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PerfectPARTNERSHIPS

Everyone who works in the Commercial Real Estate field 

in the Greater Phoenix Metropolitan area has heard of 

developer/redeveloper and philanthropist, Michael Pollack. 

His signature black and yellow signs are prominently displayed on 
his properties throughout Arizona, California and Nevada. 

L-R: Patrick Cassidy, 
Michael Pollack & 

James DuMars



PATRICK CASSIDY

In 1976, The Cassidy Company had a 
creative presence in San Jose, Calif., 
specializing in marketing, public 
relations, article writing and graphic 
design. One day Cassidy drove up 
to an  under-construction  apartment 
complex and approached the 
construction supervisor, Pollack, to 
inquire about marketing needs for the 
property.  Their initial meeting lasted 
only a short time with the promise of a 
potential future working relationship 
that could benefit both men. Cassidy 
later returned with a proposal and 
Pollack hired him on the spot. /// “He 
had a proposal that was very  well 
put together,”  Pollack  says.    “It 
was organized, concise and very 
creative.  He earned his spot on my 
team.” /// The rest was history as 
Cassidy has worked as Pollack’s 
marketing, public relations and 
leasing director for over 40 years, 
and now as the Designated Broker for 
Pollack Investments. /// Pollack has 
built an empire over the years and 
his name has become synonymous 
with income-producing property 
with the help of Cassidy’s marketing 
expertise. /// “If you find something 
you enjoy, you look forward to each 
new day.”  Pollack  says.  “Retirement 
is not really an option for me by 
choice.” /// Although the pace of their 
professional careers  has slowed 
down,  they  are still intently focused 
on their work and their drive to 
positively impact communities and 

revitalize neighborhoods. /// “We go 
into a project thinking we’re going 
to make a positive difference in a 
community,” Pollack says. “If we can’t 
accomplish that, I want nothing to do 
with the property.  There was a time 
when I would take on a project because 
I wanted to demonstrate to myself and 
others my ability to make a difference 
in any property I was involved in, but 
today my goal is to make a positive 
difference in the communities I 
work in by bringing pride back into 
neighborhoods.” /// Cassidy now takes 
his love for helping others one step 
further, and volunteers as a missionary 
around the globe including Europe, 
Caribbean, South America and Russia. 
/// “I work with some of the world’s 
most venerable and courageous 
people,” Cassidy says.  “They have 
nothing, yet they have everything.” 
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“Opportunity is 
nothing more than 

preparation. Because 
if you are prepared 
and the opportunity 
presents itself, you  

can take it.” 

— Michael A. Pollack

P
ollack began his real estate career 
in 1973 with $1,000 and values he 
inherited from his father: loyalty, 
integrity and a strong work 
ethic that he still brings to every 
relationship and every business 

deal. His loyalty has helped to shape his 
relationships with  business partners and 
devoted friends,  Patrick  Cassidy  and James 
DuMars.  

Patrick Cassidy & Michael Pollack in San Jose, California, 1976

J A M E S   D u MA R S

DuMars also describes  Pollack  as a 
man who genuinely cares about his 
business and personal relationships. 
“No matter how big or how small the 
tenant is, everyone is treated with the 
same professional respect.” /// DuMars 
started at NorthMarq in 1994 and soon 
after he began seeking relationships 
for his lenders he immediately thought 
about Pollack. His professional 
reputation preceded him as a man 
who others thought of very highly. 
After connecting with  Pollack’s 
finance person, he was advised that 
they could not do business at that 
time, for  Pollack  was very loyal to 
his current business relationships.  /// 
“I was okay with that” DuMars says. 
“But I told them that I’m  there for 
them, whether  it was tomorrow, or a 
few years from now.”  /// A week later 
Pollack actually got the chance to take 
him up on that offer and requested he 
do a $250,000 loan as his current loan 
services were not comfortable with 
the small size of the transaction.  /// 
“Brokers tend to forget that every deal 
is important,” Pollack  says.  “There is 
no such thing as a deal too small.” /// 
DuMars happily obliged and now 
20 years later, and more than 100 
transactions later,  Pollack  has the 
utmost trust for his judgement and 
word. /// “Michael is a very loyal man, 
you can’t take a relationship like that 
for granted.”  DuMars says. “We have 
a wonderful business relationship 
built on honesty and respect.
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Their strong work  ethic  has allowed 
them to push through even during 
the  harshest  times of the “Great 
Recession.” /// “It wasn’t a recession, I don’t 
care what anybody says,” Pollack says. “If 
you were based in Phoenix from 2009 
to 2012 and you were involved with any 
type of income-producing property, 
we did not go through  a recession,  we 
went through the worst kind of 
absolute,  unequivocal  depression.”  /// 
Reflecting on the past, he saw the high 
interest rates of 1979 with 17 percent 
mortgage  rates,  he  persevered  through 
the gruesome RTC days, but nothing 
came close to  the hard-hitting times of 
the recession. /// In the end, Pollack stood 
with only a handful of real estate owners 
who could honestly say they never paid 
late on a single loan or asked for any 
special considerations from lenders.  /// 
“The one thing about James that makes 
him different is that he has never promised 
he could get a loan and  not delivered.   
If he committed to a rate, he has never  
adjusted it,” Pollack says. 

THROUGH THICK 
& THIN

“I was told once many years ago that it’s better to be lucky than to be smart,  
but I can promise you it’s better to be both,” Pollack says. 

“A smart man knows the harder you work, the luckier you get.”

Pollack’s realist attitude and flawless 
financial judgement, Cassidy’s creative 
marketing approach and DuMar’s 
ability to make the borrower/lender 
relationship as seamless as possible, 
has helped to make Michael A. Pollack 
Real Estate Investments one of the 
most recognized and respected CRE 
companies in the Valley.



C O M M E R C I A L

R E A L  E S T A T E

D E B T ,  E Q U I T Y

&  S E R V I C I N G

J A M E S  D U M A R S  O F  N O R T H M A R Q  C A P I TA L  P H O E N I X 

S I N C E R E LY  T H A N K S

Michael A. Pollack
  We are honored you have entrusted us with your 

financing needs for the past 20 years!

N O R T H M A R Q . C O M / P H O E N I X

AZ CBK 0919710 & CBKBR 0117381

$250
MILLION

105
TRANSACTIONS

10
CITIES

20
YEARS




