
Good afternoon, everyone. My name’s Kamila Bazydlo. I am a VP here at RealtyMogul 

and I’m sitting here with Benoit Rochard, who is head of acquisitions at GVA. We are 

here to talk about the Mission Matthews offering that GVA has posted on the RM 

platform. But before we get into the details on Mission Matthews, we are going to 

talk about some 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 website. We are not attorneys, we are 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 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’s no secondary market for this investment 

and there’s 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 and environmental risks, and loss of capital. Investments are 

not insured by the FDIC. 
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They are not bank deposits and they are not guaranteed by RealtyMogul and they 

may lose value. 

All right, Benoit, welcome. Again, today we’re talking about the Mission Matthew’s 

offering that GVA has up on the RM platform. And we’ll start with talking about 

GVA. Maybe you can kick us off.

••••• 

Yeah, definitely. Thank you, Kamila. So GVA is Austin based, we’re founded in 2015 by 

Alan Stalcup. He’s our sole founder owner. We’re vertically integrated, so property 

management in house, construction management in house, asset management 

acquisitions. And we feel like that’s a pretty significant advantage in our ability to 

execute on our business plans, particularly the property management in house. 

So our property management team does not do any third party management for 

anyone else. None of our properties are third party managed, so that gives us better 

alignment of incentives of people that have goals. And so in a market, for example, 

like Charlotte, which we’re discussing today, we have enough scale to where we 

have a full property’s worth of bench employees. So all great sports teams always 

have a strong bench. You need it, right? Things come up, people get sick, people 

go on maternity leave, people quit, whatever it may be. So having that extra layer 

of employees to help us execute on the business plan has enabled us to achieve 

success.

We participate both in naturally occurring affordable or workforce housing such as 

this and capital-A affordable, so properties that also have affordable contracts. All 

we do is multifamily, value add multifamily, so that gives us a strong asset focus 

despite being across geographies, at least having the focus of the assets helps us 

execute successfully as well. Currently, we own 138 properties, about 25,000 units. 

Texas, or sorry, yeah, across many states. And our investment strategy is relatively 

straightforward. We look for opportunities that through our work and our input can 

achieve outsized returns. So we’re alpha investors, we don’t do any beta investing. 

We’re not just riding the market. We’re finding properties where ideally there are 

multiple levers to push on, including in the case of this one, both from a more active 

management standpoint, from a physical value add standpoint. And pushing on 

those levers allows us to increase the NOI at the property and thus increase the 

value of the asset.

The other pretty significant thing is with the types of properties we buy, we’re 

buying below replacement costs. And so that puts us at an advantage. Folks often, 

particularly in markets like Charlotte, Austin, Nashville, that we’re very active in, 

always ask questions about supply, et cetera. The reality is the price of which we 

buy these properties, you can’t build that property today for that cost. So that’s a 

distinct advantage over some of the new construction properties that are being built 

in these markets. Our pipeline is pretty unique generally speaking, about 90% of 

what we do is off market. And obviously off market has a broad range of definitions 
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from three groups looking at it to first call and only group looking at it. But we feel 

like having that tighter buyer pool allows us to have slightly more competitive prices 

on the purchase. We’re not stealing it. Everyone in all these markets is educated, but 

avoiding the extra little bit of competition helps.

So yeah, quick overview, everyone always likes the big numbers. So we’ve bought 

over 250 properties at this point, 33,000 plus units. We’ve sold quite a few obviously 

since we’re down to 25,000. We’ve refied a lot, so the total transactions there include 

some refinances, doesn’t include some recent ones, which we’ll get into a little later. 

But yeah, so we’re quite active in the business.

Market wise, so we’re major Texas markets, Nashville, Chattanooga, Knoxville, and 

then I refer to it as the I-85 corridor. So Atlanta, Greenville, Spartanburg, Charlotte, 

then on to Raleigh, with Charlotte, definitely being a very strong regional hub there. 

At this time we have four regional managers based in Charlotte, a couple senior 

construction managers, as well as more junior project managers, so really strong 

management team in the Charlotte area.

Quick overview of our dispositions. Obviously the font’s a little small. I think we’ll 

have to break this up into a couple pages moving forward. And obviously that IRR, 

I mean we never underwrote any of these deals to that IRR. Like a lot of our peers, 

we’ve outperformed over the last five or so years. But even in this environment 

there’s selling a few properties selectively, smaller properties, older properties, and 

we’re still achieving very strong results. So, quite happy with those results despite 

the challenging environment.

And then, yeah, this slide actually needs a pretty major update. We just closed on 

a 23 property refinance, so there’s 23 more properties to be added to this one, 

and we’ll get into the refinance further later on in this presentation. But it is a key 

component of our business, particularly when it comes to high quality assets such 

as Mission Matthews. It’s the type of property that we want to hold for more than 

just a couple years. And so the refinance is a key part of that business plan.

•••••

Awesome. Looks like we’re onto the property overview. Can you walk us through a 

little bit about the property’s details and where it’s located?

•••••

Yeah, yeah. So, Mission Matthews Place, built in 1994, 392 units, 913 square foot 

average size, located in Southeast Charlotte, the Matthews submarket, great 

submarket, high end homes, good school districts. The Matthews downtown is going 

through a cool little rejuvenation with a lot of fun restaurants and bars and people 
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will drive all from all over Charlotte to Matthews to go out to dinner at this point. 

Little downtown, also on the edge of Myers Park, which is one of the preferred, 

nicest single family neighborhoods in Charlotte. And on Independence Parkway, so 

we’ve got great vehicle counts, great visibility of the property, great accessibility into 

downtown Charlotte, and then even out to the Charlotte Airport and also out further 

into the suburbs as, for example, further southeast of the property, there’s a Harris 

Teeter distribution center where some of the residents work. So great accessibility to 

a lot of different jobs in this location.

Then Charlotte in general, fantastic city. It’s growing at almost excess the national 

average. So a lot of job growth, a lot of population growth, a wide diversity of jobs. 

Look on the right side screen here. Lowe’s, Truist, Honeywell, LendingTree, USAA, 

Centene, Duke Energy, Robin Hood, those are all very different companies. Lowe’s 

has two campuses in Charlotte. They’ve got their more traditional office in suburban 

Charlotte, and then in downtown or in South End, just outside of downtown Charlotte, 

they’ve got a technology center, so a more hip office for their younger employees. 

Which just speaks to the diversity, I think, of Charlotte, where you do have your 

traditional office parks, but also a lot more kind of knowledge workers and a lot of 

banking. Historically it’s been a big banking center and over the last few years that’s 

continued to grow as people leave other cities and move to Charlotte.

And the airport, right? I mean, it’s a huge deal. You can’t understate the impact 

of an airport that has the volume of traffic, the volume of flights of Charlotte. The 

accessibility for folks who if they need to travel for work or want to travel for leisure, 

having that as an amenity is fantastic and it’s not easily replicable. Being based 

in Austin, I can tell you it’s been here not for about 25 years. It’s taken a while to 

get some decent flights and finally started happening over the last three years. So 

definitely envious of a city like Charlotte, which is a similar population, but since it’s an 

American Airlines hub, just the availability of flights and destinations is significantly 

greater. And two hour flight time to Miami, New York, DC, Dallas, are all within two 

hours, which is fantastic from a workforce standpoint. So a lot of universities as well, 

UNC Charlotte. State Capital, so some job drivers that are really strong multi-decade 

themes that just aren’t going to disappear overnight is what has us excited about 

investing in Charlotte and being part of that community.

•••••

Awesome, thanks for that overview. It looks like next we’re getting into the actual 

acquisition of Mission Matthews. Can you talk a little bit about when you acquired 

Mission Matthews and of the details surrounding the acquisition?

•••••

Yeah, yeah. So we actually close on this property in July. Not uncommon for us. So 

every deal we do, we have the ability and desire to be 100% of the equity. That’s kind 
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of our ethos. That’s our mindset. So when we’re underwriting, my mandate’s easy, I 

just need to make Alan happy from a return standpoint. And what we’ve found over 

the years is there’s a lot of other people who like similar returns, who like the risk 

adjusted profile. So we’ve closed on this and the reality is we like doing deals and 

we spend a lot of time finding good deals and we’ve been doing this long enough to 

where we, even in this market, we’ve got good deal flow of interesting deals to do. 

And so we like to bring in new partners because our capital is not infinite. So that’s 

why we’re here today speaking to you all.

And when we’re underwriting, there’s no intention. It’s not like Mission Matthews 

we’re like, yeah, this is going to be RealtyMogul only. It was kind of after the fact 

decision. So yeah, people often ask why this one? Why pick and choose? You do 

some X number of deals a year, how do I know I’m not looking at the bad one in 

a bunch? And you can relax in knowing that Alan invests a significant amount of 

capital and all of the deals. I invest in all of our deals as well. So we’re right alongside 

you and actively oversee these even post acquisition.

But I digress. We close mid-July, property performance has been going really well. 

We’ve stayed pretty full. We’re turning units on a regular basis, but a lot of people 

are renewing also and obviously not quite at the renovated rent level, but strong 

increases there. So that’s allowed us to push on and get a higher NOI as well.

And the property’s looking great. I was actually just on site this week, random 

just coincidence, I was touring all of our Charlotte assets. Even though I’m lead 

acquisitions, I make it a point to go to every property every quarter and just make 

sure that the business plan that I envisioned is still A relevant or B and if it is still 

relevant, it’s being acted upon and that’s what we’re doing. And that is the case 

here and it’s going really well and we’re excited about it. Occupancy is still in the 

mid 90s. While we’re here, I’ll touch on the loan. So being that we’re repositioning 

the asset, we’re going to drive, we’re going to increase NOI pretty significantly over 

the next year, two years. And to fund that and to give us great flexibility in terms of 

managing that, we bought this asset with a bridge loan. So bridge loans are a little 

more expensive from an interest rate standpoint as you can see here, 475 over SOFR. 

So all in debt today is around seven to seven and a half. Haven’t looked at SOFR 

today, but in that range.

And so you’re like, wow, that seems problematic. That seems tough. But the reality 

is, due to our business plan and what we’re implementing, we’re actively working 

our way out of that negative leverage and tracking really well to do that. So we’re 

comfortable with it, we’re okay with it. We capitalize the property to be able to 

withstand that, to work through that, and then eventually get to a refinance, probably 

sooner rather than later. But we think about it happening at the end of year three. 

Realistically it can happen a lot sooner. So for example, the 23 properties we just 

refied, we returned anywhere from 30% to 90% of the equity. And some of those 

were bought as recently as a spring of ‘21, so we’re 12, 18 months into the hold there 
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and we’ve already created, our business plan has been going well, we’ve created 

enough value for that refinance to return a significant amount of equity and also be 

a lower cost of debt even though we’re increasing the loan balance. If we’re returning 

equity, it’s because the loan’s getting bigger. Our cost of debt’s going down, so that 

instead of being 475 over SOFR, it’s 195 over SOFR, so significantly less expensive 

debt.

And with Fannie or Freddie, which is a known lender, borrower friendly lender, they’re 

not set up to be predatory as some lenders can be, when things get tough, they’re 

definitely set up to work with everyone. And they’re stable. Right now they’re really 

active. Despite all of treasuries going up, everything we hear in the media, they’re still 

actively lending and have a high desire to lend and make sure Americans are housed 

properly. So that’s one of their mandates as a quasi-governmental organization. 

So yeah, on the surface this debt looks a little intimidating, but that’s the thought 

process behind it. And we’ve got another 26 properties under application right now 

with Freddie. So we’re very in tune with that refinance process and how that works.

•••••

Thanks, Benoit. Can you talk about whether you an purchased interest rate cap for 

the bridge facility that’s currently on the property?

•••••

Yes, we did. It has already been triggered. I actually, that’s bad of me, but I don’t 

remember what the amount of the cap was, but I do know we’ve already hit that 

ceiling. We had projected that in our underwriting. So in our underwriting we take 

into account the forward curve. So Chatham is a research provider around interest 

rates, et cetera. And they actually publish a forward curve. So what they anticipate 

interest rates will do over the future five years. So we put that into our model and 

it was telling us that this was going to happen, but we then left it up against that 

interest rate cap for the remainder of the hold, despite actually that forward curve 

starts coming down again in late ‘23, early ‘24. So from a debt standpoint, we’ve kind 

of underwritten a pretty conservative scenario just because, like I said, we’re leaving 

it up against the cap, so basically max interest rate.

•••••

Great. And then you mentioned that you recently refied 21 or 23 properties. What 

was the leverage level on those refis?

•••••

Yeah, 65% of appraisal. So that’s relatively ephemeral and that’s why I’ll highlight 

the fact that we got 30 to 90% of the equity out on those deals. Since there’s not 
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a purchase price, the value is, yeah, it’s up to the appraiser. So significantly higher 

value than what the properties were bought at.

••••• 

Awesome. It looks like the next slide, we’re talking a little bit about the investment 

thesis. I know, you mentioned some of this in the prior presentation, but maybe you 

can elaborate more here.

••••• 

Yeah, yeah. So as I mentioned, super fantastic location on Independence Parkway. 

Great visibility as people are commuting in and out of Charlotte. A lot of jobs in the 

local area as well. A lot of the car dealerships for Charlotte are located in this area, 

Range Rover, Lamborghini, et cetera. So relatively high paying automotive related 

jobs. Those mechanics, especially today with the shortage there is in that workforce, 

are living pretty well and can definitely more than afford to live in this property. 

But then on the flip side, the homes in this area are six, $700k plus, so relatively 

unaffordable. So if you want to live close to your job, you’re probably not buying a 

house in this area, you’re renting at this property for example. And a fantastic asset in 

terms of long-term tenants. We’ve got garages. We’ve got relatively large floor plans, 

right? 913 sq. ft. on the bigger end on average, say probably the industry average is 

800 Sq. ft. to 850 Sq. ft., so just slightly larger.

And then the garages they don’t often get used for cars, they usually get used for 

stuff and once people put their stuff in there, they’re more likely to renew. We’ve got 

carports, pool, gym, so really a fully amenitized property that, in 1994, was probably 

on the cutting edge of the amenity package that was available. It’s a really big, really 

nice clubhouse. This was built by Hanover and still actively developing today and 

well regarded developer. So pretty fantastic asset. The siding is brick and Hardie, 

which are my two favorite siding materials. Hardie’s super, well, it’s very user friendly. 

It can be painted, it can be power washed, it can be replaced plank by plank. It’s a 

concrete based product. So it’s very strong, very resilient over time. Lasts 30 plus 

years. So that’s great. And then brick is brick. There’s plenty of old buildings with 

brick, so really like that about this property.

And then in Matthew’s, really strong school district public schools, so B, B plus, A 

minus type schools. So got a decent amount of families at the property and this 

location caters to that pretty well. As I mentioned, a lot of different job centers. So 

uptown Charlotte, 100,000 plus jobs is 10 miles away. University City is a little further 

mileage but it’s actually pretty accessible because we’re pretty close to WT Harris 

to where WT Harris hits Independence Parkway and WT Harris does a loop around 

Charlotte and actually goes all the way to the north end there, so that’s fantastic. 

But a lot of renovations left to be done in this property. Previous owner had started 

some before COVID, but then when COVID hit, like a lot of owners they put it on hold 

and hadn’t restarted it. So a lot to do from a physical value-add level at the property.

Benoit Rochard,
GVA Real Estate 
Group
(cont.)

Kamila Bazydlo, 
RealtyMogul

Benoit Rochard,
GVA Real Estate 
Group



And as I mentioned, low density site. Lots of green space surrounded by woods. 

There are some other apartment properties in the area but you don’t really notice 

them when you’re on site because of the tall trees and great foliage. We’ve got a 

nice dog park, we’re installing washer dryers on turns and actually also offering it to 

the existing residents and rent. We’re installing them and then renting them back to 

the resident. So what that’s going to allow us to do is remove the laundry center and 

actually turn that into a dog wash station, which people really enjoy. It’s a lot better 

than putting their dog in the bathtub or whatever. And then, yeah, fitness center is 

great, it’s huge and the pool is also nice. We’ll do new pool furniture, it’s on order for 

the spring season to update it and refresh it, make things a little nicer.

••••• 

I think we talked a decent amount about the submarket, but let’s get into the details 

of the business plan, the unit mix and maybe some of the rent comps.

••••• 

Yeah, yeah, so great unit mix. We’ve got one bedrooms, two bedrooms, three 

bedrooms. I love three bedrooms. Developers have historically not built many of 

them, so you can get usually really strong rents there and a lot of renewals, so we’ve 

always done really well with three bedrooms. So it’s nice to have some of those. And 

then, yeah, decent number of twos and ones, so good mix.

Some of the comps, as I mentioned, so Sardis Place, for example one of the comps is 

just next door. You can see here we’re not trying to set a new submarket high, we’re 

just trying to slot right in. Our underwritten rents are $1544 on average versus comp 

average of $1550. $1 per square foot. We’re a $1.69 versus an average of a $1.68. So 

generally our business plan is never to be the most expensive in a submarket. We find 

properties that are operating below market and we underwrite them to operating to 

market. We think it’s unfair to ask our staff to exceed the market. So that’s where 

it’s my job to find properties that are below that way if we get to market, that’s the 

business plan. So you can see that here in the numbers.

Some of the photos of the comps. So pretty comparable properties, although Sardis 

Place is vinyl siding, which I think doesn’t look as good and is a little inferior. But 

Park 2300 is Hardie and brick. Matthews Reserve is Hardie. Then the interiors are 

mixed, some black appliance, some stainless steel. What we’re finding is as long as 

the appliances are new, people like that. So we’re doing a lot more black but in this 

property, we’re doing some stainless as well. So pretty in line with these comps on 

our renovation.

So a little more detail about the business plan. So that top photo is a seller renovation 

and then the bottom photo is the existing classic, some beige walls, those are original 

appliances. That range specifically is probably from 1994, that vent hood definitely 

is with the kind yellowing. That fridge was replaced at some point. So, we’ll do new 
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appliances, new cabinet fronts, resurface counters. We’ll color change. That goes a 

long way. People are always surprised how many apartments are still beige today. 

And just color changing them to gray makes a huge difference when you walk in, so 

that’s a big part of it. 

Flooring, we’ll do vinyl throughout on the first floors and then vinyl in living areas 

and wet areas on the second and third floor and carpet in the bedroom. And we 

found that works really well because there’s some people who want the vinyl floor 

throughout and so the first floor units are great for that and some people like having 

carpet in the bedroom. So we’ve got both those options and that is generally received 

really well. Yeah, that’s the broad strokes of it. And then maintain strong occupancy. 

So market occupancy for that.

•••••

Do you want to walk us through a little bit about the sources and uses and how 

much you’ve budgeted for CapEx, et cetera?

••••• 

Yeah, yeah. So senior debt there at $70 million, $32 million of equity. Purchase price 

$92 million. In that closing cost is a significant amount of reserve. So that, like I said, 

we’re comfortable with that negative leverage because we’ve capitalized for it. So 

rather than getting a tough spot, we’re just raising a little extra money up front, so 

that’s bundled in that closing cost. Capital expenditures at three and a half million. 

So about $11,000 per unit of CapEx and probably half inside, half outside. We’re 

doing a pretty significant lift on the landscaping. Some of the trees, some of the 

bushes, were a little overgrown so we’re going to pull those off the buildings, so on a 

property of this size, it’s a relatively large expense. We’ll do asphalt repairs, et cetera. 

So that’s all in that capital expenditure budget.

••••• 

And here’s your proforma. Anything you wanted to talk about here?

••••• 

Yeah, I think the important thing to highlight people, it always jumps at people, 

the cash on cash really jumps from year three to year four, so that’s based on the 

reduction of basis from the new loan. So at the very bottom there you can see that 

cash on cash jump. Yeah, that is happening because of the refinance. It’s not just 

property performance getting that much better. It is still improving at that point, but 

it’s mostly from the refinance. And you can see the year over year NOI growth really 

starts tapering once the property starts stabilizing. Year one 33% all the way down 

to 4% and we’re well on track for that pretty significant NOI increase in the first year, 

so pretty excited about that.
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And then you’ve got a couple slides on here about cost seg studies. Maybe you 

can talk to the prospective investors about what that is and whether you intend to 

do a cost seg in 2022.

•••••

Yeah and definitely consult your tax professional to find out exactly how this impacts 

you. Because everyone’s tax situation is different, but your K-1 will show a significant 

loss for ‘22. We are doing cost study, they’re actually working on it right now. Since 

we invest a significant amount of capital into these projects as well. We also want to 

enjoy the tax benefits that the tax code allows for when you own real estate.

So, with these cost studies, with the way the tax regulation is for 2022, it’s the last 

year of 100% bonus depreciation. So we anticipate our cost seg study will give us 

results of one to one loss. So for every dollar invested you’ll get a dollar of loss on 

your K1. And again, consult your tax professional, could be a passive loss, could be 

an active loss, depends on your personal tax situation. So definitely check in with 

them and see if that’s something that, you know, what the advantage will be for you 

personally. But it’s going to be under K-1 regardless. So when you see that K-1, you 

see that negative number, we did not lose all your money, it’s just a tax loss. Your 

investment isn’t wiped out and if you can’t use it all it can carry forward. Again, 

check with your tax professional how that will ultimately work for you. But yeah, it’s 

something we do and we think it’s meaningful.

••••• 

Awesome. So I was hoping we could go back to the rent comps here and maybe 

talk, since you’ve owned the property for a few months now, just talk through where 

the property’s at today, given these in place rents were as of July, that was when 

you acquired the property. So do you have an update for how the current rent roll 

is operating?

••••• 

Yeah, yeah. So effective rent is up about 6% today. Asking rent, our asking rents are 

pretty much in line with our proforma rents today. So yeah, tracking actually a little 

bit ahead of schedule. So that proforma rent is for all of year one on average. So 

this is a slower time of the year for leasing. So we’re definitely being very conscious 

of that. Traffic’s slower, particularly in a submarket like this where you have great 

schools. Families don’t move at this time of the year and people don’t move this time 

of year. How many of your relatives are moving over Thanksgiving? No, everyone’s 

celebrating. So anyway, so we’re super conservative on rent increases at this time of 

the year and get a little more in depth with it in the spring and summer. So at this 

time tracking a little bit ahead of schedule and performing really well.
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And do you know what the property’s occupancy is as of today?

•••••

As of today, upper 93s.

••••• 

Got it. Awesome. Well I think that wraps up this portion of the presentation, unless 

Benoit wanted to mention anything else before we hand it over to the Q and A 

portion?

••••• 

No, yeah, I think we’ve hit the high notes. I’m sure the Q and A will stir some further 

conversation.

••••• 

Awesome. So for everyone who’s on the webinar right now, you’re welcome to 

type in any questions you may have for Benoit and we will go through and start 

answering some of those questions. So the first question on here that I see is 

related to a cost seg study. I think you’ve already answered it, but will you be doing 

a cost seg in ‘23, too?

••••• 

Yes.

••••• 

Awesome. And then there’s a question on here regarding, so it says your assumptions 

regarding the refinance assumes a 4% interest rate. Given a 10-year is currently 

hovering around 4%, this assumption seems aggressive. Have you modeled different 

rates for the takeout financing closer to five or six percent? And if so, how did the 

returns look at those levels?

••••• 

Yeah, definitely. So this underwriting, the market is moving quickly on us. So this 

underwriting’s a little dated. I wouldn’t model that today to be perfectly frank. 

However, yeah, we stress tested it, looked at it. So at a 6% interest rate, the IRR 

goes down by about one and a half percent over five years. So it’s meaningful but 

not super meaningful and 6% would be a big jump even from where we are today. 

So for example, the 26 properties we just put under application, the all in rate on 

that is between four and a half and five. It’s not fully locked in quite yet. So we’re 

still significantly below six and it definitely seems, well at least the 10-year treasury 

market is reacting as if we’re finally maybe plateauing a little bit. So we’ll see, TBD, 

but I mean to only have a one and a half percent hit on five years of IRR of taking 

that interest rate all the way up to 6% feels like we’re in a good spot.
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And when are you assuming your refinance?

••••• 

When? Oh, in the underwriting, at the end of the third year.

•••••

Are you only doing Fanny or Freddie for your refis? This person notes that at 65%, 

some LifeCos offer more competitive terms. Have you contemplated LifeCos or do 

you mostly focus on Fanny and Freddie for refis?

•••••

Yeah. Yeah, we have. We run a really competitive process. So far the LifeCos have 

not been more competitive, particularly on this vintage. So a lot of LifeCos are two 

thousands and newer only. So the few that have showed up, particularly lately, have 

not been as competitive as Fanny and Freddie and that could change. But every 

time we go out for debt, whether refinance or acquisition, we run as competitive a 

process as possible and explore all of the options and we’re not afraid to get creative 

with it if we have to. We just looked at a deal, ultimately didn’t choose to go with 

it, but it was agency with a layer of breadth on it from a different lender. We just 

ultimately decided it didn’t make sense. But just highlighting the fact that we look 

at all of the options and to date Fannie and Freddie have been the best options for 

our refinance.

••••• 

Awesome. There’s an investor question on here about your going in cap rate, which 

seems aggressive. The question’s particularly asking if you could elaborate on how 

you got comfortable with the acquisition basis and the negative leverage.

••••• 

So multiple things. So we’re not buying it for it to stay as is from an NOI standpoint. 

We know this property can perform better, so we bought it with the intention to 

make it perform better. So we’re going to work and build our way out of that negative 

leverage and we’ve got a clear line of sight of how to do that. Again, pulling out all 

those levers, running expenses better through more active management, optimizing 

the rents and the occupancy a little more, having a little higher occupancy, providing 

a superior housing option to residents, new properly working range, of adding the 

washer dryer. To date I love having a washer dryer in my own residence and our 

residents feel the same way. So it kind of surprised me that we’re still able to buy 

these properties where people don’t have a washer dryer. So tweaking all of these 

little things to improve the quality of life for people at the property and, like I said, 

ultimately increasing the NOI and the value of the property. Yeah, we’ve got a line of 
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sight to get out of that negative leverage.

In terms of cap rate, I think it’s about a four four. It’s a pretty strong cap rate if you 

look at the last 10 years. And yeah, we’re growing it. I somewhat joke with people if I 

could buy zero caps I would because that means the NOI is really, really suboptimal 

at that property. But so four four has felt pretty comfortable.

••••• 

Awesome. There’s a question on here about how you found this property and how 

you got the opportunity to bid on it and eventually acquire it.

••••• 

So, we bought all of the properties from this owner that are based in the northeast. 

And when rent regulations started changing in mid-20 teens in the northeast, 

they decided they wanted to invest in a more landlord friendly market. Realized, 

particularly over COVID, that it was difficult for them to manage from a distance and 

they didn’t have quite the scale they needed to operate as efficiently as they wanted 

to. So they wanted to exit the market all at once. They were conscious of the fact 

that if they did it one off, their employees would start leaving or at least they would 

create some operational friction. So much so that they also didn’t want to publicly 

market it and openly market it and have tours and have all the staff realize what was 

going on and quit, et cetera.

Sales processes are hugely disturbing to a property, we see it all the time. So to 

streamline that, they hired a broker who went to three different groups, us being 

one of them. And ultimately we actually weren’t the highest price, but it was I guess 

late spring when there was already some uncertainty in the capital market and we 

made the seller feel comfortable about our ability to execute and that’s how we 

were awarded it. We weren’t the highest price, but just surety of closing was key.

••••• 

That’s really helpful. Thanks for that detail. So it doesn’t look like there’s any additional 

questions on here. I do want to give a couple more minutes in case someone else does 

have a question. Benoit, maybe you can provide some detail as to what significant 

risk do you foresee specifically to this property, if any, and just talk about that risk 

generally.

••••• 

So for us, the biggest risk, and it’s not just that this property, it’s across all our 

properties is debt maturities. So we’re super aggressive about managing our debt 

maturities. So we’ve got five years on this initial loan. We’ve underwritten getting out 

of it in year three. Like I said, it’ll likely happen sooner, but that’s the biggest risk. 
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So we saw it when COVID hit April 2020, right, capital markets froze up a little 

bit. This year they’ve been a little jammed up and so it’s part of the reason we’re 

refinancing aggressively right now.

Things could get better from here, they could get worse, we’re not sure. But we 

have some properties with debt maturities in the coming two years and we’re just 

want to get ahead of it. Because you don’t want to be in a position where you have 

to refinance or have to sell and the capital markets not be there for you. So now the 

big advantage we have being in multifamily is that Fanny and Freddie are there and 

that’s great and generally there’s a lot of lenders there. If you’re trying to refinance 

an office asset today in Columbus, Ohio, probably not a great position to be in. Even 

a market like Chicago, gateway market, office is trickier. So it’s part of the reason we 

love multifamily. The income is more steady compared to office buildings where you 

could have huge move outs. And so for us it’s debt maturity.

The reality is we invest in markets like Charlotte and submarkets like Matthews 

because it’s hard to build, it’s expensive to build. So there’s limited new competition 

and then there’s a lot of population growth, a lot of job growth. That could be the 

other risk, I guess. Charlotte airport goes away, American Airlines decides that’s 

no longer a hub, moves it somewhere else. Hard to foresee that happening at this 

point, knock on wood. So for us picking these markets, these submarkets, this 

property, like I said, 1994 construction, 100% water dryer connections, individual 

water heaters, Hardie and brick siding, you just minimize the risk compared to some 

of the older properties where you’ve got boiler, where you don’t have washer dryer 

connections. Just the physical attributes of this property, it’s just really relevant still 

today and appears to continue to be. I don’t foresee something that would happen 

to this property where someone would say, “Hey, this is unlivable.” I do think there’s 

a point where residents say that they have to have a washer dryer. I think that’s a 

real thing. So yeah, what’s got us excited about this one.

••••• 

There’s a question on here about, so regarding your distribution waterfall at level 

two and three, you have to promote and you’re charging a percentage distribution 

to the remainder, correct? So let’s flip to the slide that has that. So it looks like your 

preferred return is an 8% and then 70/30 thereafter. So at level two you’re going to 

70/30 rather than 81/18 for distribution of balance after promote. I think this is just 

asking about whether it’s a complex split or a simple split.

••••• 

Simple, I believe is the answer, but I might have to read that one and look into it. Sorry, 

I’m not sure I’m understanding the question.
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That’s right, we’ll get back to this prospective investor. All right, I think that’s all 

the questions that have come through. So, for everyone on the webinar and for all 

the future prospective investors, Benoit and GVA is opening this offering up for an 

equity capital call today. So you should be getting an email shortly about how to 

convert your pledge into a committed equity call. And then as Benoit mentioned, 

this is a property that’s been already acquired and so closing is in the short term 

on equity and is relatively flexible. Is there anything else, Benoit, you wanted to 

mention?

••••• 

No, no.

••••• 

Awesome. Well with that, everyone have a great afternoon and thank you for joining. 

And Benoit, thanks for your time.

•••••

Yeah, you’re welcome. Thanks Kamila.

•••••

Bye bye.
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