
Good afternoon and welcome to today’s webinar. I’m John Brooks, Vice President of 

Commercial Real Estate here at RealtyMogul, and I’m excited to welcome back Dave 

Loeffel from Highlands Residential to talk about our second offering together, Park 
Place located in the Atlanta MSA. But before we get started, I do want to provide 

some requisite disclosures here. 

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

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

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

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

offering and the terms related to it. Anything that 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 real 

property, and you should be prepared to hold the 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, 
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including but not limited to market risk, property specific risk, and environmental 

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

not guaranteed by RealtyMogul, and may lose value. 

All right, so now that we’ve got that out of the way, I would like to introduce our 

guest today from Highlands Residential, Dave Loeffel. And before I do hand it over 

to Dave, if you would like to review the business plan and the financial structure in 

more detail, please refer to the offering documentation located on the RealtyMogul 

website. Also, if you have any questions for the team, please type into the chat box 

down below during the presentation and after our discussion, we will begin our Q&A 

portion with the audience. All right, so we’re eager to learn more and I’ll turn it over. 

Welcome back, Dave. 

••••• 

Absolutely. Thank you, John. Good to be back and welcome to all the RealtyMogul 

investors. Hopefully we’ve got some investors that invested in our previous deal 

and welcome back to them. And for new investors, welcome as well. We’re excited 

about this opportunity, Park Place. It’s in the metropolitan Atlanta MSA, specifically 

in Lawrenceville, Georgia. And it’s a great deal. It’s a deal that my partners and I are 

heavily invested in. Our percentage equity, typically it’s about a 90/10 split with the 

LPs. In this particular deal, we’re taking a little bit more than 20%. So that’s something 

that we’re really, really excited about, something that we’re really confident in, and 

we’ll get to all the details on the deal. 

But first, I’m going to go into a quick story, tell you a little bit about how Highlands 

Residential came to be and introduce you to my mom. And that’s my daughter too. 

So I started in multifamily development 20 years ago and primarily doing public-

private partnerships, but through those, did a lot of active adult rental communities. 

And what I saw was a ton of demand for these communities from the active adult, 

from baby boomers basically. And more than that, I saw the need that people had, 

and specifically people like my mom. My mom is a widow, she raised my brother and 

I and still live in the same house that she raised us in. She saw her friends move on 

and obviously my dad passed away and she’s alone in the home and really wanted to 

spend her time with her friends and being engaged in community. 

With the active adult rental asset class growing with baby boomers coming into 

retirement, there was a great opportunity to pivot and focus exclusively on this 

market to serve this clientele. And so for me, what it comes down to is creating 

communities where my mom would want to live. And for our company, it’s creating 

communities for the world’s most amazing grandparents and their friends. Obviously, 

in addition to that, we get to monetize a demographic trend, but at the core of it, it’s 

taking care of a resident and a clientele that we care deeply about.
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Let’s talk a little bit more about the boomers real quick. So there are 70 million 

baby boomers in the United States, and of those 28 million, about 40% of the baby 

boomers, are in single occupancy housing. They’re alone in their home. And some 

people they think this is a little bit like independent living, but this is senior living 

without the medical, meals and maids. I sometimes refer to it as ‘Golden Girl housing’. 

And that’s the picture on the bottom right for those that know. But these folks, they 

want to be surrounded by friends and family. They don’t want to be surrounded by 

wheelchairs and walkers. So this is a very active adult clientele. And the great thing 

about them, there’s a lot of great things about them and I’ll get more into it later, but 

they live there for a long time. The average length of stay is upwards of eight years. 

So they’re great residents. And so 40% are single occupancy, 28 million people, and 

then a lot of times, you see them move to be closer to the Gen Xers. They want to be 

close to their kids, they want to be close to the millennials, their grandkids. And then 

Gen Xers like the fact that they’re able to take care of the baby boomers, honestly.

And with that, I’ll introduce you to a team of largely Gen Xers who are taking care of 

these baby boomers. So my partners and I, a lot of us are taking care of moms, but 

we also take care of a lot of real estate. Like I said, I’ve been working in real estate 

for 20 years, done a bunch of deals. Aaron and Tim, they are co-owners of Perennial 

Properties and they have a property management company. So I’ve got property 

management and back office through Perennial. So their team augments the 

Highlands Residential team. And then Robert LaChapelle is a veteran of multifamily 

finance. He has worked in multifamily finance for 35 years, done billions of dollars of 

multifamily financing. And so we cover the spectrum of all aspects, with my focus 

and specialty on active adults, development in corporate strategy, operations and 

construction through Perennial, and in capital markets with Robert. We’ve developed 

a lot of communities, 42 communities developed or acquired. And of those, 15 active 

adult rental communities, all of which are communities that I have spearheaded. So 

in addition to our core team, we have aligned ourselves obviously with Perennial 

Properties on property management, but also to great organizations on the design 

side for civil, for architecture. So we have a ton of depth and experience that we are 

bringing to the project.

So with the intros fully out of the way, let me tell you a little bit more about Park 

Place and start to tell you why we’re so excited about it. By the way, on the right, 

those are deal level returns as you look at those, and I’m going to highlight some of 

the investment attributes on the left. 

First of all, the baby boomers, it’s a huge demographic. Like I said, 70 million people. 

You’ve got 28 million of those living by themselves, and a lot of them, loneliness is 

a big thing in that world. They definitely want to be with their friends and family. So 

there’s a huge demand for it. The other thing to think about with that demographic is 

you’re going from defined pensions to IRAs. And so there’s a little bit of a difference 

in how they think about money. And so it is driving a demand for rental. So you’re 

seeing more people in the demographic and more demand for rental within the 
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demographic, so it’s a double whammy that helps us out. 

Another thing that is a great benefit, if you’re looking at this demographic, some 

people will invest in independent living or assisted living, that kind of thing. A 

difference that we have is their very minimal operating costs. The payroll, we might 

have one employee for every 40 residents, whereas in independent living, you have 

an employee for every 5 residents. And so payroll, exposure, operating costs, are 

much less. And so it gives us a little bit of a hedge against some of the inflationary 

pressures that the other asset class might face. 

And then also stability. Stability within multifamily, to see the average length to stay 

is eight years, that’s unprecedented. For a regular general occupancy multifamily, the 

average stay is about a year and a half. And on the other side, on independent living, 

it can be a year and a half to two and a half years depending on the price point. But 

for this asset class in the middle, it’s a very stable investment. During the pandemic, 

it was so stable there were no collection issues at all. I was recently at a conference 

and they posed a question, nobody had a single delinquency or bad debt write-off. 

It’s just a great demographic. You take care of them. They take care of you. 

The other thing about this investment, and one thing why we’re so excited about 

this one, is the location is just fantastic. When you talk about creating communities 

where your mom would want to live. This is exactly the type of community where 

they can enjoy spending time with their friends and family.  

So let’s dig in a little bit to the location. We’re going to drill down from Atlanta MSA. 

For those of you who don’t know, most people know Atlanta. It’s a fairly large MSA, 6 

million people, average median net worth of $150,000. The subject area, the primary 

market area, Lawrenceville, Georgia, is more dense. So you’ve got somewhere 

between two and three times as many people per square mile. And it’s also a little 

bit wealthier than the MSA as a whole. It’s a great sub-market within the MSA. And 

Lawrenceville, Georgia actually is the county seat for the second largest county in 

the state of Georgia. And it’s the second largest county by a big number. Fulton 

County is the largest, a little bit over a million. About 950,000 people in Gwinnett 

County. So it’s a huge county, it’s a growing county and Lawrenceville is the county 

seat, which is great. I’ll get into what all that gives you in just a second. 

There’s two things I want to highlight here. One is just the increase in the 55+ 

population through 2027 and you’re seeing an increase of about 40% for this subject 

area. And then also, the average monthly housing cost in this market area is very high. 

And so the housing cost already supports the rents that we’re looking to charge. And 

that’s just something that gives us a lot of comfort when we’re underwriting the deal 

because we want to make sure that everything is moving in our favor. We’ve got a 

large population, a dense population, we’ve got a growing population, we’ve got 

the county seat, the center of economic activity, and we’ve got a high housing cost 

already. 
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These are a few of our comps. In this market for this asset class, there aren’t a ton 

of comps, but there are a few around, but they’re not very close. There’s one on the 

edge of the market area. We like our site better. We’ll talk more about that. And the 

other two are 12 and 21 miles away. So the closest one is 8 miles away, which is pretty 

far already. And our location really is amazing. 

One of the things that makes the location amazing, this is the area around it. 

Zooming in a little bit more. And what you see in the dark green spots are jobs. 

And so the darker green, the more jobs, and the darkest green is right where we 

are. So it’s downtown Lawrenceville. It’s the center of government for the county. 

And in addition, there’s been a ton of investment in and around the area. Downtown 

Lawrenceville itself has had over $300 million in public-private investment over the 

past five years. And we’re coming in behind that. We get a benefit from that.

This is zooming in a little bit on the downtown area. So this is your typical courthouse-

centered downtown. You have the historic courthouse in the middle. It’s surrounded 

by retail and entertainment. That’s the yellow around it. The red, which is next to it, is 

the Aurora Theater. It’s the second largest professional theater in the metro Atlanta 

area, so it’s a huge draw regionally and it’s two blocks away from the property. 

The property is the green property there, kind of on the upper right. Beyond that, 

you’ve got in the pink, a massive redevelopment that’s brought a lot of economic 

activity and residents into the downtown that energize the downtown. Continuing 

along clockwise, the blue, you’ve got the administrative center for Gwinnett, so tons 

of employees there as well that give a lot of daytime activity and then continued 

investment. So the light blue at the very top is the college corridor. There’s a college 

just north of downtown. And the city wanted to make it easy for all the college 

students to come into downtown and enjoy themselves. And so that brings that 

element to the downtown as well. 

And then our property is there. There’s the green property on the northeast side 

of the downtown. One thing that I want to point out is that it’s in-between the 

downtown area, the retail and entertainment, and it is a little covered up but the next 

slide should be more clear. There’s an 162-acre park that’s actually larger than the 

downtown itself that we’re in front of, hence the name Park Place, by the way. But the 

property’s there in the green, and right now it’s just dilapidated auto repair shops. 

And so there’s literally people that live downtown that don’t even know this park is 

there because it’s covered up. But it’s covered up by the property that we’re buying 

and that we are redeveloping. In addition to our purchase and redevelopment, the 

city has just received government approval to turn that rail line right next door into 

a trail that will connect the park to downtown adjacent to our property. You’ve got 

162-acre park that’s going to have a front door right in front of our property. So it’s 

huge. It’s a fantastic thing.

What’s also amazing is, the yellow arrow points directly to the Lawrenceville Senior 

Center. This is one of those deals where if somebody else did it, you’d be jealous 
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of them. So I’m just jealous of myself and that is really great. The senior center is 

awesome. They have meals. They have lunches every single day that are essentially 

free. It’s a $3 suggested donation and they feed the seniors every single day. They’ve 

got cardio. They’ve got billiard tables. There’s a community garden just across the 

parking lot. They’ve got walking trails, a massive lake, so it is a really, really great 

facility. And so it’s just another benefit. It’s less than a 10-minute walk now. And once 

the trail’s put in, it’ll be even closer. You can imagine all the grandkids playing their 

soccer games or their baseball games, going to play at the pool and grandparents 

going over to watch their grandkids. So it’s a great back door. And then out the front 

door, you’ve got the downtown. So we love the location.

All right, so let’s talk a little bit about the cost of the deal. We’ve been working on 

this deal since February of 2019, so we’ve been working on it for a while. We’ve been 

working with the GC [General Contractor] for almost a year to bring the project to 

the table at the best price possible. So we’ve been able to get it under $300,000/unit, 

which was a goal that we had. We’ve been essentially in a design-build mode with 

the GC this entire time. We’ve recently signed a GMAX, a guaranteed max contract 

[Guaranteed Maximum Price Contract], with the GC. So that’s a huge benefit to the 

investors. 

The land’s a great price. It’s under the market value, which is a huge benefit to the 

investors as well. Inside the $31,900,000 construction contract, there’s also an 

$800,000 contingency in that number, in addition to the $1,500,000 contingency in 

the deal. And so again, great deal and well-structured. 

All right, so this gets into the actual LP returns and timing. We’re raising $3,000,000 

through the RealtyMogul platform. The total equity is $14,700,000, so we’re putting 

in a little bit over $3,000,000 and then we’ve got friends and family bringing the 

rest. The structure of the investment is the same for our friends and family as well 

as the RealtyMogul folks. So it’s just a side-by-side investment. The projected IRR 

over three years is 19.8%. And actually, because we’ve already closed the loan, we’ve 

already raised capital from our friends and families, so we’ve already started the 

clock. And so bringing you guys in a little bit later actually bumps that IRR up a little 

bit more, so that’s a good benefit.

It’s a great deal. Every deal has risks. It’s our job as developers to monitor, manage, and 

mitigate those risks. And so I’ll highlight a few of those here. First of all, construction 

cost, I’ve talked about it already. We’re working on a design-build process. We’ve 

got significant contingency in the contract and we also are working with our sub-

contractors to go ahead and pay deposits so that we can secure the materials both 

with time as well as price. We’re in a crazy economic environment. Supply chain is 

still something that we’re having to manage as well as inflation. And so we worked 

with our lender to have the ability to go ahead and prepay for some of these items 

to secure them to help control our cost.
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All right, capital stack. So like I said, investors are coming in side-by-side with our 

friends and family. And also, the investors are not coming in behind any preferred 

equity. So it’s first dollars after debt, it’s standard equity, and so that greatly reduces 

the risk of execution because the longer the deal goes on that preferred equity can 

eat into returns if it’s ahead of you. 

Next up. Debt. It is a crazy environment in terms of lending. We found a unicorn, 

quite frankly, on this deal, and we’ve already closed the loan. We closed the loan a 

little bit over a week ago. Our pricing is below market. It’s 250 basis points over term 

SOFR and it actually reduces at breakeven to 2% over SOFR. It’s a 42 month loan 

with two 12-month extensions, so that gives us a lot of protection for maturity risk 

and that allows us to not be under the gun, if you will, with a loan expiring at the end 

of the deal. 

Rents. We’re conservative on our rents. That helps us with absorption. It helps us with 

demand. We’re about a hundred dollars below the market on rents. Interest rates, 

we’ve got the deal underwritten at a 6.75% deal rate that assumes SOFR’s a four and 

a quarter. But again, we’ve got contingency that can help us buffer increases above 

that. And we can talk more about that in a second. 

And then execution. Again, one of the biggest things. We’ve pulled permits. We’ve 

already started, this deal is getting done. So we’re executing the deal and the only 

thing we have left to do is raise some money from you all.  

All right, so focus a little bit on these risks real quick. There’s more detail in our 

offering memorandum. The lines are the market. The dots are our particular units and 

you can see there’s a gap between them. And so that’s our margin of error, if you will, 

which will help with absorption and generating demand. 

And this is interest rates. Our interest rate consultants provided the data behind this. 

But let me walk you through what this is. So the yellow line is the current Fed Funds 

rate, which is basically what SOFR is. SOFR is an overnight rate. Fed Funds is an 

overnight rate. So yellow is the current rate. The blue line is the forward yield curve. 

So it’s a representation of market expectations for where SOFR’s going to go in the 

future. So the blue line is actually people in the field that are putting money into the 

market expecting those rates to be at those rates. They’re actually buying caps and 

swaps and that type of thing. And that is the representation of where they’re putting 

their money. 

The purple line is the Fed Dot Plot. So the Federal [Open] Market Committee, not 

only do they set the rate, but they also provide some guidance on where they 

expect future rates to be. And so that purple line is the Fed’s Dot Plot. The green line 

represents a 9% deal rate, which is a net 6.5% SOFR rate. And the increase assumes 

that the Fed will increase rates 50 basis points until it hits that rate, from now until it 

hits it. Which is a little over five times. If the Fed does that and exceeds everybody’s 

expectation, the deal still has $640,000 in contingency remaining. So we put this 
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together just as a representation of the deal’s ability to withstand some interest rate 

risk.  

And then finally, and I’ll be quick, execution is about getting deals done. Just a few 

examples of similar deals. This is a deal that’s in another little downtown. It’s actually 

in Acworth, Georgia. 55+, 100% full. It’s done incredibly well. I still own it. This is 

another one in downtown Marietta, Georgia. Atlanta, MSA, a little downtown, 100% 

full. I still own that one. This is the deal we just sold. This is under the Highlands 

brand and we just sold this one and it did amazingly well. It’s a 55+. We originally 

underwrote it similar to this deal in terms of the returns, it was projected to be a 25% 

project IRR. And it ended up doubling that, a 50% project IRR. Our investors got 36% 

IRR out of the deal and over more than twice their money back. Everyone was very 

happy and it worked out very, very well.

And so with that, I’m going to open it up for questions. There are no dumb questions, 

but we love the Golden Girls, at least at Highlands Residential we do. And nothing 

better than some Betty White humor in the presentation. 

••••• 

I love it. Yeah, thank you for the rundown there, Dave. Very informative and it’s like 

you were anticipating the questions as they came up because debt was definitely on 

the list there. But another question, just related to how you’ve been navigating the 
supply chain issues in construction costs just kind of throughout since February 19 
when you first started looking at this deal. 

••••• 

Yeah, a lot has changed from when we first started looking at the deal. It was an 

assemblage, so we haven’t been working on the design and construction costs the 

entire time. But we had to purchase a road. We had to purchase property from 

Georgia Department of Transportation. It was a hairy assemblage. 

But for the past year, since the beginning of the year probably, we’ve been working 

with our GC. And one of the things that came up very very early in the process was 

the designers were designing product, which unbeknownst to them, you couldn’t get 

within a reasonable time. It would take five months to obtain when you’re supposed 

to be going vertical in the fourth month.  So a huge red flag. We had our GC come in 

and create a feedback loop with the architects to make sure that they’re designing 

specs that not only are available in general, but that are available to our GC, the subs 

that they’re using, our region. And just so that’s how we’ve been navigating supply 

chain. 

And honestly, there is nobody better than the guys working at the GC, that I know of, 

on sourcing. They’re amazing, they will hunt stuff down. As far as pricing, we’ve been 
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very thorough in evaluating ourselves and bringing them into the whole process, so 

that’s helped a lot to give us some certainty. As well as working with the lender, it’s 

not super typical to have an allowance for deposits pre-approved by your lender. 

And so, we did that early on just to make sure that we were in a position to lock in 

our pricing and supply chain.

••••• 

Thank you Dan. Just to highlight a couple of items: the median home price in Los Got 

it. Perfect. And another question. How is your other deal performing? The Chateau. 

••••• 

Chateau is great. It is almost ready for occupancy. We’re within a few weeks of 

moving into the leasing office and really kicking off the marketing of the property, 

so it’s doing incredibly well. It has managed the supply chain issues remarkably well 

and timing and cost, we’re right where we want to be.  

••••• 

And I got another question here. Going back to construction pricing, and you locked 

in the GMP, but actually, have you seen a trend? Just what’s the latest state of affairs 

just with construction pricing as a whole? 

••••• 

Yeah. I think it doesn’t have as much upward pressure, so that’s a good thing. Some 

commodities have come down, lumber’s come down, certainly from its highs. There 

was a COVID high and then a second spike, and so lumber’s come down tremendously. 

Other things have stayed elevated. Drywall, concrete, copper, things of that nature. 

Labor has stayed high. That’s the general feedback. There’s a kind of established 

baseline across the board, for now, at least. 

••••• 

And it looks like one last question here. What excites you most about this specific 

development? 

••••• 

For this specific deal, I mean, it really is a fantastic location. And when I look back at 

the assemblage that it took to get this done, it is kind of crazy. We took a lot of risk 

just assembling the property, but the city’s gung-ho on it and was in favor of the deal 

because of its impact to the city. And so that’s what kind of made us think it was 

worth taking the risk. 
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I think it’s just a fantastic location and it’s getting better, which is awesome. You 

want to see deals get better over time. I think the product’s going to be really, really 

good too. The location’s just fantastic. 

••••• 

Awesome. Excellent. I think this just about concludes it. So Dave, thank you again 

and thank you viewers and investors for your time today. 

Excited to announce that we will be opening for funding. So you should receive 

a notice shortly following this webinar. And as always, if you have any questions, 

please refer to the offering documentation and reach out to your designated IR rep 

at RealtyMogul. Thank you all. Have a good day. 
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