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Letter of Intent
May 25, 2020
Reznik Paz Nevo Trusts Ltd.
Trustee for Starwood West Limited 6.7% 2023 ILS Bonds (the “ILS Bonds”)
14 Yad Harutzim St.
Tel-Aviv 6770007 Israel
Attention: Yossi Reznik, CPA
Board of Directors
Starwood West Limited
c/o Fischer Behar Chen Well Orion & Co
3 Daniel Frisch St., Tel Aviv 6473104, Israel
Attention: Mr. Boaz Noiman, Partner
Re:

Non-Binding Proposal to Act as Manager for Starwood West Limited

This non-binding letter of intent (“Letter of Intent”) sets forth the general terms and conditions upon which Pacific
Retail Capital Partners, Golden East Investors LLC, and/or their respective affiliates (collectively the “Manager”)
would undertake to manage the seven regional mall properties (the “ Properties”) owned by Starwood West Limited
(the “Company”). This Letter of Intent has been developed in consultation with, and is supported by, Whitefort
Capital Management, LP, as investment manager on behalf of funds which currently own approximately ILS 45.5
million, or approximately 5.2%1, of the ILS Bonds currently outstanding.
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1.

First Distribution: In exchange for waiving acceleration of the ILS Bonds, the Company shall pay to
the currently outstanding ILS Bonds comprising ILS 879.5 million, on a pro rata basis, the full amount
deposited in the Trustee’s interest cushion account, reported by the Company to be ILS 67.39 million
as of April 1, 2020. In addition, the Company shall pay to the ILS Bonds, on a pro rata basis, the full
amount of the Company’s (Solo) funds. Any payments to the ILS Bonds shall be treated as
amortization of principal plus accrued interest to the date of redemption. Any modifications to the ILS
Bonds shall satisfy IRS Regs. Sec. 1.10001-3(f)(7) for treatment as debt for US Federal tax purposes,
and shall further satisfy regulatory holding requirements of Israeli institutional holders of ILS Bonds.
Star-West JV II, L.P. will remain as Borrower Sponsor and Guarantor under the senior CMBS loan.

2.

Second Distribution: Upon a successful restructuring of the senior CMBS loans and other senior loans
of the Company’s subsidiaries (collectively the “Senior Loans”), the Manager shall distribute 65%2
of the unrestricted cash balance of the Company’s subsidiaries’ bank accounts for the benefit of the
ILS Bonds, and if applicable any other parent Company financial creditors determined to be pari passu
creditors, including approximately US $7.1mm of FX hedge termination obligations owing to J. Aron
& Company LLC, on a pro rata basis. As of April 28, 2020, the Company reported unrestricted cash
balances at subsidiaries of approximately $27 million. Any payments to the ILS Bonds shall be treated
as amortization of principal plus accrued interest to the date of redemption. The remaining unrestricted
cash will remain in the Company and support ongoing operations.

Based on ILS 879.5 million ILS Bonds currently outstanding, excluding ILS 30.5 million ILS Bonds held by Company.
Subject to financial due diligence of available unrestricted cash and cash operating needs of the Company.

2

3.

Minimum Cash Cushion: Following the payment of the Second Distribution, a minimum balance of
$30 million unrestricted cash will accrue from the current cash flow of the assets. Until the minimum
cash cushion is accrued, no distributions of unrestricted cash will be made.

4.

New Money Investment: Upon a successful restructuring of the Senior Loans, Whitefort Capital
Master Fund, LP and/or its affiliates will commit to invest at least $5 million in the Company for
general working capital to support operations. The capital will be invested in the form of a 10% loan
plus market standard origination/backstop fees with priority to the existing ILS Bonds, and will be
repaid with unrestricted cash in excess of the Minimum Cash Cushion. In exchange for providing such
new money financing, Whitefort will be allocated the right to roll-up existing ILS Bonds in a principal
amount equal to two times the principal amount of new money investment, converted from USD to
ILS as of the date of the new money investment, into roll-up loans with equal priority to the new money
investment.

5.

Future Distributions: After repayment of the New Money Investment (including the roll-up loans),
100% of available unrestricted cash in excess of the Minimum Cash Cushion will accrue to the benefit
of the ILS Bonds, and if applicable any other parent Company financial creditors determined to be pari
passu creditors, on a pro rata basis, subject to the Manager’s sole discretion to maintain appropriate
cash reserves to support ongoing operations. In addition, 100% of the available net disposition
proceeds of the Properties will accrue to the benefit of the ILS Bonds, and if applicable any other
parent Company financial creditors determined to be pari passu creditors, on a pro rata basis. Any
future payments to the ILS Bonds shall be treated as amortization of principal plus accrued interest to
the date of redemption. For the avoidance of doubt, the Manager shall not be entitled to any share of
future distributions beyond the fees for service set forth below.

6.

Preservation of Claims: Any causes of action or legal claims against the Company, its controlling
shareholder Star-West JV II, LP, its officers and directors, and any third parties, shall be preserved for
the benefit of the ILS Bonds, subject to cash settlement of such claims approved by the majority ILS
Bondholders.

7.

Manager Fees for Service: The Manager shall be entitled to the following fees to manage the
Properties:
a. Property and Asset Management Fee: 4.5% of gross rent receipts.
b. Construction Management Fee: The resources that the Manager expects to utilize to maintain
the Properties draw upon the collective experience, proven processes and expertise and efforts
of the Manager’s project management professionals. Compensation for these services is
therefore based on the total estimated time investment of both the organization and those
professionals. The Manager intends to charge a fee equal to 4.0% of the cost of construction
improvements to the Properties.
c. Leasing Fee: 2% of gross rent on both new leases and renewals.
d. Senior Loan Restructuring Fee: 1% of the principal Loan amount in case of loan extension,
refinancing modification, or new loan.
e. Asset Disposition Fee: 1% of gross asset disposition proceeds.
f. Reimbursable Expenses: The Company shall reimburse Manager for reasonable out-ofpocket ordinary expenses, including the costs of legal counsel incurred in negotiating this
agreement and restructuring the Senior Loans.

8.

Manager Financial Reports: The Manager shall provide an institutional quality reporting package
monthly to the Trustee of the ILS Bonds.

9.

Exclusive Period: In consideration of Manager’s commitment to expend significant time, effort and
expense to evaluate the possible management of the Properties, the Company agrees that from the
date of the Company’s execution of this Letter of Intent and for 180 days thereafter the Company
shall not offer the management of the Properties (or any interest therein) to any other party or
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negotiate, solicit or entertain any offers to manage, purchase or refinance the Properties (or any interest
therein).
10. Statement of Mutual Intent: It is hereby acknowledged that this Letter of Intent is not an offer, but
is merely a good faith effort to set forth certain principal terms and conditions which might form the
basis for the negotiation of a mutually satisfactory Management Agreement. This Letter of Intent
does not create any legal obligation on any of the signatories hereto and is for discussion purposes only.
No contract or legally binding obligation, including with respect to the Properties, shall arise until a
definitive mutually acceptable Management Agreement has been duly executed by Manager.
If this Letter of Intent sets forth our mutual understanding, please sign and return one copy of this Letter of
Intent. If this Letter of Intent is not accepted within five days after the date hereof, this Letter of Intent shall
be deemed to be withdrawn.

Sincerely,

GOLDEN EAST INVESTORS LLC
On behalf of Manager

By: _________________________
Name:
Title:
WHITEFORT CAPITAL MANAGEMENT, LP

By: _________________________
Name: Joseph Kaplan
Title: Co-Managing Partner

ACCEPTED AND AGREED:
STARWOOD WEST LIMITED

By: _________________________
Name:
Title:
DATE: ______________________, 2020
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Why Pacific Retail & GEI?
•

Principals of Pacific Retail Capital have unparalleled knowledge of these seven malls,
having previously property/asset managed these malls while senior executives at
Westfield Group - prior to selling the assets to Starwood for $1.6 billion in 2013.

•

Pacific Retail Capital and Golden East Investors are preferred property management and
asset management service providers on behalf of CMBS Special Servicers. The Special
Servicers of CMBS Loans will need to approve a change in Manager.

•

Pacific Retail Capital is one of only two firms hired by Special Servicers of CMBS Loans
to manage regional malls on their behalf. Pacific Retail Capital has a proven track record
of protecting collateral and maximizing the value of regional mall assets.

•

Principals of Golden East Investors have significant experience restructuring CMBS Loans
and have deep relationships with CMBS stakeholders. For example, they have personally
represented bondholders negotiating with CMBS restructuring advisor Iron Hound on over
$1 billion in Loan transactions.

Property/Asset Management is only one of the critical issues facing bondholders. Negotiating a
timely restructuring of the Senior Loans and securing approval of the new asset/property
management group are essential preconditions of any restructuring of the ILS Bonds. A new
Manager must be approved not only by the ILS Bonds, but also by the Senior Loans and
Rating Agencies. Pacific Retail Capital and Golden East Investors are preferred
property/asset managers for regional malls with Special Servicers of CMBS Loans.
Recent precedent indicates that Special Servicers of CMBS Loans do not view Starwood as the
optimal Manager of distressed mall assets. In Morgan Stanley Capital I Trust 2015-XLF2, a CMBS
deal collateralized by three similar mall assets acquired by Starwood from Taubman Centers, Inc.
in 2014, the Special Servicer Midland Loan Services recently replaced Starwood with a third-party
property/asset manager. Notably, Midland Loan Services is also the Special Servicer for one of
the Senior Loans. Moreover, it is telling of Starwood’s lack of conviction in its ability to create
value from the Properties that despite the vast financial resources of Starwood Capital Group, it’s
recently published proposal deems necessary to bring on a financial partner to invest $5 million
into the Company.

We have identified the critical issues facing ILS Bondholders and have devised
the necessary solutions that must be taken for a successful restructuring:
•
•
•
•

Three separate Seniors Lenders to negotiate with in order to bring the loans current Keybank, Midland and a local bank lender (including a mezzanine loan).
Zero unrestricted cash at the Company’s subsidiaries will be remitted to the ILS
bonds until a restructuring agreement has been reached with the Senior Lenders.
As part of a restructuring agreement with the Senior Lenders, they will need to approve
the new property/asset Manager.
ILS Bonds need a direct seat at the negotiating table in order to preserve value.
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Issues that Require Special Servicer, ILS Bondholder & Rating Agency Approval:
•
•
•
•
•

Modification of any of the payment terms of the ILS bonds including change in interest
rate, payment schedule or other monetary terms.
Any change in property/asset Manager.
Terms of the Property Management Agreement (e.g. currently caps management fee at
2.5%, plus 10% of profits from seasonal leasing).
Change in control of the Borrowing entities.
Replacement of the Guarantor under the Senior Loans.
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About Pacific Retail
•
•

•

•

We were founded in 2007 and we have about 150 employees.
Our current investors/clients include the following: JPMorgan (Income and Growth Fund), KKR
(REPA Fund I), Goldman Sachs (balance sheet), Blackrock, UBS, GIC, ADIA, Aareal Immobilien,
Silverpeak, Stanford University Endowment and Clarion.
Property Management:
o About half our portfolio is comprised of private equity joint ventures, while the other half
is comprised of incentive management contracts.
o We have a national footprint with assets in California, New York, Illinois, Mississippi,
North Carolina, Utah, Virginia.
o We act as manager for the government of Singapore (GIC) in their joint venture with
Macerich comprised of 5 malls in California, Oregon, Arizona and Texas.
Analytics: We are engaged several times/year to provide analytics to market participants. Our
latest engagement was completed early April for an investor in the debt structure for the crosscollateralized Starwood 3 pack comprised of Willow Bend, Stony Point and Fairlane.
The majority of Pacific Retail Capital Partners’ executive team hails from the Westfield Group
with a collective 35 years of service there and has held overall responsibility for the Starwood
assets purchased from Westfield in 2013 including responsibility over operations, financial
reporting, financing, forecasting (including long-term forecasting), strategic planning,
marketing, specialty leasing and business development.

•

•

•

•

•

Gary Karl – Chief Operating Officer: Mr. Karl spent 14 years with and served as Executive Vice
President of Shopping Center Management for the Westfield Group between 1996 and 2006
where he was responsible for the performance of all shopping centers in the U.S. portfolio
(approximately 70 regional shopping malls), including NOI growth, annual budgeting, long-term
forecasting, financial reporting, accounts receivable, capital expenditure programs, the recruiting
and development of executive talent, marketing, and new income programs.
Oscar Parra – Chief Financial Officer - Mr. Parra spent 6 years with and served as Director of
Management Accounting for the Westfield Group where he was responsible for all operational
financial matters including financial reporting, forecasting, long-term forecasting, development
finance, strategic planning, capital allocation and budgeting.
Thomas Pasquesi – Senior Vice President, Acquisitions -Mr. Pasquesi spent 3 years at the
Westfield Group and worked on property acquisition and disposition strategies across North
America as well as evaluating the viability of Westfield’s $5 billion redevelopment pipeline across
a portfolio of 70 regional malls.
Najla Kayyem – Senior Vice President, Marketing: Ms. Kayyem spent 5 years at the Westfield
Group and was responsible for directing marketing initiatives and special projects for trophy
assets on the west coast. In these roles, Ms. Kayyem was responsible for successfully launching
and marketing some of the largest mixed-use developments and landmark projects in the nation
including Westfield Century City, Westfield San Francisco Centre and a company-wide guest
services initiative in the Los Angeles and San Diego regions.
Cynthia Czech - Senior Vice President, Specialty Leasing and Business Development: Ms. Czech
spent 7 years at the Westfield Group and started as a specialty leasing manager in the Midwest
portfolio for Westfield at Fox Valley mall in Aurora, IL. She was promoted into a regional role as
the Partnership Marketing Director over all Midwest properties. Ms. Czech was responsible for
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driving $7 million worth of revenue across those assets and grew the program by 20% over the 3
years in that role.

Pacific Retail Relevant Deal Sheet
•
•
•
•

Broadway Mall on Long Island – a 1.2 million square foot mall anchored by Macy’s, Target and
IKEA.
Colonie Center in Albany, NY – a 1.3 million square foot mall anchored by Macy’s, Boscov’s and
Whole Foods (previously a Sears).
Eastridge Mall in San Jose, CA - a 1.3 million square foot mall anchored by Macy’s, Sears,
JCPenney and AMC.
Military Circle in Norfolk, VA – a 1.0 million square foot mall anchored by Macy’s (now vacant),
Sears (now vacant), JCPenney (converted to office) and Cinemark

With respect to our experience with servicers/lenders:
•

•

•

•

•

We manage assets for Aareal Immobilien out of Weisbaden, Germany. Aareal Immobilien is a
subsidiary of Aareal Bank AG. We helped service 3 loans from 7/2016 through 9/2016. During
this period we worked to complete a deed in lieu of foreclosure with Simon Property Group (a
publicly traded REIT). We sold one of the three assets (Esplanade in Kenner, LA) and we
currently manage the other two assets on behalf of the bank: Galleria at White Plains in White
Plains, NY and the Northpark Mall in Ridgeland, MS.
We managed the Independence mall in Independence MO (a suburb of Kansas) for Torchlight
who was acting as special servicer and was the directing class certificate holder (DCH) for the
CMBS trust that owned the asset. Note that we assisted Torchlight to complete the deed in lieu
with Simon Property Group from an operational perspective.
We managed Military Circle in Norfolk, VA for Torchlight who was acting as special servicer
while the directing class certificate holder for the CMBS trust that owned the asset was
Taconic. Note that we replaced Woodmont at Taconic’s request. The assignment here was to
unencumber the real estate and create as much flexibility for future development. Note we
executed 36 new specialty license agreements that supported positive cashflow at the
property. The property was sold to the City of Norfolk in April of 2020. Note that the City
retained Pacific Retail to continue the unencumbering process and prepare the property for
redevelopment.
We are currently in discussions to take management of a mall in Hawaii that is currently going
through the foreclosure process. LNR is both the special servicer and the directing class
certificate holder in that instance.
We are currently in negotiations to recapitalize an investor in 2 assets that have CMBS debt.
o The directing class certificate holder (Paloma group) prefers to keep the CMBS loans for
the following reasons:
▪ Avoid the pall of foreclosure on the leasing effort.
▪ Avoid the restrictions triggered when a property is owned by a REMIC trust.
▪ The loans are irreplaceable in the current capital market and are a great way to
attract equity to the properties in the future.
o On the servicing front we are working/negotiating with LNR and KeyBank.
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About Golden East Investors
•

•

•

•

Golden East Investors (“GEI”) is a national real estate investment group located in New York, New
York. The Company is a vertically integrated organization that is a leader in the acquisition,
development, construction, and management of commercial real estate.
Founded in 1980, the Company has successfully navigated several market cycles, demonstrating
program flexibility and disciplined investing. The Company has acquired and repositioned underperforming assets and profitably executed value-add strategies. In addition to its traditional
investment objectives, GEI strives to maintain a competitive edge in the marketplace while
balancing environmental, economic, and social objectives.
With its beginning in multifamily development, the Company reacted to an increasingly expensive
multifamily landscape by adding office, retail, and industrial asset classes to its portfolio.
Asset Management
As an asset management firm GEI maximizes the value and return on investment of a property.
This includes finding the highest and most consistent sources of revenue, reducing expenditures
whenever possible and risk management, among other things.
GEI will acts as the owner of the investment property and will look out for the bond holders’ best
interests. GEI is proficient in repositioning a property and streamlining operations to reduce
expenses, increase income and improve property value. GEI will be responsible for the creation
and implementation of the general strategy of the asset.
GEI’s will be responsible of the following tasks among others:
- Negotiating with the existing lender and finding new lenders and working with them
- Negotiating property agreements and leases on behalf of the bond holders
- Determining ways to increase the portfolio’s value
- Working with the leasing team to absorb any vacant space and renew existing tenants
especially in regard to co-tenancy clauses
- Preparing long-term financial projections
- Cash flow management
- Market research and data analysis
- Developing capital and operating expenditure budgets
- Evaluating, monitoring, and revising property financing strategy
- Monthly reporting to the bond holders
As real estate investor GEI has a large portfolio that spans the entire United States and that
leverages regional and national third-party property managers to help them manage their
investment.
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GEI Executive Team
•

•

•

•

•

Jake Mansher - Managing Director Mr. Mansher sits on GEI’s investment committee and has
grown the portfolio to 5MM+ SF in assets under management. Prior to GEI Mr. Mansher was a
Vice President of Acquisitions at Garrison Investment Group where he has acquired and asset
managed 12MM+ SF of office, retail, industrial and senior living investments totaling over $4BB in
AUM. Prior to Garrison Mr. Mansher was employed at Brookfield Asset Management. Prior to
Brookfield Mr. Mansher held multiple roles in the real estate industry dating back to 2006. Mr.
Mansher received his MSRED degree from Columbia University and his B.A. from Baruch College.
Josh Dinstein - Advisor Mr. Dinstein is an Advisor GEI’s retail portfolio. Mr. Dinstein is the
Managing Director of Retail at Garrison Investment Group where he has acquired and asset
managed 10MM+ SF of retail nationwide. Prior to joining Garrison, Mr. Dinstein was a Portfolio
Manager at Kimco Realty Corp., where he was responsible for evaluating debt and equity
investment opportunities, asset management, lease negotiations and underwriting & deal
execution for new acquisitions. Mr. Dinstein received a B.S. in Business Administration from
Boston University with a concentration in Accounting and an M.B.A. from Columbia University.
Uri Ben-Ezer - Managing Director Mr. Ben-Ezer is a Managing Director at GEI, Uri has over 15
years of Real Estate experience both in Israel and in the US markets. Throughout his career he has
been involved in the acquisition, development, management and repositioning of real estate
assets totaling over $600 Million and approx. $350 Million of loan originations & restructuring
across different industry segments, such as residential, retail, office, senior housing, and hotel.
Uri previously was a Partner and the COO of Northwind Group, where he assisted in founding and
managing its real estate development platform. Mr Ben-Ezer received a BSc in Industrial
Engineering and Management from Ben-Gurion University. Is also certified in Construction
Management and Licensed Real Estate Broker in the state of NY.
Travis Goad - Managing Director Mr. Goad sits on GEI’s investment & restructuring committee.
Travis has over 13 years of experience in commercial real estate debt markets including distressed
debt workouts, new loan origination / investment, CMBS bond trading / investing including as a
controlling bond holder. Travis was a CMBS trader/investor at MKP Capital, a $4 billion credit
focused hedge fund, where he oversaw a $300MM+ CMBS portfolio. The portfolio consisted of
controlling bond holder positions and mezzanine loans where he regularly hired every major
special servicer to service his bond portfolio. During the Great Financial Crises, Travis was a Vice
President at LNR Partners (subsidiary of Starwood Property Trust NYSE:SWTD), one of the largest
CMBS special servicers. While at LNR he resolved over 100 Loans in 20+ states totaling over $2
Billion including successfully negotiating over $700MM of loan modifications on some of the
largest loans in the CMBS universe. Including representing bond holders on over $1 billion of
distressed loans where Ironhound was retained by the Borrower to negotiate on their
behalf. Travis holds a Masters in Real Estate Finance from Texas A&M University May's Business
School and a B.A in Mass Communication from Texas State University.
Joshua Blisko - Advisor Mr. Blisko is an Advisor at GEI. Mr. Blisko has served in various roles across
corporate finance and real estate. His transactions have spanned multiple asset classes over 25
states across the U.S. Mr. Blisko received a B.S. in Finance from New York University, Leonard N.
Stern School of Business in 2014. Mr. Blisko currently serves on United Hatzalah Young Leadership
Board.
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Golden East Investor’s Relevant Deal Sheet
Travis Goad - CMBS Loan Restructuring Experience
Representative Transaction 1
I-10 Industrial Associates/Bush
Loan Name
Terminal
Loan Amount
$300,000,000
GCCFC 2007-GG11 & CGCMT 2008Deal(s)
C7
Borrower Rep Iron Hound Capital Management
Borrower
Ruby Schron
A/B Modification ($190MM ANote/$110MM B-Note) with an
Outcome
additional capital commitment from
sponsor
Closing Date
4/6/2012
Property Type Industrial/Creative Office

Representative Transaction 2
Loan Name
Schron Industrial Portfolio
Loan Amount
$305,000,000
Deal(s)
GCCFC 2007-GG9
Borrower Rep Iron Hound Capital Management
Borrower
Ruby Schron
A/B Modification ($220MM ANote/$85MM B-Note), with interest
Outcome
rate reduction and an additional capital
commitment from sponsor
Closing Date
7/5/2012
Property Type Industrial
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Representative Transaction 3
Loan Name
Schron Industrial Portfolio
Loan Amount
$317,500,000
Deal(s)
GCCFC 2007-GG5
Borrower Rep Iron Hound Capital Management
Borrower
Ruby Schron
Foreclosure, took title to 36 properties
across 13 states (required filing note
splitters and taking title in batches
based on foreclosure process by
Outcome
state), subsequently hired property
managers to execute a value add
strategy where feasible and hire
brokers to sell.
REO Date
2012 – 2014
Property Type Industrial

Representative Transaction 4
Loan Name
Bank of America Plaza
Loan Amount
$363,000,000
JPMCC 2006-LDP9 & JPMCC 2006Deal(s)
CIBC17
Borrower Rep None
Borrower
Bentley Forbes
Foreclosure – Largest foreclosure in
the state of Georgia history. Hired
Outcome
brokers/property managers to lease up
in anticipation of a sale. Property sold
in 2016.
Closing Date
2/7/2012
Property Type Office
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PRCP Transition
Process/Experience
May 2020

Transition from Existing Management to New Management
____
The PRCP executive team has transitioned management of multiple properties simultaneously
and has a wealth of experience in transitioning portfolios of properties while at the Westfield
Group
• Multiple Mall Management Transitions at Pacific Retail Capital Partners:
▪ PRCP transitioned management for 3 malls on September 19th, 2016 from Simon Property Group. Note that these malls were
spread across three states (New York, Louisiana and Mississippi). Due to the nature of this transaction (a deed in lieu of
foreclosure on behalf of Aareal Bank), this transaction was completed within a short time-frame triggered upon execution of
the deed in lieu documentation.
▪ Galleria at White Plains in White Plains, NY
▪ Northpark Mall in Ridgeland, MS (a suburb for Jackson)
▪ Esplanade Mall in Kenner, LA (a suburb of New Orleans)
▪ Here is how the transaction was reported in the media: http://www.realestateindepth.com/commercial/los-angelesinvestor-buys-galleria-at-white-plains-mall/
▪ Note that PRCP did not invest equity in this transaction although the media implied otherwise.
▪ More recently, PRCP transitioned management for 2 malls on April 27th, 2020 during the COVID19 pandemic.
o Crabtree Valley Mall in Raleigh, NC
o Here is how the media reported the transaction: https://markets.businessinsider.com/news/stocks/crabtreevalley-mall-will-thrive-under-new-active-management-partner-pacific-retail-capital-partners-1029137881
o Military Circle Mall in Norfolk, VA

o Here is how the media reported the transaction: https://www.pilotonline.com/inside-business/vp-ib-mallsale-0511-20200501-ji37z3vzzvc4he74l3q6hvh7pe-story.html
Investment Strategy
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Transition from Existing Management to New Management
____
• PRCP Executive Team Experience in Multiple Mall Management Transitions while at the
Westfield Group:
▪ The Westfield Group purchased 14 properties from Rodamco North America and transitioned management from Rodamco to
Westfield on May 6th, 2002.
▪ Here is how the transaction was reported in the media: http://europe-re.com/westfield-closes-a-4-8-bln-transactionacquires-14-shopping-centers-from-rodamco-north-america/22339

▪ The Westfield Group purchased 9 properties from the Richard E. Jacobs Group and transitioned management from Jacobs to
Westfield on April 26th, 2002. Note that 2 of the properties in the Starwood Portfolio were part of the Jacobs transaction:
Southlake Mall in Merrillville, IN and Belden Village in Canton, OH.
▪ Here is how the transaction was reported in the media: https://www.crenews.com/general_news/general/westfieldamerican-completes-purchase-of-9-retail-centers-from-richard-e.-jacobs.html
▪ The transactions listed above increased the size of the Westfield portfolio of properties from 39 to 62 properties
representing an increase of 60% with all 23 assets transitioned to new management within a 10 day window.

▪ Note that both PRCP’s Chief Operating Officer and Chief Financial Officer were in key roles at Westfield during this time:
▪ Gary Karl (PRCP’s Chief Operating Officer) was Executive Vice President of Shopping Center Management for the
Westfield Group at the time of the transactions with overall responsibility for the performance of all shopping centers
in the US portfolio.
▪ Oscar Parra (PRCP’s Chief Financial Officer) was Director of Management Accounting for the Westfield Group at the
time of the transactions with overall responsibility for financial reporting for all the shopping centers in the US
portfolio.

Investment Strategy
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Transition from Existing Management to New Management
____
The PRCP process of transitioning the management of assets has been honed over decades of
experience.
• Transition of Management - Key Processes:
▪ Onsite Staff:
▪ PRCP executive staff will interview existing on-site staff at the property level in order to decide who to retain and
which positions to hire externally.
▪ Note that, on average, we retain about 80% of the on-site staff and will conduct searches for positions identified for
external hire. We expect this process to be completed within 2 weeks of being engaged.
▪ Also note that during the COVID19 lockdown, we hired a key position as part of the transition of the Crabtree Valley
Mall in Raleigh North Carolina on April 27th, 2020. We did not extend an offer to the existing General Manager at
the property and instead conducted a remote search employing Zoom video conferences and hired a replacement
General Manager for the property. This process was smooth and we expect to employ it with more frequency in the
future.
▪ Banking/Treasury:

▪ Although this is a lead time item, we expect minimal friction as we have a close relationship with JPMorgan Chase and
are a customer of their Commercial Real Estate Division that also handles Macerich (a publicly traded REIT) and
Goldman Sachs Archon division in Dallas.
▪ This process would entail establishing operating (checking) bank accounts, depository bank accounts along with
lockbox services.
▪ We would initiate this process immediately after being engaged and expect that we could complete this within 2
weeks.

Investment Strategy
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Transition from Existing Management to New Management
____
• Transition of Management - Key Processes, continued:
▪ Vendor Contracts:
▪ This is typically handled via the documentation of the transaction should there be a change in control event. PRCP will
diligence existing vendor contracts and advise as to which to assume and which to cancel.
▪ PRCP would bid out all contracts shortly after transition of management. This process yields savings in operating
expenses in the vast majority of transitions we conduct.
▪ Note that Starwood outsources security, maintenance and landscaping. We see no major hurdles here as it relates to
the proposed transaction.
▪ Accounting and Financial Reporting:
▪ PRCP’s reporting is institutional quality and includes the following components:

▪ Monthly asset management report (sample provided).
▪ Monthly detailed cash flow reforecast.
▪ Monthly lender reporting.
▪ Quarterly run rate NOI analysis.
▪ Semi annual update of the Argus long term forecast at the investor’s request.
▪ Annual detailed budget and business plan.

▪ Transition of this process generally entails a transfer of data from the existing management company. PRCP has
contacts at the highest levels of Starwood and see no challenges in acquiring the data necessary to transition smoothly.
▪ Information Technology:
▪ We have transitioned to a full cloud based information technology platform over the past five years. All accounting
data, property level files, email, property tax data, etc.. are hosted in the cloud and do not reside at our corporate
office nor the on-site office. The COVID19 pandemic has proven this to be a successful strategy.
▪ The IT transition can be accomplished remotely with minimal local support and can be accomplished within one week of
engagement.
Investment Strategy
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PRCP Retail Venture

Case Studies

Shop at South Town, Salt Lake City

Case Study | Broadway Commons, Long Island NY
____
Driving NOI growth through thoughtful renovation plan and focused leasing, while unlocking value
through parcellation
• 1.2 mm sf regional shopping center anchored by Ikea, Macy’s, Target
and Showcase Cinema
• Located in a top tier demographic on Long Island, NY, with a population
of 297,786 and an average household income of $134,338 within a 5
mile radius
• Implemented $14mm capital improvement plan and enhanced quality of
tenant mix through addition of tenants including H&M, Round 1, Blink
Fitness and Chick-Fil-A
• Parceled and sold Ikea which significantly reduced basis
• Refinanced in September 2018 returning 1.9x invested equity; working
through entitlement process to densify site with multifamily

$33MM

$278MM

Total Equity Invested

Total Center Estimated Sales

NOI Growth (in millions)
$10.0

16%
CAGR

$7.5

$7.8

$5.0

$14MM

302k sf

Renovation Capital

Leasing Activity (since acquisition)

$2.5

$3.9

$0.0
Initial NOI

Current NOI

Case Studies

Case Study | Colonie Center, Albany NY
____
Driving NOI growth through thoughtful renovation plan and focused leasing, while pursuing
densification of site
• 1.3 mm sf regional shopping center anchored by Macy’s, Boscov’s and
Whole Foods
• Located in heart of “Tech Valley”, with a population of 718,807 and
average household income of $82,273 within a 20 mile radius
• Acquired through deed-in-lieu of foreclosure and implemented $9mm
capital improvement plan, enhancing quality of tenant mix through
addition of Whole Foods, H&M, Nordstrom Rack and Ulta
• Refinanced in November 2016 returning 71% of invested equity;
working through entitlement process to densify site with multifamily
NOI Growth (in millions)
$12.0

$37MM

$255MM

Total Equity Invested

Total Center Estimated Sales

$9MM

429k sf

Renovation Capital

Leasing Activity (since acquisition)

6%
CAGR

$10.9

$8.0

$8.0
$4.0

$0.0
Initial NOI

Current NOI

Case Studies

Case Study | Eastridge, San Jose CA
____
Driving sales productivity through implementation of thoughtful renovation plan and focused leasing,
while unlocking value through the accretive sale of outparcels
• 1.3 mm square foot regional shopping center anchored by Macy’s, Sears,
JCPenney and AMC
• Located in San Jose adjacent to second busiest transit center in Silicon Valley;
population of 1,254,062 and average household income of $114,465 within
a 10 mile radius
• Recently completed $14mm capital improvement plan and enhancing quality
of tenant mix through addition of tenants including H&M, Round 1 and
Starbucks
• Sold six outparcels post-closing totaling $40mm in gross proceeds at
accretive 5% blended cap rate; evaluating opportunities to densify site with
other uses

Sales Productivity (per sf)
$450

$81MM

$227MM

Total Equity Invested

Total Center Estimated Sales

$14MM

168k sf

Renovation Capital

Leasing Activity (since acquisition)

14%
Aggregate

$425

$400

$350

$373

$300
Initial PSF

Current PSF

Case Studies

Thoughtful Capital Plan
____
Enhance value and productivity through implementation of thoughtful capital plan

Before

After

South Towne Center, Salt Lake City

Shops at South Town, Salt Lake City

Colonie Center, Albany

Colonie Center, Albany

Case Studies

MILITARY
CIRCLE
PRCP HIGHLIGHTS
Since Pacific Retail took over
management of the asset in
November of 2018, our goals
were to unencumber the real
estate, provide flexibility and
prepare the property for a future
renovation while maintaining
cashflow via short term specialty
leasing.

Site Plan

OWNED
NOT OWNED
GROUND LEASE THROUGH
AUGUST 2066
(CURRENTLY @ $21,600/YR)

PRCP SPECIALTY LEASING HIGHLIGHTS
• Military Circle retail mix is diverse with fashion, entertainment and service offerings
• Incubates small businesses from Norfolk and surrounding areas
• 36 new deals were brought in since 2019 with over $281,000 in revenue
• Largest deals to date include:
1. Martin’s Soul Food $188,500
2. Light Sword Martial Arts $178,503.72
3. 160 Driving Academy $72,000
# of Units
Sold

Temp Inline
RMU
Storage
Kiosk
Vending
Misc
Sponsorship
Business Development

36
1
2

Total

44

3
2

Total Revenue
Generated

$
$
$
$
$
$
$
$

689,087
58,350
10,200
63,200
11,769
950
25,535

$

859,092

Case Study | Independence Center, Independence MO
____
One year assignment to stabilize the asset post deed in lieu transaction with Simon Property Group in
January of 2018. We prepared the property for sale and the property was sold in February of 2019.
• 951k square foot regional shopping center anchored by Macy’s, Dillard’s and
Sears. At the time, this was the largest REO deal in the United States.
• Located 15 miles southeast of downtown Kansas City in Independence, MO, a
growing suburb with a population of 382k and average household income of
$75k within a 10 mile radius (12.1% higher than the state average).
• In 2018, pursuant to a focused PR campaign, the media primarily focused on the
addition of Pacific Retail Capital Partners as operator for the mall as opposed to
the foreclosure with Simon, minimizing the negative impact of the foreclosure.
• We added operational focus rebidding all contracts, improving the operating
standard and securing renewals for numerous tenants that were month-to-month or
expiring in the near term despite the REO status of the property.
• We worked with Gensler to create renovation scenarios for future buyers of the
property. We walked the buyer through these scenarios at Gensler’s office in LA.

$12.5MM

$100MM

Net Operating Income

Total Center Estimated Sales

$12MM

47K sf

Annual Visitors

Leasing Activity (during one year
management period)
Case Studies

ABOUT PRCP

Paseo Nuevo, Santa Barbara

LEADERS IN RETAIL-LED REAL ESTATE

+$2
BILLION

RETAIL ASSETS
CURRENTLY UNDER MANAGEMENT

+11 MILLION

12

INVESTMENT PARTNERS
OWNED AND/OR
MANAGED PROPERTIES

+20 YEARS

SQUARE FEET OF SPACE

.

AVG. EXPERIENCE OF
SENIOR TEAM MEMBERS

50+ MILLION

LENDING PARTNERS

VISITORS ANNUALLY

13+ MILLION EMAILS SENT

ANNUALLY

1.5+ MILLION TEXTS SENT

ANNUALLY

+150 EMPLOYEES ACROSS THE U.S.
3 REGIONAL OFFICES

STRATEGIC PARTNERS

EXISTING PRESENCE

Regional office addresses: Los Angeles: 100 N. Pacific Coast Highway, 19th floor El Segundo, CA 90245| New York: 40 W. 57th Street, 29th floor, New York, NY 10019 | Arizona 16249 N. 99th Pl. Scottsdale, AZ 85260

OUR TEAM: DEEP, EXPERIENCED AND INNOVATIVE

Steve Plenge

Chief Executive Officer
35 years retail experience

Peter Moersch

SVP Leasing
30 years retail experience

Najla Kayyem

SVP Marketing
20 years retail experience

Gary Karl

Chief Operating Officer
34 years retail experience

Jonathan Rood

Oscar Parra

Chief Financial Officer
22 years retail experience

Cynthia Czech

SVP Development
20 years retail experience

SVP BD and SP Leasing
20 years retail experience

Michael Morgan

Thomas Pasquesi

SVP Portfolio Management
10 years retail experience

SVP Acquisitions
16 years retail experience

VALUE CREATION OPPORTUNITY

Acquire and transform some of the best located real estate in the U.S at an
attractive basis
Sector densification has led to reduced liquidity and significant cap rate
expansion, creating attractive acquisition opportunities

•

Thoughtful capital planning

•

Optimization and revitalization

•

Adaptive re-use

•

Master Planning

•

Parcellation

•

Densification

OPERATING PHILOSOPHY AND STRUCTURE
Active Management, Empowering Team Members
 Highly accomplished and experienced executive management team
 Open lines of communication to and from the operating properties with heavy corporate support
 Decentralized property management structure
 Large emphasis of training, staff empowerment and ownership of execution
 Deep involvement by all team members (corporate and onsite alike) in creating business plans,
as well as individualized and accretive budgets and operating strategies
 Monthly Asset Management reporting with extensive operational overview as well as regular
financial reviews with the property staff
 Reinforce Can-Do behaviors throughout the organization

Shops at South Town

Repositioning Strategy
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COMPETITIVE ADVANTAGE
Extensive experience creating value in a complex sector, where
there are limited private operators with expertise and scale
Seasoned and fully-integrated

Private company

platform managing nearly10

ownership mindset with

million sf

hands-on approach

Robust network of tenant

Eastridge, San
Jose

Nimble team implementing

and sector relationships

market- and asset-specific

Proven track record of

Value enhancing technology

creating value across diverse

and innovation programs

portfolio of assets

investment strategy

EXECUTION

PRCP Execution

Enhance value through implementation of active management, focused leasing and thoughtful
capital plans, while capitalizing on densification and outparcel disposition opportunities
- Property and Asset
Management
- Operational Efficiencies
- Improved Customer
Experience
- Increased Traffic

-

Business Plan Formation
Detailed Due Diligence
Financial Analysis
Legal/Structuring

Active
Management

Acquisition
& Analysis

Focused
Leasing

VALUE
CREATION STRATEGY

Master Planning
& Entitlement
- Vision
- Outparcel
Creation/Disposition
- Densification

-

Repositioning
& Stabilization

Capital
Plan

Tenant and Broker Relations
Relevant Merchandising Mix
Higher Sales Productivity
Mark to Market Rent
Roll & Occupancy Cost
- Tenant Right Sizing
- Enhance Credit Profile

- Redevelopment/
Modernization
- Adaptive Re-use/Anchor
Redevelopment
- Tailored Design

- Business plan execution
- Creative and Localized
Marketing
- Community Connection
- Technology & Data
Collecting

SUSTAINABILITY AND ENVIRONMENTAL | COMPANY INITIATIVES
Sustainability is a fundamental operating principal of PRCP as we believe it brings
long-term value to the centers we operate and the communities that those centers
reside within. Our focuses include:
 Pursuit of Green Building Certifications where applicable, including LEED certification wherever possible
 Commitment to facility management vendors committed to environmental sustainability, which includes:
 Upholding the usage of environmentally friendly cleaning products
 Encouraging reduction in paper goods where possible
 Identifying water saving techniques and procedures while maintaining the center
 Active recycling of property materials- recycling best practices adopted throughout the company which, in 2019 alone, resulted in approximately
1,300 tons of recyclable materials being diverted from landfills.
 Technology to support our initiatives- via our partners, ensuring we have real-time information related to waste and hauling to maximize efficiencies
and track progress
 Uphold our commitment to the use of energy-saving and longer lasting LED bulbs and make any necessary changes and/or upgrades. All properties
receive analysis to determine cost-effective lighting upgrades that can be made as well as the potential payback
 Introduction of drought-tolerant and environmentally friendly landscaping to the interior and exterior of our properties to reduce overall water
dependency
 Introduction of food-waste programs at select properties to reduce the amount of tenant’s food byproducts passing into landfills

ENHANCING VALUE

Eastridge Center, San Jose

ENGAGEMENT MARKETING
Engagement Marketing: Marketing strategy that directly engages consumers by inviting and
encouraging them to participate in the evolution of a brand or brand experience.

Dwell Time

Placemaking

Creating experiences &
reasons to play,
provides shoppers a reason to
stay!

Marketing
Makes Change
Happen

The ways that brands manipulate
architectural space speak to the way they
view their customers and the way their
customers see themselves in relation
to culture,
technology, and existing platforms
for expression.

“Immersive”

Communication
Marketing communicates both
essential center and retailer
information to potential guests
by ensuring information is
accessible at all times, increasing
and maintaining brand awareness.

Pocket Park
Eastridge, San Jose

INNOVATION

College Night
Paseo Nuevo, Santa Barbara

Driving value and productivity through creative,
innovative, market- and property-specific
approach to operating and owning retail-led
assets

Harry Potter Wizarding World
Shops at South Town, Salt Lake City

Taste for the Space
Northpark, Ridgeland

INNOVATION

Digital Integration
Northpark, Ridgeland

Murals
Eastridge, San Jose

Chinese Lunar New Year
The Shops at Montebello, Los Angeles

Cosmecon
Eastridge, San Jose

PRCP ARTS
PUBLIC ART MURALS, EASTRIDGE CENTER, SAN JOSE, CA
World’s largest collection of outdoor artist
murals on a retail center

Before

20,000+ square feet of murals completed
March 2017

Features four CA-based artists: Lila
Gemellos, Cyrcle, Brendan Monroe, and
Aaron De La Cruz

Measurable Impact:











Notoriety
Increased Following
Foot Traffic
Community Connection
New Partners
Ongoing On-Site Events
Lasting Relationships
Retailer Engagement
Maxi Award Winner
Cornerstone of the Arts– City of
San Jose Arts Commission

After

#EASTRIDGEMURALS

Daily Social Media Posts
500+ Facebook Shares
10 Pieces of Media Coverage
12 Million+ Online Readership

Supporting Videos: Link

REDEVELOPMENT
Enhance value and productivity through implementation of thoughtful capital plan

Before

After

South Towne Center, Salt Lake City

Shops at South Town, Salt Lake City

Eastridge Center, San Jose

Eastridge Center, San Jose

OPTIMIZATION & REVITALIZATION
Enhance value and productivity through active management and focused leasing

Mall 1.0

Retail-Led 2.0

EVOLUTION OF MERCHANDISING
Enhance value and productivity through active management and focused leasing

LOCATION

BEFORE RENOVATION
Annual Sales

POST RENOVATION
Est. Annual Average Sales

Anchor Space

+ F&B

$9.3M

~$35M

Apparel
$1.3M

$6.5M
State Street: QSR’s

Food & Beverage

Services & Vacancy

Entertainment

Health & Wellness

Densification

$1.5M

~$9M

2008
Bankruptcy

$10.8M

+ Back of House
Closed 2011
Land / Outparcel

Lifestyle Precinct
~$7M
Multi-family/ Entitlement/ Disposition

$0

$20M

KEY ANCHOR RELATIONSHIPS

ASSET MANAGEMENT

Paseo Nuevo, Santa Barbara

ASSET MANAGEMENT
Current Assignments:
Pacific Retail is currently engaged as Asset Manager for 7 highly productive super-regional malls totaling 9
million square feet located in California, Arizona, Oregon, Texas and North Carolina. The following are current
assignments:
•

Pacific Retail is currently engaged as Asset Manager for GIC, a large sovereign wealth fund for
the government of Singapore, in its joint venture with Macerich, a publicly traded real estate
investment trust. The GIC/Macerich joint venture includes the following 5 assets:
•

Los Cerritos Center in California, Lakewood Center in California, Arrowhead Town Center
in Arizona, Washington Square in Oregon and South Plains Mall in Texas.

•

The scope of our services for this engagement is as follows:
•

Review master plan for each asset and provide input as to development
opportunities available at each asset.

•

Review any proposed developments including a review of projected yields,
construction cost estimates and overall development plan.
•

Leverage existing relationships to source development partners in other
asset classes, architects and consultants.

ASSET MANAGEMENT
Current Assignments, continued:

•

Scope of GIC engagement continued below:
•

Prepare forward cash flow forecast, valuations, competition and market analysis
and SWOT analysis (strength, weakness, opportunities and threats).

•

Review merchandising plan, prepare void analysis and provide feedback to
Macerich regarding the planned merchandising mix for each asset.

•

Review leases submitted for approval including a review of economics and fit in
planned merchandising mix.

•

Periodically visit each property and provide feedback as to property operations.

•

Review annual budgets and provide feedback as to leasing plan, expense growth
and capital expenses including the 5 year capital plan.

•

Review monthly financial statements and provide feedback as needed.

•

Generally, act as owner/operator/developer as it relates to the assets.

ASSET MANAGEMENT
Current Assignments, continued:
•

Pacific Retail is currently engaged as Asset Manager and development consultant for the Abu
Dhabi Investment Authority (ADIA), a large sovereign wealth fund, in its ownership of Crabtree
Valley Mall in Raleigh, North Carolina.
•

Prepare a master plan for the long-term future of the asset with a view to
transforming/evolving the asset.
•

Prepare a proposed phased re-development plan for the initial phases of
development of the asset called for in the master plan.
•

Work with the architect to develop a concept plan for the redevelopment.

•

Identify and propose consultants and negotiate contracts for the
following: Structural Engineer, Landscape Architect, Lighting Consultant,
Third Party Estimator/Construction Consultant and Development Counsel

•

Prepare an estimate of construction costs.

•

Prepare development timeline.

ASSET MANAGEMENT
Current Assignments, continued:
•

Scope of ADIA engagement continued below:
•

Prepare financial analysis including projected yield on cost, long term
cashflow, valuation of the asset and return metrics.

•

Identify and propose leasing agent for the asset/redevelopment project.
•

Negotiate listing agreement.

•

Work with leasing agent to prepare a market study, merchandising plan and
leasing strategy for the existing asset and the renovation.

•

Review leases submitted for approval including a review of economics and fit in planned
merchandising mix and redevelopment plan.
•

Source and propose outside leasing counsel and establish external legal review
of negotiated leases.

•

Review property operations and make recommendations as to all aspects including
cleaning, security, parking, landscaping, etc..

•

Develop ground-up operating budget based on long term cashflow forecast.

•

Visit property as needed to deliver scope.

•

Generally, act as owner/operator/developer as it relates to the asset

ASSET MANAGEMENT
Past Assignments:
Pacific Retail was previously engaged in asset management and advisory roles for large institutional investors.
Below are select past assignments:

•

Pacific Retail was engaged by the Queensland Investment Corporation (QIC) from 2010 to
2012 to act as advisor/asset manager in its initial investment/entry in the US retail
market. Pacific Retail helped source, underwrite and structure QIC’s joint venture
investment in 10 regional malls with Forest City.

•

Pacific Retail was engaged in 2016 to act as Asset Manager by Aareal Immobilien (a
subsidiary of Aareal Bank AG based out of Wiesbaden Germany) to manage a debt position
in 3 regional malls which was converted to fee interest via a deed in lieu of foreclosure
transaction with Simon Property Group, a publicly traded real estate investment trust.
This assignment led to the engagement of Pacific Retail to act as fund manager, general
partner and property manager for the venture that owns the three assets.

PROPERTY MANAGEMENT
o Maintain and Grow Value Through Best-in-Class Property Operations
 A philosophy of championing leaders at the property management level to encourage creative
thinking, high standards, and a localized approach
 Ensure strong oversight of third party vendor relationships and performance
 Consistent input and support from the entire PRCP Executive team supporting the property
operations
 Promote strong ties to local municipalities, stakeholders, and other relevant local groups to
allow the property to be a centerpiece in the community and to support development initiatives
 Ensure sound practices in other areas of management including taxation, legal efforts,
architect/design groups, etc.
 First class operational standards around common touchpoints, including: children’s play area
amenities, landscaping consistency and opportunities, guest services, security strategy and
deployment, Wi-Fi, common area music

o Driving Success Through Business Plans and Budgets
 The PRCP way is to establish, clear, measurable, and creative initiatives that factor into the financial objectives of the Property
 Ensure the Property has clear direction on capital expenditure projects to maximize value and that which cover a 10 year horizon
 Financial Accountability- Review of monthly financial packages, forecasts and leasing projections to encourage nimble thinking and to be
proactive to changing market conditions
 Explore value creation opportunities via trash programs, recycling, parking, etc
 Ensure ideas and initiatives are well developed, planned for and executed

PROPERTY MANAGEMENT
Key Focus Items:
o Active Management Ensures Best-in-Class Property Standards
 PRCP approach is to maintain a coordinated and consistent schedule of visits and property inspections across the Executive management
team
 Property visits normally occur on a monthly basis from across the different disciplines of the PRCP team on site
 Using this time as an opportunity to review ongoing projects, tenant buildouts, capex projects, and other unique onsite projects
 Involving the onsite team to contribute and develop their ideas and incorporate into the overall property business plan as well as to develop
the team members and promote their growth and foster their leadership

o Risk Management
 Review of insurance logs, historical claims, and any and all corrective action
associated with historical issues
 Review, guide and track ongoing capital expenditure planning to ensure urgent
issues are being addressed in a timely manner
 Actively identify any ongoing risks or hazards at the physical site and ensure
the onsite team is actively addressing and working to repair. Assist team in
prioritizing projects and addressing
 Review onsite insurance files, logs and tracking forms to ensure accountability

PARTNER COMMUNICATION DURING A CRISIS
Active Communication, Swift Response
•

Regular updates on the evolving situation by specific region

•

Systematic property updates on relevant metrics including preparedness plans, store closures,
municipal guidelines, and general traffic reports

•

Sharing latest crisis communication updates that are being shared with our tenants, guests and
community stakeholders

•

Conveying our approach from a financial perspective in terms of cost management, future
forecasting, tenant relief requests

•

Shifting focus to the Re-Em ergence phase of our properties and ensuring we are ahead of
the curve in terms of reopening practices and Tenant support

DEVELOPMENT
CASE STUDIES

OPTIONALITY

DESIGN AROUND DAYLIGHT AND
SCENIC VIEWS

This brand new entry opens up a tired, old food court
to the fantastic views of the surrounding Wasatch
mountains and brings much needed light into the
interior, while also heralding a new image for the
property

DESIGN AROUND
DAYLIGHT AND
SCENIC VIEWS

The newly renovated Dining
Terrace features natural
materials, exposed woodclad ceilings, plenty of
natural light, views of the
incredible Wasatch
Mountains and a new dining
patio for an enhanced
indoor-outdoor experience

RECLAIMING FOUND
SPACE

The old food court was
completely closed in, dark
and fairly dismal. Our
design opened up the
interior with more natural
light and transformed the
adjacent utility yard into
an outdoor patio, for an
enhanced indoor-outdoor
experience with views of
the Wasatch Mountains

DILLARD’S REDEVELOPMENT

MASTER PLANNING

FORMER FOREVER 21
BEFORE/PROPOSED OFFICE

DENSIFICATION
Enhance value and productivity through densification for broader mix of uses

Yorktown Master Planning Map

PARCELLATION
Enhance value and productivity through creation and accretive disposition of outparcels

ADAPTIVE RE-USE
Enhance value and productivity through redevelopment of vacant or under-utilized space

Before

After

South Towne Center - Dillard's

Shops at South Town – Round 1

Colonie Center – Sears Department Store

Colonie Center – Whole Foods

THANK YOU
Case Studies

Shop at South Town, Salt Lake City

Golden East Investors
Corporate Profile

About Us
Golden East Investors (“GEI”) is a national real estate investment group located in New York, New York. The Company is a
vertically integrated organization that is a leader in the acquisition, development, construction, and management of commercial real
estate.
Founded in 1980, the Company has successfully navigated several market cycles, demonstrating program flexibility and disciplined
investing. The Company has acquired and repositioned under-performing assets and profitably executed value-add strategies. In
addition to its traditional investment objectives, GEI strives to maintain a competitive edge in the marketplace while balancing
environmental, economic, and social objectives.
With its beginning in multifamily development, the Company reacted to an increasingly expensive multifamily landscape by adding
office, retail and industrial asset classes to its portfolio. Today, GEI’s national portfolio spans 5MM+ SF.

Golden East Investors (“GEI”) provides an
outsourced real estate investment solution for
institutional investors seeking exposure to
investments with average checks of $7 million to
$100 million.

• Invested Institutional Capital.
$3 billion of transaction
experience by the partners in prior roles at large Investment firms
including Garrison Investment Group, Brookfield Real Estate
Partners L.P.
• Always Innovating.
GEI Identifies commercial real estate
trends throughout the United States in retail, office, industrial,
hospitality and multifamily. The background of the partners in both
debt and equity allows GEI to move quickly and execute on
complex, structured transactions.
• Reliable Execution.
Since November 2017, the partners have
invested over $70 million across three (3) transactions. The sourcing
pipeline is currently at over $800 million.
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Select Asset Management Team Bios
Jake Mansher
Managing Director

Mr. Mansher sits on GEI’s investment committee and has grown the portfolio to 5MM+ SF in
assets under management. Prior to GEI Mr. Mansher was a Vice President of Acquisitions at
Garrison Investment Group where he has acquired and asset managed 12MM+ SF of office, retail,
industrial and senior living investments totaling over $4BB in AUM. Prior to Garrison Mr.
Mansher was employed at Brookfield Asset Management. Prior to Brookfield Mr. Mansher held
multiple roles in the real estate industry dating back to 2006. Mr. Mansher received his MSRED
degree from Columbia University and his B.A. from Baruch College.

Josh Dinstein
Retail Advisor

Mr. Dinstein is GEI’s retail Advisor. Mr. Dinstein is the Managing Director of Retail at Garrison
Investment Group where he has acquired and asset managed 10MM+ SF of retail nationwide .
Prior to joining Garrison, Mr. Dinstein was a Portfolio Manager at Kimco Realty Corp., where he
was responsible for evaluating debt and equity investment opportunities, asset management, lease
negotiations and underwriting & deal execution for new acquisitions. Mr. Dinstein received a B.S.
in Business Administration from Boston University with a concentration in Accounting and an
M.B.A. from Columbia University.

Uri Ben-Ezer
Managing Director

Mr. Ben-Ezer is a Managing Director at GEI, Uri has over 15 years of Real Estate experience both
in Israel and in the US markets. Throughout his career he has been involved in the acquisition,
development, management and repositioning of real estate assets totaling over $600 Million and
approx. $350 Million of loan originations & restructuring across different industry segments, such
as residential, retail, office, senior housing, and hotel. Uri previously was a Partner and the COO of
Northwind Group, where he assisted in founding and managing its real estate development
platform. Mr Ben-Ezer received a BSc in Industrial Engineering and Management from BenGurion University. Is also certified in Construction Management and Licensed Real Estate Broker
in the state of NY.
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Select Asset Management Team Bios
Travis Goad
Managing Director

Mr. Goad sits on GEI’s investment & restructuring committee. Travis has over 13 years of
experience in commercial real estate debt markets including distressed debt workouts, new loan
origination / investment, CMBS bond trading / investing including as a controlling bond holder.
Travis was a CMBS trader/investor at MKP Capital, a $4 billion credit focused hedge fund, where
he oversaw a $300MM+ CMBS portfolio. The portfolio consisted of controlling bond holder
positions and mezzanine loans where he regularly hired every major special servicer to service his
bond portfolio. During the Great Financial Crises, Travis was a Vice President at LNR Partners
(subsidiary of Starwood Property Trust NYSE:SWTD), one of the largest CMBS special servicers.
While at LNR he resolved over 100 Loans in 20+ states totaling over $2 Billion including
successfully negotiating over $700MM of loan modifications on some of the largest loans in the
CMBS universe. Including representing bond holders on over $1 billion of distressed loans where
Ironhound was retained by the Borrower to negotiate on their behalf. Travis holds a Masters in
Real Estate Finance from Texas A&M University May's Business School and a B.A in Mass
Communication from Texas State University.

Josh Blisko
Advisor

Mr. Blisko is an Advisor at GEI, Mr. Blisko has served in various roles across corporate finance
and real estate. His transactions have spanned multiple asset classes over 25 states across the U.S.
Mr. Blisko received a B.S. in Finance from New York University, Leonard N. Stern School of
Business in 2014. Mr. Blisko currently serves on United Hatzalah Young Leadership Board.
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GEI’s Competitive Advantage
Sourcing
• Established relationships with local
administrators allow for greater deal
sourcing capabilities
• Specialize in acquiring underperforming
buildings in off market transactions due
to strong industry relationships and
reputation for expeditiously closing as
agreed.

Capital Markets / Reporting
• Institutional level, timely, accurate reporting
keeps financial partners informed of each
project’s progress and performance
• Checks and balances in place to evaluate and
monitor internal activities

Sourcing

Acquisition /
Due Diligence

Capital
Markets /
Reporting

Asset
Management

Acquisition / Due Diligence
• Established underwriting and investment
processes
• Extensive in-house acquisition capabilities
and expertise
• A formal review process is modeled after the
prior institutional roles with managers. We
work through due diligence much faster than
traditional managers, which allows us to be
more competitive in the market.

Asset Management
• Quickly leasing up buildings with
significant vacancy.
• Repositioning and/or refurbishing assets
to increase lease-up and rental rates.
• Establishing or restoring, cost controls and
systems to maximize a property’s
operating efficiency.
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Third Party Advisors
Navigating change in the business, regulatory, tax, and legal landscape is an ongoing challenge for business and property owners.
Golden East Investors supplements staff time and expertise with the extensive experience and specific practice area focus on some
of the world’s leading advisory groups. In collaboration with these trusted business advisors, we are able to identify and deliver added
value and make insightful and informed decisions for optimal business outcome.

A leading accounting, tax and advisory firm in the United States, Perelson combines the resources and technical expertise of a
national firm with the hands-on, entrepreneurial approach that today’s dynamic business environment demands. Perelson serves a
number of industries including real estate, construction, private equity, and venture capital and offers specialized services for Fortune
100 companies, owner-managed firms, international enterprises, government agencies, not-for-profit organizations, and other key
market sectors. Headquartered in New York, NY, Perelson serves its clients with more than 280 partners, and 1,000 employees
nationwide. The firm is a member of SEC Practice Section and the Private Company Practice Section of the AICPA and
PrimeGlobal, global networks of independent accountancy, tax, and business advisors.
For more information please visit www.Pwcpa.com

Greenberg was founded in 1967 and is a leading international transaction and trial law firm known for its core strengths in middle
market M&A, financial services, and real estate. The 14th largest law firm in the United States, Greenberg is able to offer innovative
and pragmatic solutions and services across a broad spectrum of practice areas. The firm is comprised of over two thousand
attorneys in more than 39 offices worldwide. Greenberg’s corporate headquarters are located in downtown Miami, FL.
For more information please visit www.Gtlaw.com
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Relevant Transaction : Net Center
Investment Summary
Address
5200 Mercury Blvd
City, State
Hampton, VA
Square Feet
557,000
Position
Equity
Projected Levered IRR/CM 85.0%/3.5x
Transaction Overview
NetCenter is a 557,000 sf enclosed mall located in the Oyster
Point submarket of Hampton, VA. While developed in 1974
as a shopping mall, the Property was partially converted to an
office building and was rebranded as NetCenter in 1997. The
Property is the single largest asset within the Hampton Roads
submarket and the larger Norfolk market that provides a
generous parking ratio of 10 spaces per thousand square feet.
NetCenter’s strategic location and proximity to the Navy
Shipyard, offers tenants unparalleled value.
Sourcing Story
NetCenter was sourced through a relationship with a local
brokerage based out Charlotte, North Carolina that was
marketing the asset for a closed end private equity fund
manager that was at the end of its fund life. GEI leveraged its
relationship with the fund manager and the broker to achieve
favorable pricing and acquisition terms.

Current Status
Since acquisition GEI has converted all remaining square footage to
office users and leased 200k SF to Fortune 500 company increasing
the property’s value by 300%.
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Team Track Record
Below is a list of assets the team at GEI has acquired and asset managed across various firms.

8

Disclaimer
This presentation (this “Presentation”) has been prepared by Golden East Properties LLC (“GEI”) for informational purposes only. This Presentation does not constitute an
offer or solicitation to sell securities or a solicitation of any offer to buy securities.
Certain information contained in this Presentation constitutes “forward-looking statements”, which can be identified by the use of forward-looking terminology such as
“may,” “will,” “should,” “expect,” “anticipate,” “project,” “estimate,” “intend,” “continue” or “believe” or the negatives thereof or other variations thereon or comparable
terminology. Due to various risks and uncertainties, actual events or results of the actual performance of these investments (the “Fund”) may differ materially from those
reflected or contemplated in such forward-looking statements. Investors are cautioned not to place undue reliance on such statements.
This Presentation (in whole or in part) may not be reproduced in any manner without the written permission of GEI. This Presentation contains confidential information
regarding, among other things, the investments made by funds and accounts managed or advised by GEI. Your acceptance of this Presentation constitutes your agreement to
(i) keep confidential all the information contained in this Presentation (including any information derived by you from the information contained in this Presentation)
(collectively, “Confidential Information”), (ii) not use or disclose any of the Confidential Information for any purpose other than in connection with your evaluation of an
investment in the Fund, and (iii) promptly return this Presentation and any copies hereof to GEI upon GEI’s request. The foregoing agreement is subject to the
confidentiality provisions more fully set forth in the Limited Partnership Agreement of the Fund (as the same may be amended from time to time, the “Partnership
Agreement”) and in any other written agreement between the recipient and GEI.

Although the substance of, and the data underlying the information included in, this Presentation have been obtained from sources believed at the time that this Presentation
was prepared to be reliable, the accuracy, timeliness and completeness of such information, and the underlying data or the computations based thereon cannot be guaranteed.
GEI and the funds and accounts managed or advised by GEI (including the Fund) make no representation that the information contained in this Presentation is accurate or
complete, nor does GEI or any of its managed funds or accounts assume any responsibility or liability for any such information. Views expressed herein are subject to change
without notice. All data concerning statistics and performance information are historical and based on GEI’s knowledge; as such, they do not represent current performance
levels, some or all of which may have changed since the dates referenced herein. GEI is under no obligation to update the information contained herein, nor is any recipient
of this Presentation entitled to rely on any of the information (including performance information) herein.
Any valuations presented herein are valued by GEI at fair value in accordance with generally accepted accounting principles. While GEI currently believes that the
assumptions on which the projected equity multiples and IRRs are based are reasonable under the circumstances, there is no guarantee that the conditions on which such
assumptions are based will materialize or otherwise be applicable to the investments described herein. Accordingly, actual realized equity multiples and IRRs on such
unrealized investments may differ materially from the projected equity multiples and IRRs set forth herein due to, among other factors, future operating results, the value of
the assets and market conditions at the time of disposition, any related transaction costs, and the timing and manner of sale, all of which may differ from the assumptions on
which the projections and valuations contained herein are based. General economic conditions and other factors that are not predictable can have a material adverse effect on
the reliability of projections. Past or projected performance is not necessarily indicative of future results and there can be no assurance that the Fund will achieve its targeted
returns or returns comparable to those achieved by any other fund or account managed or advised by GEI because of, among other things, economic conditions and the
availability of investment opportunities.
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THANK YOU

1325 Avenue of the Americas
27th Floor
New York, NY 10022
212-321-0366

