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BIO: 

Ron Hanna serves as President and 

CEO of PSMHoldings, Inc., as well as 

Chariman of the Board. A lifetime 

entrepreneur, Hanna joined 

PrimeSource Mortgage, Inc. in 1997. 

His key role is to drive the company's 

growth, market share, and profitability 

through new business opportunities 

and strategic acquisitions. As a suc-

cessful leader, Hanna is passionate 

about expanding the company and 

shareholder equity and believes that 

the company has a strong supportive 

organization, culture, and a powerful 

message to generate the desired re-

sults. 

 

Hanna combines a unique blend of 

business insight and practical experi-

ence in his leadership and vision for 

PSMH. Hanna, along with Jeff Smith, 

was instrumental in taking the private 

company, PrimeSource Mortgage, 

Inc., public in 2005. Since then, the 

company has moved from the Pink 

Sheets to the OTC BB. One of 

Hanna's primary goals is to expand 

the company's retail footprint and see 

the company on a senior stock ex-

change. 

 

Hanna believes the public nature of 

PSMH, along with the tremendous 

support staff of PSMI, has positioned 

PSMH extremely well to take advan-

tage of the current mortgage lending 

environment. 

 

Company Profile: 

PSM Holdings, Inc., through its wholly 

owned subsidiary, PrimeSource Mort-

gage, Inc. (PSMI), provides mortgage 

brokerage and banking services 

across the United States. PSMI is cur-

rently licensed in 19 states across the 

United States, and oversees the op-

erations of more than 30 branches. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Hanna, what was the 

vision when PSM Holdings became a 

public company and how has that 

changed over the last few troubled 

years? 

Mr. Hanna: The primary reason that 

we went public initially was to try to 

offset people coming in and out of our 

business. In the mortgage business 

and a lot of commission type busi-

nesses, what you see is loan officers 

coming in and doing well and either 

asking for more money or going off 

and starting their own companies. We 

actually went public five years ago 

with the idea that if all the people in 

the organization owned part of the 

company, they would be less likely to 

leave. Actually, we found that to be 

true. I do not think that we would have 

been able to survive the last three 

years if we had not been public. If all 

the people in our organization had not 

owned part of the mother ship and 

wanted to see it survive, we may not 

have. Our focus has changed over 

the last six to nine months and we are 

now using the public company as the 

impetus for the significant growth we 

are experiencing right now.  

 

CEOCFO: Are you taking over other 

mortgage brokers? 

Mr. Hanna: We are! We are purchas-

ing and acquiring large, mature, prof-

itable mortgage shops across the 

United States that have demonstrated 

they can survive in any kind of eco-

nomic climate. Typically, these com-

panies are between ten and twenty-

five years old, they have high market 

share and are extremely profitable.  

To this point, none of these com-

pany’s have actually been for sale.  

However, once the owners of these 

companies become aware of the 

benefits of joining us, they become 

very excited about the opportunity we 

can offer.   

 

CEOCFO: What is the plan for PSM? 

Mr. Hanna: We are currently in 

Phase I of our growth model, which 

will take us to $100 million a month in 

loan production. Then we have Phase 

II, which will take us to $200 million a 

month in loan production. Once we 

are there, that will make us one of the 

top mortgage banking enterprises in 

the United States: The key elements 

that we can offer are: Number one, 

we have large warehouse lines of 

credit that allow us to work on the 

banking side of the industry. Brokers 

really are having a difficult time in 

competing with mortgage bankers in 

today’s environment. Number two, we 

are classified as a Full Eagle Mort-

gage Banking Company. Full Eagle is 

an FHA -HUD designation that allows 

us to originate FHA loans on the 

banking side of the equation. Num-

ber-three, because of the public na-

ture of our company, we are able to 

demonstrate to the prospective target 

that we can help them with maintain-

ing and recruiting loan officers. A per-



fect example of this benefit occurred 

with a company that we acquired in 

July. About nine months prior to our 

meeting with them, they had lost their 

number-one loan officer for one of the 

reasons that I mentioned above. He 

had gone to a different company, was 

trying to make more money, but as 

soon as he found out what was going 

on with his old company, the one that 

we acquired, he immediately came 

back into the fold. He is back there 

now with his high production numbers, 

helping the company that we ac-

quired. Last, but very importantly, we 

are able to offer the principals and the 

team members of the target acquisi-

tions, an alternative exit strategy that 

they do not currently have when they 

decide to leave the mortgage busi-

ness. By trading the equity in their 

companies for stock in our public 

company, we are creating a tremen-

dous wealth-building tool. Our ulti-

mate goal is to move to a senior stock 

exchange. We believe that upon the 

completion of Phase 1, we have the 

revenue stream and asset base to 

accomplish this. 

 

CEOCFO: Would you give 

us an idea of where you 

geographically? 

Mr. Hanna: We already are nation-

wide; coast to coast. We are in Cali-

fornia and New York. We are cur-

rently licensed in about 19 states, and 

we probably will be somewhere in 

thirty-five to forty range in the next six 

months. We already have offices es-

tablished in most of those states, but 

other than that, we are going into 

states where we have targets. We will 

be closing an acquisition in Iowa in 

the next thirty days and in Colorado in 

the next week. Therefore, we have 

moved into those particular states and 

have gotten our licenses there be-

cause of those acquisitions. 

 

CEOCFO: Why would a prospective 

mortgagee go to you as opposed to a 

bank? 

Mr. Hanna: The large banks have lost 

the ability to create mortgages in an 

efficient manner. They have lost their 

loan officers because of the new laws 

now in effect. Today, if you walk into 

a large bank, typically it will take a 

minimum of sixty days and more 

likely closer to ninety days to close a 

loan. We do them in less than thirty 

days. We can provide a more efficient 

and better service. The motto for our 

company is, “We walk you home”. We 

live that, we believe our customers 

live that. We are not finding any diffi-

culty in finding people who want to do 

mortgages right now. Our market 

share has increased dramatically 

across the United States over the last 

twelve months. 

 

CEOCFO: What is the competitive 

landscape aside from banks? 

Mr. Hanna: I was doing another inter-

view the other day with some folks 

from Zacks. They are doing a report 

on our company, and she asked the 

same question. To be quite honest, 

right now, there is not anybody out 

there that can provide this particular 

business model the way that we are. 

Quite frankly, we do not have a com-

petitor out there that we are having to 

deal with; we are covered up in our 

acquisition mode. We are closing, this 

year, eight acquisitions that will move 

us to that $100 million a month in 

production level and next year we will 

close the other three to take us to 

$200 million. Remember, the key 

element in this acquisition model is 

that we are acquiring highly profitable 

companies. We are purchasing their 

cash flow and asset base with stock in 

our public company. 

 

CEOCFO: How does PSM reach po-

tential customers? 

Mr. Hanna: Each marketplace is dif-

ferent, and each acquired company 

has its own strategy for reaching cus-

tomers in their own market place. I 

would encourage your readers to go 

to our public website, 

www.psmholdings.com, and click on 

the investor tab at the top of the page 

and then click on news. There is a lot 

of information about each of these 

acquisitions and what they mean for 

our public company. 

 

CEOCFO: What are you seeing in the 

homebuyer market? 

Mr. Hanna: As a national company, 

we are seeing a big difference in the 

marketplace region by region. The 

central part of the United States, such 

as Tulsa Oklahoma, is doing incredi-

ble. We are working with a builder 

there that is the number-one builder in 

the state. He is selling the homes as 

fast as he can build them. You com-

pare that to other areas like Arizona, 

Nevada, and that is certainly not the 

case there. What we are seeing is 

that the southwest area of the US, 

Texas, New Mexico, Oklahoma, all 

the way up to Iowa, are recovering 

nicely. They are getting back into a 

more normal market condition, and by 

that I mean they have absorbed the 

foreclosures that are out there and 

their marketplace is reacting more 

typically like it did several years ago. 

There are other places across the 

United States where that has not oc-

curred yet. Those markets are still 

cluttered with foreclosures and that 

has a definite impact on how their 

market performs. 

 

CEOCFO: When you take over a 

company do they assume the PSMI 

name? 

Mr. Hanna: Yes they do. 

 

CEOCFO: Do people know 

the name yet? 

Mr. Hanna: They do not know it yet 

nationally. Last week was actually our 

national kick-off for national recogni-

tion. I was in New Orleans, at the FXS 

conference, which is a financial ser-

vices meeting and we were one of 

twenty-five companies that were in-

vited. I will be in New York next week 

meeting with some brokerage houses. 

We are an up-and-comer. People will 

know about us and we certainly have 

a strategy in place to make them 

aware of us. Most people have not 

heard of us, but that will change over 

the next twelve months as we add 

more and more production by these 

acquisitions. 

 

CEOCFO: What challenges are you 

on the lookout for? 

Mr. Hanna: The challenges we face 

are things that are out of our control. 

The economy and the perception of 

our economy are things that would 

have an impact on people applying 

for mortgages. Rising interest rates 

would have a impact on us. However, 

there is so much opportunity out there 

right now, with the devaluation that 

Our motto is: “We Walk You Home”. 

                                           - Ron Hanna 



has occurred in real estate over the 

last two or three years. Interest rates 

are at all time lows, and when you 

combine the fact that you can get a 

home for 40% or 50% off of what it 

was selling for three years ago, at 3% 

or 4% interest; that is very attractive. 

To be very direct, the only thing that 

really concerns us right now is the 

national economic situation, the 

global economic situation and how it 

impacts the United States. Those are 

all things we do not have any control 

over. 

 

CEOCFO: What does PSM do to be 

very customer friendly with people 

who are coming? 

Mr. Hanna: The company has been 

around for twenty years and we have 

learned that the customer is always 

first. We provide what we call,” world 

class service”. We get these loans 

done efficiently. We have a huge re-

peat customer base and it is all about 

service. Once folks become aware of 

and get used to that kind of service, 

they are customers for life. It is all 

about service when you are talking 

about the mortgage business. 

 

CEOCFO: What is the financial pic-

ture like for PSM Holdings? 

Mr. Hanna:  We are very optimistic 

right now. As I mentioned above, all 

of the companies we are acquiring are 

highly profitable. They are adding in-

credible value to our financial bottom 

line, and eventually to our share 

price. We expect on be on a senior 

stock exchange by the end of the 

year. 

 

CEOCFO: Are you starting to do 

much investor outreach? 

Mr. Hanna: We are. We have a na-

tional campaign that is in place. We 

have hired a national company and as 

I said, I was in Louisiana last week 

and I will be in New York next week. 

 

CEOCFO: In closing, why should po-

tential investors pay attention to PSM 

Holdings? 

Mr. Hanna: We have a very unique 

business model. It is a model that is 

taking advantage of the current struc-

ture of the mortgage business; I am 

talking about the regulatory structure. 

There are certain things that have 

happened from a regulatory perspec-

tive that have made our company 

extremely attractive to other mort-

gage businesses. The company has 

no debt, and we are acquiring these 

companies, their cash flow, and their 

asset base. These are all companies 

that are extremely mature and profit-

able that we are bringing onboard. 

We are going to be a high cash flow 

company, we may even be moving 

into a dividend paying kind of stock 

once we get through Phase II. Right 

now, people can still get in on our 

company at a low level in terms of a 

stock price. We have a plan in place 

and we are executing the plan. In ad-

dition, we have all the elements in 

place to drive our stock price signifi-

cantly higher over the next twelve 

months. 
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