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INTRODUCTION

The Foundation of Successful Capital Raising

N Deal Quality is the Bedrock

Before asking for a dollar, ensure your opportunity is rock-
solid. A compelling, vetted deal builds its own momentum
and makes fundraising a logical conclusion, not a sales
pitch.

o Laser-Focused Thesis

Investors don't fund vague ideas. Lead with a sharp,
defensible investment thesis that articulates exactly why
this specific asset, in this market, at this moment, is
superior.

8 Logic Over Hype

Present a financial model built to withstand a barrage of
tough questions. Success comes from conservative
assumptions and rigorous due diligence, not optimistic
projections.




DEAL STRATEGY

Investment Thesis Development

Articulate the "Why"

You must clearly define why this specific asset, in this
exact market, at this precise moment represents a
superior investment opportunity compared to other
available options.

I~ Market Alignment

Your strategy must be sharp, defensible, and perfectly
tuned to current market realities. A strong thesis connects
macro trends to the micro opportunity of the property.

i Concrete Examples

Whether targeting undervalued Class B multifamily value-
adds in growing secondary markets or developing last-mile
industrial for e-commerce, specificity builds investor
confidence.




BUILDING THE DEAL

Exhaustive Due Diligence: Go Forensic

A quick walkthrough isn't enough. Uncover hidden risks before you close.

Physical Condition

Bring in the experts to identify deferred
maintenance that could blow up your
budget.

Structural engineers & roof
consultants

MEP (Mechanical, Electrical,
Plumbing) specialists

Detailed unit-by-unit walkthroughs

Environmental site assessments

Risk FactorHidden CapEx is the #1 killer
of returns.

Q

Financial Audit

Tear apart the seller's books. Look for
inconsistencies and operational
opportunities.

Verify rent rolls vs. bank deposits

Analyze T-12 operating statements

Audit all service contracts & utility bills

Build own model;ignore seller pro-
forma

Rule of ThumbRebuild the P&L from
scratch with your assumptions.

Market Analysis

Become an expert on the submarket to
validate your investment thesis.

Analyze supply pipeline & new
construction

Verify true rent comps (mystery shop)
Track job growth & population trends

Identify local infrastructure projects

InsightUnderstand the economic drivers
fueling demand.



DEAL STRUCTURING

Structuring the Capital Stack

. RISK & RETURN POTENTIAL
3. Common Equity (Sponsor + LPs)

The "skin in the game." Highest risk position with the greatest .
potential for profit. Last to be paid, but enjoys uncapped upside. C()mm()n Equlty

HIGHEST RISK/ HIGHEST RETURN
2. Mezzanine Debt / Preferred Equity ~20-30% of Stack

The bridge capital. Costs more than senior debt but offers higher M . / Pr f
returns for taking on moderate risk. Often used tofill the gap. €zZzanne €
MODERATE RISK / FIXED RETURN

1. Senior Debt (Bank/Agency) ~10-15% of Stack

The foundation. Cheapest cost of capital, secured by the property first
mortgage. Strictest lending criteria.

Senior Debt
oIa The Balancing Act LOWEST RISK / LOWEST COST

. . . . ~60-70% LTV
Your job is to strike the perfect balance between the cost of capital and °

the project's risk profile. Stabilized deals support more debt; value-add
deals require more equity.




TRUST BUILDING

Crafting Offering Materials That Build
Trust

Your documents are your first substantive conversation with an investor.

3

Investment Teaser v

The "movie trailer" for your deal. A1-2 page summary
designed to hook qualified investors instantly.

Pro Photos Key Metrics (IRR/EM) The "Why Now" Story

Private Placement Memorandum v

The legal cornerstone. A dense document outlining every risk,
fee, and legal detail.

Attorney Prepared Risk Disclosures Fee Structure

© Essential Package

Investor Deck (CIM) v

The main event A visual, story-driven presentation that walks
investors through the deep details.

Market Analysis Business Plan Team Background

Financial Pro-Forma v

Where the rubber meets the road. Transparent projections that
withstand stress-testing.

10-Year Cash Flow CapEx Budget Base & Downside Cases

@ Goal: These materials must inspire confidence from the very first page, proving your professionalism and depth of diligence.



INVESTOR PIPELINE

Build a High-Value Investor Pipeline

P
sz Strategic Network Expansion ===
Break out of your bubble. Attend industry conferences for g
deep conversations, leverage LinkedIn for thought \ ]
leadership, and tap into local meetups to find warm =8 s, O
contacts m AP B,
‘ \ ;l il = S, MO
. =5 _::.:_’l % T ANNAPOLIS,
‘ ) - a".' X
L iy, . g’c“u'sToMEnossEssED
I ‘:'il ~;)’:::7'!- . ) =
| \ ’,l‘&é # )
\ it A | | oweer !
& Value-First Participation s 55 A
Don't just collect business cards. Ask insightful questions, ] ['7 i :
engage with speakers, and offer value to others before S e (] 80 =
asking for capital. Build genuine respect first. —- ] i i ‘
~ i ot 4 sk =
= CRM & Systemization = ™
- ‘..‘- : -'/f >
Ditch the spreadsheet. Use a CRM to capture every ; :
contact, segment by interest and capacity, and automate & p
follow-ups. Turn fundraising into a scalable, organized -
process.

. R W\ W .\.2{('/’ |




INVESTOR PIPELINE

Tailor Your Pitch to the Investor

A one-size-fits-all pitch gets a "no." Adjust your messaging to match their motivations.

= Experienced Investor e Passive Professional
[ = 4ala
REAL ESTATE PROS & OPERATORS DOCTORS, LAWYERS, HIGH-NET-WORTH
e Get Granular & Technical e Paint the Big Picture
They want to see the weeds. Prepare for deep dives into Highlight macro trends driving the market. Explain why this asset
underwriting assumptions and stress tests. class is safe and growing.
e Challenge the Numbers VS ¢ Sell the Solution
Expect them to tear apart your CapEx budget and rent growth Emphasize passive income, tax benefits (depreciation),and the
projections. Be ready to defend every line item. strength of your team to handle the work.
e Submarket Specifics * Trust & Track Record
Focus on neighborhood-level data, zoning nuances, and They are investing in YOU. Show them you are a reliable steward of
comparable sales evidence. their capital.

Focus: The Mechanics of the Deal Focus: The Outcome & Lifestyle




VERIFICATION & COMPLIANCE

Closing Investors: Rule 506(b) vs. 506(c)

Understand your exemption strategy before accepting a single dollar. Each path has distinct rules
for solicitation and verification.

Rule 506(b)

RELATIONSHIP-BASED

QN

Pre-Existing Relationships

You cannot approach strangers. You must have a substantive
relationship established before the offering.

No General Solicitation

Strictly prohibits advertising on social media, public websites, or
through mass marketing channels.

Investor Composition

Unlimited accredited investors plus up to 35 "sophisticated" non-
accredited investors allowed.

Self-Certification

Investors can typically just check a box to certify their accredited
status. Less invasive.

Best for: Close Networks

Vs

e Rule 506(c)

PUBLIC SOLICITATION

Advertise Freely

You can market the deal publicly on LinkedIn, Facebook, and your
website to attract new capital.

Accredited Only

Zero tolerance for non-accredited investors. 100% of participants must
meet accreditation standards.

Rigorous Verification

You must take "reasonable steps" to verify status. Self-
certification is NOT sufficient.

Third-Party Review

Requires review of tax returns, W-2s, or a verification letter from a CPA
or attorney.

Best for: Scaling Capital



CLOSING THE DEAL

From "Yes" to Wired: Subscription Execution

Turn a soft commitment into a hard-dollar investment with a frictionless closing process.

Execute Documents Secure Funding Confirm & Close
ActionDistribute Subscription & ActionProvide secure wire instructions via ActionMonitor escrow and send
Operating Agreements digitally. portal. immediate receipt.

Use platforms like DocuSign for a Never send wire details via basic email. Provide peace of mind the moment
seamless, tracked signing experience. Verify verbally to prevent fraud. funds land. Officially close the loop.

I} Systematic Tracking is Key @® Monitor Signatures Daily @ Prompt Follow-Ups @ Update CRM Instantly



MARKET TRENDS

Global Market Shifts & New Opportunities

.

- Digitalization Boom
—
The insatiable demand for data is fueling massive investment in data

centers, cell towers, and specialized industrial facilities that power the
digital economy.

P Sustainability & ESG
Capital is rapidly flowing into green buildings and renewable energy

infrastructure. Climate resilience is no longer optional—it's a primary
investment criteria.

] Demographics & Life Sciences
Aging populations drive critical need for senior housing and medical

offices, while biotech breakthroughs create intense demand for
specialized lab space.

Following the Capital

B

Smart money is pivoting away from legacy office assets. Investors are
actively seeking these future-proof, recession-resistant sectors across
global markets.




INVESTOR RELATIONS

Mastering Post-Close Investor Relations

Consistency creates confidence. Establish a predictable rhythm so investors never have to ask, "What's happening?"

ANNUAL COMM. CADENCE

&

Monthly Updates

HIGH FREQUENCY / LOW DETAIL

Concise Pulse-Check: Quick email
summaries of operations.

Visual Progress: High-quality photos of
renovations or site activity.

Leasing Highlights: Brief stats on new
leases or tours.

© Sent by 5th of month

Q1 Report

G

Quarterly Reports

THE CORNERSTONE REPORT

Financial Deep Dive: Full P&L, Balance
Sheet, and Variance Analysis.

Narrative: Detailed discussion of
performance vs. pro-forma.

Business Plan: Progress on CapExand
strategic goals.

. PDF via Investor Portal

Q2 Report Q3 Report

w

Major Events

AS ITHAPPENS

Immediate Notification: Don't wait for the
monthly update.

Key Wins: Landing an anchor tenant or
early project completion.

Proactive Issues: Communicate challenges
immediately to build trust.

4 Real-time Updates



INVESTOR RELATIONS

Financial Reporting, Distributions & Taxes

. ) . ) ) Perf Tracki
Clarity beats complexity. Provide transparency on performance and seamless capital handling. l Performance Tracking

. Quarterly Financial Package v N Seamless Distributions v
2 &
A complete snapshot of asset health. Don't make investors dig Professional, timely payments build immense trust. Avoid
for the numbers that matter. manual checks whenever possible.
P&L Budget vs. Actual Balance Sheet ACH Direct Deposit Clear Payment Notices
Key KPIs (NOI, DSCR) Consistent Schedule
.. Tax Documents (K-1s) v - Digital Portal Access v
t’ =
The most critical annual touchpoint. Manage timelines A centralized hub for documents and performance data
proactively to avoid friction. elevates the investor experience.
Early Commmunication CPA Coordination Timely Delivery On-Demand Access Secure Storage

Juniper Square / AppFolio

@ ProTip: Use modern investor portals to streamline this entire flow. Messing up distributions or tax forms is the fastest way to damage trust.




SPONSOR FAQ

Common Questions {rom Sponsors

‘s

¢

What's the standard legal structure? structurinG

The industry standard is a Limited Liability Company (LLC). You act as the General Partner (GP) managing day-to-day operations, while
investors join as Limited Partners (LPs), protecting them from liability beyond their capital contribution.

e Tip: This structure is favored because it cleanly separates management control from passive capital.

How are equity splits typically structured? returns

Most deals start with a Preferred Return (often 6-8%), which LPs receive first. After that hurdle is met, profits are split (e.g., 70% to LPs/
30% to GP).

M Why: The "pref" aligns interests—you only profit significantly after your investors have achieved a baseline return.

Can I post my deal on social media? compLiance

Be very careful. Under Rule 506 (b), general solicitation (public posting) is strictly prohibited. If you want to advertise publicly, you must
use Rule 506(c), which requires you to verify that 100% of investors are accredited.

A \Warni Nng: Always consult a securities attorney before posting. A misstep here can freeze your raise.



EXECUTIVE SUMMARY

The Sponsor's Roadmap to Capital

9 < ey
<z L.;‘J "‘.

Deal Foundation Strategic Structure Active Pipeline Post-Close Trust
Capital follows quality. Lead ) ] Fundraising is a relationship )
with a sharp thesis, forensic Engmeerthe capital stack tp game. Tailor your pitch to the The Work starts after the wire

due diligence, and a balance| risk ind lr‘e\évacng. Build investor's motivation and use a Pms De|‘|ver|se§.m|_ebss _
- ' trust early with polished Teasers, CRM to manage the flow. compliance, timely distributions,
conservative model that Decks, and a solid PPM. d and radical transparency.

withstands scrutiny.

"When you execute this playbook with consistency, raising capital stops being a sales

pitch and becomes a logical conclusion.”
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