
Good morning and afternoon everyone. My name is Chris Fraley, I’m the chief 

investment officer here at Realty Mogul. We’re here today to talk about the latest 

offering on the platform, Cordova, located in Phoenix, Arizona. Before we get started, 

let’s just go over some requisite disclosures. 

Today’s presentation is not an offer to sell or the solicitation of an offer to buy 

securities. Such an offer may only be made through the offering materials that are 

available on the RealtyMogul.com website. We are not attorneys, not CPAs, and not 

financial advisors. We encourage you to speak with your own advisors about the 

offering and the terms related to it. Anything you learn today is for informational 

purposes only. The information provided during this presentation, including 

information regarding targeted returns and investment performance, is provided 

by the sponsor of the investment opportunity, and is subject to change. Forward 

looking statements, hypothetical information or calculations, financial estimates and 

targeted returns are inherently uncertain. None of the opinions expressed are the 

opinions of Realty Mogul.

The investment opportunity we will discuss today is an illiquid investment into a real 

property, and you should be prepared to hold onto this investment for the long term. 

There is no secondary market for this investment and there is no current liquidity for 

this investment. Direct and indirect purchases of real property involve significant risk, 

including but not limited to market risks, property specific risks, environmental risks, 
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and loss of capital. Investments are not insured by the FDIC, not bank deposits, not 

guaranteed by Realty Mogul and may lose value. 

Alright, now that we have gone through that, I’d like to introduce our guest today, 

Srijin Bandyopadhyay from SB Real Estate Partners. Welcome, Srijin.

••••• 

Thanks for having me again, Chris.

••••• 

Srijin, maybe you could tell us a little bit about your organization and track record.

••••• 

Absolutely, yeah, and to everyone tuning in today, I appreciate your time. I founded 

SB Real Estate Partners back in late 2017, and it’s been quite a ride since then. It’s 

crazy. I think it’s been five years, it’s just been a complete blur, but in five years, we’ve 

purchased over 3,500 units primarily in the Phoenix market, but we’ve expanded 

as well to Las Vegas, Inland Empire, and the Pacific Northwest. Cordova would 

bring us to close to a billion of acquisition basis. And we are pure play, value add 

multifamily investors for better, or for worse. That’s what we navigate, that’s where 

we live and breathe. Most of that journey has been concentrated in Phoenix, which is 

a market intermediate to longer term, that we continue to be bullish on for a number 

of reasons that we’ll get into. The team as of today, is a team of six, myself as the 

founder and managing principal. We have a director of investments and associate 

on the investment side, a fully dedicated asset and portfolio manager, a portfolio 

accounting and operations VP, as well as an HR and compliance associate. So, 

continuing to build out the team, but we are five years into it and really excited about 

our portfolio, and our continued conviction to the Phoenix market and continuing to 

grow out the team.

Here, you can see the rundown of our acquisitions since inception. As mentioned, 

you’re going to see the overwhelming majority of the portfolio being concentrated 

in Phoenix but we’ve certainly had terrific results in other markets as well. And like I 

said, the interesting footnote to the story here is you’ll see that we previously owned 

Cordova. This is our second bite at the apple, Chris. In a little bit of context there, 

it was my third overall deal since starting up the platform. We purchased Cordova 

originally when it was called Sonoma Soul in June of 2019, and ended up selling it 15, 

16 months later with terrific results. At the time, we had an institutional partner who 

had control and was thrilled about the results we were getting. But here we are a 

few years later, and a different structure. This would be a syndication where I retain 

the control of major decisions. And just given the opportunity here to buy Cordova 
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at a higher cap rate than we purchased it in mid-2019, which is crazy to think and 

say, with almost as much remaining renovation upside, we just couldn’t resist having 

a second bite at the apple. In context of all that, purchasing Cordova a second time 

around would bring us close to a billion of acquisitions since inception.

This summarizes our dispositions to date, great results that we’re extremely proud 

of. You’ll see Portola, four deals down, in West Valley, we’re familiar with that. We 

purchased that asset in late December of 2020 when it was called Casa Anita. This 

property is in the West Valley, just down the street from Cordova. A quick 15 months 

later, we turned that one around after creating a ton of value in a short period of 

time and rebranding it as Portola West Valley. That was definitely a great one for us. 

We’re excited to get back into the West Valley submarket with you guys again, and 

hopefully create similar returns.

Happy to jump into some of the market overview. As I alluded to a few times, the five-

year SBREP returns to date have been heavily concentrated in the Phoenix market. 

We continue to have a high level of conviction in the Phoenix MSA for a variety of 

reasons. I think we’re all navigating the world here together. A lot of things are going 

on, a lot of paradigms are changing, but to me the intermediate to longer term 

reasons and factors that make me bullish about Phoenix are here to stay. They’re 

not going away. The diversified base of Taiwan Semiconductor expansion and Intel 

expansion, those things are not going away. The corporate back-office presence 

throughout, especially north Phoenix, and of course, close to 20 million square feet 

of logistics, industrial and distribution centers in the West Valley, all that stuff is here 

to stay. Especially where we look in Phoenix, in suburban workforce areas, there is 

very muted supply versus very outsized demand.

All that stuff is here to stay in the intermediate to longer term. It creates this ongoing 

desire for people to migrate into Phoenix from all over the country, especially from 

California, given the relative affordability combined with the lifestyle amenities and 

the diversified employment. All that continues to make SBREP very bullish about 

Phoenix and we’ve continued to prove that conviction in terms of our transactions. 

We did Azura few months ago with RealtyMogul, and continue to find great 

opportunities that top down reinforce our belief in the Phoenix MSA. And then of 

course, bottoms up opportunity by opportunity. We find these great opportunities 

and with bottoms up underwriting we can create a lot of value. Top down, Phoenix 

continues to be our number one focus market going forward.

I’ll get into a little bit more of the submarket. I just touched upon West Valley having 

close to 20 million square feet of industrial logistics and distribution. That is first and 

foremost what has created a job explosion, and goes hand in hand with a population 

and rent growth explosion in this area since probably 2018 or 2019, when I originally 

bought Cordova the first time. We’re continuing to see that growth. Amazon driven 

jobs, Petco has a huge distribution center here. The names go on and on. I’ll also 
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mention another thing, it’s the fourth bullet point down, the Loop 202 expansion has 

been a game changer. For people who aren’t terribly familiar with Phoenix, especially 

traffic congestion, the Loop 202 construction in this West Valley area was completed 

around late ‘19, early 2020. And it de-stressed all of the commute east to west and 

vice versa across I-10. It just really created a lot more job commutability. You can 

live in the West Valley at a very affordable rent. You can commute across town to 

Southeast Chandler where the Intel campus is, you can basically reach all corners of 

Phoenix this way.

You have this ongoing employer base, which is eCommerce driven. It’s an intermediate 

to longer term trend that is not going away because it’s eCommerce driven. If Inland 

Empire is one A to industrial logistics, distribution is in the Texas west regions, 

Phoenix has rapidly become option one B. So, that continues to drive this West Valley 

explosion of economic benefits. This gives you just a rough sense of what we’re 

talking about, for folks who aren’t terribly familiar with this submarket. We’re talking 

about 9 or 10 miles west of downtown Phoenix. Again, just a straight shot, especially 

with this property, straight shot west off the I-10, very well positioned in terms of 

accessibility within that submarket but can go in all directions. If you’re commuting 

north to Glendale, Northwest to Peoria, further north to the Black Canyon business 

corridor, going up the 17 to Deer Valley, just a ton of different jobs there. And then 

like I said, the Loop 202, which can take you all the way to the Southeast corridor 

across Tempe to Gilbert and Chandler.

Again, just a lot of great positioning here, a lot of commuting nodes where folks can 

get to their jobs in all different directions, as well as their lifestyle needs. And in that 

West Valley area, you’ve got what is an ongoing growth story in terms of the benefits, 

in terms of hospital and medical amenities, in terms of retail and lifestyle. You go just 

a little bit further west across the 101 right there, and you get into Avondale and 

Westgate area where the football stadium is. And again, just a lot of great lifestyle 

amenities in fairly close proximity. 

We can dig into the deal here. Just to rehash, the proper name is Cordova. We’ll 

rebrand it as Portola on McDowell, 320 units, 1985 build, this 80s stock is typical of 

the SPREP portfolio. For us, this is a dime a dozen straight down the fairway deal 

in terms of Phoenix ‘80 stock. Heavy two-bedroom concentration, which is a thesis 

we continue to pursue, that’s really provided great returns over the years across our 

portfolio to investors.

That’s our bread and butter. It’s suburban workforce Phoenix with heavy concentration 

of two bedrooms, where you get married couples, mature couples, roommate 

situations. But the point is dual income households more often than not, that help you 

weather the storm, especially in times like now where we’re coming off peak rents. 

And we’ll talk about that in a little bit, but we’re coming off probably April peak rents 

that were at an extremely high historic level in Phoenix, but we’re still performing 

very well and realizing tremendous growth across our entire Phoenix portfolio. A lot 
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of that is driven by this two-bedroom thesis. We’ve got an opportunity here. At the 

time, I think we published this, it was a five cap. It’s already in place closer to a five 

and a quarter cap, which is just crazy to think about that. Earlier this year, we were 

talking about sub three caps in this same area. We provided sale comps where we’re 

showing this $229k a door basis versus what we sold our Portola West Valley deal 

(Casa Anita) with you guys back in January for, at $270k a door and a sub 3% cap 

rate. And that’s where the world was and even on a door basis, continues to be.

And so, we provide these sale comps where we stack up even on a per door basis very 

well, with a $229k per door versus a sale comp starting at $270k or $280k a door, all 

the way to mid $300ks a door. Again, a very strong cap rate that today is basically 

five and a quarter. Great opportunity there. We’re buying from an institutional partner 

who is selling their entire fund, and this is one of the last few deals in the fund to 

materialize their returns. And we saw it as a crevice of opportunity that we were able 

to swoop into. Even though we’re buying from an institutional partner, they’ve only 

renovated 20% of the units. We still have an opportunity to capture a lot of value 

add, with the remaining 80% of the units at the property, not to mention we still have, 

because of this West Valley growth story, ongoing loss to lease that we’re seeing in 

the rent comps. Just really good operational value from a loss to lease perspective, 

as well as remaining value add across 80% of the property.

I’ll also note that we’re buying from an institutional partner who is using Greystar to 

run the property. We’re bringing in AMC Apartment Management Consultants, which 

manages over 150,000 units across the country. They manage the overwhelming 

majority of the SBREP portfolio. And so we have a well-oiled machine. They manage 

all but one of our properties in Phoenix. We just have a well-oiled machine with them. 

The other benefit is that day one we reduce operating expenses by almost 10%. 

Again, just a lot of things, a lot of levers to create value here and a lot to feel good 

about from a cap rate basis and upside standpoint.

Just a quick overview on the aerial, you’ve got 18 total building structures across 

just over 10 acres of land sites, so pretty well spread out, fairly good density. Like 

I said, positioned right off the I-10, great access in this West Valley submarket. 

Here’s a few pictures of the common area amenities. I’ll note that this was SBREP’s 

transformation of the property the first time around. Between mid-2019 and mid-

2020, we reconfigured the clubhouse, we installed a leasing concierge area, totally 

blew out the leasing area and resident lounge, as you can see on the right side of 

those two pictures. This was really us. The current ownership we had sold to in 2020 

has really focused on the interior rehab of 20% of the units, but from a common area 

standpoint, we had repositioned this significantly. And they’ve benefited from that 

and we will continue to benefit from that once we take over again.

If you flip to the next slide, you’ll see current ownership’s renovation spec. This is 

more of the common area. You can see the leasing concierge, and then the bottom 

left side picture is their renovation spec on 20% of the units. I’d say that’s a pretty 
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strong scope, I would say that’s aspirational for us. I personally think we don’t need 

to spend as much as they did to prove out the renovation, but that gives you a good 

idea of the before and after. This would be after. If you go to the next slide, here’s 

more of the renovation spec, on the top left especially. And then the next slide, 

you’ll see what the remaining 80% of the units look like. You can see the upside right 

away. Lots of opportunity to just blow out the cabinets, the appliances, the flooring. 

You can never underestimate the impact of a refresh on the interior repaint. Just a 

huge difference on the before and after, but like I said, 80% of the units have this 

opportunity to create a lot of significant upside, on top of what we think is significant 

loss to lease and expense reduction.

And so there you have it. A couple other items I want to touch on Chris, if we can, 

are the rent comps. I think it’s pretty clear right away, the upside we’re talking about 

here. As you can see in the non-renovated part of the table below, I’ll focus on the 

two by ones because that’s almost 70% of the unit mix. We’re basically talking about 

taking $1185 to $1250, depending on which floor plan, rents up to about $1440 to 

$1450. I think the key here to understand is that our target rents are below what 

the seller has already proven out on 20% of the units. To me, you’ve just got a lot 

of things behind you. In this world that we’re navigating, the fact that you can buy 

such a favorable per door basis cap rate, really strong cap rate out of the gate, and 

then have what are already proven target rents, you’re striving for target rents below 

what is already proven, it gives me a lot to feel good about as we underwrite in this 

is macro environment, that I think fair enough, that a lot of people are concerned 

about.

But when you have all of this in your back pocket from the day one yield, and then 

the rent targets here are already proven out, I think there’s a lot of to feel good about 

and I think it’s a very achievable value add program.

••••• 

Did you want to discuss the financing? 

••••• 

I think there’s a good story there as well. The total equity here is almost $33 million. 

And we’re about 63%. I think by the time we close, it’ll be closer to 65% loan to value 

on the debt, which is 10 year fixed rate Fannie (Fannie Mae) financing. We have a 10 

year term as well as 10 years of interest only payment. Even though we have a four 

year underwriting program here, it makes the debt very assumable, very liquid on 

the exit, given the 10 years of IO. But at the same time, it achieves very predictable 

cash flow during our four-year underwriting, at a 4.76% interest rate. Again, interest 

only there. So, I think there’s a lot of stability there. I’ve historically been a floating 

rate guy. And for the first time, in this particular window for this deal, it made more 

sense to have this predictable fixed rate financing because, especially for floating 
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rate deals, you have to buy interest rate caps. And they are astronomically high in 

this current window, where those rate caps are based on two year treasuries which 

are over three and a half percent of this point, even higher than 10 year treasuries.

So, it just became too expensive to buy a rate cap at close versus just taking down 

a fixed rate product where you get the predictability and the hedge intermediate to 

longer term, if you need it, on the financing. Feel really good about this product. I 

think we got ahead of the 10 year treasury when we locked this in, so we feel great. 

This says $46.2 million in proceeds, but we’ll end up closer to $47 million. So, almost 

$2 million higher than when we originally sent out our underwriting at $45 million in 

proceeds. Just a lot there to feel good about. Also feel really good about the capital 

stack in an environment where, if everything just goes wrong, we can hold on and 

have that partnership and structural liquidity to just ride this out, worst case scenario. 

Because at the end of the day, we’re buying apartments in workforce suburbs with 

no supply, in a top MSA growth market.

••••• 

Great. Also, all the slides that we went through previously, those are all available 
to download in content. There are some financials online as well. Srijin, it’s always 
good to talk about risks. And real estate has a variety of different risks. Are there 
any specific risks here that investors should be aware of or focused on?

••••• 

Yeah. We just touched on the financing, there’s always capital markets risk. I think 

we’ve done a great job here of securing the type of financing we want in this 

situation going into the deal, where we can hedge and mitigate a lot of that risk and 

add predictability for investors in terms of the cash flow. The other part obviously, 

is just looking at the macro now, we’re coming off of peak rents. We look at our 

SBREP portfolio, and I would say we’ve probably peaked in Phoenix in April, and 

we’re probably 5% off that peak but still at an extremely high level where our new 

lease trade outs are still averaging over 25% lease over lease trade outs across our 

entire Phoenix portfolio. Our renewals are remaining at just over a 10% renewal rent 

growth clip. Yes, we’re coming off peaks. I think there is a doom and gloom headline 

sometimes for good press in certain publications that are saying rents are coming off 

this and people want to just get doomsday real fast.

But if you look at where we are in Phoenix, we’re coming off a historic peak, but I’ll 

also mention our occupancy. This is where better sponsors and better operators 

separate themselves. It’s not as easy as it was a few months ago where these units 

were just flying off the shelves leasing themselves. We were at 97% to 98% occupancy 

without honestly really doing much of anything other than showing up. Now, we’re 

rolling up our sleeves more, we’re paying attention to certain floor plans, we’re 

reevaluating rents, selectively targeting loss leaders that are maybe units on there 
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for two weeks or more versus two days, they fly off their shelves. So, our occupancy 

blended average has gone from 97% to 94%, but still at a very high level. And again, 

I mentioned the lease trade out still operating at a very high level. There’s been a 

deceleration, but at a historically high level, and we’re still very strong.

know what normal growth is, and this is still way above normal growth. It’s just not 

the bonkers growth that we saw post COVID in 2021. Look, there’s ongoing vigilance. 

And like I said, this is where good operators separate themselves. We talked about 

Azura a few months ago, same theme, same risk. We’re crushing that property, we’re 

getting over 50% lease trade outs over there, some of that specific to the deal and 

who we bought it from. We’re not targeting over 50% here but if you look at context 

of our underwriting on this deal in the in-place cap rate, you feel really good about 

the value you can create day one, and then going forward with the loss to lease 

expense reduction and 80% unrenovated unit count. I think there’s capital market 

risk, there’s financing risk, which we’ve mitigated, there’s rents. We continue to be 

vigilant and roll up our sleeves and just micromanage that. We’ve got our property 

manager who we have a terrific history with and they keep expenses very lean. So we 

feel very good and risk adjusted on financing operationally at the property.

And then the last thing obviously is on the way, we have a four year underwriting. 

There’s going to be some capital markets risk there but that’s where I have this 

intermediate to longer term conviction with Phoenix. The things that make us bullish 

are not going away in terms of what drives Phoenix. All the diversity of employers, 

the high quality employment from the tech quarter that we mentioned, that massive 

Taiwan Semiconductor campus that is expanding in multiple phases, the corporate 

back office between Amex, USA, all these different credit card and financial service 

companies that are there. And then of course, where we’re positioned, is the West 

Valley logistics story. That is here to stay. 20 million square feet of West Valley 

industrial logistics and distribution is not uprooting and going anywhere. I look at 

all that and there’s fundamentals there that you don’t get in most markets in the 

country, combined with the relative affordability and the almost zero supply. Yes, 

there’s supply in central Phoenix, but where we’re positioned, there’s almost zero 

supply in these suburban workforce locations, including the West Valley.

Combine all that on the exit, and who knows where we are. We can all prognosticate 

four years out from now, but I feel pretty darn good about fundamentally, bottoms 

up, how we create value and the fact that we’re just buying into Phoenix at the end 

of the day. Hopefully within four years or less, buying at a high cap rate and being 

able to create value and sell at a lower cap rate is a likelihood that I’m willing to take 

a bet on. Our base case underwriting is that you improve and renovate half of the 

remaining units. You leave half of the meat on the bone, and you sell it at a four and 

three quarters exit cap, which I feel pretty good about, four years out. And like I said, 

worst case scenario, we’ve got a 10-year product with 10 years IO at a fixed rate. 

We know where that’s going to be and we can hold longer if we need to. But if I’m 

a betting man, I feel really good about our underwriting. I think it’s achievable and 
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whatever capital markets risk might be out there, I think we’ve done a really good job 

and have a great structure to mitigate a lot of that.

••••• 

Great. Alright, let’s just dig right into the questions. How confident are you on the 
renovation timeline and costs? Other projects in the area have run into budget and 
timeline issues because of lack of construction labor and higher costs. What are 
your thoughts on that?

••••• 

Yeah. I think that’s where you take a bottoms up bet on your operator, your Sponsor, 

and what is their network locally with contractors. With the property management 

firm that we have, they can source a lot of the materials that other Sponsors run into, 

in terms of post COVID global logistics issues, just getting appliances takes 12 to 18 

months for a lot of people. We’ve gotten ahead of that consistently. We’ve executed 

our exterior paint on time, to enhance curb appeal. We’re pretty confident in our 

contractor network.

I will say at the same time though, we don’t get in there and blow and go blindly 

day one. We always have a base case underwriting. You can slice and dice the 

underwriting a lot of different ways. We always present a base case underwriting, 

where we get in there, we get the operations right, we get the staffing, the personnel, 

all that stuff, and then at minimum, six months in, we start renovating. But if you look 

at our track record, we just operate it so well without having to rehab, that that six-

month timeline usually does get pushed out, because we want to consistently test 

the classic unrenovated rent ceiling and prove to ourselves that we’ve hit that ceiling 

before we even think about renovating. I’ll just add that in context to this renovation 

question, historically when we have needed to renovate post COVID with global 

logistics issues, we’ve gotten around that because of our property management 

network, as well as our contractor network.

••••• 

What is the potential for an earlier exit on this deal?

••••• 

Look, it’s not the base case, but I alluded to it. It’s in the back of my mind. You look at 

the track record of SBREP, there’s no typos on that thing. It’s a weighted average of 

less than two years, whatever it was, 66% net IRR, 2.2x multiple. We pride ourselves 

on creating a ton of value with spending as little CapEx dollars as possible. That’s 

pretty much it. We try to optimize as best we can and we have in the past. I think it’s 

definitely a possibility here where you’re buying at such an outsized cap rate. And 
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it’s like I said, going to be a five and a quarter, if not higher by the time we close in 

October. There’s a chance for that. I’m not here to predict in this crazy world we’re 

in, what capital markets and cap rates and interest rates will be in 12 to 24 months. 

But yeah, there’s a possibility within four years that we could sell sooner than later.

••••• 

I think you answered this question already but just in case someone came in late, 
are there any renovated units that have had recent trade outs, and how do they 
compare to proforma?

••••• 

Yeah. That’s what we tried to detail in our rent comps. I think we provided some follow 

up lease trade out information as well because there have been specific requests on 

that. But in a nutshell, our post renovation target rents are below what the seller has 

already proven out. That just feels really good in terms of the achievability of this 

value program.

••••• 

Next question is, does the year one operating expense estimate include the impact 
of any real estate tax assessment? And if not, what could the incremental cost of 
a reassessment be?

••••• 

This is why 13 of our 19 deals, including this one, are in Phoenix. It’s very business 

friendly and there’s no tax reassessment on purchase. Your annual tax growth is 

capped at 5%. That’s what we like to have, we like that predictability, unlike some 

markets like taxes in Florida, whatever, where you can get really blindsided county to 

county on not just reassessment upon a transaction but year to year going forward, 

with what your tax growth might be. Here, it’s just very predictable. And yes, we’ve 

baked all of that in. There’s no tax reassessment and it’s just set at a 5% cap year 

over year going forward.

••••• 

How much are you investing personally?

••••• 

I’m going to personally be out of pocket $250k to $500K. The GP as a whole is 

going to be closer to $1.2 million. A lot of conviction there for sure, so hopefully that 

appeals to folks out there. But yeah, definitely putting my money where my mouth 

is.
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How far is the property from Scottsdale? Maybe even commute times if you can 
think about that.

••••• 

Yeah. I’m going to map it here live, okay. I would say commutability with decent 

traffic, depending on which route you’re taking, probably that 101 corridor that 

curves north to northeast all the way to Scottsdale, I would think it’s probably a 

half hour commute. Actually, if you go straight shot east on the 10 and then take 

Loop 202, it’s a half hour commute. But the tenants here, you’re not talking about 

a Scottsdale crowd. You’re 18 miles away from Scottsdale, but the tenants here are 

a combination of service jobs in the area. I would say today, the in-place tenancy, 

you’re going to have some natural re-tenanting, as we do on all of our projects. We 

have typically 20% to 30% re-tenanting because we’re improving the demographic 

and the quality of the rent roll.

But even then, you’re probably looking at $30k to $40K incomes, but then you’d do 

a household of that. You’re probably going closer to $50K average incomes. And 

those are service jobs, obviously we mentioned eCommerce driven logistics jobs, 

Amazon jobs in the area. I don’t think there’s a lot of Scottsdale commuting. I think 

there’s a lot of West Valley. Just within that area, you have a massive medical campus 

just a few miles away with Banner Health. And then you’ve got all the industrial 

logistics Amazon type jobs. And then you’ve probably got a lot of commuting across 

to the Southeast valley, as well as north Phoenix where there’s a lot of corporate 

back office jobs, as well as Glendale. I think there’s a lot less class A commuting to 

Scottsdale and a lot more of probably a solid B location and jobs are probably in the 

B plus areas to A minus areas throughout Phoenix.

••••• 

Who are the other investors in the syndication? 

••••• 

Happy to run through the equity makeup. It’s pretty typical. It’s going to look and 

feel pretty much like our Azura deal from a few months ago, for any repeat investors 

from that deal. But it’s our typical syndication, right. We’ve got our own network of 

high net worths, a few 1031s. And like I said, the total equity raise is going to be close 

to 33 million dollars. And so, the Realty Mogul portion of that, I believe will be up 

to $5 million of that $33 million. But it’s like I said, a host of high net worth anchors 

as well as 1031 anchors and then just a pretty broad swath of syndication investors, 

including the Realty Mogul network.

••••• 

What is your underwriting for rent growth and expenses overall? What expense 
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item do you find most problematic in this environment?

Overall, I think on the rent side we’re getting low to mid 30% aggregate rent growth 

over four years, which feels darn conservative. And especially year one out of the 

gate, I don’t think we have any crazy goals here. We’re trying to get half of the 

current renewal clip at the property right, that’s our total. New leases and renewal 

leases blended average in year one is half of the renewal clip at the property and I 

would say a third of our renewal clip across our entire Phoenix portfolio. Feels really 

good from a rent underwriting perspective. On the expense side, we’ve got I think 

it’s an 8% to 10% reduction. I’d say the challenging items, when you bring in AMC, 

you replace a more expensive manager like Greystar, you immediately realize day 

one gains across the board. Greystar especially has a really fat GNA admin budget. 

They stack a lot of items in there that we don’t typically need. And that’s why we like 

AMC, they’re just a great match, great fit for us. They keep the expenses lean, they 

maximize other income. And then they collaborate with us on our rental and leasing 

strategy.

I don’t think there’s any particular issue. We’ve baked in the inflation on payroll, I’ll 

say that much. That’s already baked in. The inflation on every rent item is baked in 

and we’re still reducing OPEX materially in year one. I feel really good about that. Like 

I said, they manage, gosh, 15 of our 19 properties, including this one going forward 

here. This is a dime a dozen collaboration with AMC, we know what we’re doing line 

item by line item. And they’ve never been over budget on any of our properties over 

the last five years. We feel really good about it and I think we’re dialed in on every 

item, inclusive of inflation on payroll, which I continue to see with every deal. You’ve 

got to just watch that and bake that in. 

••••• 

What is your depreciation strategy? I think a lot of sponsors tend to be very 
aggressive, others not. And while I’m always reluctant to talk about tax advice, 
maybe if you do have a strategy, what have you maybe done historically in that 
regard?

••••• 

Yeah. And that’s probably the easiest thing to go to, right. We’re going to plug and 

play what we’ve done with Azura from a few months ago, with Casa Anita back in 

late 2020 with you guys. We’re going to use the cost segregation approach. We’ll 

have that accelerated depreciation, which typically it depends on your financing, 

depends on what your CPA tells you, but at least at a broad level, you should expect 

50% to 60% write off given the financing on this deal, 50 to 60% write off of your 

equity basis in year one. That has dipped on average with agency financing like this 

deal, what we’ve realized historically on our cost segregation deals in the past.
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The rental comp suggests a lag in the increase in one bedroom versus two bedroom. 
What explains that, is there increased difficulty in renting the one bedrooms?

••••• 

It’s a fair question. And again, I go back to that’s why we hammer this two bedroom 

thesis. If you look at all of our deals across the board, one consistency that you see 

is we don’t have any deals with studio or one bedroom concentration. We always 

bet on the two bedroom thesis, this deal is no exception. As you can see here, we’re 

bringing up the pictures on what 80% of the units look like, a ton of value to create 

there, full renovation spec that will probably seize that opportunity the current seller 

has done. But yeah, that’s why we go for two bedroom. I’d have to dig in and follow 

up on what the maybe pace of growth has been on one bedrooms, but I wouldn’t be 

surprised if it is trailing to two bedrooms because that’s what we’ve noticed across 

our entire portfolio throughout the SBREP history. And that’s why we always bet on 

the two bedroom thesis. Here, you’ve got about 70%, give or take, of the units being 

two bedrooms. And that’s why we’re really excited about the deal. If we’ve got to go 

a little bit lighter on the one bedrooms and two bedrooms, we’ll probably do that. It’ll 

still be some strong healthy clips in terms of trade outs on those but I think the two 

bedrooms at the end of the day will drive most of this deal.

••••• 

How do you renovate the units while it’s occupied for a long-term lease?

••••• 

Oh, no. We never do that. If we end up doing our broader programmatic renovation 

on the interiors, it’s the typical well-oiled machine that we run, that most operators 

run, right. Whenever you have vacancy, you just take that, usually around 30 day, turn 

and renovate the unit while it’s vacant and then put it back online to lease back out. 

We rarely renovate units that are occupied.

••••• 

This is a great question, and I actually think I’m going to ask it on every webinar 
from now on, it’s really terrific. What is your favorite thing about this property? 
Frankly, given that you owned it before, you’re uniquely positioned to answer this 
question.

••••• 

Yeah. I think you stole my thunder. But no, that’s the point, right. I’m intimately 

familiar with this property, we know it inside out. We know the pros and the cons 

of the area, of the micro location. Not only have we owned this property but, again, 
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we bought Casa Anita down the street with you. We’ve bought and sold twice in 

this submarket. We know how to create value in a hurry, not that our underwriting 

is predicated on a quick flip, but we just know the heartbeat of this location, and 

then the property of course and we know what we reconfigured. We know some 

of the skeletons are. On the roofs, for example, I know that we didn’t replace them 

comprehensively and we don’t need to going forward. But we have a very healthy 

roofing budget, right. And we know that this property had some roof leak issues 

when we owned it, when the current ownership has owned it. It helps to just be 

eyes wide open that way. That’s what I would say is my favorite part of the aspect 

of this deal, it’s a rare situation where, it’s not my broad business plan to buy back 

the deals that I sold, but in this case, at this cap rate, yeah, absolutely all day.

••••• 

Can you provide more detail around how Azura is doing?

••••• 

I alluded to it earlier. The blended average rent growth has been extremely strong, 

I want to say somewhere in the 20% to 30% range out of the gate, across renewals 

which we cap at 15%, just internally as our internal policy, 15% to 20% on renewals, 

even when we can get higher than that, we just cap renewals at that point. But 

the new lease trade outs have been, I think the highest we’ve had is 85%, 90%, just 

some eye popping numbers. Extremely strong out of the gate, very excited about 

that. It’s doing great and we look forward to updating investors here after the 

quarter ends.

••••• 

Oh, and what is your timing on the closing?
••••• 

The outside date will be October 18th. I would say we’re probably targeting somewhere 

between the first and second week of October, so coming up here real fast. And 

yeah, on this one, definitely moving fast. And I don’t want to steal your thunder but 

probably calling for capital here pretty quickly.

••••• 

Looking at the non-renovated versus renovated comps, seems like the difference 
wasn’t exciting, except for one category of apartment type. Are you seeing lease 
turnover increase in the recent two to three months, and by how much?

••••• 
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I’ll let you guys disseminate and reinforce the lease trade out reports that we sent 

as of last week, so just very real time there. We continue to see strong lease trade 

out performance, both across new leases and renewals. It’s continued to look 

strong. I won’t interpret the not exciting comment. I guess what I’ll emphasize is on 

two bedrooms. That’s where probably you’re seeing the most exciting rent growth. 

It’s about a $200 pop, which is less than what the seller has already proven out 

on their 20% of the units for two bedrooms. I think it’s pretty strong, but I’ll say 

that on the other ones, it’s a little bit more muted on the classic to renovated rent 

pop. But the fact that we can achieve high teens IRRs with that conservative of an 

underwriting, yeah, I agree with the question. It makes me feel pretty good. I’ll go 

for not exciting and not flashy on the rent pops if the returns are flashy, put it that 

way.

••••• 

Is there any scenario where you may exit at a loss?

••••• 

You can always dooms day the heck out of this and rabbit hole any underwriting. 

I’ll defer to anyone who wants to get draconian on the rent assumptions or the cap 

rate expansion. Sure, there’s something, but we’ve run some downside sensitivities. 

You’d have to have rents go almost 40% backwards from where they are today. 

And the blended average rent rule is 1240 bucks, I think. You’d have to be well 

below a thousand dollars from where you are today. And look, there’s a scenario 

where potentially that happens and we go back to Phoenix 2016, 2017 rents. But 

look, if I’m willing to take a bet here, I feel good about how we’re underwriting 

this. And again, the structure and the financing, if all goes wrong, you can hold 

on for dear life with a 10-year term, 10 years IO. If the great financial crisis proved 

anything, it’s that as long as you had liquidity and the right financing, you could 

hold. Everyone still profited in the multifamily space, especially workforce value 

add, post GFC as long as they could hold on. I feel good about that.

••••• 

And then I think you pretty much answered this last question, but what stress 
testing was completed on the proforma over the next one to four years?

••••• 

It’s mainly rents and exit caps. We did the rent stuff. We did the exit caps. We did 

the two way sensitivities. And we’re happy to follow up with specific reports to 

you guys that you can disseminate. But yeah, it’s tough. It’s tough to lose money 

on this site. We just did all of our break even scenarios. And we’re just like, the 

combination and the intensity of things that would have to go wrong made us feel 

pretty good that we’re well risk adjusted on this deal, especially again, given the 
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long term financing and the predictable locked in financing that we have here.

••••• 

Do you have a breakdown of bedroom, bathroom mix, post construction? 

••••• 

It’s same as before, right. We’re not reconfiguring, we’re not adding units. It’s the 

same 320 units before and after, except that the interior finishes will be upgraded.

••••• 

Well, with that Srijin, thank you very much. I think this is the third deal that you’ve 

posted on the RealtyMogul platform, and it’s exciting to be back. For those of you 

who have pledged, we are open for funding. The documents needed to complete 

the investment have been loaded on the Realty Mogul website in the document 

section. And with that, again, thank you to the audience for all the great questions 

and thanks Srijin, for your time. 

••••• 

Thanks, Chris. Thanks to everyone who tuned in, appreciate the time. And looking 

forward to creating value here for investors. Thanks, everyone.

••••• 
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