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

and today I have the honor of sitting here with Diversified Properties, specifically 

Nick Minoia and Jon Leifer. They are going to be talking to you about their newest 

offering, Montgomery Self-Storage. Before we get into the details here, there are 

some few disclosures we need to take care of first.

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. 

So now that we’ve got that out of the way, Nick, Jon, welcome. I’d like to kick it off 

with your guys’ introduction. Maybe we start with your team or whatever else you 

guys would like to say for the intro.

••••• 

Sure. Thank you, Kamila. So hi, I’m Nick Minoia. Jon Leifer is here on the other side 

of the conference room table. Like to give you a brief overview of our company and 

what our core strengths are and a little bit of a history about who we are, what we 

do primarily, and move toward how we ended up in Montgomery, New York with 

another self-storage deal that we have. So my particular background is, I hate to say 

it because nobody likes to age themselves that much, but about 40 years in the real 

estate business. This company that I founded is now in its 22nd year, and as the name 

implies, I’m not sure whether it was the name that drove the diversification of the 

business or vice versa, but we are very much a diversified company in terms of our 

asset classes and the types of properties that we get involved in.

We have very high core strengths in the multi-family sector and there are lots of 

examples through our deck here that show some recently completed and past 

completed real estate development projects of fairly large scale multi-family 

developments. We’ve done self-storage in the past, which I’ll highlight in a second 

for everybody on the webinar. Recent deal that we have in Morris County, New 

Jersey, that’s also a CubeSmart facility. We also do industrial development. We own 

industrial buildings, we own some retail, and we own some office buildings. So it 

gives us a good cross section of really what the market is, where the markets move, 

how we see residential communities thriving and growing and moving into certain 

areas where retail, industrial, and self-storage are in demand.

Just so happens that up in the Hudson Valley where Montgomery, New York is 

located, we have a rather large footprint dating back five, six, maybe as much as 

seven years when we first started to explore the market there. So around the Stewart 

Airport area, Route 80, Interstate 87, Interstate 84, we started to develop several 

multifamily communities there, which are now seasoned and a hundred percent 

leased, each of them several hundred units in size, slightly less on two of them. One 

of them is 185 apartments, another one is 186 apartments, and a third one is 270 

apartments in that market. We also currently have under construction in an adjacent 

community, New Windsor, an 81-unit development. So combined, we’ve built or have 

under construction about, I think it comes to 720 multifamily units in that market.

So I think to some extent, it makes us an expert in the market. We are not by design, 

but almost by osmosis, the largest player in that market with the combined multi-

family assets. So we understand the market, we know where the market’s coming 

from, we see the growth of the Orange County, the Hudson Valley, and we like this 

location a lot. This is a main thoroughfare, Route 17K, assets are hard to acquire 

Kamila Bazydlo, 
RealtyMogul
(cont.)

Nick Minoia,
Diversified
Properties,
LLC



and garner approvals in these markets that we operate in New York, New Jersey, 

Connecticut, Pennsylvania, some of the more challenged markets in the country for 

obtaining approvals, generally takes years, not months. There are applications that 

we have pending where we’ve been at it for three years and we only first made a first 

application.

So it can take three, four or five years. We have some developers that have taken 

as long as 14 or 15 years to bring to the market. So the market is challenged for 

opportunities to develop new product, whether it’s multifamily, industrial or self-

storage, and we think the self-storage market in particular is behind the market here 

in Orange County and in Montgomery in particular based on all of the multifamily 

that has been constructed. Not just by us, there are other groups that have also built 

hundreds of additional units and there are at least a thousand or another, up to 1,200 

units in the development pipeline in the immediate area. So the market is flush with 

multifamily. Most of them are 95% or higher occupied with strong rents.

There’s a military base here which we also draw from Stewart Airport and Stewart 

Air Force Base, which brings a good base of tenants and users for self-storage. So 

we like the location a lot. This particular development, we bought partially approved 

and then we went back in and modified the site plan. The rendering that you see is 

obviously of a barn nature. It is a rural type of a location, growing market, but with 

a population that still fancies themselves as being rural in nature, and there’s several 

structures along the 17K corridor that have a barn-like elevation to them. So it was 

a little bit challenging to try to put a square peg in a round hole, in the sense that 

we’re trying to create boxes, rectangles, and squares of self-storage in a building that 

you see that looks like it does. But we’re very happy with the way that the rendering 

came out and all of the construction plans are now finished and it will complement 

the Route 17K Montgomery market very well based on this particular design. 

We have experience with CubeSmart. CubeSmart is the manager of a facility that 

we recently built in Montville, New Jersey, Morris County, and that we’ve had a very 

successful run with CubeSmart and they are very much interested in being our leasing 

manager and property manager here in Montgomery. There’s several select projects 

that again, we’ve included for your review and oversight including several multifamily 

communities. I named some in the market here.

When you look at the deck that’s there, Summit Lane and Meadow Ridge in particular 

are two properties that are within a stone’s throw of this Montgomery site for self-

storage, and again between the two, there’s 360 or 370 some units, plus the 270 that 

we built in the adjacent community of New Windsor. You’ll also see the rendering or 

actually, a photograph of the CubeSmart facility that we did, which is an 100,000 

square foot facility that we opened in 2020, which is now 75% occupied and happens 

to be here behind our office building in Montville, New Jersey.
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Awesome. Why don’t we dig in a little bit to the business plan of the property and 

go from there?

•••••

So there’s lots of good news here starting with the fact that we are already under 

construction. I’m not sure it’s a hundred percent clear by reviewing the deck, but the 

property has already been cleared, the site has been brought to rough grade and 

just this week on Monday, we started the excavation for the foundation work for the 

climate-control building. So there’s a total of slightly more than 80,000 square feet 

gross area. About half of that is in a single building, which is fully climate-controlled 

two-story building, and then the rest of it is made up of seven single-story direct 

access buildings and when we look at the site plan, we’ll be able to highlight that for 

you.

But the excavation, the footings for the climate-control building are already underway 

and the point there is that the development risk at the front end is out of this deal. 

Again, it takes absolute years to obtain approvals in this market and we don’t have 

to be concerned that we’re not going to get there with a site plan approval. All of 

that has been done. We’ve been given the permission to clear and grade the site and 

the excavation work has already started. So the property details, again, a little over 

80,000 square feet. We show a summary by floor. The total number of units here 

is proposed at 495 units, which includes both the drive-up and the climate-control 

units.

•••••

Awesome. And you touched a little bit on location, but maybe you can elaborate as 

to the demand drivers for the sub-market specifically.

•••••

Sure. So we love this location. It’s a major thoroughfare. Route 17K is kind of a bypass 

to Interstate 84. It’s where the local commerce happens. Recently, somewhere in 

the deck it highlights and you can see it on the aerial, somewhere up there in about 

the center where Amazon built a million square foot warehouse just down the street 

from us off of 17K, and again, Amazon, a lot smarter people, more than likely than we 

are, figured out a while ago that this was a great location for one of their distribution 

warehouses based on the population growth, and of course, the proximity, which you 

can see in this aerial, to the New York Stewart International Airport just to the lower 

right of the property.

Again, that’s a commuter commercial airport as well as serving the Stewart Air 

Force needs, which is a training center for pilots in the Air Force. Lots of our tenants 

actually are Air Force and military-related personnel, both the marines and some 

army as well as Air Force personnel are stationed there and a good share of our 

tenant population that works in and around the airport. So we like the location a lot. 
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It’s growing. There’s several new convenience stores on the Route 17 corridor, just 

a stone’s throw off of the interstate. Very good visibility on our site. Again, it’s kind 

of in between the township of Newburgh and the township of Montgomery. High 

traffic count, great visibility, high demand, we believe, and low availability in terms of 

square foot per capita.

•••••

Kamila, to give you some finer points with respect to the market demographics, 

and certainly, to put a bow on what Nick just relayed. Whereas many areas in New 

York and New Jersey are losing population at the moment, you’ve seen quite a bit 

of growth in this area in the last 10 years. For the five year forward period, I believe 

there’s a 1.25% projected caterer for population growth. So strong demographics not 

considering the addition of the 1,200 multifamily units that Nick mentioned were in 

the prospective development pipeline. At the typical person’s per household ratio you 

see in this area, you could certainly have an additional 2,000 residents if not more, 

coming to the area in the next half-a-decade supporting self-storage demand with 

their storage needs. With respect to incomes, you have a strong median household 

income within a 10-mile radius. You’re about $97,000 on the median household 

income and you have a population density in excess of 800 persons per square mile. 

Within about 10 to 15 minutes drive in either direction of the site, you can reach Fishkill 

and Beacon in the easterly direction over the Newburgh-Beacon Bridge where I-84 

traverses the Hudson River, and in the other direction heading out I-84, you can be 

in a town of Wallkill in about 15 minutes from the location. So it’s an interesting site 

in that it will pull demand from literally all directions of the compass point relative 

to some competitors located towards the core of Newburgh and certainly closer to 

the interchange of 87 and 84. We would expect those highway-adjacent locations 

to potentially pull from more of the local area. For instance, the city of Newburgh 

specifically versus the wider Cashman area of this particular location, the subject site 

here located on Route 17K.

•••••

And by the way, one footnote Kamila, and to our webinar audience: one of the 

strengths of this site, one thing that we like very much in particular is the fact that 

there’s a blend of the drive-up single-story direct access units with the full climate 

control so that we’ve got a little bit of diversity in the product so that we have 

something to offer for both those that don’t need climate control and those that do 

want it. 

So what you’re seeing here is that site plan, if you could stick with that for a second, 

Kamila. So when we first went to contract on the property, there was an approval 

for two separate climate control buildings. That building up on the front where it’s 

adjacent to Route 17K was actually designed as two separate buildings. Which really 
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didn’t make any economic sense to us to build two buildings of, again, it’s 40,000 

square feet, not a lot of square footage for climate control to build two separate 

20,000 square foot buildings. The economy of scale in our view was lost. So we 

went back to the local board and merged the two into what is now that dog leg-

shaped building, and the reason is that shape is certain constraints on the property 

for setbacks and the way that the road traverses and so on, but we combined the 

two buildings into one to create some economies of scale, elevators, access, visibility, 

lighting. Everything about it made a lot more sense to combine the two into one, and 

then directly behind that are the seven single-story buildings, each of which is 6,900 

square feet with their various overhead doors that’ll service that local contractor and 

those that need space that does not have to be climate-controlled.

•••••

Awesome, that’s helpful. Thanks Nick. Do we want to get into some of the deal 

criteria? Maybe we can talk about the sources and uses and your costs and budgets.

•••••

Sure. So we’re very close to now closing our construction loan. We have a commitment 

for the $10,850,000 in construction financing from a bank based in Connecticut. 

Very much underway, commitment done, loan documents being processed. I 

suspect that within the next two weeks, that loan should be closed and that’ll be 

behind us. So strong support there from a commercial lender. We like our budget 

based on updated numbers. Again, recently finishing a self-storage, we’re always in 

the market, so whether it’s residential, industrial, tenant improvement work, or just 

general construction site work.

So we always have a pretty good handle on what the market is in terms of the cost. 

We’re very well aware of constraints in the market, supply chain issues. The key to 

developing any property in this market is to be out in front, identify early where the 

concerns are, where the potential time lost could be, identify those items that need 

to be purchased early and get out in front of it. And that’s what we do. 

We also, just to dovetail from there, we self-perform our construction, so we have 

full control over our construction. We hire our project managers directly. Project 

manager for this development has already been hired. In fact, he’s been with us for 

probably seven or eight years now. He was involved in the construction of two of the 

multifamily developments that we have in the market there. He lives in the area. Very, 

very strong on site work and both commercial and residential construction. So we’re 

comfortable with our numbers. They’ve been vetted thoroughly. Again, we certainly 

can’t guarantee throughout the process that these numbers will not change, but 

going in, these are the numbers we’re very comfortable with and we’re at the point 

now where we will start to finish developing the scopes and lock in the contracts for 

all of the various trades and then we’ll be underway with the building construction.
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What sort of rent comps did you consider and which of these comps do you view as 

inferior and superior to the proposed subject?

••••• 

Sure, Kamila, I’ll take that question. So StorTrack, which is a self-storage data provider, 

in fact the gold standard for the industry nationally, is tracking approximately 10 stores 

in what we would consider the limited competitive market area of our subject site. 

You’re seeing some of the competitors here that we used to underwrite prospective 

rents for the project. In short, the market is averaging between $1.75 and $1.80 per 

square foot on a blended basis for overall rents. Most of the competitors, if not all 

of the competitors in the truly competitive market area for this project are single-

story drive- up, non-climate-controlled storage properties, which are either called 

mid-ops or small operations. In short, they are not managed by national Real Estate 

Investment Trusts, or REITs such as CubeSmart or self-storage. So they are managed 

by groups who at most have, call it 10 to 20 properties in terms of order of scale 

or they’re managed by mom-and-pop operations. They do not use sophisticated 

rent management software to push rents in late stages of stabilization and upon 

facility stabilization. So I believe, Kamila, our average market rent for the project is a 

$1.90 per square foot thereabouts versus again, the market average of $1.75 to $1.80 

among competitive properties. And to your earlier point, most of the comparables 

are very dated. You’re seeing some here that are older than myself candidly, and to 

our knowledge, there are no other existing or proposed properties within the 5-mile 

competitive radius that will be REIT managed.

••••• 

That’s a key component, Kamila. I think that as any self-storage market matures, it 

goes from, as Jon described, the mom-and-pop-type facility that’s oftentimes owned 

by a local landowner, farmer, longtime owner decides, hey, not a bad place to put 

some self-storage, knows some people that are contractors, have some cars to store 

or small business opportunities that need some relatively small storage, but then as 

the market matures, eventually, the bigger players come into the market.

And I think that’s where we are in this market. There’s enough population growth 

that has already happened and what is proposed that now you’re seeing the likes of 

CubeSmart or an Extra Space or a U-Haul or one of the top five, and it’s fortunate 

that we already have a relationship with CubeSmart very successfully based on our 

current relationship with them, that they’re prepared to enter this market with us.

large number of residents that worked in the medical field, not as doctors, but rather 

as medical technicians, nurses, and the like.

••••• 

What is an advantage to CubeSmart from a mom-and-pop operator?
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I think it’s really the revenue model. Again, it’s interesting because self-storage 

used to be that it was how much ad space you took up in the Yellow Pages. There’s 

probably some people on the webinar that don’t even know what the Yellow Pages 

are because I’m not even sure they publish them anymore. I can’t remember the 

last time I saw a set of Yellow Pages. But it used to be that the Yellow Pages were 

the primary source of attracting tenants for self-storage. You’d flip open the Yellow 

Pages and he who had the biggest ad usually drew the most eyeballs and that’s how 

they filled the space. Today, it’s all about internet exposure. These facilities today are 

rented largely over the internet.

The clients don’t even appear until they’re ready to put belongings, whatever it might 

be, into their unit and they have direct access through the key entry gate, through 

the security system, whatever it might be, but the paperwork is largely done over the 

internet. They don’t have to lease these units during the normal business hours as 

opposed to that mom-and-pop unit where I’ve driven by some of them where they 

say, call my number, there’s nobody here during the day. Call and we’ll drive down 

and meet you there to show you a unit. That’s a totally different model, I think we’re 

way past in this market and this is one of the reasons that revenue management and 

the likes of a CubeSmart will largely direct the rents at this facility and beyond once 

they come into the market.

••••• 

Awesome, that’s helpful. The next thing on this presentation is just your stabilized 

pro forma. Is there any figures here you’d like to discuss, particularly?

•••••

I think in a limited fashion Kamila, and again, footing to Nick’s prior comment, you’re 

seeing not just topline rental income from the storage units themselves, but because 

the sponsor and the limited partners will get the benefit of CubeSmart’s management 

skills, we’ll be seeing additional income as well. For instance, tenant insurance here, 

which is something that REIT-managed properties offer successfully in the lion’s 

share of their locations and can drive additional rent through charging. Also, limited 

merchandise sale packaging tape is the quintessential exemplar, but there are other 

pieces of merchandise that go into the process of helping people move goods back 

and forth that CubeSmart will advertise itself.

So we’ll get the benefit of that additional income in some years, you can see that 

go well above proforma. Obviously, we are not relying on that income stream for 

the lion’s share of current return to the investment partnership, and also I would say 

otherwise, CubeSmart through their rent management software is adept at managing 

any type of concessions needed to achieve either stabilization or in the long term, 

stabilized occupancy. Interestingly enough Kamila as well, when we are ready to sell, 

oftentimes you will see national REITs become market participants who make offers 

to buy the properties that they themselves manage.
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It’s true, and I think the tangent to that is that the local facilities that we’ve 

reviewed are, for the most part, fully occupied. So there’s certainly more demand 

in the market. They’re tapped out in terms of their availability. Very little of the 

local facilities are climate-controlled and when you build a facility like this that’s 

professionally managed by a public company or a REIT-type company, it becomes 

the best in class in the market and that’s really what we’re after here.

••••• 

Do you guys want to talk a little bit about the sales comps that you guys pulled?

••••• 

Well, I think they speak for themselves, Kamila. So as you can see, there are a broad 

range of ages and of sizes here. You also have some downstate comparables. For 

instance, Westchester self-storage is somewhat self-explanatory as to where that 

facility is located, but you see a good range of approximately $300 per square 

foot greater for observed trades with sales comparables, and we conservatively 

underwrote a number that is well below the comp set in our portfolio.

••••• 

Maybe we can do a quick recap on the total deal summary so the prospective 

investors understand the deal.

••••• 

Sure. So again, based on where we are in the financial markets, our deal structure 

with our lender, the equity that’s put up, we’re looking at a 20.15% target IRR. It’s a 

2.06 target equity multiple, which we think is very strong in the market, certainly in 

the self-storage market and certainly in the northeast. It’s an 8% preferred return to 

all the investors. The promote structure, it’s a 25% promote of cash flow up to a 12% 

IRR. That promote increases to a 35% promote up to a 15% IRR and then tops out at 

45% for distribution thereafter. So we feel it’s a very strong investor-driven deal, and 

given its location, best in class location, demand in the marketplace, the rents, the 

move out of urban areas in our market away from New York City up into the Hudson 

Valley and the lack of supply, we’re excited to bring this to the market.

•••••

Awesome. Well, I think that wraps up this deck unless there’s something else you 

wanted to focus on, Nick or Jon, that we can go back to. Otherwise, we’ll open it up 

to questions.
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Kamila, I would offer one more data point for investors out there. Being that I serve 

as the company’s Director of Acquisitions and Development, I oversee all of our 

deal flow as Nick’s number two in the business. I would generally tell the interested 

investors out there that at our land purchase price allocated at about $15 per 

square foot, this deal is very much in line, but actually under the average dollar 

per buildable square foot that we see other approved area properties trade for. 

So when independent sponsors, for instance, go get their own approvals for self-

storage facilities. And then bring them to market through the brokerage community, 

we often review those deals. And what we are seeing is typically numbers in the $20 

to $40+ per approved buildable square foot range, and that is against gross square 

footage. So the number here you’re seeing, effectively the basis into which investors 

are buying it to the deal, is actually below the observed range at which approved 

self-storage properties are selling. If there’s further questions around that statement, 

we’re happy to answer that, but needless to say, we are in the market bidding on 

these things month-over-month, and we feel we’ve achieved a very compelling land 

basis here for the project.

••••• 

When did you buy the land, Jon?

••••• 

We bought the land at the early part of the year. I want to say it goes back to about 

February of this year.

••••• 

Awesome.

••••• 

Yep.

••••• 

Anything else you guys wanted to talk about before we open it up to questions?

••••• 

No, I think we covered it. I think we gave it a good overview and look forward to 

specific questions from the investors.

Jon Leifer,
Diversified
Properties,
LLC

Kamila Bazydlo, 
RealtyMogul

Kamila Bazydlo, 
RealtyMogul

Jon Leifer,
Diversified
Properties,
LLC

Jon Leifer,
Diversified
Properties,
LLC

Kamila Bazydlo, 
RealtyMogul

Nick Minoia,
Diversified Properties,
LLC



Awesome. So we’ll open up the Q&A session now for prospective investors on the 

webinar. If you have any questions, please type them into the little chat box and we’ll 

go through them. There’s a question on here, Nick, on whether you expect to do a 

cost segregation study and sort of what bonus depreciation might look like to GPs 

and LPs?

••••• 

Sure, that’s a great question. We always do a cost seg study on all of the various 

types of properties that we develop. So once we’re all in and construction’s 

complete and we have our all-in cost for development, we will do a cost study, 

which will create the bonus depreciation and allocation to the partnership and the 

investors.

••••• 

Awesome. How confident are you that CubeSmart will be the manager here?

••••• 

One hundred percent. We’ve had a discussion with them. There’s no issue at all. 

They love the market, they’re excited to enter the market here. They’re already 

in the Hudson Valley and other locations, and again, we already have an existing 

relationship with them, so there’s no doubt in our mind that they will be the manager 

here.

••••• 

There’s a question in here about supply. So as a percentage of the existing units in 

the market, what percentage are you adding with this subject property? In other 

words, what’s the new supply? What new supply are you adding in comparison to 

what exists? So I think maybe we could talk about the square feet per capita that’s 

currently in the market and how it converts when the new supply is added.

••••• 

I think that’s the right way to think about it, Kamila. And by the way, I don’t have a 

specific answer without grabbing a calculator as to what percentage of the existing 

supply we’re adding, but what I can tell you is that with the addition of the pending 

supply including our project, which is about 180,000 square feet total, we are 

approximately 80,000 to 82,000 gross square feet of that.

We will take the existing self-storage square footage per capita in market from 

approximately 3 square feet per person to 3.5. If you’d like to compare that to the 

New York state average, the New York state average is running north of 4 square 

feet per capita, and to our knowledge, the competition pending is a conversion of an 
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old building that is on the other side of Stewart Airport. So I had mentioned before 

that oftentimes, storage developments closer to the interchange of 87 and 84, which 

is where Stewart is located, are pulling from a different demand capture shed to fill 

up their units.

••••• 

Got it. So to just sum up what you said, Jon, it sounds like there’s about 180,000 

square feet of projected new supply coming on the market inclusive of the subject.

••••• 

Correct.

•••••

 

And so that takes your square feet per capita from 3 to 3.5, correct?

••••• 

Correct. Right, Kamila, and specifically, the competitor I mentioned, the conversion 

is 4.9 miles away. So when you think about a five mile competitive radius, it’s about 

as far as you could possibly be located away from us.

••••• 

And still count them, right? 

••••• 

Got it. Thank you. You talked a little bit about this at the beginning, Nick, but maybe 

you can talk a little more about whether there’s a GMP in place and exactly how the 

partnership projects cost overruns and how you’re comfortable with your CapEx 

budget.

••••• 

Sure. So again, we self-perform so we are effectively the construction manager. 

So in all cases, all types of development that we do, we have a history with 

subcontractors that dates 25+ years with some of our contractors. Some are HVC, 

some of our mechanical contractors, our concrete contractors. So the numbers 

that we get, we have, as you can imagine, a historical database of what the costs 

are, what the numbers are. We know what we pay for concrete per yard, we know 

what we buy stone per ton for. We know all those numbers in this market.
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We’re not a new player in this market. We’re a player that’s been in this market for 

decades, literally, and in this specific market within 5 to 10 miles of this particular 

site. Again, we’ve built conservatively, I would say somewhere in the range of 

$100,000,000 worth of development. So we have a good handle on what the costs 

are, who the subcontractors are, what their performance standards are, what the 

scheduling looks like and the reliability thereof, and certainly the pricing.

••••• 

One note as well there, Kamila. I believe we explained the breakdown of the development 

program and that approximately 40,000 square feet of the total 80,000 square feet 

planned are going to be one-story drive-up buildings. Those one-story drive-up 

buildings in practice are more often than not modular structures so that helps contain 

potential cost overruns. Once you put your deposits down, fixed price and buy out 

that aspect, specifically the six buildings you’re seeing on the right in the image here, 

you avoid a lot of potential cost overruns that you see in other construction jobs for 

other asset classes.

••••• 

Awesome. There’s a question on here surrounding your other CubeSmart property 

and specifically as to when that property opened, and you mentioned I think that it’s 

80% occupied and how does that compare? Maybe you could talk a little bit about 

the length in which it takes a self-storage property to reach stabilization and how that 

other property is performing relative to the original proforma.

••••• 

Sure. So that facility is just under 100,000 square feet. It’s full climate control, it’s a 

three-story building, it’s 98,000 square feet, has direct access drive-up units on the 

first floor of the building. We opened that building, Certificate of Occupancy for that 

building was issued in November of 2020. So we’re just now coming up on the two 

year anniversary of the building and we are ahead of projections. We’re at 75% rent up 

and we were going to be in the mid-sixties at this point, and typically in the market, 

they’re averaging about a three year lease-up to stabilization, and again, depending 

on who you talk to and what lender you’re conversing with, stabilization is 80 to 85% 

plus or minus.

So on the existing CubeSmart facility, we hit numbers that the rent is higher, the 

absorption’s higher, even higher than not only our own projections initially, but 

that of CubeSmart. And again, Cube Smart has a role and had a hand by the way 

in our numbers. It’s not just the numbers that we put together for this Montgomery 

transaction. A lot of these numbers were put together and vetted by CubeSmart who, 

again, is certainly a market leader, has lots of comps in this market.
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Not the immediate market, but just outside of our five mile ring. So we’re confident 

in their numbers as they are and we’ve seen the performance of how they manage 

and operate the facility that we have here that we opened up two years ago, and we 

like the relationship with CubeSmart, we’re confident in those numbers.

••••• 

Understood. So this investor or this perspective investor specifically is asking, are 

you surprised that your other project is not fully occupied yet after two years of 

operation? Sounds like the answer is no.

••••• 

No, not at all. We targeted it as a three year to stabilization and we’ll be ahead of that.

••••• 

Got it. When do you expect the subject property’s first distribution to be?

•••••

So because we’re already under construction, again, we have probably $500,000 

to $600,000 of construction in-place already between the clearing and the grading 

work that’s underway and the foundation excavation. So we’ve got a good jump 

on the construction. As Jon indicated, the single-story buildings are more or less 

a kit. We pour the slab and they deliver the buildings. So the time period to finish 

construction, we show here that we’re going to finish in October of next year, 

which we feel very confident in given the risk that’s been eliminated for the actual 

construction start.

So we’re very much underway and the goal here is to beat the winter, so to speak, 

for the foundation for the climate-controlled building. That’s the key. We want to get 

the foundation in before the frost here in the northeast. For those of you that are in 

the northeast, you know how the winters can be. So the key is to get the foundation 

in the ground and building the rest of the building, all of them throughout the winter 

months is not a problem as long as we get the concrete building.

••••• 

Got it. There’s a question in here about the access land that’s on the property and 

whether you plan to accommodate boat or RV storage.
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If you go back to the site plan, there’s actually an area. It’s not really clear, but to 

the right of the last building there, we do have an approval. It’s a great question, 

by the way. We have an approval that allows some limited outdoor storage behind 

that building and we haven’t taken into account the revenue for that, really. It’s kind 

of bonus dollars. We’re not sure how it plays out yet in terms of the circulation and 

the drive around the building. So we’re going to see how it goes. As we scale the 

building, we might be able to shift these around a little bit more and create a little 

bit more storage area than was proposed by the resolution of approval. So there is 

perhaps a little shot of revenue that’s kind of in reserve that we haven’t factored in 

yet that is allowed under the ordinance and under the zoning that was approved.

••••• 

That’s helpful, thank you. There’s a question on here surrounding the debt assumptions 

and whether you’ve secured your financing for the property. Maybe you could talk 

about where the debt’s at, what rate you’re getting, and whether that’s competitive 

relative to what you’re seeing out in the market.

••••• 

Yeah. So the debt, again, we do have a commitment. It’s been fully approved by 

our lender. It’s been signed. Loan documents are being traded between the bank’s 

council and our council. I expect that construction loan will close within the next two 

weeks. It’s a prime rate, driven rate, which we feel comfortable with the amount of 

reserve that we have factored in the deal of about $1,500,000 that it should get us 

through the choppy market that we’re in with the rising rate environment. One of the 

things that I want to dovetail back to what Jon said, we talked about the construction 

delivery of those single-story buildings, but what we really didn’t say was the revenue 

that’s a companion to that.

That what we haven’t factored into the numbers is that we will be putting up those 

single-story buildings faster than we’ll finish the climate-controlled building, which as 

you can imagine, is significantly more complicated in terms of the mechanicals, the 

lighting, the elevator and so on, and there’s no revenue factored in for when we put 

up those single-story buildings. The game plan would be to lease those from a leasing 

trailer or a construction trailer. So we’ll start to lease out those single-story buildings, 

which will add additional revenue to the mix as a contingency or an extra bucket on 

top of what we think is a substantial reserve, interest reserve, to accommodate the 

fluctuation and the rise in interest rates. And again, let’s not forget that by the time we 

finish in 2023 and work towards stabilization, which could be a couple of years after 

that, there’s a pretty good theory, depending on who you ask, that rates will be down 

by then. So again, we’re factoring the worst case scenario we believe. We think we’ve 

covered ourselves. There’s a better than average chance that rates will be lower and 

our numbers could get better, but we’ve looked at the worst case scenario and we 

think we’ve covered ourselves.
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Great. It sounds like you guys are using a 5% exit cap on your reversion value. How 

did you get comfortable with that 5% exit cap assumption given the increased 

interest rate environment?

••••• 

Well, so the 5%, by the way, is certainly in line with a buffer compared to observed 

trades where you see competitive market participants and often larger institutional 

buyers purchasing sizable self-storage facilities to add to their long term whole 

portfolios. So Nick, I don’t have the exact number on the comparable trade, but we 

sold a partial interest in the CubeSmart facility Nick mentioned before, this behind 

our office in Montville, New Jersey. That had to be within the last 60 or 75 days, if I’m 

not mistaken.

••••• 

That’ll be 60 days.

•••••

And that cap rate I think was sub-five.

••••• 

Yes. Yeah, it was about a 4.6% cap rate. So even in this market, the institutions that 

are stepping up, and that was a major institutional buyer, bought a percentage of 

the existing membership interest in our CubeSmart facility due to the dynamics, the 

metrics of that particular facility, the duration of lease-up, which they thought was 

very strong, and the rents that are being achieved there. So we still see strong cap 

rates. We don’t see the market fading for self-storage, multifamily. The driver here is 

multifamily. We have to remember where the market’s coming from. It’s this market. 

The population in this part of the world has increased by, I think it was 10%.

I have to look at the numbers again, but from the 2010 to 2020 census, there’s an 

enormous increase in the population for Orange County. I think it’s in our deck. I 

don’t have the exact number, but it’s very, very significant and even in Montgomery, I 

believe it was 3% to 4% increase. So the overall market of the Hudson Valley continues 

to grow. A lot of that growth is spurred by the multifamily development and that is 

going to continue based on all of the metrics we’ve talked about and the various 

projects that are in the pipeline that we discussed earlier. Again, if you believe that 

interest rates are going to continue to rise or stay at recent highs, then cap rates may 

trend in a different direction, but we believe that by the time the cycle runs through 

and we get to stabilization on this particular facility, we’re going to be at the place we 

are today in terms of exit caps.
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I think, Kamila, to offer two other thoughts there, it’s important to call out that the 

exit cap Nick specified for the New Jersey facility was at then 70% occupancy. So that 

institutional investor, which is a household name, but will remain unnamed today, was 

projecting quite strong income growth through 1) increased occupancy, but likely 2) 

increased rents.

Again, once occupancy is stabilized at the 85% to 90% level, the REITs tend to use 

their sophisticated revenue software to push rents further to where the market can 

bear. I would say how that applies for this particular project in Montgomery and New 

York is that again, you have demographic wins at your back here benefiting the project 

that Nick just mentioned and this will be, upon completion and stabilization, one of 

the few national REIT managed properties in the entire area. So it’d be a uniquely 

positioned asset.

••••• 

There’s a question on here about whether you could elaborate on the debt terms that 

you’ve received from your lender.

•••••

If you give us one second, we can grab the actual term sheet.

••••• 

You know what, Nick? The debt terms are detailed on the offering page on the RM 

website to the specific investor so we can make sure that your investor relations 

representative points you to those details.

••••• 

And those, I think the primary consideration there is those terms as we outlined are 

locked in place. Those are the terms that we are closing the loan at. Those terms will 

not change.

••••• 

There’s a question on here about lease-up, but I know we’ve talked about this 

extensively, but what sort of lease-up is projected here and how does that tie in with 

what CubeSmart is projecting for their proforma?

••••• 

Some of their projections were actually more aggressive than ours. Again, I think they 

look at this market as just an untapped reserve of demand for climate-controlled self-

storage that hasn’t been satisfied. 
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They felt very strongly that this facility would lease up in a two-year period and I think 

we took it out longer than that because just trying to be a little bit more conservative, 

we thought let’s make sure we have enough time and we show stabilization at a 

period that we were comfortable with based on the facility that we did with them in 

Montville.

When I look at the market and I continue to look at the amount of multifamily that’s 

being proposed, including ourselves by the way, we have another development in the 

pipeline only a stone’s throw from here that’s proposed for another 250 apartments 

herself in addition to other developers. So there are other properties that are entering 

the market that are new ones that are currently under construction and we think 

that target absorption is very realistic. We don’t see any reason that it won’t be. The 

market is there today. The supply side is not near enough for the population that’s 

there and it certainly won’t satisfy what’s in the pipeline.

••••• 

Kamila, perhaps it would also help to mention that across the bridge I mentioned 

beforehand, the Newburgh-Beacon Bridge that I-84 traverses, you’re seeing some 

projects on the eastern side of the Hudson River achieve their lowest rents per square 

foot that are in the neighborhood of our highest projected rents per square foot. So 

some of the comparables that you see, again, easterly on I-84 are seeing between 

$3.30 and $5.50 per foot on their rents. That is not to give the impression that that 

performance in those areas should be indicative for our lease-up, but it is to give 

the notion that our market area has room to run with respect to future rent growth, 

especially once again, this national REIT-managed property becomes stabilized.

•••••

Awesome. There’s a question on here about whether the climate-controlled units, 

whether they can be used to house cars as an additional garage. Maybe you can 

elaborate to where the climate-controlled units are relative to whether that’s 

feasible.

••••• 

Yeah, no, the climate-controlled units do not have the capability to store cars. You 

could store cars in a non-climate-controlled, but not in the climate-controlled building.

••••• 

And then one last question on here, there’s an investor asking what the project level 

IRR is given that the LPs are getting a 20% IRR. Do you have the project level IRR 

at your disposal or should we tell this investor, prospective investor to look at the 

financial summary document attached to the content?
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Kamila, I would point them to the financial summary for the project. Those types of 

questions are best typically answered with materials available on RM’s website as the 

disclaimer tendered initially suggested.

••••• 

Great. Well, I don’t think there’s any additional questions on here, so let’s give it one 

more second and see if anything else pops up. While we wait, we do want to provide 

prospective investors with information that this, we are calling equity and calling 

capital today. So Nick’s team has all the legal documents posted on the platform. 

Please take a look at those and we will be calling capital today.

•••••

And I think, Kamila, that ties back to obviously, we’re more than ready to go with 

this transaction. Loan is closing in two weeks, construction’s already underway. In 

fact, if you were to drive by the site today, you’ll see equipment working there. We’re 

well underway. We’re excited about where we are and look forward to the investors 

coming on board.

••••• 

Awesome. Well, thank you very much for your time, Nick and Jon. Appreciate having 

you guys to explain a little bit more about this offering and we’re excited to see this 

one through and see the finished product.

••••• 

Excited to bring it to you.
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