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BENY RABUCHIN
As an in-house lender for Keller Williams in Irvine, 

Beny is highly attentive to his real estate partners and their 
clients, remaining available even after hours to answer 
questions and update them about loans in process. “I’ve 
learned that communication is the key to a Realtor’s® 
heart, and I establish communication with both sides in a 
transaction. Often, the listing agent is kept out of the loop. 
The first thing I do is call the listing agent to introduce 
myself and to give them my contact information. Their 
response is always, ‘Wow, I’m shocked to hear from the 
lender this early in the process.’ That’s my forte. A lack 
of communication is what builds stress, and my goal is to 
do all I can to alleviate stress for everyone throughout the 
process.”

Beny’s expertise in arranging hard-to-place loans, as 
well as his understanding of building and development, 
makes his service invaluable to his professional partners 
and to clients from first-time homebuyers to high net 
worth investors in the coastal communities. 

Married to his wife, Leslee, for seven years, Beny 
appreciates the flexibility his work affords him to strike a 
healthy work/life balance. With boys 3 and 5 years of age, 
the family is always busy with school and sports activities. 
Giving back is also a priority. “We work with the UCLA 
Children’s Hospital a lot. We bring our kids along because 
we want to teach them that volunteering is important. We 
are also involved in Life Rolls On, a nonprofit that was 
started by a guy I grew up with. He was going to be a pro 
and broke his neck surfing, and now he sponsors surf and 
skate events for wheelchair athletes. It’s amazing what 
he’s doing. We love being around good people who are 
doing good things.”

As a trusted, professional consultant, Beny’s focus is 
delivering quality service tailored to the needs of each 
individual client. “I’m extremely hands-on, and I don’t 
like passing my clients off to someone else. Maintaining 
the highest possible service level requires that I remain in 
communication through the whole process. I really thrive 
on giving people good advice and making their experience 
a positive one.”
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Professional, efficient and responsive. These are 
words that clients repeatedly use to describe Beny 
Rabuchin, loan consultant at New American Funding 

in Newport Beach. Beny’s desire to help families find the 

best financial vehicle to power their most valuable asset 
inspires him to deliver reliable advice and caring service.

Beny grew up in iconic Pacific Palisades, a young surfer 
enjoying the best of Southern California’s coastal life-

style. His father and grandfather, both successful building 
contractors, encouraged him to be first in his family to 
attend college with the admonition, “You don’t want to 
be pounding nails your whole life.” Beny followed their 

advice and attended San Diego State University, 
where he majored in Spanish and business. He also 
spent a year abroad living in Spain. Following col-
lege, he used his education to sell air time for Spanish 
radio and television, and then a friend invited him to 
join a top-producing lending team at Countrywide, 
one whose clients were primarily Spanish-speaking. 

“At the time, I didn’t know the first thing about 
mortgages,” Beny says. “But I saw the opportunity, 
and being thrown into the deep end was a great way 
to learn. It was also a chance to learn a whole other 
side of the industry I grew up around. Real estate was 
booming, and I immediately worked 12-hour days 
and worked my way up in the business.”

Beny was already a seasoned professional by the 
time the market turned, and he remained with the 
company through its acquisition by Bank of America. 
But as the mortgage lending climate changed, lim-
iting the flexibility of large banking institutions, 
Beny found that he was unable to give his clients 
the products and service they needed to remain com-
petitive. He moved to Bank of Manhattan, where he 
achieved Platinum Club status in a smaller banking 
environment with less red tape and direct access to 
Underwriters.

At New American Funding, Beny and his cli-
ents enjoy the very best the industry has to offer. 
With a sole focus on mortgage lending, service is 
streamlined and impeccable. “We are well organized 
with both sales and Underwriting support, and our 
numbers show it, since we were number three for 
purchase volume in Orange County last month, 
beating some of the other big banks. Since we are 

both a direct lender and a broker, our ability to serve niche 
buyers, including those who are self-employed, is often 
where we are of true value to Realtors®. I have a product 
for almost any situation and a well-greased organization to 
back me up in delivering great service.”
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