
Good morning and welcome to today’s webinar. I’m Kamila Bazydlo vice president of 

commercial real estate at RealtyMogul. We’re excited to talk about the latest offering, 

Irondale at Wharton, located in Wharton, New Jersey. The purpose of today’s webinar 

is to allow Diversified Properties to share details on the timeline of events that have 

transpired since the initial launch of this offering on the RealtyMogul platform earlier 

this year. And to discuss the revisions that have occurred in the underwriting and 

the financial model due to the changing economic conditions, as well as to address 

questions that we’ve received from investors about the deal. We’ll also give investors 

an opportunity to ask any questions that they may still have outstanding.

Before we get started, I wanted to provide a requisite disclosure. Today’s presentation 

is not an offer to sell or a solicitation of an offer to buy securities. Such an offer may 

only be made through the offering materials that are available on the RealtyMogul 

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 information purposes only, the information provided 

during the 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 RealtyMogul. 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 risks, 

including, but not limited to, market risks, property specific risks, and environmental 

Kamila Bazydlo, 
RealtyMogul

IRONDALE AT WHARTON- INVESTOR Q & A. 7/8/22
Wharton, New Jersey
  
Host: Kamila Bazydlo, Vice-President of Commercial Real Estate, RealtyMogul
Guests: Nick Minoia and Greg Adami, Diversified Properties



risks, and loss of capital. Investments are not insured by the FDIC, are not bank 

deposits, and are not guaranteed by RealtyMogul and may lose value.

So before I introduce the team, I just wanted to acknowledge that today’s structure 

of the webinar will be a bit different than the first webinar that Diversified Properties 

did for the Irondale at Wharton opportunity. If you would like to review the business 

plan and specific financial structures in more detail, please refer to the offering 

documentation located on RealtyMogul’s website. All right, so now that we got all 

that out of way, I’d like to introduce our guests today from Diversified Properties, 

Nick Minoia and Greg Adami. Thank you for joining us. I’ll turn it over to you to give 

a quick background on Diversified, as well as the Irondale at Wharton opportunity.

••••• 

Great. Thank you very much, Kamila. And thank you everyone for joining today’s 

webinar. I’m Nick Minoia, Greg Adami is here with me today, our chief operating 

officer, and I’d like to give you just a quick thumbnail on the background of our 

company and what our primary focus is. So the background is basically about 40 

years of multifamily development experience in New Jersey. Our company was 

founded... I’m the founding partner, founded the company just about 20 years ago, 

based in Northern New Jersey. Primary focus is of course our immediate market, 

which is New Jersey, New York, Connecticut, Pennsylvania, essentially the Metro New 

York market. And multifamily has been a focus from the beginning of founding the 

company. We do some other development, industrial, self-storage, and some retail, 

but certainly multifamily is our prime focus. We have several multifamily projects 

under construction in the current market, and have done dozens and dozens of them 

over the years, including somewhere in the vicinity of about 10,000 multifamily units 

between development, construction, and property management.

We’re excited today to be at the doorstep of the Irondale at Wharton development, 

which has been a little bit of a winding road to get here. We started back at the 

tail end of last year and earlier this year, toward what we thought was going to be 

a closing. For those of you that are joining the webinar for the second time and 

have been following the updates since earlier this year, we ran into a bit of a snag 

with a building that was occupied as a rooming house and a bar and a restaurant 

that needs to be demolished as part of the development. Long story short, we are 

a contract purchaser to a flip seller, and we thought that the building was going to 

be delivered vacant in and around the first quarter, beginning of the first quarter of 

2022. And unfortunately, there were contract provisions that were not adhered to by 

the various parties.

And we got involved in it, I would say around January, February, essentially took 

control of helping to vacate the property, finding alternate locations for the 21 

residential tenants that were in the building. And through a very complex web of 

finding housing for each and every one of them, so that nobody was left without 
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a place to relocate. All of those residents were relocated, the bar and restaurant 

was closed, and now we’re happy to report that the building is totally vacant. As 

a matter of fact, some demolition has started preliminarily, as we prep for the full 

demolition and development of the property. So very exciting to have finally got 

here. We thought we were here in January, February, hit a little bit of a roadblock, 

but again, it wasn’t enough to defer development, it only abbreviated the process. So 

we’re anxious to move forward, and happy to have everybody on board for today’s 

webinar.

••••• 

Awesome. Thanks, Nick. So again, thank you so much for everyone for joining. And 

as I briefly touched on, today’s webinar, we’d like to address the changes that have 

occurred since the original closing timeline in a little bit more detail. And we’ve 

received a few questions from members about the deal, so we’ll start with asking 

some of those questions, and then give an opportunity for prospective members to 

ask any additional questions that they may still have. So Nick, if you don’t mind, we 

can just jump right into this. And then for anyone who is on the webinar, please feel 

free to type your questions into the chat box. So first question we have for you is, and 
you kind of mentioned this a little bit, but can you provide a updated timeline and sort 
of what’s transpired in the closing process? You mentioned that the property is now 
vacant, but kind of what does your forward-looking timeline look like?

••••• 

Yeah, so again, the key to the kickoff of the development was to vacate the existing 

property, which through a series of efforts between ourselves at Diversified and 

the existing property owner, we were able to relocate all of the residential tenants, 

close the bar and the restaurant, and prepare the building for demolition and the 

commencement of construction. We were fortunate just last week, to have a meeting 

with the mayor in Wharton and his team, including the municipal attorney and 

people from the building department and the local DPW, as a kickoff to introduce 

ourselves as the developer of the property, and engage the township and the staff on 

what that process will be as a kickoff to introduction to the building department, the 

inspections that’ll be required and ultimately the certificate of occupancy.

So we are now at the stage where we are moving toward obtaining the demolition 

permit, which will be part of the process in order to take down the existing structure. 

Some demolition work has already occurred on the site work areas, just to be able 

to preliminarily get going and start the process. We’re now poised for closing on the 

property in about the next four weeks, so that during this interim period of time, we 

will be pursuing the demolition permit. All of the other approvals are in hand, and we 

can commence construction as soon as we’ve demolished the building, and we’ve 

cleared all of those hurdles. So we’re anxious, at this point, to be able to get started.

••••• 
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Awesome. And then diving into sort of the financials, how has the return profile 
changed on the opportunity since you first launched the offering? And maybe you 

can speak specifically to the underwriting changes that have occurred, and cost 

changes, in this quickly changing pricing environment?

••••• 

Sure. I’m going to give a little bit of a global kind of sense of where we are in the 

market. And then Greg will deal with some of the specific areas that have been 

modified since our last webinar, and over the course of the last five or six months. 

So it’s fortunate that we’re in the market, in a fairly significant way in terms of local 

construction. We have somewhere in the range of about $50 million worth of active 

construction underway, unrelated to this transaction, but related to our local markets. 

So we’re in the market every day, we’re buying out contracts. We understand the 

supply chain issues, we’ve followed it, stayed ahead of it during the course of the 

last two years, and are very comfortable with where we are on updating the pricing. 

At the same time, we’re fortunate that the Metro New York market, I think recently 

CoStar, and I think Chris Fraley had profiled an article about the market in general 

for multifamily, and the expansion, and the amount of absorption for multifamily. The 

New York Metro market is second in the country, some 40,000 units absorbed in the 

last year.

This Wharton project is definitely part of the outlier to the Metro New York market. 

And we’re very excited about the prospects of what the rents will be. Greg will touch 

base on how far they’ve been rising over the last several months. And we can touch 

base specifically on some of the price increases, which we have seen. There’s no 

denying that the supply chain has created issues, lumber has been like an arrhythmia 

of a heartbeat, it’s up, it’s down, it’s flat, it’s all over the place, but right now it’s pretty 

stable, which we’re happy about. Certain other oil related products, PVC pipe, paving, 

certainly fuel, we all know the story there, is up. But the rest of the market is fairly 

stable now, we don’t see the dearth of price increases that we had seen over the last 

year. It’s fairly flat, no longer rising, and some of the prices have pulled back. The 

offset to that of course, is that the rent is way up in our market. I think it’s somewhere 

in the 10% range, and Greg will touch base on some of these specific items.

•••••

Yeah. So in general, when we look at the project from where we were when we first 

launched it to now, our IRR is still as good as it was, actually it’s a little bit higher 

than it was. Now this is from two things, an increase in the rents that we project that 

we can get, and it kind of offsets the increase in prices that we have seen in the hard 

costs. So we did see about a $1.4 million increase in the hard costs, as we looked at 

the project where we are today, where the market is today. And like Nick said, it has 

to do a lot with oil related prices, paving, asphalt, PVC pipes, et cetera, plus some 

Kamila Bazydlo, 
RealtyMogul

Nick Minoia, 
Diversified Properties

Greg Adami, 
Diversified Properties



Greg Adami, 

Diversified Properties

(cont.)

other items, steel-related maybe, that have pushed costs up a little bit from our 

original projection.

But we also see that increase in the rents that we’ve laid in here. We’re being 

conservative, and we’re looking at rents today, and specifically that the one bedrooms 

are now going to be one bedrooms with dens, so that actually pushed our price 

per month $250 per unit on that. So looking at that as a whole, it really balanced 

out. And our project is still a very good, viable return for everybody. Some of the 

questions that we got are also about the interest rates going up, what’s our interest 

rate going to be, what’s our liability going to be there. We did increase our interest 

reserve to $750,000, and given the draw timing, and where we see our draws coming 

in interest rates that will be at those times, we have a lot of room on the upside for 

the interest rate reserve. So we can go well above 8%, which we should never get to, 

and still have plenty of excess in the interest reserve.

••••• 

And so it’s really a combination, again, with the... One of the keys for us is that 

we self-perform our construction, we manage all of our construction, we are our 

own general contractor. Many of the subcontractors that we have, have been with 

us, not just for years, but literally for decades. So we’re very comfortable with the 

pricing that we get from subcontractors. All of the numbers in our budget have been 

preliminarily viewed by our subcontractors, we vetted those numbers, and these are 

pre-negotiations numbers. We actually believe that the numbers will be less than 

what we’re proposing in our budget, because we have not fully negotiated contracts 

yet, including with the site work. So we think there’s going to be some savings, but 

we’re not pricing that into the deal right now, we’re using fully expanded bids and 

pre-negotiations, we think there will be some room.

And on the upside of the time period that it took to vacate the building, we actually 

went back in and modified the architecture, as Greg said, there is a shift in the 

thinking work from home, so on and so forth. We took the opportunity to take the 

one bedrooms and modify many of them to include a den, so you have a work-at-

home kind of an environment which benefits us on the rent in the revenue side of the 

transaction, which really helps to offset any price increases. And that’s the reason 

that the yield on the development is still essentially the same. Prices are up, but so 

are the rents.

Again, on a stabilized basis, expenses are about 40% generally of the property and 

revenue is the main determining factor on yield. So with rents being up as much as 

10% in our local market, it’s offsetting any of the price increases on a stabilized basis. 

And we ran many metrics on the proposed increase to the interest rates, target rates 

moving up a half, three quarters of a point, all the way up to a point and a point plus, 

and the interest reserve, because it was fully funded as if the entire construction 

loan were drawn down on day one, but it never is, it’s a bell curve. So we’re very 
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comfortable with the amount of interest reserve we have, that it should take us 

through this period of construction, which is targeted at 12 to 15 months.

••••• 

And just something semi-related, like Nick said, right now the rents in Morris County 

are up 10%, based on CoStar. And the average vacancy rate is 1.3%, which is very, very 

low. The other thing to add onto what Nick was saying, we’ve been actively involved 

in this project this entire time. So even though there’s been a lag time since our first 

webinar, we’ve been actively looking at it, pricing, reevaluating the plans, making 

sure everything is as best as it can be as we approach this launch date. So we haven’t 

been idle, we’ve been actually very active with this project, which we’re very excited 

about.

••••• 

Awesome. That was a great overview. I think the one thing you didn’t touch on is, 
obviously there won’t be a GMP since you’re self-developing this, but when do you 
expect to have a majority of the subcontracts bought out?

••••• 

I would say we’re probably about 75% or 80% complete with our construction draw-

ings. Again, we took that opportunity, it’s a good news, bad news. The bad news was, 

there was a delay. The good news is, we used it to value engineer both the architec-

ture and the site planning. There are actually some changes underway that we think 

will beneficially enhance the budget on the site work as well, by changing some of 

the storm water and some underground utility work that was previously approved. 

And again, we did not get the original approvals, we inherited them as part of our 

contract, but we’re value engineering them along the way. So the delay has actually 

been of some benefit in terms of the architecture and the site development, the site 

engineering. So I think that we’re very much in a position to now buy out these sub-

contracts, probably within the next three to four weeks many of them will be bought 

out. But by the time we close on the title, again, target four weeks, many of these 

contracts will be bought out because the construction drawings will be completed 

at that point.

••••• 

Awesome. The next question is related to the debt and the loan that you’re intend-
ing to put in place. Can you talk a little bit about whether it’s finalized, and the 
terms of that loan, if it is?

••••• 

Yes, we do have a term sheet on that loan and right now we’re looking at 50 BIPs 
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over prime with a 4% floor, but we only have a 33 BIPs origination fee and a 33 BIPs 

exit fee. That’s an 18 month loan with two, six month extensions. So right now, what 

we’re looking at, I believe is a 5.5% right now. Obviously interest rates may go up 

in the future, as the fed makes their decision later this month, but we still have that 

room that we built into the budget to anticipate some increase in the interest costs. 

But like Nick said, with the timing of the draws and how much we have in reserve, we 

should be absolutely fine..

••••• 

Awesome. You touched on timing a little bit before, but maybe you can talk a little 
bit more about when you intend to fully start demolition and then hit the ground 
with the beginning of development vertically?

••••• 

Yeah, and it’s a good question, Kamila. And again, I think that the benefit of the 

time that we’ve had enabled us to move forward with lots of different things. We’ve 

been through the building now that it’s vacant, and we really have been putting the 

bids together for the demolition, which were a little challenging to do beforehand 

because the building was fully occupied, so now we’ve got those numbers in hand. 

We’ve met with the mayor and the various people in the building department to es-

tablish those contacts. So we’re confident that on or about the time that we close on 

the title, which is roughly, let’s call it four weeks, we should have a demolition permit 

in hand, and literally we expect it within a few days, a week, 10 days, something like 

that, of closing, we’re actually expecting to demolish the building. Our target time-

frame for construction, again, this is, I think an important metric that we’ve looked at 

hurdles for interest rates rising over the period of construction.

But this is a fairly straightforward development for us, this is not our first rodeo by 

any stretch of the imagination. This is a relatively small project for us. We have a 

project that’s 266 units that’s under construction, which we’re about to finish by the 

way. So a 60 unit project is very much in our wheelhouse, it’s in our backyard, the 

target construction period is 12 to 15 months, so we don’t expect interest rates to rise 

based on every... Not that our crystal ball works any better than anybody else’s, but 

from everything that we’re hearing, what we know, I happen to sit on a bank board, 

so I have some other intel that other developers don’t necessarily have because I’m 

very involved, I chair the loan committee at this bank, a lot of different details, a lot 

of metrics that we get on, where interest rates are, where they’re moving to. We 

think we’ve covered ourselves in the time period that it’s going to take to build this 

building, which is a fairly short duration. It’s not a large project by the size of devel-

opments that we typically do, so we think it’s 12 to 15 months, and we’ve covered 

what we believe is the rising interest rate environment in that period.

•••••
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Great. So if you start demolition shortly after you close title on the land, when do you 

expect to go vertical? Do you have an expected timeline? Is it September, October, 
or how many months after closing?

••••• 

Yeah, we think that the site work preliminarily, in order to demolish the existing infra-

structure, there’s a couple of small retaining walls, the parking lot that’s paved, all of 

that has to be stripped and neutralized and begin development. So right now we’re 

forecasting probably 90 days, 90 to 120 days, we should be in a position with a foun-

dation permit to go vertical on the construction. This way the building is up, we frame 

it up over the winter, and we’re moving to the interior by first thing in the Spring.

••••• 

Awesome. And given the delays around the tenant removals, are there any New 
Jersey tenancy laws or other New Jersey regulations that concern you or could 
lead to future timeline delays?

••••• 

No, we don’t see any. And interesting kind of sidebar to that, one of the beauties of 

our market is, it’s a very... The barrier to entry in New Jersey is very, very difficult. 

This project has been under the approval process for five years. It took five years for 

the other developer to get these approvals, and there are no other projects under 

development in the community of Wharton. So during the... If somebody went to try 

to get an approval today in Wharton,they’re not going to have an approval or begin 

construction before we’re even finished. So in terms of competition, it’s important to 

know that there really won’t be any in the community of Wharton, it just takes that 

long in New Jersey. That’s the good news and the bad news. It’s painful while you’re 

getting the approvals, but once you have them, it’s like gold. We don’t see any other 

hurdles on the tenancy side. We’ve met all the metrics, everybody that was living 

in the rooming house has been relocated in conditions that were acceptable to all 

of them. There are no tenancy issues, there are no pending evictions, court cases, 

there’s no litigation. There’s none of that. So it’s really clear sailing from here.

••••• 

Awesome. And then who do you see as the potential buyer for the property upon 
its completion and stabilization?

••••• 

Everybody that buys multifamily.

••••• 

Yeah.
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And I say that tongue in cheek. The market here in New Jersey is very, very tight, 

and any building that comes up for sale in multifamily is snapped up in very short 

order. It’s been that way... Again, I’m doing this, I hate to say how many years, it’s 30 

plus, 40 years. It hasn’t changed any. The demand for multifamily has only gotten 

better, as some of the stock is aging in New Jersey. And what happens is even the 

smaller players, and I say smaller because this is not an institutional-sized deal, it’s 

not 200 units, it’s not 300 units, we’re building a project that’s 400 units. That’s an 

institutional-sized deal. This is a local developer, local owner, who typically will trade 

up. We had a project last year that we sold, even smaller than this, it was 35 units in 

Bergen County. And who bought it? It was a family owned company that were selling 

some of their older stock, 20, 30, 40 year old buildings, as the patriarch of the family 

was aging in place and wanted to upgrade the inventory.

I see that as one of the buyers here, where some of the aging stock is sold to groups 

that are looking at value add placed, and the new properties, where again, this will 

be a relatively maintenance free building for a new owner that will... You’ve got sep-

arate utilities, the tenants pay all their own electric, gas, air conditioning, everything 

is separate. So from the standpoint of management, there’s lots of people, lots of 

groups that want to buy these buildings, and it’s affordable to a very large class of 

buyers in New Jersey. And the numbers are still, even in this market, we’re seeing 

four and four and a half caps today. Those numbers should move as rates rise, theo-

retically cap rates will decline. But again, the product that gets pushed through the 

pipeline in our market, because of the constrictive aspect of getting approvals, is 

very, very narrow. And the pricing has always been pretty aggressive, and we don’t 

see that changing because the supply side is still very tight.

••••• 

And we said 1.4% vacancy, right, Greg?

••••• 

Yeah, 1.3%.

••••• 

1.3%, yeah. 

••••• 

Don’t sell us short. And like Nick said, the barriers to entry in Morris County, there’s 

not a lot of new products, especially in this size, like Nick said, it’s affordable to a 

lot of buyers. We should probably be excited about having this come on the mar-

ket, whenever it comes on the market, it’s going to be very interesting to potential 

buyers.
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••••• 

There will be a host of buyers for this property. We get phone calls, if not weekly, 

every couple of weeks from the active brokers, multifamily brokers in this market, 

asking if we would sell any of our existing assets, because there’s such a demand for 

multifamily, and the capital chasing these deals, that is not being met by the supply 

side.

••••• 

Awesome. So I’m having a little bit of technical difficulties, so I’m going to put my 

video off, and then I will give the members on this webinar a chance to ask some 

questions. And then we’ll go ahead and read those questions and have the Diversi-

fied team provide responses. So, pardon me here. So, the first question, Nick, we 
have is, “Can you please share your thoughts on the exit strategy and timeframe?” 

Okay, so we were just talking about this a little bit, but maybe you can specifically 

elaborate to the property that you mentioned that recently sold, if you remember 

kind of the cap rates or price per unit that that sold for.

••••• 

Yeah, that property sold... Everything that’s selling in the market now is in the 

$400,000 plus range per unit, and cap rates that are in the low to mid fours. I see 

very little that’s even pushed into the five cap rate. And that building that was sold 

by the way, we weren’t looking to sell it. We were solicited so many times by the 

brokerage community that finally we just said, yes, and we sold the property. We’re 

not always a seller of what we build, but the comps that are out there are very, very 

strong. I mean, units are selling, typically new construction, I just heard of a deal the 

other day that sold almost $500,000 a door. So the numbers are up, the cap rates 

have not really been condensed, and we’re still seeing a very strong demand. We see 

that as we’re renting the property, when we’re at the tail end of construction and 

we start our rental process, that’s when we would go to the market. So even before 

we’re fully stabilized, we could be in the market looking for a buyer that would buy it 

subject to perhaps full rent up and stabilization, but we would lock in a deal sooner 

than even the building is completely stabilized.

••••• 

Got it. There’s a question on here from an investor about whether this webinar will 

be provided for replay, the answer to that is yes, we’ll have this webinar up on the 

website so you can view it afterwards. I am seeing a slowdown in questions, but let’s 

give it a couple more minutes and see if anybody else has anything that pops up.

••••• 
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Okay, absolutely. By the way, one other thing, Kamila, we’ve already hired the project 

manager for this development, even though we haven’t closed on the property. We 

do manage our own construction, so all the project managers work for us directly, 

the project manager has been identified, he’s already been hired and they will be 

starting with our company within the next couple of weeks.

••••• 

And it’s also important to note that we’re very hands-on on the active projects, we 

visit them regularly. Nick was out at one of our projects this morning, just seeing how 

it’s going, making sure the project manager and all the steps are being taken that 

should be. It’s just something we like to do because all of our construction is very 

nearby, and we like to be hands-on and see exactly what’s going on, and not just 

throw it to the wind. 

••••• 

And by the way, that extends into all phases of the real estate. We also do our own 

lease-up internally and we do our own property management, so we’re a fully inte-

grated company with staff to build, to not only do the lease-up, but the property 

management. So, there’s full control over the property from the time that we start 

the demolition, through construction and lease-up, and property management. 

••••• 

Awesome. And how many units do you own currently or have under construction 
currently in the submarket?

••••• 

There’s about 1000 units approximately, between what we’re owning currently and 

managing, and what’s under construction. 

••••• 

Got it. All right, I think we’re coming up here on no additional questions. So with that, 

I’d like to thank everybody for joining. And Nick and Greg, thank you for joining this 

little fireside chat Q&A session. As always, if you have any other questions, please re-

fer to the offering documentation on the RealtyMogul platform. Thank you everyone, 

have a wonderful rest of your day.

••••• 

Thank you so much.

Thanks everybody, take care.
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