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Many would say that an executive-level career in 
the financial services industry is becoming more 
difficult. What energizes you to continue to stay 
the course every day?

If you don’t love this business, you can begin to 
feel overwhelmed by the regulatory challenges. The 
main thing I do every day is focus on moving forward. 

Christina Pham
CEO, JMAC Lending

I try to embrace the changes, because, to go against 
the changes is not a good use of energy. Embracing 
the change makes it positive and allows you to move 
forward.

What are the three things you think about if you 
awaken at 3 a.m.?

First, I think about my life! I have been in this busi-
ness for a long time, and I always think about what is 
going to happen next. I think about the company and 
what I should do to make things better. Have I missed 
any opportunities? Sometimes I call myself and leave a 
voicemail about something I want to address the next 
day. I find that the best thing for me is to get a good 
night’s sleep. If I don’t, I find it more difficult the next 
day to focus.  I need a whole night’s sleep!

What was your first job, and, what was your first 
job in financial services if that is different?

I started out as a teller for a bank for about a year, 
and then I moved into a management position on the 
retail side of the bank. After a time, I was approached 
with an opportunity to work for a title company as 
a title representative, and I did that for a number of 
years and learned about the mortgage business. I had 
always wanted to be a mortgage banker. I’m Asian, 
and, back in 1994, there was no significant Asian 
representation in the mortgage industry. First, I was 
a wholesale representative for a lender for about six 
months. In 1994, I opened my first mortgage company 
which was a partnership. I incorporated JMAC in 2007 
and used the first letter of each of my four children’s 
names to create the name ‘JMAC,’ so, that means a lot 
to me.



Education and role opportunities are important 
factors to success as are mentor relationships. 
Have you had mentors, and, if so, how have 
those relationships contributed to your journey? 

I have really never had a mentor. Throughout the 
years, I have met a number of successful people, and 
I have learned things from them. They are not aware 
that I do that. When I see people who have become 
successful, I wonder, “How did they become success-
ful?” I talk to them and learn about them. I’m typically 
very quiet, and I listen to what they say. I think I ben-
efit from learning from different people with diverse 
mindsets. I learn about their failures and their success-
es. Although there were not many women or Asians in 
the mortgage industry when I began, I have used my 
uniqueness as an advantage to meet and learn about 
people.

Who is the one person that you have held up as 
the person which whom you would like to emu-
late or be like or held in high regards, and why?

I admire my father because he taught us to stand 
firm for our beliefs and be independent. The culture 
I grew up in had clear hierarchical boundaries that 
made it difficult to challenge beliefs of those older 
than me. My dad taught me that I shouldn’t emulate 
others but that I was created with my own identity 
and character. I also greatly admire Steve Jobs and Bill 
Gates for how they uniquely grew lasting and impact-
ful organizations.

Date of Current Position: 1998

Professional Track 
Branch Manager, Com Unity Lending 

Vice President, LP California Mortgage

Company Profile 
JMAC Lending, Inc. 

16782 Von Karman Avenue, Suite 12 
Irvine, CA 92606

http://www.jmaclending.com/

Types of Services:  
Wholesale and Correspondent Lending

Product Line:  
Fannie Mae and Freddie Mac, FHA, VA,  

Non-conforming Jumbo, Hybrid

Number of Employees: 80

2014 Business Volume: $875 million

What three character traits do you consider 
your strongest suits?

I’m very straight forward, honest. Integrity is so 
important in the mortgage business. When there are 
issues, I will listen to my customer and, if needed, I will 
do research before I come to a conclusion of “yes” or 
“no,” and I will let them know why. I’m also very hard-
working, and I am determined. Once I decide what I 
want to do, I focus and do it. 
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