm’s financial per-
formance and challenges and to understand 

the bank’s perception of our performance.
5)   Our relationship manager proactively 

brings us ideas to help us achieve our goals.
6)   We understand how the current eco-

nomic crisis has affected our bank and our 
relationship with the bank (i.e., the availabil-
ity of credit to our firm and the safety of our 
deposits).

7)   Our firm makes sure that our banker 
is aware of all of our business with the bank 
(e.g., both business and personal) and that it 
makes money on our total banking relation-
ship. In addition, our firm provides our banker 
with referrals to other profitable businesses.

If you were able to respond “true” to all 
seven of these statements, you have positioned 
your firm well with your banker.

If you answered “true” to five or six, you 
still have room for improvement in developing 
a meaningful dialogue with your banker and 
benefiting from his or her advice and counsel. 

If you answered “true” to four or fewer, you 
have not positioned your firm well with your 
banker and are putting your firm at a competi-
tive disadvantage in terms of:

• receiving the funds you need to grow and 
prosper;

• obtaining the best rates available for the 
financial products and services your   business 
needs to operate; and

• receiving “ideas and advice” to help you 
achieve your desired business goals.

Your firm should seek a bank that rewards 
a relationship approach to doing business 
with them, and a banker who is able to give 
your firm the financial advice that it needs to 
survive and thrive in today’s ever changing 
economy. In return, your firm should reward 
this bank with your business and loyalty.

 
The American Bankers Association represents 
banks of all sizes and charters and is the voice for 
the nation’s $14 trillion banking industry and its 
two million employees. Learn more at aba.com.

Banking Relationships from a Small Business Perspective
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