
Happy Friday, and welcome to today’s webinar. I’m John Brooks, Vice President 

of Commercial Real Estate at RealtyMogul, and excited to talk about Rising Realty 

Partner’s latest offering, South Point Business Park, located in Sacramento, California. 

The purpose of today’s webinar is to allow Rising Realty Partners to address some of 

the common questions that we’ve received from investors about the deal, as well as 

giving investors the opportunity to ask any questions that they may still have. 

So, as we get started, I do want to provide some requisite disclosures. Today’s 

presentation is not an offer to sell or the solicitation of an offer to buy securities. 

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

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

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

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

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

including but not limited to, market 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.
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So, as I mentioned earlier, the structure of today’s webinar is going to be a little bit 

different than the first that we had for South Point. We will not be giving an overview 

of the deal. So if you would like to review the business plan and financial structure in 

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

website. And with that out of the way, I would like to introduce our guests today from 

Rising Realty Partners. We have Chris Rising, Scott Word and Jack Martin. Thank 

you for joining us and take it away.

••••• 

Thanks, John. Well, it’s nice to be back with RealtyMogul and the team. We have a 

really strong working relationship. We’ve done several deals together and this one, 

we’re really excited about. What I think is unique though is, this is the first one we’ve 

done where we’ve already acquired the property, the deal is closed, and we get to 

tell people about some of the good news, and offer them an opportunity without 

the pressure of a close. But for those on the call, on the webinar who aren’t aware of 

Rising Realty Partners, let me just give you a little bit about our company.

Our company was founded 10 years ago. My father, Nelson Rising, ran two public 

companies before he and I started this company. One, Catellus Development is a 

company that, when he took over in 1994, had a market cap of $400 million. And 

when they sold it to Prologis in 2005, they sold it for about $5.8 billion. So that 

was a pretty successful run. And then he and I worked together at a REIT called 

Maguire Properties that ultimately became MPC. It was a nice run there, but that 

was right after the GFC [Great Financial Crisis]. We did that for three years, right at 

the company. We decided to do a plan to sell off the assets. Then we started Rising 

Realty Partners in 2012.

The company’s grown amazingly. It’s helped that you know, my father not only ran 

two public companies, but sat on the Federal Reserve Board and was able to give his 

vision after about five recessions that he went through on what we should do. And 

we focused on being the best real estate operators we could be. We really felt that 

after the GFC, it really kind of just wiped out the operator who really knew how to 

fix elevators or get things entitled or build buildings, and that’s the DNA of this firm, 

that and also the use of technology.

So in 10 years, we’ve grown from no assets when we originally started, to now we’re 

about five million square feet. We own office, class A office, and we own industrial. 

We are really, really focused on this industrial strategy. We brought in Scott Word to 

run the acquisitions for the industrial and Jack Martin to run the asset management. 

Both of them have a strong background in industrial. But the company today sits 

with about 40 people, give or take. We are vertically integrated. We think that’s 

vitally important. The people who work on these assets carry Rising Realty Partners, 

and it’s called Rising Realty Partners for a reason.
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They carry that card. They care about these assets every day. We are looking to 

expand. We’ve bought in Houston, we’ve bought in Las Vegas, and now we’re in our 

second acquisition here in Sacramento. And we’re really excited to tell you, because 

we’re on the ground there, what has been happening. I know there’s a lot of noise 

out there about the economy, but on the industrial side, we just continue to see great 

growth. So that’s a lot about Rising Realty Partners. There’s a lot on our website. You 

can go to risingrp.com. I have a podcast that’s become very popular over the last 

couple years. You can go to the Real Market With Chris Rising, which is on Apple 

Podcasts and Spotify.

You can learn a lot about our company, the history of the company, and really 

interesting discussions on all types of real estate and all types of technology. I’m 

just going to circle back to, we’re really excited to be doing another deal here with 

RealtyMogul. And with this little twist, we own it, we like it. We’re going to talk to you 

about some of the things we’re doing in just the first week since we’ve owned it and 

why we feel real excited about it. And we’re giving opportunity for investors to come 

in over a very limited time, but we’re just excited about it. We want to share so that 

we can do more deals with the investors through RealtyMogul. So should I hand it 

back to you, John? You want to ask us a question or should we go through the deal?

••••• 

Absolutely. Yeah. So we have a few questions here and do want to invite the viewers 

to submit more questions below, but we can jump right into them. So, first question 

is, if you could speak a little bit about your experience in the submarket and any 
other, as you mentioned, another deal that you have there? And what’s the word 
on the ground in Sacramento?

••••• 

I think that’s great. That’s a great question because we’re excited about it. And I think 

it’s important that potential investors get two perspectives. One, the perspective 

from Scott Word, who is our acquisitions person who underwrites it and underwrites 

the deals there, and then we’ll hand the microphone back to Jack Martin. Whatever 

Scott underwrites and gets approved by our investment committee, Jack’s got to 

execute on. So I think it’s important to have both perspectives. Scott, why don’t you 

start about your view of the market?

••••• 

Sure. Thanks, Chris. We’re very bullish on the Sacramento market. We really like the 

market fundamentals, especially as it relates to the light industrial product and the 

markets that we’ve chosen to invest in. If you look at both the Power Inn and the 

South Sacramento markets, they’re both hovering at right around 3% vacancy with 

no near term threat of any new supply. And so we feel like that, as Chris intimated, 
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we can bring a first class operating philosophy to these multi-tenant light industrial 

parks and really start to push the occupancy and push market rents.

Again, it’s really based on market fundamentals. We’re looking for markets that have 

good job growth, good residential housetop growth, strong market fundamentals. 

And typically, the assets that we acquire, there has to be some work to be done so 

that we can create more value for ourselves and for our investors.

••••• 

Scott, before we hand it to Jack, can you talk a little about the profile of people we 
like to buy from, which is exactly this case, South Point industrial park?

•••••

Sure. Chris, If you look at the profile of the sellers, typically, I would put them in 

the box of maybe being a little bit less institutional, more entrepreneurial, relatively 

sophisticated, but in many instances, what we’re seeing is that most of these owners 

are really operating to occupancy. And in many instances, they’re funding all of their 

new transactions, whether they’re their lease renewals or new leases, through cash 

flow. And so what we see is that we see the leases are typically short, the rents are 

really trailing market, and they don’t put a lot of money into the space.

And that’s where we really have the opportunity to come in and match the business 

plan to the debt so that we can provide capital to reposition the assets if that requires 

some cosmetic CapEx, some deferred maintenance for roofs and air conditioning 

systems, and really put money into the spaces so that we can minimize downtime, 

push the market rents, and deliver what we call market ready suites. Because what 

we are finding is that most of these operators, they don’t have six months to wait for 

space to get built out, they need to be in in 30 days. So when we have a vacancy or 

we know that we’re going to be getting a vacancy, we’re very proactive in creating 

these market-ready suites so that we can reduce downtime and get people in quickly.

 

••••• 

Look, before we go over to Jack who’s going to have this handed to him, or already 

has had it handed to him in the last week to execute on, the one question I think 

we should address, because I get it a lot when I speak, why Sacramento? What 

everybody says is so negative on the state of California these days. What have we 
found that makes Sacramento different than say other areas of the state?

••••• 

Well, I think Sacramento is a huge beneficiary of both people and companies that are 

vacating the greater Bay Area. It’s more cost effective. They can still service the trade 
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areas. And I think, Chris, when you look at the profile of our tenants, they are really 

focused on a fairly centric circle of customers. They are serving their customer base. 

For the most part, that’s within a reachable geographic area. And in Sacramento, 

Sacramento is actually the fastest growing large city in the state of California. It is 

actually growing. And I think over the next couple of years, between West Sacramento 

and Folsom, they’re going to be adding 15,000 residential units. And so, there’s a big 

expansion of population rooftops. And typically, these entrepreneurial companies 

are serving a lot of those rooftops.  

••••• 

Terrific. So Jack, Scott brings us the deal, we go through investment committee, we 

line up our debt, we go through everything. We close it. You’re handed a performa, 

which you were handed last week. What do you think about the asset? You’re very 

experienced this asset class. Tell us about the business plan and what we’re going 
to do.

••••• 

Sure. Thanks Chris. Well, I work closely with, with Scott well before I’m handed off 

the asset, so I’m very familiar with the business plan. I have a say in a lot of the 

underwriting assumptions that we make. And so I have a healthy dialogue with Scott 

in terms of how much it costs to perform one of the most critical CapEx projects, 

which is speccing out any vacancies so that we can make market-ready, move-

in suites as quickly as possible and deliver those to the market. And so I’m very 

comfortable with all of the underwriting assumptions. I already know where I can 

push.

And our experience with our first Sacramento acquisition, which is a five, ten minute 

drive from South Point, it’s called Alpine Business Park.

••••• 

Industrial Park.

••••• 

Industrial Park, has given me a lot of the leasing confidence that-

••••• 

Well, let’s go into that. It’s because we do own, as you just said, five, ten minutes 

away. Let’s get into it. Alpine has been a great success. We bought this less than a 

year ago, 78% leased. And I think we said at our last asset management meeting, 

we’re now 100% leased within six months.



That’s correct. And we are achieving higher than proforma rents by, on average, 

around like 20% on the most recent two deals that we did. So there are a lot of fun 

things that are going on in the leasing market in Sacramento. One is that you’re, 

you’re constantly able to test market rents. We still feel like there is tremendous 

growth opportunity there. Right now, if you want to get into the nitty gritty, we just 

did our most recent deals at $1.28 and $1.25 gross, that’s at Alpine. And our under-

written rents at South Point or in like the $1.20, the $1.30 range. So everything is just 

lining up perfectly for us to be able to achieve our business plan.

Well, one area that we think we’re going to have a lot of success is, and then we’ve 

got a track record of it, is getting higher than expected and higher than proforma an-

nual rent bumps in our lease structures. We were relatively conservative compared 

to what we had seen in the market. We underwrote 3% annual bumps, and we’re 

consistently achieving 4%. Not only is that significant for the assets cash flow, but 

those rent bumps are also a hedge against unfavorable conditions should they occur.

 

•••••

So I think the audience may be aware, but we were able to achieve a little bit more 

than 5% of a discount off the purchase price when we bought it. We pushed hard 

because the world had changed a little bit when it came to debt and financing, but 

we locked in our debt. We’re feeling very good about all of that, and we’re going to 

go through that in detail. But if you’re sitting there watching this investment webinar, 

how would you address somebody who says, “I’m just worried that there is going to 

be a recession? What’s going to happen to these businesses?” Can you talk a little 
bit about, number one, the size of most of these businesses and how much base 
they’re renting, but also what your experience has been when things soften?

•••••

Scott, you want to kick that off or you want me to go?

•••••

Jack, I’ll let you take it and then I’ll add my two cents.

•••••

Cool. So, as it relates to how this product type works best and what happens in a 

market downturn, what we hope to achieve and what we’ve laid out is delivering rea-

a year ago, 78% leased. And I think we said at our last asset management meeting, 

we’re now 100% leased within six months.

•••••
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sonably sized, typically smaller units than what you would imagine for an industrial 

park. We do have some larger tenants in here, but the work that we’re planning on 

doing and the units that we expect to deliver to the market rather quickly are going 

to be on average in like the 2000 square foot size. So when you take a look at the 

overall, like the total cost, the gross rent that these tenants are paying, it really is 

fairly minimal compared to their revenues.

•••••

And I think I should also point out that they’re not thinking about it as a $1.25 gross, 

they’re thinking about it as a $1,100 a month payment or a $2,500 a month payment. 

So it’s really just a part of their business costs and it’s minor compared to what most 

of their revenue is.

•••••

That’s exactly right.

•••••

I do think we should address, because I think we would all agree that this project has 

some vacancy that we want to address. We’ve owned it for a week, Jack. Haven’t 

we? My understanding is we’ve already started pricing what our build out’s going 
to be, and that we’re already in discussions about lease extensions. Can we talk 
about that?

•••••

Sure. Yeah. We’ve put together a really efficient and effective floor plan for the ex-

isting vacancy. We’re going to be able to deliver those 2000 square foot units. Our 

GC indicates that they’ll be able to get those to market within four months. Our un-

derwriting said that we’d lease up starting in month six. So we feel good about being 

able to hit our lease up targets and our absorption schedule. Then, for our existing 

occupancy, we’ve got a relatively staggered lease expiration schedule. We only have 

one lease expiring this year. We’ve got a proposal out to that tenant at a 7% higher 

starting rate than what was underwritten.

All indications are that they want to renew for three years. So, we’re confident we’re 

going to get that done by the end of next week. And then some of the other tenants, 

we just took over, so we’ve already reached out to all of our tenants, they know who 

we are, and we’re going to start engaging in some potential early lease renewal dis-

cussions so that we can stagger our rollover a little bit more and not get hit signifi-

cant chunk all coming in one quarter.

•••••
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Yeah. I know that that’s something that we’re focused on addressing. I think there’s 

probably another area we should address, because I’m sure that the people on the 

webinar are sophisticated enough to look at our rent roll and go, “You have a lot of 

office more than you would typically have, about 46% of the project is office. Nor-

mally, it would be about 30%.” My understanding is with the 22,000 square feet that 

we’re breaking up, or it’s a little bit less than that, 18,000 square feet or so, that’s 

going to reduce the overall office because that space is going to be built up probably 

closer to 80% warehouse, 20% office.

But then of the remaining, we actually have some very sticky tenants who have more 

of an office built out. Scott, do you want to talk about, because you had to under-

write this. Nursing Practices was one of the tenants in the comprehensive skills and 

training space that is a little more office heavy. But we feel very confident that, be-

cause it is so perfect for what they do, they’re probably not going anywhere.

•••••

Sure. Yeah. And I think just to go back to why we like this product just globally, if you 

look at the tenant mix in most of these parks, it’s very diversified. So we don’t have 

a lot of exposure to any one industry, which is very good to create more predictable 

cash flows. I think also what we’ve learned is that even though these tenants will 

only sign maybe three, four, five-year leases, they typically will stay in a location for 

10, 12, 14 years. Sherwin Williams has been in this location for, I think, 12 years. All the 

tenants that we have already weathered the storm of COVID, which is might as well 

be called a recession or a significant economic downturn.

So I think that we love the sticky nature of these tenants because assuming we treat 

them fairly, we think there’s a very high probability that they will stay and renew. The 

other thing that works in our favor is that you’ve got a 3% market vacancy, so they 

really don’t have a lot of options right now. And those options are going to be priced 

equal to or maybe in some instances greater than what they’ve already got. I think 

the other thing to remember too, is that most of the smaller tenants, this is their live-

lihood, and so they are very committed to making sure that their business succeeds 

because their business is what supports their lifestyle.

And so rather than a Fortune 500 that it’s a business decision, they lose a contract, 

they shut down a facility, this is the way they make their living. So it’s very important, 

which segues into a couple of our tenants that are more heavily finished than what 

we typically like to see, Nursing Practices and the other group, Chris. Those are quasi 

educational facilities and they have been in this project for over a decade. The space 

works extremely well for them, their customers know where they are. With Nursing 

Practices specifically. They have licenses that run with their use that are not easily 

reproduced or relocated. So we know that they’ve been in the space and continued 

to grow for the last 10 years.
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And interviewing them during our tenant interview, they have every intention of 

staying. They love the building, they love the identity off of the 99 freeway, so 

they’ve got great freeway visibility, and they’ve invested a lot of their own money 

into their space. So yes, in a perfect world, we’d probably like to see the unit be 

more like 30, 35% office finished, but it also depends on the size of the units. By 

de-improving the vacancy that we have, we are going to shift that overall finish to 

probably around 27%, 30%, something like that, which is more in line with what we 

would like to typically see.

•••••

One of the things that’s unique about what we’re doing here is we’re talking about a 

deal we’ve already closed on and everybody on this call has been in the real estate 

business long enough to know that until you close your debt, you don’t have any 

security. And so we should talk a little bit about our debt. We’re excited about the 

lender Pacific Western Bank. It’s closed, they’re ready for us to draw on the TIs and 

LCs. So Scott, you want to talk a little bit about the debt we put on this project?

•••••

Sure. We’re really excited about Pacific Western, not only getting this loan closed 

with them, but also as a relationship bank going forward. They’ve already indicat-

ed that they love this strategy and will grow with us. On this particular asset, we 

secured a loan that is 65% loan to cost at SOFR plus 300. And then we also have a 

future funding facility that will fund 100% of our capital improvements, our tenant 

improvements and our leasing costs over the next three years, as well as we’re car-

rying just under a $300,000 working capital budget in case there’s any maybe a 

delay in timing with funding from a lender or something like that.

So from a capitalization standpoint and really trying to match up the debt to the 

business plan, we feel like we’ve got a really good loan with a lender that under-

stands our business plan.

•••••

And it is a floating rate debt. I think that’s important people know, but we are buy-

ing a collar so that we can hedge our risk. So we will be protected if interest rates 

continue to go up. And I think that’s really important. Our goal is a three-year hold. 

There are some real estate deals we do where we expect to hold for many years, 

but with this strategy, I think it’s important people understand that the strategy is 

to buy something that’s a little bit down on its luck, has had an owner there for a 

long time that hasn’t upgraded it. Our business plan is to come in, upgrade it, get 

it released and sell.

So our typical hold period is between three and five years, we really think this is a 
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three-year hold and then we will return the capital. We don’t know what’s going to 

happen in the world so we got to have the caveat that it could be a five-year hold. 

But the way this all has been trending for us is a solid three-year hold, fix it up, get it 

leased and we’ll sell it. Should we talk a little bit though about the sale? As we look 

and we have our extensive investment committee meetings, we stress tests over and 

over again what happens if interest rates continue to go up and that were to force 

cap rates to go up.

Now, I don’t believe in the history of my experience in real estate that you can say 

that there is a direct parallel between interest rates and cap rates going up. I think 

cap rates go up when there’s uncertainty in the market. And I think right now there 
is some uncertainties, so you may be seeing some pressure on cap rates to go up, 
but what happens overall, Scott, in your mind, if we see cap rates go up in this 
asset class?

•••••

Well, I think there are a couple things that come into play. I think that the stock mar-

ket volatility actually makes real estate look like a really interesting investment with 

more certainty, especially more predictable cash flows, which could actually keep 

cap rates down as there’s more capital flowing into real estate. If you look at the 

institutional world, and there’s more and more equity being allocated towards real 

estate. So it’s like you said, it’s hard to predict. Now, look, if cap rates go up, then ob-

viously that’s going to have a negative impact on our returns. I think that we’ve been 

pretty conservative in the cap rate that we’re using as a 5% exit cap.

If cap rates go to six, then obviously it’s going to be very punitive to our leveraged 

returns, our equity multiple, etc. Having said that, if cap rates move up to the point 

where it doesn’t make sense to sell, then we’re not going to sell just to sell at a loss. 

We could either hold the asset until cap rates return to a more stabilized and accept-

able level, or do we potentially refinance and hold on and cash flow the asset?

•••••

I think that’s an important piece, and Jack, maybe you can speak to this. Just be-

cause cap rates go up doesn’t mean that the NOI, the cash-on-cash goes down, that 

would only be if we were to lose tenancy. What is your expectation, Jack, on how this 

asset’s going to cash flow? It starts a little lower because we’re doing a lease up play, 

but it zeros at a pretty steady six or so. How confident do you feel that we’ll be able 
to achieve something like that?

•••••

I feel very confident that we’re going to be able to achieve our cash flow projections 

and potential, hopefully, outperform. One reason for the lower cash flow right from 
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the start is the vacancy that we have. Another reason is that we have a significant 

opportunity in our mark to market. Our existing tenants are pretty far below market, 

I think in the 30, averaging 35% below market rates that are getting proven out on 

a daily basis, coupled with a very low vacancy rate. I foresee us outperforming our 

retention, our projected retention and hitting or beating our cash-on-cash through-

out the hold of the asset.

•••••

Yeah, I think it’s important, we don’t want to sound like we’re delivering magic. I 

think we have to be very clear to people that our confidence comes from the fact 

we own the Sacramento now. One could argue that you don’t want to ever be 100% 

leased, but we’ll take the bird in the hand. We’re 100% leased at Alpine and partly 

or greatly because we jumped out early in our ownership to make sure that we got 

deals done. We’re doing the same thing here. As we said earlier, we already have 

GCs bid, we’re going to have these units built out that are vacant. We’re talking to 

tenants there.

But one of the things that I think is important to understand, inflation numbers came 

out today, they weren’t that great, we’re still dealing with higher gas price and all 

that. But all of these deals are structured as triple-net deals. So why? Well, Jack, you 

mentioned gross because you were talking about what their overall rental payment 

is. One of the things that makes us all feel comfortable is, we’re not losing rent to 

absorb expenses that go up. What has been your take on how, Jack, at Alpine In-
dustrial Park and now here, how tenants look at a triple-net deal?

•••••

Sure. Triple-net lease structures are very important in this asset class and in com-

mercial real estate overall, particularly in California where you are reassessed on 

property taxes at sale. So here at South Point, previous ownership was running 33 

cents per square foot per month through as total operating expenses to their ten-

ants. With the property tax increases, we’re expecting a moderate increase to that, 

but our overall base rates, our triple-net rates are in line. When you add on the op-

erating expenses to get to your gross number, they’re still in line with the market. So 

our lease structures protect us, if our operating costs increase and our asking rates 

and advertised rates are still in line with the market to continue to achieve.

•••••

And I think one of the questions I often get about this asset class is multi-tenant line 

industrial is people went through this in the ‘90s, when, say they left in ‘95, some 

people got hurt in this, but what we’ve noticed is the economy has really changed. 

And what’s different from the ‘90s to today is we do have companies that have their 

office space and their warehouse spaces, this is their whole identity. And when you 
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look at our tenants, Nursing Practices, can’t just say, “Well, this is getting too expen-

sive, I’m going to go move somewhere else.” This is their identity, they’ve built it out. 

This is where Nursing Practices is. How do you feel about some of our other tenants 
in terms of stickiness in an economy that may hit a recession?

•••••

One of the other tenants that’s been a legacy at this property, I think since like the 

‘80s is Sherwin Williams who we feel is very sticky, had a really positive tenant inter-

view with them and that’s a significant tenant, good credit.

•••••

And in a business that people do buy paint.

•••••

Yeah, exactly. They’re servicing the community that’s immediately in the one to 

three mile radius. Another tenant is a group called Go Green Sustainability Centers. 

And this is a tenant that recently joined the park a couple years back and they ag-

gregate electronic recyclable materials and then distribute those to actual recycling 

centers. This is a tenant who is experiencing tremendous growth. In the interview, 

they had indicated that they would love to expand within the park, and so we’ll be 

having those conversations with pretty shortly. Scott, any other sticky tenants that 
I’m missing on them?

•••••

Well, I think, Jack, the tenant interviews basically indicated that everybody that we 

talked to enjoys the park, we got the impression that they would be renewing when 

their lease is up. Some people, it was a little bit too far in the future for them to really 

commit to it today., but when you ask them, “What’s your probability of staying?” 

They’re like, “Well, 75% plus we’d stay here, all things considered.” And you touched 

on Sherwin Williams, Sherwin Williams has been in the park since 1987 and they are 

a very strong, they’re investment grade, great credit tenant.

•••••

Let’s talk about something that comes up on every webinar I do, which is cost segrega-

tion. I’m convinced that there are emails going out to all investors about cost segrega-

tion that sometimes aren’t exactly as clear as they should be. We’ve been in this busi-

ness a long time, we own millions square foot class A office buildings. And I will tell you 

every time, we’ve looked at a cost segregation study and tried to do one, we never got 

the ROI we thought we were going to. In this particular deal, it’s a smaller deal, it’s hard-

er to pull out things that depreciate at 39 years down to seven years because there’s 
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just not a lot of personal property or parking things there or expensive HVAC units.

So while we understand that the profile of our investors are mostly high-net worth 

and would benefit if they could depreciate things faster, when you’re talking about 

the cost of about a $25,000 study to do the four buildings, we don’t think the ben-

efit is there. Jack, you’ve got experience at BKM in the past, and you’ve talked to 

people over there. What’s your view as the asset manager? Should we take on a 
cost segregation study to see if we can pass on quicker depreciation?

•••••

I don’t think it’s warranted for these multi-tenant industrial deals, especially with a 

three-year hold period. We really don’t feel like the $25,000 cost really gets you the 

return that you’re looking for, especially if you’re a smaller investor in this space and 

your cash flows are relatively minimal, it just doesn’t seem to make sense.

•••••

It doesn’t mean we don’t look at it and doesn’t mean we won’t maybe get a quote 

and see if that $25,000 is lower, but in our experience, it’s about $3,500 to $7,500 

per building. We have four buildings here, it starts to add up. And so we don’t see it 

as a strategy for this asset. I think we’ve covered just about everything, but before 

we go to questions, I just really want to highlight to people that we are in this mar-

ket every day, we do the property manager ourselves, we asset manage ourselves, 

the tenants know who we are by name, and we’ve had great success less than five 

minutes away with Alpine Industrial Park.

So we really feel comfortable as much as we can, we obviously we can’t make any 

promises, but we really feel comfortable that we’ve hit the ground running, that we 

will get an extension done rather quickly and we’ll have space to lease, new space, 

brand new space at the size requirements that the brokers tell us that there’s really 

an insatiable demand. And instead of us saying to the market, “Look, we want to do 

two 8,000 square foot, take it or leave it,” What we’ve really done is given us our-

selves the flexibility as the leasing happens to do up to nine units of about 2,000 

feet. But if somebody comes along and they need 4,000, we have that flexibility to 

do that.

So we’re really excited about this investment. As I said, what we’re trying to do is 

offer more people the opportunity to invest by offloading a small portion of this in-

vestment after we’ve bought it. But we’d be fine keeping it on our balance sheet, but 

we want to continue to do things, investments with RealtyMogul and RealtyMogul 

investors. And so that is why we’re here today. So John, should I hand it back to you?

•••••
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Yeah. Great job run down here. I’m looking through all of these questions and you’ve 

answered the lion’s share of them, so very thorough presentation. One additional 

question I do see here, and I think actually, Chris, you did allude to that earlier, was 

that, have there been any assumptions or any things that have changed since orig-

inal presentation? I think that you mentioned updated and you also mentioned that 

there was some negotiations with seller that could be updated.

•••••

I think we have the appropriate purchase price up there, but during the time of us 

having it on our contract, we were seeing the debt markets move and we wanted to 

make sure that we could hedge. So we really felt we had to go back to the seller for 

a small discount on top of the discount that we found because of things we found 

in our due diligence. So ultimately, we got off our original offer about $550,000 off 

that purchase price. I would say the thing that I feel confident about on our team is 

even though we saw our rents at Alpine exceeding our performa, we didn’t get ag-

gressive here and say, “Well, that’s the new baseline.” We kept it to where it was in 

the January, February timeframe, and then our plan is to beat it from there.

I think the biggest difference is just that the debt markets have changed and we’ve 

taken that risk off the tape by closing with debt and hedging our risk, which is 

happening as we speak by putting on a collar. So I think we’ve been disciplined. My 

father always said, “Let’s under promise and over deliver.” And that’s really what we 

try to do.

•••••

Fantastic. Well, I think that about sums up the questions. So thank you, Chris, Scott 

and Jack, and all of our investors for joining us today and those of us that are tun-

ing into the recording. And as always, if you have any questions, please refer to the 

offering documentation on the RealtyMogul platform, and feel free to reach out to 

your designated investor relations rep. All right. Well, thank you, team, and thank 

you everyone.

•••••

Thank you.

Thank you.

Thank you, John. Thanks everyone.

Have a good weekend.
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